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BOOT AND SHOE RECORDER: 


IT TURNS OUT NOW THAT THE WORLD HAS BEEN 
DECEIVED ABOUT CINDERELLA. HER SLIPPER 
WASN’T MADE OF GLASS AT ALL. 


THERE’S AN OLD FRENCH WORD, IT WAS USED 
IN HERALDRY, SPELLED “VAIR.” IT MEANS FUR. 
THERE !S ANOTHER MODERN FRENCH WORD 
SPELLED: “VERRE,”’ MEANING GLASS. WELL, 
WHEN THE TRANSLATORS WERE PUTTING THE 
STORY OF CINDERELLA INTO MODERN SHAPE 
THEY THOUGHT “VAIR” WAS A MISPELLING OF 
“VERRE,” AND SO THE YOUTHFUL MAIDEN WAS 
FITTED WITH SLIPPERS OF GLASS INSTEAD OF 
FUR, i 
WE HAVEN’T BEEN ABLE TO DISCOVER JUST 
WHAT KIND OF FUR CINDERELLA’S COBBLER 
USED. BUT IF THERE IS ANYTHING IN AUGURY 
AND OMENS, IT WAS FOX FUR. 


FOR FOX SLIPPERS, PUMPS, AND OXFORDS EX- 
PRESS NOW ALL THE WITCHERY AND CHARM 
THAT WERE CINDERELLA'S. 


Charles K. Fox, Inc. 
Haverhill. Mass., U. S. A. 


CHICAGO: Great Northern Bidg. NEW YORK: Marbridge 
BOSTON: 54 Lincoln Street Building, Broadway & 
34th St., Room 632 





Le 81, No. 1. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 59th Street, New 
ork, N. Y. Entered as second class matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of Con- 
gress of March 3, 1879. Subscription price $5.00 a year. 
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Patent One-Strap One-Buckle, 8/8 All Leather 
Heel. Keyed with the demand of to-day. 


$3.60 


Instant shipment on this style. 
. 


he: 




















Send for folder showing seven 
quick-selling styles im stock. 
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Gregory & Read Company 
eMakers of Womens High Grade Shoes 
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STANDARD 
KID 


GUARANTEED SELECTIONS 


aa 






Colored Footwear for the Coming Season 


WHITES 
HAVANAS | 
GOLDEN BROWN 
CHAMPAGNE 
CAMEL 


As complements to the season’s lighter costumes go colored foot- 


wear. Shoes made of STANDARD KID will sell readily because 
you can buy them advantageously. STANDARD KID is the leather 
for Good-Shoes-At-A-Price. 


Your manufacturer will gladly aid you in making sales by using 
STANDARD KID. Request him to do so. 


If you want to see STANDARD KID, let us know the colors that 
interest you. Samples will be sent. 





THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 
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A Master Product of a Master 
Tanner’s Art 


LEATHER that stands out above all other 

leathers as a masterpiece of beauty and de- 
pendability is worthy of the attention of 
makers and sellers of good shoes. 


Gallun’s RAMBLER RED, Number 12, is a 
deep, rich shade, with a lustrous finish all its 
own. 


For the coming season’s styles, RAMBLER 
RED is produced in’ Aztec and Viking Calf. 
These two leathers are smooth finish and are 
available in a wide range of weights and grades. 


AF Gallun & Sons Co. 


Milwaukee, Wisconsin 


AE GALLUuN & Sons Inc. 
H.A. Ele) Manager; 11 East Bosfon 
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Keg. U © Pet. O7 


A Spring Novelty 


Delivery four to six weeks—Terms: Net 30 


Goodyear Welt, Flexible Inners, 
Oak Out Soles, Solid Leather or 
Sole Leather Rubber Heels, 
Box Toes and Foot Fitting 
Counters Lasts 





Made Last No. 25—English Round, 8/8 Heel, AAA to D, Sizes 24%4/7 $ 
Also Last No. 65—Frenchy Round, 8/8 Heel, A to D, Sizes 2%/7 4? 5 Pair 


Patent Leather, Light Tan Calf, Mahogany Calf, Black Calf 





THEJUVENILE SHOE CORPORATION | 


CARTHAGE. MISSOURI 
“The Quality 1s Higher Than the Price” 











%eg. U. §. Pat. OF 
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AT LAST 50-50 


This “AGENCY” proposition offers— 


Co-operation and Quality Without 
Deviation or Compromise 





We do not expect to make shoes whose correct sale requires large 
size scales—strong advertising—special service and hard work and 
then to try to shoulder all of these items on to the Retailer— 


We do not expect him to merchandise our shoes and to assume all of 
the hazards unaided— 


With our shoes—our service and our plan—the: merchant is not the 
“goat” — 


We do not attempt to pass the “buck” — 

What we recommend—we back up— 

What we advocate we assure— 

Twenty-five “go-getter” salesmen are on the road for us now— 


This strongly financed Company will back their talk—,till the cows 
come home— 


Write now for our special proposition— 
It’s new—It’s different—It’s sound— 


IT’S A RING-TAILED WOLF— 





— RIGHT NOW WRITE — 


THE ARCH-AID SHOE CO. 


Rochester, N. Y. 
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There Is Your Handful 
of Selling Trumps 


You Have the Lead 
Play NOW 
The Whitest White 


(Cabretta) 


The “Ace” of 
Sales Attractors 


G. LEVOR & CO. Ine. 


Tanners 


NEW YORK GLOVER SVILLE ) BOSTON 


Geo. W. Newman Lea. Co., Cincinnati 


Arthur S. Patten Lea. Co., St. Louis 
Edward Zohrlant, San Francisco 


Geo. A. McGaw, Chicago 
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“Follow the Creighton Line” 
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Style No. 393 


Patent Leather ‘‘Kiki’’ 
Flexible McKay—8/8 Heel 
Widths A-D—Price $3.40 


A.M. Cei on 
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IN STOCK 
B-CD WIDTHS 


GALLUN’S 4 DIXIE 


THE WONDER SHOE OF THE SEASON. Most popular toe, season’s 
best pattern and the most popular color—that beautiful Nut Brown Shade. 
Oak Bend Outsole. Full Grain Insole. “A” Grade Rubber Heel. Tuxedo Last. 


Forty live numbers illustrated in our new folder—just out. Two high 
shoes of the same leather as 912x are now in stock for $3.50. 910 Panama 
Last carried C to E. 911 Paragon Last carried B to D. 


Mail your orders today. They will be shipped promptly. Branded Stan- 
worth or unbranded. 


MARION SHOE CO. 
MARION, INDIANA 
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Greatest Value Ever Offered 


In SANDALS and OXFORDS 


All Made with NEOLIN SOLES 


GUARANTEED TO OUTWEAR THE BEST LEATHER SOLES 


5 to 8 8Y2 to 11 11Y2 to 2 2Ye to 7 


swas: 9.65 $.75 $.85 $1.15 
oxrors: %.70 $.80 $.90 $1.20 


nammnain THIS AFFORDS MERCHANTS THE OPPORTUNITY OF MAKING AN 
EXTRAORDINARY PURCHASE OF SANDALS AND OXFORDS MADE 
BY THE ORDINARY METHOD 





Terms Net 10 Days 





RAMSEY’S FACTORY DAMAGED—ALL SALABLE 
Sandals ery Ladies’ Sport Oxfords 
58 8 rt eo. 3 2 os Rubber Heel 
$0.50 ‘0 Oh Ge Gicaceciseaaad $1.10 
Ventilated Oxfords 
Oxfords Outside Rubber Heel 
5-8 8%-11 11%-2 2%-6 6 to 11—Men’s....... $1.35 
80.50 .60 80.70 $0.90 1 to 5%—Boys....... 1.10 














IF YOU DESIRE TO AVOID ALL FUTURE STITCHDOWN TROUBLES, 
PLUG OXFORD WE ADVISE YOU TO SEND A TRIAL ORDER FOR THE FAMOUS 


“THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE WAP?’ WELT 


OF STITCHING HING HOLDING Upran. TO INSOLE THAT Is, 





A OF GOODYEAR STITCHING HOL > OUTSULE TO INSOLE AND UPPEIL 
TWO ROWB OF GOODVEAR STITGHING SHOWING ON BOTTOM OF OUTSOLE RAMSEYS 


967 ATLANTIC AVE. _—_E. J. RAMSEY CO. BROOKLYN, N. Y. 
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The Kind That Appeal 
at Popular Prices 
—In-Stock 


SPORT SHOES for EASTER | 














No, 488. Price $4.25 
Cocoa Calf Golf Oxford, Smoked Elk Saddle, Suction 
Cupped Rubber Sole and Spring Heel, Goodyear Welt, 
Sport Last 
AA to D 





No. 429. Price $4.00 
Peters White Reignskin Oxford, Patent Trim, 11/8 
Ivory Rubber Heel, Goodyear Welt, Princess Last 
AA to D 





Price $4.25 
Elk Sport Pattern One Strap, Cocoa Calf 
Saddle Strap, 7/8 Rubber Heel, Leather Sole, Goodyear 
Welt, Sport Last 
AA to D 


No. 477. 
Smoked 





No. 478. Price $3.75 


White Nu-Buck Golf Oxford, Dull Calf Saddle, White 
Rinex Smooth Buster Ste _. Heel, Goodyear Welt, 


AA to D 





No, 476. Price $4.00 


Peters White Reignskin Sport Pattern, One » 
Patent Saddle Strap, 7/8 Ivory Rubber Heel, White 
Ivory Sole, Goodyear Welt, Sport Last 
AA to D 





No, 475. Price $4.10 


Patent Specs Pattern One Strap, Patent Saddle Strap, 
7/8 ibber Heel, Goodyear Welt, Sport Last 


AA to D 


THOMSON-CROOKER SHOE CO. 


Cc. R. THOMSON, President 
BUFORD H. JONES, Vice-President and Sales Manager 


J. M. THOMSON, Treasurer 


Cc. H. SULLIVAN, Secretary 


P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 
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Shoe 
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Without 
Hobs 


DESCRIPTIONS: 


Specification No. 1309: Trench shoes, metallic 
fastened, three soles, cowhide in bends, flesh. out. 
unlined. Heel plates, toe plates. Hob nails, fore- 
part and heels. 


Specification No. 1310: Trench shoes, metallic 
fastened, three soles, cowhide uppers, bends, flesh 
out, unlined. Hob nails forepart and heels. Heel 
and toe plates. 


Specification No. 1323: Trench shoes, welts, 
double soles, cowhide bends, flesh out, unlined. 
Hobs in forepart. Heel plates. 


Specification No. 1324: Trench shoes, metallic 
fastened, three soles, cowhide bends, flesh out, 
bark or chrome tanned, unlined. Hob nails fore- 
part and heels. Heel plates and toe plates. 


Specification No. 1351: Trench shoes, metallic 
fastened, two soles and outside tap, cowhide up- 
pers, 75% trim, chrome, unlined. Hob nails fore- 
part and heels. Heel plates and toe plates. 

Specification No. 1352: Field shoes, metallic 
fastened, double soles, cowhide uppers, 75% trim. 
grain out, chocolate color, unlined. No plates hee! 
or toe. 


1922. 








By SEALED BID 


Approximately 


—BIDS TO BE ACCEPTED 
UNTIL NOON, APRIL 10th 
1,273,000 pairs of brand new field 


and trench shoes are offered for sale by sealed bids to 
be received until 12 noon (Eastern Time) April roth, 


All bids must be mailed to the 





J 








CHIEF, SURPLUS PROPERTY DIVISION, 
OFFICE, QUARTERMASTER GENERAL, 
ROOM No. 1402, MUNITIONS BUILDING, 

WASHINGTON, D. C. 


Conditions of Sale 


Each bid is to be for the en- 
tire lot of shoes, to be sold “as 
is” and “where is,” F. O. B. 
cars or common carrier with- 
out warranty or guarantee as to 
size, last or condition. The Gov- 
ernment reserves the right to 
reject any or all bids. 


Terms 


Ten per cent deposit of total 
amount bid, in form of cash or 
certified check, must accompany 
the bid. Balance of bid and 
shipping instructions in Bank- 
ers’ Acceptance or irrevocable 
letters of credit, payable not to 
exceed four months from date 
of award on all shoes except 
those located at Atlanta, Ga. 
On the Atlanta lot payment 
and shipping instructions to be 
furnished on or before June 15, 
1922. 
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Army Shans for Sale 


’ Bids Received Only on Entire Lot 


Details as to description, sizes, widths and quantities on hand 
have been compiled from the best information obtainable and are 
. approximately correct. 
Take advantage of this unusual offer by senting at once for 
proposal blank and complete lists. 


SEND FOR PROPOSAL BLANK 








S 









Y 

Where they are: 

At Cenmlen, NOB. cccccccccccccccccccccccsccccccccsccaseceesese 1,725 prs. 

At Camp Pike, near Little Rock, Ark, ....--.--+cceeeeewersenees 5,894 prs. 

At He. Tamla, Mas cccccccccsccccccccccsccsccsecetevovasene segee 78,071 prs. 

(2nd and Arsenal Sts.) 

At Columbus, O. (Gen. Res. Depot) ..... 0. - ccc e eect eneccreece 2,505 prs. 

At New a La. (Poland and Dauphine —, T6oSeseesvenees — prs. . ” 

At Fort Oglethorpe, Ga. (near attamooga, Tenn.) .....2-.eeeeees 5 prs. : see 
At Fort Caswell, N. C. (near Southport) .............ccccecceees 34 prs. Samples may = 
At Fort Screven, Ga. (mear Savannah) .....-----seeeeereecseeees 54 prs. at 

At Fort McPherson, Ga. —_— BARREEBD ccccetccccsevdecesscesecs 6 prs. B B 
At Augusta Arsenal (near Augusta, Ga.) ....-----ceeeeeererccees Y prs. Os- 
At Atlanta, Ga. (Candler Warehouse) .......--+ cece ceeeceeeeee 211,095 prs. Army Supply ase, 

at Fort Andrews (near Boston, Mase.) pi tudaeetenecabbnwednek eens ps 222 prs. ton, ass. 

t Boston, Mass. (Army DPly Base)... ccccccssccrsecscvcccseses 194 prs. 
At Watertown Arsenal (near Watertown, Mass.) ............50-5+5 187 prs. Army Supply — Ist 
At Brooklyn, N. ¥. (ist Ave. and 69th St.)-.....-..0sssssseeeees 140,364 prs. Ave. and sgth St., 
At Schenectady, N (Gen. Reserve BERD ccccccccccveccecsseese x prs. yn 
At Norfolk, Va. (Warehouse No, 3-H).........-seeeeeeeceereseeee 5,986 prs. Brookl N. 

At Port Newark, N. J. (Army Supply Base) ......-+..+-+-+++++5 44,584 prs. Candler Warehouse, At- 
At Langley Field (near Hampton, Va.) ....----ceseeeeecccceceee 475 prs. lanta. Ga 
At Gone —_ Md. —_ " omtom, MG.) ....-sccccccccccsccens se prs. s ” B 8 
At ttsburgh, Pa. (3939 Butler St.)......-.--eecerececeecereccce ‘ prs. rm 181 
At Fort Mason, Calif., San Francisco ........-.6..ceeceeeeernnee 2,811 prs. Ay ne Roa Che 
At Philadelphia, Pa. (2ist. St. and Oregon Ave.) ........++++-0++ 31,940 prs. : ing 

At Chicago, Ill. (1819 W. Pershing Road) ............seseeeeees 94,209 prs. cago, Ill. 
yrs — aa 1 96000020 60S EVE Tr ehO 646 46.08% SEs STRESS OD COR 5 . 

mp stis, De. 0:606.60000 0000005050802 000866 5ee0es05008 ’ b 

At Post of San Juan, Porto Rico... ... 1... cece cece cece ceeneeerces 271 \. INSPECTION IS 

At Camp Dix, a. J. (Warehouse 16) INVITED 
BS TROMNOMOE, Bie 0060 vc bos ds ceeedccvesecécccsecsccccccscece 
AS Bockwelh WeekO, GaN, ccc ccccccccceweccesecvcsossqeciccssccs 
At Presidio, San Francisco, Calif. ... 1.1.66. - cece sceeeceeceeeeees 
AS Wert WROWGE, Gee 0s dices cccccsecsessccctccocegecsecocece 
At Gump Lawin, WRetGteR onc ccc ccc cccccccecccccccccccccccene 
Be ee en rs oan chi dant tates o4ohdaga edie Trench Shoe 
At Letterman General Hospital, San Francisco : 


—with hobs. 


BS Dene WO, De 0000 cobwebs osccccest cccvedcsscvccsspes 


At Fort Ringgold, Tex. ..... 
At Eagle Pass, Tex. eecse 
At Marfa, Tex. .........- 
At Fort Sam Houston, Tex. 
At Hachita, New M 














rown, Tex. 

At Fort Bliss, Tex. (Depot 
At Fort McIntosh, Tex. .. 
At Camp Travis, Tex. 


At Various Points of the Southwest 








For proposal blank and list of quantities and locations, address: 


CHIEF, SALES PROMOTION SECTION, 
OFFICE, DIRECTOR OF SALES 
Room 2515, Munitions Building, Washington, D. C. 





TT an ee 
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Giravford Shoe 


BRANDED OR UNBRANDED 


FOR MEN AND WOMEN 2 
STOCK STYLES READY NOW 

























B-108—Women’s Sport Oxford. Brown Elk 
Vamp, Top and Apron Tan “Du-Flex,’ 


ribbed sole and hook End box. 
Orange fitted. 125 last. Widths + 
A to D. Code—Diana 


OUR NEW STOCK CATALOGUE WILL 
INTEREST YOU. SEND FOR COPY. a 


me, 





B.962—Men’s Oxford. Barnett’s Tony Red B-414—M f ra. 3%. T vs 
Vamp and Top. Goodyear Wingfoot Rubber Top a Rea ¥ ex.” pbed 
heel. 12 iron ‘single sole. Hard sole and heel. No box. Boer 

box. Belmont — Widths A 50 Last. Widths B to E. ak 1 85 
to D. Code—Class Century. 





Charles A. Eaton Company 


: “The Sterling Shoemakers of New England” : 
BROCKTON, MASS. . 
NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 











Veeder eeeeeK 
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Last Chance! 


HANNAHSONS prepared to take care 
of your “last minute” Easter Orders for 
Satin Novelties 











No. B-1110 


$3.25 Telegraph or 






Telephone 





Your Orders 


Today 










Genuine Turn. Code Elsie. 
Black Satin One Strap, 16/8 

Half Louis Heel. Beaded Orna- 
No. B-775 ment. Leather Lined. A to D. 
$3.00 2% to 8. 


No. B-705—$3.35 
As above except with 12/8 Baby 
Louis Heel. 
Code Louise 


In Stock 













B-1110—Black Satin One Strap, 
Rhinestone Button, 16/8 Ha 
LXV Heel. Code Ethel. 


B-1145—As above except with 
Baby LXV Heel. A to D, 2% 
to 8. Code Beulah. 


In Style 



























Black Satin Flapper. . Low 
Flat 9/8 Heel. .Wide Strap, No. B-755 
Slide Buckle. Silk Grosgrain $2.65 

Binding. B. C. D. 2% to 8. 
Code Squab 










Imitation Turn, Black Satin 


Minimum Orders One Strap, 12/8 Cuban Heel. 











12 pair Leather Lined. B to D. 2% 
White Amy ag to 8. Code Martha. 
Spanish Jr. Heel. er Lined. 
B to D. 2% to 8. Code Helen. Terms No. B-760—$2.65 
As above ne with 14/8 Ju- 
2% 10 days, net 30 nior Louis Heel. Code Susan. 





¥ ANNAHSON 
SHOE CO. 


35 Wingate Street _ Haverhill, Mass. 
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The genuine “Vutco-Untt” Box Toe is made and sold only by 


BECKWITH MANUFACTURING COMPANY | 


111 SUMMER STREET. BOSTON, MASS. 
CHICAGO, G. W. Kibby & Oo. ST. LOUIS, Oscar F. Wright Co. CINCINNATI, Geo. A. Springmeier Co. 








THE LARGEST MANUFACTURERS OF BOX TOES IN THE WORLD 
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Now, the End Box 








| 

Designed to reenforce the toes of soft toe shoes. Its low | 

walls preserve. the shape of the toe all around its edges 
without encroaching high enough upon the toe to interfere 

with the flexibility desired in this type of shoe. . 

| 

| 

| 


Rapidly gaining favor with the leading manufacturers of 
golf and other soft toe shoes. 


Specify the Genuine 


Vulco-Unit | 


Box Toe 


APPARATUS, ‘8 PATENTED 








The genuine “Vutco-Unrr” Box Tor is made and sold only by 


BECKWITH MANUFACTURING COMPANY 


111 SUMMER STREET, BOSTON, MASS. 
CHICAGO, G. W. Kibby & Co. ST. LOUIS, Oscar F. Wright Co. CINCINNATI, Geo. A. Springmefer Co. 


THE LARGEST MANUFACTURERS OF BOX TOES IN THE WORLD 
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The V-shaped prongs 
of the shank are em- 


sole. This feature 
allows flexibility 
} wy = the forepart of 
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an arch supporting shoe witha 


FLEXIBLE 
FOREPART 


Note the V-shaped prongs at the end of the shank. They 
allow the same flexibility through the forepart that pre- 
vails in all high grade footwear. This has enabled us to { 
create style features and obtain fitting qualities in the | 
ARCH-RESTORER SHOE heretofore impossible in cor- 


rective footwear. 

The ARCH-RESTORER SHOE is good for tired feet. 
It helps prevent arch troubles. 

It brings relief to arches already in bad condition. 
Made in all leathers and fashions. 


Above all, it’s a commercial shoe that may be sold any 
woman with perfect satisfaction. : 


We furnish advertising matter and cooperate with the 
dealer in his advertising. 


Agencies are rapidly being established with foremost stores 
in all cities. Wire today for full particulars. 


PRY 
RESTORE. 
SHOE 


CShe Robert ‘Wise Co. 

















—* 





These black kid ox- 
fords are a reminder 
that ARCH-RE- 
ne shoes — — 


smart: 
Stock No. 754; sises 6 
to & widths AA to 
$5.88. In stock April 





Joy in Every Step 
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In Regard to a 
Matter of Policy— 


The present era of uncertainty makes a state- 
ment of policy particularly appropriate. 


Dealers handling women’s, misses’ and children’s 
shoes are now facing a situation which their own 
judgment may make critical—or not. 


Women want good shoes. They also want good 
shoes for their children. Initial cost is a secondary 
consideration. Dealers know it. 


Dugan & Hudson policy persists inflexibly to 
produce good shoes. By good shoes we mean all- 
leather shoes; stylish but not freakish; modern 
but not too conservative; wear-resisting to an un- 
precedented degree; shoes of the type which 
women insist upon having and wearing year in 
and year out. Such trade is the backbone of your 
business. ' 


—And in the Dugan & Hudson policy, there is not one iota 
of compromise. 


Makers of fine shoes for women and the famous “Ironclad” 
line for children. 


DUGAN & HUDSON CO.,INc. 


Shoemakers for over 40 Years 


ROCHESTER,N.Y. 
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CALF 


When a retailer ’phone 
from New York 
to the tanner 


—and urges us to please do everything possible to assist 
his manufacturer to give him early delivery on a big order 
for TONY RED CALF shoes it indicates rather positively 
that— 


1. He is convinced that there is no substitute for the genu- 
ine TONY RED CALF. 


2. He expects to have a volume spring call for genuine 
TONY RED CALF shoes. 






(it happened only last week) 















This is but one of many similiar instances of repeated interest and confidence in TONY RED CALF which 
we are receiving from leading retail merchants all over the country. 


We much appreciate the continued loyalty and confidence of our retailer friends and are doing our utmost 
to cope with their requirements. 


CREESE and COOK COMPANY 
Creators of New Calf Leathers 





SALESROOMS 
95 SOUTH STREET, BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bidg., St. Louis, Mo. 


TANNERIES 
DANVERSPORT, MASS. 
WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 
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No. 21. Patent leather, light- 
welt sole-—Covered Heel, $7.50 
AAA to C 8 

Y 











ee 
Cy) HO XG 











No. 94. Black satin, turn sole 









AAA to C AAA to C 


Beautiful Easter Styles 


Reflecting the trend of footwear styles in New York, Chicago 
and other fashion centres. 
Tested for their sales power in our own shops and agencies. 


Now “In Stock” 


Brochure illustrating other “Beautiful Shoes” upon request. 








No. 19. Patent leather, turn No. 20. Patent leather, 
sole—Covered Cuban heel, sole—Covered Spanish 
$8.25 AAA to C $8.00 AAA to-C 














No. 22. Black satin, turn sole 
Covered Louis XV heel, $7.50 Covered Cuban Heel, $7.50 
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These advertisements with others appeared 


in recent issues of Successful Farming 


SUCCESSFUL 


USED BY MANY LEADING FOOTWEAR MANUFACTURERS 











RS 


» 





the Shoe Store’ ? Te 


March 25, 1922 
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How to get more business 
from the best, biggest market 


List the footwear needed by a single farm family. 
Sum up the sales to an average family of six— 
parents, grown son and daughter, two younger 
children. Note what this means in terms of work 
shoes, rubber boots, arctics, rubbers, “good” shoes 
and comfort slippers. 


The farmer is by a wide margin the largest user 
of rubber boots. As for work shoes, no other 
market can buy them in the volume he demands. 
His family, above all others, must buy rubbers 
and arctics and overshoes. His wife is the reason 
that many great factories build nothing but com- 


fort shoes. And withal, because farm families are. 


groups of very normal human beings, who like to 
be well-dressed—and can afford to be well dressed 
—the great farm market is the staple market for 
every class of good dress shoe. 


Two Kinds of Footwear — 
Which Do You Sell? 


There are two kinds of footwear. The kind that 
the farmer knows about, and the kind he knows 
nothing about. The advertised quality, and the 
unknown product. The shoes and the boots and 
the arctics that he constantly reads about in 
his farm paper, and which are three-quarters sold 
to him before he enters your store—as against 
unknown merchandise of unvouched-for quality. 


SUCCESSFUL FARMING, Des Moines, lowa 


FARMING 


TO HELP DEALERS SELL TO FARMERS 


Makers of footwear of standardized quality ad- 
vertise in Successful Farming to establish and 
maintain their reputations among farm folks. In 
the wealthiest farm states in the union their cam- 
paigns are continually influencing the nearly one 
million prosperous, better class farm families that 
tread Successful Farming. They are making more 
sales for the dealer. They are making easier sales 
for the dealer. Their advertising means more 
business, better business, from America’s best 
shoe market. 


More Business, Greater Profits If 
You Act on These Facts 


The best class of farmers in your own trade ter- 
ritory are subscribers of Successful Farming. They 
pay for it, study it, believe in it. They seek its 
advice on all the problems of the farm and the 
farm home. Its appeal and its direct influence 
extend to each member of the family. 


Be prepared to deliver footwear already partly sold 
through advertising in Successful Farming. Iden- 
tify your store with this publicity. Take advan- 
tage of the sales work which these progressive 
manufacturers have already done for you. It is 
the sure path to more sales, greater oe will. 
increased profits. 
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Nude 


—the latest shade in NUBUCK _. 





**Lawrence Leathers 
are 
Reliable Leathers”’ 








BOOT AND SHOE RECORDER 














IRST made popular in smart hosiery 

and sport clothing “NUDE” is now 
the shade in most pressing demand for 
style footwear—in whole shoes and in 
combinations. 


Our new “NUDE” shade in Nubuck 
should be sampled by all shoe men who 
make a practice of keeping in close 
touch with the latest novelty colors in 
leathers. 


A. C. Lawrence Leather Co. 
161 South St, ‘Boston, Mass. 


New York Philadelphia Chicago St. Louis 
Rochester Cincinnati Milwaukee 


March 25, 1922 
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Announcement 


is made of the new firm MacLaughlin-Conway Shoe Company 
—its purpose and personnel. 


ACLAUGHLIN-CONWAY SHOE COMPANY is to manu- 
facture Women’s High-Grade Novelty Footwear to mer- 
chandise at popular prices. The entire equipment of Bresnahan- 
MacLaughlin Shoe Company (now dissolved) has been purchased 
as it stands which insures the same excellence of manufacture, 
the same flexibility and finish that distinguished the product of 
the late firm. 


Me. CHARLES D. MacLAUGHLIN, who has had long and 

valuable experience in the industry will, under the title of 
treasurer and general manager, have executive charge of the busi- 
ness—will direct sales and plan styles. His functions to be pre- 
cisely what they were when he was identified with Bresnahan- 
MacLaughlin Shoe Company. 


ND] Mr. C. E. Conway, the president, will be the leather 
buyer and purchasing agent; a position for which he is parti- 
cularly fitted, having been associated for a number of years with 
the Conway Leather Company, Boston, of which his father was 
the active head. 


N full charge of manufacturing will be Mr. Frank B. Dopp, origi- 


nator in this country of the flexible McKay process. Mr Dopp, . 


who in the past has been with the Boyd-Welsh Shoe Company 


of St. Louis, and the Julian & Kokenge Company of Cincinnati, 


will be a stockholder and director. 


_ new firm is scarcely a week old, but already the wheels 
of production are turning with orders for Easter delivery. 


MacLAUGHLIN-CONWAY SHOE CoO. 
LYNN, MASS. 


WOMEN’S HIGH-GRADE NOVELTY FOOTWEAR 
BOSTON OFFICE, 183 ESSEX STREET 





AHEAD OF THE STYLE CLOCK 30s0sQsUsUsg0aUaUEUSUSURUBUR 


25 





D uy OVO TANI /AN TANT A\I AN I/O) (@\i/\/@\i/@\iOXi\0 8) Tat (ay LOT WN ANTON ANTANEANTANIANT ANA 00 /@\T/a\t iat iays 


(a\i/@\t/@\ t/a (at /a\tva! 








(A NNTANTTANTANT NANTON ONT AN OTANI ONL aN ON 10\t @\ i /@\t /@\t (av) (@\i /@\t ani entent 








6 BOOT AND SHOE RECORDER March 25, 1922 


BEACON 


THERE ARE NO BETTER | A 


SHOES 


to 














| a 
em 





i 








































































Ready to Ship 


There’s more activity among the 
men—especially the young and mid- 
dle aged—in their buying of footwear 
for Spring. But they are buying 
cautiously. They want quality and 
snap, but they put a limit on the 
price they want to pay. Show them 
Beacon Oxfords—let them see the 
style and tell them the price—they’ll 
buy and be satisfied. ee. 


; Penn last. Chi 
That is the way to make _pendale Russia 


ford. Good 
permanent customers. —— 


Tl 


| 
Wtitass. 





year Wingfoot Rubber 





uy) 






Heel. C-6 to 11; D-5 to 11. 


No. B-5021—Proxy last. Chip- 





























—- gentate Russia Sue. — tip. Price $3.60 
—— oodyear Wingfoot Rubber Heel. 
— © and D-5 to 11. No. B-5032 — Same in Gun 
—— : Metal. Price $3.60 
== Price $3.85 ~ 
—— : 
3° 
3e 
> = 
— 
/—__—+ No. B-5030—King last. Chip 
<a pendale Russia Blucher Oxford. 
Goodyear Wingfoot Rubber Heel. 
No. B-194—Swag last. Morocco Russia Oxford. D and B-5 to 12. 
No. B-5031—Ace last. Chip- Brass eyelets. Goodyear Wingfoot Rubber Heel. P . $3.60 
dale Russia Oxford. Goodyear B-6 to 11; C and D-5 to 11. Price $4.10 FIce du. 
ingfoot Rubber Heel. © to , No. 5033—Same style in Black 
12; DS to 1. No. B-115—Same as No. B-194 in Gun Metal with Pony Kid. 
Price $3.60 invisible eyelets. Price $4.10 Price $3.60 





F, M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
Manchester 
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| BEAC ON i 


THERE ARE NO BETTER 


SHOES 


FOR FIT—FOR STYLE—FOR WEAR 


THEY CAN’T BE BEAT 
































We believe we are building the 
best shoes for the money that can 
be made anywhere in the country. 
These Spring Oxfords offer your 
trade tremendous values and we 
believe they'll appreciate them. 
They’re carried in stock so you 





» ° No. B-320—Dover last. Patent 

can keep your sizes right. You Leather Dancing Oxford. Plain 

Toe. Soft Haircloth Box. Turn- 

can buy them branded or un- er Flexible Innersole.  Light- 

, Weight Flexible Outersole with 

branded, as you wish. Close Beveled Edge. Leather 

No. B-G46—Savoy last. Chip- Heel. A and B-6 to 11; O and 
Pendale Vici Oxford. Goodyear D-5 to 11 

ipetect Rubber Heel. C and Price $4.50 


Price $5.35 


a J B-322—Same style in Gun 
eta 
Price $4.50 







Wine Red Ox- 


No. B-386—Swag last. Morocco ford. Orange = 
Calf Oxford. Orange stitching. Brass eyelets. Squa No. B-388—Penn last, Morocco 
Goodyear Wingfoot Rubber Heel. wing tip. Solid leather heel. Calf Oxford. Goodyear Wingfoot 


A-7 to 11. B-6 to 11. © and DS B-6 to 11. C and D-5 to ' Rubber Heel, B-6 to 11; © and 
to 11. D-5 to 11. 


Price $4.60 Price $5.40 Price $4.50 


F, M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. 
Chicago, Ill. 


Te 


Manchester 
New Hampshire 
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One of the Newest Sport Costumes yr 
Shown at St. Moritz 


A Style for 1922 
You Will Note That the Shoes Are Equipped with Lacing Hooks. " 


Specify Lacing Hooks on Your Footwear—Made for Men's, Women's and 
Children’s Shoes. 


Insist on Having What You Want 
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Immediate 
Delivery 


FLAPPER 
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Flappers 


Pat. and Grey........ $4.50 
SD ic ode UR $4.50 
RP $4.25 





WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
Is NORTH FOURTH ST. PHILADELPHIA ; 
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LA CROSSE BOOT AND SHOE MFG. CO. 
LACROSSE,WIS. ~~ HEADQUARTERS BLOCK 


SERVICE SHOES 


GOODYEAR WELTS — _ BRASS NAILED 


RUGGED - STURDY - SHOES 


That Are Not Only Fitters 
but with Appearance That Sells Them. 


No. 718—Choc. Retan Blucher. Full Vamp. 
Heavy Oak Sole. Half Double. 
Leather Insole. Leather Counter and 
Leather Counter Pocket. Brass 
Nailed. Soft Tip. Army Last. In 
Stock Sizes 6-12.......... @ $2.85 


No. 733—Choc. Elk Blucher. Box Toe. Single 
Sole. .Goodyear Welt. Munson 

Army Last. Leather Insole. Leather 

Counter. In Stock. Sizes 6-12. 
ree @ $3.20 


No. 843—Mahogany Side Calf Bal. Box Toe. 
Lined. Leather Insole. Leather Coun- 
ter. Wingfoot Rubber Heel. Small 
Eyelets. Widths C-D. In Stock. 
| ere @ $3.60 


Believing that quality is in as great demand to- 
day as ever, we desire only an opportunity of 
proving the worth of La Crosse made shoes. 


Try a Case or Even a Few Pair. 
Send for Our In Stock Catalog. 
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onstant Comfort 


*“*America’s Best Comfort Shoes”’ 


REAL STOCK SERVICE 


—The kind that helps you merchandise right— 


We've been telling you some of the distinctive merits which we know “Constant 
Comfort” shoes possess:—Why they are safe goods to sell on a quality basis; 
why they help to enhance your reputation, and just how they may be made 
good sellers at Easter time. 

But there’s another advantage that means a lot to you in your merchandising 
plans. They’re carried in stock in sizes and widths to the extent that you can 
keep your shelves i in good order on comfort shoes. It is mighty important for 
you to be able to “size in” quickly after a busy Saturday. 

This service applies to sixty staple styles of oxfords, sandals and boots. 
















Orders Shipped Same Day Received 


a 








81 
No. 81—Black Kid One-Strap Sandal, 8/8 
pred B's, as Guay Cus Lining.» gd No. + Kid Two-strap Sandal, 92.46 
No. 86—Same ety next grade, érill lin- CHES EO WOM. 200+ occcorenpensds bere 
No. 84—Same style in One-strap. Both in 
Oe GE Gh Mew ssasaes med Goede BH, Ge Wh Woes. scccnccsnalen 82.25 





as 62 
No. 478—Best Quality Black Kid (xivrd, 


11/8 Cat’s Paw Heel, Gray Ooze Lining. 
Combination Last, d ° No. 62—Black Kid — 12/8 Cat’s Paw 
Heel, Gray Ooze Lin 


No. Nar ta tae Style in Plain Toe. Roth 


in Stock A, _ & NF pee $3.35 No. o-oo sine “with Stock Tip. Both 
Combination ee Ball, A Instep, AA in Stock B, OC, D, B..scsseeecesvece $2.85 
ee 





Ault-Williamson Shoe Co. 


fc s 
Auburn LOS ANGELES OFFICE, 109 E. 8th STREET M aine 
BOSTON OFFICE, 139 LINCOLN STREET ; 

Kansas City, Mo., Office—Suite ‘‘C’’ Mass Bldg 
Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. . So. Fifth 8t. 
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No. 835 
Foxed Oxford, 





Tony Red Veal, ~ 
Frenchy Last, Wing Tip, Good 
year Wingfoot Heel. 


1 TM tons Cie 
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W EBER Union Made Shoes for Men 

win the confidence of their 
wearers—and customer confidence is 
more valuable to the retailer to-day 
than it has ever been. 


To retail at $5 to $8 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bidg. H. Harris, Rep. 
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OXFORDS—IN STOCK 








FAIRY No. 2119 


Two Tone, Tan Calf Mahogany Calf Trimmed, 
Rubber Heel, Welt. 


3% to 8, A Oe D .ccosdcvescccoce $4.30 





FAIRY No. 2118 
All Tan Calf, Rubber Heel, Welt. 
2% to 8, A to D ..ncccccccccceees $3.70 








Two Tone and Self Colored in Medium Tan. 


Spring Styles that are more than usually effec- 
tive—of course they are 


\ Es ie 





hoes 


TRADE MARK 


Which means they have back of good style and attractive- 
ness, sterling worth in material and workmanship. There 
are many other in-stock styles shown in our new catalog. 
Let us send you a copy. 


GRIEB SHOE MFG. CO. 


309 ARCH ST. 


PHILADELPHIA 





























All the hosiery manufactured for CENTEMERI by 
Wolsey, Ltd., of Leicester, England, is made from 
combed wool, and the yarn is technically known as 
worsted. 


Many of the yarns used are the result of the blending 
of more than one quality. Our very finest productions 
are the blend of merinos, known technically as 64’s 
(cape long) and 70’s (warp). 

Trade terms are confusing, and it is well to know in 
the wool trade “lingo,” merino signifies the wool of the 
merino sheep, while in the hosiery manufacturing 
industry the same word, merino, means a mixture of 
wool and cotton. 


Merino and crossbred are not usually described as 
short wool—this description (short wool) is more 
usually given to wool which cannot be combed. 


Because only the rare expert can judge the proportion 
of wool and cotton employed, the integrity of the 
producer is essential as a quality guarantee for the 
retailer and consumer. 


Similarly, in the wool trade, the term worsted 
represents yarns spun from combed wool, whereas, 
in the hosiery manufacturing industry, the term 
worsted applies to a lower quality wool. Medium 
and good quality wools, which cannot be combed, 
are classed as clothing wools, and the lowest grades of 
the uncombed varieties are known as carpet wools. 


Because of the confusion of terms and description of 
manufacture, CENTEMERI wool hose is sold on 
CENTEMERI reputation, and you are safeguarded 
in the confidence you repose in us by the assurance 
that you will always receive honest values for the 


price paid. 


OL Bfain 
7 
WOLSEY 


Cc 
 Gentral Office -. 
Leicester England 


4oo fifth 
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No. 1160 
Silk and Wool 
Hose for Women 


venue 
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Wool 


C exhilaration and joy of sports 
have grown in a brief year or two from 
an occasional to a constant factor in the 
life of the nation. The freedom in dress 
that was but relaxation for a week-end 
or vacation is now claimed as an every 
day privilege in our “pursuit of 
happiness.” 


The very essence of good retailing lies in 
giving maximum service to the public 
and securing maximum business by 
supplying every need of such a great 
movement. 


CENTEMERI imported wool hose are 
prominently identified with the growth 
of sportswear. 


CENTEMERI offers the wanted 
varieties of wool hose in wide ranges of 
styles, weights and prices. British wool 
and workmanship assure a product of 
superior quality and value at each price. 


CENTEMERI wool hose promote the 
spirit of sportswear and meet every 
requirement of the retailer who would 
attract trade with good taste, hold it 
with good value and expand with good 
profits. 


DNadein , 
Gre at Prian 


i i 
WOLSEY | 

{ COMPANY Ltd 

\ Central Office 

\ Leicester England 


4oo Fifth 
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No. 1049 
Silk and Wool 
Hose for Women 








CENTEMERI imported §silk-and-wool 
hose appeal strongly to the feminine 
instincts for beauty and usefulness. 


CENTEMERI hose number 1049 
possesses that universal attraction and 
wide adaptability which give it a secure 
place in almost every woman’s wardrobe. 


The light rib pleases those who avoid 
bulky hose even for sportswear; yet this 
number has sufficient weight to appear 
well on the more slender women—on all 
occasions. 


Unfailing in its power to draw trade, 
number 1049 should be prominent in every 
hosiery display at the counter or in the 
window. 


CENTEMERI can respond to all 
reasonab:e demands for varied styles and 
weights of wool hose. It is time now to 
order for fall. 


G real Bh he in 


, 
WOLSEY 
COMPANY Ltd 

Central Office . 
Leicester England 


4oo Fifth Avenue 
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HAVANA 
BROWN, 


NEW CASTLE KID 


The Outstanding Colored Leather Surety 
On Which There Is No Speculation. 








another are considered, you hear rumors 
that this or that color will be “good.” 


Some of these predictions materialize for 
a period and then it’s all over. 


* But season after season New Castle 
HAVANA BROWN remains the out- 
standing colored leather surety on which 
there is no speculation. 


The footwear found in the smarter places 
shows the increasing prevalence of New 
Castle Havana Brown Kid. Its vogue is 
now recognized as permanent. 


NEW CASTLE LEATHER CO., Inc., 
NEW YORK 








7 


0A; each season passes and the prospects of 


dbo 


9 








Sketched at 
Hot Springs 
Paris Model, featuring 
jacket of beige velvet 
embroidered in self tone; 
skirt of dark brown silk 

crépe. 





In perfect harmony with 
the above costume are 
the artistic shoes made 
by the well-known 
Brooklyn house of Julius 
Grossman, Inc. — the 
quarter and strap of 
beige suede—the vamps 
of Havana brown kid— 
NEWCASTLE, of 


course. 


Judge it by its users. 











34 


BOOT. AND SHOE RECORDER 





March 25, 1922 


A New Combination 


An Arch 
Absolutely 


Rigid— yet 
Flexible 


Since 1876 


Makers of Women's Shoes ex- 
clusively— 


All the style so dear to femi- 
nine heart will stay—but 
Johansen’s Feeture Arch is 


added. 





ohansens 
Feet ure Arc h 





* 





SHANK of steel—an absolutely 
rigid unyielding support for the 
arch. 


Yet—this arch is flexible. 
A shoe that slips on like a glove. 


A shoe that gives the support of a rigid 
arch; the comfort of a flexible arch. 

A shoe as smart, as stylish, as a shoe 
can be. 


A shoe with an arch that is corrective 
because it is comfortably correct. 


Johansen’s Feeture Arch is pro- 
tected by patents granted—it is 
used by Johansen exclusively. 


ohansen Bros. Shoe Co. 


Makers- Women’s Shoes Exclusively 
Saint Louis. 
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Princess Mary 
An attractive es oe 


strap sond mode in White 
Nab heck ond Gun Metal Calf 
trimmin with Du-Flex rubber 
sole an edge he el : 1s 
aumber aa Sold baie y p 
Se ergs 

e an 

ed i pen in t Le, number. 


Can be made on order within ) 


wo days . 
Price $5.50 -3% 30 days. 


MO ORE- ATAFER’ 


WMHOE °*MFG °CO° 
BROCKPORT. N-Y. U,ZA. 


NEW YORK OFFICE: 545-547-549 MARBRIDGE BLDG., B WAY AT 341ST. 


JACK E. JESTER, MGR. 


L.O-Titus 
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THREE STYLES OF 


PANTHER SPORT SOLES 


TOTO OOO OOO OORT OER ROBE OA TaN TR JERS TAS TAS TS TBA 


ANTHER_ 
Quality Sport Soles 


MAKE SPORT SHOES SMART AND SERVICEABLE 


e 





REGISTERED DESIGNS 


It is the sole that makes this practical outdoors accessory the popular 
number it was last season and will be larger this season. 


Panther Soles are made in three Sport Styles, each one 
being the peer of its class. 


COLORS: 


Made in Pale Pink, Chocolate, Black and Ivory White. 


BOROROROT WOO OL OO POOL OOO OOO PLO OOOO oly 


PANTHER QUALITY SPORT SOLES 
GUARANTEED 


To wear twice as long as leather. 


Officially correct for Golf, Tesinis, Hiking, Yachting, etc. 
Now being used by the best manufacturers. 


DOOYOO OVO COLO LOL e), 


ASK YOUR MANUFACTURER FOR PANTHER 
DESIGNS 





For Samples, Prices, Etc., Write Factory Sales Department. 


Panther Rubber Mfg. Co. 


STOUGHTON, MASSACHUSETTS 


BUSUBUSURU TM a 











TT 


PANTHER SUCTION SOLE 


NOTE. THE STANCE TOE AND HEEL -s0 Loven AND DEMANDED BY GOLFERS 
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A Typical Value 


made possible, by our increased production 








Hl OT TT iia 


The Poulette 
A new “Flap- 
per” style for 
Spring 1922 


SR 6 © 6 ERS © 6 ER © 6 6 WEE © 6 6 Sn 8 6 OEE Oe 





E wish that every one of our customers could inspect 
our new factory at 60 K Street, South Boston. 


TT. errs wyy) 


In it can be found every modern and up-to-the-minute 
idea and device for the designing and making of women’s 
McKay “shoes of value.” 


Snappy, salable, serviceable McKays, made on the newest 
lasts and put together by “workmen who know how.” 


Our increased capacity of 3600 pairs daily enables us to 
give A-l service to our customers. 


May we hear from you as to your requirements? 











are OOH CNTTUATTT VATU ——— ae 


ALLEN-GOLLER-LEIGHTON Co. ‘il 
ct #) ) | 60 K STREET, SOUTH BOSTON, MASS. G Mm ey 
ln | 


CIN 
AAA i 


MMM 
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“King of Jobs”: 


We Have Just Purchased For Cash 
The Entire Stock of Two Leading Concerns 


FEDERAL SHOE CO. ..1 DIRECT SHOE CO. 


These Stocks Consist of BOYS’, LITTLE CENTS’, LADIES’ and 
CROWINC CIRLS’ SHOES, With Leather and Rubber Heels 


SOLD IN 10 CASE LOTS 


Sizes as Follows 
3 Cases, Size 8 3 Cases, Size 10 
3 Cases, Size 9 1! Case, Size 11 









Width 


Packed 12 Pair Solid Sizes to Case 


Price + 1.6 5 


All Perfect. Packed in original 
cases. Made in the U. S. A. by 
our best Manufacturers. 


Sold 200 Pair Lots or more 
Sizes and widths as per this schedule. 


If in Boston it will pay you to visit us and see these 
wonderful values at prices never before quoted 


We offer the balance of our 


U. S. ARMY MARCHING SHOES 


Purchased from the War Department Quartermasters Corp. 
Surplus Stock Division. 


Class “A” Style 2 
Chocolate Retan 


Munson Army Last Double Soles 
Goodyear Stitch Loose Nailed 
Standard Screw Reinforced 


1 1 
1 1) 1 


Price $ 1 85 





S. Rosenberg & Son 


144 Essex St. Boston, Mass. 
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Prepare for Your Easter Business 


These New “H & E” Turn Novelties Are In Stock 
Ready to Start for Your Store 





No. 130—Black Satin Vincent One 
Strap, Junior Louis Heel, AA to 
C widths, Price, $5.00 


No. 140—Gray Nubuck Vogue 
One Strap, 16-8 Louis Heel, AA 
to C. Price, $5.50 


No. 138—Squirrel Gray Suede 
Vogue One Strap, 16-8 Louis 
Heel, AA to C, Price, $6.00 


No. 141—Black Patent Vogue One 
Strap with Perforated Throat of 
Vamp, 16-8 Louis Heel, AA to C. 

Price, $5.00 


No. 142—Black Patent Vogue One 
Strap 14-8 Louis Heel, AA to C. 
Price, $5.00 


No. 139—Patent Vamp Gray Nu- 
buck, Color 18, Bradford One 
Strap, Cut Out Quarter, 16-8 
Louis Heel, AA to C. 

Price, $5.35 


No. 143—Janet One Strap Patent 
Vamp, Color 18, Gray Nubuck 
Quarter, Nickel Buckle, 8-8 
Military Heel, AA to C. 

Price, $5.35 


No. 144—White Beechtex Aida 
One Strap, 8-8 Military Heel, A 
to C. Price, $4.00 

Delivery April 10 


No. 145—White Beechtex Janet 
One Strap, 1-in. Slide Buckle, 
14-8 Military Heel. Price, $4.10 

Delivery April 1 


No. 146—White Beechtex Rena 
Two Strap, 14-8 Junior Louis 
Heel, A to C. Price, $4.40 

April 1 delivery 














HOPKINS & ELLIS, Haverhill, Mass. 
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BOYS wil] be BOYS 


Real Boys want mannish shoes 


like dad's. 


Real Boys want rubber heels, 
like dad's. 


ARMORTRED 
HEELS for Boys 


Look wel}— Wear better 
ARMORTRED Heels for boys add 


character to boys shoes. 


Boys’ shoes with ARMORTRED 
Heels are quiet—don't scratch floors 


—and are more economical. 





QUABAUG RUBBER CO. 
NORTH BROOKFIELD. MASS. 








ARMORTRED 


SOLES AND HEELS 
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BOSTON | CHICAGO 

| TheNewest 
Last Styles 

PHILADELPHIA| @re available | cNCINNATI 
at any of these 

—— Display Rooms | 
ST. LOUIS MILWAUKEE 

















nearest you. 


Headquarters, Boston, Mass. 


SIX SHOW ROOMS 


BOSTON CHICAGO 

212 Essex St. Wells Bldg., Rm. 406 
CINCINNATI PHILADELPHIA 

803 Sycamore St. 331 Arch St. 
ST. LOUIS MIL.WAUKEE. 


Adv. Bldg., Rm. 303 10 Metropolitan Bldg. 








O dow same uniform helpful service and 


latest style information will be given you 
in each of the six United Last show rooms. 


O LAST producing organization is so 
broadly informed on National or local 
style tendencies. Consult with the branch 


UNITED LAST COMPANY 


TEN FACTORIES 


ROCHESTER BROCKTON 
HAVERHILL NEWARK 
AUBURN LYNN 

ST. LOUIS CHICAGO 
MILWAUKEE NEW YORK 
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No. 992—Growing Girls’ Welt Oxford 
with Grey Nubuck Vamp and Quarter. 


Two Made with No. 808 tan calf Short 
Wing Tip and Foxing on our new 55 
last carrying a 7/8 leather heel. 


New Styles Price $3.75 


from ASH in on the demand for shoes to retail at 

$5.00 and $6.00. Our new line in this class 

66 is going big and bringing orders from many of the 
The E & M best houses in the country. They are what the 


public want! 


Both shoes illustrated here meet the demand for 
“quality at a price.’ Good workmanship and 
materials are assured as they are made under our 
personal supervision in our Haverhill plant. With 
these two important features carefully attended to 
do you wonder that they are both sellers and 
moneymakers for dealers who stock and sell them? 












The above model is No. 1146. It’s an 
All-Patent Turn One-Strap carrying 
a 10/8 celluloid heel on our 61 last. 


Price $3.50 





Emery & Marshall Co. 


Haverhill, Mass. 
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To Catch The Eye! 
—And The Dollars! 


YOU’LL FIND EASY SALES IN THESE 
NEW TURNS FOR YOUNG LADIES 


IN STOCK 


R5003 
Best Quality Patent Chrome, Grey 
suck Quarter, Covered Heel. A 
well built turn of excellent quality. 


$4.00 
Widths Sizes 
hee ey eee 4 to 8 
e TD tddeietiline tones 3% to 8 
Oe  ) Pee 2° to8 





R5001 


Genuine Patent Chrome, Attrac- 
tively Perforated, Covered Heel. 
A snappy Style sure to move 





quickly. 
$3.75 
Widths Sizes 
Pe ikon swca wor 4 to8 
DD . pa waneenne 3% to 8 
DD cspeces 3 to8 





Order Today and Liven Up Sales 


ae 


MARK rit 


CHICAGO. I 
Send for Catalog R Listing 
Our Complete’ Line of Shoes SINSHEIMER BRO. & CO. 


and Low Cuts for Infants, 211-15 W. Monroe St. 
Children, Misses and Growing 














Girls. 
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MOUSAMS are the 
counterpart of | sty le 


For every new accepted last there is a Mousam 
counter. 


Our designers are in constant touch with the great shoe 
style centers and last makers. As each new model ap- 
pears, the Mousam, its counterpart of style, is ready. 
Whatever the make or the style of a shoe there is a 
Mousam Counter molded especially for it. That is 
why shoes with Mousam Counters fit with such exact- 
ness. 

The Style, Fit, Flexibility, and Uniform High Quality 
of Mousam Counters make them the standard value 
with leading manufacturers and merchants. 


MOUSAM 


» COUNTERS 


GUARANTEED TO OUTWEAR THE SHOE | 





ROGERS FIBRE COMPANY . 


Mousam Division 
121 BEACH STREET BOSTON, MASS. 


Philadelphia Cincinnati St. Louis Milwaukee 
1024 Filbert St. John C. Rupp Co. Dennott & Prince Fred A. Hollis 
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Filigree Tree, 54 inches 
high, hand painted in 
tiffany, lavender, silver 


and blue. Flowers are of cf h 

silk velvet; foliage, silver ‘ Oo teac your Cus- 
and blue changeable cloth. , 

A very high class window ; tomers the 6 Ensign 


~, decoration. Each, $42.00. 
= 


Habit”. you have 
only’ to sell. them 
their first. pair: 





Reisin g| 
Decorations Ps 
| 





excel in quality;and I & 
individuality of desi | a: 
Flowers | os 
Foliage a a 
Placques Be. 
Screens | an 
Baskets | 2 
Vases I 
Plushes | “Ftc. No. 402 
: Velours “i Little Gent's Niakiogany Russia 
Bal, Gaodyear Welt, Foot Form 
Write t today | Last, Ock Sole, bce fore 
94 catalog. ] ber Heel: Widths, D and E. 


* | Sizes, 81, to 131). 


G. REISING &. CO. J” Price $2.55 


ew 24 E.. Congress St, Es ‘ - | ’ , 
_ CHICAGO ~~" = || ‘The ENSIGN.SHOE CO. 


{Betnogy Senet Wabash’ BELFAST, MAINE _ 
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TWO POPULAR NOVELTIES 


Patent and Gray Combinations 


Fg 


No. 855—Combination Patent Leather and Gray Buck (ne 
Strap—-Imitation Tip. On No. 121 last. 7/8 Flange Heel. 


a 


No. 857—Combination Patent Leather and Gray Buck 
Oxford. On No, 121 last. 7/8 Flange Heel. 


These new ones show the way Johnson Bros. keep right 
up to the minute in style service on popular numbers. 


SEND FOR SAMPLES AND PRICES 


JOHNSON BROS. 


SHOE MFG CO. 





HALLOWELL MAINE 
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STYLES 


WOMEN’S OXFORDS 








Tweed Last. 
Pearl Elk Sport Oxford.............- $5.35 
Black Duflex — Sole and Heel 
A to D wide. 


252 
Tweed Last 
Brown Elk Sport Oxford $5. 
Red Dufliex —a Sole and Heel. 
A to D wide. 


254 
Tweed Last 
Smoked = Sport Oxford... ......0- $5.10 
Leather Sole and Heel. 
A to D wide. 


256 
Tweed Last Number 382 
As above with $5.35 
Red aoamer® Ribbed Sole and Heel. 
A to D wide. 


230 
Danse Last. 
Pat, Colt ney ty nnd oo6d sh seetecss sou $4.85 
A to D wide. 





MEN’S OXFORDS 





382 
Sport Last. 
Smoked Elk ener — pines ob 6.08 $5.50 
Gal. Four Ap 
Red Dufiex Ribbed Sole and Heel. 
B to E wide. 


310 
Sport Last. 
Tan Box Sport Oxford 6 60a Sesenesooes $5.85 
Tan Box Ap 
Red re, * ‘Ribbed Sole and Heel. 
to E wide. 


508 
Newton Last. 
P & V- 104 ™ eres $5.50 
to D wide. 


T. R. Oxford 
A to D wide. 


THE DALTON COMPANY, Inc. 


Makers of Fine Shoes 
BROCKTON MASSACHUSETTS 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. 














ety 
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"THE two extremes of beauty in female dress are represented in the 
all-enveloping, but form-revealing, thin stola of the Grecian woman 
of 325 B. C., and the healthful though skimpy body covering of our 
modern American maid. 





Through the ages intervening, the costume of woman has been a series 
of smothering monstrosities, apparently cut out with a jig saw, con- 
cealing not only the entire form, but even the feet and much of the 
face. 


T= mode of the moment that so frankly reveals the lower extrem- 
ities has created a footwear consciousness unparalleled in history, 
as evidenced by the general demand among shoe buyers for such a 
detail of shoe adornment and utility as the Diamond Brand Fast Color 
Eyelet. 


It is the retailer of superior intelligence who draws the attention of his 
stylish woman patron to the eyelet that never wears brassy—the 
Diamond Brand Fast Color Eyelet—found in better footwear. 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 
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In Spite of Predictions That This or That Style 
Would Supplant Them In Popularity 











they’re ordering 











P Aw 2 T L E A:T H E R 


MARY JANES! 


ne 


There are no MARY JANES like LYONS 
and HERSHENSON PATENT LEATHER 











MARY JANES 
They look well 
This has come to be They wear well 
an accepted fact in They sell well 
the trade. at 


POPULAR PRICES. 











ORDER FROM YOUR WHOLESALER 


Do it now, and avoid disappointment. Our production 
is fast being “sold up” for the rest of the season. 


Lyons & Hershenson, Inc. 


Chelsea, Mass. 
Boston Salesrooms 207 Essex Street 
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You will 1m prove your line of shoes 
by using 


Ace Calf 


ACE RED 
ACE BROWN 
ACE TITIAN 
ACE 75 
ACE 808 
ACE 24 
ACE 909 

































































J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS, U. S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS “TENRAB” 
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WHITE BUCK 
MILITARY HEEL 
BUCKLE STRAP PUMP 
PATENT LEATHER TRIM 


VAUGHAN’S 
Ivory Sole and Heel 


FACTORIES 
407 BRIDGE STREET 





WHITE EVECLOTH 
SPORT OXFORD 
PATENT SADDLE BAND 
TIP and HEEL STAY © 


VAUGHAN’S 
Ivory Sole and Heel 


Palm Beach Certifies 
These 


Lvewest Sport Styles 


DONN D. SARGENT Co. 


SALEM, MASSACHUSETTS 
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Style No. 422 


Ne ee 


Paris Kid Blucher Oxford on No. 240 Last, 


Medium Toe, Kid Tip, Flexible Welt, 1% 
Inch Heel. 
AA to EE IN STOCK. 
Price $5.35 
, Fine Black Kid Goodyear Welt Oxfords 
\ 


ready for immediate delivery 


J. J. GROVER’S SONS sic ae 


4 NS LYNN., MASS. = 
~ \ BOSTON NEW YORK 
A\\ 80 Boylston St., Little Bldg. 47 West 34th Street (Wag 
G R S inners! 
. < 4 


SE ODP AP APE AA AAI OIE PPD 













































































Sell Russell’s 
IKE ‘WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the 
foot and ground—more protection than the ordinary street 
shoe. Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell 
shoemaking. 


The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy 
— Pac. Natural shape affords every freedom to the 





The ideal of comfort and service in moccasin footwear 
for dry season wear, and a sensible “pal” for the growing 
lad. Write for Dealers Price and 


Catalog 


W. C. Russell Moccasin Co. 
Berlin, Wis. 
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ONCENTRATION of our efforts has en- 
abled us to offer that which the times and | 


-the trade require. 







O° °o ° ° ° 


—hbest quality of Stock with our Standard of Workmanship, 3 
| 
F 





/ at prices lower than could have been accomplished in any 


| other way. 






° °o o oO ° 





We are also able to give quick, deliveries on certain lines. 
But this is not in any way an in-stock proposition. 











The above is one of the styles that can be delivered 
promptly 

: Lot No. 230 

= ie Men’s No. 4 Gallun’s Russia Calf Oxford 

=| - 324 Last 
S| English Toe 

















FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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We Have Picked the Winners for Spring 
Out of Our White Line These Are the Three Best Sellers. 


IN STOCK for APRIL 25 Delivery 


WHITE POLAR KLOTH ONE STRAPS 





Number 200 Number 210 Number 215 
8/8 MILITARY HEEL 12/8 MILITARY HEEL 14/8 JUNIOR LOUIS HEEL 
$3.15 $3.15 $3.25 


Send your orders in as early as possible to insure prompt delivery, as | 
we already have large orders on these numbers. Terms 5% ten days. 


COLLINS & STAPLES, Haverhill, Mass. 











Tatoo 1 [own Wow atratwakraw nwa 
mu ey WIM) 


e Best Shoe Jor The Least Money _ 





Three to Four Weeks’ — 
Delivery | 


—_—_— 


| Ladies’ Chrome Patent Leather, One 

Buckle, One Strap, Imitation Straight Tip 
and Medallion, White Fair Stitch on Sole, 
8/8 Heel with Goodyear Wingfoot Rubber 
Top Lift. 


$$ 
$$$ $< 















Jobbing and mail order trade only. 


MITCHELL-CAUNT CO. 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoln St. 
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SNUGLERS 


Here is the Snug-ler Moc- 
casin—a neat, serviceable 
house shoe that every man 
ought to have. It retains its 
original shape and color after 
the most severe usage and 
will satisfy the most partic- 
ular trade. 

This is only one of many fast 


selling Snug-lers that dealers 
are stocking everywhere. 


United States Rubber Company 








LEDS 


=== 
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For Easter 


Sterling Patent Colt One Strap Pump. Argo Last 
14/8 Junior Louis Heel 
5 Iron Welt Sole, Turn Edge 
AAS5-8; A4/2-8; B4-8; C3//2-8; D3Y2-8 


I 


I 
IA 


719 
Same in Biack -Kid 


Price $5.50 


La France Spring and Summer Catalog on request. 
Forty in-stock styles illustrated. 


i in 


Ne 


Clin 


I 


IA 


Williams Clark & Co. 


i 


Fil ee a t 





WASHABLE 
WILO 


Reg. U.S. Pat. Off 


WHITEBUCK 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, Ill. 
































ANA Zi 


FRENCH SHRINER E URNEK 


The “Liberty” 


A Combination Measurement Shoe 
for Men with Low Insteps 





























bs A eee ah é tt 
i ee sisi. cane 


17—Brown Kid Oxford A perfect fitting model with low in- 15—Brown Kid Bal. 
24—Black Kangaroo step measurements combining style 34—Black Kangaroo Bal. 
Oxford and comfort. 





HE “Liberty’’ model, illustrated above, is designed to meet the needs 

of the thousands of men who have been compelled to accept ill fitting 
models or go to custom shoe-makers. This model will enable you to cater to 
the trade of these men. 


It has all the refinements that feature every French, Shriner & Urner Shoe; 
the quality of leather is the best that can be found; the workmanship is not 
excelled even in custom made shoes and the style, fit, and comfort are char- 
acteristic of all our models. 
You will find the “Liberty” a profitable addition to your 
Spring and Summer stocks. We can make immediate de- 
liveries of any of the numbers noted above. 


Have You Received Our New Spring and Summer Stock Catalog? 


FRENCH, SHRINER & URNER 


Factory and Salesrooms: 63 Melchev Street, Boston, Massachusetts 








ROT, rem 4 pera |! 
[Sue NOTION FEY MM eaustlt nh mt aye alll; 


F. eater UR ER Tae 7 
(one al PH RINER Sous one yt (ici | Heeb De if sista 
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IN STOCK 





No. B 284 


Patent Colt, Gray Kid 
snd Apron, 10/8 Heel,. Nickel Buckle, Welt. 
Price $5.00. 


Fashion’s Newest Designs 
For Immediate Shipment 


Strap 





No. B 280—Patent Colt Two Strap, 


Cuban Heel, Welt. Price $4.90. 


No. B 279—Same as above in Black Kid 


with Imitation Tip. Price $4.75. 


No. B 278—Same as above in 


with Imitation Tip. Price $5.00. 


14/8 


Brown Kid 


a8 


No. B 277—Patent Colt Princess, Black 
Silk Elastic Gore, 15/8 Celluloid Louis Heel, 
Torn. Price $5.65. 


Joy, Clark & Nier, Inc. 


ROCHESTER, N. Y. 








SIZES IN STOCK 


BA ccccccccecccciccce 4% to 8 

BD ccccccccessccecece 3 to & 

cecceecencescesess 2% to 8 

D cccccdcccccesccese 22 te 8 
7 accunscdeeadmeunse 2 to 8 No. B 281—Patent Colt Oxford, Gray Kid 


Terms: Net 30 Day*« 





IN STOCK 


~ 


No. B 282—Patent Colt New Wide One 
Strap, Nickel Buckle, Imitation Tip, 
Heel, Welt. Price $4.90. 


10/8 





Apron, 7/8 Heel, Welt. Price 85.00. 











PUUUTUUUUUUCCUCUCULUCUCUCUCCCC CLL LLL bbb bbb bbb 


This Spring’s Two Best Sellers 
in Stock for at Once Delivery 


Send your order and ask for catalogue of 
our complete in stock line of popular num- 
bers. 










IN STOCK 


No. 655—Patent Colt One 
Strap, Button. Last No. 30. 
9/8 Rubber Heel 

Sizes 2%-8. Widths C, D, E. 


$2.30 


No. 655 


IN STOCK 


No. GG7—Patent Colt Five 
Byelet Jazz Oxford, Last No. 
30, Imitation Turn Edge. 
Perforated Vamp and Side 
Row, 9/8 Rubber Heel, 

Sizes 2%-8. Widths C, D, E. 


No. 667 $2.15 


Terms: 7%, 10 Days—6%, 30 Days 
F.O.B. Everett or Boston 


Bunker Hill Shoe Co. 


EVERETT Manufacturers MASS. 
PATTLE 


The Latest Styles 


REQUIRE 


TRADE MARK 


(GUARANTEED) SILK HUB GORE 


In Various Widths to 


Match Prevailing New Shades 


of Colored Leather. 
EVERLASTIK, INC. 


Webster and Spencer Aves. 


CHELSEA, MASS. 
395 Broadway, New York City 
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No. 440 
Herman’s Officer’s Oxford 
Full Chrome Leather 


ae iii, + $-25 
Ny net 
Oxford Time Is Here— 


AND SO ARE 


HERMAN’S OXFORDS 


Springtime is Oxford time. And here are three new Herman 
Oxfords that are going big this season. 

They are in demand by men who want smart style with Herman 
comfort. Ex-service men and business men, familiar with the 
comfort of Herman Shoes, seek—and find—that same comfort 
in these new Herman Oxfords. 

A sales-surprise awaits live dealers who stock styles #440, #446 
and #451. “They're no dust gatherers.” 

Look at the price. Compare the construction—best selection 
of upper leather—single oak soles—oak insoles—full quarter 
linings—Goodyear Wingfoot rubber heels. What better dollar for 
dollar value can you find anywhere? 






\\ 


U) ° 
STMT 





Below is a list of sizes “in stock.” Send 
your order for quick shipment—TODAY. 


JOSEPH M. HERMAN SHOE CoO. 
Millis, Massachusetts 


\S 
C/T 


On 


ag hs: No. 451 
y ny ty THESE THREE STYLES IN THE Herman's Navy Oxford 
FOLLOWING SIZES Uppers 


IN STOCK—READY TO SHIP 


Style No. Widths Sizes 


440......D and E...........5/9—6/10—6/11 
446......D and E...... 5/9—6/9—6/10—6/11 


GBR... 00D GE Bees secscces 5/9—6/10—6/11 
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p ae . Nothing in the 


Shoe 


But the Foot 





Let the Shoe Itself Support the Arch 


MerY people in your city are troubled with weak or 
fallen arches. 


You should sell them shoes built with Crawford Arch 
Supporting Shanks. Do not let them experiment with 
those contraptions called arch supporters, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 
arch and destroy the shoe. 


A‘ of shoes with Crawford Arch Supporting 
Shanks is a business building asset for any 
lively shoe store. 

The Crawford Arch Supporting Shank is built 
right into the shoe—fitted between the inner and 
outer soles and locked to the insole. It preserves 











the shape of the shoe and gives support to the 





Auburn, Me. 
a7 Main arches and ease to the foot. It cannot abrade the Milwaakee 
Brockton, Mass. ki New Orlean 
ntre SKIN. 216 Chartres 
Cincinnati New York 
on Broadway 87 Warren 
ral’, South, Market ‘ ° + ‘Ween ~s 
ver ° aaa. 
Paget United Shoe Machinery Philadephia. 
Johnson City, Rochest N 
oe wks ti io man Se 
7. Corpora 10n St; Louis 
8 road San 
Marlboro, Mass. ' 859 Mission 








11 Florence Boston, Massachusetts 
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~__,,_- 
“MYRTLE” 


; 
DISPLAY 





CREATES 
SALES 


In White Kid with patent trimming 
for Summer Wear. 





x 


Also in Gray Kid with patent 


. . trimnting. 
DEGEN - LIPP, Ine. 
Makers of 
Women’s Best Turn Footwear 
New York Showroom: Factory: 
607 Marbridge Bldg. 133-143 Floyd Street, Brooklyn, N. Y. 




















A McKAY OF MERIT — IN STOCK 


. 
BROAD TOE LAST IN 
84 to 11—i1'4 to 2 
ENGLISH TOE IN 
244 TO 7 


STOCK NO. 500 STOCK NO. 501 
, TAN SIDE LACE OXFORD 














PATENT CHROME, ONE STRAP PERF. TIP VAMP AND TOP OF QUARTER 
8% TO 11 SPRING HEEL cD $1.85 8/2 TO 11 SPRING HEEL cD $1.75 
11% TO 2 4.8 “ BCD 2.35 11% TO 2 4.8 - BCD, 2.25 
2¥%2TO 7 8-8 “ BCD 2.85 %TO 7 88 . * BCD 2.75 





F. E. DONALD COMPANY 
BURLINGTON, NEW JERSEY 
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They Will 


A Combination of Neolin Soles 
and Goodyear Wingfoot Heels 








You yourself know how much of the pleasure in a 
real outing is in having good-looking, practical 
shoes to wear. 


Whether on the golf course, the beach, the lawn, 
or the rolling deck of a yacht, the right kind of 
comfortable, shapely footgear is everybody’s desire. 


For all these purposes—and for general street 
wear, too—the new Goodyear Sports Bottom is ex- 
actly designed. It is attractive, durable, waterproof. 


The tough spring buttons of the Nedlin Soles are 
molded integral with the sole itself, and arranged 
to give perfect footcomfort and sureness. This means 
a perfect stance at golf, a firm grip in the turf at 


GOOD 
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Be Popular 





any game or outing, and a full, even pressure on 
pavements. 


Added to this wonderful sole is the close-seating, 
trimly-designed, long-wearing Goodyear Wingfoot 
Heel. . 


This combination will be easy to sell. Goodyear 
is advertising it this season in the 34,800 street cars 
of 564 cities and towns. Shoe manufacturers already 
have made up nearly 200 sample sport models with 
it. Your customers—both men and women—will 
want it. 


Your manufacturer can supply you with sports and 
general service models made with the new Good- 
year Sports Bottom. Insist on them. 


SPORTS BOTTOM | 








Tr oe 


~ Poe 
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“Remember Me?” 


“I’m the little girl who told you about Educator Shoes when you 
were in Chicago. 


“Are you selling Educators for little boys and girls now?” 


Besides the money you make in helping little feet “grow as they 
should,” think of the reputation your establishment gains for ren- 
dering service. 


And this service inspires confidence in your customers,—they come 
back for more Educators, buying at less and less overhead expense 
to you all the time. 


Educators are the greatest sellers in the shoe business today and 
their quick turnover performance has earned for them the reputa- 
tion of being big profit-makers. 


Other stocks become secondary when Educators enter your store. 


Rice & Hutchins, Inc. 


10 High St. Boston, U. S. A. 


OUR NINE AMERICAN DISTRIBUTING POINTS 


The Rice & Hutchins Atlanta Co The Rice & Hutchins Cleveland Co. 
The Rice & Hutchins Baltimore Co. The Rice & Hutchins New York Co. 
The Rice & Hutchins Chicago Co. The Rice & Hutchins St. Louis Shoe Co. 


e Rice & Hutchins Cincinnati Co The Atlas Shoe Co., Boston, Mass. 
Joseph I. Meany & Co., Inc., Philadelphia, Pa. 
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Try to Be More Neighborly 


The Merchant and Manufacturer and the Section 
Need More “We’’ Spirit 


HERE is a vast difference between mine and 

ours. My shop, my styles, my progressive- 

ness can be carried too far so that it be- 

comes the very spirit of egotistic un-neighborli- 

ness; but our industry, our service to the public 

and a generous sharing of deeds makes not only a 
trade but a nation one community of neighbors. 

We had quite enough of un-neighborliness in 
the war so why should we continue the spirit by 
reducing it to clashes of section against section, 
factory against factory and man against man. 
Within ten days there have been newspaper 
charges of one section of the country against an- 
other shoe-making section with implications 
that the latter division is down and out. It is a 
tragic defect in competition that every knock is a 
boost. 

Ah, but the mutterings in the press do not truly 
reveal the real spirit of markets. It is always 
“we” among neighbors and it is going to take all 
the neighborliness of everybody to bring prosper- 
ity back again. We like to see manufacturers and 
merchants linked hand and hand, each self-sub- 
ordinated, but definitely related, in service and 
efficiency to sell more shoes to the public. Civili- 
zation can truly be pictured as progressing from 
the barefoot to one pair of shoes and with pros- 
perity and a further development of civilization 
more pairs become as real a symbol as any other 
object in life. 

Selling shoes at a profit right along the line is 
no child’s play this year—it is a task as varied 
and universal in scope as any other labor—it can 


be made easier with neighborliness in community, 
section and in the close-up of man to man. 





Shaping the Shoe to the Sole 

It is not hard to find, in illustrations of samples 
of a few years back, men’s shoes that apparently 
were built with the idea of having the sole as flat 
as possible, so that the effect on the sole of the 
foot would be somewhat similar to that of walk- 
ing barefooted on a smooth floor or paving. 

The trouble with this ideal is that the human 
foot was not constructed for use on any such sur- 
face. Our remote ancestors, before the days when 
shoes were worn at all, walked on soft ground or 
turf, or the sand of the shore, all of these being 
yielding mediums that conform under pressure 
to the shape of the bottom of the foot. A bare- 
footed boy or man to-day leaves about the same 
kind of a track on soft ground that his ancester 
did thousands of years ago, instead of his entire 
weight being supported by the heel and ball of the 
foot, the entire surface of the arch bore part of the 
burden and his toes also did their share. 

The arch of the foot ought to have the same 
chance when clad in a shoe. The bottom of the 
shoe should be so shaped that a portion of the pres- 
sure would be distributed over the middle part 
and the foot not compelled to be entirely a bridge 
sustained by the two piers, the heel and ball. As 
time goes on more attention will be paid to sole, 
heel and waist resting place in the shoe, just as the 
ridge on the side of the heel will be eliminated 
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when speed in machine production gives way to 
care and comfort of the foot. 

Another point with reference to men’s shoes is 
better designed heels, with a reasonable, not ex- 
treme, forward pitch and length enough to keep 
the arch from flattening out. A great many heels 
of men’s shoes would be the better of having more 
pitch and more length, no matter what their 
height might be. 

In women’s shoes the wood has been so thrown 
in lasts as to give a better distribution of the 
weight in the forward part. This has been espe- 
cially true of improved slipper lasts, and the bet- 
terment was so marked that the same feature has 
to some extent been incorporated in lasts for ox- 
fords. 





Few Shoe Stores Without Hosiery 

In a period of six months the RECORDER has 
been instrumental in influencing more shoe mer- 
chants to install hosiery departments than in any 
similar period of time by any other means or 
agency. In a period when every dollar of profit 
means something we will continue to emphasize 
hosiery. Shoe stores, large and small, which have 
taken the hosiery business in a serious way and 
treated it as a real stable business are making 
handsome profits and adding to their shoe volume 
by the oft repeated visits of their hosiery cus- 
tomers. 

It is estimated that your woman customer buys 
from four to eight pairs of hose to each pair of 
shoes. This means, if you can make your shoe 
customer your hosiery customer that she will visit 
your store several times for stockings to each time 
she comes for shoes. 

There’s your chance to keep her closer to you 
and sell her more shoes by clever attractive dis- 


plays. 
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Furthermore, as she pays from $2 to $3 a pair 
for stockings she spends as much or more for 
stockings than she does for shoes. 

And again, to get those who have not been your 
customers into your store, put a display of the 
right hosiery in your window, because women to- 
day are not buying hosiery just when they are 
short and need a foot covering, but when they 
see a smart unusual style or color. The price 
per pair is so much smaller than that of shoes that 
she “obeys that impulse,” whereas with shoes she 
admires and wishes, but if she does not need them 
is apt to pass by. 

The shoe store is the logical distributor of hos- 
iery not only because it is footwear, but also be- 
cause stockings to-day are selected to match or 
contrast with other wearing apparel and the cus- 
tomer in the shoe is in the most comfortable posi- 
tion of deciding to buy hose to match or contrast. 





More “‘Piddling’’ Peddling 


The Merchants’ Association of New York City 
is investigating a new form of peddling. It has 
been found that in New York City there are com- 
mercial enterprises who sell their products from 
door to door through solicitors, finding a favorite 
basis of appeal in the claim that 10 per cent of 
their sales go to some charity. This is a new trick 
of the peddlar. 

This progressive merchants’ association desires 
full particulars be sent to their Advice Bureau of 
Information, 105 East Twenty-second Street, New 
York City, of such practices inside the metropoli- 
tan district of New York. Why don’t you in turn 
notify your local Board of Trade or Chamber of 
Commerce if merchandise is being distributed 
thusly in your locality. 








If You Have an Idea Ad I Have an Idea and We Exchange 
—Then We Both Have Two Ideas 


originated an idea in their newspaper or mail 


Meri everyone has at some time or other 
worked out splendidly— 


advertising that 

brought fine returns. 

And it is positively wrong to keep an idea to one’s 
self, if you can profit through passing it on to others. 

Good ideas are pretty hard to hit upon sometimes 
when you need them. 

Therefore, here’s our plan: 

You select a newspaper ad or a piece of mail adver- 
tising which has done something for you that you’re 
proud of. Then give us particulars on it. 


WHY YOU ORIGINATED IT. 
AND THE RESULTS OBTAINED. 


We shall publish your ad and its history. Alongside 
of it there will be others that you may take for your- 
self. 

BY GIVING ONE IDEA YOU’LL GET MANY. 

Such an interchange of ideas ought to make every- 
one’s advertising better, and that’s what we’re here 
for; to make the shoe business a better one. 

We shall be looking for your “advertising story” 
for consideration by our RECORDER AD-VISOR 
SERVICE. 
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Toney, zey saz, whazza mazzer wiz biz? 
It’s gone all t’ell; it’s the worser what iz, 
I shrugga da shoulder and dan I only saz 
Well,—mabbe lil’ more oxygen lil’ less gaz. 
Zey saz.—‘damma fool,—how you getta lak 
dat? 
You got bats in your belfry and bees in your 
hat. 
What you mean 
when you saz 
Lil’ more oxy- 
gen, —lil’ less 
gaz?” 


I gotta bum 
tooth,—it hurta 
lak hell,— 

I go,to ze dantiz 
so he mak him 
well, 

Ze dantiz saz, “Toney, you sitta down quick, 
I pull him right out and he makka no kick.” 
I shakka da head and saz, “No! not by dam, 
Dat bum lil’ tooth he steek where he am.” 
“Toney,” he saz, “I give you ze air, you takka 
one whiff ; 

And you go alla out jus lak a stiff.’ 

I saz, “No! Ziz air,—I will not him tak, 

I go out all right. How I know I come back?” 
He saz, “Y’ dam Wop! Ziz air he is two, 


Little more ozygen! 


Lil’ less gaz, 


Ze gaz put you out; oxygen pull you fru. 
Ze gaz mak you sleep but ze oxygen’s pep, 
It put lead in your pencil and zip in your step. 
So he calla he’s 
helper to turn 
on ze tap, 
He strap me all 
in and he pull 
down ze cap, 
And dan he saz 
to me as he 
turn on ze hoze: 
“Now breathe in 
fru ze mouth 
and out fru ze 
noze.” 
And as I 
under to he’s 
helper he saz, 
“Li? more 
oxygen! Lil’ 
less gaz.” 
Lil’ more oxygen! Lil’ less gaz.” 


Whazza mazzer wiz biz? Is zat what you saz? 
Well,—mabbe lil’ more oxygen,—lil’ less gaz. 
Lil’ less talk! Lil’ more work, 
Lil’ more poosh! Lil’ less shirk; 
Lil’ more sweat! Lil’ less jazz. 


By L. B. Blakemore, Manager of the 
Edwin Alden Co. of Cincinnati. 


Lil’ more oxygen! 


Lil’ less gaz. 
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What Is Going to Happen Next? 


Increasing Industrial Activity Will Follow in the Wake of 
“Easy Money’’—Prosperity to Come Will 
Be Sound and Enduring 


From address before convention of 
Ohio Valley Retail Shoe Dealers 


By JOSIAH KIRBY 
President of the Cleveland Discount Co. 


the midst of a great era of prosperity 
when certain things happened that were 
omens of caution, omens of danger. There were 
a series of panics throughout the world—rice panic 
in India, sugar panic in Cuba, rubber and coffee 
panic in South America, silk panic in Japan—each 
directly reflected back upon the situation here in 
America; each one having a direct and pertinent 
and indeed obvious bearing upon the situation here. 
We wonder sometimes what caused things like 
the silk panic in Japan. I'll tell you what caused it. 
Not only did we directly here cause it, but the poor, 
humble colored man down South was the individual 
among us who caused it. In 1919 and 1920 with 
the high wages that cotton brought, with the de- 
velopment of cantonments, industrial. activity down 
South, in the shipping centers, in the steel centers— 
the colored’ man down South did exactly what we 
do with our high wages. He went out and bought 
something that he wanted and had longed for. The 
increase in silk shirt consumption came most large- 
ly, at least, from the industrial centers of the South 
populated by the colored element. The silk mills in- 
creased their production 400 per cent and with the 
falling off of wages in the South, with the lowering 
price of cotton, the silk mills of Japan went into vir- 
tual bankruptcy. There was stagnation in that great 
industry and it reflected back to this country. Sev- 
enty-five per cent of the wholesale silk shirt manu- 
facturers joined in virtual bankruptcy and helped 
start the panicky condition. So, we are a part of the 
economic federation whether we are in a League of 
Nations or not. 


A BOUT a year and a half ago we were in 


Calling a Halt 


Members of the Federal Reserve System very wise- 
ly and very properly saw that it was time to call a 
halt and they did that very reasonable thing. They 
said that they would not rediscount notes except 
notes based upon necessity. That meant we couldn’t 
borrow money to do something foolish. When they 
made that ruling and when we stopped the wild 
orgy of spending the danger was over and we were 
all right. And then we did a foolish thing. 

We said to ourselves, “we are going to go to the 
other extreme.” We decided we would not buy any- 
thing. And we didn’t buy. You know, that is a great 
rule. If you want a rule that always works, just try 
that. Go in the store and say, “Here’s an article 
that cost $19.76. I don’t know anything about the 
problems of rent or transportation or retail help or 
a thousand and one other things that enter into the 
cost of the sale of this article, but I am not going 


to buy it until it comes down to 30 cents.” Just hold 
off. Don’t buy that article or anything else and you 
will see that article drop down and down and down 
until finally it does sell for 30 cents. The only un- 
fortunate thing about the whole business is that 
when it does go down to 30 cents you won’t have the 
30 cents. 


Rule Worked Too Well 


The rule worked. We held off. The manufacturer 
got no orders and he laid off men. The wholesaler 
got no orders. The retailer got very few orders. 
They both laid off men. Those idle mer could not 
buy. They couldn’t but the product of the farm. 
They couldn’t buy the articles that they needed in 
their daily life. And so we had three and one-half 
million men out of employment. We had stagnation 
in business. While it is true that every nation finds 
itself after so long, and while it is true that no na- 
tion carries that policy of lethargy to the ’nth de- 
gree, if any nation did carry it along through to its 
logical conclusion, that nation would have Russia. 
They would have chaos. There would be industrial 
stagnation, disease, death. But, of course, there is 
no danger of that in America. We did lay off men 
until there were 3,000,000 out of work. We had 
something like 800,000 men out of work in Cleve- 
land. I don’t suppose our experience here in Cleve- 
land was any different from that in other cities. 


The Morning After 


It was easy enough to get scared and easy enough 
to go out. The coming back is the long, slow process. 
What really happened to America was that we were 
merely drunk with the drink of inflation—we were 
walking on the window ledge of so-called prosperity. 
We had only gotten up to the second floor and not 
up to the twenty-fifth floor (as some or our sister 
nations across the sea) when we fell off and broke 
our ankle. We went to the hospital, but we recov- 
ered and we have resolved not soon again to walk 
on window ledges and not soon again to taste this 


prosperity hootch. And so, when we felt this panic - 


the worst, when we felt the most miserable, when 
our head ached as if it would burst, then we were 
getting well. We were coming along. We were com- 
ing back and we have been coming back ever since. 

What is going to happen in this country? I think 
perhaps that every time a business man hazards a 
guess as to what is going to happen, whether he is 
right or whether he is wrong, his ideas at least cast 
a little light on the subject. I am giving you mine 
to shoot at. They represent merely my ideas as to 


what is going to happen in 1922. 
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1914 Prices Gone for Good 


The first thing that is going to happen is that 
we are going to iron out a few of the economic in- 
equalities. We are not going to see 1914 prices again 
in this country for four chief reasons. 

First, we owe, in this country, $23,000,000,000 
which we did not owe in 1914, and everything that is 
sold, made or grown in this country is going to be 
taxed to pay for it. We have won the war. At 
least, I think we did—it depends upon economic con- 
ditions a little later as to whether we actually did 
or not. We won it on the field of battle, of course, 
but we have not paid for it in money. We have paid 
in blood. We have paid in effort, but not in money. 
We gave our notes for the war and you and I and 
all the rest of us are going to pay it. And I thank 
God that this great, prosperous, solvent nation can 
pay it. We all can pay it. And I for one am going 
to take the burden of taxation and bear it cheerfully. 
It was worth all it cost, and in the next twenty years 
we are going to pay for it. Everything is going to 
be higher because of it. 


Meaning of Gold Surplus 


The second reason is that we have in this country 
an unprecedented supply of gold. Never before in 
the annals of history has any one country ever had 
the supply of gold that we have. Gold is the foun- 
dation of credit. Against that gold are issued notes 
and money. The purchasing power of that inflated 
currency is less because of the extra amount out- 
standing and so the purchasing power of the dollar 
will remain less while we have the gold. We can’t 
get rid of the gold, try as we will, except over a long 
period of years. 

The third reason is freight rates are up 80 per 
cent over 1914. It is true that freight rates are 
coming down. Transportation costs are coming 
down, but we must remember that all of this con- 
troversy over wages only puts the wage earner back 
to January, 1920, and not 1914. Everything that is 
sold or made or grown in the country is going to be 
taxed to pay freight, not much but something. 


The Wages of Labor 


The fourth reason is that labor cannot live on the 
1914 wage and purchase commodities at 1922 scale, 
8O we will have somewhat higher wages than we had 
in 1914, making a reason why prices will remain up. 

We are going to see lower prices in some lines and 
higher prices in others. The way to determine what 
lines are going up and what are going down is mere- 
ly to determine the actual cost of production on an 
efficient basis and when anything is selling under 
the cost of production, just buy it. You can bet 
your last dollar that it is going up pretty soon, be- 
cause if an article is selling under the cost of pro- 
duction, people cannot long continue to produce it. 
The normal demand will exhaust the supply, the de- 
mand will then exceed the supply and the price will 
go up. If it is selling far above the cost of produc- 
tion on a reasonable and efficient basis the price of 
that article is going down. 


Prices Nearly Stable 


Prices generally are very nearly stable. We are 
going to see easy money in 1922. We are going to 
see that the banks have sufficient capital to enable 
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the proper merchant to take care of his needs. That 
money is going to result in increased industrial ac- 
tivity an din 1922 and 1923 and 1924 and for many 
years to come we are going to have an increase in 
scale, of sound and proper and endatring prosperity, 
with work for the willing and profits for the effi- 
cient. Not the kind of prosperity we had in 1919 
and 1920, but a real, a true and a righteous prosper- 
ity, that will take care of the American business 
man the way he should be cared for. 

We have of the great staples of the world, the 
materials that help keep the world going, these per- 
centages: Twenty-five per cent of all the wheat in 
the world. We hear something of the Canadian 
and the Argentine wheat crop. Why, the value 
of the corn crop in Iowa alone is worth more than 
either. We have 40 per cent of all the cotton in 
the world. We have 50 per cent of all the coal 
in the world. We have 52 per cent of the steel 
of the world. We have 61 per cent of the copper 
of the world. We have 60 per cent of the zinc. 
We have 65 per cent of the lead. We have 69 per 
cent of the petroleum. The oil production of the 
State of California is greater every year than the oil 
production of any nation in the world. We have 75 
per cent of the corn of the world, 85 per cent of the 
automobiles of the world, 60 per cent of the gold of 
the world and 65 per cent of the wealth of the whole 
world. And I want to say to you that there isn’t 
any power under Heaven that is going to keep this 
nation from a proper and a sound and reasonable 
prosperity in the years to come. 


Work the Best Remedy 


And you know, if I would draw any lesson at all 
from these rather disjointed remarks about busi- 
ness, it would be merely this: 

That we go to work; that we make things better 
than we have ever made them before; that we build 
them on honor and sell them on integrity and we put 
into our business a new spirit of efficiency and of 
honor and new vision, a new lesson of service and 
a spirit of helpfulness to all mankind; that we face 
the rising sun with a new hope in our hearts and 
new light before our eyes, and I believe, friends, 
that if we will do these very simple little things, 
that at the end of the day, the Master Workman will 
say to each of us, as he said two thousand years ago, 
“He stands approved, a workman that needeth not 
to be ashamed.” 


A New Lace Tipper 


Two interesting devices recently introduced into the 
findings and store equipment end of the retail shoe 
business are an all-metal slipper tree and a shoelace 
tipper with which come tips of various correct colors. 
Both are made by the Miller Lock Company. The tree 
is made of nickel steel. 

The shoelace tipper is an ingenious device weighing 
only two ounces and small enough to be carried in the 
vest pocket. Retail salesmen should be equipped with 
them, the manufacturer urges, besides which they can 
be sold to the consumer, not a few of whom have 
wasted much language by pulling tips from laces while 
trying to catch the 7:43 train to work in the morning. 
And, speaking of trains, the tipper works on the same 
principle as the conductor’s punch. 
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One Redeeming Feature of Sport Shoes Is That 
Color Is Brought Back to Volume Footwear 


many years a development in any one di- 

rection of style similar to the popularity of 
the apron patterned sport shoe of the present 
season. The usual custom in style is for a fashion to 
originate in top-grade shoes and to show by its vogue 
in the higher priced goods that it is worthy of being 
duplicated in the popular medium and low priced 
footwear. ° 

This season, however, we seem to have the sport 
shoe wave that is principally in the medium and low 
priced field. 

The apron pattern has one decided advantage over 
the ball strap, for the apron is an aid to good fitting 
where the ball strap was a menace tp the fitting of 
many types of feet. There is no question but what 
the apron effect is here as a pattern that will con- 
tinue long after the present wave of sport shoes of the 
two colored leather type. 


Tm shoe industry has not experienced in 


Apron Pattern Here to Stay 


The sport shoe is primarily a shoe of two contrast- 
ing leathers. As the style swings along in its develop- 
ment, we may expect to see the apron type of pattern 
in one color of leather, although the grains of the 
vamps and quarter may vary from the apron. Our 
artist very cleverly pictures a sport type of footwear 
and queries “Whose Feet -Are These.” According to 
the sport model selected for spring sale, these shoes 
might be equally as salable in men’s lines as in 
women’s. It is undoubtedly true that many pairs of 


women’s sport shoes are sold to boys through the fact 
that men’s sizes do not go down the scale low enough 
to permit fittings, in sizes 3, 4, and 5. 

Sport shoes are worth pushing vigorously and should 
be carefully watched. Their value to the industry as 
a new type of shoe to be worn in the springtime is 
considerable. If mannish types: of shoes are being 
worn by women, there is a possibility of a decrease 
in the pairs of women’s shoes bought in shoe stores 
in the spring and summer of 1922, but the RECORDER 
believes that sport footwear has a place in the styles 
of the season and that few women will make these 
mannish types of footwear play the major portion 
of the role of foot covering in spring and summer. 


Sell Both Types at One Fitting 


There is a renewed interest in the feminine footwear 
in the straps and ornamented patterns and the mer- 
chant should strive to make double sales to the cus- 
tomer. The retail store salesmanship should suggest 
to the customer buying sport shoes, that some excep- 
tionally fine Easter strap styles are in stock and should 
be purchased at the same time. It is the general char- 
acteristic of women to be interested in new apparel, 
especially if that Easter period comes in April. A late 
Easter is usually a styleful Easter. 

This year the trade has a real opportunity for profit. 
No merchant who has watched women’s costume can 
but be impressed by the fact that color is again coming 
into its own. The American public will not long stick 
to black. Already we see indications of a use of smart 
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colors and this invariably means “more pairs of 
shoes.” 


McKeon on Colors 


At the recent meeting of the Color Card Associa- 
tion in New York City, John C. McKeon, chairman 
of the joint styles committee of the shoe and leather 
industries, said the following: 

“Memory fails when it comes to the latter-day origin 
of colors except that twenty-five years ago New Eng- 
land tanners making suede leathers, featured thirty 
colors with not more than four or five at any one time 
being notably active. 

“The shoe industry, therefore, from a standpoint 
of color drifted along for many years in this sluggish 
use of color, during which period kid leathers in blacks 
and colors formed the greater proportion of shoes. 

“A remarkable evolution took place in this respect 
particularly applicab!e to black leathers through the 








Patent with gray suede straps. A novelty by 
the Classic Shoe Co., Brooklyn, N. Y. 











invention of what is known as the patent tannage 
process, so that for the past twenty years, excluding 
the post-war period, American production has been 
so great and has so appealed to the world at large, 
that I might hazard the statement that ten times as 
much American kid is exported as has been imported, 
and if I may be pardoned for my reference to my 
native city, the greater part of good leather in this 
class is made in Philadelphia and vicinity. 


Style is Difficult to Tell 


“We all at times wonder what style, as it applies 
to pattern or color in any type of garment actually is. 
I have heard it called a hunch, but I believe that there 
are very few of us who can really describe or deter- 
mine what actually brings about in any definite way 
a style trend or tendency. 

“On the other hand, towards the end of the year 
1912 in this country, or the beginning of 1913 from 
some source or other, sprung talk of novelty foot- 
wear, and through the activity of Combe et Fils, known 
as the Grison Plant of Saint Denis, France, and the 
still greater activity of several progressive American 
tanners of both kid leather and suede leather, an 
enormous amount of business developed on boots and 
low shoes of colored kid and suede; this demand con- 
tinuing regardless of advancing prices made necessary 
through the period of the war, and bidding fair to 
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continue into a lengthy future, even involving the 
extreme of colors in spring boots of 8% to 10 inches 
in height, until an ultra temperature of ice water was 
spilt on the parade by the government’s maximum 
price ruling just prior to the signing of the armistice. 
There has been no real revival of this period of novelty 
footwear as it applies to colors up to the present time. 

“During that period a considerable amount of in- 
consistency was observed, as it applied to matching or 
harmony applicable to the matching up of hosiery with 
footwear, or hosiery and footwear with habits or 
gowns. To-day the situation in this respect is widely 
reversed. Blacks in footwear frequently presuppose 
gray in hosiery; blues in hosiery presupposing tans 
in footwear, and so on in an incongruous fashion where 
any degree of contrast can. be accomplished. 


Renewed Interest in Colors 


“The economic wave or non-receptive attitude of 
the buying public has killed colors in boots and the 
further advent of woolen stockings coupled with this 
economy has in a great measure disturbed the use of 
boots in their entirety, ignoring the possibility of 
ankle enlargement through the constant use of low 
effects. 

“I might conclude by stating that high-grade manu- 
facturers of the United States, as well as all manu- 
facturers of women’s shoes, are most thoroughly in- 
terested in the color problem, although there is no 
doubt that the production of color, while in fabrics 
is simple and economical, in the handling of natural 
products such as calf or kid skins of flesh or grain 
finish is most trying and discouraging, inasmuch as 
the adoption of a color at all out of the ordinary fre- 
quently presupposes the experiment with hundreds of 
different shades before any practical, or substantial, 
or acceptable tone is arrived at. 

“It is unfortunate that conditions of the times do 
not permit the tanner of colors in leather to keep on 
with his experimental work, as no doubt may of these 
difficulties involving different variety would eventually 
be overcome, but we are unfortunately in an age when 
the color game is difficult, defined to a few standard 
shades such as fawns, grays and browns, and a con- 
stant tendency towards varying or changing with the 
seasons or otherwise from one shade to another.” 


A Unique Business Card 


Benjamin Edmen, one of the star salesmen of 
Krupp & Tuffly, Inc., of Houston, Texas, is using a 
unique. business card to hand out to his friends and 
customers. When folded, it is about the size of an 
ordinary calling card. The front bears the title “A 
One-Word Sermon on Business Conditions.” On the 
outside back cover is his business card. When opened, 
the “one-word sermon” appears. Here it is: 

“Kwitcherbelliakin! !!” 


Regarding J. P. Smith Salesmen 


Elwood Adams, who has represented J. P. Smith 
Shoe Co. of Chicago in Missouri, will now take care 
of the southern part of Illinois, heretofore covered by 
E. E. Woodward. 

“Dan” Sundell, who has been: representing J. P. 
Smith Shoe Co. of Chicago in Wisconsin, will repre- 
sent his company in northern Illinois territory, for- 
merly covered by E. E. Woodward. 
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Be Neighborly in Your Advertising 


Written and Illustrated for 
Recorder Ad-Visor Service 


’ \HAT’S where the local merchant, a proprietor- 
ship or partnership, beats every other type of 
store “all hollow’—in neighborlinegs. 

You, the proprietor, know your customers person- 
ally. You know their wants and you know the extent 
of their pocketbooks. You usually know instantly 
the merits of a “kick” and therefore you can make 
adjustments satisfactory to all concerned at once. 
The buying of your goods is done by you and based 
on the known needs of your trade, which tends to 
lessen “kicks,” too. 

You know exactly the appeal which is strongest at 
various times. You meet your trade. You fit them. 
If times are slow you may not feel like advertising. 
You may be at a loss for a leader, and anyway, price 
may not provide enough incentive for purchasing. 


Taking Advantage of Fads 


It is then that your intimate knowledge of your 
trade’s needs comes into use. Several high school 
girls may have called on you for a certain shoe with- 
in a week. It may be the beginning of a little fad 











Be A Good Scout 


Calf Uppers 
Oak Soles as rugged as the young- 
sters who wear them. $4.50. ” 


Have all the fun. Get all 
the brawn and health in 
outdoor life. 


CUT HERE 


Be Sure of Comfortable Shoes 


Yes, mothers, our Dependable Scout Shoes have a 
lot to do with your boy’s health. They fit perfect- 
ly—do not start foot strains which mean agony 
later in life. They are re-enforced at the seams. 
The soles are double weight. 


Economical and Healthful 


They withstand the hardest usage. That’s what 
they’re made for. Why not bring your boy in today 
to be fitted. The right shoes are healthful as well 


as economical. 


BLANK SHOE CO. 


STREET NO. TOWN 
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Not just “boys’ shoes” when you can get the urge of special 
service into the minds of mothers. You have a better chance 
of interesting kids, too. 


that will have a short but lively run and your ad 
should feature the type of shoe which promises to 
be in vogue. 











If You’re Tempted to Walk— 


Do so in this well-fitting, 
attractive boot. You'll 
enjoy every minute you 
wear it. 


Wear Shoes That Fit Well 


In Tan or Black Calf. Fits everywhere just right. 
Comfortable. Yet it isn’t a bit awkward-appearing. 
Its style makes you really want it. 


CUT HERE 


A good, long walk in such boots leaves 
you really refreshed. 


$6. 
BLANK SHOE CO. 


STREET NO. TOWN 























Spring days bring the walkers out. Feature walking boots as 
well as party slippers in the interest of staples. 


This will prove many times a good method of 
moving “stickers” which, perhaps, are slow-movers 
because you have been too busy to advance any good 
reasons for one buying them. Reasons are develop- 
ing every day and if you have a “nose for news” your 
ads will reflect what is in the minds of prospective 
buyers; the results will verify your skill in inter- 
preting odd purchases into popular demand. 


Scout Organizations Are Everywhere 


Boys’ clubs, Scouts, etc., do a good deal of hiking. 
One of the prerequisites to being a good scout is to 
be able to hike long distances, and there you have 
the material for disposing of some shoes that the 
youngsters think there isn’t enough “class” to for 
regular school wear. Durable stitching, heavy soles 
and natural lasts will sell shoes for tramping where 
style isn’t a factor. Then there’s the Girl Scouts 
that you mustn’t forget. Utility is a pretty good 
sales argument these days, and there’s a whole lot 
of satisfaction in being able to fill the needs of your 
trade with staples which will, through their reliabil- 
ity, produce steady business. There will always be 
a demand for style. That’s a good thing, but style 
isn’t the only reason for selling a shoe and that’s a 
good thing. 
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This is practising the philosophy of making sales 
grow. It requires an eye for neighborhood tenden- 
cies and it is important that you take advantage of 
every situation wherein it is possible to develop buy- 
ing tendencies, not alone from the sales record side, 
but to prove your up-to-dateness—your ability to 
supply needs of customers even before they are fully 
aware of them, themselves. It is what points yours 
out as a “Store of Service.” It is the only quality of 
“difference” that amounts to anything. In fact, if 
you are too different from other shoe dealers, except 
in having just what your trade needs when they need 
it, you will suffer accordingly. The wide sale of a 
similar type of shoe store front throughout the coun- 
try is based on more than mere preference of individ- 
ual store owners. 


These Are Days of Specializing 


There, again, you have unlimited opportunity for 
putting your store’s service on a profitable basis. 
Personal ‘attention is important in fitting shoes prop- 
erly. Haste is ruinous to a second sale. Plenty of 
time should be given to the securing of a satisfac- 
tory fit in order to assure a permanent customer. 
There is hardly an article so low in price as shoes 
that requires so much salesmanship, certainly very 
few. Countless numbers of articles of apparel cost- 
ing the same require practically no time to sell, for 











Wet Feet Are Dangerous 


75e may save a 


CUT HERE doctor’s bill. 


Oxfords and 
Rubbers 


A good combina- 
tion for rainy days. 


Ill-fitting rubbers are too costly. 


Wrongly fitted they will cut through in a week. 
Therefore, during mud-time you had better have 
your rubbers fitted when you buy your shoes. 


For Every Shoe We Sell 
We Have a Rubber to Fit. 


Why not step in to be fitted to a pair of sturdy 
tan calf .oxfords and rubbers for rainy days. 


Rubbers and Oxfords together cost only 


$6.75 
BLANK SHOE CO. 


STREET NO. TOWN 























Sell a pair of rubbers with every pair of shoes during rainy 
season on the basis of selling related articles in space ordinarily 
used for one! 
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the choice rests. entirely with the tastes and desires 
of the man or woman. An ad which deals with your 
service in fitting will very likely be read by the ones 











Give Your Feet a Rest 


Plenty of room where 


CUT HERE it’s needed in these shoes. 


More and More Women 
Are Buying These Shoes 


Because they give their feet a chance to rest. In 
soft kid with a moderate heel and trim roomy toe, 
they are not so very different from the stylish shoes, 
yet their pattern and fashioning permit an ease in 
foot movement that makes it easier to wear the 
most stylish shoes. Your bodily health—poise— 
disposition depend so much on your feet YOU 
- OUGHT TO GIVE THEM A-REST OFTEN. 


$6.00 
BLANK SHOE CO. 


STREET NO. TOWN 























Staples are in demand by certain women and there is always a 
possibility of selling them to women whe wear ultra-stylish 
footwear. 


who are hard to fit and the impression made by your 
advertising will be a lasting one. 


A Reason for Every Ad 


Every ad you put into your paper ought to be built 
upon your knowledge of your customer’s needs. 
Every’ad should contain some specific message which 
will produce a favorable effect on the one whom you 
intend shall read it. There can be no generaliza- 
tion, for be it granted that you will not get the eye 
of any but the ones who are interested in the shoe 
you are featuring, then those who might buy want 
to know all about that shoe. Furthermore, if you 
can get the attention of all those who are in need 
of the shoe advertised you are doing well, so what is 
the object of generalizing from beginning to end 
and so weakening your ad. Be neighborly, folks will 
believe in your message and be convinced more 
easily. 





In the interests of better and consistent advertising we 
are placing lively, usable shoe illustrations before you. 
The charges on these are nominal. We do not keep open 
accounts; therefore we must insist on receiving cash with 
— order, and we know that you will co-operate with us 
in this. } 


* 


Electros of Shoe Cuts... 75c. each 
Mats of Shoe Cuts...... 35c. each 
Electros of Set Ad...... $2.00 each 
Mats of Set Ad........ $1.00 each 
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He Never Buys in the Same Store Twice 


In Which a Man Who is Just Like Other Men Tells 
Why He and Many Others Are Floaters and 
What They Expect in a Shoe Store 


By A. B. CHRISTEN 


asked me to suggest some way of improving 


ir just a man in the street and a friend has 
the business of a retail shoe store. 


Psychology begins at home, so I asked myself’ 


how, when and where I bought my own shoes. In 
doing so I came on the rather startling fact that dur- 
ing the last ten years I have not, as far as I can 
remember bought more than two pairs of shoes at 


3. If not, from how many different stores have 
you purchased shoes? 

4. In buying shoes, which of the following has 
generally been the factor controlling the choice of 
store: ‘ 

Price. 

Service given by store. 

Style 

Comfort. 

Convenient location of store. 


any one store. Generally, 
each pair has been bought at 
a different store. In the 
matter of shoes I seem to be 
a floater, and hence an unre- 
liable and unprofitable cus- 
tomer. 


Why All This Floating? 


Before considering whether 
there are other people like 
me in this respect let us find 
the reason for fhis floating. 

When I have felt the need 
of a new pair of shoes I 
have gone to a shoe store— 
any store—and have asked 
the clerk for a certain size 
shoe of a certain width. I 
have specified the color and 
the approximate price. The 
extent of his service has been 
to find the right carton for 
me, to wield a deft shoehorn 
and to lace my shoes. He 
has been an order-taker and 
valet, and not a salesman. 
On rare occasions he .may 
have sold me a slightly more 
expensive shoe than I origin- 





Let’s Turn the Floater Into 
a Steady Customer 


Did you ever stop to think why a man or 
woman invariably buys shoes from you and 
not from your competitor? On the other 
hand, and this is equally important, did you 
ever try to figure out the approximate number 
of people in your home town who just shop 
around for their shoes, and what it would 
mean to you if even a small percentage of 
these floaters were to become your steady cus- 
tomers? 

In this article, Mr. Christen, who is a highly 
trained engineer and to whom analysis is sec- 
ond nature, undertakes to show what factors 
influence people to be floaters or steady cus- 
tomers. Don’t turn up your nose and say: 

“What does he know about it? He isn’t a 
shoe man.” 

He is a man who buys shoes—one of many 
millions who make it possible for you to re- 
main in business. And while his investigation 
was conducted in New York City, where there 
is more opportunity to “float” than in many 
another place, nevertheless the conclusions 
reached are based on human nature and human 
nature is pretty much the same the country 
over. 


The result of the vote was 
as follows: Half a dozen 
votes were discarded because 
the voter had been traveling 
during the period covered 
and hence had of necessity 
bought at many stores. 


Number of voters...... 237 
Total number of shoes + 
EE i605 ¥h650 00558 2229 
Number of consistent 
ae ee 62 
Number of floaters..... 175 
Number of stores patron- 
ized by floaters...... 781 


Comfort Comes First 
Controlling factors: 


RP 72 votes 
Service ....... 48 votes 
Sak ce nen ot 106 votes 
Comfort ...... 119 votes 
Location ...... 23 votes 


. The above results show 
that in this particular slice 
of the potential shoe market 
the floaters (drifters might 
be better) outnumber the 
steady customers by almost 
three to one. 





ally intended to buy, and 


An analysis of the ques- 





that has been all. 
The certainty that I could ANU l 
get just this amount of ser- 
vice—or lack of service—at any store has ied me to 
go to any store. That is why I am a wholly unreli- 
able client. 
What Other People Say 


In order to find out to what extent this attitude 
prevailed among other people, I prepared the follow- 
ing questionnaire and submitted it to young business 
men gnd women in New York City. The proportion 
of men to women was about 2 to 1. No information 
was given as to why the questions were being asked: 

1. In the last three years approximately how many 
pairs of shoes have you bought? 

2. During that period have you bought shoes con- 
sistently at one store? Of one brand? 





tionnaires from the first 40 
voters who consistently 
bought at one store is inter- 
esting, as it shows clearly that shoe comfort makes 
steady customers: 


Pee Or WN kc ek ecakeses ca cwdocavas tees 40 
Total number of shoes bought.................. 299 
Number of stores patronized................... 40 
Controlling factors: 
BOOS 0 «idee ds a ss ath Lihsees 7 votes 
er eer rere re 9 votes 
EE bx. 0 Oh pusee Miles VA ceed ohbneneres eee 12 votes 
ee a 34 votes 
DE 9:45-0340\ seed aexes Ken htee ares 3 votes 


If I can suggest a means for converting the drifters. 
into steady customers, then I will have answered my 
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friend’s question by concentrating trade at the stores 
that adopt my idea. 


What the Author Wants 


I am an engineer by profession, and it is one of 
the attributes of an engineer to visualize ideas as 
if they were accomplished facts. 

I can readily picture to myself the shoe store 
that would get and hold my trade, and I have every 
reason to believe that this imaginary shoe store would 
get and hold the trade of a large number of the 
75 per cent of drifters in the shoe market. 

More than anything else, this store would convince 
me by its policies, its service and its advertising 
that it was more interested in the comfort of my 
feet than in merely selling me a pair of shoes. It 
would convince me that it understood the importance 
of the human foot in relation to human existence. 
It would sell me on the idea back of the goods rather 
than on the goods themselves. In a word; it would 
put the foot before the shoe. 


Salesmen’s Knowledge Important 


I should expect the salesmen to know a great deal 
about shoes, but more about feet. I should expect 
them to realize that they. are not merely openers of 
packages and tiers of shoe laces, but that in pur- 
veying the best kind of covering for the feet they 
are performing a valuable service to mankind. I 
should expect them to be enthusiastic about their job. 

I should expect at least some of the salesmen to 
have local reputations as pedestrians, golfers, 
dancers and other sports in which the foot plays 
an important part. In all our large cities there are 
clubs and individuals, mostly among the foreign- 
born population, who walk for exercise and pleasure. 
This store should go out of its way to cater to the 
pedestrian. In this store there should be wall.maps 
of the surrounding country. The advertising should 
from time to time feature interesting itineraries in 
the neighborhood. 


Foot Specialist Essential 


A foot specialist should be part of the staff at the 
store. Customers should get free examination and 
advice on the care of the feet. Treatments would, 
of course, not be given. This department would 
operate along similar lines to the Life Extension 
Institute. 

The name of such a store should be an indication 
of its policy. The value of a descriptive name is 
well shown by the case of the candy stores with the 
name “Happiness in Every Box.” 


Service—and More Service 


I have given a brief outline of the kind of store 
I would like to see. I do not believe for a moment 
that such a store can be created over night. It will 
take much study and much hard work. It will require 
service and yet more service. It will require knowl- 
edge of human nature and faith in it. 

And if I am wrong in my analysis of the situation, 
then we had better work out a modification of the 
Piggly-Wiggly idea suitable for a shoe store. 








Be 
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Spring 
Hang up the snow-scoop, brother! 
I’m sure you don’t forget 
The cute little rusty mower 
That’s waiting to make you sweat! 


American Snuff Co. earns 7 per cent on 
year’s operation. Not to be sneezed at. 


Genoa conference to be held in April. 
Hope it won’t open on the first day of 
the month. 


An optimist is the bird who makes lem- 
onade at night out of the lemons handed 
him during the day. 


The modern young man has an advan- 
tage on the old-time beau in selecting 
his best girl: at least he has an oppor- 
tunity of sizing up the chassis before 
choosing. 


Maybe those ghostly blue lights and 
fires flickering over the continent and 
the front pages are merely the spirit of 
the bonus looking for a home. 


If there’s anything sillier than a fat 
man with a bass voice trying to call 
the family cat, it’s the fat wife of the 
fat man trying to insinuate a number 6 
foot into a number 5 shoe. 


“Free hides” reads Murphy, “an’ thin’ 
they have th’ nerve to charge us tin dol- 
lars for a pair of shoes.” 


If you want to get a flivver owner mad 
—just start a conversation thus: “Now 
that Henry Ford has gone into the auto- 
mobile business——.” 


Arguments for the Bonus are Legion. 


Life’s Little Troubles 


Rich man, poor man, revenue chief ; 
Doctor, lawyer—end is brief! 











er 





76 


Will 
the 
Ankle 
Strap 


Come 
Back? 
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No Let Up in the Vogue of Black 


7] ane is no let up, apparently, to the 
vogue for the black shoe for daytime 
wear. In fact, as black gently sings its 
swan song for costumes, it becomes more 
and more popular for dress accessories. 
This, after all, is only natural, for if 
dresses are to blossom forth in every 
color of the rainbow, hats, shoes and 
gloves must of necessity be discreet in 
colorings. In any case, be the reason 
what it will, black predominates in shoes 
for street wear, and the black patent 
leather pump and the black patent leather 
single strap slipper are worn by nine out 
of ten of the smart French women. 
Fancy tongue effects for street shoes 
are also very popular, and are carried 
out by means of cut work with underlay 


in a contrasting color, stitchings and 
enamelings. 

The fashionable colors for spring in 
dresses and suits are tans, im every 
shade from light ecru up through the 
scale to a deep golden brown. Black and 
tan effects are very good in costumes, 
also for footwear, although in footwear 
the black and tan effect is carried out 
usually by wearing a tan or biege-col- 
ored stocking with a black patent leather 
slipper. 

For evening, styles in footwear are be- 
coming more and more ornate and elab- 
orate. Sandal effects with open sides are 
very strong, also Cleopatra styles. (From 
Paris office of the Boot AND SHOE RE- 
CORDER. } 


March 25, 1922 


First 
Shown 
in the 
Boot and 
Shoe 
Recorder 











eo —_- ff of ant i ah ee ai in Ch A 


mm ao of A eet USSU hlUmrrlUC<Ci Cr CO 


oo toe 














March 25, 1922 


BOOT AND SHOE RECORDER 77 


Hosiery for Wear with Sandals 


Have You Seen the Single-Soled Stocking which 
Supplements the Beauty of the Sandal ? 


HE close relationship existing between 

; shoes and hosiery and the influence of one 
upon the other, is well shown by the ap- 
pearance in the market of a stocking with a single 
sole—the demand for which is the direct outgrowth 
of the vogue for sandal and fancy cut-outs in women’s 

















slippers. The disadvantages of the ordinary double 
soled stocking when worn with a sandal type shoe is 
obvious—the heavy fabric of the foot contrasting with 
the single weight silk of the instep and ankle pro- 
duces an effect which mars the beauty in the lines of 
the shoe. The difference in appearance of a sandal 
when worn with the stocking with which we are all 
familiar, and the new single-soled stocking is illus- 
trated in the accompanying sketches. Formerly only 
a few of these stockings, which had to be imported, 
were available and their cost made them prohibitive 
to all but the woman who could disregard price—but 
as they are now manufactured in this country, they 
are on the market at a more reasonable figure. 

A double thickness of fabric may seem a small thing 
and hardly worth worrying over, but it is attention 
to just such minute details as this that produces the 
well turned out appearance which every woman de- 
sires and so few obtain. Of course the demand for 
this type stocking will be necessarily limited to those 
who ‘can afford to dress with an eye for beauty and 
pleasure, and will have no appeal to those who must 
consider service and durability beyond all else—but 
the merchant, who caters to a clientele which can 
afford the sandal of fashion, would do well to con- 
sider this stocking. 


Outsizes in Women’s Hosiery 


Do you carry what are known as “outsizes” in your 
hosiery department? If so, are you sure that every 
sales person who handles your hosiery knows that 
women’s hosiery is made in regular and “out” or 


extra sizes? Stockings which will fit the average limb 
are of course regular size—while stockings made on 
the same kind of a machine but with a wide leg are 
known as “outsizes.” ‘It is important to note that the 
“outsize” stocking has the same size foot as the reg- 
ular size: this is a 914 regular is exactly the same 
in the foot as the 914 “outsize”—the extra size being 
confined entirely to the leg and ankle. 

It is a peculiar fact but one the truth of which has 
been demonstrated many times, that customers are 
very apt to resent being told that they need an “out- 
size” stocking. It is advisable not to mention “out- 
size” to a customer at once. Instead show the stock- 
ing and demonstrate its elasticity and the give in its 
top, which will prevent any uncomfortable binding 
and will insure longer wear. Thus the customer may 
be sold on the idea and the stocking at the same time, 
instead of being indignant at the immediate sugges- 
tion of an “outsize.” MARY EMILY RUSSELL. 


The Propper Silk Hosiery Mills, located at Webstex, 
and Seventh Ave., Long Island City, N. Y., have a 
production of 650 dozen pair per week of women’s 
sheer full-fashioned silk hosiery. This production 

















will be greatly increased by the addition of a new 
plant to be located at Elmhurst, Long Island, work 
on which will be started next month. 


The Norristown Silk Hosiery Mills have recently 
erected a new plant at Lansdale, Pa., where they have 
installed 25. machines which produce exclusively 
women’s full fashioned silk hosiery. The production 
will be 1000 dozen pairs per week when the plant is 
in full operation, They are still continuing their 
Pigeon Spring Needle process at Norristown with 
a production of 2000 dozen pairs per week. 

The address of the firm where the single-soled 
hosiery may be obtained will be sent on request. 
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Illustrating the principle that overhead is obviously the best place for lights used for general illumination 


Some Pointers.On Window Lighting 


By REGINALD TRAUTSHOLD, M.E. 
The Society for Electrical Development 


HE two general rules governing virtually all 
effective show window illumination—that 
the lamps lighting the display should be 

screened from view and that the light should be 
directed toward the display, not the street—are funda- 
mental in window lighting for a shoe store. The prob- 
lem of proper window lighting then resolves itself into 
establishing the degree of illumination best suited for 
the service, selecting the type of lighting units to 
employ and their location, determining the advisable 
direction of light, and choosing the size of lamp best 
suited for providing the desired degree of illumination. 

Quite evidently these questions are so closely and in- 
timately related that each effects and modifies the 
others, with the result that the fine balance which 
must be struck for effective results may necessitate an 
adjustment of one or more of the factors. 


Degree of Illumination 


The general illumination of the window should be 
bright and cheerful to compel attention and will be 
governed to a very considerable extent by the illumina- 
tion of adjacent windows and that of its surroundings. 
Though formerly the degree of advisable illumination 
for show windows may have been said to vary in gen- 


eral with the size of the town or city—the greater 
illumination being required for the larger centers— 
the bright lighting of the principal business streets 
of many small communities now vying with that of the 
big cities has tended to a quite radical modification of 
any such practice. 

To-day a somewhat more complicated rule will prove 
a better guide. The depth of the show window and 
the height of the illuminating lamps above the window 
floor are governing factors, of course, and if these 
dimensions in feet are added together and their sum 
multiplied by the suitable factor—as indicated in the 
accompanying table—the product will equal the num- 
ber of watts required per front foot of window to 
secure satisfactory illumination with the modern type 
of M&zda incandescent lamps. 


Table of Illumination Factors 


Location of show window. Factor. 
Side street of small city or town................ 3 
Street corner of small city or town............. 4 
Side street of average city..................0-- 5 
Street corner of average city................... 6 
Brightly lighted business street................ 7 


Intersection of brightly lighted business streets... 8 
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Location of show window. Factor 
Finest street location in large city.............. 9 
Finest street corner location in large city........ 10 


For instance, the watts per front foot of window 
required to secure the desirable degree of illumination 


in a show window situated on a side street in the. 


average city—the lamps placed 10 feet above the floor 
of a 15-foot window, 6 feet deep—would be 80—(6 plus 
10)5—r a total of 1200 watts—15 plus 80—would be 
needed to provide the desired intensity of illumina- 
tion for the window. This figure should only be ac- 
cepted as a guide, however, for other considerations 
—such as the use of color screens, light-absorbing 
backgrounds, etc.—may make modification necessary. 


Type of Unit Used 


The natural distribution of light from the modern 
incandescent lamp is very nearly equal in all directions, 
so the chief consideration in the selection of suitable 
lighting units—as direct illumination of the display 
is preferable to and more efficient than indirect illumi- 
nation—is really the selection of the proper reflector 
with which to equip the unit. This choice, as a rule, 
narrows down to either the one-piece mirrored glass 
angle-reflector or the mirrored trough reflector in 
which the lamps are mounted horizontally—with the 
former type having the preference. Prismatic glass 
angle-reflectors are also used quite frequently and pos- 
sess a certain advantage in that the small amount of 
light passing through the glass bowl illuminates to 
some extent the upper portion of the window. This 
illumination may be used to advantage in showing off 
signs or other advertising matter placed in the upper 
part of the window. 

The proper location for the units providing general 
illumination is obviously overhead, along the edge of 
the window and concealed by the window frame—the 
light directed downward and inward toward the dis- 
play. To secure flexibility of illumination, conse- 
quently, the individual one-piece lighting units are to 
be preferred and, as a certain degree of shadow is 
necessary in order that each object on view appear in 
its proper relation to every other, it is always advisable 
to employ a number of smaller lighting units mounted 
along the top front edge of the window, rather than 
to depend upon one or a few larger units. Approved 
practice is to install two or three times as many out- 
lets for lights as are needed for securing the desired 
illumination for any one particular window dressing, 
wiring them in groups, so 
that the direction of light > 
may be varied at will and \ 


BOOT AND SHOE RECORDER 


79 


undue interference of light in close proximity of the 
lamp sources. About three lighting units can be 
mounted for each foot of window front and in employ- 
ing the requisite number of lamps for the desired 
illumination it is a good plan to use in the row nearest 
the window half the number, in the next row three- 
tenths of the total number required and only the bal- 
ance in the row farthest from the window. This divi- 
sion of the light permits securing with a single row 
of lamps an illumination of either high, medium or low 
intensity, while by using the necessary number of 
lights in different rows any desired degree of illumina- 
tion and direction of light can easily be secured. 


Use of Colored Lighting 


If colored. lighting is resorted to, gelatin color 
screens can readily be slipped over the reflector bowls 
of the individual lamps. When this is done, the densest 
screens should be placed over the reflectors on the lamps 
in the row nearest the window and the lightest placed 
over the lamps in the row farthest from the window. 
As these color screens absorb a considerable portion of 
the light emitted by the lamps they screen, the lamps 
which are screened, consequently, should be consider- 
ably more powerful than those which are not. If the 
unscreened lamps are 100-watt, those which are 
screened should be 150-watt, but this extra wattage 
should not be taken from the wattage required to se- 
cure wattage per foot of window be 80 and the lamps 
be screened, it would be necessary to provide 120 watts 
per foot of window to secure the desired degree of 
illumination. 


Pittsburgh Merchants Plan 
Big Meeting 

The members of the Pittsburgh Shoe Retailers’ 
Association, headed by President George Ludebuehl, 
and of the Pennsylvania Shoe Travelers’ Association, 
headed by President Ralph Weil, of E. T. Wright & 
Co., have completed arrangements for the stag smoker 
and banquet to be held in Pittsburgh, at the Hotel 
Chatham, March 29. 

Among-the men who have accepted invitations to be 
present and make addresses are two United States 
Congressmen, Guy E.. Campbell and M. Clyde Kelly; 
also A. Donovan, president of the E. T. Wright Co., 
Rockland, Mass., and C. K. Chisholm, president of the 
National Shoe Retailers’ Association. 

The committee in charge 
consists of Chairman Ben 
F. Williams, of H. C. God- 
man Co.; Vice-Chairman, A. 
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obtained by simply using the \ 


of ' A. Betts, of the Cleveland 
Shoe Mfg. Co.; Secretary, 





proper groups. 





Arrangement of Outlets 


A scheme of merit in ar- 
ranging the lamp outlets is 
to place them on three cir- 


























cuits and in adjacent rows 
spaced about a foot apart— 
row to row—the mounting 
height of the lighting units 
in each row being slightly 
greater than in the row pre- 
ceding and nearer the win- 
dow. This stepped arrange- 
ment is necessary to avoid 
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The step-up arrangement of outlets 
variety of lighting effects 


| Joe A. Zahn, Queen Quality 

' Boot Shop, and Treasurer, 

Bert Morrison, shoe depart- 

oat ment, Rosenbaum’s, all of 
Pittsburgh. 











Brooklyn Style Show 
Plans Nearly Completed 
The plans for the Brook- 
lyn Shoe Style Show to be 
held at the Hotel Commo- 
dore May 15, 16 and 17 are 


id ° ° 
rovides fora wide = nearing completion. 





80 BOOT AND SHOE RECORDER 


March 25, 1922 


New Firm Starts Up in Lynn 


NNOUNCEMENT comes from Lynn of the inva- 
j sion of the shoe manufacturing field by a new 


company composed of Charles D. McLaughlin and 
Charles E. Conway 
and to be known as 
the McLaughlin - 
Conway Shoe Com- 
pany. Women’s 
high-grade novelty 
footwear of the 
flexible type for- 
merly made and ad- 
vertised under the 
name “Bresmack” 
by the Bresnahan 
& McLaughlin Shoe 
Company, will be 
manufactured. In- 
cidentally the for- 
mation of this new 
concern, duly in- 
corporated, marks 
the passing of the 
older firm of Bres- 
nahan & McLaugh- 
lin, the assets of 
which company, 
said to have been 
considerable, having been liquidated and the corpora- 
tion dissolved. 

Both Mr. McLaughlin and Mr. Conway are well 
known in the shoe field—one as an expert salesman and 
style designer, the other as an authority on leather. 

Prior to the early part of 1919, at which time the 
Bresnahan & McLaughlin Shoe Company was formed, 
Mr. McLaughlin had been with the Cotter Shoe Com- 
pany, also of Lynn, for thirteen years. During most 
of that time he had charge of sales, also of lasts, pat- 
terns and styles. For eighteen years previous to enter- 
ing the shoe manufacturing field, he was identified 


CHARLES D. McLAUGHLIN 





with the retail merchandising of shoes in Rochester, 
a 3 

Mr. Conway is a younger man. . Following his grad- 
uation from Yale 
University in 1912 
he became a mem- 
ber of the sales- 
force of the Julius 
Kallman Company 
of Boston. When 
the United States 
entered the war he 
joined the Ameri- 
can Expeditionary 
forces, serving for 
two years with the 
rank of sergeant. 
On his return to 
this country he en- 
tered the employ 
of the Conway 
Leather Company 
of Boston of which 
his father for 
many years was 
the active head. 

In full charge of 
manufacturing will 
be Frank B. Dopp, originator in this country of the 
flexible McKay process of manufacturing. Mr. Dopp, 
who will be a stockholder and director in the new firm, 
in the past has been connected with both the Boyd- 
Welsh Shoe Company of St. Louis and the Julian and 
Kokenge Company of Cincinnati. 

Mr. McLaughlin will be in charge of sales and Mr. 
Conway will have charge of the leather buying. The 
new firm already has taken over all the machinery 
and fixtures formerly used by the Bresnahan and 
McLaughlin combination. 


CHARLES E. CONWAY 








Oscar C. Davis Dead 


Entered Employ of the George 
E. Keith Company at Age 
of 15 and Rose to the 
Vice-Presidency 


big men of the shoe industry. 
Following an illness of not 
more than a week, Oscar C. Davis, 
vice-president of the George E. Keith 
Company of Campello (Brockton dis- 
trict) passed away Saturday, March 
18. Funeral services were held at 
his home in Campello Tuesday after- 
noon, March 21, and the factories of 
the Keith Company were closed for 
the day as a mark of respect. 
Mr. Davis rose from the ranks to 
the high position he held at the time 
of his death. In 1885, at the age of 


[) vie « has taken one of the 





the Keith company, working in the 
factory. Later he was made office 
boy and gradually worked his way 
up, successively holding responsible 
positions in the paymaster’s depart- 
ment, the cost accounting department 
and the sales department. 

When the company was incorpor- 
ated, in 1896, Mr. Davis became sec- 
retary and later was advanced to the 
vice-presidency. He was a member 
of the Brockton Commercial Club, 
the Brockton Country Club and was 
active in Masonicaffairs. 

Mr. Davis is survived by his 
widow, Mrs. Hazel Buck Davis, to 
whom he was recently married, and 
by two sons by a former marriage, 
Lincoln K. Davis, a Dartmouth stu- 
dent, and John Alden Davis, at pres- 
ent attending the Brockton High 


THE LATE OSCAR C. DAVIS School. 
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Midwest Merchants Meet in Kansas City 


More Production and More Scientific Distribution 
Stressed as the Great Need of the 
Country Today 


E first meeting of the Kansas, Missouri, 
Nebraska Convention was the noon-day 
luncheon participated in jointly by shoe 
merchants and shoe travelers in the ballroom of 
the Muehlebach Hotel on March 13. 

Following the luncheon Jesse V. Byrn, president 
of the Missouri Association, introduced E. O. Faeth, 
president of the Chamber of Commerce, who wel- 
comed the convention to the city, extended the glad 
hand and promised the co-operation of his organiza- 
tion in making the convention a success. 


Banker Is Optimistic 


F. P. Bradley of the Commerce Trust Company 
made a short and spirited address on the outlook for 
1922. He took as his subject, “Take courage, men, 
we are going through. While we are not out of the 
woods, we can see the timber line and the daylight 
beyond it.” 

The great need of to-day, he said, is more produc- 
tion and a more scientific system of distribution. The 
last report of the Federal Reserve Bank and mem- 
ber banks is better; business statements of large 
corporations are better and all indications point to 
an up-swing in business. The prices of farm prod- 
ucts have improved, as have the prices of livestock. 
The farmer is working with a greater spirit, is rap- 
idly coming back and if we will but keep the faith 
the reward is certain. 

Following the appointment of nominating, reso- 
lutions and auditing committees, the convention got 
formally down to business. 

Richard Lennihan, assistant director of the Har- 
vard Bureau of Business Research, made practically 
the same talk which he made last week in Cleveland 
and was followed by E. C. Logan, western editor of 
the BooT AND SHOE RECORDER. 


Style Discussion 
Leading a discussion on women’s shoe styles, Her- 


bert Lape of the Julian-Kokenge Company of Cin- 


cinnati, recommended. that merchants immediately 
get rid of all tan calf oxfords, as the trend is strong- 
ly toward black footwear, and it is questionable as 
to whether or not tan oxfords now in stock will be 
good for next fall season. It is a pretty safe bet that 
women will not go crazy over tan Russian calf for 
hot weather wear, he said. 

Patents and black satin are the big bets at the 
present time, later to be followed by black and white 
and then all white for the hot summer months, he 
declared. 

“It is desirable,” said Mr. Lape, “that merchants 
should place orders as far in advance as possible on 
basic styles and materials, but what will be worn for 
fall in extreme dress styles cannot be foreseen at the 
present time. Merchandise of the novelty class 
should be purchased often, but it should be borne 
in mind that it takes from four to six weeks to make 
this class of footwear, and it takes time for trans- 
portation.” 


Increased Cost of Lasts 


In speaking of the cost of making footwear, Mr. 
Lape stated that lasts cost 55 per cent more than 
pre-war prices, and that patterns are a great deal 
more expensive. Pattern-makers are getting nearly 
three times as much per week now as they did in 
1914, and neither pattern-makers nor shoemakers are 
doing as much for a day’s work as they did at that 
time. He recommended to merchants that they trim 
down their overhead in every way possible, but not 
to forget that the only way that they can stay in 
business is to make a profit on the merchandise they 
sell. 


Sample Lines on Display 


The Central Association of Shoe Travelers held a 
style display at the Coates House during the same 
days that the retail merchants held their convention 
at the Muehlebach Hotel. 

Approximately 150 lines were on display, and the 
forenoons were given over to the inspection of the: 
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display, while the afternoons were devoted to con- 
vention sessions in which the shoe travelers join 
with the shoe merchants. 

The shoe travelers represented in the Heart of 
America Shoe Exhibit. celebrated the opening of 
their exhibit with a dinner at the Coates House Sun- 
day night. 

Travelers Have Meeting 


Mr. Dingle of J. J. Grover’s Sons Company, made 
the principal address, in which he gave a number 
of reasons for present shoe prices, pointing out that 
as a matter of fact prices to-day on staple footwear 
were not a great deal higher than it was in 1914 and 
that the increase in labor, transportation and taxa- 
tion were together largely responsible for the differ- 
ence that now exists. He took a shot at the daily 
press for the unreliable and untrue information 
which has appeared from time to time and which he 
characterized as detrimental to the merchant and 
serving no good purpose so far as the public was 
concerned. He suggested that newspapers use their 
radio outfits in broadcasting the real truth about 
commodity prices. 


Good Roads and Good Business 


J. Frank Smith of the Kansas City Good Roads As- 
sociation was the principal speaker at the noonday 
luncheon on Tuesday. By a series of charts he ex- 
plained the relationship between good roads and 
good business as it applies both to city and rural 
districts. The rural communities are being depopu- 
lated according to Mr. Smith’s survey and the cities 
are increasing in population. The three principal 
reasons for this shifting of population from rural 
districts to cities is chargeable to three principal 
things: first, poor schools; second, rotten roads, and 
third, the unprofitable business of unscientific farm- 
ing. 

Within a radius of 100 miles of Kansas City only 
ten counties have gained in population, he pointed 
out, and the increase is clearly due, first, to the 
fact that these counties have adopted the plan of 
centralized schools and provide free transportation 
for the pupils, and second, to the fact that they have 
through bond issues and otherwise, improved their 
roadways and through association and co-operative 
activities, improved their methods of farming. 


Taxes Are An Investment 


Improved roads can only be built through taxation, 
but the return in increased valuation of both town 
and farm property and the increase in the volume 
of business proves conclusively that the expenditure 
of money in this way is really an investment rather 
than an expense. 

Charles E. Williams of St. Louis, third vice-presi- 
dent of the National Shoe Retailers’ Association, 
recommended that the Resolutions Committee pass a 
resolution favoring that the firm membership dues of 
the N. S. R. A. be put upon a flat basis of $5 per 
firm in place of the graduated scale that is in vogue 
at the present time. 

In his talk he brought up the question as to whether 
or not it is advisable for the three States—Missouri, 
Kansas and Nebraska—to continue the plan of hold- 
ing joint conventions or return to the old plan of 
each State holding its own annual meeting. In the 
discussion that followed, the sentiment seemed to 
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favor the idea of return to the former plan of hold- 
ing the conventions in each State. 


Open Forum Held 


Following Mr. Williams’ talk, President Byrne 
turned the gavel over to A. R. Springer of Topeka, 
Kan., who took charge of the open forum discussion, 
including the topics (a) window displays, (b) ad- 
vertising, (c) hosiery and accessories department, 
(d) mark-up and percentage of profit and (e) over- 
head. 

W. E. Brelsford of Topeka outlined and defined ad- 
vertising as telling people through the medium of a 
printed page or a show window the story you would 
tell them personally if you were face to face with 
them about the merchandise you have to sell. 

In his opinion the advertising of an individual 
store does not sufficiently register in the minds of 
enough people to really make them customers of that 
store. “It is surprising,” he said, “to look over a 
company of 100 people of your own townsfolk and 
see how few of them are wearing your shoes.” 


Comparative Prices Condemned 


On the question of using comparative prices in ad- 
vertising, J. C. Robinson, Kansas City, said he had 
convinced himself that comparative advertising was 
in most cases detrimental, and he had consequently 
discontinued using it in his advertising. In his 
opinion, quoting wild comparative prices leads the 
consuming public to believe that the merchant is 
either a liar or else he has made an exorbitant profit 
on the price quoted as the actual value of the mer- 
chandise. 

Arthur Ebbs of Swope Shoe Company, St. Louis, 
agreed with Mr. Robinson on the advisability of not 
quoting comparative prices either in advertising or 
window display and stated further that he thought 
it was poor policy for the salespeople in the stores 
to quote such comparative prices to the customer 
as a general rule. But, there may be exceptional 
cases where it would be policy to do so. 


And Also Advocated 


Mr. Lyons, president of the Oklahoma Associa- 
tion, was of the opinion that comparative prices were 
advisable where they actually represented the pres- 
ent value of the merchandise and not a value that 
might have been in vogue during the war. 

C. E. Williams said he uses comparative prices 
and believes in them, but it was imperative that the 
merchant tell the truth and give specific and logical 
reasons for the reduction in price. 

Mr. Lawson of McPherson asked if somebody 
would tell him how to advertise Louis heel boots so 
he could sell them. Mr. Creese of Fairbury, Neb., 
suggested that he advertise that he would give a 
pair of women’s Louis heel boots free with every 
pair of baby shoes. 


Hosiery a Profitable Department 


The discussion on hosiery developed that about 
75 per cent of the merchants carry hosiery and the 
most of them make a special effort on this particu- 
lar item of footwear. It was clearly shown that the 
stores both in large cities and in the smaller towns 
that properly merchandise hosiery find the business 
to be profitable and to bring extra customers into the 
store. 
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Otto Fisher of Lawrence, Kan., stated that during 
last year his average inventory in the hosiery de- 
partment was $1,291. His total sales were $6,500, 
his gross profit $1,848 and his net profit $539. 

In his store all the salespeople sell hosiery and he 
does not give extra compensation for selling. 


Nearly $3,000 in Findings 


In his findings department he did $2,866 and aver- 
age inventory of $1,487, gross profit of $1,247 and a 
net profit of $631. He finds that arch supports are 
not selling as strong as formerly because of the in- 
crease in the sale of corrective footwear. 

Mr. Huette of St. Louis said that a little over a 
year ago he put hosiery in his stores because other 
shoe merchants were apparently making a success 
of this department, but he had no special buyer nor 
manager for the department and consequently it did 
not prove profitable. About a month ago he leased 
the department to a young man on a percentage basis 
and that young man knew how to sell hosiery. The 
result was that he did more in one week than had 
been done under the old plan in four months. 


Mark-up and Overhead 


The two topics, mark-up and overhead, were 
merged into one. In response to a question from 
Chairman Springer, J. C. Robinson stated that his 
stock was lower at the present time than it had been 
for several years, he had adopted the plan of mark- 
ing his shoes closer in order to obtain larger vol- 
ume and during the latter part of last year was 
successful in increasing his volume of business so 
that his overhead was 2 per cent less than the year 
before. He confessed that at the present time the 
plan was not working so well. He pays his help on 
a flat commission basis and toward the latter part 
of last year he had reduced the rate of commission 
1 per cent. 

Robert Bloomfield of Winfield, president of the 
Kansas Association, explained a co-operative method 
of advertising, which seven merchants of his town 
were carrying on and which had resulted in consid- 
erably increasing their business, and consequently 
somewhat lowering their overhead expense. The 
plan was an eight-page folder sent out once a month 
covering a list of 10,500 men. 

Mr. Larson of McPherson told of a similar plan 
that was being used by the merchants of his city and 
which was bringing very good results. 


Kansas Elects Officers 


Following the regular session Tuesday afternoon 
the members of the Kansas Association held a caucus, 
heard the report of their nominating committee and 
their resolution committee. They elected the follow- 
ing officers for the ensuing year: 

President, Joe Braitsch, Wichita; First Vice-Presi- 
dent, L. D. Baker, Pittsburg; Second Vice-President, 
J. R. Coolidge, Smith Center;. Third Vice-President, 
Grant Templin, Minneapolis; Fourth Vice-President, 
A. T. Hayes, Ottawa; Secretary-Treasurer, Harry T. 
Hayes, Coffeyville. 

The directors are to be appointed by the presi- 
dent. 

Separate Conventions Decided On 


After a thorough but friendly discussion it was 
decided on Wednesday that hereafter it would be 
more beneficial to both the merchants of Kansas and 
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of Missouri to hold separate conventions for the two 
associations. Neither the officers nor members of 
either association have any complaint to make of the 
treatment received at the hands of the other, but it is 
believed by the leading men in each group that if 
separate conventions are held there would bea larger 
attendance and a deeper interest among the mer- 
chants of each state. 


New. Missouri Officers 


At a special session held Wednesday morning the 
merchants of Missouri elected the following officers 
for the ensuing year: 

President, Joe W. Mullin, Moberly, Mo.; First Vice- 
President, C. E. Williams, St. Louis, Mo.; Second 
Vice-President, Joseph Robinson, Kansas City, Mo.; 
Third Vice-President, Arthur Schultz, Jefferson City, 
Mo.; Fourth Vice-President, E. J. Bloom, St. Joseph, 
Mo.; Secretary-Treasurer, Paul Allen Ebbs, St. Louis, 
Mo. , 

Directors for three years—S. D. Houx, Marshall, 
Mo.; Charles B. Miller, Columbia, Mo.; E. H. Payne, 
Fulton, Mo. 

Directors for two years—W. B. Huette, St. Louis, 
Mo.; J. J. Sensenbrenner, St. Louis, Mo.; N. Rosen- 
berg, Joplin, Mo. 

Directors (Missouri) for one year—H. C. Blazer, 
Kansas City, Mo.; J. P. Quinn, Sedalia, Mo.; Brooks 
Quigley, Chillicothe, Mo. 

It was decided to hold the 1923 convention in St. 
Louis, the date to be fixed by the directors. Imme- 
diately following the election President Mullin as- 
sumed the chair and in a short extemporaneous ad- 
dress he pledged his best efforts to the building up 
of both the membership and the usefulness of the 
association during his tenure of office and solicited 
the support of the officers and members in bringing 
about the results desired. 


How Many Sales Are Lost? 


Immediately following the opening of the after- 
noon session, President Mullin turned the gavel over 
to William Griffith of St. Joseph, Mo., who presided 
during the round table discussion, which occupied 
the principal part of the afternoon. 

The first topic was “What percentatge of customers 
go out unsold?” 

N. Rosenberg of Joplin said he had kept careful 


account at different times and was satisfied that 


nearly 50 per cent of customers entering his store 
went away unsold. In most instances special mer- 
chandise asked for was not on hand. Arthur Ebbs 
of St. Louis said in the Swope Store, with which he 
is connected, that an account is kept by the floor 
man and laid on his desk each afternoon. The next 
morning it is checked up showing the number of 
customers each sales person had waited upon and 
the number of sales made. By this tabulation he has 
determined that not more than 25 per cent went out 
unsold. 

They keep a reasonable check upon the number of 
T. O.’s of each salesperson and while they pay all 
these salespeople on a commission basis they elimi- 
nate from the salesforce those persons who have an 
unduly high record of customers missed checked 
against them. 

Conferences Help Sales 


Each Tuesday is a meeting of the heads of all de- 
partments, the bookkeeper, the delivery man and 
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the hosiery girl. All questions of policy and com- 
plaint are taken up and threshed out. 

Mr. Griffith of St. Joseph said the floorwalker in 
his store keeps tab on the number of customers en- 
tering the store and the number who are sold, he 
found upon investigation that some of his salespeo- 
ple were missing 40 per cent of the customers, while 
others were not missing more than 15 per cent. A 
change in selling plan had done wonders in increas- 
ing the efficiency of the salesforce. At the present 
time less than 25 per cent of customers go out un- 
sold. 

Mr. Rosenberg of Joplin explained a plan which he 
uses as a follow-up in finding out whether or not cus- 
tomers were pleased with their purchases and also 
another plan of sending salespeople out to person- 
ally interview householders whether customers or 
not. The two plans in his opinion have both worked 
well in bringing new trade to the store and have made 
it easier for the salespeople to make sales to these 
particular people. 

Stock Systems Discussed 


The topic drifted into a discussion of various 
stock systems and there was a wide variation in opin- 
ion as to the value of stock records in stores, as 
practically every speaker admitted that good accu- 
rate records were not only desirable but necessary, 
but it was contended that many stores were suffering 
from too much system on books and not enough brain 
work on the part of the manager. 

What Should Be Allowed for Style Depreciation? 

The question of depreciating annual inventory on 
account of change of style caused considerable dis- 


cussion and it seemed to be the general opinion that 
no particular figure could be set for this deprecia- 
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tion because it varied widely in different stores and 
in different locations. 

Otto Fisher of Lawrence, Kan., explained some- 
what in detail the budget system of buying and stock 
control which he used in his store and which in his 
opinion has been largely responsible for information 
which has enabled him to keep his stock down well to 
a minimum without losing sales because of the lack 
of desirable merchandise. 


The Basis of Buying 


Purchases are based upon last year’s sales’ records 
in each of the eleven departments of his store, and 
merchandise is not bought for any department unless 
the budget shows that that department has money to 
spend. Consequently, in order to obtain new mer- 
chandise for a department that is lagging, it is neces- 
sary to put on a sale or in some way stimulate sell- 
ing in that department in order to provide the neces- 
sary funds. 

He does not figure the same percentage of turn- 
over in each department. Some departments he finds 
can be profitably conducted on a two-time stock 
turnover, while in other departments from three to 
six times are necessary. 

Charles E. Williams, St. Louis, explained the 
method of buying and apportioning purchase money 
among the various departments of his store which 
he had found to be fairly satisfactory, but he cau- 
tioned the merchant upon leaving out of the cal- 
culation of the matter of human equation—“Judg- 
ment in the selection of styles and in method of 
merchandising them and especially upon alertness in 
cleaning up the odds and ends are some of the vital 
factors that spell success or failure in retail shoe 
stores.” 








CHICAGO > 


Retail Trade Shows Increase 


General Business Tone Is Better and 


Employment Situation Shows 
Improvement 


has moved to Merrill, Wis., where he 
will open an exclusive men’s store. 
Mr. Harris will carry boots and shoes, 
clothing, furnishing, hats, caps and 
sporting goods. 


New Assistant Buyer for The 
Fair 


ITH the return of balmy 

days and bright sunshine the 
thoughts of botb men and women 
are turning to new footwear and a 
consequent picking up of business is 
noticeable among the shoe stores, es- 
pecially those with new spring foot- 
wear displayed. Not only the spring 
weather, but the optimistic tone of 
business generally is beginning to 
make itself felt in the amount of 
sales at the end of each day’s busi- 
ness. 

There has, in the last few weeks, 
been an improvement in several basic 
industries which makes for a better 
outlook for the future. A distinctly 
increased activity is noted in the 
plants of the United States Steel Cor- 
poration. The employment situation 
generally is showing improvement 
and building volume for this district 
as compared with last year is very 


much larger, January permits being 
more than double what they were a 
year ago—all of which tends to put 
more money into circulation and the 
shoe man has a right to expect his 
share. 


New Shoe Store for Madison Street 


Madison Street is to have a new 
men’s exclusive shoe store. The well- 
known firm of O’Connor & Goldberg 
is now having space at 159-161 West 
Madison Street fitted and furnished 
for this purpose, and will shortly 
move their South Dearborn Street 
stock into the new quarters. 


Chicago Merchant Goes to 
Merrill, Wis. 


D. L. Harris, who operated a store 
at 68rd and Halsted streets, Chicago, 


F. S. Ostrander, formerly buyer 
of women’s and children’s shoes for 
the Loren Miller Store, has accepted 
a position as assistant buyer of the 
men’s shoe store of The Fair. 


Shoe Trades Association 
Applies for Space 


At the regular monthly meeting of 
the Chicago Shoe Trades Association, 
held at the Great Northern Hotel, 
March 9, it was definitely decided to 
make a market exhibit at the 1923 
annual convention of the National 
Shoe Retailers’ Association. A for- 
mal application for a minimum of 
thirty booths in the Coliseum was 
forwarded to Secretary-Commissioner 
George Spangler. 

The Chicago Shoe Trades Associa- 
tion is squarely behind the N. S. R. A. 
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convention project and will lend 
every assistance toward making the 
next convention the biggest and best 
ever held. Both President H. C. 
Dovenmuehle and Secretary Booth 
have expressed their willingness to 
co-operate in' every way with the local 
committee of retail merchants. 


A New Home for Conventions 


Chicago is to have a wonderful new 
hotel, The Stevens, just south of The 
Blackstone, on Michigan Avenue, be- 
tween Seventh and Eighth streets. 
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This news is of interest to shoe men, 
not only because it is to be the world’s 
greatest hotel, but because it is to 
have a huge exhibition room in the 
basement with 35,000 square feet of 
space, which it is said equals the 
Coliseum, where the national shoe re- 
tailer’s convention was held. It is 
being planned especially with a view 
to convention accommodations. All 
of the fifth and part of the fourth 
floor will be sample rooms. The hotel 
is to have 3000 rooms, 800 more than 
the Pennsylvania in Gotham, and will 
cost $15,000,000. 





CINCINNATI 


Warm Weather Stimulates Business 


Tweed Sport Suits and Sport Shoes Begin- 
ning to Move—Tan Trimmed Footwear 
Apparently the Favorite 


T has been a source of satisfac- 

tion to the local retail shoe mer- 
chants to have a few days of real 
warm, spring-like weather, for it has 
resulted in a very appreciable amount 
of business in spring styles, which 
heretofore had attracted little or no 
attention. The warmer days made it 
possible for the young flappers to 
come out with their new spring suits, 
the majority of which are tweeds. 
Naturally this has created a necessity 
for new shoes, and thus far, judging 
from what is seen on the streets, 
there appears to be quite a diversified 
opinion among consumers as to what 
type of shoe should be worn with the 
tweed suit. Virtually every style and 
material in low-heel effects is seen. 
However, as the summer approaches 
the local retail merchants believe 
there will be a noticeable concentra- 
tion on sport effects for this type of 
dress. 


Rubber Soles Popular 


Those types of sport shoes that are 
being sold in any volume whatever 
at this time by the local stores are 
in the tan-trimmed elk or smoked 
leather styles. In the majority of 
cases the style that is selling best is 
the plain toe elk, or pearl grey with 
a tan calf apron and back stay. The 
rubber sport sole so far is moving 
well, and from all indications it will 
see a very popular season before the 
summer is over. The larger down- 
town merchants are clearly of* the 
opinion that this spring and summer 
will be the greatest sport and white 
footwear season we have ever seen. 
They believe that later on all whites, 
and black-trimmed whites, will make 
the volume of the husiness. Patent 


leather is expected by some to con- 
tinue good throughout the entire sum- 
mer. Satins, too, are looked upon with 
favor. 





Advocates One Organization 


Henry Hageman, secretary of the 
Ohio Valley Shoe Dealers Associa- 
tion, has for some time been working 
on a plan to bring together into one 
organization all of the retail shoe 
merchants of Cincinnati. They are 


at present divided into two groups, 


one including the large downtown 
merchants and the other the mer- 
chants surrounding the business dis- 
trict, as well as those in the suburbs. 
The latter group is known as the 
Cincinnati Shoe Mens’ Association, 
and the downtown merchants are or- 
ganized into the Retail Shoe Group, 
which functions as a part of the Cin- 
cinnati Retail Shoe Merchants’ Asso- 
ciation. 


In-Stock Business Good 


In-stock departments of the local 
manufacturers and wholesalers have 
been doing a good business during the 
past two weeks, on footwear season- 
able for pre-Easter business. Prices, 
of course,. have been one of the out- 
standing factors, but those whole- 
salers who have had good styles in 
the right materials have been able to 
move their goods in many instances 
at better prices than they would or- 
dinarily. 


Says. Russian Boots Will Be 
Good 


James Hughes of the Homan- 
Hughes Company is of the opinion 
that Russian boots will be very. popu- 
lar sellers next fall. This concern 
has already done a little business in 
the Russian boot, and is laying plans 
to have a considerable volume at 
medium prices for early fall. It is 
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their belief that a Russian boot to 
retail around $15 will prove a popular 
seller. 


Sally Sandal May Come Back 


H. N. Lape of the Julian & Ko- 
kenge Company, and also of the Lape 
& Adler Company, Columbus, is con- 
fident that the Sally sandal is coming 
back and is coming back more 
strongly than ever. He states that 
the Sally sandal died last fall when 
it should have come back even 
stronger than it did last spring, and 
it is his opinion that it will be widely 
worn this spring and summer. In 
discussing the outlook for sport foot- 
wear, Mr. Lape is of the opinion that 
black-trimmed white canvas shoes and 
white canvas trimmed with black will 
make up the volume of this class of 
business for spring and summer. He 
believes that the tan-trimmed styles 
will be short lived. 

In an address to the Indiana Retail 
Shoe Association, recently, Mr. Lape 
most emphatically urged retail mer- 
chants to maintain their margins of 
profit and to forget the idea that 
cutting prices will increase the vol- 
ume to such an extent that more 
money will be made. He argued that 
since the majority of retail merchants 
are in small towns they cannot 
greatly increase their volume in pairs, 
no matter how much they cut prices. 
He said that if prices were the de- 
termining factor in moving footwear, 
the stocks of high heel boots would 
have moved long ago. So Mr. Lape 
urged the Indiana merchants to con- 
centrate on stylish footwear and to 
keep their money in goods that will 
not remain on their shelves very 
long. Mr. Lape stated that to-day a 
merchant’s pairage may be greater 
but the dollars and cents are not 
greater, and that profits are figured 
on dollars and cents and not on pairs. 
Thus he urged them to stick to foot- 
wear on which they can make a good 
margin of profit and not to allow 
themselves to slip back into the posi- 
tion where retail shoe merchants 
were before the war when they made 
a very narrow margin of net profits. 


Julian & Kokenge to Enlarge 
Factory 


The Julian & Kokenge Company of 
this city recently let a contract for 
considerable improvement on their 
factory. This improvement includes 
an additional story on one side and 
a complete remodeling of their exec- 
utive offices and sample rooms. In 
all they plan to spend $150,000 on 
the improvements. W. A. Julian, 
president of this concern, is spending 
a few months on the Pacific Coast. 
Milton Adler, vice-president, is now 
visiting the countries of Europe. He 
is expected back around May 1. 
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New Meis Catalogue Out 


The Charles Meis Shoe Company 
is mailing out to its trade a new cata- 
logue on spring styles. Their cata- 
logue is ‘éalled the Foot-Light cata- 
logue. They announce that they will 
mail one to any merchant who de- 
sires to have it sent. 
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Douglas Leases New Site 


The W. L. Douglas Shoe Company 
has leased the building at the north- 
east corner of Fifth and Plum. streets 
and after the work of remodeling 
has been completed will open its third 
retail store in this city. 





DETROIT 


Business Trend Is Upward 


Merchants View with Relief the End of 
the Clearance Season and Predict 
Revival Soon 


LTHOUGH retail sales have not 
increased materially, most 
retail shoe merchants are of the 
opinion that business is now on the 
uptrend. The unemployment situation 
has considerably improved. The pur- 
chase of the Lincoln Motor Car in- 
terests by Henry Ford has prevented 
a shutdown of these plants, and many 
look forward to a great increase in 
the number to be employed in this 
new department as assured. 

There is a feeling of relief among 
some of the merchants that the clear- 
ance season is practically past and 
that sales are now consummated on a 
profit basis. One manager of a chain 
of four stores remarked: “Sales are 
none too good, but, thank goodness! 
there is a profit in them now, which 
is some consolation, after a period 
when practically every sale meant a 
loss.” 


Is the Public Tired of Straps? 


Optimistic shoe dealers are predict- 
ing a revival of business with the 
advance of spring. Settled spring 
weather will see the public looking 
for something new, although one mer- 
chant voiced the pessimistic thought 
that, “The public have been buying 
strap effects all winter, when they 
come to buy for spring and see straps 
again it isn’t going to be so easy to 
sell as some think.” 

Along this line of thought, Thomas 
Meath, manager the Queen Quality 
Shoe Store, replied, when asked what 
is selling: “Straps, and more straps. 
It seems to me that when they do 
drop out it will be overnight, and we’ll 
all be stung again.” He advises care- 
ful buying and a close watch on the 
trend of things toward any change of 
style that might come to the sur- 
face. 

A review of the shoe windows of 
the down-town stores shows that 
straps are leading all others. While 
there is a showing of sport oxfords 
among the straps the numbers of 
pairs shown are very small in com- 
parison with the number of strap ef- 
fects seen. 


Spring Novelties Displayed 


In an advertisement of novelty 
shoes for spring by the J. L. Hudson 
Co., the following were illustrated 
and described: Satin brocade slipper 


featuring cut-out work on the side — 


and instep strap, ribbon binding; gray 
ooze and black leather combination 
similar in design to the brocade slip- 
per; patent vamp with gray ooze 
quarter, daisy-petal cutout pattern; 
elastic gore slipper in gray ooze, or 
black satin, or black patent leather; 
Russia calfskin oxford with square 
perforations; gray ooze oxford with 
patent leather wing tip, lace stay and 
heel trimming, black stitching on the 
gray; sand colored smoked horse ox- 
ford with wing tip and saddle strap 
in brown grained calf; cherry red calf 
oxford with pinked edges and large 
perforations. 

Black satin and patent vamps with 
gray suede quarters appear to have 
slightly the best call at the moment. 

Sports are slowly coming to the 
fore and it is thought that they will 
sell well during the season in cream 
and smoked horse and elk, with brown 
trimmings, as well as later on in 
white, and in white and black combi- 
nations. 


New Shoe Departments 
Opened : 


A. E. Burns & Co., have opened a 
shoe department in the Russel Com- 
pany store on Woodward Avenue. The 
department is located on the fourth 
floor and is a model department in 
that there are no cartons seen by the 
customer. At various points unit 
displays of shoes are posed on fables 
but the cartons are hidden by a pan- 
neled wainscoting that is placed sev- 
eral feet out from the wall. Behind 
this paneling the shelving is located. 
Stewart Rhodes is manager. 

This firm is making arrangements 
for another department that will tap 
the Woodward Avenue trade. This 
will not be ready until the fall. An- 
nouncement of its exact location will 
be made later. 
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Heyn’s new shoe department was 
opened on March 16, and occupies the 
entire second floor. This department 
is in charge of A. Rhodes, who was 
formerly manager of the shoe depart- 
ment, the Russel Co. 


Remodeling Being Done 


The Queen Quality Shoe Store has 
been redecorated and _ refurnished. 
The fixtures and chairs are finished 
in mahogany, the latter being up- 
holstered in blue pan velvet. The 
chairs havé a high back and give the 
store a unique appearance. A new 
gray carpet has been laid to replace 
the one formerly used. The window 
backgrounds have been refinished in 
ivory. 

The remodeled women’s department 
of the C. H. Baker store, formerly 
The Lindke Shoe Co., was formerly 
opened to the public early in March. 
The entire second floor, as formerly 
announced in these columns is claimed 
by this department. A new hosiery 
department was also opened at the 
same time and 1,000 pairs of silk 
hose offered at actual cost to intro- 
duce the department to the women of 
Detroit. 


Bidding for Canadian 
Business 


Stores in Detroit recognize the 
value of the business from the border 
cities of Windsor, Walkerville, Sand- 
wich, Ford, Riverside and Ojibway, 
where there is a population around 
75,000 just across the Detroit river, 
where there is maintained a ferry 
service unequaled anywhere else on 
the continent. The following circular 
letter directed to the Canadian cus- 
tomers of R. H. Fyfe & Co., is self- 
explanatory: 


To Our Canadian Customers 


“We take pleasure in announcing 
that the Fyfe Store is again accept- 
ing Canadian currency for purchases 
at its regular face value without dis- 
count. We believe you will find this 
arrangement particularly advantage- 
ous at the present time when spring 
models of all types are being intro- 
duced rapidly in all departments. 

“As you probably know, a recent 
general reduction of prices has placed 
our entire stock squarely on the new 
market basis. You thus receive the 
benefit of a double saving. 

“The fine quality of leathers and 
workmanship, the character of styles, 
and skilled fitting service for which 
this store is noted will, of course, be 
maintained as formerly.” 

A number of other firms have made 
similar announcements. Exchange has 
been as high as 18 per cent, but for a 
long time remained around 10 per 
cent. It recently dropped to nearly 
zero. 
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Detroit Notes 


J. E. Wilson and Clyde K. Taylor 
have been re-elected to represent the 
shoe group ‘on the Board of Commerce 
directorate. 

E. C. Hornung, formerly with The 
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Canton Company is now in charge of 
the Children’s Shoe Section, Alfred J. 
Ruby, Inc., Washington Boulevard. 

E. R. Plank, formerly with E. J. 
Hickey as manager the men’s shoe 
department is now managing a shoe 
store at Mack and St. Jean. 





LOS ANGELES 


Market Week a Big Success 


Good-Sized Orders Placed by Retail Mer- 
chants from All Parts of the West 
and Southwest 


HE wholesale district has been 

fairly teeming with activity the 
past week, the occasion being the 
second market week. Last August 
the first market week was inaugu- 
rated, and was such a success that 
Los Angeles manufacturers and job- 
bers are going to make it a big bi- 
annual affair. In early spring and 
early fall of each year the merchants 
of the outlying territories will be in- 
vited to partake of the hospitality of 
Los Angeles and to avail themselves 
of her wonderful market for home 
manufactured goods. Last year buy- 
ers registered from all parts of the 
United States, as well as Canada and 
Mexico, and this spring the interest 
seemed even greater and more far- 
reaching. Instead of a central mar- 
ket, such as we had last year, the vis- 
itors were invited to the local houses 
to make their purchases from stock. 
This gave them a more personal con- 
tact and the distraction of bands and 
entertainment features were elimi- 
nated until the evening. 


Fare Refund a Feature 


The local shoe houses were very 
busy entertaining and selling their 
out-of-town customers and prospects 
and some nice orders were taken. A 
fare refund was made on all pur- 
chases amounting to $1,000 or more. 
As one wholesaler remarked, “We’re 
getting our share of the business’ It 
looks like things had opened up at 
last and merchants are placing good- 
sized orders. Let the good work con- 
tinue.” 

Shoe men in the wholesale district 
were very well pleased with the re- 
sults of this personal contact with 
their trade, and there was in evidence 
hearty co-operation on all sides. 


Retail Business Good 


In the retail section evidence is 
not wanting of good business. One 
merchant stated that he had just had 
the biggest day in months. This 
store is one of a chain and all are 
doing a good spring business. In 
some of the Broadway stores last 


Saturday all hands were on the floor 
selling and all too busy to talk. Of 
course, Saturdays are always banner 
days, but generally speaking things 
have much improved during the early 
part of March. February was rather 
quiet, although it compared very 
favorably with February a year ago. 
It is believed that this month will see 
a very noticeable pick-up in sales. 
Easter is quite a ways off and the 
ladies cannot wait until the middle of 
April to purchase their new garments, 
which will necessitate their buying 
early and then again for Easter wear. 


Sports Oxford in Demand 


The biggest call for sports oxfords 
is with the apron and rubber heel, and 
in many instances rubber sole. This 
shoe has a big call this season. Street 
shoes show sport tendencies almost 
exclusively, and low heels are noted 
on most of them. The public is pretty 
well satisfied that prices are again 
practically normal and styles are so 
intriguing that one cannot resist 
them. 


Walk-Over Standardizing 
Prices 


The Walk-Over Stores are stand- 
ardizing their prices on all their 
men’s shoes and making each shoe 
conform to one of three prices. 


Educators Put In by Van 
Degrift’s 

Van Degrift’s have just put in a 
line of Educator shoes. They are the 
only Los Angeles store carrying them 
at the present time. They are getting 
ready to push their white shoes and 
have just received a shipment from 
the factory. Business at the Eighth 
and Broadway store shows a nice in- 
crease in dollars and cents over last 
year at this time, although their 
prices are considerably lower this 
year. 
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Colors Much in Evidence 

Beige, fawn, sand and the different 
shades of gray are much seen in 
suede and buck, in combination with 
patent and calf. Sandal effects are 
still popular in patents and for dres- 
sier shoes, but for street wear a grow- 
ing tendency is seen toward oxfords, 
especially with the apron or saddle. 
Even the children’s shoes bear out 
this tendency. The styles being of- 
fered are very attractive and the well- 
dressed woman will attempt to match 
her various sports outfits and thus 
become a prospective buyer for more 
than-a single pair. 


H. H. Beale on Business Con- 
ditions 

H. H. Beale of Noblesville, Ind., 
president of the Indiana Shoe Trav- 
elers’ Association, travels for Wm, F. 
Mayo Co. and is a keen student of 
business conditions. He recently ex- 
pressed himself as follows: 

“For four years, or during the war 
period, we went at a terrific rate in 
all lines of commercial activity, and 
after the signing of the armistice, 
everybody said, ‘Well, now that the 
war is over just as soon as the out- 
standing government contracts _ are 
filled then the industrial institutions 
throughout the country will begin to 
close down, and men and women by 
the countless thousands will be thrown 
out of employment and a panic will 
follow.’ On the contrary, what ex- 
ists to-day? We find that in the year 
1900 our wealth was estimated at 
eighty-eight billions of dollars. In 


- 1910 it had mounted to one hundred 


and twenty-five billions, and to-day it 
stands at the stupendous sum of five 
hundred billions, making us by far 
the wealthiest nation on the face of 
the earth. 

“It is true that during the war pe- 
riod prices on everything were inflated 
and for the past two years we have 
been passing through a period of ad- 
justment, which is only a natural state 
of affairs. 


Stocks Are Normal 

“It is only a little while since we 
emerged from the greatest war in hu- 
man history, taking in toll the lives 
of ten million of our early manhood, 
in which was garnered the hope and 
ambition of the leading nations of the 
world. Homes were broken—hearts 
were saddened, leaving this. old shell- 
torn, heart-sick and bleeding world al- 
most helpless. But now fortunately 
and happily we are rapidly passing 
through the blackness and gloom 
which always follow the holocaust of 
of war. 

“Abnormal stocks that accumulated 
during the war period in anticipation 
of advancing prices, and also through 
fear of anticipated shortages in mer- 
chandise are now reduced to a very 
normal condition.”—G. R. Sperry at 
Boston meet. 
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SAN FRANCISCO 


Retail Business Picking Up 


Good Weather Brings Sales Increase— 
California Convention Dates to Be 
Changed Because of Conflict 
With Rotarian Convention 


ARCH weather has been uni- 

formly good, people are 
thinking of spring shopping and 
business is picking up. 

Several important decisions have 
been reached regarding the conven- 
tion of the California Retail Shoe 
Dealers’ Association, to be held in 
Los Angeles next June. There will 
be exhibits and a Style Show. This 
is held to. be necessary, in order to 
offer a particularly strong attraction 
to Coast shoe men. The date for the 
convention will be set later, but it 
will not be on June 6, 7 and 8 as for- 
merly planned. Al = Katschinski, 
president of the association, in ex- 
plaining the reasons for the change 
of date, said: 

“The national convention of Ro- 
tarians is to be held in Los Angeles 
early in June and it seems that most 
of the accommodations there have al- 
ready been secured by the Rotarians. 
On that account, it does not seem ad- 
visable to make the date of our con- 
vention coincide too closely with the 
dates of the Rotarian convention. An- 
other advantage that would come 
from holding the convention during 
the latter part of June, is that most 
of the traveling men have finished 
their trips before the end of June, 


_so that they could be on the ground 


in time to attend the convention. The 
place of meeting has not yet been 
settled.” 

Fred White of Los Angeles will be 
chairman of the convention. Mr. 
White is manager of the Bootery in 
that city and a member of the C. H. 
Wolfelt Co. 


San Francisco Merchants 
Meet 


The San Francisco Retail Shoe 
Merchants’ Association held its an- 
nual election on the 6th inst. H. A. 
Ballentine, manager of the San Fran- 
cisco Hanan shoe store, was elected 
president; Carol S. Wills, proprietor 
of the shoe department, City of Paris, 
first vice-president; W. Russell Wer- 
ner of the Frank Werner Co., second 
vice-president, and Max H. Sommer 
of Sommer & Kaufman, secretary- 
treasurer. The directors elected are: 
H. Frankel of Baker’s, A. Katschin- 
ski of the Philadelphia Shoe Co., 
Adolph Kaufman of Sommer & Kauf- 
man, and Harry Gibson, manager of 
the White House shoe department. 


Demand is for Novelties 


The latest ideas in styles continue 
to be a topic of very deep interest. 
The uncertainty as to what the public 
will demand with the coming of 
spring, keeps all the dealers on the 
alert te see which way styles will 
veer. Speaking of the spring open- 
ing of Sommer & Kaufman, which 
occurred last week, Max H. Sommer 
said: “We are finding a great de- 
mand for distinct novelties. Consid- 
erable interest has been displayed by 
shoppers in the high Russian boots 
we are showing. The big demand, 
however, is for strap effects in patent 
leather and gray suede, and combina- 
tions of gray and patent leather.” 

Roy Whalander, manager of the 
City of Paris shoe department, speak- 
ing of the early spring demand in 
women’s shoes said: “Combinations 
of gray and patent leather and beige 
and patent leather are the biggest 
sellers so far. Low heels are coming 
in very fast. 

The Bootery is showing some ex- 
tremely novel custom-made _ shoes, 
produced in its New York studio on 
Fifty-seventh Street. This footwear 
is a combination of patent leather and 
brocades, in various colors and de- 
signs, to harmonize with the wearers’ 
gowns. Some of the brocades are 
black satin combined with gold and 
silver metallic. “We received. these 
shoes just as Lent began, but though 
things are quiet socially, this brocade- 
patent leather footwear is proving a 
good seller,” said G. O. Allen, man- 
ager of the San Francisco Bootery. 


New Store Opened 


Frank More, formerly buyer and 
manager for the women’s and chil- 
dren’s department of the Frank Wer- 
ner Co., is opening a very exclusive 
women’s shoes store of his own on 
Union Square, Geary Street, near 
Powell. The interior fittings are al- 
most completed and the opening takes 
place in the middle of the month. 
The store is unique in women’s shoe 
stores in San Francisco. The entire 
space downstairs has been thrown 
into a reception room effect, with spe- 
cial lighting, mirrors and distinctive 
settees and chairs, done in walnut 
and blue, set around the store pro- 
miscuously. The hosiery department 
and the finding department are on 
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either hand, on entering the store. 
They are both contained in large wal- 
nut chiffoniers. All stock will be out 


of sight of the customer, except: 


shoes on display. This feature is one 
of the new departures in the More 
shoe store. Ladies’ dressing rooms 
and offices will be in the balcony. All 
the details of the store and the rich 
but restful color effects have been de- 
signed by Mr. More without the aid 
of any architect. Women’s shoes in 
this establishment will range in price 
from $10 to $15. 


San Francisco Notes 


Alfred Katschinski, president of 
the California Retail Shoe Dealers’ 
Association, has been made chairman 
of the finance committee of the Dis- 
abled Veterans’ conference, to be held 
here in June, and he is an active 
worker and speaker for the Boy 
Scouts. 

J. R, Fleming, fromerly of the Den- 
ver Dry Goods Co., Denver, Col., is 
the new manager for the men’s, 
women’s and children’s shoe depart- 
ment of the Emporium. Mr. Fleming 
is now at the Eastern market buying 
for his department. 

Harry Gibson, manager of the 
White House shoe department, has 
left for the East on a buying trip. 

Paul Tieburg, of Tieburg Bros., has 
gone to Portland, Ore., on a business 
trip to the Portland store of the firm. 

F. M. Torrane is opening a shoe 
shop in the Schneider Building, San 
Rafael, Cal. The new M. & S. Shoe 
store has already opened at 804 
Fourth Street, San Rafael. 


Lynch Working on Inter- 
changeable Mileage 


Harry Lynch, one of the members of 
the firm of Howard & Foster Co., re- 
cently left for the South, which terri- 
tory he covers for his firm, Mr. Lynch 
is one of the hard workers for inter- 
changeable mileage rates. He has 
already had several interviews with 
New England Congressmen and has 
very clearly outlined to them the facts 
of the situation. He has on file some 
strong letters from congressmen, stat- 
ing that they are very much inter- 
ested in the views held by Mr. Lynch, 
coming as they have from a wholesale 
user of mileage. He is constantly 
pounding away on his theories to the 
boys on the road, and has done much 
good work in getting them to write 
to their congressmen. Mr. Lynch 
states that he is looking forward to 
a successful future for his inter- 
changeable mileage bill in the House. 
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DENVER 


Merchants Report Better Business 


Farmers in Colorado Getting on Their 
Feet Again and Mining Industry Is 
Due for Revival 


HOE merchants in Denver re- 

port that business is showing 
improvement and that a good 
spring trade is looked forward to. 
The farmers of Colorado are getting 
back on their feet once more, mining 
in the state is due for a revival and 
industry in general is showing a bet- 
terment, which is all tending to make 
the future business outlook in all 
lines of business bright for Colorado 
business men. Retail shoe merchants 
here are making their plans along 
lines indicated by these tendencies 
as they wish to be prepared to take 
care of the increase in business which 
surely seems to be headed this way. 


New Store Planned 


At 508 Sixteenth Street, Denver, 
in the new Powers-Behen building, a 
new shoe store will be opened to the 
public on or about April 1. M. B. 
Wise, proprietor, who has for the last 
eleven years been identified with the 
Florsheim Shoe Company, reports 
that it is his intention to have the 
finest shoe store between Chicago and 
the Pacific Coast. The interior wood- 
work and fixtures of the new store 
will be of figured American walnut 
throughout, including display win- 
dows, floors and fixtures. The new 
store has a twenty-one foot frontage 
on Sixteenth Street by ninety feet 
deep. Mr. Wise has obtained the ex- 
clusive representation of the George 
W. Baker shoe for women and the 
Stetson shoes for men.” 


Fire Destroys Shoe Store 


Nearly a million dollar property 
damage was done in Pueblo, Col., 
March 1, when the Newark Shoe 
store, near Third and Main streets, 
and the Opera House block, at Fourth 
and Main, were completely destroyed 
by fire. The interior of the shoe store 
building and the stock was badly dam- 
aged by fire, smoke and water. The 
Newark Shoe Company was also 
a flood sufferer when a big part of 
Pueblo was destroyed last June by 
the big flood and the stock, which 
was ruined by the fire was an en- 
tirely new one. The loss to this, com- 
pany will be about $50,000. 


Business Better in All Lines 


A. D. Lewis, president of A. T. 
Lewis & Sons, one of Denver’s larg- 


est dry goods stores and a firm that 
maintains a big shoe department, re- 
turned from New York recently 
bringing with him word of a decided 
improvement in business throughout 
the East. “There has been a decided 
improvement this past month,” said 
Mr. Lewis. “This improvement is 
seen in the general feeling and the 
volume of businéss. Business is pick- 
ing up materially in all lines. The 
retail stores are busy and cheerful, 
whereas a month ago they were com- 
plaining. The banks all express 
themselves hopefully, convinced that 
the worst is past. The readjustment 


-in conditions is progressing slowly 


but surely and the more or less con- 
fusion of the past few years is being 
dissipated; the country is sound at 
heart and the public is beginning to 
realize it.” 


Co-Operative “Ad” Scheme 
Used 
Recently a number of Denver shoe 


merchants took two pages in one of 
Denver’s leading newspapers featur- 


ing footwear for spring. A part of _ 


the page was given over to the ads 
of the firm, while about half of. the 
space was taken up with reading mat- 
ter in news form, all about shoes— 
items about spring styles, articles on 
the making of shoes and the like. The 
Denver firms running ads on the page 
were the following: Muth’s, Broad- 
hurst-Young, Denver Dry Goods 
Company, Fontius Shoe Company, 
Brady’s, Weaver’s Shoe Company, 
Tober’s, Joslin Dry Goods Company 
and the Johnston Shoe Company. 


Joslin Has Footwear Exhibit 
Recently the Joslin Dry Goods 


Company, Denver, held a Fashion * 


Exhibit and during the week the lat- 
est in footwear was displayed in the 
firm’s shoe department on the second 
floor. Living models were used in the 
display of the spring footwear. 
Emphasizing the tendency to black 
in shoes for thé coming months, there 
were the Grecian sandals of all pat- 
ent leather with Cuban heel, black 
satin with Spanish heel and the com- 
bination sandal with patent leather 
vamp and gray suede back, all of 
which are appropriate for wear with 
afternoon and evening costumes. The 
shorter vamp and the more rounded 
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toe in nearly all models was also very 
much in evidence. The exhibit was 
visited by hundreds of Denver women 
and was successful from every stand- 
point. 


Brief News Notes 


The Johnston Shoe Company, 607 
Sixteenth Street, Denver, has just 
incorporated under the laws of Colo- 
rado. Those taking out the incorpo- 
ration papers were the following: 
Robert H. Johnston, Sarah Hobart 
Johnston and D. D. Potter. 

An exclusive Cantilever shoe store 
has been opened at 224 Foster Build- 
ing, Denver. 

L. A. Drapper, shoe merchant of 
La Junta, Col., was a recent busi- 
ness visitor in Denver. 

Otto Enger has opened a shoe store 
in Westby, Mont. 


Outlook for Wages—Up or Down? 


“What will be the trend of wages 
during the next few years,” asks Paul 
Clay in Forbes Magazine (N. Y.), who 
sums up his view of the situation as 
follows: 

“If machine work is to be substi- 
tuted for hand labor on any large 
scale during the next few years, wages 
may be expected to hold or rise in 
face of falling prices; otherwise, 
prices must be expected to pull wages 
down after them. 

“There is no way in the world to 
cut wages loose from prices. Soviet 
Russia tried it, and it has not worked. 
Millennium makers in all ages have 
tried it, and it has always failed. 
The wage-earner never has, and never 
will, obtain more than an approxi- 
mately fixed proportion of the value 
of his product over any long period of 
time. 

“Concrete visible forces, then, point 
toward a further downward move- 
ment of prices and a slow readjust- 
ment of wages to the basis of prices. 
The only possibilities in the opposite 
direction are the possibilities of vast 
improvement in machine methods, or 
of another era of world-wide credit 
expansion—and, so far as can be seen 
now, it looks like stretching a point 
to call these ‘possibilities.’ ” 


Clayton with Alden, Walker 
& Wilde 


Frank Clayton, of Pittsburg, 
Kan., for fifteen years with McEl- 
wain-Barton Shoe Co. of Kansas City, 
has made arrangements with Alden, 
Walker & Wilde to represent them 
in Oklahoma, Arkansas and Louisiana. 
He is now in his territory taking or- 
ders on this Massachusetts’ South 
Shore line. 
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MINNEAPOLIS 


Public in a Buying Mood 


Demand Is Centered Not So Much on 
Price as on Quality and Style 


90 
ETAIL shoe merchants report 
a smart interest in the spring 
lines. The reaction in business for 


the better has had a gratifying effect, 
, and people are more in a buying frame 
of mind than they have been for 
many months. The cut and slash price 
sales which naturally had quite a hold 
on people while they were hugging 
their pocketbooks so tightly have 
pretty well spent themselves, appar- 
ently. People are weary of them and 
show a desire to get back to buying 
footwear of better workmanship and 
style. 

They are shying away from the 
highest priced stuff yet, but have no 
objections to paying good moderate 
prices, local shoe men say. Among 
the women the low flat heeled one- 
strap patent leather pump is making 
a big hit. However, the high Louis 
heel pump in patent leather, black 
satin and black calf continues very 
popular. 


Shoe Exchange Opened 


Minneapolis boasts one of the first 
shoe exchanges in the United States. 
It was opened this month in the first 
basement of the Loeb Arcade at Hen- 
nepin and Fifth streets. Twenty capa- 
cious sample rooms have been fitted 
up and already every one of them has 
been engaged for a year’s lease. The 
lessee in each case is the commercial 
man representing a particular shoe 
house. He fits up his sample room ac- 
cording to his own taste, the aim being 
to give the line of goods of his house 
the best possible display. The aver- 
age size of the sample rooms is 15x18 
feet. The total space taken is nearly 
6,000 square feet. 

The representatives already are 
finding the exchange—it is known as 
the Northwestern Shoe Exchange— 
not only a great convenience but a 
splendid aid to business. The buyers 
for the scores of shoe stores in both 
Minneapolis and St. Paul can be taken 
to the exchange at any time and 
shown the very latest thing in the 
various footwear lines. Not only that 
but dealers from all over the North- 
west, who come to the Twin Cities can 
be similarly shown. In this way it 
is expected that instead of one or two 
calls a year on the trade, the boys 
can very frequently show their lines 
when in from their trips at the same 
time their customers are in town. It 
is anticipated that as the new stuff 
comes out after a representative has 
gone through a section of his terri- 
tory, he will by correspondence ar- 


range to meet his customers from that 
territory in Minneapolis and show the 
later creations in his sample room. 
The idea of the exchange was the 
outgrowth of the combined wisdom of 
the men in the Northwestern Shoe 
Travelers’ Association, which has club 
rooms adjoining the sample rooms. A. 


‘A. Kimball, who has a shoe store up- 


stairs, leased the entire space and 
fitted out the different sample rooms. 
It is from him that each of the rep- 
resentatives makes his sub-lease. 


Economy Basement Added 


A new economy basement store has 
been opened by C. M. Stendal under 
his regular stand at Nicollet and Sixth 
streets. In this store Mr. Stendal is 
placing at all the discontinued and 
short lines from his upstairs stock, 
offering them at attractive prices in 
order to close them out quickly. The 
underlying idea is not only to affect 
a brisker movement for “dead ends,” 
but to keep his main store stock con- 
tinually new and up to the minute, Mr. 
Stendal says. A complete sales force 
is employed in the economy section. 
At present the policy is being followed 
of advertising the stocks of the two 
stores in separate spaces. In this 
way Mr. Stendal says he can reach 
the particular class of trade to which 
either store appeals by choice of med- 
iums among the different daily news- 
papers of the city. 


Grain Price Jump a Boon 


Perhaps a higher degree of optim- 
ism prevails in the Twin City terri- 
tory than in any other in the North- 
west, although indications are that 
the people of the entire Northwest are 
in a more hopeful frame of mind than 
they have been at any time since de- 
pression struck the country. The 
thing that sets the Twin Cities a little 
above the others is the fact, or pretty 
nearly established fact, that recovery 
is further along here than any place 
else. This is due to the fact that this 
section apparently was not so hard 
hit. At any rate Roger Babson, the 
eminent statistician, says that the 
Twin Cities are better off than the 
others. 

The thing that has given the great- 
est momentum to the recovery of nor- 
mal conditions has been the jump in 
the prices of grain. How much the 
farmer has been able to realize on this 
spurt cannot very well be estimated, 
observers say, but the very fact that 
there has been an increase has given 
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him new heart and with his rejoicing 
the others take new courage. Statis- 
tics given out by crop reporters place 
the amount of grain still in the hands 
of Minnesota farmers at more than 
100 million bushels, so that whether 
the agriculturist cashed in on the price 
rise or not, his potential wealth grew 
by the increase measured in that num- 
ber of bushels. 

Another thine, the Twin Cities have 
refused to get excited about the ex- 
pected coal strike. Although realiz- 
ing what a deplorable thing the strike 
will be, the industries here are not to 
be affected, manufacturers say. A 
careful survey of the situation reveals 
that there is sufficient steam coal on 
hand and on the docks at Duluth to 
carry all the industries for many 
months. The unemployment situation 
is clearing up here. The breadline 
dropped from 1,000 to 650 men with 
the first sign of spring. So that, all 
things considered, the Twin Cities 
and their territory are looking for- 
ward to a revival in business this 
summer, and the “men behind” are 
ready to show any pessimist that their 
hopes are laid in good foundations. 


Shipping Facilities Enlarged 


A three-story building, 100 x 200 
feet giving a total floorspace of 60,000 
square feet, has been leased by the 
Sharood Shoe Co. at the Northwest 
Terminal in Minneapolis. This will 
enable the concern to greatly enlarge 
its shipping facilities. 


Selling Gaiters for Fall 


George J. Nichols, former president 
of the National Shoe Travelers’ Asso- 
ciation, and manufacturer of over- 
gaiters is one of the most optimistic 
men in Minneapolis. Mr. Nichols sent 
his road men out early in the month 
booking fall business, convinced from 
reports from all parts of the terri- 
tory that business was ready to get 
back into the good old stride. Over- 
gaiters will be rather up in price this 
year, Mr. Nichols says. Wool is cost- 
ing more and the article is made by 
high-class labor which must be liber- 
ally paid. 


Tom Thumb Store Opened 


A Tom Thumb shoe has just been 
completed by Frank Grano, who runs 
a shoe hospital on East Seventh street, 
St. Paul. He has made four pairs of 
perfect miniature oxfords, ranging in 
size from 2% to 3% inches long. 
Thirty-four pieces of leather were 
used for each pair. The smallest, 
said to be the tiniest ever made, were 
completed in 25 hours labor. Grano 
has worked at the trade since he was 
seven years old. The shoes are to be 
called the “Charlie Chaplin Special” 
and a patent has been asked for on 
the design. 
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Blended Style and Ease 


The moment a Modease Shoe is tied on a customer’s see 
it demonstrates a blending of styleand ease. The upper holds 
the foot firmly, while the forepart of the foot has easy play. 


Many such definite selling qualities make these shoes easy to 
sell to that large class of women who have been accustomed 
to footwear of style but who now demand comfort in addition. 


In stock---Black Kid Oxford $7.25. Brown Kid Oxford $8.10, 
Fine white Canvas Oxford $5.85. 


IMMEDIATE DELIVERY J (5 me: ‘ere | / S 1 fi S (Y 6) 
Shoemakers Brooklyn, N.Y. 





IN STOCK 





READY FOR SHIPMENT 





HIGHEST 
QUALITY 


Young Ladies’ 
Low Shoes 


ore oe Because 


1. The lasts and patterns are 
especially designed for 
young ladies. 


2.Shoes fit without gap 
around top. 


3. Best quality calf leather 
uppers. 


4. Best quality oak bend out- 
soles. 


5. One-piete solid leather full 
grain insoles and counters. 


6. Each shoe has a patented 
nail-less heel seat. 


7.Each shoe has'a patented 
built-in nerve-resting shock 
absorber. 


8. Patented process produces 
perfectly smooth bottom 
next to foot; no ridges can 
form at edge of insole; no 
filling to bunch up under 
foot. 


LOWEST 
PRICES 


Jt aaa Because 


A—The Marathon Shoe Co. 
is making a specialty of 
these Young Ladies’ Low 
Shoes and is producing 
them in large quantities. 


B—Consistent with the above 
quality features, they are 
fully $.50 to $1.00 under 
the price of oxfords of 
similar quality 


C—In view of the patented 
features, which cannot be 
had in any other shoes, 
these oxfords are the 
greatest values on the 
market — without ques- 
tion. 


If you are not 100 per cent 
pleased with these shoes 
upon receipt, return them 
and we'll refund all trans- 
portation charges. 


w«  Warathon Shoe 


WAUSAU 


of other styles 








WISCONSIN 


$3.75 


No. 907% 


Young Ladies’ Lace Oxford, 
Chestnut Calf upper, perfo- 
rated tip, modified . English 
last, 1% inch heel, nail-less 
heel seat. In stock A, B, C 
and D widths. Made to order 
E width. Sizes 2% to8. $3.75 
Also made to order in Black 
Kid and in other leathers. 


$3.75 


No. 961 


Young Ladies’ Lace Oxford, 
Lustrous Brown Calf upper, 
medium round toe, imita- 
tion stitched tip, one inch 
heel, nail-less heel seat. In 
stock A, B,C, D and E widths, 


OS Be WS occccsses $3.75 
Made to order size 9, 25c. per 
pair extra. 


Also made to order in Black 
Kid and in other leathers. 


$3.75 


Young Ladies’ Blucher Ox- 
ford, Lustrous Brown Calf 
upper, Dr. Sommer’s Muscle 
Tonic Footform ‘last, ap- 
proved by the National Board 
of the Young Woman’s 
Christian Association, recom- 
mended by leading physi- 
cians. Flexible shank, cup- 
shape nail-less heel seat, one 
inch heel. In stock, A, B, C 
and D widths, sizes 2% to 8. 
$3.75 
Made to order AA and E 
widths. 
Also made to order in Black 
Kid and in other leathers. 


Write 
- for 


catalog 

















March 25, 1922 


BOOT AND SHOE RECORDER 


93 


Increased Activity is Noted in Leather 


Market 


Medium Grade Patent in Good Demand Shoe Factories 
Speed Up on Footwear for Spring 


HERE has been a little more 
activity in the leather mar- 
ket the past ten days, owing 

to the activity of shoe factories in 
getting out goods for early Spring 
and Summer. There has been a good 
deal of patent leather cut, but not 
wholly of the top grade. The medium 
classes which run in price from 25c. to 
40c. per foot have been mostly wanted 
for the low one-strap shoe for women. 

There has also been an active trade 
in all of the sport leathers, which in- 
cludes the smoked horse, elk and calf, 
the buck leathers—white and pearl, 
and also pearl shades of calf and kip. 

Trade has also shown considerable 
increase in the medium and better 
grades of calf and side leather in 
colors— principally the desirable 


shades of tan to the large shoe man-. 


ufacturers on the South Shore which 
are busy both on men’s and women’s 
low cuts for Spring and Summer. 


Situation Better Than Month Ago 


The leather market on the whole is 
in a better position than a few weeks 
ago. Prices are firm, but lower on the 
whole than a few months ago, so that 
the lowest point in price has been 
reached in some years. Tanners have 
shaved their profits down until there 
is a closer margin to-day than at any 
time since 1914. The heavy run on 
sport leathers and patent have cut 
into the trade on kid leather to con- 
siderable extent, excepting where pat- 
ent kid is used. Some of the leading 
kid tanners are operating at good ca- 
pacity, but the volume has not been 
as large as normal on colors and black 
smooth-finished kid during the past 
few weeks. 


Sole Leather in Better Call 


The sole leather trade is showing 
some improvement, particularly in 
light and medium weight sole leather 
for the shoe centers where women’s 
Spring and Summer footwear is be- 
ing produced. The surplus stocks of 
light sole leather have been somewhat 
depleted and prices have been firmly 
maintained. The extensive use of 
rubber soles and rubber heels ‘and top 
lifts has cut into the sale of sole 
leather extensively although the ag- 
gregate of business is greater than 
a year ago and with sales yielding a 
profit, whereas a year ago most sales 
were made at great sacrifice. 

The calf leather market shows a 


and Summer 


slight improvement. Full grain col- 
ors are quoted at 42c. to 48c. for the 
choice selections. This is virtually 
ten cents a foot less than last Fall 
and other prices of calf leather are on 
approximately the same basis. Good 
grades bring anywhere from 30c. to 
40c., with the lower grades 35c. per 
foot. Some job lots and culls bring 
20c. per foot and even less. There is 
a good call for suede finishes, the best 
grades in colors ranging from 60c. to 
70c. per foot and 40c. to 55c. for the 
medium. Suede leather is available in 
the lower grades at around 30c. a foot. 
A leather is wanted to-day for a good 
shoe at around 30c. a foot. This 
makes possible a fair shoe to retail at 
five to six dollars. ‘This seems to be 
what the public demands. 

Side leathers, as a whole, have been 


slower of sale, but there is a good 
call for smoked finishes with prices 
ranging from 25c. to 40c. a foot. The 
imitation smooth calf finishes in col- 
ors run all the way from 20c. to 30c., 
and the better grades of kips as high 
as high as 35c. to 38c. Where lower 
grades of raw stock are used, the 
leather is quoted from 18c. to 24c. per 
foot. Snuffed sides and job lots bring 
from 10c. to 18c., and considerable of 
this leather is going into the lowest 
priced footwear, especially in women’s 
and children’s. 


Kid Not Declining Much in Price 


The high price of raw stock is hav- 
ing considerable influence on the price 
of kid leather. The reduction in price 
is not keeping pace with that of calf 

(Continued on page 99) 








Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade.......... $0.32 a $0. ~ $1.40 a $1.50 $0.60 a $0.70 
Calf, smooth, colored, top grade .28a 1.40a 1.50 40a «48 
Calf, smooth, black, top grade.. .26a 38 1.30a 1.40 35a .38 
Side leathers, colors, top grade.. .18a  .22 -75a 1.00 22a .28 
Side leather, black, top grade... .16a _ .20 65a .90 20a .24 
GE REE 4. oS ae cu nbnensec <c- 45a .50 1.40a 1.60 60a .80 
White buck, top grade (side lea.) .28a .30 90a 1.00 35a .48 
TA, EE DOUD cdiwansscvcnese's 24a .26 65a .70 22a .26 
Kid, colors, best fancy........ 35a «40 1.40a 1.65 -70a_ 85 
Kid, colors, top grade.......... 28a: .30 1.85a 1.60 60a .75 
Kid, black, top grade -.......... 28a .30 1.35a 1.50 60a .65 
Kid, medium, colors .......... 20a .24 -70a 1.10 30a 45 
Kid, medium, black .... ....... 18a .22 60a 1,00 25a 85 
BP CE Keewande dsr cesswney V6a_ .12 20a .36 coc ae 
Chrome patent sides .......... 25a .30 85a 1.05 35a .40 
Patent C0lt on ccccccccssqgemoce 40a .55 1.40a 1.60 60a .80 
Sole Leather (price per pound) 
Heomiedk No. 1 ....duvesssesnee 32a 33 56a .58 26a .27 
i reer. ee oes «oe ae . oer 45a .50 
No. 1 ocak backs cccdsicscsees. 38a  .39 92a .95 47a .52 
No. 1 oak bends, shoe mfrs.’ use. .46a .47 98a 1.05 60a «65 
No. 1 oak bends, finders’ use.... ...a .48 1.15a 1.25 70a .75 
Raw Hides and Skins (price per pound) 
(1918 Av.) 

Native steers, as used in sole 

leather, harness, etc. ........ ion. 52a  .55 — 
Heavy Texas steers, for sole 

PES ccocceccececuvesmens sce” 48 re eS ee 
Light native cows, for side upper ; 

SED 6 0000s daadiver ceetee ce ae 5 a a 
Branded cows, for light sole 

Met 6.0 6:0 6.0.0'b00.0 600besso00 wit ave a ee 
No. 1 butts for heavy upper and 

CIES WOU notice ccccevices -a 15 45a .50 O07%a «08 
No. 1 Chicago City calfskins for 

fine calf leather ............. coe & Ae 80a 1.02% 10a 4.17 
Kips for upper leather ......... +28 16% 65a .80 10a .15 
Bb A ides, tur femiver sulle 

SE PERE U DSS cc cccccccdese ce 42a 46 ere mae 
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Year Round Profits 


Many dealers are finding it profitable to 
sell a pair of rubbers with every pair of 
shoes, the whole year round. 












U. S. Rubbers have new lasts and 

improvements to make them sell more 

quickly than ever. There is a type to fit 
a any style of shoe for men, women and 
7 » children. If you sell a pair with every 
pair of shoes, a well balanced stock of 
U. S. Rubbers will greatly increase your 
year round profits. 


United States Rubber Company 
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Brockton Folks Like Quality Rubbers 


Lee Baker, Head of Baker Bros., and for Twenty-five 
Years High-Grade Footwear Merchandiser in Big 
Eastern Shoe City Tells *‘ How He Does It’’ 


66 HAT is the most inter- 
esting feature of your 
rubber shoe business?” 

said 'a RECORDER representative to 

Lee Baker, proprietor of Baker Bros., 

66 Main Street, Brockton, Mass., on 

a recent visit to his store. For be it 

known that Mr. Baker has been in 

business: in the big shoe city for 
twenty-five years and has featured all 
that time quality rubbers. That he 
has made a success of this rubber shoe 
department is evidenced by the promi- 
nence which he attaches to it in the 
conduct of a strictly modern and one 
of the finest shoe stores in Plymouth 

County. 

Oh, Those Big 1920 Storms! 
“Well,” said Mr. Baker, “the most 
interesting thing in the world to me 
just now would be a ‘tremendous’ snow 
storm, same as some of those ‘whop- 
pers’ we had back in the winter of 

1920, although this would be asking 

the weather man for a trifle too much, 

especially at this time of the year, 
when spring song birds are twittering 
and blossoms are about to burst forth. 

However, it takes a snow storm to set 

people thinking of rubbers in a big 

way. We had some interesting ex- 
periences during those inclement days 
of 1920 and kept one of our men mak- 
ing pretty lively trips between Brock- 
ton and a little ‘spot’ in Boston, owned 
by the B. F. Goodrich Co., where we 
had no difficulty in getting all the rub- 
bers we wanted. We would phone 
our orders in the morning, and the 
merchandise would be all ready when 
our man arrived. Sometimes the 
trains would be slow and our man 
could make only one trip a dzy, but 
if the trains ran about on schedule 
time, he made two trips per diem. 
This courier of ours at once saw the 
advisability of cultivating a strong 
friendship with the baggage master 
of the train, and he was allowed on 
account of this friendship to sit on 
his numerous rubber shoe bundles in 
the baggage car. Women’s buckled 
arctics were the biggest sellers at that 
time, but rubber boots for men and 
women also were big numbers, as well 
as the ordinary rubbers. In fact, from 

January, 1920, to April 1 of the same 

year, we sold more rubber goods than 

our combined sales in the previous ten 
or fifteen years. 


The Most for the Money 


“But the winter of 1920 was, of 
course, an unusually good one for the 


Thro’ Pleased Customers 


rubber man. We cannot expect such 
winters every year—the only way to 
do is to always be supplied with qual- 
ity goods.. And here is a strong point 
—I carry only quality goods. The 
truth of the matter is just here, while 
quality rubber goods cost more, yet 
worth-while customers are willing to 
pay the higher price to get quality 
goods. It is true that one pair of 
high grade rubbers will last a man or 
a woman all winter, and the point 





nm 


Firestone brand sportsman’s overs, with 
special leather top, adapted particularly to 
hunter and fisherman. The top was de- 
signed and made by the Sawyer Boot and 
Shoe Co. of Bangor, Me., the Northern 
New England jobbing representative of 
Firestone-Apsley Rubber Co. 


might be raised—if I carried just a 
little less in quality, I could sell per- 
haps two or three pairs of rubbers 
per season instead of one—but, in the 
long run, the best quality pays, for 
the customer realizes it is to his ad- 
vantage to trade in a store where he 
gets the most for his money, and he 
is your tried and true friend year in 
and year out. 


“Four Buckles in Black Best” 


“Our biggest seller this year to wo- 
men was the four buckle galosh in 
black—the heather mixtures which 
were introduced last year did not 
prove popular—but black is good with 


every costume. I do not particularly 
believe in fancy combinations in the 
galosh line, and as my trade is the 
conservative type, I do not think that 
they would take kindly to any style 
particularly novel in the galosh line 
—although there may be an occasional 
customer who would want something 
a trifle bizarre. In New York it is dif- 
ferent—not that the resident New 
Yorkers want the ‘freak’ stuff, but 
one must remember that New York 
has many visitors who are always on 
the alert to carry away something that 
is just a bit odd from the big metropo- 
lis, and this applies to footwear as 
well as to other merchandise. The four 
buckle variety of gaiter was the fa- 
vorite even for children—we tried to 
introduce some three buckles for them, 
but they did not sell—they wanted 
styles ‘just like mothers.’ 


Storm Rubbers Slow Sellers 

“No, storm rubbers do not sell well 
here—they are a back number. They 
retired in company with the lady’s 
long skirt and high shoes—for with 
a dress of the abbreviated variety and 
a low shoe, the storm rubber gives 
the feet a clumsy appearance. The 
past few winters, in cases where the 
four-buckled gaiters have not been 
sold, have been devoted to the sale 
of women’s croquet rubbers and foot- 
holds. One of our most popular foot- 
holds are the full vamps, and the 
snug is also popular. The advantage 
of this style is that with its rolled 
soles it fits any shoe and can be car- 
ried when not in use in milady’s. 
pocketbook. 

Combination Sales 90 Per Cent 

“But I have found it to be true that 
90 per cent of customers will buy 
rubbers at the time of their leather: 
shoe purchases if you mention them. 
We have been selling rubbers at the- 
same time the leather shoe is sold 
for the last fifteen years. The other 
10 per cent of your customers always 
wait until it rains or snows, and then 
they come in with a rush. Knowing 
that the minds of your trade are con- 
stituted in this way, the merchant 
must plan accordingly. 


Rubbers to Fit Shoe Lasts 
“And this brings us up to the sub- 
ject of buying,” said the RECORDER 
representative. This was an interest- 
ing subject to Mr. Baker, for he feels, 
as do many of the retail shoe mer-. 


(Continued on page 99) 
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Dainty Strap Effects in Soft Kid and Patent Leather 
IN STOCK 


ON THE FLOOR 








No. 





256 





QUALITY AT A PRICE 





No. 256—Patent Leather One Strap, 16/8 No. 262—Black Kid One Strap, 10/8 Cuban 
Leather Louis Heel, French Last, Flexible ‘ 00 Heel, Rubber Top Heel, Flexible McKay Process. 
MeKay Process. €, 2%) to 8....-...+.0+ . bd GD, FS 00 Bi vccvccccccscccccsercccccese 00 
No. 257—Same as above in Modified Narrow No. 261—Same as above in Havana Brown 

$3.00 


Last.  (* PPPPrrrTTrTreTrTrrrrri rrr etre * 


WIRE ORDERS TODAY 





Write for Samples of any Styles You 
May Desire. We Have Them All. 


| 
| 
| 
S. W. FELDSTEIN & CO. 
| 








No. 258—Patent Leather O Strap, 10/8 NE TREE NE IT Y 
Cuban, Rubber "Top “Heel, Flexible Moka 127 DUA Ss T Ww YORK Cc 
*rocess. OC, WD Biccccccescccccseces . 














Men’s and Women’s 
Sport Oxfords 


MAHOGANY SADDLE STRAPS 


ay 


AS 


TAG SERVICE 


THE HOWARD PRINT, Inc. 
We wish to thank you very kindly for your 24- 
hour service on the 500 Tags received this morning. 
This present supply will last us for two or three 
weeks; therefore, we will not urge you to hurry along 
the balance, except at your convenience. 
Again thanking you for this prompt service, 
‘and for all other courtesies which you have extend- 
ed to us in the past, we beg to remain, 
Very truly yours, 
THE ERNEST D. HASELTINE CO., 
Haverhill, Mass. 
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Rubber - Golf - Soles and Heels 
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2215. Men’s Smoked Elk, Goodyear Welt, C & D. $4.00 
3000. Women's Smoked Elk, Goodyear Welt, B, 
C&D 


The above letter received recently is but one of 
hundreds of testimonials received during the 30 
years we have been the leaders in the manufacture 
of manifold and shoe factory tags. 

Send your name and address for samples of 
“Howard's Stronghold Tag” used by 75% of the shoe 
manufacturers in New England and known through- 
out the shoe trade for its strength and durability. 


The Howard Print, Inc. 
1140 MONTELLO STREET 
Campello Station, Brockton, Mass. 


4.25 
2304. Women’s Smoked Elk, Goodyear Welt, B, 

’ EE Bocce csccdudscesseuséocedeuseusesséene 85 
2976. Women’s Smoked Elk, Am. Welt, B,C & D. 3.50 
Send in: Your Order Now. 

They will be big numbers for you 


Chipman, Harwood & Co. 


564 Atlantic Ave., Boston, Mass. 
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(Continued from page 95) 
chants of the country that March 1 
would be the ideal time to announce 
rubber prices. “We could buy more 
pairs,” replied Mr. Baker, “if the 
prices did not change until March 1. 
We do not place our bulk orders un- 
til about May, and then we buy 
enough in advance to take care of us 
until January 15. After that we de- 
pend upon the manufacturers or their 
jobbing houses to supply us. We have 
not placed our rubber orders for next 
fall as yet, because we are not sure 
altogether as to the type of leather 
shoe last we shall feature. This is 
a very important point. Just at pres- 
ent our rubber stock is the smallest 
we have had in ten years. However, 
as soon as I make up my mind as to 
just how my fall and winter stock 
of shoes will be built, I can place my 
rubber footwear order.” 


Rubber Shoemaking Has Progressed 


Mr. Baker then spoke of the won- 
derful improvement in the quality of 
rubbers in the twenty-five years he 
has been in business—he remembers 
that in the old days first grades in 
women’s rubbers sold for 50 cents a 
pair, but they were not as good as 
the first grades of to-day. With every 
year, improvement in rubber manufac- 
ture is made, said Mr. Baker, and it 
would seem to me as if the product 
we are getting nowadays was perfec- 
tion. It is a great source of satisfac- 
tion to the retail shoe merchant to 
know that he is carrying quality 
goods, as the aim of this store, and 
of all real merchandisers, is to have 
satisfied customers and customers who 
have absolute confidence in your 
goods. It does not pay the consumer 
to go bargain hunting for rubbers— 
because one pair of first grade wo- 
men’s rubbers at $1.25 will outwear 
at least four pairs of the cheap vari- 
ety. Why even in our children’s rub- 
bers, we find that the little tots will 
wear a pair of first grades all winter 
long, and while they cost a little more 
in the beginning, it pays the .parents 
in the long run to invest in the first 
grades. 

“And speaking of rubber prices, 
they have really advanced but very 
little in the past seven or eight years, 
in comparison with the prices of other 
commodities. Of course this past year 
there has been a slight reduction over 
1921 prices. 

“Carry Only High Grades” 


“The public is very often fooled by 
advertisements which read, “First 
Quality of Rubbers for $1.00.” When 
the customer arrives at the store, he 
accepts the word of the merchant, 
even if he looks at the stamp on the 
bottom of the rubber, being un- 
familiar with the various brands, he 
does not know that he is being fooled, 
and so many folks rave about the in- 
feriority of rubbers, when they are 
simply ignorant as to what they are 
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buying. I make it a point to adver- 
tise that I am the Brockton agent for 
the Gold Seal, and keep on educating 
the public as to the desirability of 
buying high grade rubbers. My ad- 
vice to retail shoe merchants is to 
carry only high grades, otherwise they 
will injure their stores by making dis- 
satisfied customers. If your compet- 
itor wishes to cheapen his store by 
carrying low grades and odds and 
ends, there is no reason why you 
should do likewise. Keep up the qual- 
ity and you will be a winner. The best 
advertisement in the world is a 
pleased customer. 


Figure Rubber Profits Carefully 


“Another bit of advice is to figure 
your rubber shoe profits carefully. 
Sometimes a difference of five cents 
a pair in the manufacturer’s price will 
mean that you can either make or lose 
a profit. Operating experise in con- 
nection with rubber stock should be 
figured with as great care as operat- 
ing expense in connection with leather 
shoe stock. 

“Do you ever have rubber shoe 
sales?” was asked. “Yes, once in a 
while,” said Mr. Baker, “but these are 
brought about by having a few pairs 
of rubbers which will not fit well over 
the current type of shoe last. For 
instance, a Louis heel rubber. We 
had some of these that we sold re- 
cently for 45 cents a pair, and these 
were really a ‘bargain,’ for the rea- 
son that they did fit, not only over the 
Louis heels of the customer’s shoes, 
but in a larger size or two fitted well 
over an up-to-date line of shoes which 
we are now selling.” 


Arrangement of Stock 


The women’s rubber stock of Baker 
Bros. is kept at the left front of the 
store. The cartons are a light yel- 
low. The men’s, the misses’ and the 
children’s rubbers are kept at the rear 
of the store. Counting from top to 
bottom in each section, there are nine 
double rows of cartons, eighteen car- 
tons to a shelf. Each carton of the 
best selling sizes are at least twice 
the regulation carton size and con- 
tains five or six pairs; the ordinary 
sized cartons contain the extreme 
sizes, or the slower sellers. A white 
slip on the front of each carton states 
the kind of rubber, the size and the 
price. When the carton is empty the 
ticket is reversed so that its blank 
side shows. Each morning W. F. 
Brown, rubber buyer, takes stock. 
Mr. Brown keeps in close touch with 
rubber market conditions. 


The Rubber Market 


Requirements of the factories being 
pretty well covered up to July, very 
little business can be expected from 
that quarter for a while and mean- 
while real stability may be lacking 


‘ in the early positions, although occa- 
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sional advances are possible, but due 
to the fact that dealers have bought 
very little for delivery’ in the last-half 
of the year, close observers look for 
an upturn in May or June, when man- 
ufacturers begin to come in with in- 
quiries that are likely to be followed 
soon after. by orders. 

The latest cables from Singapore 
reflect firmness with shipment prices 
above a party with present New’ York 
quotations, but the situation is sub- 
ject to change depending upon’ which 
may develop here and in London. 

The local market closed firm at 
14%c. for ribbed smoked sheets on.the 
spot and near by, 15c. for April-June, 
16%c. for July-September, 17%c. for 
July-December and 18c. for October- 
December, the asking prices for first 
latex crepe in the various positions 
being %c. under those named for the 
sheets. 

Paras cost as much to import as 
they are bringing on the spot, and 
consequently there is no strong effort 
to sell being made. However, buyers 
are manifesting little or no interest in. 
any trade at present. 


Recent Quotations 


Para—Up-river, fine ....... 17% 
Up-river, coarse ........ 13 
~_ « eer 16 
Island, coarse ........... 7% 
Caucho, ball, upper....... 13 oe 
ones eae ball, SE cccy sce 10%@. 
Plantation——First latex, reps 14% az 
Brown ——_ thin, clean. 14 
Brown c POOR ccvcece ae 
Amber—*No. 1 ............ i3@ 
DEA t00d 6 00 bee werent ens 
» oe eee Aare 3 
Smoked ribbed sheets....... 14% 
*Centrals—Corinto ........ .- 
CREE, a o.cah 065-0094 69 0.108 


CR Go ncceecae los 
CR TO “Seto cswace cs 
*Guayule, dry 
*Balata, block, eee 
*Balata, block, Colombian .. 
*Balata, EES. ca cccevee a8 





*Balata, sheet ........... 68 
*Benguella, No. 2........ 7 
*Kassal, prime black..... 14 
*Kassal, prime red....... 10 
*Nominal. 


Scrap Rubber—Dullness and de- 

pression continue to be the outstand- 
ing features of the market, although 
no quotable price changes are to be 
noticed. 
Boots and shoes............ 3 @.. 
Arctics, trimmed .......... 2%@.. 
Arctics, untrimmed ........ ito ; 
i "eee @ 
Inner tubes, No. 2.......... .. @ 
Hose, etenm, Gre........... 7@ 
Tires—Automobile........ % 


(Continued from page 93) 

and side leather, owing to the sharp 
advances in India goat skins. There 
has,: however, been some easing down 
of prices during the past few weeks. 
The choice grades of colors in kid 
range from 60c. to 80c. per foot, me- 
dium grades 30c. to 45c. and 20c. or 
lower for the cheap grades of kid. 
Blacks are bringing from five to ten 
cents lower per grad¢,,and the sup- 
plies are not so burdensome as a-few 
months back. 
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The Largest Felt Shoe Factory 
—in the World 


There is just one dominating reason why 
the Daniel Green factory is the largest 
of its kind in the world. .Daniel Green 
quality is so widely recognized that the 
public’s ever-increasing demand has 
forced us to grow to keep pace with it. 


Cheaper felt slippers have tried to win 
a foothold. They sometimes look good 
to the dealer who wants to make a quick 
turnover in a few short weeks, and isn’t 
thinking in terms of consumer satisfac- 
tion. But thousands of dealers who are 
building an all-year-round business on 
the basis of giving their customers real 
value, find the Daniel Green line is by far 
the best foundation to build on. 


Our salesman is now on the road with 
the 1922 Daniel Green line Be sure to 
wait for his announcement. If, however, 
you wish to place your order sooner, let 
us know and we will have him get in 
touch with you. 


> 


Our 1922 national advertising has been 
planned on a larger scale than ever. If 
you have not yet received your copy of 
“The Green Book” which explains our 
plan of advertising and merchandising 
co-operation with our dealers, write for 
your copy today. It will be sent without 
charge. 


DANIEL GREEN FELT SHOE COMPANY 


New York Salesrooms: 
116 East 13th Street 





General Offices: 
Dolgeville, N. Y. 





March 25, 1922 








Because of the high 
standing of our slippers 
with the public, many 
dealers are using our 
trade-mark name 


“Comfy” to describe 


slippers not made by us. 
It is our intention to 
prosecute vigorously 
every infringement of 
this trade-mark, and you 
will confer a favor on us 
by sending us the names 
of dealers who use the 
word “Comfy” in de- 
scribing slippers not 
made by Daniel Green. 


Daniel Green 


Comty slippers 
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Fewer Style Changes Advocated 


Manufacturers, However, Have Their Champions at 
Meeting of Milwaukee Merchants When 


ing on in the Milwaukee trade 

regarding the policy of a great 
many manufacturers of bringing 
out new style creations at frequent 
intervals with the result that there 
is an upsetting of merchandising 
methods in the retail stores. The 
discussion came to a head at the 
March meeting of the Milwaukee Re- 
tail Shoe Dealers’ Association when 
President Otto A. Hensel introduced 
the topic under the head of matters 
of general trade welfare, at the re- 
quest of a number of members. 

The discussion was reminiscent of 
that which was aroused three years 
ago when an effort was made to in- 
troduce the “stage vamp” at a time 
when retail store shelves were filled 
to overflowing with the extreme long 
vamp. of that period. The fate of 
the “stage vamp” under these condi- 
tions is too well known to need re- 
cital. 


i'n om discussion is go- 


The Merchant’s Side 


The matter comes up now because 
merchants are receiving communica- 
tions from manufacturers that sales- 
men will call with new lines. The ob- 
jection the merchants make is that 
merchandise previously purchased 
hardly has time to get on their 
shelves before some manufacturers’ 
representatives are already at their 
doors with new style creations. In 
other words, it was stated, the shoes 
became back numbers before the mer- 
chant has a fair chance to dispose of 
them in the orderly and regular man- 
ner of merchandising. 

The manufacturers had their cham- 
pions in this discussion, however. It 
was pointed out clearly that the pres- 
ent policy of buying adopted by vir- 
tually all retail merchants is respon- 
sible for the frequent introduction of 
new styles and lines. In former years, 
when the merchant bought the bulk 
of his goods twice a year, or at the 
most, three times, manufacturers 
were able to schedule their produc- 
tion over periods of about six months. 


The Manufacturer’s Side 


To-day, with merchants as a rule 
buying from hand to mouth, manu- 
facturers’ representatives are calling 
oftener, usually about once every 
three or four weeks. 

It was admitted that it might be 
poor policy for the traveler to ap- 
proach the merchant with “the same 
old stuff” on every visit, and that un- 


Subject is Discussed 


less he had something brand new to 
offer, he probably would not be suc- 
cessful in getting orders for more 
than a sprinkling of fill-ins, the mar- 
gin on which would not pay the sales- 
man’s expenses. Consequently some 
expressed the opinion that the retail 
merchant must expect the manufac- 
turer to keep his lines freshened up 
and offer “new stuff” from time to 
time. 


No Definite Decision 


While the discussion did not arrive 
at any definite issue, it seemed to be 
the consensus of matured opinion 
that the retail merchant should ex- 
pect to bear some of the burden of 


the readjustment period which may 
be imposed by the manufacturers” 
anxiety to “sweeten up” his line and 
keep it attractive to the merchant and 
through him to the public. It was 
pointed out that the present hand-to- 
mouth policy of buying by merchants 
imposed a very severe burden upon 
manufacturers by making his pro- 
duction schedule full of peaks and 
valleys. Weighing both sides of the 
question, the general opinion was 
that both factors have just cause for 
complaint, but that the solution 
rested in a reversion to the method 
of season buying in normal times. 
This, it is believed, will come sooner 
or later. 








BROCKTON 


Ten Per Cent Wage Cut Announced 


All Factories in Massachusetts South Shore 
District Affected by State 
Board Decision 


ORE than 20,000 employees 

in the shoe factories of 
Brockton and the South Shore dis- 
trict must take an immediate reduc- 
tion of 10 per cent in wages under 
a decision of the Massachusetts State 
Board of Conciliation and Arbitration. 
The Brockton Shoe Manufacturers 
Association, several months ago made 
a request for a 20 per cent reduction 
in wages, applying to piece hands and 
day hands alike. Following an ex- 
tensive investigation by experts and 
testimony before the State Board a 
decision has been rendered for a cut 
of 10 per cent. The State Board says 
this will apply to all classes of em- 
ployees, except those receiving less 
than $12.20 a week at present. The 
board will issue a detailed statement 
later. Under an arbitration agree- 
ment between the manufacturers and 
the Boot and Shoe Workers’ Union, 
either side may petition within 60 
days for a reopening of the case. 


Reduction in Shoe Prices 


Immediately upon receiving the de- 
cision of the Massachusetts State 
Board, Frank M. Bump, secretary of 
the Brockton Shoe Manufacturers 
Association, gave out the following 
statement: 

“The State Board should be com- 
mended for promptness in handling 
the case and rendering its decision. 


The experts also should be praised for 
their speedy investigations. Manuv- 
facturers whose salesmen have al- 
ready started for their territories are 
informing them of the reductions in 
prices made possible by this decision. 
It means from 12 to 15 cents a pair 
on the average Brockton shoe, the 
No. 1 grade; or from 11 to 19 cents 
a pair on shoes in the entire district. 
It is our belief that the settlement 
of this case will have a beneficial ef- 
fect on the trade. Everyone hopes 
that the volume of business secured 
will be sufficient:to give employees 
enough additional work to make up 
for the difference in the price scale; 
that it will be a decrease in price and 
not in the weekly pay envelope. I 
believe we will notice the increase in 
volume of business within a compara- 
tively short time.” 


Concerns Affected by Decision 


Shoe manufacturing concerns which 
are interested in the decision of the 
Massachusetts State Board include: 

Brockton—T. D. Barry Co., Brock- 
ton Co-operative Boot & Shoe Co., 
Brockton Shoe Manufacturing Co., 
Condon Bros. Co., Churchill & Alden 
Co., Joseph F. Corcoran Shoe Co., W. 
L. Douglas Shoe Co., Diamond Shoe 
Co., C. A. Eaton Co., Pield & Flint 
Co., Givren-Blunt Shoe Co., Howard 
& Foster Co., Stacy-Adams Co., 





102 








‘Where to Buy 


Women’s Shoes 











THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
cag In Stock Specialists of 
Vg | Slippers and Novelties. 
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Women’s Shoes, Party 
COLLINS & STAPLES 
Makers of 
Hand Turned Low Cuts 


118 Phoenix Row, 

Haverhill, Mass. 

183 Essex St., Boston 
Room 36 
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aii Styles made of Do 
Imported Satin Brocadesand Metal Cloth 
$2.25 per pair and up 
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Dansville, New Roan” 
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-THOMPSON SHOE CO. 
innhawe “Comeer St. Paul, Minn. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
16 River St., Haverhill, Mass. 


Boston Odice 
20T Mesex Street 
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Stone-Tarlow Co., Inc., Superior Shoe 
Co., E, E. Taylor Co., Killory-Mori- 
arty Co., George E. Keith Co., A. E. 
Little Co., C. E. Lynch Co., C. S. 
Marshall Co., M. A. Packard Co., Bion 
F. Reynolds, Inc., Luke W. Reynolds 
Co., Thompson Bros. Shoe Co., Wall, 
Doyle & Daly, Inc., Whitman & Keith 
Co. 

Whitman—Commonwealth Shoe & 
Leather Co., Regal Shoe Co. 

Bridgewater—L. Q. White Shoe Co. 

Rockland—Emerson Shoe Co., Rice 
& Hutchins, Inc., E. T. Wright & Co., 
Inc., J. E. French Co. 

Abington—C. H. Alden Co. 

North Abington—M. N. Arnold 
Shoe Co., L. A. Crossett, Inc. 

South Braintree—Slater & Mor- 
rill, Inc., Williams-Kneeland Co. 

Randolph—Richards & Brennan Co. 

Avon—Doherty Bros., Inc. 

North Easton—Reynolds, Drake & 
Gabell, Inc. 

A decision so sweeping in its effect 
also would apply to other firms in 
the city and the district, even though 
such firms were not actual partici- 
pants in the arbitration proceedings, 
this having been the rule even in less 
important issues, and the invariable 
rule when increases were granted. 


Predicts Improved Conditions 


An optimistic note is sounded by 
President C. Chester Eaton of Charles 
A. Eaton Company, shoe manufac- 
turers, as regards prospects of busi- 


ness improvement in Brockton. He- 


Says that the shoes of quality such 
as those produced in the Brockton 
district are attracting increased at- 
tention from merchants, and that 
Brockton factories will soon be oper- 
ating nearer normal than for many 
months past. President Eaton bases 
his predictions on the improved con- 
ditions and buying power of the agri- 
cultural population; projected building 
plans involving many millions of dol- 
lars; unprecedented growth of de- 


" styles. 
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posits in the Savings Banks; opinions 
of economic organizations regarding 
their advice to clients looking to plans 
for increased business; increase in ad- 
vertising; all indicating buying dis- 
positions near at hand. 

Speaking specifically of Brockton’s 
production, President Eaton says: 
“The trend from cheap shoes to shoes 
of quality has begun. The demand for 
good shoes at low cost still exists 
and our local industry is doing every- 
thing in its power to meet it. Brock- 
ton does not compete in making shoes 
‘by the pound,’ but with all hands 
pulling together, making shoes of 
quality which call for skilful shoe- 
making and good materials, Brock- 
ton will remain at the front. Our 
industry is an essential one, our work- 
men are expert, our manufacturers 
able. Throughout all the depression, 
our product has been held to that 
standard upon which Brockton built 
its reputation. Any improvement in 
general trade conditions will make 
itself felt in our local shoe industry.” 


Large Sales of Sport Shoes 


Traveling shoe salesmen who are 
out with new samples from Brockton 
for shoe manufacturing concerns, re- 
port that merchants are buying care- 
fully. Orders are mostly for season- 
able styles for deliveries during the 
next few weeks. Sport shoes figure 
largely in these orders. Every shoe 
manufacturing concern is spreading 
itself, so to speak, regarding sport 
shoe styles, in response to the tre- 
mendous vogue which this class of 
footwear is enjoying at present. Re- 
sults are all that could be expected. 
“Rush” is the word. There is a ten- 
dency toward standardization in sport 
footwear, both in men’s and women’s 
Designers seem to have 
reached the limit of their ingenuity 
in varieties of patterns and combina- 
tions. 





PROVIDENCE 


Retail Trade Remains Quiet 


But Merchants Are Looking Ahead to Good 
Easter Trade—Spring Optimism 
Prevails 


USINESS remains quiet, being 

practically unchanged since 
the advent of 1922. No decided im- 
provement is expected until the 
Easter and spring buying wave sets 
in and the consumer becomes aware 
that it is time to throw off his heavy 
winter wear and buy something new. 
The shoe trade is not alone in this 
business quietude. It prevails among 
retail merchants in other lines. The 
multitude of clearance sales initiated 


at the beginning of the year is now 
passing out, with only a few stores 
featuring sales. They are preparing 
for the Easter trade, which comes 
later than usual this year. A spirit 
of spring optimism prevails. 


Hughes in New York 


D. B. Hughes, shoe department buy- 
er at Gladding’s, is in New York on 
a business trip. “Dave” was on 
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March 7 at the annual meet of the 
R. I. S. R. D. A., elected secretary 
for the ensuing year. 


Merchants Meet April 4 


The next monthly meeting of the 
Rhode Island Shoe Retailers Associa- 
tion will be held at the Sullivan Shoe 
Co. on Westminster Street, at 6.30 
p. m., April 4. Fred S. Fenner, the 
newly elected president of the asso- 
ciation, will preside. 


To Stage Fashion Show 


During the last week of March, 
here, a fashion show with 50 models 
will be held daily in Infantry Hall, 
from 2 p. m. until 10.30 p. m. Spring 
fashions, including underwear, cor- 
sets, gowns, millinery, hosiery, shoes, 
etc., will be displayed on living mod- 
els. It is expected that Miss Martha 
Allen, famed as leading shoe model of 
New York, will appear on the run- 
way, as will Pauline Mason, the 
movie actress, for one of the local 
merchants. Miss Theresa Hickey, 
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who won the prize at the recent Bos- 
ton Style Show for the most perfect 
foot in New England, will come from 
New York for the occasion. This will 
be the first allied style show held in 
Providence. 


Better Business in Woon- 
socket 


Business, it is said, has picked up 
considerably the past week in most 
all Woonsocket retail circles. At the 
store of J. J. Long & Co., Manager 
John Gray says business is good, 
while the same is true at McCarthy’s 
and other stores. Optimism prevails 
here. 


Veroneau Made ‘Treasurer 


E. S. Veroneau, well known shoe 
merchant here, was elected as treas- 
urer of the R. I. S. R. D. A., at their 
annual meet on March 7, at Provi- 
dence. Mr. Veroneau is an able leader 
in Woonsocket shoe circles, and an 
ardent and zealous worker for the 
association. 
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E. A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Haverhill, "Teac. 
Boston Office 
Rice Bidg. Room 406 











FERN & & POOR CO., Inc. 
Man ufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 


Factories at 75 Per Cent Capacity 


But Business Is Spotty—Nothing New 
in Style Has Been Shown to 
Date 


ROOKLYN shoe factories, in 


are still big sellers, and some manu- 








WOMAN'S FINE TURNS and NOVELTIES 
We are now situated in our tig, new factory, 
and production is “hitting on high.” The 
wt ge od standard will be better main- 
tained than ever before. 


. TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 








the main it is estimated, are 
running at about 75 per cent of ca- 
pacity, with prospects that production 
may soon be increased by better de- 
mand for footwear. Not all the fac- 
tories are running as high as this rate 
and a few are running closer to full 
capacity. 

The business is decidedly spotty. 
Three of the larger plants are run- 
ning close to 50 per cent on sports 
shoes, it is reported, while other 
plants are turning out very little if 
any sport goods. This applies to 
plants equipped to handle the sports 
wear business. Of course, those plants 
that make only turn shoes are not 
attempting to make sports shoes. 


Patents Still Selling Well 


Nothing radically new has made its 
appearance in the style line in Brook- 
lyn for some time. Variations of the 
strapped models, with low heels, con- 
tinue to come out from time to time, 
but no attempt has been made to 
change the style to any great extent. 
Colonial and opera pumps are being 
widely discussed, but fail to show up 
in actual orders. Adherents of the 
opera pump style, however, are more 
insistent in their predictions that this 
style is in for a big run in the not 
far distant future. 

Patent leather and black satin 


facturers say they can see nothing 
that indicates a break in the run on 
these. On the other hand buck, ooze, 
suede and other soft finished leathers 
are gaining ground. The demand for 
grey buck seems to be giving way to 
a light beige shade, which is suede 
alone and in combination with tan 
calf or kid. 
Colored Stitching Next? 

A trend toward colored stitchings 
is seen by I. Kauder of William Henne 
& Co. “Indications,” he said, “seem 
to point to a demand for colored 
stitchings, chiefly in red and green. 
The ankle strap pump effect also 
seems to be coming into demand with 
us. I don’t think the demand for ooze 
and similar leathers will carry very 
far into the summer. For strictly 
summer wear I think we are going 
into the black and white combina- 
tions, black patent and white kid.” 

For current selling this firm is 
strong on one-strap models, with a 
%-inch strap and heels ranging from 
8/8 to 14/8. 

Julius Grossman, Inc., are featur- 
ing a beige buck, welt sole model that 
is attracting considerable attention. 
The last has a fairly broad toe, 
slightly on the square effect. A 1-inch 
tan calf strap runs clear to the shank, 
fastening at the side with two but- 
tons. The decoration is in tan stitch- 














Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 
Inquiries Promptly 
Answered 
Samples on Request. 
Felstiner-O’Connell 
Shoe Co., Inc. 
41 Washington St. 
Haverhill, Mass. 
Boston Office, 92 Beach St. 








== Harding Shoe Co., Inc. =m 


Factory 
mus Haverhill, Mass.—__ 


Makers of Women’s Turn Shoes 
. in High Grade Novelties 





NEW YORE BOSTON 
D. F. Mellen 215 Hesea St. 
Bernard L. Durgin 
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Miscellaneous 



















factory soiled 
shoes. Sold in bulk, 
Prices on request. 
Cleaning Compounds Mfg. Co., Inc. 


Sole Licensees of The Bleecker Co. 
Hempstead, N. Y. 
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ing outlining the collar of the shoe, 
which is piped in brown, and outlin- 
ing a modified wing tip. 


Sports in Wide Variety 


The Grossman firm is turning out a 
wide variety of sports models, featur- 
ing grey buck and patent trimmings. 
The wide strap, one-strap, buckle 
model is also being made up in chil- 
dren’s and misses’ shoes in patent 
leather by this concern. 

Another new model that Grossman 
is exhibiting is a full oxford, with a 
front gore covered by a _ slashed 
tongue. 
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G. W. Baker Made Director 


George W. Baker, president of the 
George W. Baker Shoe Co., Brooklyn, 
has been elected a director of the 
Union National Corporation of 67 
Wall Street, New York. Mr. Baker 
already is a director of the First Na- 
tional Bank of Brooklyn, and of the 
People’s National Bank and a trus- 
tee of the Sumner Savings Bank. 
Alterations are being made in the of- 
fice and factory of the George W. 
Baker Shoe Co.’s plant on Classon 
Avenue. 





NEW YORK 


Demand for Sport Shoes Growing 


Distinct Improvement Noted in Retail 
Trade as Weather Becomes More 
Spring-like 


) ITH better weather the retail 
situation here is showing 
distinct, though, as yet, small im- 
provement. Considerable life is given 
the trade by the continued and grow- 
ing demand for sports shoes, which 
promise to eclipse anything the trade 
has seen in years. One of the diffi- 
culties of the sport shoe business, 
however, is the fact that they are 
being produced. by the low-priced 
manufacturers in great quantities. 
This has made it difficult for the 
stores carrying the better grades to 
realize »full profits on their merchan- 
dise. The widespread use of smoked 
leather in sports shoes also has led 
some of the more exclusive retail 
merchants to search for shoes of other 
materials to give them greater dis- 
tinction. Along this line buck, ooze 
and patent trimmed with patent and 


pebbled patent appear to be gaining 


ground. 


Russian Boots More to the Fore 


The Russian or Cossack boots also 
are coming to the front more strong- 
ly, although as yet the volume is re- 
stricted, largely because of the price. 
Wanamaker is advertising them in 


suede and patent to be made on order 
in two weeks’ time. The prices are 
$24 a pair for the patent and $28 a 
pair for the suede. 


Clearance Sales Still On 


Clearance sales of winter stocks 
continue in many of the stores inter- 
spersed with heroic efforts to clean 
up off lots of boots and multiple 
strap shoes with French heels and 
pointed toes. One enterprising de- 
partment store reached a new low 
price on boots of obsolete style at 85 
cents a pair. Many such styles are 
being offered at $1 a pair and rang- 
ing up to $3 a pair. 

The Queen Quality Boot Shop, on 
Thirty-fourth Street ran a special sale 


. last week at $5 a pair. Low-priced 


offerings of men’s shoes are con- 
spicuously absent at present. 


Bonwit, Teller & Co. are featuring 
an ankle strap pump, with a V-shaped 
strap meeting the ankle strap, which 
fastens with a single button. They 
also are featuring a buckskin, two- 
strap saddle pump, trimmed with 
patent leather. 





HAVERHILL 
Late Easter a Favorable Factor 


Manufacturer Given More Time to Com- 
plete Late Orders Received from 
Merchants 


AVERHILL manufacturers 
are congratulating themselves 
on the fact. that Easter Sunday 
this year falls on April 16, about 
three weeks later than last year. 
Tardiness on the part of many mer- 


chants in placing their Easter orders 
brings about a condition under which 
many shoes must be made in a few 
weeks’ time. This calls for sharp 
work on the part of manufacturers. 
They are making every effort to de- 
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liver goods according to require- 
ments. Meanwhile, merchants are 
able to clean up many winter odds 
and ends and to reduce stocks, so that 
when fresh goods come from the fac- 
tories they can concentrate on the 
Easter trade, having novelties and 
staples. at prices which will bring 
them a legitimate profit. Another cir- 
cumstance of the late Easter date is 
the favorable weather which is likely 
to prevail in most parts of the coun- 
try for the selling of seasonable foot- 
wear. This will work to the advant- 
age of manufacturer and merchant as 
regards after-Easter production and 
sales. 


Making Extended Trip 

Phil English, Jr., vice-president of 
Witherell & Dobbins Company, Hav- 
erhill, left Boston last week on a five 
weeks’ selling trip. His westward 
route covers Chicago and principal 
points to Seattle, thence to San Fran- 
cisco, Los Angeles, Denver, New Or- 
leans, then southeastern and eastern 
cities on his return. Mr. English will 
cover approximately 10,000 miles dur- 
ing this journey, calling on leading 
wholesale houses in the cities visited. 


Factories Busy on Whites 


The white shoe season is now at its 
height as regards factory production. 
Women’s fabric footwear is being 
turned out in large volume by many 
factories in this city. Among the 
producers of this class of goods are 
Hartman Shoe Co., Hanahsons Shoe 
Co., J. A. Manning Shoe Co., Webber 
Shoe Co., Wingate Shoe Co., Collins 
& Staples, Hopkins & Ellis, Karelis 
Shoe Company and many others. As 
a convenience to the retail shoe trade 
several shoe manufacturing concerns 
are stocking women’s white turns and 
McKays for immediate shipment. 
Among these the Hannahsons Shoe 
Co. has an extensive stock of these 
goods in strap and other patterns, 
while Hopkins & Ellis and Collins & 
Staples have several styles in stock 
at the factory for early April de- 
livery. 


Haverhill to Be Represented 


at Boston Show 


The dates for the third National 
Shoe & Leather Exposition and Style 
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Show to be held in Boston have been 
decided upon as July 10, 11, 12 and 
13. The exhibit will again be held in 
Mechanics’ Building, with the style 
show staged in grand hall. Formal 
invitations will be sent out to the 
trade and an official circular issued by 
President Albert N. Blake of the Pub- 
licity Committee. Haverhill will be 
well represented in the Boston show 
as heretofore. Local manufacturers 
express an intention of doing their 
part to make this show a success as 
important trade publicity for New 
England shoe production. 


Now Making Women’s 
Sports 


Haverhill factories at the present 
time are producing the largest amount 
of women’s sport footwear ever known 
in the history of local trade. Among 
the large producers of these goods is 
J. H. Winchell Company, for many 
years identified exclusively with men’s 
footwear. This house, which is one 
of the oldest and largest in New Eng- 
land, is now making more than 100 
dozen pairs daily of women’s sport 
shoes, in a variety of patterns and 
combinations. This concern continues 
to be identified with its line of men’s 
Goodyear welts, but are making 
women’s shoes in response to the in- 
sistent demand for this class of 
spring and summer footwear. 


Three New Corporations 


The Diamond Wood Heel Company 
has been incorporated to manufacture 
wood heels in Haverhill. The incor- 
porators are: Napoleon A. Monfils 
and Mary E. Barron of Haverhill and 
C. Russell Cammett of Groveland. 

Chas. H. Horne & Co., Inc., is a new 
corporation to deal in leather and 
leather products, with a capital of 
$400,000. The incorporators are: 
Charles H. Horne, Winfred Wildes 
and Carl U. Crosby, all of Haverhill. 

The Perry-Malcolm Company, Inc., 
of Haverhill has been granted a char- 
ter to manufacture boots and shoes. 
The capital stock is $50,000. Officers 
and directors of the corporation are: 
Fred G. Malcolm, president; George 
S. Perry, treasurer and clerk; Laura 
S. Malcolm and Maurice J. Foley. 





BUFFALO 


Gradual Improvement Is Noted 


Sport Oxfords and Grecian Sandals in 
Good Demand—Patent and Gray 
Combinations Are Strong 


ITH Easter approaching, the 
tendency toward lethargy in 
the retail business has disappeared 
and there seems to be a gradual im- 


provement, stimulated as well by the 
spring-like weather of the past two 
weeks. Most of the stores report a 
big demand for sport effects in both 
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PULLMAN TRAVELING SLIPPERS 
better*than ever in Quality and fit 
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Getting New Trade 


is mainly a matter of going after it. Write 
our Dealers Service Department for new 
ways of bringing customers to your store. 


BROOKS SHOE MFG. CO. 
1731-41 N. 6th St. Philadelphia 


























AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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men’s and women’s and children’s ox- 
fords. 

In fact, sport oxfords, both leather 
and rubber soles, promise to be all the 
rage in Buffalo this spring and sum- 
mer. The new Grecian sandals are 
also selling well while there is a 
steady demand for women’s patent 
vamps and gray quarters and tops. 

Representatives of Eastern firms 
report business on the road as dull 
with dealers cautious in the extreme. 
They are buying in “hand-to-mouth” 
fashion, one of the salesmen declared. 
No advance orders are being booked. 
No fall goods have been placed in this 
territory, although in past years the 
travelers were loaded down with au- 
tumn business at this time. 

On the other hand, retail shoe mer- 
chants say the changing styles and 
novelties being constantly introduced 
nowadays makes it inadvisable for 
them to stock un too far ahead, as the 
public is still in a fickle frame of 
mind. 


Travelers and Merchants to 
Get Together 


The Buffalo Association of Travel- 
ing Shoe Salesmen, in conjunction 
with the local retail merchants’ or- 
ganization, are in the midst of prep- 
arations for their second annual joint 
dinner dance to be held in the Ellicott 
Club April 17. Pledges from the 
“Bats” have been received for fifty 
couples while the merchants are ex- 
pected to muster about an equal num- 
ber. Snyder’s seven-piece orchestra 
has been engaged for the evening. A 
treat is promised in the line of en- 
tertainment, but the committee is 
keeping the plans under cover. Those 
in charge of the arrangements are 
William Adler, Earl E. Mocre, Harry 
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Spelder, A. F. Jenks and J. H. Stel- 
ley. 

At the last meeting of the “Bats” 
at the Iroquois Hotel “Qld Dad” 
Charles Martin, representative of the 
Weinberg Co. of Milwaukee, mesmer- 
ized the rest of the crowd and on the 
thirteenth drawing won the box of 
cigars. “Dad” is no longer supersti- 
tious. 


Says Rubber Prices Are 
Stable 


At the monthly meeting of the Buf- 
falo Retail Shoe Dealers’ Association 
Mr. L. Meyers of the G. E. Thing Di- 
vision of the U. S. Rubber Company 
addressed the members. He advised 
the dealers to place their orders for 
rubbers well in advance in order that 
they may have the choice of styles, 
and not be disappointed in deliveries. 
He declared there was already a 
heavy inquiry for women’s arctics, 
and that the factory was booked well 
ahead for next season on galoshes. 
He voiced the opinion that rubber 
prices had become stabilized, and that 
no further drop may be looked for in 
the immediate future. 


To Visit Europe 


Philip E. Blum, secretary of the 
Blum Shoe Manufacturing Co. of Dan- 
ville will leave for an extended trip 
abroad early next month. He will 
be accompanied by his nephew, John 
R. Blum, son of Mr, and Mrs. Frank 
J. Blum, who made his first trip to 
Europe as a member of the American 
expeditionary forces. He plans to re- 
visit the Argonne and other memora- 
ble places with more pleasure and 
leisure than when he went over the 
top with his comrades. 





LYNN 


Better Grades Are Selling 


A Continued Demand for White Footwear 
Is Reported—Some Fall Sample Lines 
Reveal a Few Boots 


LEADING feature of the 

Lynn shoe industry is the rise 
of the better grades of shoes to the 
top of the heap. For a while, the de- 
mand for low price shoes ran to the 
extreme of the swing of the pendu- 
lum of trade. It seemed as if all the 
buyers were wanting shoes as cheap- 
ly as they could be made. But now 
the re-action has set in, and buyers 
are calling for better grades. One 
concern, noted for the quality of its 
shoes, has orders for 50,000 pairs 
ahead on its books, and its salesmen 
continue to send in more orders daily. 
Another firm, that has absolutely re- 
fused to change the standards of its 


shoes, even since it started, and that 
was a long time ago. is now locking 
serenely at the situation, for it has 
not a single returned shoe, nor a 
grouchy customer on its list. Also, 
it has a good supply of orders ahead. 
Some similar remarks might be made 
of other firms. But they all point to 
the same end, and that is that the 
demand for better grades of shoes is 
good again. 
Run on White Shoes 


Orders for white footwear continue 
to increase, showing that there is a 
big white season ahead. Some manu- 
facturers, who have not cut a white 
shoe for three years, are busily mak- 
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ing them just now. Two types of 
white shoes are wanted, one the all 
white shoe, and the other the 
trimmed white shoes. Fabrics, as 
well as leather, are being cut. The 
fabrics are finer than ever. Many of 
them are of the twill weave, and are 
so tight and strong in weave that they 
will wear unusually well, and will 
keep clean a long time, because dust 
and dirt will find it hard ‘to settle 
between the meshes of the weave. In- 
cidentally, a white fabric shoe, with 
patent leather trimmings, seems to 
be popular. 


More Attention to Arches 


Style is demanding trim, close fit- 
ting arches, even on health shoes of 
the arch supporting type. Shoe men 
get this much desired arch by using 
a thin, strong metal shank, which 
springs from the heel seat to the 
forepart of the shoe, and makes the 
arch of the shoe firm and strong. 
Then the edge maker can trim the 
shanks close and light, and so make 
the bottom of the shoe look fine and 
nifty. 

On some white shoes there is an 
edge which looks all white, but which 
is really an optical illusion. The shoe- 
maker uses a white welting, and an 
oak sole, and he bevels the oak sole 
inward so that all that a person sees, 
when he looks down on the shoe, is 
the white welting. 


New Firm Starting 


Cruise & Sullivan Shoe Co. has 
bought equipment of Johnson, Wright 
and Co., No. 7 Willow Street, Lynn, 
and will start at once to make a line 
of women’s welt shoes for the big 
city trade. First samples, which have 
already been made, show pumps and 
oxfords of patent leather, brown calf 
and white fabrics and leathers. Rich- 
ard Cruise, senior member of the 
firm, was until recently of Cruise & 
Delury, Lynn shoe manufacturers, and 
was for some time superintendent of 
the factory of J. L. Walker Co. 
William Sullivan, the other member 
of the firm, was for some time presi- 
dent and general manager of the 
Lynch Shoe Co. of Lynn. 

“Tom” Eagan, of the former Lynn 
firm of Eagan, Bolger & Crowley, has 
become superintendent of the factory 
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of Cruise & Delury, makers of turn 
comfort shoes, in the Vamp building. 
Mr. Cruise who was superintendent, 
has joined the new firm of Cruise & 
Sullivan Shoe Co. 


Lynn Firm Moves 
Letts & Litvack, makers of turn 
comfort shoes, have moved from 266 
Broad Street, Lynn, to the factory on 
Sounders Street in Salem. 


Few Boots in Fall Line 


J. J. Grover’s Sons have prepared 
a new line of sample for the fall. A 
few boots are among them, but the 
bulk of the new samples are of pumps 
and oxfords. Incidentally, the shops 
of J. J. Grover’s Sons are running to 
capacity, on shoes for the spring and 
summer. 


White Health Shoes 


Williams, Clark & Co. are making 
a line of health shoes of white fabrics. 
The shoes have a built in arch, to rest 
the feet. Also, the firm is shipping 
a good many patent leather one-strap 
pumps for Easter sales. A collar is 
carried around the quarter, and over 
the instep, to make a strap. The shoe 
has a plain toe, a No. 5 iron welt sole, 
with a turn edge, and a 14/8 junior 
Louis heel. 


Publicity Director a 
Possibility 

One of the new ideas, now being 
discussed in Lynn, is that of employ- 
ing a publicity director. Ralph Bauer, 
president of the Chamber of Com- 
merce, has interviewed some manu- 
facturers to see what they think about 
it. Good merchandising, quite as well 
as good manufacturing, is necessary 
to success in modern business. Lynn 
has of late been getting a lot of pub- 
licity in newspapers, and in the gos- 
sip of the trade. But it has been the 
wrong sort of publicity, for it has 
not told of the merits of Lynn shoes. 
So the notion has come. up that, if 
Lynn should have a publicity director, 
he could outline and promote publicity 
policies that would enhance the repu- 
tation of Lynn shoes in the markets 
of the world. 





ROCHESTER 


Business Slow in Opening Up 


Sport Footwear Expected to Show Signs 
of Life When Spring Weather 
Arrives to Stay 


OCAL merchants’ complain 
that business is slow in open- 
ing up. On the one or two warm 
days of the past week a good volume 
of business was done in Spring foot- 


wear, but as soon as the weather 
turned cold as it did towards the end 
of the week the new business dropped 
off considerably. Sport footwear is 
going well and if the weather turns 
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Where to Buy 


Children’s Shoes 
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Soft Soles and Moccasins 
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Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 











“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 

F. S. ELAM SHOE CO. 


Rochester, N. mg 
Boston Office, 181 Hesex Street 











Where to Buy 
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Perfection Pneumatic 
Arch Cushion 
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ELASTIC TIP COMPANY ‘ 
Boston, Mass., U. S. A. 2 















COLONIALS 


BUCKLES OR STRAPS AND 
BEADED ORNAMENTS 


made by the VANITY will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 

















108 








Where to Buy 


Shoe Ornaments 








If its a shoe ornament, we 
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D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 
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B. |MARTINE, Inc. 


Show Room—130 W. 42nd Street 
Office— 148-152 Duane Street 


NEW YORK, N. Y. 
SHOE BUCKLES, 


EVERYTHING IN SHOE OB- 
NAMENTATION, INCLUDING 
BEADING 
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PARISIAN BEADING WORKS CO. 
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warm merchants look for a good busi- 
ness on this type of footwear. 

The extreme popularity of tweed 
and homespun fabrics has created a 
demand for women’s footwear that 
harmonizes with the new fashions. 
Local factories which have designed 
women’s footwear with the new fab- 
rics in mind report that there is a 
nation-wide demand for women’s foot- 
wear that will harmonize with 
women’s tweed and homespun suits. 
A very popular style just now is a 
compination one-strap shoe of patent 
leather and gray suede, having gray 
saddle strap and buckle and gray tip. 


How to Make Advertising 
Pay 

The relative merits of small and 
large advertising space for retail 
stores was discussed at the retail 
merchant’s round table in the Cham- 
ber on Monday. This is what one 
merchant had to say on the subject. 

“Fifty per cent of force of retail 
newspaper advertising #S lost because 
of exaggerated statements,” he said. 
“The straining after effects by the use 
of high sounding words is, no doubt, 
responsible for much lack of con- 
fidence on the part of the public in 
retail advertising. 

“I believe that we retailers must 
get away from the long word adver- 
tisement and tell our stories in short, 
concise words, without exaggeration 
or excess verbiage. 

“While large advertisements will 
always be necessary for the big de- 
partment stores, because of the fact 
that such stores are a combination of 
little stores, still I believe that many 
of our small stores would do as well 
by the use of smaller space. 

“We retailers have been too prone 
to the idea of quantity rather than 
quality in our advertising. I firmly 
believe that if we should confine our 
advertisements to smaller space and 
to concise accurate description of our 
goods, it would be better not only for 
for ourselves, but for the public and 
the newspaper as well. It is quality 
that counts in our advertising, as well 
as in our merchandise.” 





Merchant Gives Style Hints 


The newspaper advertising of 
Gould, Lee and Webster local shoe 
merchants carries once a week a note 
on the styles which is very effective in 
creating the impression that they de- 
sire it to create namely that Gould’s 
shoes are up-to-the-minute-styles. 

In this week’s advertisement they 
state. Wide shoes are first in soring’s 
dress fashion with the low waist line 
next in importance. If the latter 
doesn’t become your figure, linked 
girdles or drooping tie sashes below 
the normal -waistline are correct mod- 
ifications, skirts are growing longer 
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reluctantly. Eight to ten inches above 
the floor is considered conservative. 


Old Houses Consolidate 


The Levinson Shoe Manufacturing 
Co. and the Rochester Juvenile Shoe 
Company and subsiding companies 
recently effected a consolidation and 
will hereafter operate under the name 
Le-Hy Shoe Manufacturing Company. 
The principals in the new concern are 
Louis Levinson and Harold M. Hyman, 
both well known shoe men, who have 
had long experience in the manufac- 
turing of children’s shoes. 


Hultgren With Armstrong 


Clayton Hultgren, formerly sales- 
man for the Dugan and Hudson Com- 
pany of Rochester has become asso- 
ciated with D. Armstrong Co. and will 
cover middle west territory. Earl 
Ganung, formerly with Williams & 
Hoyt Co. has also become associated 
with D. Armstrong Co. 


An Attractive Catalogue 


Goodger & Milow Shoe Company, 
Inc., of Rochester, N. Y., has issued 
a neat and attractive pocket size cata- 
logue, illustrating and describing its 
line of children’s shoes in stock. The 
catalogue has 20 pages with an artis- 
tic cover and is accompanied by a 
price list. 


McCurdy’s Feature Russian 
Boots 


James Olmstead manager of Mc- 
Curdy’s shoe department was the first 
Rochester shoe dealer to feature Rus- 
sian boots. A good-sized shipment 
was received recently and before they 
were in stock a week they were prac- 
tically cleaned out. 


Finders Plan Convention 


Local dealers in shoe findings are 
working day and night preparing for 
the convention of the New York State 
Shoe Findings Dealers Association, 
which will be held at the Powers 
Hotel. 


Wireless at Sibley’s 


Sibley Lindsay & Curr Co. are the 
first Rochester store to grasp the pos- 
sibilities of wireless and have installed 
a receiving station in their store. For 
the present they do not plan to install 
a broadcasting station, but some time 
in the future when receiving sets are 
more generally used the time may 
come when instead of calling upon the 
newspaper and direct by mail litera- 
ture to advertise the store and their 
merchandise the Sibley store may 
broadcast the news of bargain shoe 
offerings and of other merchandise by 
means of the wireless telephone. 
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New Popular Priced Shoe Store Opens 


Through Co-operative Plan with Hat Com- 
pany, and All New Stock, the Board 
Walk Shoe Company Has Com- 
menced Business at 1217 
Market Street, Phila- 
delphia 


The Board Walk Shoe Co., 1217 
Market Street, Philadelphia, has re- 
cently opened its doors to the young 
men and women of Philadelphia and 
surrounding territory. This is a 
popular priced store for high grade 
footwear. Shoes, shoe ornaments and 
footwear will be carried. The prices 
for shoes at this store will range at 
about $4.00, $5.00, and $6.00. “And 
this is made possible,” says G. H. 
Perry, president of the new enter- 
prise, “by our very low rent—in other 
words through a plan of co-operation 
with the United Hat Stores, Inc.” 

Through this co-operative store 
sharing, the Board Walk Shoe Com- 
pany has secured a front display win- 
dow, a portion of the rear of the first 
floor for a men’s shoe department, and 
an elevator and stairway entrance 
from the front of the building to the 
second floor women’s shoe store. 
There is also a large freight elevator 
just back of the men’s shoe depart- 
ment on the ground floor and facing 
Commerce Street. 


In a Busy Thoroughfare 


The Board Walk Shoe Co., there- 
fore, has established quarters in 


a busy thoroughfare, with all the. 
necessary frontage, at a price of less 


than $25 a front foot per annum, 
when a price of $1500 a front foot 
would be the usual charge. 

The United Hat Co. displays its 
hats in the eastern front window—the 
Board Walk Shoe Co. displays its 
footwear in the front western window, 
with a front display case, in addition, 
and both concerns are happy. The 
western front window is 22 feet long 
by 3 feet deep. The entire second 
floor of the building comprises 4000 
square feet, giving a shoe selling 
space of 20 x 185 feet. 

The personnel of this store is 
headed by G. H. Perry as president; 


John G. Lawrence, treasurer, and O. 
S. Naylor, secretary. All three of 
these men have until recently been 
connected with one of the Fink Co. 
stores at 295 Market Street, Phila- 
delphia. 


President Perry is one of the best: 


known shoe buyers of New York and 
Boston, having been connected with 
such firms as B. Altman & Co., Alex- 
ander’s and for a good many years 
was located in Atlanta, Ga. He has 
had a long valuable experience in the 
retail shoe game. 

Mr. Lawrence has been connected 
with Lipp Bros., Philadelphia and G. 
R. Kinney & Co., Inc., Buffalo, and 
has served in various stores as man- 
ager. Mr. Naylor is an old Boston 
boy; he has been connected with the 
Nathan Co. of Johnstown, Pa. 

A feature of the stores good will 
advertising is the offer of a free shoe 
shine to the multitude of people who 
are passing and re-passing this store 
daily. The men’s shoe are shined in 
their special department on _ the 
ground floor, and the young women 
will have their shoes shined in their 
special footwear emporium. To take 
away the possible odium which might 
attach itself to a free shine, the 
Board Walk Shoe Co. is advertising 
to do this in conjunction with the in- 
troduction of a new brand of shoe 
polish, which it will call the Board 
Walk Shoe Polish. 


For Newspaper Advertising, 3% 


President Perry calculates to spend 
3 per cent of his operating expense 


money for newspaper advertising and. 


a normal amount in service or good 
will advertising, under which heading 
will come a booklet and premium dis- 
tribution, as well as the free shoe pol- 
ishing. 

Besides a full line of footwear a 
full line of hosiery for men and 
women will be carried. 
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Where to Buy 


Standard Shoe Materials 
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Boggs & Cobb, Inc., Boston, Mass. 


Western Letters 


(Continued from page 90) 





CLEVELAND 
Employment Increase Is Noted 


Betterment in Industrial Conditions Is 








Reflected in a Quickening of Retail Manufacturer of CUT Soles 
Trade From the Best Tannaged Leather 
: Men's cuter soles and Grained inner soles 
ERCHANTS have in the last of dealers in the neighborhood stores ay ik 


experienced a 
This is true 


few days 
quickening of trade. 


also, and they are looking forward to 
a spring season that will eclipse the 
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Where to Buy 


Shoe Illustrations ' 
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Engraving and Printing 

















COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for de- 
tails of our Special Printing 
Service for the Boot and 

Shoe Trade 
201 South Street, Boston, 
Telephone 4960-4961 


Mass. 








1000 Sales Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street, Boston, Mass. 
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record of sales that was made a year 
ago. 

Employment figures that have been 
issued from time tv time by the 
Chamber of Commerce have been’a 
source of optimism for the merchants. 
The latest report is that the number 
of employees in a selected number of 
factories that are considered to be 
representative of industry here are 
approximately 25 per cent greater 
than they were a year ago. 

Merchants report that the first de- 
mands for the spring wearing appa- 
rel is for the flapper strap model. A 
patent leather with perforations is 
said to be the heaviest seller of all. 
The strap must be broad and located 
so as to permit a liberal exposure of 
the instep. 


Ohio Convention Big Success 


The 1922 convention of the Ohio 
Valley Retail Shoe Dealers’ Associa- 
tion, which was held here in the Hotel 
Winton, March 6, 7 and 8, has gone 
into history and the pages given over 
to it will always remain among the 
brightest of the historical collections 
of the Cleveland shoe industry. 

Manufacturers, jobbers, distribu- 
tors, retail merchants and salesmen 
all co-operated to the limit to make 
a success of the annual gathering. 
That their efforts were appreciated 
was evidenced by an attendance that 
established a new record for such 
gatherings. 

So well did the men in the industry 
make their preparations for the con- 
vention that they made the city take 
notice. The Gleveland Pain Dealer, 
the largest morning daily in the Ohio 
Valley, put the convention right out 
in front when it issued a supplement 
that dealt exclusively with the con- 
vention. This was published and dis- 
tributed a week prior to the opening 
of the meeting. One of the special 
writers of this paper also went into 
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details of developments in the indus; 
try in a signed article. 


Much Favorable Publicity 


Local merchants assert one of the 
most important points scored in favor 
of the industry was the publicity 
given here to the fact that men in 
the shoe business have taken the lead 
in the readjustment of prices. Speak- 
ers and lecturers all emphasized that 
the industry has been one of the first 
to get down to rock bottom prices 
that are justified by general business 
conditions, and considerable publicity 
was given in all daily papers. The 
consensus of opinion is that the shoe 
industry stands in a much better 
position in this section than it did be- 
fore the convention was held. 


Thanks all Committees 


H. M. Chisholm, of the Chisholm 
Shoe Co., who served as_ chair- 
man of the general committee 
on arrangements for the conven- 
tion, has expressed his thanks for 
hearty co-operation given by men in 
all branches of the industry. He says 
that no one declined a task that was 
delegated during the time that was 
devoted to making arrangements for 
the meeting and that all took hold of 
the work assigned them with whole- 
hearted interest. 

Mr. Chisholm also wishes to pass 
on to the men and women who were 
here for the convention a compliment 
that was given by the manager of the 
Empire Theater, where one of the en- 
tertainments was provided. The the- 
ater manager said: 

“Never have we entertained a more 
orderly or more intelligent audience 
than what was gathered in our audi- 
torium during the annual convention 
of the Ohio Valley Retail Shoe Deal- 
ers’ Association. The people in the 
cast enjoyed playing to the audience, 
which seemed especially apprecia- 
tive.” 





DALLAS 


Trade Shows Decided Revival 


Heavy Sales of Sport Footwear the Fea- 
ture—Several New Shoe Stores 
Added to List 


With the coming south of the big 
league baseball players, and other har- 
bingers of Spring, comes a decided re- 
vival in the retail shoe business en- 
joyed by practically every firm in 
Dallas. 

Several new shoe shops and depart- 
ments have recently made their debut 
in the local field. 

The general trend of shoe fashions 
as expressed by several leading deal- 
ers, is decidedly in favor of sport and 
semi-sport footwear—these popular 
models, with their livid saddles of 
contrasting or harmonizing colors, 


are displayed by practically every 
dealer in the city. 

Ben Weber of Volk Brothers Com- 
pany, reports heavy sales on sport 
fotwear, also acute demand for semi- 
sport models of the cut-out, one-strap 
variety. The majority of these carry- 
ing box heels. Mr. Weber says black 
satins, with brocaded quarters, are 
also enjoying much popularity. 

The Emporium, a popular priced 
department store, swung it’s doors 
open for the first time last week. This 
new store is located at 1002 Elm 

(Continued on page 143) 
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Five Arch Preserver Oxfords 


for Men 
Carried in Stock Ready to Ship 


























155 Imp. Bd. Black Calf Ox. 580 $7.00 Harvard 
160 Tony Bro. Calf Ox. 580 $7.00 Harvard 
162 Tony Bro. Calf Ox. 360 $7.00 Yale 

340 Vici Kid Blucher Ox. 390 $7.25 Dartmouth 
440 Havana Brown Kid Blucher Ox. 390 $7.75 Dartmouth 











Order Now for Easter Trade 


NUMBER 





NUMBER 











Last No. 360 Last No. 390 Last No. 580 


Send for Catalogue 


E. T. WRIGHT & CO.,, Inc. 


Rockland, Mass. 
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**A Satin of Quality—Cedar Cliff” 


To represent basic quality in every sense, shoe satin, or for that matter, 
any product, must look well, wear well and stand for all that is good in 
merchandising and manufacturing. These fundamentals of quality must 
be rigidly adhered to by every manufacturer who desires to make a quality 















product. 

Cedar Cliff Satin is the result of much time and thought spent in determin- 
ing its functions and the demands made upon it. Leading shoe manufac- 
turers have found it provides attractiveness of lustre, firmness of texture 
and durability for their satin shoes, which is seldom equalled and never 


surpassed. In short, it is a quality product. 


a ae 


The Cedar Cliff 
Silk Company 


251-255 Fourth Ave. 
New York N. Y. 





No. C T775—Code ‘‘Squab.” Black 

Satin Flapper One Strap. Low flat 9/8 

heel. Wide Slide Buckle Strap, Silk 

grosgrain binding, leather lined. B,. C, 
D. 2% to 8. 


Manufactured by 


Hannahsons Shoe Company 
Haverhill, Mass. 
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“You Will Eventually Buy It” 


Words unsupported by definite values never sell merchandise 
—at least a second time. Words will not prove dependable wear 
or quality. 
Results obtained with Cedar Cliff Satin is the answer. Generous in wear 
and of a quality which has been making new friends and binding old ones 


even closer for years enables Cedar Cliff to speak for itself. The wise shoe 
merchant is he who will give this product the opportunity. 
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The Cedar Cliff 
Silk Company 


251-255 Fourth Ave. 
New York 












No. C 810—Code ‘‘Ruth.’’ Black Satin 

Grecian Strap. 14/8 Spanish Jr. Heel. 

Leather lined. Silk grosgrain binding. 
B, 0, D. 2% to 8. 











Manufactured by 


Hannahsons Shoe Company 
Haverhill, Mass. 














114 BOOT AND SHOE RECORDER March 25, 1922 





3 


“Enchanting Footwear’ 


CORNELL SHOE CO. - 
Makers 
291 Adams St., Brooklyn, N. Y. 


SALAMBO 
SANDAL 


























on 
75 Last, 12/8 Heel 


on 
50 Last, 17/8 L. XV 


on 
80 Last, 9/8 Flat 


Featured in Patent Vamp and Qtr., and Grey Colors and Heel. ALSO in other combinations. 
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Two Popular Priced “Flappers” 


Shown by Tober-Saifer Shoe Co. 
n the Floor Ready to Ship—Order Today ! 


J 









Style 2870—Patent Chrome “Flapper” 
Pump, style exactly as illustrated, 8/8 
flat leather heel, flexible sole. A very 
attractive number and a big seller. A, 
B, C, 2% to 8. 


$3.50 
2880—Exact style as above in high grade 
black satin. 

$3.60 


Novelty Footwear in Stock 
1312 Washington Ave. St: Louis, Mo. 
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Queen Anne Period Design 


< 
Hosiery 
forms 
sell 
4 merchandise 
517 


Period Desizns 


Correctly Designed 
Period Fixtures 
Sell Shoes 


An attractive window display will 
stop 85 out of 100 people, by actual 
count. 

Once interested the sale is started. 

The fascination about wood, and 
neatly designed — carefully finished 
—fixtures, is irresistible. 

Besides beauty our fixtures have 
practical utility built into them—a 
quality you will appreciate, as they 
are constantly in use. 


Catalog ‘‘I’ for descriptions. 


HUGH LYONS 
& COMPANY 
707 South Street 


LANSING MICHIGAN 


New York—35 West 32d Street. 
Chicago—232 8S. Franklin Street. 
Boston—52 Chauncy Street. 
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DIGNITY 


When a customer is ushered to a Seat in your 
store, does that seat lend dignity to the store? 


If it is a roomy and 
bebe design and finish, it most certainly does! 


‘Mitwaukee Individual Chairs contribute to the 
charm of many widely known shops such as those 
of Hanan & Sons, CH.Wolfelt & Co., French, Shriner 
1d &@., O'Connor & Goldbero, 

s, 











& Urner, Marshall Tie 
‘DrReed Cushion Shoe Co. Nettleton Boot Shop 
IWGner Co., ‘Beacon Shoe Co. 


Write us for "Directory to Store Chairs of 
the Better Kind" Send a sketch of your in- 
tevior suggestions on n Seating. is ts te en He 


MILWAUKEE CHAIR C2 


FOR OVER AHALF CENTURY 

Makers of Fine Chard 
LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
MILWAUKEE - CHICAGO - NEW YORK- SEATTLE- MINNEAPOLIS 


GLO, 


[2S 


Weft dake 


ble Individual Chair ° 
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The Smallest Sure Tip on a Braid 
They’re put on the old-fashioned ee bE: hand. An 


extra operation, (impossible with machine-made tips), 
makes Sure-typs smaller in circumference —they go 
through the eyelets easier. _ 
Personal inspection insures that every tip is unitorm in length. 
The BRAID is fine, soft and lustrous; made from long-staple cotton 
that gives strength without bulk. 


HUTMACHER BRAIDING COMPANY 
Clay and Chestnut Sts., Paterson, N. J. 








Pure Silk Thread Laces with Sure-typs are now in the 
hands of distributors. 





HUTMACHER BRAIDING COMPANY eee 
Clay and Ch Sts., P: N. J. 
Gentlemen:— 


Kindly have nearest distributor send me the following Sure-typ laces: 
Gross 27” 30” 36" 








Black | 

ROUND ({ Dark Brown 
Medium Brown | 

Black « | 

NARROW / Dark Brown ws | 


TUBULAR 
Medium Brown 





Name 





Street and Number __ : City and State 
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RE-NEWS Heel 
and Sole Edges 


—and., better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a much-needed “finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. 





For sale by shoe findings jobbers. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
































March 25, 1922 BOOT. AND SHOE RECORDER 














The only perfect cleaner for 


Smoked Horse and Smoked Elk 


{ 
The run of smoked shoes is going | | 




















to be curtailed unless a proper cleaner 
and dressing is sold with every pair. 


This is the same material the shoe a —— 
—- 
manufacturer uses. = 


s, 
nil) \ 


We sell the Tanner 


—We sell the manufac- 


turer—We sell you. 
Our products have 


been the standard of CLEAN SIN 
the world for twenty- ER-DRES 





five years. 


i ALE & 
NEW ENGLAND BLACKING CO. PRICE $2.00 PER DOZEN 


24 BINFORD ST., BOSTON, MASS. Note—If your jobber cannot 








ple dozen. 








EVERYBODY THAT WEARS SHOES, WANTS LACES 
WITH TIPS THAT CAN’T PULL OFF 


Supply Your Customers with 


‘“HUBTIP”? NO-METAL-TIP SHOE LACES 





TIPS NEVER’  .- 
yee. OFF, FRAY OUT, WEAR TINNY OR CATCH IN HOSIERY 


Made of Fast Color Braid from TIP to TIP 


i, TODAY'S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces,$2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro.Laces, 2.70. 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


Either Black, Brown or Russet 
Assorted Cabinets Supplied. Order frem Your Jobber Today 


FRANK W.WHITCHER CO.., Mfrs., Boston and Chicago, U.S.A. 








supply you, send direct for sam- 
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6845—Genuine beaded 
ornament wit bead 
pendants. Attaches to 
strap by loop on back. 


Dalrymple- 








stra ornament, espe- 
cially suitable for cen- 


ter of % in. strap. STRAP ORNAMENTS 





46 | q 4 
6957 —_ Reisenes . 
Have Snap. Their Beauty, Brilliancy 
and Selling Value Is Unsurpassed. 
We could fill this book with pictures of “Dalco” 


ornaments. The length of the line surprises all 
unfamiliar with our production facilities. Every 





6958 — High grade 
rhinestone strap orna- 


ment. Will completely merchant and manufacturer who confines his 


conceal the button. 
purchases of shoe ornaments to the “Dalco” line 


can feel assured of the latest and best produced. 
Request samples and prices. 


We'll respond quickly and generously. 


Pulsifer Co., Haverhill, Mass. 








LET GRIFFIN 


f) | Tera Tr 


ell Show your customer how 

(GRIF R J FFIN- 4d, N. conveniently she can clean 

‘*. and recolor her suede shoes 

a} 2 POWDER with GRIFFIN SUEDE 
CLEANS & RECO: POWDER. 





el tii 
a —————————— 


ae ee aa aaa Per gross $20.20—Per dozen $1.85 





=i It 


Handy Felt Buffer 
Sets in Bottom of Tin 


ano naney cts The only suede powder put 
ren up in the GRIFFIN PAT- 
@ ENTED TIN. 


(The powder and buffer are in one 


MADE IN ALL PREVAILING 


demand 


Help Sell Your Suede Shoes 


compact tin) 


COLORS 





your dealer cannot supply your 








Showing Buffer in Use 
WRITE Arranged to Prevent Solling of Hands 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET 








NEW YORK, U. S. A. 
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Have You a “Jack Pot” 





By E. C. LOGAN 
Western Editor of the Boor AND SHOE RECORDER 





in Your. Store? 


T has often been said that the successful mer- 
chant is he who knows when to sell as well 
as when to buy. 

April is one of the best business months in the 


In the recent Ohio State convention good mer- 
chants all agreed that if a shoe did not move freely 
in three weeks it was time to apply a stimulant, and 
it should be immediately moved to the “Jack Pot” 
section. 


year, but it is these good business months that pro- 


duce the short lots. It is 
during the rapid selling sea- 
son that the middle sizes sell 
out and leave the ends. 

This is where seeming 
profits are turned into the 
losses. A profit or loss on a 
given amount of merchandise 
usually depends on the last 
10 per cent of that lot. 

This is where the “Jack 
Pot’—“The King Row”—or 
whatever pet name may be 
applied to the special P. M. 
section comes to the fore- 
front in modern merchandis- 
ing. 

The special P. M. section 
should be recognized as a 
tonic or stimulant for slow 
movers and weak sellers and 
not as a pulmotor designed 
to resuscitate the dead. 

Seventy-five per cent of 
shoe merchants the country 
over are suffering from an 
overload of Louis heel boots 
which undoubtedly would 
have been moved out and 








April Merchandizing Calendar 


March 27-April 1—The sun is shining warmer. It 

» er to make many extra sales by suggesting 

airy dress pump or strap effect after a 

sent et =! has been sold. Footwear for occa- 
som means more pairs per customer. 

ail statements of charge accounts. Take monthly 

trinl balance. Take composite sizing of entire stock. 

April 3-8—Rapid turnover is chance for profit. 
Frequent buying and close = to stock are 
ee April is one of the best months of the 
spring n. Many lines that came in early should 
be dased on out t during this month. 

April 10-15—If ever the store is to be dressed up 
with attractive decorations this is the week for it— 
the week of weeks—next Sunday is Easter. Several 
new styles that have gel before — the light of 
day should put in their . Yr: Newspaper 
advertising should breathe the spirit’ of the occa- 
sion. Each sales-person must be alert and on his 
toes. The whole should be ans —_= attractive. 

April 17-22—Athletics are beco' more and 
more popular. Why not sell the = 1 shoes used 
in your community? 


Conference of salespeople. A little dinner might 
not be out of order. A small ———_— in this 
way often brings big returns in increased loyalty 

enthusiasm. “Corrective Footwear” is a good 
topic for this meeting. 

April 20-29—The white season will soon open. It 
is time to clean up more lines of leather footwear 
to release capital and ones 5 shelf room. Prepare 
advertising for white A small markdown or 
a P. M. will accomplish a now than a big cut 
after the selling season is o 


Mail monthly statements. "Take trial balance. 








Almost to a man these merchants also agreed that 


no matter how good a seller a 
certain shoe had been, when- 
ever it was sold down to ten 
pairs, the remainder should 
go to the “Jack Pot.” 

“Jack Pot’—‘“King Row” 
—‘Spiff Section” are all 
terms applied to a special 
section of shelving in which 
are collected all of the. short 
lots and slow movers in the 
store. 

When shoes are put into 
this section they are ar- 
ranged according to size 
rather than according to 
leather. For instance, all 
2% are put together as are 
3’s, 3%, ete., regardless of 
leather or style. 

The idea of this arrange- 
ment is that the salesman 
can immediately see the 
number of pairs of a given 
size in short lots or odds and 
ends which he has on hand 
and consequently saves time 
in waiting on his customer. 


-His mind is concentrated on 





sold long, long ago had the tonic or stimulant been 
applied when they began to slow up and weaken in 
sales volume. 

As it is now, no pulmotor can be found that will 
bring them to life. They are dead and only the most 
heroic effort and a price that represents practically 
nothing after selling expense is considered, will move 
them off the shelf. 


this section because if he can satisfy a customer 
from the “Jack Pot” he will earn a little extra money. 
It is human nature to do that which is most profit- 
able ‘to ourselves if it is not detrimental to another. 
P. M.s if rightly sold are profitable to merchant, the 
salesman and the customer. 

When shoes are put into the special section a P. M. 
is put upon them—the amount of which is deter- 


(Continued on page 129) 
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Essential Elements of Effective 
Window Display 


By F. H. MAXTED 
Display Manager, Hanan & Son Stores, Chicago . 


merely to show a large quantity of shoes, 
but to influence the prospective purchaser 


to say to himself: 

“Here is the place for me to buy my shoes.” 

In order properly to accomplish this purpose the 
window must be trimmed, not in haphazard fashion, 
but in strict accordance with well developed ideas or 
plans. 

The first essential of a good looking window is good 
looking shoes. “Good. looking” doesn’t necessarily 
mean expensive shoes, but it 


‘i chief function of a shoe window is not 


passerby sees first. Some windows have two or more 
such spots. For the sake of clarity, let us term them 
feature points. Few display men or merchants to-day 
realize what weight these feature points carry. The 
manner in which the feature points are used deter- 
mines whether or not the window pulls all the business 
that it should. 

Before deciding just where in the window the vari- 
ous shoes are to be placed, it is necessary to determine 
the location of the feature points. If the window is 
large (say 12 or 15 by 5 or 6 feet), there will probably 
be two. At any rate, two can be developed—and two 

pay twice as much as one. Now, 


most emphatically does mean SERENE remember that these points are 





shoes that are neatly fixed up; 
laces spaced evenly and not 
twisted; straps set regularly; 
nothing “sloppy” anywhere. 

Next, be very careful not to 
put in too many pairs, even in 
sale times, when most merchants 
seem to think that they must 
show all their stock in the win- 
dows. A few pairs of types will 
always sell more shoes than a 
crowded window. 

Remember that to-day shoes 


brought about. 


N the windows trimmed by Mr. 
Mazxted or under his direction, in- 
variably certain pairs of the best sell- 
ing shoes stand out in such a way as 
to arrest and hold the attention of the 
passerby. Frequently a number of 
people at a time are seen to stop and 
inspect the same shoe. Mr. Mazxted 
here explains clearly just how this is 


the spots that are seen first as 
the observer goes by or walks up 
to the window—hence the spots 
that are in the direct line of 
vision. Therefore, unless the 
whole display is especially 
planned to lead the gaze else- 
where, it is a little off the center 
of the window and a trifle more 
than half way back. This is the 
place for your most-called-for 
shoe with appropriate setting as 
will be suggested later. 





are not sold; they are bought. LVIULUUH LU TEA TTT 


The window from which most 
shoes are bought is the window that shows most value 
for the money.. And “most value” does not always 
mean most wear. It may mean style, shape or comfort, 
irrespective of length of service. 


Beware of Making Negative Impressions 


Two or three pairs of shoes which may be good 
value but are out of date or “plugs,” even at a ridicu- 
lously low price, will detract from the “present season” 
styles and will make a negative impression on the 
observer. 

If “bargain” shoes are shown simultaneously with 
regular spring lines, put them in a separate window 
or separate them in a partitioned off section of the 
same window. 

Make everything in your window a positive (pos- 
itives react favorably on the subconscious mind). 
Good looking shoes, neat signs, pleasing decorative 
touches, good class fixtures, etc., are positives. Any- 
thing that shows any lack of attention or of taste, is 
a negative. 


Feature Points in Window 


Be careful to space pairs and single shoes. Don’t 
put one pair heels together and toes apart and an- 
other pair toes together and heels apart. Arrange 
the shoes so that the toes are facing the customer. 
Unless the window is too crowded, the heels can readily 
be seen, and the toe is the natural part to look at. 

Now, all windows have a certain spot that the 


Never show.a shoe of doubtful 
selling quality on the feature 
spot. Try it first in one of the less conspicuous posi- 
tions, such as No. 1 on the diagram. If it pulls a 
little, in a couple of days move it to No. 2. If it 
improves there, try No. 5. Then, if it shows con- 
siderable selling strength, let it have its turn on a 
feature point. 


Proper Use of Open Space 


Here are two outstandingly important facts which 
are very often lost sight of by the men who trim shoe 
windows: 

First, there is a limit to the number of objects on 
which the gaze can focus and the mind can concentrate 
at one time. The window display should make it pos- 
sible for them to concentrate on one pair of shoes at 
a time. 

Second, the gaze cannot long be sustained without 
tiring the eye. Therefore the display should give the 
eye a chance to rest in the window instead of traveling 
on top of shoes and then sliding out. 

Many effective types of artifice may be employed to 
keep the observer’s eyes in the window: as long as 
possible or until he or she has seen what the dealer 
has to show them. Most important of these is the use 
of open space. 


A Resting Place for the Eye 


Notice the broad sweep of open space on the dia- 
gram, indicated by the shaded area between the fea- 
ture points 7 and 16. This space serves a double 
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purpose. It provides a resting space for the eye. It bottom of basket about 3 feet from the floor and not 
makes the feature point a focal center. This psycho- in the center of the background; the other about two 
logical effect is due to the fact that the open space feet in front of background, a little to right of center, 
here is larger and different in shape than any other set on the floor in a pretty basket or vase. On the 
open space in the window. In other trims the prin- panel bracket let’s use lilies and, as we have a certain 
cipal open space may be circular, semi-circular, oval, license with artificial flowers, it is O. K. to have them 
rectangular, or any shape you choose; but it must be in different colors—all bright-hues, of course. The 
there or the window is robbed of most of its attention- other bouquet should be smaller and composed of hya- 
retaining strength: It need not, however, be conspicu- cinths or jonquils. 

ous. When used as shown on this diagram, its pres- If the floor isn’t well varnished and good looking, 
ence is not noticeable to the lay observer. let’s. lay some wall board and paint it a pretty gray. 


A coat of shellac will add to the effect. 


A Good Easter Trim 
Use Your Prettiest Shoe 


For a practical application of the points which I 


have aimed to bring out, let’s work together on a Now pick out the prettiest shoes you have in the 
plan for your Easter window trim. What is your house—your best sellers—and assign them to the fea- 
Easter window appeal? ture points. In this instance there are two feature 
Remember, when milady looks in she is likely to points—locations No. 7 and No. 16. How are these 
be in an artistic frame of mind—thinking of new locations determined, you ask? Firstly, because of 
dainty dresses, chic bonnets and something harmoni- - their position with relation to the “high spots” of the 
ous for her feet. So in the window we must have an trim, which are the bouquets. Secondly, because no 
“atmosphere” in keeping with her mood. ; matter from what angle the observer approaches the 
Pg Pa ba Se beige Bag Pie window, they are in the direct line of vision. From 
rf a little distance away from the store front, these “high 


background, say a three panel simple affair with an 
arched top—center panel is 6 feet at highest point, 


circling down to 5 feet at outside corners of the end ; d : , . 
panels. Bright, delicate colors are appropriate for In the trim diagrammed here, this trick of leading 


Easter, so let’s make our center panel pink at the bot- the gaze from the “high spot” to the feature point 
tom, shading it to a cream at the top. And how will would be helped out considerably by a pretty pair 


spots” catch the eye, and their downward action leads 
the gaze directly to the feature points. 


the same treatment in blue do for the other panels? of matched or contrasting stockings behind the shoes 
Then, let’s finish each off with a 3-inch border of the in Feature Spot No. 7. The stocking should be draped 
same color as the bottom of the panel. gracefully over a neat hosiery stand, which you. can 

As finishing decorative touches let’s use two pretty make with an upright and crossbar or can buy from 
bouquets; one to be in a basket on a panel bracket, (Continued on page 129) 


BACK OF WINDOW 
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FRONT OF WINDOW 


Diagram for an Easter display of 24 pairs of shoes in a window approximately 9 by 5 feet. Shaded area indicates prin- 

cipal open space, arranged to set off feature _ and provide a resting place for the eye. Nos. 7 and 16 are feature 

points. No. 26 indicates position of neat disp card; 27 basket or vase of flowers on floor; No. 28 basket of 
flowers on panel "Sackovound: No. 29 a three-panel — 
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The Fixture for the “Feature Points” in 
Your Window and Interior Displays 


This new Baumann origination goes a long way toward solving 
that old, perplexing problem of how to make certain shoes 
stand out in a window. It is attention-compelling to a rare 
degree—it is at the same time unobstrusive and dignified—and 
it is the embodiment of quality. 





In size it is 30” long, 1714” wide and 134” high over all. The 
height of the first display level is 4”, and of the second level 
8”. The oriental figures may be had in antique silver, gold or 
natural finish, with brilliant polychrome colorings on garments 
and ornaments. The covering is of heavy upholstery satin in 
peacock blue, mauve or any desired color, edged with gold 
braid and heavy metallic fringe. 








Order now for your Easter trim. Prompt shipment of mail orders 
guaranteed. 








Sketching just ofe of many ways in which the ‘feature 





Baumann Floral Decoratives points’ of your displays may be dressed up with the aid 
of this stand. 

are far famed for the artistry of their design and make. Placques, vases, screens, A wood turned yase, 12” high, in oriental design and coloring 
ornamental lamps, etc., suited to any window ae are kept in stock. Special backs to match the figures, with a ‘generous bouquet of metallic 
designed and made to order. Let our Service Department help to plan your displays. foliage and flowers in spring colors, is quoted at $8.00. 
hoor taa QWINWMN 6. 
Catalog Ge) € 
No. R. S. 22 


Headquarters for display ideas and service 
Importers and manufacturers of flowers and floral decorations 


359 West Chicago Ave. CHICAGO 
GSC-AGSCAGACAGASQAGASOCAGAQCAGASO-z 
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Figure 1—A simple setting that the lay trimmer can prepare 


What You Can Put Into Your Window 
Besides Shoes 


LONG with the arrival of the first return- 
ing robin, there are other prognostigators 
which are infallible indications of the ap- 

proach of springtime. 

There is father, shaking the moth balls out of the 
pockets of his- golf trousers and polishing up his 
favorite elubs and economically planning to get the 
new quotations on golf balls by the gross. 

Mother and sister are wondering what they are 
going to wear and brother is hunting up his tops and 
marbles so as to be all set for spring 


Follow Mother Nature 


In face of all these indications of the approach of 
spring, Mother Nature is setting a good example which 
we might wisely follow. 

The sombre skies are taking on a brighter hue, bleek, 
brown meadows are putting on their dress of green 
and the naked branches of the trees are budding forth 
with a wealth of foliage. 

Paris, London, New York all have to take a back seat 
to Mother Nature as the great arbiter of fashion. 

Let us all follow the example of Nature in renewing 
her youth—let us renew our stocks, store fronts, fix- 
tures and merchandising methods, not only in the 
daily routine of the store but in the interior and win- 
dow displays as well. 


Meet the Season Half Way 


Business is business—we all admit that a store with 
clean stocks, well-trimmed windows lend an inviting 
air to the establishment. Meet the season halfway by 


preparing now for the great style event of the year. 

Every year sees an earlier start in the showing of 
the new goods. This is brought about by the accepted 
idea that every progressive merchant has in getting 
the new styles before the public in plenty of time so 
as to give them a chance to see just what is new and 
make their plans accordingly. 


Planning for Opening 


Don’t put off making your plans until the last mo- 
ment—start right now and put over something worth 
while. 

Lay out your.advance advertising—make it breathe 
the very breath of spring in every line. 

Decorate the store interior and windows in true 
opening style, show but few shoes in the window at 
this period but change the styles often. 


Suggestions for Displays 


To be as helpful as possible to the many readers of 
the RECORDER who are interested in the subject of 
window displays we illustrate herewith several decora- 
tive ideas which might prove a thought-starter for 
their Spring Opening and Easter window displays. 

Figure One.—This design is shown as used in a plain 
wood panel back window but may be used to just as 
good advantage where a mirror or curtain drapery 
back is installed. 

The large decorative set piece is made from two 
boards % by 12 in. wide. The boards are then ar- 
ranged as is shown and painted a nile green color, using 

(Continued on page 128) 
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should portray the 
spirit of the occasion 
and stimulate the de~ 
sire for ‘brand new’ 
footwear. 


Your display is incomplete 
without Proper Show Cards 
to properly deliver your 
Sales messages. 


Our beautiful Easter Issue 
is now ready ~ and our 
Trial Offer enables youto 
use it and see the actual 
sales results. 


Send the coupon below to us today 
and learn more about it. 


Standard Show Card Service Ic 


Standard Bldp’ ~Rogers Park, 
Chicago, Ifinois. : 

















Gentlemen: —~ _ 
I am interested in your 
Special Trial Offer 


name =— 
City on * hee 
State “ bre Cat 





























WINDOW DISPLAY FIXTURES 
That Are Made By Our 
EXPERIENCED CABINET MAKERS 


A Very Satisfactory Line for Long Service 
Made in Several. Period Designs 
In Latest Two Toned Finishes 











New Catalog 


THE OSCAR ONKEN CO. 
1112 Fourth St., Cincinnati, O. 






















( No Obligation J/ncurred ) ‘4 











’ : , 
At 50c per pair we will make 
your obsolete shoe styles up 
to date. 


Send a shoe to be converted 
for specimen of our work. 


We are fully equipped to 
render the same competent 
service as we did to hundreds 
of merchants throughout the 
country during the past year. 


C. R. WHITTREDGE & CO. 


Swampscott, Mass. 
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Reduction in Prices 
of Progressive Equipment! 
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Ask for Supplement B-22, 
showing new prices. 





Progressive Shoe Machinery Co., Minneapolis, Minn. 




















128 BOOT AND SHOE RECORDER 


(Continued from page 125) 
alabastine or any other cold water paint. Another 
good treatment would be to cover the boards with nile 
green velvet or felt stretched on tightly. 

The opening is filled in by means of a drapery back 
of some light material which will fall in loose folds. 
This back drape should be delicate pink color. Silka- 
line, sateen, spun glass or Jap silk materials would 
answer this purpose in a fine manner. 

At each side of the decorative unit is placed the 
decorative trees, the motif of design being strictly 
modern in every way. 

These trees are made entirely of wall board and 
light strips. The tubs are cut from wall board in the 
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Figure 2—Some wall board, two ordinary chopping bowls, 
some artificial flowers, ribbon and drapery and a little 
work will produce a most artistic window setting 
shape shown and painted black. The design is then 
painted on in tones of green outlined in gold. 

Detail of Construction 


Light strips are then assembled in the manner shown 
and tacked to the back of the tub. The tops of the 
strips are then finished off with a piece of wall board 
cut out in circular shape and painted the same color 
as the central unit. The lettering is done in black and 
outlined in gold. 

The edge of the top piece is finished with a garland 
of artificial flowers and spring green foliage as is 
shown. The flowers should be a delicate pink color. 

The trunks of the trees are painted black. 

Just in front of the unit setting is placed a three- 
way shoe fixture which acts as a central unit around 
which to build the balance of the display. The ar- 
rangement of the flowers and foliage on the shoe fix- 
ture is clearly illustrated. 

Wall Board Freely Used 

Figure Two.—Shows a very simple window setting 
which if worked out along the lines mentioned will 
prove a very effective display. 

At each corner of the window is placed the tall 
pilasters which are made of wall board reinforced on 
the back by light strips to make them rigid. These 
pilasters are painted a robin’s egg blue in the usual 
manner, using cold water paint. The tops of the pilas- 
ters are finished off with a common wooden chopping 
bowl cut in half and painted black. This is then filled 
with small pink artificial flowers and light green 
foliage. 

Upon the face of each pilaster is placed the large 
ribbon bows with long streamers as is shown. No. 60 
satin ribbon, pink in color should be used. 
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The space between the pilasters is filled in with a 
drapery back using a soft light material plain white 
in color. 

The center medallion is a piece of wall board cut out, 
as is shown, and painted the same color as the pilasters. 
This is then edged in gold. The lettering is done in 
black. The ribbon drape the same as described above. 


Breathing Space for the Shoes 


In front of each pilaster is placed the low plateau, 
treated in the same manner as the pilasters. Upon 
each plateau and on the floor of the window is laid 
a piece of felt as near the same color of the satin 
ribbon in the bows. 

This design gives plenty of breathing space for the 
display of the merchandise. 

Figure Three.—Shows another very simple but novel 
treatment for a window setting featuring the Easter 
season. 

The decorative lattice is made from light strips and 
nailed to a wood base cut out in the shape shown in 
the drawing. 


Wood Base Painted White 


The wood base should be painted white and the 
lattice work done in a nile green color. Upon the face 
of the lattice is placed the decorative cutout of a large 
egg and chick. This piece can be first sketched out on 
cardboard and then applied to the face of the lattice. 
The arrangement of the flowers and foliage which 
should be large pink roses and green leaves needs no 
description. 

A piece of green felt or outing flannel is then laid 
on the floor in rug effect. 

Figure Four illustrates a new and novel design for 
a decorative unit for the show window or ledge dec- 
oration. 

This unit is constructed of wall board and light 
lattice strips. 

* The lower part is cut from wall board in the shape 
shown and then painted black. The circular part is 
painted a peacock blue and decorated in two tone blue, 
yellow and gold. Many various ideas may be used in 
the decoration if so desired. The tall lattice strips 


















































Figure 3—An effective eye-catching pa ne | in lattice work 
that is easy to make. Though large enough to draw atten- 
tion from across the road, it is fittingly dainty in effect 

which form the handles of the unit are painted black. 

The arrangement of the flowers and foliage in the 

manner shown makes a very striking treatment. 


Interchangeable Units 
Figure Five-——Herewith is shown an entirely new 
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and novel unit decoration which can be used in various 
ways as a decorative feature. 

The setting proper is made from a board about 12 in. 
wide and then covered with a piece of moss green 
velvet stretched on tightly, in lieu of velvet it may be 
painted with cold water paint a moss green color. 

The center panel is then flanked on each side by 
pieces of wall board painted gold and nailed on the 
back of the board as is shown. 

Next take a small reed or willow flower basket, paint 
it gold and suspend it from the top of the board with a 
pink satin ribbon, as is illustrated. 


Use of Artificial Flowers 


Fill the basket to overflowing with artificial flowers 
and foliage, then arrange a few white envelopes among 
the flowers as drawn. 

A unit of this nature placed 
in the show window a little to 
one side of the center and near 
the back would make an ideal 
decoration and especially is this 
true in a small display space. 


(Continued from page 123) 


your fixture house. Hosiery 
displayed in the shoe window 
always helps the sale of shoes 
and attracts hosiery business 
in worthwhile volume. 


Arranging the Shoes 


Now let’s see if we can’t 
arrange the other shoes in 
such form as to be pleasing 
to the eye from any position 
in front of the store. It is 
desirable, if possible to pre- 
. serve a fairly even balance in 
weight of the trim, that is in 
the number and color of the 





Figure 4—A _  strikin 
decorative piece of wall 
atte! peas dow. This can be accom- 
plished without setting the 
shoes in precisely even ranks like soldiers on parade. 
It is easy to secure balance without monotony in 
placing the shoes—but it requires care to get a good 
color balance. If there is a preponderance of light 
colored shoes on one side of the window and dark 
ones on the other, the balance is lost and there is 
something lacking in the general effect. Another 
consummation much to be desired is that the “ac- 
tion” of the display, from the front, back and sides 
of the window, lead toward the feature points. And, 
of course, you want your principal open space left 
so that it will be to the feature points as a net to a 
picture or as white space to an ad. 
Starting with the “high spots” and feature points, 
I have filled in this window lay-out to show one of the 
innumerable ways in which all this can be accom- 
plished. Not knowing just what fixtures you have 
available, I have not indicated their use, but no doubt 


you can readily see how they can be accommodated - 


to the “balance” and “action” which I have touched 
upon. ° 
Points to Keep in Mind 
Now to sum up the essential elements of effective 


shoes on each side of the win- . 
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window displays so that some 
of our readers who may have 
overlooked some of them may 
get from this article some- 
thing to “carry”: 

Be sure that. all details are 
neat, such as straps, and laces 
straight, and that there is 
nothing in the window to of- 
fend the eye. 

No matter what your price 
range, the display fixtures, 
drapes, decorations should be 
good of their kind—at least 
in proportion to the merchan- 

2 dise displayed. 
F Don’t crowd the window. It 
hurts the eye, just as looking 
F down on a crowd of people 
ee and trying to pick out a 
# -|- friend. The casual passerby, 
> 3 whose mind is not on your 
2 == shoes, will not stop to inspect 
SE a conglomerate mass of them, 
but can easily be attracted 
by one or two that stand out. 
Leave plenty of space around 
each pair so that all points can be seen. Just step 
out front and inspect your own window right now, 
and you will find that if you try to look at several 
pairs at once you don’t really see any of them—and 
you can’t be “sold” on a shoe until you get your 
mind on it. ‘Bear in mind that one pair looked over 
is worth a hundred pairs overlooked. 

Always build up your feature points first and keep 
them in mind when placing the rest of the trim. And 
don’t try to have too many of them, or in reality 
you’ll have none. 

Always have a principal open space, artistically 
planned and different from any other in the window, 
and always use it to set off the feature point. 




















Figure 5—This unit is 
decidedly novel and 
pleasing to the eye 


(Continued from page 121) 
mined more or less by their condition and the ease 
with which they can probably be sold. 

In some stores a special stock number is put on 
them while in other stores an X or some other recog- 
nition is either prefixed or affixed to the stock num- 
ber in order that the records may be kept straight. 

In most stores using the “Jack Pot” system, when 
a shoe does not move out or a few straggling pairs 
are left, these are put on a bargain table at a re- 
duced price; while the price is reduced, the P. M. 
remains in force. 

While it is not desirable—in fact, is decidedly un- 
desirable—to continuously use comparative prices in 
advertising, it is desirable to keep merchandise mov- 
ing out rapidly and the best way to do it is to keep 
continually after it with P. M.’s and special prices, if 
necessary. er : 

The business selling season is the best time in the 
world to clean up the broken lot of that season. By 
the middle of April it is time to be getting low on 
women’s calf oxfords, especially those of the heav- 
ier brogish type. In all probability calf oxfords will 
sell again next fall, but there will be a difference in 
the type and style from the ones that are carried 
over from spring. 
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Why Not Capitalize on the 
Silk Stocking Demand? | 


Is your store still “exclusively shoes” > 
Do you know that the exclusive shoe stores in many style cen- 
ters have added a new line? 

They're selling Everwear. 


Shoe stores everywhere are adopt- 
ing the Everwear idea—two sales 
—two profits—no additional over- 
head expense. 


Some Representative 
“Quick Turnover” 
Everwear Numbers 


Everwear Style No. 24X—-Women's 18- 







inch silk boot, 240 needle, fine gauge, ° 

Il thread silk. Colors: Black, White, | YOu can install an Everwear 

Beige, Zinc, Cordovan, Mahogany, Rus- ° . 

len Calf, Swede, Navy, Silver and Nude. Hosiery department ata surpris- 

e, per dozen pairs.......... $8.65 - 

Everwear Style No. 270—-Women's 22- ingly small cost. Your patronage 

inch silk boot, 240 needle, fine uge, d bl h 2 ] 4 

12 thread silk. Colors: Black, hite, oubDies—snoe_ saies increase — 

sian Calf, Suede, Navy, Silver'and’ Nude fit Itip! 

s alf, » Navy, Silv e. 

Price, per dozen pale. pos an’ $13.00 pro smu Ip y 

silk hose, 240 eedle. “Colors: Black, Full information on this unique 

hogany, Champagne. Price, per’ dozen merchandising plan is contained in 4 

POAITS .ccceceeeeeeesesesesseeees sé bd 7 

Everwear Style No. 5—Men's 220, fine our e booklet, Passing Along a } 

Smoke "Bearlwhiercordeen. ve: ~~ Business Building Idea’’—yours, 4 

ome tied Me . 6 fs 
0) 
t] 
a 
b. 

— a he AI 

- 

Hosiery ; 
te 
lo 
8] 

' lo 

° ° ° i 

Everwear Hosiery Co., Dept. B, Milwaukee, Wis. -s 

Chicago Office, 1911 Republic Bldg., State and Adams St. Boston Office and Stock Room, 110 Simmer th 
St. San Francisco Office and Stock Room, 130 Bush St. 

ec 

pl 

Come to the World’s Advertising Convention in Milwaukee, June 11-15 - 
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Front of new Henry T. Lyon store near entrance to Humboldt Park, Chicago 


Another New Chicago Store Opened 
By Henry T. Lyon 


N Chicago another name has been added to the 
already long list of well-equipped modern 
shoe stores of the northwest side. The one 

pictured was opened March 4 by Henry T. Lyon 
at 2715 West Division Street, near the main entrance 
to Humboldt Park and in the heart of a business 
district which has seen remarkable development in 
the last two years. 

On the evening prior to the opening Mr. Lyon put 
on a fashion exhibit with pretty living models in 
the window—a “stunt” that attracted a good deal of 
attention. He reports that business opened “with a 
bang” and is holding up well in volume. 


Windows Form “Bays” 

The new store has an up-to-the-minute Kawneer 
front with marble base. The part facing the sidewalk 
tapers in and each window forms a “bay” facing the 
lobby, thus providing considerable window display 
space on a 25-ft. store frontage. At the back of the 
lobby is a narrow display window flanked on either 
side by a door. The “action” of this front is designed 
to lead the “window’shopper” right up to the door of 
the store. 

The Decorators Supply Company, Chicago, have 
equipped these windows with strikingly handsome dis- 
play fixtures of classic design in solid walnut. These 
harmonize with the paneled walnut background and 
are rendered particularly pleasing to the eye by a 
dignified pattern on the sides in subdued tints. The 
windows are topped. with a heavy valance of brown 
with blue fringe, brown and blue being the color motif 
throughout. 

Fixture drapes, pillows, lamps and flowers are very 


effectively used to enhance the attractivéness of the 
displays, which are composed of women’s shoes on one 
side of the lobby and men’s on the other. A note- 
worthy detail of the trim is the handsome metal holder 
for show cards. In form this resembles a book end. 
On it is engraved in bold relief the Lyon coat of arms, 
which also appears on the valances, on the stationery 
and all advertising matter. 


In Brown and Blue 


In the interior, as in the windows, the brown and 
blue color scheme is carried out. The paneling is of 
Italian style in walnut. The shoe boxes are all of one 
shade of brown to harmonize with the fittings. In- 
dividual chairs are used, and these are in walnut with 
blue leather upholstery. The radiators are concealed 
behind ornamental grill work set into the shelving. 
Here and there neat sconces and handsome metal floor 
lamps add touches of life and warmth to the general 
effect. 

For their part in equipping his store Mr. Lyon 
gives great credit to: Decorators Supply Co., Chicago, 
display fixtures; The Kawneer Co., Niles, Mich., store 
front; Henry Kadin & Co., Chicago, permanent win- 
dow back, interior woodwork and chairs; W. B. Roth, 
Findlay, Ohio, valances, drapes and display pillows. 

Mr. Lyon asserts that he received for his opening 
the first shipment to Chicago of the new women’s 
McKays: for this spring from The Menihan Co., 
Rochester. Other lines that he will feature are men’s 
shoes by Wall, Streeter & Doyle Co.; North Adams, 
Mass.; boys’ by J. W. Carter Co., Nashville; children’s 
by Central Shoe Co., St. Louis. 
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THE DISPLAY MANAGER SAYS: 
“GLASS FOR SHOE DISPLAYS” 


HE head window man of one of the largest shoe retailers writes thus: “Your beautifully 
designed glass plates, used with the dainty and stable glass pedestals, have solved all our 
display problems. Large or small displays are artistically grouped, never crowded, never 
heavy looking, no two trims are alike, the work easily and quickly done, and the effect a 
striking picture of shoes, rather than fixtures, that arrests the eye.” 
Maximum results at moderate costs—Write for Glass Catalog G. F. 


WE SAY :— 


Any kind of Display Fixtures (we have them all) that harmonizes best with your windows 
and satisfies your ideas of novelty and effectiveness. 


Wood Display Fixtures in every Period, Design and Finish. Write for our 
new Wood Catalog No. 14. It sparkles with the latest ideas of beauty and 
economy. 


Window Valances for immediate delivery—Ask for 


samples. 


Window Rugs that are elegant and durable—Write for 
illustrated color circular and samples materials. 


Artificial Flowers—Write for Catalog 19—“Nature in 
Colors.” ; 


Drapery Plushes in stock—Write for samples. 
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Just East of Broadway | Medinah Bldg. (Wells St. and Jackson Blvd.), Chicago 
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% Visit Our Chicago and New York Show Rooms a 
|e won Set See’ | THE HECHT FIXTURE COMPANY 
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Sjoian ical Decorations 
J Opring «Faster Style frims 


The most successful display men in- their feature articles. They do it with 
variably build up “high Spots” to en- flowers—or perhaps with trees or 
hance the general tone of their win- other Botanical Decoratives. 

dows and lend especial prominence to 


» ere ¢ Piz 
gia 3 ats Be é + The trees shown here are among thé newest and 
‘ most effective pieces for this purpose. The one 
at the left is 45 inches high and 60 inches wide; 
with metallic foliage in lavender. That at the 
right is 45 inches high by 36 inches wide; has 
metallic foliage in beautiful pastel shades of 
green and pink, with silk spring blossoms. The 
trunks of both trees are carved of 3-ply wood in 
= a cae finish. The bases are highly pol- 
ished. 


Have you the Botanical Catalog? 


BOTANICAL 
DECORATINGCO. 


208 W.fdamsSt., Chicago 
| Paris France—London,éngland 
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Sell “Whittemore’s’ Sport Shoe Polish 
Along With Sport Shoes—/t Pays! 


Smoked Elk Bostonian Cream is especially compounded to accomplish the clean- 
ing and polishing of Smoked Elk, tan leather trimmed shoes, in ONE opera- 


tion. 
See your jobber, or write us.direct regarding your requirements of any of our 


standard shoe polishes. Our big sellers are now packed in special display car- 
tons which can be placed in conspicuous places about the store and thus force 


sales. 


“Suededene” is a winner with everybody. Cleans and recolors suede and ooze 
leather footwear. 


Poses Brown”’ is an old standby that gives great results on all brown leather 
shoes. 


“Quick White,” the finest fluid dressing made for white shoes. 
“Albo,” the famous cake dressing for white shoes. 
“Bag Powder”’ is the big hit in the line of dry cleaners. 








All of the above sell quickly, carry good profits to you and will repeat with your trade. 


Whittemore Bros. 


LARGEST PRODUCERS OF SHOE POLISH IN THE WORLD 
BOSTON, MASS. 
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‘Onyx” @ Hosiery 


Reg US Pet. orice 


For April Delivery 


555. A mercerized sport 1500/1, etc. A silk-and-mercerized 1600/1, etc. Fine silk-and-mercer- 
f ancy ribbed sport hose in the follow- ized sport hose in delicate tuck- 
tern clear to the toe. ing modish suiting and sweater mix- stitch effect in the following tweed 
Excellent for strap- caress Cees. Say aan d ter shades: Navy/Gold 

P Cord./Navy, Black/White, Tan/ es en avyeele, 
pump wear. In Black, Gold, Green/Navy Brown/White Black/White, Suede/White, Green/ 
Camel, Grey, Suede. Dk. Brown/White, Navy /Gold Suede White, Lt. Tan/White, Champagne/ 
Cordovan, Polo, Russia /White, Camel/White. Blue/White, White, Lt. Rose/White, Grey /White. 
and White. Sizes 81,- Castor/White, Grey/White, Dk. Rose Camel/White, Lavender/White, Lt. 
10. Boxed half dozens. /White. Sizes 814-10. Green/White, Blue/White. Boxed 
Per dozen > + dozens. Per dozen . 14 dozens. Per dozen 


Emery 6 Beers Company, inc. 


Broadway at 24th Street . “ New York 
CHICAGO PHILADELPHIA BOSTON BUFFALO 


hose in drop-stitch pat- 


SAN FRANCISCO 
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APPELBEE & NEUMAN iInc., 


23-25 Greene Street, New York, U. S. A. 


Manufacturers and Originators of 














Rivet Shank BUTTONS for Shoes. 
PEARL — IVORY — AGATE, Ete. 


“THE BUTTON IN THE RED LINE BOX” 
BOSTON: 133 Lincoln St. 


ST. LOUIS: Star Building 








THE HOSIERY WITH 
THE BLUE EDGE 


7 -1.1-1-14-94 
HOSIERY \ 


Chiffon Hosiery in 
All Shades 


PROPPER SILK HOSIERY MILLS, 


. INCORPORATED 


276 Fifth Ave. (Holland Bldg.,) NEW YORK 


Manufacturers of 


LADIES’ FULL FASHIONED SILK HOSIERY 
MILLS AT LONG ISLAND CITY 















BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 














STANDARD OF THE WORLD 













Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 












Illustrated Straps in 
PATENT, GUN METAL OR BROWN 


No. 6 Read 
for 





y 
Shipment 





No. 4¢ 





No. 6—8$3.75 per dozen pairs. No. 4c—$3.00 per dozen pairs. 
These two numbers of straps ready to ship in any color of 
Leather—Special attention given to wholesalers. 


VANITY NOVELTY WQRKS 
913 Gates Ave., Brooklyn, N. Y. 








“Save The Saving” 


We Can Assure You on Fire Insurance 


Our special policy provides fullest 
protection at a price that will in- 
terest you. 


Write now for particulars 
Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 


The city of 141 diversified industries 99% of which are 
locajly owned 
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bn wereld Y Banrvon Comp any 


Providen ce Re I 


We take pleasure in’ ANNOUNCNY 
that we have perfected and 
| are now making shipments of 
Cinderella Smoked Clk Cleaner 
UNO Smoked Clb Cleaner 
and Finish 
and 
UNO Sport Shoe Paste Cleaner 


Guerelt Y Barron Company: 


March 29,7922. 











“MADE IN U. S. A.” } 


~.. =», White Shoes Do 
= ' Create a Demand 


For a Preparation 
that will restore 
that.new look to 
Heels and Edges of White 
Shoes by a Simple Application. 











Seow Udeslt, 


SHoe £nGety 






A220 1Phite Moe Sdge 


Brings back the beauty to rubbed heels and 
edges that have become soiled by shelf 
wear or use. Is chemically correct. Dries 
quickly and very hard. Will not powder 
off. One application covers. Equally good 
for rubber, fibre or leather soles and heels. 
No waste whatsoever. 


Sample jar sent to Dealers, on request. White 
enamel caps. Easily removed. Brush in every 
ackage. Retails at 25c. Two Dollars per 
jozen. Postpaid. Twenty-two Dollars per 
Gross. Postpaid. 

Manufactured By 


J. W. JOHNSTON 
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This tomplete line of display fixtures shown in 
our folder No. 5/6. Write us for copy. 


J. R. Palmenberg’s Sons, Inc. 


1852—70 Years—1922 
63-65 West 36th St. 


BOSTON BALTIMORE 


CHICAGO 
24 W. Jackson Bivd. 2% Kingston St. 12 W. Baltimore &. 
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GILCO RETAINERS 


Will Help You 
to Sell Shoes 


by making it easier to fit 
‘ customers. Prevent pumps 

from slipping at the heel 
, even if slightly large. Im- 
part a feeling of snugness and neat appear- 
ance that delights the customer. 


Price $1.75 per dozen pair. 


Colors: Black, White, Tan and Gray. 
Sold for 25 cents everywhere. Ask your jobber for 
them. If he can’t supply you, send us his name. 

We Need a Few Good Side-Line 
Salesmen 


WRITE US FOR CATALOGUE OF 
SHOE STORE SPECIALTIES 


Ec Ne GILBERT 
ilco 


MFG. CO. 
Registered Specialies 





228-36 South Ave. 
Rochester, N. Y. 














pe ae 





2 
% 
. 























One of the first essentrals of good appearance in a shoe store 
interior is a neat, orderly arrangement and perfect alignment of 
the chairs. American Interlocking Shoe Store Chairs are so con- 
structed that through long service they retain these important 
features. They are best adapted to any seating arrangement and 
comfortably accommodate the maximum of customers in the space 
allotted. 
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We take pleasure in ANNOUNCING 


that we have perfected and 
are now making shipments of 
Cinderella Smoked Clk Cleaner 
UNC Smoked blo Cleaner 
and Finish 
and 


UN OQ Sport Shoe Paste Cleaner 


Everett Y Baxvon Company: 


March 25,1922. 
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J. R. Palmenberg’s Sons, Inc. 
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“MADE IN U. S. A.” 


White Shoes Do 
Create a Demand 


For a Preparation 
that will restore 
that.new look to 
Heels and Edges of White 
Shoes by a Simple Application. 
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ASNROw White Shoe Edge 





Brings back the beauty to rubbed heels and 
edges that have become soiled by shelf 
wear or use. Is chemically correct. Dries 
quickly and very hard. Will not powder 
off. One application covers. Equally good 
for rubber, fibre or leather soles and heels. 
No waste whatsoever. 


Sample jar sent to Dealers, on request. White 
enamel caps. Easily removed. Brush in every 
ackage. Retails at 25c. Two Dollars per 
‘ozen. Postpaid. Twenty-two Dollars per 
Gross. Postpaid. 
Manufactured By 


J. W. JOHNSTON 


New Arts a Rochester, N. Y. 














GILCO RETAINERS 


Will Help You 
to Sell Shoes 


by making it easier to fit 
‘customers. Prevent pumps 
from slipping at the heel 
even if slightly large. Im- 
part a feeling of snugness and neat appear- 
ance that delights the customer. 


Price $1.75 per dozen pair. 


Colors: Black, White, Tan and Gray. 
Sold for 25 cents everywhere. Ask your jobber for 
them. If he can’t supply you, send us his name. 

We Need a Few Good Side-Line 
Salesmen 


WRITE US FOR CATALOGUE OF 
SHOE STORE SPECIALTIES 


E. T. GILBERT 
ilco 


MFG. CO. 
Registered Specialies 





228-36 South Ave. 
Rochester, N. Y. 
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Display Fixtures 
that sell shoes 











Above—No. 883, four- 
top table with inter- 
changeable tops. Price, 
in regular finishes, 
$36.50. In Poly- 
chrome, $40.00 






At right, Empire Set 
No. U—tTriple pedes- 
tal and seven stands, 
substantially built, in 
regular finishes, com- 
plete set, $90.60. 
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: of distinctive design 
VE) f fixtures give the store a new 
appearance. For the displays which herald the 


new fashions for spring, new fixtures are espe- 
cially well worth while. 


You still can have your fixtures in time for the 
Easter trim if you order them now from our Cata- 


log T. 
shows many interesting crea- 


THE DECORATORS SUPPLY CO. sions , a Sealey Lesores, 


decorative ornaments in wood, 


2553 ARCHER AVE. CHICAGO aa ener 
Write for it TODAY 
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(Continued from page 110) 
street—a large portion of the first 
floor will be devoted to shoes for men, 
women and children. Mr. S. M. Ber- 
wald is the manager. 


From Savannah to Dallas 


H.R. Shemwell has been appointed 
retail sales manager for the Newark 
Shoe Store at 1611 Main street. Mr. 
Shemwell comes to Dallas from Sa- 
vannah, Georgia, where he was con- 
nected with the above-named company 
in the capacity of manager for more 
than four years—prior to this, he has 
served his firm in various cities, in- 
cluding Little Rock, Detroit and 
Savannah. 


Made Store Manager 


H. H. Copple has recently been pro- 
moted to managership of the Dallas 
Upstairs Shoe Shop. Mr. Coppell 
comes to Dallas from Tulsa, Okla- 
homa, where he was assistant man- 
ager of the Boston Shoe Shop. 


Endicott-Johnson Philadelphia Office 


Moved 
Endicott-Johnson’s sample and 
sales room in Philadelphia has 
been moved from the Forrest 


Building, 119 South Fourth street, to 
64 North Third street. They have 
taken larger space on the ground floor 
at this address. The complete Endi- 
cott-Johnson line is displayed and the 
office is open every day. 


New Shoe Store 


D. L. Harris, Merrill, Wis., will open 
an exclusive men’s shoe store here, 
with shoe department. 

A. J. Rowbottom, Schrecongost 
Building, Dubois, Pa., will open here. 

The Guaranty Shoe Store (Walter 
A. Morris and Alvin L. Koschik), 116 
East Jefferson street, Butler, Pa., will 
open about April 1. 

J. P. Lloyd, 422 East Adams street, 
Chicago, II. 

William Driscoll, Lower Main street, 
Northampten, Mass. 
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Cantilever Shoe Shop, 203 Lehmann 
Building, Peoria, Ill. 

C. M. Stendal (Economy Basement 
Store) Nicollet and Sixth streets, 
Minneapolis, Minn. 

Charles Kilbourne, 924 Nicollet 
street, Minneapolis, Minn., juvenile 
boot shop. 

E. L. Kelton to operate shoe depart- 
ment in Gus Roos Company’s depart- 
ment store in Dallas, Tex. 


Emerson Shoe Company 
Enters Texas 


Factory representatives of the Em- 
erson Shoe Company, of Rockland, 
Mass., recently paid Dallas a visit. 
Our ‘city looked good enough to them 
that they promptly closed a lease on 
the three-story brick building, located 
in the very heart of the retail dis- 
trict, at 1410 Elm street. The lease 
was for ten years—consideration was 
said to be $110,000. 

The Emerson people will carry a 
full and complete line of shoes for 
men, women and boys. They expect 
to have re-modeling completed and be 
ready to open for business the week 
prior to Easter. This is the firm’s 
first venture in Texas; however, it is 
understood that they will soon open 
stores in all the more important cities 
of this State. 


New Shoe Department 


Opened 


E. L. Kelton will operate a men’s 
shoe department in connection with 
the Gus Roos Company, who are mov- 
ing to their spacious new building at 
Elm and Akard streets. This new 
store is modern throughout, and is one 
of the prettiest stores in Texas. The 
new department will feature French, 
Shriner & Urner and C. B. Slater 
lines. Mr. Kelton was secretary of 
the Texas Shoe Retailer’s Association 
during 1919 and 1920. He comes to 
Dallas from Houston, where he was 
associated with Sakowitz Bros. as 
manager and buyer. Prior to this 
connection, he was with Washer Bros. 
in Ft. Worth, for 11 years. Due to 
his past activities, he is perhaps one 
of the best known shoe men in Texas. 
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Style Week Provides Stimulus 


Bargain Sales Are Over and Public Is 
Beginning to Clad Itself in Spring 
Apparel 


ITH Milwaukee retail stores, 
uptown as well as down- 
town, in holiday attire this week, 
and the consciousness of the people 
generally awakened as never before 
to the fact that the time is here when 


spring apparel must be provided, 
there has been a most generous re- 
sponse to the stimulation of Civic 
Style Week, particularly among the 
boot shops of the city. 

From the standpoint of pairs sold, 


143 


this has proved to be one of the best 
weeks for boot and shoe trade in a 
year’s time. At this moment accounts 
have not been cast up, so there is no 
definite basis of comparison with the 
volume stores transacted during the 
Style Week Observance at almost the 
identical period in March, 1921, but 
predictions are that this week will 
run well ahead of last year. 


Active Season Expected 


It is confidently believed that the 
sharp accentuation of interest in the 
spring styles brought about by Civic 
Style’ Week is going to last for some 
time to come. The general economic 
situation in Milwaukee is improving 
steadily, even if slowly. There has 
been a consistent, rise in the sales- 
curve since Jan. 1, leaving out of con- 
sideration the movement of broken 
lots, odds and ends and other special 
offerings made in large quantities in 
the last two and a half months. Still, 
business had less of the snap and go 
which local merchants desired. The 
concerted Style Week effort appar- 
ently has accomplished this result. 


Bargain Sales Are Over? 


‘In the effort to sustain business 
volume, a good many shoe merchants 
in Milwaukee, like elsewhere, carried 
the January clearing sale season far 
afield this year, and up to and past 
March 15 some stores were still talk- 
ing of bargain prices in their win- 
dows and advertisements. This ten- 
dency seems to be overcome and this 
is welcomed by the trade because it 
is believed the consumer has been 
“fed up” on bargains and is glad to 
see a return to the more orderly char- 
acter of merchandising. 


Children’s Style Show Held 


Preceding the Civic Style Week ob- 
servance by the retail merchants of 
Milwaukee, March 20 to 25, with its 
elaborate Atlantic Board Walk Ex- 
position at the Auditorium, the man- 
agement of the Alhambra Theatre, 
Grand Avenue and Fourth Street, 
which is the largest motion picture 
house in the Northwest, staged a not- 
able children’s style show in conjunc- 
tion with its regular performances 
during the week of March 11 to 19. 

This had a distinct appeal inasmuch 
as it was confined to footwear and 
apparel for children, from little tots 
to growing girls. The larger exposi- 
tion following embraced all classes of 
apparel and adornment for women 
and men as well as children. 


Living Models Used 


All of the footwear used by the 
twelve living models which presented 
the Alhambra’s Style Show was fur- 
nished by the Kress Shoe Shop, 553 
Twelfth Street, of which George 
Frantz is proprietor and manager.” 
Although one of the earliest boot 
shops in Milwaukee, it has only in re- 
cent years become one of the princi- 
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pal stores of the city, with a true 
metropolitan character, handling a 
general line for the entire family, the 
merchandise ranging from the med- 
ium-priced to the higher-priced lines. 
It is known now more as a “style 
store” than as a general shoe store. 

The apparel was furnished by 
Stuart’s a new ready-to-wear shop 
opening at 423 Grand Avenue. 

This was the first time a Style 
Show devoted exclusively to children’s 
apparel was conducted in Milwaukee 
under auspices of such a general ap- 
peal as that of the city’s largest 
“movie” house. The attendante was 
very heavy at each of the four daily 
performances, beginning at 2, 4, 7:35 
and 9:35 p.m. Generally at 4 and 
7:35 o’clock there were lines of peo- 
ple extending a block in either direc- 
tion waiting to be admitted. 


A Good Sport Shoe Year 


It looks like a good season for sport 
shoes, although the call for the newer 
novelties of this character may make 
inroads into the volume of business 
in white goods. Last spring and 
summer the sale of white shoes for 
women, while the heaviest yet known, 
did not reach the proportions ex- 
pected, so that if sport goods move 
briskly this year, it will help out 
rather than hinder the situation. 
Spring apparel lines feature the sport 
motif and already a considerable num- 
ber of young women, especially those 
employed in downtown offices and 
stores, are appearing on the streets in 
this class of outerwear. 


Getting Rid of Boots 


The Diamond Boot Shop, 183 Main 
Street, Oshkosh, Wis., recently 
adopted a rather unique method of 
ridding its shelves of high cut “stick: 
ers.” It offered to give away free, 
without any red tape, one pair of 
high shoes to every customer who 
bought a pair of ladies’ or men’s 
shoes, oxfords or pumps. In explan- 
ation it was stated that “We are do- 
ing this as an advertisement for our 
store. The style and quality are good 
in all these shoes, but rather than 
keep them until next fall, we are giv- 
ing them away.” The lot contained 
several hundred pairs. 





To Reorganize Factory 


The Wissota Shoe Co., established 
at 115 Bay Street in Chippewa Falls, 
Wis., about two years ago to make 
ladies’, men’s and boys’ shoes, has 
been acquired by Louis A. DeCaire 
and Henry Barney. S. S. Cameron, 
Louis Flesch and W. M. Keefe, the 
principal stockholders, sold their in- 
terest and are engaging with shoe 
factories elsewhere. Mr. DeCaire be- 


came associated with the Wissota fac- 
tory when it was first opened. The 
new owners will retain the present 
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name and intend to make no change 
in the lines or policies. 


A New Milwaukee Store 


Harry and John Petashnick have 
opened a new general boot and shoe 
store at 967 Third Street, Milwau- 
kee. Both are experienced in mer- 
chandising shoes. Harry Petashnick 
was for many years associated with 
David Weller, 2621 Lisbon Avenue, 
Milwaukee. 


Noted Chemist Speaks 


John Arthur Wilson, research 
chemist of the A. F. Gallun Sons Co., 
Milwaukee and a noted figure in the 
tanning industry of America, ad- 
dressed the Wisconsin section of the 
American Chemical Society at the 
State university in Madison on March 
15, and an intersectional gathering 
of chemists at Northwestern Univers- 
ity in Evanston, Ill, on March 11. 
At Madison Mr. Wilson gave an illus- 
trated lecture on “Through a Tannery 
on the Inside of a Calfskin,” and at 
Evanston he discussed vegetable tan- 
ning methods. 


Enlarges Boot Section 
The Grand Mercantile Co. at 
Dodgeville, Wis., has completed ex- 
tensive improvements in its store 
building which affect particularly the 
boot and shoe section. This is nearly 
doubled in size and has been moved 
to the front of the main floor, where 
it occupies the most prominent loca- 

tion in the entire establishment. 


A New Rubber Company 


The Wright Rubber Products Co., 
organized at Racine, Wis., with $300,- 
000 capital, has started work on a 
factory at Layard Avenue, Forest 
Street and the Chicago & Northwest- 
ern tracks. It will make a general 
line of mechanical rubber goods, spe- 
cializing in rubber tile for flooring 
as well as soles, heels, etc. Clarence 
Wright, a pioneer in the tire and rub- 
ber industry, is head of the new con- 
cern. Some of the most prominent 
business men of Racine and Milwau- 
kee are officers and stockholders. 


Form New Business Club 

Retail merchants in the district 
centering at Twelfth and Walnut and 
Twelfth and Vliet streets have organ- 
ized a new neighborhood business 
men’s club under the name of Uptown 
Milwaukee Association. It is a 
merger of the Vliet Street Commer- 
cial Club and the Twelfth Street Ad- 
vancement Association. S. H. Craft, 
of the Robert Peschke Shoe Store, 944 
Winnebago Street, has been elected 
vice-president. 


Plan New Bag Plant 


The Peerless Traveling Goods Co., 
Mayville, Wis., a large manufacturer 
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of leather bags, etc., has adopted 
plans for a complete new factory 
which will enable it to increase its 
output three to four-fold by mid-sum- 
mer. The present factory will be 
kept intact as a storage and’ ware- 
house to serve the new plant. 


Congress of Business Leaders 


One of the distinct features of the 
annual convention of the Associated 
Advertising Clubs of the World at 
Milwaukee, June 5 to 9, will be a 
conference of presidents and secre- 
taries of national and international 
business organizations. Since the 
convention proper follows the national 
conventions of practically all of the 
various associations of manufactur- 
ers, wholesalers and merchants, the 
executives’ congress is intended as a 
clearing house for plans, aims and 
purposes, to anable strong and close 
co-operation, thereby preventing un- 
necessary duplication of effort. 


Guessing Contest Off 


The Ashland Shoe Store at Ash- 
land, Wis., which recently announced 
a contest with rewards to persons 
guessing nearest to the correct num- 
ber of shoes on hand at the time of 
taking inventory, voluntarily called 
off the event after consulting with 
the district attorney, who suggested 
that it might be. construed as a vio- 
lation of the anti-lottery laws of Wis- 
consin. 


Hub Trustee Appointed 


Frank Keli has been appointed 
trustee of the bankrupt estate of the 
Hub Clothing Co., Sheboygan, Wis., 
dealer in boots and shoes, men’s cloth- 
ing and furnishings. An appraisal 
is being made and later bids will be 


. taken on the stock. 


Pembine Store Sold 


Joseph LaVine, proprietor of Le- 
Vine’s General Store at Pembine, 
Wis., has disposed of the entire busi- 
ness to F. A. Sinkuld, of Armstrong 
Creek, Wis., who has taken charge 
of the active management. The con- 
sideration is given as $13,500. 


Benners Representing J. M. 
Herman 


A. C. Benners, of Birmingham, Ala., 
has been representing the Joseph M. 
Herman Shoe Co. of Boston for two 
years in Alabama, Louisiana, Arkan- 
sas, Mississippi and Tennessee. Mr. 
Benners’ plump and pleasing person- 
ality has won for him many friends 
among the buyers he visits regularly. 
“Big Ben” writes that selling is rap- 
idly getting better in the South and 
that he looks for some interesting de- 
velopments during the next two 
months. 
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ST. LOUIS 


Slight Business Increase Noted 


Brisk Demand for Sports Shoes in Smoked 
Horse and Elk Effects—Patent Still 
Supreme in the Call 


RACTICALLY all stores re- 

port an increase in the volume 
of sales this week over the previous 
one. The stores seem to be having 
more activity and the Saturday sell- 
ing was enthusiastic. While the rain 
which fell during the middle of the 
week interfered, to some extent, with 
the boom of the early part, the later 
end proved good in point of sales and 
bolstered up the average. 

Saturday especially found the re- 
tail shoe merchants highly optimistic 
‘in their predictions that business 
would continue to go forward ener- 
getically from this period on. Some 
say that it hinges on the weather 
conditions, while others frankly be- 
lieve that business will be forthcom- 
ing regardless of the elements. 

Patent leather undoubtedly reigns 
supreme in shoedom. The fair sex 
continue to show their strong prefer- 
ence for this particular leather. The 
two leading patterns receiving the 
greatest ‘prestige are the lace oxfords 
and the low heel broad one strap. 
‘These types are not only being sought 
enthusiastically in patent leather, but 
in tan calf as well. The broad one- 
strap is being shown three or four 
ways. Patent, satin, calf skin, and 
of course later it will also be the 
vogue in the white fabrics and leath- 
ers. Tan calf, lace oxfords, as one re- 
tail shoe merchant expressed it are the 
coffee and sugar commodity of the re- 
tail shoe business. One of the largest 
stores here stated that at least fifty 
per cent of the day’s business would 
be in tan calf lace oxfords and the 
remaining fifty per cent would be in 
novelties, with at least thirty per cent 
of the last fifty favoring patent 
leather. The rest would be divided 
between satin and sports shoes. Next 
to patent satin is probably the best 
bet. A great many pairs are observed 
on the streets, especially in the low 
heeled types. Fancy straps are being 
bought for dress and evening wear, 
especially in the cut-out patterns. 


Suede and Patent Third 


Combination patent and gray suede 
is usually placed third by retailers. 
So far this vogue has not had the 
prestige that was attributed to its 
popularity earlier in the season. Its 
demand has been showing slight in- 
creases in sales each week but noth- 
ing of unusual note. 

Sports shoes in the smoked horse 
and smoked elk variety have gained 
extensively in popularity during the 
past week. Some stores have found 
them so good that they are playing 


them strong in the daily advertising. 
Those who are fortunate enough to 
have their stocks in on these patterns 
are enjoying big sales. Most of the 
shoe retailers played this style for a 
little later in the season. The prin- 
cipal styles sold are those with calf 
apron effects, some with and without 
tips. The all rubber bottom is in high 
favor with those purchasing sports 
shoes. 
Men’s Business Better 


The men’s business has not taken 


a backward step in a good many 
weeks. The climb upward is slow but 
there’s never a backward indication. 
Business during the past week, par- 
ticularly in oxfords has been good, 
and in a majority of stores better 
than the week previous. Tan calf is 
the big choice of the men, but definite 
indications point to an increase in 
black shoes as well. In one store 
serving a great many male customers 
the sales for February averaged 
thirty per cent black shoes. The con- 
servative patterns are preferred and 
the broad toes have a satisfactory 
appeal to a majority of buyers. Pat- 
ent leather oxfords continue to be 
bought in good quantities. One store 
that bought fifteen hundred pair on a 
repeat order disposed of the first or- 
der of a thousand pairs within one 
month’s time. 


Lennihan Addresses 
Merchants 


The monthly meeting of the St. Louis 
Shoe Retailers Association was held 
March 9 at the City Club and had for 
its principal speaker Richard Lenni- 
han, assistant director of the Har- 
vard Bureau of Business Research. 
President Ames presided at his last 
meeting, as new officers were elected 
on the same evening. The Manufac- 
turers’ Association were present in 
good’ numbers. Practically all the 
big general line houses had four or 
five representatives present. The di- 
rectors of the Associated Retailers 
were also invited by the Retailers 
Association. 

Horace Swope, of the Swope Shoe 
Company, introduced the speaker of 
the evening. Swope outlined the ad- 
vantages retail merchants would de- 
rive in sending their yearly statement 
to the bureau for analysis. He as- 
sured with emphasis that all reports 
were held inviolate and no one. need 
have fear of his figures becoming 
known to anyone. Swope stated that 
his firm had been sending their fig- 
ures to the bureau since its inception. 
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He then introduced Lennihan. Len- 
nihan described the bureau, its crea- 
tion and how it functions. He 
stressed the necessity of merchants 
to co-operating with the bureau, so 
that more definite data would be 
available for each particular section 
of the country. The great aid the 
bureau proved to be in preparing in- 
come tax returns from the reports 
which they prepared from the mer- 
chants’ annual statement, should be 
one inducement to send in the annual 
statement. 

Lennihan stated that on the reports 
so far received for 1921 from retail- 
ers, the majority had written their 
profits in red ink, The stock-keeping 
system, turnover and many details of 
accounting were all developed during 
his address. He urged all retailers 
send their annual statement, which 
would be returned with suggestions 
for business betterment, if the report 
indicated this need. No charge was 
made for this work. In addition 
many valuable bulletins were sent to 
all co-operators as well as form 
sheets which were sold at actual cost 
of production, no charge being made 
by the bureau for its efforts in work- 
ing out these charts and business 
forms. The new officers elected were 
A: W. Lutz, president; J. Poelka, first 
vice-president; H. Zuckweiler, second 
vice-president; Geo. E. Gayou, secre- 
tary; J. A, Hutcheson, treasurer; R. 
Slade, sergeant-at-arms. The three 
new directors elected were S. Weiss, 
Al. Bastian, and J. Weber. 


Geo. W. Brown Left Big 
Estate 


Personal property with a total par 
value of $4,359,555 consisting princi- 
pally of stocks, is. itemized in the in- 
ventory of the estate of the late 
George Warren Brown, founder of 
the Brown Shoe Company, who died 
in Tucson, Ariz., on Dec. 13. The in- 
ventory was filed this week in the 
probate court. By the provisions of 
the will filed Dec. 22, Brown left one- 


half of his estate to his widow, Mrs. 


Betty Brown, 1000 shares of the com- 
mon stock of the Brown Shoe Com- 
pany to an adopted son, Wilbur 
George Brown, and the remainder. to 
benevolent and educational purposes. 
The Y. M. C. A. was bequeathed 
$300,000 as part of a fund for the 
construction of a downtown building. 


J. S. Barrie With Juvenile 
Shoe Corporation 


J. S. Barrie, sales and advertising 
manager of the James Clark Leather 
Company, has resigned, to accept a 
position with the Juvenile Shoe Cor- 
poration of Carthage, Mo. Barrie 
has been connected with the James 
Clark Leather Company for the past 
ten years, and is well known through- 
out the trade. 











Buyers’ Easy Reference Directory 





Wood Sole 
Boots and Shoes 
Full Oil Grain Leath- 


Riemer’s Steel 
Rims for Sole 
and Heel ... 


A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U. S. A. 
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GREELEY’S BOUDOIRS 


Quality and Prompt Deliveries 


Sells Our Goods and 
Builds Our Trade. 


Send for Samples 
and Prices 
Black—Red 
Havana Brown 
Blue 
Pink 


A. W. GREELEY “ prcnch factory Newton 











_—seeerrrrfrfrfreerfrTgrtgtttrrne*® 





Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 


Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 











BLOODED-STOCK 


lf you were begins a horse and he was just a horse you 
would have to take for granted the things the owner said, 
ond ae wait for experience to show if he had spoken the 
truth. 


But if you bought a horse of blooded-stock that had a 
edigree, you would not need to take the man's word for it. 
The digree would show his ancestry and race and give you 
an idea of the animal's capacity for speed and endurance. 


It's the same in buying age | space. Some publica- 
tions sell “just a horse” and you have to‘take their cir- 
culation statement with a pinch of salt. 


The Boot & Shoe Recorder is blooded-stock. An A B C 
statement is the pedigree that tells you what to expect in 
the way of speed and endurance. 


Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 








THE THREAD YOU WILL 
EVENTUALLY USE 


Meyer’s Strong, Smooth, Elastic Thread is neces- 
sary for good shoemaking. Every day you do 
without it, you miss the saving and satisfaction 
following its use. In factory and repair depart- 
ment Meyer’s Thread proves superior. Samples 
to try on any class of work. Don’t let distance 
a ordering. We serve the markets of the 
or’ 


JOHN C. MEYER THREAD Co. 


THE LOWELL THREAD MILLS 
LOWELL, MASS. 





No. 32217 Basket filled with 
te each $.75, per dozen 


Write for my SPRING CAT- 
ALOGUE No. 32 containing 
illustrations in colors of 


61 Barclay Street 
New York, N. Y. 




























APPROVED BY 
MEDICAL MEN 







for immediate action. 


BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 









Retails, $2, $3.50 
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F’. W. Stanton 
in Ring 
First National Secretary and 


Past President of South- 
ern Travelers 


W. STANTON, Past Presi- 
e dent of the Southern Shoe 
Travelers’ Association, and for ten 
years Secretary of the National Shoe 
Travelers’ Association, is now on his 
way to the Southland. “Fred” is. one 
of the most popular members of the 
shoe traveling fraternity, and many 
a brother traveler has been assisted 
in securing just the right affiliation 
through his good offices. He is a firm 
believer in association work and was 
one of the strong builders of the N. S. 
T. A. since its formation July 1, 1911. 
He was the first secretary of the Na- 
tional, and has seen that body grow 
from an unorganized group to, first, 
a very small body, struggling against 
a lack of funds and lack of interest, 
and now to a large and very influen- 
tial organization of over 3500 mem- 
bers, who may be justly proud of some 
worth-while achievements. 


Forty-Two Years on Road 


Mr. Stanton retired from office in 
January 1921, after a decade of faith- 
ful service to the boys on the road, 
and is now devoting his entire time 
to the boosting of the lines of Johnson 
Bros. Shoe Co. of Hallowell, Maine, 
and that of Keith & Pratt of Middle- 
boro, Mass. He can truly qualify as 
a veteran traveler with a road ex- 
perience of forty-two years to his 
credit—and all of that time he has 
sold shoes in the South. His territory 
covers the entire South and South- 
west, including Texas and Arkansas, 
with the exception of Florida. He 
started his career as shoe ambassador 
in 1880, with the old Hathaway, Soule 
& Harrington line, and was the first 
man to carry a line of men’s Goodyear 
welt shoes to the Southern shoe stores. 

“When I first went South,” remin- 


a 
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isced Mr. Stanton, “they thought that 
Yankee-made shoes would not fit 
Southern feet, and this attitude was 
one of the great difficulties which I 
had to overcome. 

“At that time there were hardly 
any towns over 18,000 population, 
with the exception of New Orleans; 
they were simply over-grown coun- 
try places. The development through 








ALLEN V. HOLBROOK, Jr. 


Son of “Al” Holbrook of Columbus, 

Ohio, who is covering Ohio, Pittsburgh 

and "surrounding territory for Alden, 

Walker @ Wilde, Inc., East Weymouth, 

Mass. Mr. Holbrook’s headquarters are 
in Columbus, Ohio 








my territory has been most marvel- 
ous. Many towns which were insigni- 
ficant have become important com- 
mercial centers, especially Atlanta and 
Dallas, which to my mind are two of 
the most wonderfully progressive 
towns in the country. 


Big Hotel Growth 
“In those days, there were only two 
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or three first class hotels in the South. 
This was largely due to the fact that 
there were practically no tourists and 
very few traveling men. I remember 
that a group of us got together one 
day and made a tabulation of the lines 
in the South. We discovered that 
there were just forty-six lines. Those 
figures looked big to us then, but we 
never dreamed of the present condi- 
tions, when, for instance, in Dallas 
alone on one of my recent trips there 
were sixty-six men, whom I knew, 
all representing Northern or Western 
factories, and there might have been 
even others of whom I did not know. 

“The few hotels which were in ex- 
istence were patronized very largely 
by traveling men, and as the travel- 
ers’ visits increased and business in- 
creased, hotels began to spring up as 
if by magic. They are now very nu- 
merous and strictly first class in every 
respect, 


The Famous Kimball House 


“The Kimball House in the early 
80’s was a great rendezvous, partic- 
ularly for Georgia people. Their six 
o’clock dinners were famous—the 
ladies and gentlemen attending these 
dinners all wore full evening dress. 
It was facetiously said at that time 
that any fellow of good family could 
marry any girl in Georgia if he would 
promise to take her to the Kimball 
House in Atlanta on their wedding 
trip. At this famous hostelry their 
best rooms were only $3.50 a day on 
the American plan, The meals here 
were sumptuous. 


At $3.00 Per—With Claret 


“But it must not be thought that 
this was the only place in the South 
where they knew how to cook well, 
for in New Orleans there were some 
famous French chefs, although the 
the food was a bit different from that 
to which Northerners were accus- 
tomed. I often stopped at a little 
restaurant in New Orleans where they 
had accommodations for a few trav- 
eling men, and here everything was 
provided in the way of food that was 
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on the market, such as pompano, quail, 
several varieties of duck and claret 
into the bargain—and all for $3.00 a 
day. 

When Cowboys “Shot Up” Fort Worth 


“One of the interesting incidents of 
my first visits to Fort Worth were 
holiday celebrations. Christmas was 
a day of especially striking manifes- 
tations. On that day all the stores 
were closed and the keys of the town 
delivered to the cowboys, who reigned 
supreme. The folks who did not want 
excitement stayed strictly inside, and 
the cowboys, mounted on their ponies, 
rode madly through the streets, cut- 
ting up all sorts of wild pranks and 
having a hilarious time ‘shooting-up’ 
the town. 

“In the old days there was only 
one sleeper on the Houston & Texas 
Central Railroad, and this went from 
Houston to Dallas. On the Southern 
Pacific there were a few sleepers, but 
altogether it was very hard travel- 
ing. Within a year or two after I 
started out, I saw a great many new 
lines of railroad open, and I was for- 
tunate enough to come South just 
late enough to escape the stage coach 
days of transportation and other in- 
convenient methods of transportation 
which men who came just a few 
years before me were often obliged 
to adopt. 


Through the Picturesque Bayous 


“However, I traveled South before 
the levees of the Mississippi were 
completed or carried out to their pres- 
ent extent, and very often in the 
spring there were serious washouts. 
The surrounding country would be 
flooded and much inconvenience would 
result. Many a time I was obliged 
to take a boat and make my way 
through the bayous of Louisiana, and 
instead of going from Morgan City 
to New Orleans, the boat would wend 
its way through a lot of very pictur- 
esque bayous, up across the Missis- 
sippi to Baton Rouge and then down 
the river. In the early 80’s the Yazoo 
& Mississippi Valley Road was not 
constructed from Baton Rouge. 


On the Mississippi Boat 


“My old trips to Natchez, Green- 
ville and Vicksburg were very inter- 
esting, Boats at that time were pat- 
ronized almost exclusively by the elite. 
It was really the event of the season 
to take a trip on one of these boats. 
The ladies all dressed for dinner, and 
the boats were very elaborately fitted 
to suit their fashionable passengers. 
It was quite an occasion to make that 
trip up and down the Mississippi. A 
famous old boat, one of the first side 
wheelers, was called ‘The S. S. White.’ 


Quick Versus Slow Methods 


“Many very delightful friendships 
were formed in the old days of busi- 
ness negotiating. At the present time 
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it is more often simply an exchange 
of courtesies. My trips are now from 
eleven to twelve weeks long, but for- 
merly it was almost a continuous 
round. You could start in at Texas 
and were always in time with spring 
merchandise by the time you arrived 
in Virginia. To-day, after the trade 
commences to buy in one place, they 
are about ready to buy in another 
place, so all business must be trans- 
acted in a comparatively short time, 
and it is necessary to shorten trips. 
To-day it is quick business. In for- 
mer times a customer was really in- 
sulted if you did not spend a day or 
two visiting with him, It was almost 
an unheard of thing to get business 
the first day you arrived in a town. 








CHARLES F. MAXWELL 
Who covers the Central West, 
Southwest and Northwest for the 


Hurley Shoe Co. a Reynolds, 

Drake & Gabell Co.; the author 

of a bill before the Massachu- 

setts legislature requiring hotels 
to post rates 








Personal interest was far greater than 
it is now, and business methods very 
much slower; but nowadays the South- 
erner wants to do business just as 
quickly as the Northerner. 


“Men’s Business Improving 


“The Southern women of 1922 are 
taking kindly to the sports .shoe 
proposition and to the fancy ‘san- 
dals for evening wear. And as to 
the men’s shoe business, I received 
a letter the other day from an 
Atlanta retail shoe merchant which 
was very encouraging and in which 
he stated that he had sold more 
pairs of men’s shoes the past season 
than he did a year ago, and that the 
dollars and cents units were nearly as 
much. I also had two or three letters 
from Texas, and while they were quite 
non-committal, yet it seemed as 
though they were a little more favor- 
able than previous letters I had re- 
ceived from that souree. Their con- 
tents conveyed the idea to me that 
in the near future men’s business 
would be much better.” 
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Maxwell Talks Hotel Rate 
Posting 

Charles F. Maxwell of Arlington, 
Mass., is the author of a bill requiring 
hotels to post plainly on the doors. 
of all their rooms their rates. for 
these rooms. He recently appeared 
before the Legal Affairs Committee 
of the legislature and made a very 
clear presentation of his case. 

Mr. Maxwell covers the Central 
West, Southwest and Northwest for 
the Hurley Shoe Co. and Reynolds, 
Drake & Gabell Co., and on March 16, 
just before starting on his trip, with 
Steubenville, Ohio, as his first stop, 
had a little chat with the RECORDER 
representative, to whom he gave the 
idea back of this bit of legislation. 

“The thought came to me,” said Mr. 
Maxwell, “first because it seems to- 
me a sensible plan and, secondly, be- 
cause you will find this law already 
in good working order in the states 
of Ohio, Iowa, Wisconsin, Louisiana. 
and Indiana—also in various hotels 
of other States where a law to this 
effect has not been passed. The plan 
has been recommended; a great many 
of the New York State hotels have. 
adopted this policy. I find that 
it has also been adopted at the 
Statler, St. Louis, at the Wendell 
of Pittsfield, Mass., the Onondaga 
at Syracuse. In fact, it is being 
adopted by all leading hotels as a 
protection to themselves. The man- 
ager of the Havlin Hotel at Cincin- 
nati writes that since the law went 
into effect and he has posted rates, he 
has been relieved of a great source 
of annoyance and trouble. I want. 
Massachusetts to keep abreast with 
the legislation that is being enacted 
in other States for the benefit of the: 
people. 





‘ Three Good Reasons 


“The reasons I asked for this legis- 
lation in Massachusetts are three, al- 
though there are fifty that I could 
mention. These three, as I sub- 
mitted them to the Massachusetts 
Committee are (1) for protection 
to the people of Massachusetts, re- 
gardless of whether they are travel- 
ing men or men or women who travel; 
(2) for the protection of people who 
are not residents of Massachusetts, 
and who at the time are strangers 
within our gates, and under the same 
conditions exactly; (3) for the pro- 
tection of the hotel people themselves. 

“IT will amplify my reasons as fol- 
lows: Some time ago a lady came 
into the South Station and went to 
one of the hotels in Boston late at 
night. She was a woman uwunaccus- 
tomed to traveling. She asked for a 
room at a certain hotel and received’ 
the accommodation. In the morning 
she went to the desk and inquired the 
price of the room. She was told that. 
the price was $5.00. This price was 
more than she should have paid and 
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more than she really could afford to 
pay. Moreover, the real rate of that 
room was only $3.00. The question 
is who received the $2.00? Had there 
been a card posted on the door of 
the room, stating the price of this 
room, whether it were $3.00 or $5.00, 
the woman would have been given 
the opportunity to read the rates and 
could have gone down to the office 
and asked for a cheaper room, or 
else have gone to another hotel. But 
without a posting of rates, there was 
nothing for her to do but to pay the 
rates asked, and as she felt that she 
was overcharged, she went away ‘a 
dissatisfied customer,’ and of course 
has made up her mind that she will 
never go to that hotel again. 

“The cost to the hotel for printing 
and posting these notices is but a 
trifle, and the posting of these rates 
makes a bonafide and existing con- 
tract between the hotel man and the 
guest. 


“Smoke Screen” Testimony 


“Opposition came only from two 
persons — one man who appeared 
against it claimed that he spoke in 
the interests of the New England 
Hotel Men’s Association, but was not 
a representative of the hotel inter- 
ests of New England. This man was 
the manager of a boarding house on 
River Bank Court. The other man 
who appeared opposing the bill was 
the manager of the Vendome—both 
family hotels. The objections raised 
were very weak and kept away en- 
tirely from the point at issue. One of 
the opposition said that he saw no 
objection to the law, if it were to be- 
come a law. The entire opposing 
testimony was much in the nature of 
a smoke screen to hide the view of 
the main issue from the committee.” 

Mr. Maxwell expressed himself as 
being very hopeful in regard to the 
passage of the bill. He said that, 
while the proponent of a measure 
must always consider that he is speak- 
ing before a presumably antagonistic 
committee, who must hear both sides 
of the question, he feels that the 
publicity which he is giving to the 
matter will be beneficial in calling the 
public’s attention to some of the 
abuses that prevail and hopes that this 
agitation will go on until every state 
in the Union makes the posting of 
hotel rates a law. 

Mr. Maxwell will be away from Bos- 
ton for three months, covering the 
great Central West and Southwest and 
then on to Kansas and Nebraska and 
into the Northwest. 





Chicago Travelers Active 


At a recent meeting of the Chicago 
Shoe Travelers’ Association, the fol- 
lowing resolution was made: 

“Resolved: that Article 2 Section 1 
of the By-Laws of the Shoe Travel- 
ers’ Association of Chicago be 
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amended by striking out the last 
paragraph, which reads: 

“*The sum of Two Hundred Dollars 
be paid out of the funds of the Asso- 
ciation to the nearest kin of a de- 
ceased member in good standing.’ ” 

After thought and discussion it was 
decided by vote to continue the prac- 
tice of giving $200.00 at the time of 
death of a member to his nearest kin. 

On January 23 the United States 
Senate passed Senate Bill No. 848, in- 
structing the Interstate Commerce 
Commission to order interchangeable 
tickets at a just and reasonable rate. 
This bill being now before Congress, 
it has been suggested that every mem- 
ber of the Shoe Travelers’ Associa- 
tion of Chicago write a personal letter 
to their Congressmen urging them to 
act favorably on this bill. 


John H. Cross General Manager 
of Plant Bros & Co. 


MANCHESTER, N. H.—Plant Broth- 
ers & Co. announce the appointment 
as general manager of John H. Cross. 
Mr. Cross, who is well known in the 
trade, has been for the last four years 
president of Mrs. A. R. King, Inc., of 





JOHN H. CROSS 
Newly appointed general manager of 
Plant Bros. & Co 


Philadelphia.. He will bring to his” 


present connection an active experi- 
ence of many years with women’s 
specialty footwear, more in line with 
the Plant product. 


Becker Had Narrow Escape 


Fred Becker, representing the 
John Ebherts Shoe Co. of Buffalo and 
a former president of the Buffalo Re- 
tail Shoe Dealers Association, had a 
narrow escape from serious injury in 
an auto smash-up recently. As he 
was turning into his home one evening 


‘was the sole topic. 
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another car collided with his, Mr. 
Becker being painfully cut about the 
face by flying glass. He has recov- 
ered from the effects of his experi- 
ence now, and is on his annual trip 
to the Pacific Coast. 


John Desmond’s Death a Shock 


The sudden death a fortnight ago 
of John Desmond, representative of 
the Bedford Shoe Co., came as a shock 
to his many friends among the travel- 
ing salesmen and retail merchants in 
Western New York.’ He was a vet- 
eran among the travelers and a bach- 
elor. When he first felt ill, he went 
to stay with his nephew at Rochester, 
where he passed away three days 
after his arrival. 


Elmer Fuller, traveling out of Min- 
neapolis, has taken M. A. Packard 
Co.’s line for the Northwest this year. 

B. M. Jones, formerly representing 
Rice-Hutchins, is on the road this 
year in the Northwest with sample 
cases of Dugan-Hudson’s line. 

J. Weil, formerly city salesman in 
Chicago, has been transferred to Min- 
neapolis to cover the Twin Cities, Du- 
luth and Southern Minnesota for 
Hamton Shoe Co. 

J. F. Gillespie, known probably to 
half the shoe men in the Northwest, 
has resigned his place with Geo. E. 
Brett’s of Mankato, on account of ill 
health. 

Herbert Bram, formerly with the 
shoe department of Daytons is doing 
the Northwest for Consolidated Shoe 
Co. of Boston. 


Johansen Bros. Successful 
Sales Conference. 


What was termed by Sales-Manager 
Strayer as one of the most successful 
sales conferences ever held by Johan- 
sen Bros. Shoe Co. was completed 
after a four days’ meeting which 
ended March 4. The first day’s meet- 
ing was devoted to general instruc- 
tions on the new line, which discussion 
was led by Mr. Strayer. The second 
day the “Feeture Arch” Shoe, the arch 
support shoe put out by the company, 
The new arch 
support was designed and patented by 
Will Sechler, a retail shoe merchant 
of Fort Scott, Kansas. C. Heinz, of 
the Wizard Foot Appliance Co., ad- 
dressed the salesmen on foot anat- 
omy. 

John Fialka and Edward Ruthsatz, - 
factory superintendent, talked on fac- 
tory conditions and manufacturing 
problems on the third day. 

The conference terminated with a 
banquet at the Statler Hotel, at which 
Harry Johansen was the principal 
speaker, Each salesman made a brief 
talk on:a subject assigned to him 
by Sales Manager Strayer. 
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Northwestern Travelers’ New 
Quarters 


The members of the Northwestern 
Shoe Travelers’ Association gave their 
old quarters in the Boston block, Min- 
neapolis, a farewell party ‘early in 
March just before moving into their 
new and capacious clubrooms in the 
first basement of Loeb Arcade, at 
Hennepin and Fifth Streets, Minneap- 
olis. More than 60 members were 
out to attend “the parting of the 
ways” affair, and a good time was 
had by all. 

The association is now located at 
i‘s new quarters, and the boys are 
feeling the good effects of more elbow 
room. Big numbers of them congre- 
gate there every afternoon, the crowds 
rather increasing as the time draws 
near for most of them to get out for 
the spring rustle among the trade. 
More than a dozen tables have been 
set up, and the travelers while away 
the time at cards. 


Northwestern’s New Officers 


The officers of the Northwestern as- 
sociation recently elected are Ross 
Bates, president; D. P. O’Connell, 
vice-president; E. A. Bailey, secretary 
and treasurer. The membership con- 
sists of the men on the road for foot- 
wear houses living in Minnesota, Wis- 
consin, the Dakotas and Montana. At 
present there are about 200 members. 
By the time tnis is printed, the boys 
will have had their house-warming 
party at the new quarters, plans for 
which were going forward rapidly 
when written. The new quarters with 
the new shoe exchange sample rooms 
are bound to be the rendezvous of 
footwear men of the Northwest to a 
far greater degree than the old ones 
ever were. 
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Commonwealth's Big Con- 
vention 

The salesmen representing the 

Commonwealth Shoe & Leather Co. 

have been in convention with the sales 











P. F. SCHMIDT 
Formerly with Kunstman Shoe Co., 45 
South Wells Street, Chicago, has taken 
over the line of the Bradford Shoe Co. 
of Columbus, Ohio, misses’ and chil- 
dren’s and growing giris’ welts and 
turns, also women’s shoes. Mr. Schmidt 
is much enthused over this medium- 
priced line of fancy footwear 








and factory executives all of the week 
of March 6, Starting bright and early 
on Monday morning, the meeting was 
devoted to the discussion of general 
business conditions. The president of 





March 25, 1922 


the company, C. H. Jones, sketched 


briefly the development which had 


taken place in the past two years, 
since the company started on its pol- 
icy of retrenchment for itself and its 
customers in January, 1920. It was 
the consensus of opinion that the pol- 
icy of “going carefully” which has 
been rigidly followed for the past two 
years has resulted in the least pos- 
sible losses during the period of liqui- 
dation through which all trade has 
just passed. 

The problems which the retail shoe 
merchants—the firm’s customers—are 
to-day facing was the subject for 
Tuesday morning’s discussion. The 
Commonweaith company and its rep- 
resentatives lay much of their success 
to the keen and intelligent interest 
which they take at all times in the 
welfare and progress of the merchant 
who handles their goods. The prob- 
lems which face the merchant in a 
period of lower prices and lesser buy- 
ing power were thoroughly gone over, 
and ways and means of decreasing 
the outgo commensurate with the 
decrease of income were widely dis- 
cussed. Definite and constructive sug- 
gestions for both salesmen and mer- 
chants were developed. 

On Tuesday afternoon, March 7, the 
force listened to a most instructive 
discussion led by W. I. Lewis, ac- 
countant, Boston. The necessity of 
having the facts regarding the status 
of even the most simple retail busi- 
necces was emphasized, and means 
of making these facts of profit in 
daily operation were discussed as they 
apply to shoe retailing to-day. 


Advertising Problems Discussed 


Wednesday morning began the con- 
sideration of advertising problems, led 
by the firm’s sales manager, W. A. 





Banquet of Johansen Bros. Shoe Co., St. Lowis, Mo., sales force, given Thursday night, March 2, at Statler Hotel, the final meeting of @ 
three-day sales conference 
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Taylor. Special stress was laid on 
specialties manufactured by the com- 
pany, in both golf and sport shoes. 
The new “Canny Grip” golf shoe and 
plans for publicity through golf clubs 
and experts in the game were dis- 
cussed, and an aggressive campaign 
on this shoe was developed. 

The Pli-Arch shoe, recently launched 








“The Gentleman from 
Indiana” 


Ross T. Bowman, who hails from 
Richmond, Ind., will travel West Vir- 
ginia and Kentucky this season with 
“Constant Comfort” line. “Ross” has 
been traveling this territory for 
many years and knows the trade like 
a book. He also knows the Comfort 
shoe line from every angle and is en- 
thusiastic about these Ault-William- 





_ROSS T. BOWMAN 
Who travels West Virginia and 
Kentucky for Ault-Williamson Co., 
Auburn, Me. 


son Co. shges from Auburn, Me. For 
some time he was associated with 
both Mr. Ault and Mr. Williamson in 
the selling force of Lunn & Sweet Co. 
His friends are many and they will 
be glad again to welcome “The Gen- 
tleman from Indiana.” 





so successfully, was given an added 
impetus, and more extensive plans for 
merchandising and advertising this 
specialty were made by the factory 
and sales executives. 

Thursday and Friday were spent in 
detailed discussion of the new sample 
lines, and the selling force closed the 
week’s work in the unanimous feel- 
ing that with the weapons in hand 
and the favorable prices, a successful 
season of sales and manufacturing is 
assured, 

A Banner Banquet 

The salesmen and factory and sales 
executives sat down to the annual din- 
ner at Young’s Hotel, Boston, Friday 
evening, March 10. 


The majority of the salesmen are 
now in their territories. The line-up 
of Commonwealth hustlers is as fol- 
lows: : 

List of Commonwealth Men 

Donald Brien and W. C. Brien, 
Pennsylvania and West Virginia; Ir- 
ving M. Butt, Greater New York; G. 
W. Butterworth, Pacific Coast; A. A. 
Chapman, Rocky Mountain States; J. 
B. Clark, Arkansas and Missouri; C. 
M. Darrah, Northern Ohio; W. H. 
Davis, North and South Carolina and 


‘Northern Georgia; L. F. Eastman, 


Illinois; W. F. Elliott, Kansas and 
Oklahoma; Fred Faulkner, Kentucky 
and West Virginia; Geo. Faulkner, 
Alabama, Mississippi, Kentucky and 
Tennessee; John Ford, Northern New 
England; Charles Jordan, New York 
State; Gilbert H. Lyte, Michigan and 
Wisconsin; Alfred Laren, Northwest; 
C. J. Monson, Nebraska and Iowa; 
Phil Murkland, Indiana; J. E. O’Brien, 
larger cities of the South; R. F. Pol- 
son, Southern Ohio; John Roedder, 
large cities of the Middle West; Frank 
Rowbotham, Massachusetts, Rhode Is- 
land and Eastern Connecticut; Simon 
Ruwitch, Illinois, Michigan, Wiscon- 
sin, Minnesota and Iowa; J. C. Trainer, 
Eastern Pennsylvania, New Jersey 
and Maryland; R. G. Whelden, Con- 
necticut, New York and New Jersey; 
A. Wolforth, Maryland, North Caro- 
lina and Virginia; J. C. Wilkins, 
Texas; W. D. Wilson, Louisiana and 
Mississippi. 


A Stimulating Sales Letter 


The McElroy-Sloan sent out its last 
weekly letter of this season on March 
9. This letter reads as follows: 

“It seems that the men who were 
in the front rank at the beginning 
of the season are around the top at 
the end. F. Doll leads off with $10,- 
000 worth of orders. This shows that 
Cuba is taking a substantial come- 
back, as Mr. Doll is too good a sales- 
man to take orders from accounts 
that are not in good financial condi- 
tion. Cuba is a wonderful country. 
It has great vitality, and we would 
not be surprised to see Cuba again 
showing the great prosperity that she 
once did. ‘Dig Diligently Lynch’ is 2. 
Lynch has certainly been doing well 
during the past year. He was raised 
up under a banner which read ‘Work 
will win.’ This is the slogan of one 
of our competitors, originated by a 
man whom all St. Louis shoe men 
should be willing to take a lesson 
from, as probably every man in 
the shoe business on Washington Ave- 
nue to-day is indirectly responsible 
to the originator of this’ phrase for 
his job, as the originator of this 
phrase was undoubtedly the originator 
of the St. Louis plan of doing shoe 
business. Dave Lynch has not for- 
gotten his early training. ‘Work will 
win,’ which is another version of our 
own slogan, ‘There is no substitute 
for work.’ 
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SLOGAN 


**All for One, One for All!” 


in the Shoe Industry, Means 
Better Business, the Bet- 
ter It Is Observed. 


Have you ever thought about the 
hide-puller or the linen thread weaver 
and their relation to your success in 
the shoe business? Did it ever occur 
to you that the workmanship of the 
man who puts hides in the tanning 
drum may make or lose customers for 
you? In short, aren’t we all working 
to please Bill Smith or Mary Jones 
who buy shoes at your store? 


The day of the fellow who stayed in 
his “own little back yard” of the shoe 
business is gone. Co-operation of 
manufacturer, jobber, retailer and 
salesman in the shoe and leather field 
has been tried and found successful. 
It means better shoes—better service, 
and that’s what we’re all giving now- 
adays if we are getting our share of 
1922 business. 


Do you take full advantage of this 
co-operation? Do you know whether 
the soles on your shoes are the “Rock 
Oak” brand or “just sole leather”? 
You are missing one of your best sell- 
ing, points if you don’t. 


Know your shoes. Insist on “Rock 
Oak” soles on the shoes you sell. Tell 
Bill Smith about the wonderful wear- 
ing qualities of “Rock Oak” sole 
leather over four decades. You will 
find yourself selling more shoes. You 
will hear customers insisting on 
“Rock Oak” soles also. 


Your manufacturer will co-operate 
with you. We will co-operate with 
you. Write to any of our sales offices 
for samples of “Rock Oak” sole 
leather. 


Rock Cak” 


‘Trade Mark Reg, U. 8. Pat. Of. 


THE AMERICAN OAK 
LEATHER CO. 
Cincinnati, O. 


Chicago, Ill. Boston, Mass. St. Louis, Mo. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 


yer vine iit, \etc \ite Wil, LET 


FAILURES 


Boston—The Allen Shoe Co., wholesale 
shoes, reported affairs in hands of 
attorney and meeting of creditors 
called. 

Haverhill, Mass.—Marquette & Co., cut 
sole manufacturers, reported assets 
approximately $54,000, indebtedness 
approximately $34,000, also $21,000 in 
notes due. Involuntary petition filed. 

Brockton, Mass.—Progress Shoe Mfg. Co., 
shoe manufacturers, reported invol- 
untary bankruptcy. 

Oakland, Cal.—J. M, Samuels, shoes, re- 
ported in hands of Board of Trade 
asking extension. 

Plymouth, Mass.—John R, Ferguson, 
shoes, reported assigned—said to owe 
approximately $6,000. 

Salem, Mass.—Daniel Glover & Son, Inc., 
shoe manufacturers, reported Robert 
W. Hill elected trustee in bankruptcy. 

Danielson, Conn.—George F. Davignon 
(Peoples Shoe Store), shoes, reported 
liabilities $9,047, assets $7,624. 

San Francisco, Cal.—Berman Shoe Co., 
Ben Berman proprietor, wholesale 
shoes, reported assigned. 

Owensboro, Ky.—H. Barohn, Jr., shoes, 
ete., reported involuntary, petition in 


bankruptcy. 
Valley Head, Ala.—-E. T. Davenport & Co., 
shoes, etc., reported petitioned into 


bankruptcy. 

Walnut Ridge, Ark.—Dolph Sloan, shoes, 
ete., reported asking extension. 

San Diego, Cal.—Geo. Shelley & Sons, 
shoes, etc., reported offering to com- 
promise at 60 per cent. 

Denver, Col.—A. Levy, shoes, reported 
offering to compromise at 25 per cent. 

Seaford, Del.—Griffith & Son, shoes, etc., 
reported petitioned into bankruptcy. 

Bradentown, Fla.—Mrs. Mary I. Roesch, 
shoes, etc., reported petitioned into 
bankruptcy. 

Gainesville, Ga.—Gould’s, Inc., shoes, etc., 
reported in bankruptcy. 

Savannah, Ga.—Aaron Katzoff, shoes, etc., 
reported offering 30 per cent. 

Des Moines, Iowa—S. L. Kurtz, shoes, 
e‘c., reported temporary receiver ap- 
ne inted. 
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Alton, IlL—The Fashion Shoe Shop, re- 
ported meeting of creditors held, 
Spencer, lowa—Cokbs Bootery, Inc., shoes, 
reported receiver appointed and 

authorized to continue business. 

Crawsfordville, Ind.—J. F. Sullivan, shoes, 
etc., reported offering compromise of 
50 per cent, 

Chicago, Ill.—Ira Waxenberg (3202 Lin- 
coln Avenue), shoes, reported peti- 
tioned into bankruptcy. 

Gary, Ind.—Phillip Bronstein (Tolleston 
Bargain Store), shoes, reported peti- 
tioned into bankruptcy. 

Owensboro, Ky.—H. Barohn, Jr., shoes, 
reported petitioned into bankruptcy. 

Oakridge, La.—Marvin T. Limerick, shoes, 
etc., reported assets $5,975, liabilities 
$8,016. 

Minneapolis, Minn.—Hathaway Shoe Co., 
Inc., wholesale shoes, reported invol- 
untary petition filed. 

Covington, La.—Felix Bachemin, shoes, 
etc., reported asking for respite of 
four, eight, twelve months. Accord- 
ing to attorney. assets $30,246.56, lia- 
bilities $17,104.42. 

New York City—Israel Fast, shoes, re- 
ported listing liabilities $767, assets 
$100. 

H, Levine, shoes, reported request- 
ing extension. 

Jersey City, N. J.—Albert Stern, shoes, 
reported calling a meeting of cred- 
itors. » 

Baldwinsville, N. J.—Joseph Glass, shoes, 
etc., reported liabilities $10,714, assets 

Holdredge, Neb. — Burman-Johnson Co., 
shoes, etc., reported arrangement 
made to turn over to trustee amount 
sufficient to pay 66% per cent. 

Buffalo, N. Y.—Economy Shoe _ Store, 
shoes, reported Solomon Israel and 
Rolland Israel trading as above. 

Yonkers, N. Y.—Louis Cohen, shoes, re- 
ported calling meeting of creditors. 

New Brunswick. N. J.—S. Rosen, shoes, 
reported calling meeting of creditors. 

Mooresville, N. C.—W. M. Freeze & Co., 
shoes, etc., reported petitioned into 
bankruptcy. 

Cleveland, Ohio — Henry Feigenbaum 
(People’s Department Store), shoes, 
ete., reported petitioned into bank- 
ruptcy. 
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Butler, Pa.—Wanlin Snyder, shoes, re- 
ported petitioned into bankruptcy. 


Chester, Pa. — Canter’s Quality Shop, 
shoes, reported petitioned into bank- 
ruptcy. 


Harry Lazaroff, shoes, etc., reported 
petitioned into bankruptcy. 

Philadelphia, Pa.—Kean Sharon & Co., 
leather, reported petitioned into bank- 
ruptcy,. 

Reading Pa.—lIsrael Goodman, shoes, re- 
ported liabilities $22,260, assets $4,165. 

Medina, Tenn.—J. S. Stanfield, shoes, etc., 
reported liabilities $11,853, assets $11,- 
300—reported into bankruptcy. 

Spartanburg, S. C.—Smith Shoe Store, re- 
ported offering creditors a settlement 
of 50 per cent. Total assets $37,092.80; 
liabilities $47,588.04. 

Estill, S. C.—Mrs. C. Baker, shoes, etc., 
reported involuntary petition in bank- 
ruptcy. 

Clarksville, Tex.—Barry & Brock, shoes, 
etc., reported involuntary petition in 
bankruptcy. 

Aberdeen, S. D.—Morris Levine, shoes, 
etc., reported submitted offer of 50 
per cent, payable 40 per cent cash and 
10 per cent in four months. 

Clarendon, Tex. — Strictland & Story, 
shoes, etc., reported in bankruptcy. 

Newport, Vt.—A. G. Goodwin, shoes, re- 
ported stock attached and _ sheriff 
taken possession. 

Newport News, Va.—S. L. Dorf, shoes, 
reported offering creditors 15 per 
cent. 

Seattle, Wash.—Brown & White Shoe Co., 
shoes, reported receiver appointed. 
Offering 30 per cent. 

Greenville, Tex.—Waltmon & Stephenson, 
shoes, reported petitioned into bank- 
ruptcy. 

Houston, Tex.—William Cohen, shoes, 
etc., reported petitioned into bank- 

* ruptcy. 

Kenosha, Wis.—W. E. Donley Shoe Co., 
shoe manufacturers, reported as- 
signed. 

Winnipeg, Manitoba. — Shoeland (Geo. 
Chas. Locke), shoes, reported as- 
signed. 

Seattle, Wash.—Model Shoe Stores, Inc., 
Cc. &. S. Boot Shop, shoes, reported 
assets about $15,000, liabilities $30,000. 









traveling man desires. 


home when in Boston. 











OPPOSITE SOUTH STATION 
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HOTEL 


BEX 


McCARTHY BROS., PROPRIETORS 


400 rooms, 300 baths, $2.00 a day and up. 
Your comfort is well provided for at the “Essex.” This modern hotel lacks nothing the 


Because of its location, in the heart of the shoe and leather district, 
it is the preferred hotel with tradesmen from all over the world. Make the “Essex” your 


THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 
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MISCELLANEOUS 


WANTED TO PURCHASE 








Line 
Ideal Line Rolling Step 


Fifteen styles. Satis- 
faction guaranteed. 
‘e-time. 




















Celebrated Glass Fixtures 
Bverything in 
Wood Fixtures 
Artificial Flowers 
Window Valances 
Ask for samples 
Plush and Window Ruge 
The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 


Catalog G. F. 
Catalog No. 14 
Catalog No. 19 
In Stock 
Samples sent. 
Chicago. 





NEW YORK SHOW ROOM 
70 West 36th St. 
Just East of Broadway 

















Metal Shoe Fitting Stools 


and Floor 
Mirrors 





No. 141 


wee THE CHICAGO 
oa’ tues WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 


as? 














WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone 3410 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
1 will value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK. 


418 Broadway, New York. Tel. 9531 Canal 


MISCELLANEOUS 











CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a Lp ge to Sovestignts 
and make offer upon reques 
Kalter Cerf. Mercantile Co., Inc. 
591 Segnswer New York City 
hone foas 5160-5161-5162 











We buy quick and pay eet 2 cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 


pecialty. 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER rietor 
610 Broadway, brookiys 


Bicycle 
STEP 
LADDERS 


are made 
in many 


giving ful? 
descriptions 
and prices. 


THE BICYCLE 
STEP LADDER 


COMPANY 
67 Randolph St, 
Chicago, Ill. 











Phone Stagg 175 








The NEW YORK EXPORT 
PURCHASING CORPORATION 


596 Broadway 
New York City, N. Y. 


WILL Slow Sellers FOR 
BUY { Serptan seooks } CASH 





| Milbradt Rolling 
Step Ladders 


isfaction guaran’ 
Write for our latest cat- 


other 


.  Milbradt 
Manufacturing Co 
2416 No. 10th St. 

ST. LOUIS, MO. 


Neatest, strongest, lightest and 
most convenient tting stool 
on the market. 





Finished Golden Oak or 
Mahoga 


Carried in stock by all wholesale 
shoe and findings houses. your 
jobber cannot supply you, cow 
direct from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders. 




















MISCELLANEOUS 








SHOE STORE 
CHAIRS 
SETIEES 







WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 





1181 4th St., CINCINNATI, OHIO 











James Clark Leather Com- 
pany Undergoing Reor- 
ganization 


It was announced at the offices of 
the James Clark Leather Company 
that the company was undergoing a 
reorganization which will culminate 
with its retirement from the foot- 
wear end of the business. The James 
Clark Leather Company, which has 
enjoyed eighty years of business ac- 
tivity, is one of the oldest institutions 
of its kind in the country. 

The company will contniue in the 
findings and leather business, but has 
eliminated its women’s and children’s 
line of shoes, together with its rub- 
ber footwear. Notices have been sent 
to all their repair and leather trade 
advising them that their needs. will 
continue to be served as in the past. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


page per issue: 


Space 1 time 7times 13 times 


1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
3 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 


“Recorder” rates for space less than one-eighth OSITIONS WANTED—Four cents per word for each 
insertion: Minimum amount accepted, seventy-five 
cents. For other “Want” advertisements, seven cents 

per word for each insertion. Minimum a d, 

26 times 62 times $1.25. Ads under this heading will be received up to 
noon, on Friday of week preceding publication date. 

$3.00 $2.50 When advertisers desire answers to come in care of this 
6.00 5.00 office, twelve words must be allowed in each advertise- 

a ment for address. When advertisers desire replies for- 
9.00 7.50 warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 

12.00 10.00 ingly. Answers to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 

















SALESMEN WANTED 


with established trade to sell “‘Foot 
Prints” shoes “For Children,” in 
territories adjacent and including 
the following cities: 


Albany, N. Y. 

Atlanta, Ga. 

Buffalo, N. Y. 
Charlotte, N. C. 
Charleston, S. C. 


Columbus, Ohio 
Calumette, Mich. 
Cincinnati, Ohio 

Duluth, Minn. 
Deadwood, S. Dak. 


El Paso, Texas 
Huntington, W. Va. 
Jacksonville, Fla. 
Knoxville, Tenn. 
Louisville, Ky. 


Minneapolis, Minn. 
Pittsburgh, Penna. 
Richmond, Va. 
Salt Lake City, Utah 
San Francisco, Calif. 


Our line consists of infants’, 
childs’, misses’ and young women’s 
shoes made in our various asso- 
ciated factories. Welts, turn and 
McKays. Many lines carried in 
stock for immediate delivery in our 
central warehouse, located in the 
heart of the children’s shoe produc- 
ing district. We also make to order 
in case lots, giving the trade ten 
per cent discount. Will pay liberal 
commission to good salesmen. in 
your first letter give us a number 
of references, stating whom you 
sold shoes for; how long; your an- 
nual sales; territory which you have 
covered and your age. 


ee 


Address 
Consolidated Shoe Co. 


Incorporated 
Lancaster, Penna. 








Halifax, N. S.—Louis Brucker, shoes, re- 


ported assigned. FOR RENT 


Quebec, P. Q.—J. A. Morin, shoe jobber, 
reported offering to compromise; re- 
ported assigned 


Hull, P. Q.—Filip Plosincky, shoes, re- 
ported adjudged a bankrupt. 








Hamilton, Ont.—Sutherest & Gray, shoes, 
, ; ADIES’ SHOE DEPARTMENT 
reported assigned. FOR LEASE—One of the largest 
department stores in Danville, 
CHANGES on — lease an established 

. shoe departmen 

2oston—Gagan Blacking Co., Inc., black- at present with ~-—F “Sele, 
ing and leather finishes; capital, $10,- and Children’s Shoes catering to 
000; incorporators, Raymand A, Gagan the best trade; to live and respon- 
and James J. Gagan of Revere and sible pouies only on cash rental or 


Gerald J. Culhane of Brighton. percen ones. Write or wire for de- 
tailed information to K & S Depart- 
Rober Leather Co., leather, dissolved 
ul ° ment Store Company; successors to 
partnership—L, Ross retires. Emery Dry Goods Company, Dan- 
Ipswich, Mass.—Ipswich Heel Co., heels ville, Ilinois. 
and leather soles, capital $25,000; in- 
corporators: George Zervas of Ipswich 
and Anastasios D. Yeannakopoulos 
and Fred E. Rice of Salem. 


Haverhill, Mass.—Bay State Heel Co., 


heel manufacturers, incorporated with s 
authorized capital of $5,000. B* RENT in ray ty "ot Murine Bator 











Perry-Malcolm Co., Inc., manufac- Newark, New Jersey. Address K-521, 
turers, incorporated with authorized care Boot & Shoe Recorder, 127 Duane 
capital of $50,000. St., New York. 


Worcester, Mass.—George H. Nelson Co., 
footwear, capital $10,000. Incorporat- 
ors: George H. Nelson, Carl L. Tegel- 
berg and F. Juliis Quist, all of 


Worcester. : F OR SALE 


Lynn, Mass.—E. H. Hall, sole leather, re- 
cently commenced business. 
Johnson-Wright. Shoe Co., shoe EWLY EQUIPPED SHOE STORE—No 
manufacturers, reported sold out to Stock. In the heart of 42nd St., New 
Richard J. ise. York City. Will sell reasonably. Posses- 
sion April 1. E. AN Co., 444 Grand 
Lindsey- & Hall Co., cut soles—E. St., New York City. 
H. Hall retires. 


Salem, Mass.—Daniel Glover Shoe Co., 
footwear, capital $50.000. Harvey V. 
Bell and Neil C. Stevens of Salem 


and Herbert W. Simmons of Lynn in- FOR LEASE 


corporators. 


Dinuba, Cal.—Killen Shoe Co., shoes, suc- 
ceeded by K. & S. Bootery. 

















Longmont, Cal.—Basey & Drain, shoes, HOE DEPARTMENT SPACE 
B. J. Drain retires. TO LEASE to the right party 
Pueblo, Col.—Brown Shoe’Co., shoes, filed with 2 popular priced tine of 


Ladies’ and Growing Giris’ Shoes, 


notice of dissolution. in an exclusive Ladies’ Ready-to- 


St. Louis, Mo—H. & L. Epstein, Inc., Wear store in a town of 50.000 
shoes, e., incorporated with capital population in the South. Best 
of $200,0: location in the city. Established 

W. H. ante Shoe Co., shoe manu- munications to = monn. 
facturers, capital increased to $30,000. STEIN & $2 134 West 32nd St., 

Portsmouth, Ohio—Williams Mfg. Co., New. York Cit 














manufacturers of leggings, etc., in- 
corporated with capital of $50,000. 


Allentown, Pa.—Young, Geiger & Co., 
shoes, reported sold out. 


Philadelphia, Pa.— Boardwalk Shoe Co.. MISCELLANEOUS 
h 


shoe manufacturers, incorporated 
with capital of $100,000. 


a W. Va.—The Park-Wood 
ae incorporated with 


Co. shoes - 
~ laleng INFORMATION f=. 
Hurley, Wie—R. Paul, shoes, succeeded Merchants 


by Paul Dry Goods Co. 











Bloomington, Wis.—A. J. Frazier, shoes, 
etc., reported sold out. ay of a mm so that he who 
Simcoe, Ont.—Canadian Boys Shoes, Ltd., po Fae pages may read 





shoe manufacturers, recently com- 
menced business here. 








Send all replies te Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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Bach issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


SHOE 


fitting, for the right 


Per copy, 25 cents. 


‘Cable Address BOOTRECO 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
right purpose, to the right wearer, in the right h 
is the great problem of the retail shoe merchants. The chief pupose o 
is to help solve it; for this is the basic problem upon which depends the progress of the entire allied 
industries relating to shoes and leather; their production and distribution. 
Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One Year 


Root Newspaper Ass’n. Member of Audit Bureau of Oirculatione. 
Entered at the Post Office, Now York, N.Y., a8 second clase matter. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


rice, as the right profit. This 
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Canadian, $6.00 


Boot and Shoe Recorder” 
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SALESMEN WANTED LINE WANTED 
SALESMEN: ; 
FEW GOOD TERRITORIES VE aeataeee ee —_ 


OPEN. Quality Shoes. Work 
and Semi-Dress. A strong line of 
Boys’ Shoes with soles that wear. 
Liberal commissions. RED WING 
SHOE COMPANY, Red Wing, 
Minnesota. 











ANTED—A “live man for a live line.” 
Territory open: OHIO and PENN- 
SYLVANIA. Shortest and best side line 
in this country. The famous FOX line of 
Soft Soles and “first-step’’ TURNS. 
Liberal commission and weekly drawing 
account as soon as you have proven 
your ability. Short snappy sample line. 
Leading styles in_ stock. One of 
Rochester’s oldest lines. In application, 
state full particulars, no dead ones need 
apply. F. J. FOX CO., Manufacturers, 
Rochester, N. Y. 





S ALESMEN— To handle nine samples, 
Ladies’ White Canvas Pumps and Ox- 
fords, popular priced McKays. 5% com- 
mission. HE BEN BERLOW SHOE 
Co., 156 Duane Street, New York City. 





WANTED SALESMEN — Good _ terri- 
tory, open for live wires, side line 
paying a prompt 10% commission. 
COLUMBIA OVERGAITER & LBGGING 
Co., 900 W. Lake St., Chicago, Il. 





E,*PERIENCED SALESMEN WANTED 
to fill vacancies in our New England 
sales organization. Must be get-up-and- 
get men, who know —- shoes inside 
and out. Ours is a jalty line that 
sells readily. EDMOND SHOE CoO., 207 
Essex Street, Boston, Mass. 





WANTED— Experienced Salesmen having 
established trade in New England 
States, Eastern Penn., Western Penn., 
Va., and W. Va., New York State ex- 
clusive of Greater New York, Michigan, 
Ohio, N. and S. Carolina, N. and S&S. 
Dakota and Tenn., to carry our line of 
popular priced Flexible Turns, sizes 1 to 
5, and Spring Heel Turns, sizes 4 to 8 
and 8% to 11, on 7% commission basis. 
We are manufacturers and carry com- 
plete IN-STOCK Department. Prefer 
Salesmen carrying non- -conflicting lines of 
Juvenile “~ Samples now ready. 
References red. STATID SHVUE 
CORPORATION, g New York. 





ANTED —Salesmen to carry as side 

line high grade line of shoe polishes 

and dressings. 25% commission paid. 

Wire or write for territory to L. Vorgias, 

eare of Victory-Anchor Shoe Polish Com- 

Pits 116 N. Paulina Street, Chicago, 
nois. 





ANTED — Sslesmen to carry as side 
line the TOM-BOY brand Infants’ 
to Growing Girls’ Shoes in stock, in the 
following and other highly desirable ter- 
ritories: North Wisconsin and Michigan, 
Minneapolis, Iowa, North and South 
Dakota and Montana, on 6% commission 
basis. Address all particulars to Howard- 
— Shoe Co., 232 Broadway, Milwaukee, 
Wis. 


nent shoe manufacturer, located in 
Middle West and making service- 
able and desirable line of Children’s, 
Misses’ and Growing Girls’ shoes, 
desires to secure one reliable whole- 
saler for the Eastern States and 
another for the Southern States, to 
take exclusive gale, carry goods in 
stock and act as jobber and dis- 
tributor. Good for years success- 
fully handied by best merchants 
and department stores in other ter- 
ritories. Address D-152, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 











SALESMAN — Handling Growing Girls’ 
and Misses’ McKays, covering Mas- 
sachusetts and Rhode Island by automo- 
bile, desires additional line. Address 
D-160, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





WANTED LINES FOR 
PACIFIC COAST 


Strong line medium priced 
Ladies’ Welts and McKays and 
Misses’ and Chiidren’s Shoes. 
Also a comfort line. We main- 
tain San Francisco offices and 
are a strong selling factor as far 
east as Denver. Address D-162, 
care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 














POSITION WANTED 


HOE BUYER and MANAGER—Experi- 
enced married man, thirty-one years 
old. Desires to locate with shoe store or 
department store. Eleven years’ experi- 
ence. Window trimmer, buyer, ad 
writer. Reference. Desire change. Ad- 
dress D-161, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


I AM NOT OUT OF A JOB but am look- 

ing for a better job. I am assistant 
to manager of shoe department doing over 
a quarter million dollar business annually. 
I know how to buy, how to sell and how 
to manage help. Have made good and 
can manage a store or department suc- 
cessfully. Best of references. ‘Address 
D-159, care Boot & Shoe Recorder, 189 W. 
Madison, Chicago, Il. 


S HOE BUYER and MANAGER seeks 
new connection. Twenty years’ ex- 
perience. A-1 merchandise man, capable 
of developing a shoe department to its 
fullest extent. Pacific Coast or Moe 
preferred. Address D-163, care Boot 
Shoe Recorder, 189 W. Madison St., ni 
cago, Il 
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REC U.S. PAT .OFF 


The Old Reliable Line 
BERRY’S COMFORTS 





FS 


Stock No. 3606 Stock No 2322 


Kid Oxford—Kid Tip—Rubber Heel, Kid Oxford, Plain Toe, Leather Heel. 
76 Last, Turn. 79 Last, Turn, Combination Last 


ll _ ie ars $2.50 Pree. gots ee re $2.50 


IN STOCK 
MORE THAN 50 NUMBERS 


SEND FOR NEW CATALOG, NOW ON THE PRESS 


A. HO. BERRY SHOE CO. 


PORTLAND, ME. 


- BOSTON OFFICE 426-430 ALBANY BLDG, 
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Radmoor Silk Sport Hose 


ASHIONED LEG and Seamless Foot 
Hose of silk, with attractive drop 


r Sampl : , 
Orda ; yg stitch effect—in great demand for 
tt ey -e) 5 sports wear. Solid colors, Black, White, 
Not returnable, but worth Navy, Seal, Cochin, Moccasin, Tobacco, 
possessing! Write today. Nude. 


















Two-tone effects, beautiful shades of Grey, 
Blue, Brown, Kelly Green, Purple, Scarlet, 
Tweed Shades, etc. Packed in quarter 
dozen boxes, immediate delivery. 


$11.00 dozen 


Men’s Silk Sport Hose in half dozen boxes, 
immediate delivery, $8.00 dozen. 


Radmoor Mills 


21st and Lippincott Sts. Philadelphia 


Thomas E. Brown & Sons 
Glen Knitting Company 
Brown-Phelps Hosiery Co. 


Boston New York San Francisco 
Room 800 Burton Bldg. 
267 Fifth Ave. 
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STETSON SHOES 











Selling a high-grade shoe means 
more than merely a sale and a profit. 
It means establishing a reputation. 
It means becoming known as a 

- quality merchant. Some people can- 
not afford to buy Stetsons but even 
these people are glad to buy where 
Stetsons are sold. 


THE STETSON SHOE COMPANY > 
SOUTH WEYMOUTH, MASS. - : 
































BOSTON NEW YORK CHICAGO 
LITTLE BUILDING BUSH SALES BUILDING tees oo BUILDING 
Cor. Tremont and 150 West 42nd Street earborn and 
Boylston Streets Adam Streets 
Vol. 81, No. 2. Publi poy ery week by the Boot and Shoe Recorder Publishing —— any, ~~ — 39th Street, New 
York, N. Y. Entered a semeall hens abiar y yh at the Post Office at New York, N r the Act of Con- 
gress of March 3, 1879. Subscription om $5.00 a yea 
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“NONE 
SO GOOD” 





DWN) H u Rl € Y 4 5 H o£ Co 
a. 
CA i ROCKLAND, MASS. _ : 
Seven Retail Stores . 


in New York 
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“ASK THE MAN 
WHO WEARS THEM” 

















“Lipstick Red” 


The latest in combination red 
and black oxford for women. 


“Lipstick Red” vamp.—Pat. leather 
lattice saddle with red _ stitching. 
Pat. semi wing tip and back stay. 
On 67 last with 9/8 heel. 











For Women 





All styles made with both standard 
and A/C combination measurements. 





“The Waukenphast” 


A blucher with pep yet attractive 
to the most fastidious buyer. 


Tony ‘V’ Russia Blucher with blu. 
oxford saddle effect. Waukenphast 
last with the new gable edge and 
heel. 


For Men 











In every locality there are both men and women who take great 
pride in the appearance and quality of their footwear. To all such 
Hurley shoes make an appeal. If you are not familiar with the 
Hurley proposition, why not send for samples and the whole 
dealer story? 














00 


i 


New York Offices 
1177 Broadway 


























~ 
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Stock No. 305 
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Patent Vamp, Gray Nubuck Quarter, B-C Widths. 








&@ 
21 |) 
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$4.35 


Less 5% 30 days. 



















Send for folder showing seven 
quick-selling styles in stock. 





Gregory & Read Company 
eMakers of Womens High Grade Shoes 
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FOR 74 YEARS? LEADER 
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Skinner's 


Shoe Satin 








IN 


WEARING QUALITY 





HEN a woman wears satin 

shoes, she wants to look her 
best. And she emphatically wants the 
shoes to give her good service. 


The dealer who specifies Skinner’s 
Satin can be sure of pleasing her on 
both counts. 


Manufacturers who aim at highest 
quality invariably use SKINNER’S 
SHOE SATIN—in black and colors. 


















WILLIAM SKINNER & SONS Established 1848 


NEW YORK, CHIGAGO, BOSTON, 


PHILADELPHIA, 


MILLS — HOLYOKE, MASS. 
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‘Follow the Creighton Line” 
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Style No. 413 





White Nubuck Bimbo. 
Goodyear Welt—8/8 Heel. 
Widths A-D—Price $4.35. 


AM: Crei Aton 
ee *, 
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In accordance with our policy of specialization, we offer 





LENDER FOO 
ARCH FITTER 


TRADE MARK 








For women who find standard measurement footwear too large through 
the instep and heel. 


Built over special measurement lasts, they meet thé require- 
ments of the many women who are unable to secure a com- 
fortable fitting forepart without an annoyingly loose fitting 
heel. 





HILE correct fitting The lower heel (12/8) last has a neat, 

SLENDER FOOT ARCH rounded toe and a well molded arch. 
fITTERS are attractively styled, they 
will appeal to the thousands of women 
who prefer comfortable fitting foot- 
wear that does not have a corrective We have spent the past 15 months per- 
Sppeeance. fecting the lasts and patterns, and you 
The Cuban heel (14/8) last has a may feature it with the assurance that 
nicely modeled medium recede toe and it is a line that ranks second to none in 
a broad, comfortable tread. fit, in style and in value. 


This line is not an experiment and is 
not offered on the spur of the moment. 


A re-inforced steel arch-supporting shank is built into every pair. 


Feeling that ALL women appreciate footwear that fits through the arch and 
grips at the heel— 


WE STOCK 3 BOOTS AND 4 OXFORDS 


Sizes 2% to 12 (20 Sizes) Widths AAAA to EEE (10 Widths) 
200 Sizes and Widths on Each of the Seven Styles. 


A catalogue and price list will be sent upon request 


Black kid oxfords 
$4.75 
Black kid boots 
$6.00 


Diamond eyelets 
Leather counters Rochester, N. , A 
Leather box toes : Brown kid oxfords 


“Red-line-in” lining Chicago Office: r +P RS 
Goodyear Wingteot heels 506 Security Bldg. 189 W. Madison Si. "han 


in every pair 
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416x 


IN STOCK 


Ato D 


MAKE MORE MONEY 


Get acquainted with the Marion Stock Depart- 
ment. You can size up every week in the sea- 
son's best selling numbers. 

416x is the predominating style for Spring. 
Tuxedo Last. Wingfootheel. 12lronedge. A 
truly wonderful combination of the most popu- 


lar leather and pattern on the biggest selling last. 
When you mail your order ask for our new stock 


folder—just out. 


MARION SHOE. CO. 
MARION, INDIANA 











a WESTERN QUALITY DEAS TERN STYLE \* 
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Styles for Easter Styles for Spring 


THREE REMARKABLE SELLERS IN THE CANVAS SHOE WORLD. 


A full stock on our floors. Send in your orders now for prompt shipment. 
For other styles see our complete spring catalogue. 








No. B2205 Ato D $3.35 
‘Flapper’ Last. One Strap Pump. No. B2351 Ato D $3.35 No. B2449 A to E $2.25 
White Polar Cloth. Turned Sole. Low White Polar Cloth. Turned. Junior White Imperial Cloth. Turned. Military 
Covered Heel. Louis Heel. Heel 


eel. 
No. B2014—Same style, other EB No. B2029—Same style, other oa as No. B2320—Same style, other oreo 8s 


MANNING “MEADOW-BROOK” WHITE SHOES. NATIONALLY ADVERTISED 
Made in Our Haverhill Factories. 


OUTING SHOE COMPANY 


530 ATLANTIC AVENUE BOSTON 9, MASS. 











POUUUENEEOVUUOOGEEDOAGUCEEEOOUOEEOEEOAOOOEEEEOOUOOUEEUOCSULOCEEUOUUSCGEUOMUOCEEEOEEUOECEEOOOOOUEEEEEUOOCREOOOOOOOEEOSOOOCOOOREOOOOOCOEDOUCUCEEOOUUUCCUEEEOCUOCCEHS 


IN STOCK 














Ready to Ship SIZES AND WIDTHS 
° BBD ccscccccces 4% to 8 
A Correct Style for eter rt 
Spring and Summer Seaham 
—No. B-492 
P rice Net 30 Days 





$4. $5 No. B 492—Patent Leather Strap 
° Pump, 229 Last 9/8 Military Heel, 


Welt, 


Write for Stock Catalog 


C. P. FORD & CO.. Rochester, N. Y. 


New York Office, 127 Duane St. E. H. Talbot, Jack Galway 


POCEUOOUUAUUUUUUUOUUCUOCREEREREOOOOOAOOUUUUUUOUUUEEEREREREREREOEOUUUUUUOOOOOOOUUOOOUORERSEAOOUOUOUUAOUOUOOOEE 
OUONOUUEUNONOUOUOUDOONONOUOOOONOGEOUGUOUOUOUOEOEOEOUOOOUOUOUOEUENTOEDNONONDOOEOEONOOGOONOOONONoNONONONONONE 
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Brooklyn Delivery 
Turns April 10th 


“F ASHION SENSATION” 











No. 1409 
Patent Leather Vamp and Quarter Grey Ooze, Color D, Col- 
lar and Cut Outs. 11/8 covered Cuban Heel....: : $6.75 





The Charm of Footwear 
depends upon its designs—“TRIANGLE”’ foot- 


wear can always be depended upon as reflecting 
the highest standards, and for quality far above 
the ordinary.—Each design is an original creation, 
and these models express that air of refinement 
which is widely recognized by women of keen dis- 
crimination. The highest standard of Brook- 
lyn style and shoemaking is exemplified in 


“TRIANGLE FOOTWEAR.” 





SOLD IN CASE LOTS IN THE 
FOLLOWING SIZE SCHEDULE 
8% 44% 55% 66%7TT% 

A a. 
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io 
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mo ho 
mt BD bo 
mt bo bo 
1 mt 
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Terms: 3 off, 10 days 


TRIANGLE SHOE MANUFACTURING CO., Inc. 
11-13 EMERSON PLACE BROOKLYN, N. Y. 


‘ New York Office and Showroom, Childs Bldg. 
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Exposition and Style Show ‘ 
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Will Build . 
Better Business 


Show your contidfence 
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this great National 
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ie for Every Exhibitor =” 
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= SPACE NOW! 
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Last Call on Sports and Straps 


: for Easter 





No. 478. Price $3.75 
White Nu-Buck Golf Oxford, Dull Calf Saddle, White 





No. 488. Price $4.25 Rinex Smooth Rubber Sole and Heel, Goodyear Welt, . 
Cocoa Calf Golf Oxford, Smoked Elk Saddle, Suction Sport Last 
Cupped Rubber Sole and Spring Heel, Goodyear Welt, AA to D 
Sport Last . 


AA to D 








No. 442. Price $4.00 
Patent Rhoda One Strap, Imitation Tip, 10/8 Heel, 
Goodyear Welt, Princess Last 
AA to D 
No. 443—Same in Cocoa Calf. Price $4.00 





No. 338. Price $4.35 


Black Satin Alpine One Strap, Full Spanish Louis 
Heel, Imitation Turn, Euclid Last 
AA to C 


AOSD Fm 





No. 475. Price $4.10 
Patent Sport Pattern One Strap, Patent Saddle Strap, 


_— = a 5 Pang BP ee aa 7/8 Rubber Heel, Goodyear Welt, Sport Last 
? AA to © AA to D 
THOMSON-CROOKER SHOE CO. 


No. 337. Price $4.15 


Cc. R. THOMSON, President J. M. THOMSON, Treasurer Cc. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 
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Modease Shoes are built on the theory that 
the number of women who want comfortable 
shoes is many times larger than the number 
actually wearing them, and that a merchant who 
can supply a “comfort shoe that’s also smart”— 
a shoe made with the liberality and skill which 
we put into all Cousins Shoes—will attract to 
his store many intelligent and fastidious cus- 
tomers who will buy Modease Shoes with joy, 
wear them with satisfaction and come back for 
more. 


WR 


6 1T.Cousins Co. 














| 
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‘also smart’ 





A year and a half of work on this theory has 
brought the expected result. Many merchants 
_are finding in the Modease Shoe a general utility 
shoe of high class which yields a good profit and 
repeat sales with unerring regularity. Modease 
is made not only in the usual materials and pat- 
terns of comfort shoes but in smart and original 
designs which appeal to well dressed women. 
Modease agencies are still open in some cities 
and towns where this shoe will give splendid 
results. We invite your correspondence on this 
subject. 







Brooklyn. ‘New Yor 
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SPANISH VERANDA im rear or EVERGLADES CLUB ~PALM BEACH, FZA. 


WHERE BEAUTY AND FASHION ARE ONE 


The world of fashion which beauty adorns has put the seal 
of approval on Patent Leathers. @, But STERLING Patent 
Leathers are more than a style success. They are products 
of quality and distinction, the recognized leaders in footwear. 


Sterliiqg@olt Sterling Kid 


Sterling 


\ BRISTOL PATENT LEATHER COMPANY --~- BOSTON, MASS. / 
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].MILLER 


STYLES 
IN STOCK 








No. 588. Patent leather, gor- 

ing side slipper, light welt sole, 

celluloid Cuban heel, $8.00 
AAA to C 











{© CB CG 2 
= AS ALA_AS 


No. 94. Black satin, turn sole No. 22. Black satin, turn sole 
Covered Louis XV heel, $7 Covered Cuban Heel, $7.50 
AAA to C AAA to C 


Beautiful Easter Styles 


Reflecting the trend of footwear styles in New York, Chicago 
and other fashion centres. 
Tested for their sales power in our own shops and agencies. 


Now “In Stock” 


Brochure illustrating other “Beautiful Shoes” upon request. 


No. 21. Patent leather, light- No. 20. Patent leather, turn 
welt Sa b are $7.50 one Spanish heel, 
A . 
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IN no other industrial city are manufacturing plants so 
centrally located within their sources of supply as in 
EH} Lynn. The busy production manager can, in a few 

minutes, summon to his very desk last and pattern 
designers of unusual ability. By simply lifting the receiver off 
his phone, he can replenish machine parts or can secure a new 
mechanism in a few hours. Cut soles, counters, heels and 





















dressings are delivered instantly. A twenty-minute ride brings 












the executive direct to a great leather market where he may 
select skins from fresh lots at will. 
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HIGHEST 


















P. J. 
Kiel HARNEY 
1. J. SHOE CO. 
WHITE BUCK © ie 
for GROWING GIRLS. 
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FOOTWEAR 
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So, the massive factories of Lynn whir away at full capacity. 
As fast as expert shoe draughtsmen can create novel effects, 
makers absorb them and capitalize them. A liberal surplus 
of factory supplies warrants continuity of production. 


Lynn manufacturers intend to hold their lead as style origina- 
tors! Never will they relinquish their mastery of volume out- 
put! They have resolved to serve the retail shoe merchants 
of the world in the biggest, best and most profitable way ! 























Pe GP 






















AB. * 
Gardiner 

% G 

% 0, 





4 







\ 
SR 

COMPANY 

1864-1922 





























18 . BOOT AND SHOE RECORDER April 1, 1922 


CON’) (0; 


1KADE MARK REGISTERED 
































OUR “CAMCO” EIGHT HOBS HEEL 


AN ORNAMENT TO THE SHOE 
33% % MORE WEAR 





NO EXTRA COST 


NO GAPING AT EDGES WHEN ON THE SHOE. GROSGRAIN BACK AN EXCLUSIVE FEATURE. 


SPECIFY “CAMCO” EIGHT HOBS HEEL ON SHOES MADE 
FOR YOU. THEY'LL “GET” YOUR TRADE. 


CAMBRIDGE RUBBER COMPANY 
CAMBRIDGE, MASSACHUSETTS 


MANUFACTURERS OF 
RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 
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SPORT 


NOVELTIES 
FOR 


No. 4412—Very Fine Quality Smoked Elk Oxford, E A S | bE R No. 2501—Top Grade Tan Calf Sandal, Soft Toe, 
Very Flexible Sole. A-B-C-D Widths $3.60 





Tam Calf Apron, Welt Soles. B-C-D Widths.$3.50 


These 
Styles 





on 








Floor 


NOW! 








No. 1219—'iop Grade Smoked Elk Ox- 

ford, Tan Calf Trimmed, Rubber Military 

Heel, Welt Soles. A-B-C-D Widths, 
$4.75 





No. 1202—Top Grade White Eve Oloth Oxford, 





No. 3504—Very Fine Quality Smoked Elk, Patent Black Calf Trimmed Welt Soles. A-B-C-D Widths, 
Leather Apron and Tip. B-C-D Widths...... $3.50 $3.85 
No. 3503—Same style in Welt Soles. A-B-C-D . No. 1203—Same style trimmed in patent leather, 
WEARS ccccciccccccccccsccccceccccccccces $4.00 $3.85 


NOVELTY SHOE CO. 


“TRUE TO ITS NAME” | 
32 S. WELLS ST. CHICAGO 
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What Resiliency Means 
in a Store Front 


Plate Glass in all Kawneer Store Fronts 
is Held Between the Sturdy but Resilient 
Grip of Two Spring Shaped, Solid Copper 
Members. This Resiliency, a patented 
and exclusive Feature of Kawneer Glass 
Settings guarantees to the Merchant that 
his Show Windows will give him UT- 
MOST SER VICE—that his breakage will 
be reduced to a Minimum. 


Write For This Book of Designs 


SOLID COPPER 


STORE FRONTS 
111 W. Washington St., Chicago, Ill. 





The service value of Kawneer Resilient 
Grip, Glass Settings has been proven 
satisfactory in more than 150,000 Kaw- 
neer Fronts in the most successful stores. 


If you plan to build or remodel, you 
should investigate the profit building 
value of Kawneer Resilient Store Fronts. 


/ 


/ 
i 


" ‘The 


1922 


itchiness 7 


/ Kawneer 


Company 


2013 Front St., 
NILES, MICH 


Please send me your 


Book of Designs and full 


neer 


" Name 


parficulars about 


aw- 


Resilient Grip 


Store Fronts. 





fi Address 
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In Stock April Ist 


N unn-Bush & Weldon Shoe Co. 
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‘*Faithful to the Last’ 


Forerunners 
of Spring 
Oxfords 


SAS AsOAnaArnanarnaAananan 
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A Snappy Style for Young Men 
Widths A to D Brown calf. 


Write for catalog. 


Milwaukee, Wisconsin: 





If you want to turn your stock more times 
than you'thought possible, then adopt the new 
Nunn-Bush Merchandising Plan. 
Write for complete details. 
a 
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“PANTHER” 


Quality Sport Soles 





WL VOL VOL! 





MAKE SPORT SHOES SMART AND SERVICEABLE 


PANTHER INSERT SOLE 








PANTHER SUCTION SOLE 


PANTHER STUDDED SOLE 


All “Panther” designs are protected by regis~ 
tration. Each style is a peer in its class. 
Every pattern is created for the purpose 
of service in the various fields of sport. 
No one sole can serve all purposes, and on 
this idea we made it possible to select a sole 
which is right for the purpose wanted. 


“Panther” Quality Sport Soles are guaranteed 
to wear twice as long as leather. They are 
made in Pale Pink, Chocolate, Black and Ivory 
White. It is well to bear in mind that 
“Panther” soles have been officially pronounced 
correct for Golf, Tennis, Hiking, Yachting 
and other sports. 


Ask your manufacturer for “Panther” Quality 
Sport Soles. Samples and Prices on request. 





PANTHER SUCTION SOLE 
Design Registered U. S. Patent Office 


Panther Rubber Mfg. Co. 


STOUGHTON, MASSACHUSETTS 
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For mileage 
in comfort— 












At Left 
No, Y¥950—Hazel Brown 
Calf Semi-Brogue Oxford; 
la Salle Combination 
last; First Grade Al} 


THE (GODING SHOE ots 


The first essential of good mileage in a shoe is fit. 
The first essential of lasting comfort in a shoe is 
fit. The first essential of true fit in a shoe is the last. 
Goding Shoes are lasted to fit and fitted to last. 


No. Y657—Tony Red 
Calf Bal Oxford; Black- 
stone Combination Last; 
Second Grade All Solid 
Leather; Wingfoot Rubber 
Heel; Widths B, C, D. 
In Stock. Price...$4.50 
It is due to this unvarying correctness of Goding 
lasts, plus exacting care in selecting materials and 
the rigid requirements of Goding manufacture, that 
the severest service tests win the staunchest ad- 


herents for the Goding Shoe. 


Samples on request 
Write for catalog No. 10 of the 
BIG NINE for Spring 


THE GODING SHOE COMPANY 


833-855 W. Chicago Ave. CHICAGO 
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1922 STYLES - IN STOCK 


No. 720—Tan Calf blucher oxford, Certified 
Combination Last (two widths), white kid lin- 
ing, 13 iron sole, Wingfoot heel. Price. . $5.50 







Widths A to D 
Sizes 5 to 12 






No. S840—Black velour blucher oxford, Harvard 
Last, 13 iron sole, light brown leather lined, 
Wingfect heel. Price... veccccccccccess $5.00 


No. 841—Same in Light Tan Calf. Price, 
85.00 







No 731--Tan kid oxford, Certified Combination 
Last (two widths), white kid lining, 12 iron 
sole, Wingfoot heel. Price cakes 86.50 


SHOEMAKERS for GENTLEMEN 


Every Stonefield-Evans shoe shows the fruits of thirty years of shoemaking for 
gentlemen. In every detail of production there are refinements that characterize 
the work of this organization. 


The Certified Shoe is certified to by a house that every shoe man knows. The 
leathers, counters and all materials used are of just one grade—the best. These 
shoes are hand lasted. They lack no features that make for comfort and wear. 
There is true individuality in the lasts and patterns. 


If you have not received a copy of our new in stock catalog, write for same today. 





CLATTAAAA ATTA TATA TTA TTT AAAS UTTAR AEAEAACTOEEEEUSCUCTEUETCCT Eee 


The STONEFIELD-EVANS Shoe Company 


Rockford, Illinois 
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Oscar Scherer #°4Bro.,Inc. 


29 Spruce St.New York City. 
Tactory,Newark,N.J 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 
OF NEW YORK, Inc. 


Griffin White Co. 
DeKalb and Grand Avenues 
BROOKLIN 
Jalius Grossman, Inc. 
372 DeKalb eee 

BROOKLY: 
Wm, Henne & *Co., Inc, 
957 Kent Avenue 


BROOKLYN 
R. H. Hoskins Co, 
39 6th Street 
LONG ISLAND CITY 
Horn Shoe Co. 
145 Roebling Street 


BROOKLIN 
F. 8. Kauder Shoe Co. 
10 Leo Place 


BROOKLYN 
American Shoe Co. 
166 Livingston Street 


BROOKLYN 
J. J. Lattemann Shoe 
st. Rewards F Place 


Maetrich | lyre & Co, 
242 ———_ aaa 


I. Miller “2 5 Sone, Inc. 
he Avenue 


Morse. & "Burt Co. 
1 Carlton Avenue 


BROOKLIN 
Pincus & Tobias 
17 Lexington Avenue 

BROOKLYN 

Parisian Shoe Co. 

261 Varet Street 


Perfect Shoe Co. 
2941 Atlantic Avenue 


BROOKLYN 
Dr. i Posner Shoes, 
1 Roebling Street 
BROOKLIN 
Rogers & Davis 
1615 East N. Y. Avenue 
BROOKLYN 
A. Garside & Son 
Webster & 7th Avenues 
LONG ISLAND CITY 


Chas. W. Strohbeck, Inc. 
309 Johnson Street 
BROOKLIN 
Vogel ter 
4th Avenue & Baltic Street 
eemaae 
* Ya2 “troop, Xvenve & Son 
a1 ~ 


s. Weil ‘- Co. 
379 DeKalb arenes 


BROOKLY 
Algier Shoe Co. 
188 Broadway, Cor, Bedford Ave. 


BROOKLYN 
Julius Altschul 
220 Varet Street 
BROOKLYN 
Kozak & McLoughlin 
14th Street & Govenor Place 
LONG ISLAND OITY 
George W. samee © —oe Co. 
343 y- EE 


Baker-Chandler Gon Inc. 
oe Avenue 
Cotes & “ae Frank Co. 


BROOKLYN 
John Cramer & Son 
199 ss a 
Bert E. Drake ‘shoe Co, 
235 Park Avenue 
BROOKLYN 
D. H. Chandler Shoe Co. 
16@ Livingston Street 
BROOKLYN 
DEGEN LIPP, Inc. 
138 Floyd Street 
BROOKLYN 
ANDREW GELLER 
240 Broadway 
BROOKLYN 
Straasburger-Stiles 


99 Myrtle Avenue 
BROOKLYN 
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HEN style in women’s shoes is susceptible 





of so many interpretations as it is today, au- 
thoritative patterns and treatments become doubly 


important to dealers. 


Handlers of Brooklyn-made shoes know that in 
style-exactness the shoes themselves are'irreproach- 
able. That is one reason why their high quality 
is always salable. 


High-grade stores look for the finest in women’s 
shoes in Brooklyn. And this is because Brooklyn 





makers value authoritative style at its true worth. 


Shoe Manufacturers Board of Trade 
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» Tan Cordo Side Leather. 
Fine-fitting Cadet Last. Leather Quarter Lining, Solid 
ole, Selected Oak Ontsole, 


Rubber Heel on Leather Base. 


6 to 11 









Herman’s Officer’s Oxford, Plain Toe. 


Made on our 


SIZES IN STOCK 


5 to 9 D and B Widths 
6 to 10 D and B Widths 
6 to 11 D and DB Widths 


12 pairs to a case 






Herman’s New Modified Munson Last Oxford 


Fine Grade Black Vici Kid, Oak Single Sole, Leather 
, Goodyear Wingfoot Rubber 
Heel on Leather Base 


SIZES IN STOCK 


7% to 11 A Width 
6% to H B Width 
6 to 11 C Width 
5% to 11 D Width 


Herman’s Army Oxford. 


Full. Chronte Taw. Russett Leather, Munson Last, Sof 
Goedyear ‘Wingfoot Rubber “Heel on 
Leather Base." ‘This is an apmy shoe in oxford. 


SIZES IN STOCK 


5 te 9 4 and © Widths 
6 to 9 D and E Widths 
6 to 10 D and EB Widths 


12.pairs to a case 
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Goodyear Wingfoot 


























D and B Widths 


GB 3) | 


flitting 


Herman’ 


Six Live Sparks That Wi 


COMPLETE line that gives the 

dealer some red hot sellers appeal- 

ing to the office or factory man who 
wants to eliminate the “gimp” of aching 
feet—and still retain smartness. 


Military and business men, familiar with 
Herman Shoes, are unanimous in their 
conviction that Herman Oxfords are even 
more wonderful than the sturdy shoes 
that won the world’s admiration for com- 
fort and long service. 


Accelerate your sales with these hum- 
ming “six cylinder” oxfords. We can’t 


Herman’s Boots Went “‘Over the Top. 


SEND YOUR ORDERS 


JOSEPH M. H 


MILLIS 
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ull Your Sales Over the Top 







make them to wear longer, but we are 
making them smarter and more comfort- 
able. 


LTT LT 













Look at the price! If you’re staying in 
business this season then connect with 
this line. Your dollars buy the best ef- 
forts of the Herman Shoe Co. to make the 
world’s finest shoe at a price that will in- 
sure you a substantial profit. 









They’re in stock—ready to go—telegraph 
your order if in a rush.- Mail it if in a 
hurry. Note the sizes. 







t's “Go Over” with Herman’s Oxfords. 






i TO-DAY 







Herman’s Fine Grade Mahogany Calf Oxford, 
Hoover Last. 


Lined Tongue, Goodyear Wingfoot Rubber Heel on Lea- 
ther Base, Solid Oak Outsole and Insole. 


SIZES IN STOCK 


6% to 11 A Width 
6 to 11 B Width 
5% to 11 C Width 


5 to 11 D Width 






Herman’s Navy Oxford, Navy Last 


Best Grade Gun Metal Calf, Leather Quarter Lining, 
Goodyear Wingfoot Rubber Heel on Leather Base, Oak 
Single Sole. 


SIZES IN STOCK 
5 to 9 D and B Widths 
6 to 10 D and B Widths 
6 to 11 D and E Widths 
12 pairs to a case 






STYLE 





pS Ee 


> 
S 





WU OTe 








2S 


$4.65 








Leather Base, Lined Tongue, 


—x, ‘ 
M SHOE. CO. PPE Seecemceer 
) : [ ] S Dest, eat, Mase Tit, Lantos Gems © Dr, gue 
BR 


MASS. 


SIZES IN STOCK 


6 to il C Width 
5% to 11 D Width 


NU 
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Spring! 
Easter!! 
Sales!!! 


CHILDS FOOT = SHOE FITS IT Be sure the Spring shoe buyers can get from 
you the two fast-selling “Acrobats” shown 
here. Every pair of “Acrobats” you sell 
wins a good customer for you. Made on 
perfect fitting Nature lasts, they hold their 
shape wonderfully because of “Acrobat” 
patented double welt construction. 



































No. 1610 You'll get “same-day” shipments on all 
orders out of stock. 


Acrobat No. 1610 


Mahogany Lotus Barefoot Sandal Leather 
Quarter Lining in stock: 


/8 D Buck Chrome Sole 


3 
8%4/11 D Oak Sole 
11%/ 2D Oak Sole 


Acrobat No. 1176 
Smoked Bear Tan Calf Saddle Strap. 


In stock: 
No. 1176 3/8 CD Buck, Chrome Sole 


Made special : 
8%4/11 BCD Oak Sole 
11%4/2ABCD Oak Sole 











Send for Catalog 22-S, showing low cuts in stock 
for babies, ys and girls, ages 2 to 16. 


Shaft-Pierce Shoe Co. 


General Sales Office and Stock Dept., 
205 State Theatre Bldg., Minneapolis, Minn. 


Factories at Faribault, Minn. 
Specialists in Children’s S @ a E S 


Good Shoes Since 1892 PATENTED DOUBLE WELT 
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IN STOCK 


—and ready to 
ship at once! 





The Crooker & Morse plant oper- 
ating at capacity, turning out 
women’s fine welts exclusively, 
stands ready to render instant In- 
Stock Service to you. 


Style accuracy, the use of standard 
materials, together with the efforts 
of able workers, strengthen the 
sales appeal of each Crooker & 
Morse creation. 


In the interests of your present 
and future business, with the idea 
of increasing your profits and 
speeding up turnover—get in touch 
with our nearest representative 
today. 


The following salesmen are now calling: 


WwW. J. WALTERS J. T. WINSOR 


Pacific Coast New England and New York 


J. G BROWN R. S. MAC LEAN 
Minnesota, Iowa, Wisconsin Pennsylvania, Ohio, New 
and Dakota Jersey, Maryland 
L, R. RECORD L. G GAFFNEY 


Illinois, Misscuri, Kansas Michigan, Indiana and 
and Nebraska Kentucky 


Sample Room: 183 Essex St., Boston, Mass. 


Three 
exceptional 
values. 


$5.00 


Patent Teather 
xford, 





Style 
No. 
1300 


$5.25 
Patent Leather 
One Strap, 
One Button, 

Plain Toe, 
8/8 — 

AA to © 

8 to 8 





Style 
No. 
1200 


$5.00 


Patent Leather 
Oxford, 
Perforated 
Lace and Tip, 
Military 8/8 
Heel, 

AA to © 
8 to 9 





CROOKER & MORSE, Ine. 


Women’s Fine Shoes. 


Bridgewater, Mass. 





A A 
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Hosiery 


Reg US Pet. Orrice 











For Sports Wear 


The following numbers in silk and mercerized lisle are just the 
thing to wear with the gay spring tweeds. 


1500/13 etc. A six-and-three rib, silk and mercerized 
hose in /13 camel's hair; /14 Copenhagen; /15 
castor; /16 grey; /17 dark rose. April delivery. 
Sizes 814-10. % doz. boxes. Per doz 


1600/7 etc. A silk and mercerized hose in fancy tuck 
stitch style. Colors: /7 light rose; /8 dark rose; 
9 light grey; /10 camel's hair; /11 lavender; 
12 jade; /13 Copenhagen. April delivery. 
Sizes 8144-10. YY doz. boxes. Per doz 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “ONYX” Hosiery 


BROADWAY AT 24th STREET NEW YORK 


Branch Offices: 
Boston, Buffalo, Philadelphia, Chicago, San Francisco 


April 1, 1922 

















NASHUA GUMMED & COATED PAPER Co. 








































MILLG IN MILLS IN 
OHIO CANADA 
NEW YORK N.HAMPSHIRE 
Main Sales Office 


NasHua,N.H. 


Mr. Manufacturer: 


You can recommend your shoes by 
means of the carton coverings, 

or you can condemn then. 

White does not offend the eyes 
if it is clean. But white paper, 
hand-soiled, fly-specked, and 
dust-covered will not sell shoes. 
Suppose your shoes were sold in 
cartons covered like those in the 
illustration? Keeping in mind 
color harmony with the retail 
store. Wouldn't the shoes sold 
in such a carton find themselves 
on the buyer's feet more readily 
than the ones extracted from 
dirty white? 

It is your right to demand, and 
our privilege to supply a color- 
ful paper for your shoe cartons. 
You can then recommend your shoes 
by means of the paper covering 
that distinguishes them. 

We use tons and tons of white 
glazed paper and will continue to 
use it in enormous quantities 
because many manufacturers will 
not consider the advisability of 
a change. Nevertheless, we are 
recommending colors because now 
is a most opportune time 
to advocate what we be- 
lieve to be a departure 
well worth considering. 
In addition to improve- 
ment in appearance, color 
also makes possible the 
distinguishing of goods 
or styles. 

We will be pleased to 
submit samples of the 
Nashua line of colored 
glazed box coverings. 


NASHUA GUMMED & COATED 
PAPER CO. 








3-5M-7-21 














STRAIGHTFORWARD statement without at- 
tempt at embellishment seems to us most consistent 
with the facts we aim to convey — with the sincerity of 
our purpose and the significance of our message. 
We manufacture paper — for certain purposes 
box papers in hundreds of stock designs, colors and finishes— 
box papers to order in special designs embodying private trade marks, 
emblems, or names — 


gummed paper and fabrics for box stays, labels, etc.— 
wax papers for bread wrappers, box linings, candy wrappers and for 
all uses for which wax paper is suitable. 


Box papers are sold thru the box manufacturer with 
whom we co-operate in every possible way and in only 
exceptional cases do we have direct relations with the 
purchaser of the completed boxes. 

Every box manufacturer has or can easily obtain a full 
line of Nashua Samples for your inspection and we ask 
you to insist upon Nashua products because in so doing 
you are certain to get the best possible product, at a fair 
price under any and all conditions. The possibilities of 
improving your containers — making them more attrac- 
tive and more practical — thru the use of Nashua 
products will be explained fully to you by your box 
maker. 


NASHUA GUMMED & COATED PAPER Co. 


NASHUA, N.H. 


Mills 
NEW HAMPSHIRE OHIO NEW YORK CANADA 
Sales or 
NASHUA, N. H. 291 BROADWAY, N. CITY DREXEL BLDG., PHILADELPHIA 
BOSTON, MASS. COUCH BLDG., PORTLAND. ORE. CUNARD BLDG., SAN FRANCISCO 


CONWAY BLDG., CHICAGO 54 JURORS ST... MONTREAL 56 YONGE ST., ARCADE, TORONTO 
MIDDLETOWN, OHIO PETERBORO, ONT. P 
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An excellent example 
of the striking fash- 
ion effects obtainable 
in ARCH -O- PEDIC 
footwear, Mat quarter 
with patent vamp and 
inlay, 1% inch heel. 
Transic or Cunic last. 


These ARCH.-O.- 
PEDIC brown kid 
Oxfords on the Tran- 
sic combination last 
are as smart as any 
woman could wish, 
Ready for immediate 
shipment. 






New Orleans in her 


gayest. mood annually 

entertains visitors 

from all corners of 

the globe. The Mardi 

Gras is an interna- 
the avenue ~ 


ARCH-OPEDIC 


the K D shoe of fashion 


and perfect foot ease 


This is an ARCH-O-PEDIC year. copy and illustrations for your news- 
Women everywhere are enthusiastic paper advertising, moving picture 
over this wonderful shoe. Tried slides, window display cards, price 
once, they will wear no other. They tickets and statement enclosures. 
are telling their friends and neigh- Briefly, we are far more interested 
bors about it. © good news is in helping you sell ARCH-O-PEDIC 
spreading—almost like wildfire. shoes than in selling them to you. 
One big fact this drives home to the roa oo gh te ane sain’ 
retailer. In order to “cash in” on . . 4 ° 
this constantly growing demand for — a. ~ kid. Ready for 
ARCH-O-PEDIC footwear you must P 4 
1 let your customers know that your Write or wire today and our repre- 
j store is ARCH-O-PEDIC headquar- sentative in your territory will gladly 
ters in your locality. explain remarkable opportunities in 
store for dealers who sell the ARCH- 
} This we help you do. We furnish O-PEDIC line. 


The ARCH-O-PEDIC 
ribbed steel shank 


cage tag ort to ‘ e ° ° ' 
items: —--—\.Made in Cincinnati by 


arch, It will do much 
to relieve and_ cor- 


FSS Krippendorf: Dittmann( 


PEDIC shoes before 
their feet give out. 


Ps 
cy 
H 
2 
3 


i 
























elegance 


° : 


C “Two feet of comfort 
j . 
RCH APES 


style 
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IN STOCK 


FULL GRAIN NUT BROWN CALF PONY CUT 
GOODYEAR WELT FIRST QUALITY SOLES RUB- 


BER HEELS 


ORDER 
NOW 





CHILDS SPRING HEEL 814 to 10—$2.65 
MISSES RUBBER HEEL 1114 to 2—-$2.90 


Terms 5%-10, 4%-30 Case Lots 7%-10 Prox. 
Samples Sent on Request 


fiarrishurg Shoe Manufacturing Company 
Shoes for Women and Children 
Garrishurg, Pa. 


$Sane fet and Sound Yaluce”’ 
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STYLES 


WOMEN’S OXFORDS 











250 
weed Last. 
Pearl Elk Seeks “Oxford TT re a $5.35 
Black Duflex Ribbed Sole and Heel 
A to D wide. 


252 
Tweed Last 
Brown Elk Sport Oxford............ $5.35 
Red Dufliex Ribbed Sole and Heel. 


A to D wide. 


254 
Tweed Last 
Smoked Elk Sport Oxford........... $5.10 
Leather Sole and Heel. 
A to D wide. 





ember 250 





256 
Tweed Last Number 382 
As above with $5.35 
Red Duflex Ribbed Sole and Heel. 
A to D wide. 


230 
Danse Last. 
Pat; Gees GOOG. «oo ccc cc dbeccbaeewes $4.85 
A to D wide. 





MEN’S OXFORDS 





382 
Sport Last. 
Smoked Elk Sport ay occeveseewe $5.50 
Gal. Four 
Red Duflex Ribbed ‘Sie and Heel. 
B to E wide. 


310 
Sport Last. 
Number 254 Tan Box Sport Cugore 5g66sesenes in $5.85 


x Apr 
Red Dufies Ribbed Sole and Heel. 
B to E wide. 





508 
Newton Last. 
P & V 104 Tan Oxford.............., $5.50 
A to D wide. : 





* a, 


516 
Premier Last. 
Wares Gees codilecasdhsn se concusc ced $5.50 


A to D wide. Number 508 


THE DALTON COMPANY, Inc. 


Makers of Fine Shoes 


- BROGKTON . MASSACHUSETTS 


BOSTON NEW YORK CHICAGO 
183 Essex Street- 651 Marbridge Bldg. 706 Security Bldg. 





Number 230 





37 
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NOVELTY TURN SLIPPERS 


In Stock at $3 to $3.30 for Quick Delivery 


Order today—Business 
and Profits for 
merchants, 


Big Values at these 
prices. 
Read carefully— 
don’t delay. 












PRICE 
$3.20 


No. 806—Same construction as No. 804 
with 8/8 1 Covered Heel. Sizes B 
3-8, 3%-7, 3%-8. C 3-7, 3-8, 2%-8. 






PRICE 
$3.20 






No. 804—Pat. Chrome | Strap, 12/8 
Mil. Covered Heel, Lea. Gr. ounter, 
Silk Binding, Lea. Sock Lining. Sizes 


B 3-8, 3%-8, 3%-7. °C 3-7, 3-8, 2%-8, Terms, 2% off ten days. 
1%. . . 

heal Sold only in 36-pair case 

Stock No. 703—Same as above in Black : lots. of one width, in sizes 


Kid, Jr. Louis Covered Heel—$3.15, . 
No. 803—Same as above, Jr. Louis Cov- as specified. We are able 


ered Heel—$3.30, to reduce prices by this 
method of selling. 


Heels on these styles can 
be changed on special or- 
ders. hree weeks’ de- 
livery. Full Louis Heels 
are 10 cents more than 


Military Heels. 









PRICE 


PRICE 
$3.15 $3.00 


603—B Satin | Strap, Cedar No. 604—Sam 
Chat Mills 7 "foun. Solid Lea. Grain with 74 ‘6 Mil. id i ab Heel. wy B 3- 8, 
Counter, Lea. Sock Lining, Silk emf 3%-7, 3%-8. C 3-8, 2% 

Pearl Buttons, {* Louis Covered H 
Sizes A 4-7, 4-3. B 3%-7, 3%-8, 3-8. 
C 3-7, 2%-7, 3-8, 2%-8. 


KARELIS SHOE COMPANY 


HAVERHILL, MASS. 






-— 
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BOYS’ SHOES $4.50 


that wear oe Gaines 
Goodyear Welt 











R 937 


Mahogany Lace Oxford 
Goodyear Welt, Rubber 


Heel. 
Boys 214-5'4%4....... $2.50 
oa Youths 1-2......... 2.25° 
R 1937 
Footform Last, same as 
above. 
Gents 10-131%...... $2.00 


MeA-S Yrador Co. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 
SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


' 4 CHICAGO NEW YORK, N. Y. BOSTON, MASS. 
312 W. Monteoe St. 123 Duane St. 100 Sammer St. 


ST. LOUIS, MO. PITTSBURGH, PA. PHILADELPHIA, PA. 
1408 Washington Ave: ~- 923 Penn Ave. . 51 North Third St. 
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BEACON 


THERE ARE NO BETTER 


SHOES 






—_—_ 




















=— 


ul 

















FOR FIT—FOR STYLE—FOR WEAR 


lll 








Our stock department is busy—orders are 
coming in for these oxfords from far and 
near. There's a profitable tip here for 
every progressive dealer. The men—old 
and young—appreciate the “good buy” 
offered by Beacon dealers in style, fit and 
real quality at prices that attract the 
careful buyer. Get your sizes and widths 
right on “Beacons” at Easter time and 
cash in on the growing demand. 


Mi 


















No. 


No. B-5021—Proxy last. Chip- 
pendale Russia Oxford. Wing tip. 


NT 





























“Nothing Succeeds Like Success 


—Beacon Oxfords are selling big. Why not join the procession?— 


B-5019—Penn last. Chip- 


pendale Russia Oxford. Goodyear 
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Goodyear Wingfoot Rubber Heel. Win o 
. ~orve gfoot Rubber Heel. C-6 to 
C and D-5 to. 11. Price. .$3.85 11; D-5 to11. Price...... 83.60 
— — No. B-5032—Same in Gun 

a WED weete socsées 83.60 

B 
— 
-_ —_ 

<—— 

— 

}— No. B-194—Swag last. Morocco Russia Oxford. 
—— Brass eyelets. Goodyear Wingfoot Rubber Heel. 
— B-6 to 11; C and D-5 to 11. Price $4.10 
= No. B-115—Same as No. B-194 in Gun Metal with 
= No. B-5030—King last. Chi invisible eyelets. Pri 10 >! 
= ® | — Blucher Oxford. — $4 1 =o 
= joodyear Wingfoot Rubber Heel. No. B-50381—Ace last Chi = 

= 9 > No. - _ \ P = 

= B D and E-5 to 12. Price. ..83.60 All Oxfords Sold fendale Huasia Oxtord, “Gonayert = r=) 
a No. B-9033 — Same style in Wingfoot Rubber Heel. C-6 to —— 
———— Black Pony Kid. Price...$3.60 Branded and Unbranded. 11; D-5 te- 11. Price ....83.60 —o 
= —=— 
—— —_ 
es 4 ——- 
=> C Manch N. H = 
=: F. M. HOYT SHQE CO, Manchester, N. H. — 
== STOCK DEPARTMENTS LOCATED AT =< 

a — 
—=— — 
—— —— 
_————_——4 -——_— 
oan» —--__ 
— a 
= (Xby 





eS 
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Priced to Retail at $5.00 






* otctmee eget Tm 7 


a 


ie ell 


IN STOCK 


FOR IMMEDIATE DELIVERY 
No. 880 


Black Suede Calf 
Three-Strap Pump 
22 Last, 12/8 Heel 
A, B and C Widths 


$3.50 


Terms: 2% ten days, net thirty days. 














One of Harney’s most distinctive Spring numbers. 
Fashioned from quality leathers. Executed by 
skilled operatives. Priced to meet demand suc- 
cessfully. 


P. J. HARNEY SHOE CO. 


LYNN MASSACHUSETTS 







"CThe Shoos You Order Are the Shoes Yox Get” 
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The New 


ARMORTRED “WEDGE” HEEL 


Allows the shoe to set flat and tread flat 





The ARMORTRED WEDGE HEEL is 
especially designed to give perfect tread 
and balance to the now much demanded 
low heeled styles for men. 


By graduating the heel from back to 
breast as shown in Figure A, a leather 
base of the proper thickness can be used 
which will give exactly the proper pitch 
to the heel. 








Note the contrast between illustrations 
Band C. B shows how ordinary heels 
tend to rise and strike at the breast but 
not at the back; C how the Armortred 
Wedge Heel corrects this trouble and 
gives the shoe a perfect tread. 


This is just another instance of our con- 
stant study forimprovingARMORTRED 


HEELS and service wherever we can. 


QUABAUG RUBBER CO. 
NORTH BROOKFIELD,. MASS. 














ARMORTRED 


SOLES AND HEELS 
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a Newest 
Style 
in 


Formative 


Shoes 
for Women 


O matter how “fussy” a young 

woman or matron is about her 
footwear, she will like Formative 
Shoes. 


The days of sacrificing style in 
order to get fine fit and comfort went 
out when Formative Shoes came in! 


Dealers who handle Formative 
Shoes have been getting pleasant 
proof of these facts in the ready sale 
of Formative Shoes in their stores: 
From the full range of Formative 
Oxfords and boots in Black, Havana 
Brown and White fabric most every 
customer’s taste is easily satisfied. 


All Styles Carried in Stock 
Send for Literature and Full Details 


COTTER SHOE COMPANY 


LYNN 





— Ag 
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SHOE 









































In 
Stock 





All Styles In Stock 










Solid leather 
heel. 


except made of 




























Made of White 





and heel with 
rubber top-lift. 
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U. S. Spring-Step Rubber Heels come from the 
same source of high quality production as U. S. 
Rubber Footwear and Keds. 


They are backed by the same trade-mark—the United States 
Rubber Company’s official seal—which is an assurance of 
the greatest value wherever found. 


Specify U.S. Spring-Step Rubber Heels on your leather shoe 
orders—they help sell the shoe. 
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Cee eee 


CHESTER , U.S.A]kE 


STH UAUATUUUUUTUUUU EU HV UU ULUUU EEUU EGET EEUU ECAC eee 


EXCLUSIVE AGENCIES ARE BEING 
CLOSED SO FAST that we cannot take on 
any more orders for shipment before AUGUST 


1st. 


Our PLAN has received the O. K. of America’s best Shoe 
Dealers. 


We have the “ESKIMO PIE” of the shoe business. 
This “AGENCY?” is valuable. 


Get lined up now for Fall delivery on 
“AMERICA’S BEST WELT SHOES FOR WOMEN” 


We will send a salesman if you will write— 


A little foresight—a little nerve—a matching of our enthu- 
siasm with yours and you can laugh at competition— 


If you are a live wire retailer of shoes—investigate— 


Write before your Town is closed. 


WRITE US NOW 


Tue ARCH-AID SHOE CO. 


‘Rochester, N. Y. 


45 
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TWO POPULAR NOVELTIES 


Patent and Gray Combinations 


. 855—Combination Patent Leather and Gray Buck One 
i Imitation Tip. On No. 121 last. 7/8 Flange men. 


No. S57—Combination Patent Leather and Gray Buck 
Oxford. On No, 121 last. 7/8 Flange Heel. 


These new ones show the way Johnson Bros. keep right 
up to the minute in style service on popular numbers. 


SEND FOR SAMPLES AND PRICES 


JOHNSON BROS. 


SHOE MFG CO. 
HALLOWELL . MAINE 
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The Drawing Power of Price 
Plus the Gripping Power of 
Quality. 


With Wobst Shoes you can hold your prices down to 
where they will be sure to bring in the trade. And in 
addition you will hold the quality up to a standard that 
is sure to get a firm grip on the trade. 


Though Wobst prices are low, Wobst shoes are good. 


Illustrated No. 600 


Genuine Glazed Kid Comfort Strap 
Slippers with Leather Insoles and Rub- 
ber Heels. 


Sizes 214 to 8. 
IN STOCK, $1.60 Net 


WOBST SHOE CO. 


411-421 Vliet St. MILWAUKEE, WIS. 
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eA style leader at St. Moritz—where 
fashions are born 


You will note that her shoes are equipped with lacing hooks— 
the advance style for ]922-]923. 


Lacing hooks are made for men’s, women’s and children’s 
shoes. Specify lacing hooks when ordering exclusive footwear. 


Insist on having what you want! 
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IN STOCK 


FOR AT ONCE SHIPMENT 


Flappers for Your Easter Trade 


1213—Pat. and Grey.. 
1212—All Patent 
1211—Black Satin .... 
AA to C widths. 


. $4.50 
4.50 
4.25 


1742—Pat. and Grey... 
1741—All Patent 
1740—Black Satin 
AA to C widths. 


sere 


eeeee 





945—All Patent 
946—Patent and Grey Suede, 8/8 heel. . 
939—Patent and Grey Suede, 10/8 heel... 


AA to C widths. 


ee ee ee 


WT. HOLMES COMPANY 


Exclusively L 











=) 





Ladies Shoes 
Is NORTH FOURTH ST. PHILADELPHIA 
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" “Tobacco Brown VICI 
runs more uniformly 
in shade than any 
colored leather we 
have ever used.”’ 

















The above is.a voluntary state- 
ment from one of America’s 
largest and longest established 
makers of women’s fine shoes. 
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Today’s conditions call for 
very frequent “sizing orders”’ 


on the part of the retailer. 


If your manufacturer uses col- 
ored VICI KID* you will not 
encounter any difficulty in 
securing an unvarying run of 
color in your kid styles. 


You will also receive that pro- 
nounced leather value in your 
shoes which the careful buyers 
of America are now demand- 
ing. 

watt te pty bean te ated nests ook, VICE MID te ws cobb 


ROBERT H. FOERDERER, INC. 


Sole Manufacturers of VICI KID 
PHILADELPHIA . PENN. 





“Shere never has been any other 


























Patent Leather Oxford, Soft Toe, 
Flexible Sole, Smart Dancing Ox- 
ford. 
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Women’s Full Sport Oxford, Gray 
Veal Vamp, Sharkskin Apron and 
Tongue,Ivory Welt,White 
Stitched Aloft Sole, Black Eye- 
lets, 6-8 Rubber Heel, Soft Toe. 


DECIDEDLY BROCKTON SHOES 


That Decide the Consumer to Buy 


Sport Shoes are the numbers for direct salability 
Everywhere retailers are finding the 
demand increasing day after day. 


this season. 


These shoes go with and complete sport togs. 
“Decidedly Brockton Shoes” 


quickly. The wearer looks at them, is impressed ; 
tries them on, buys; and wears them with growing 
esteem as the service lengthens. 


You can depend upon “Decidedly Brockton Shoes” 
to bring the trade back. 


Made to retail from $5.00 to $6.00 


BROCKTON SHOE MFG. COMPANY, Inc. 


BROCKTON (Campello Station), Mass. 


Vew York Office, 303 Fifth Ave. 
Detroit Office, 213 Bowles Bldg. 


direct sales 


Chicago Office, 200 Security Bldg. 
Philadelphia Office, 411 Forrest Bldg. 


Sales Department, 117 Lincoln St., Boston 











Widths C and D, 6 to 10%. 





Men’s Sport Golf Oxford, Smoked 
Elk, in Light or Dark Brown 
Shades with Russia Calf, Apron and 
Back Stay. A Popular Golf Shoe. 











Men’s Blucher Oxford, Uppers of 
Gallun’s Norwegian Calf, One- 
Quarter Wing Tip, Perforated 
Quarter, Heavy 11 Iron Oak Back 
Outsole, Flange Rubber Heels. 
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LINCOLN SHOES 


for Boys and Girls 
CARRIED IN STOCK 








Catalogues of Spring 
Style and Wear Styles are ready for 
Is What Counts or 














Smoked Elk, Mahogany Saddle 
Strap Sport Oxfords. Goodyear Welt. 


Sizes 
te < chctincencutiesatanss $3.50 
3 ©*@ . daeteneeec ean etoie 3.00 
a. eee ee eee 2.50 


1101. Misses’ Mahogany Whole 
Quarter Lace Oxford, Wingfoot Heel, 
Single Sole, Goodyear Welt, Simmons 
Toe, 11%4-2, B, C and D wide... .$2.60 


3540. Boys’ Mahogany Side Whole 
Quarter Lace Oxford, Perforated 
Vamp, Wingfoot Heel, Single Sole, 
He. 1101 Goodyear Welt, Lafayette Toe, 1-6, C 
— fF Peary $2.70 





1103. Growing Girls’ Mahogany 
Whole Quarter Lace Oxford, Wingfoot 
Heel, Single Sole, Goodyear Welt, 
Smith Toe, 2%-7, B, C and D 
WE d6dn08ees de veeteeneneeee $3.00 


3542. Boys’ Mahogany Side, Whole 
Quarter Lace Oxford, Perforated 
Vamp, Wingfoot Heel, Single Sole, 
Goodyear Welt, Princeton Toe, 1-6, C 
OE TP WEES 6 cesccdéeavasvecdees $2.70 





No. 1108 No. 3542 


MARSTON & TAPLEY CO. 
DANVERS Saree MASS. 


Boston Office, 111 Lincoln St. 




















April 1, 1922 BOOT AND SHOE RECORDER 






a 


, 


e 


4 


$285 





§ 
$ 


oh 
eh 


{ 
{ 


Mu 


bts 


Pra 








itty AGS ree tons 


Eder se 





Sea te S38 fepbot at A 4 bur. 
y 


ei abr 7 Ata 


Ne ten ant Sea 


4 
} 
- 


PY nw tae Os 


Ad F, . 
Oe OP ee AY ra 
< ah MOS Se +. 


AG SS. Sheets 





oo 
2 
, 








eet ere DA Bn Sa whonek > Codie FES OPPS TE LOS re ; SIRO RS 
ar 5 re an eee ow Sone pes ag por pager came 
EEE TL UT, ONE Oana ne CLE LOCI SPST TPIT ON SPORT SOLES ONDE TL > a St ne OE 
- +e AP anes OE ai Clea a > ven _ m Seeeqyerarwr>) 


as 





Bates “No. 2145” 
In Stock 


$4.60 








Style 2145 


=< “Brogue” Last. Pfister & Vogel’s 

rr “104” Lotus Calf. Flexible toe. 
a Heavy Oak outer sole. Grain 
inner sole and counter. “Wing- 
foot” Rubber Heel. 

















HIS stunning Bates Brogue is every retail store’s tempt- 


ing bait for college men and business men. It sells. 


The flexible toe, one of the strongest of present style- 
tendencies in men’s shoes, adds materially to the sales power 
of No. 2145. Its plump sole and perforated vamp and fox- 
ing lines also make a strong bid for trade. 


We carry this same shoe in stock with double or “Rail- 
road” sole stitching (Style 2135). It stocks perfectly with 
2145. 


Minow ab ao baviiaie 7 } - 
So ate ince ee or) Se ee Se 


You should have the new Bates In-Stock Catalog, just out. 
Mailed free. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 





J 


Ory 


HM 





All Patent R 

Fairy 7—1 to 5, D 
107—3 to 8, C & D... 2B.UF 
207—8% to11,C &D.. 2.80 


All Patent Mary Jane, Turn. 
Fairy 91 to 5, 
108—3 to 8, C & D... 
200—8% toll, C&D... 1. 
300—11% to2,C&D.. 2. 
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IN STOCK 


For Easter 


919 
Sterling Patent Colt One Strap Pump. Argo Last 
14/8 Junior Cuban Heel 
5S Iron Welt Sole, Turn Edge 
AAS-8; A4/2-8; B4-8; C3'/2-8; D32-8 


719 
Same in Black Kid 


Price $5.50 


La France Spring and Summer Catalog on request. 
Forty in-stock styles illustrated. 


Williams Clark & Co. 


a 


mit 


PATENT LEATHERS for EASTER 








We illustrate two striking styles for the youngsters for Easter. 
are shoes of a sort for which you are certain to have a call. 


hoes 


TRADE MARK 


and when we say this, we tell in two words the story of shoe making 


excellence, good material and correct fit. 


They Are in Stock—Ready Now 


New catalog is ready. It shows many new items. Send for it. 


GRIEB SHOE MANUFACTURING CO. 


309 ARCH ST., PHILA. 
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OT to meet a price, but always 


to meet Weber 


standards, 


Weber Union made shoes to retail 
at $5 to $8 are always backed by 
this business developing policy. 


WEBER BROS. SHOE CO. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 






S898—Black Scotch 
Grain Foxed Oxford 
Frenchy Last 
Fibre Middle Sole 
itehed Around Heel 
Rolled Edge All Around 
Soorens ee 
ee 
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PUSSESRELUTSG) Lid TT 


No. 2012—Kid Sandal, 
12/8 rubber heel. 


opera toe, 
C, D and E.$2.10 


PELLISASEELSLLSIiSEgeeeg ts Sete teeceeseenyyy 


EERELERLEDLEUEH 


TEPER TET ES PRETTY] 


THEHT H 


No. 201—Kid Oxford, grey leather 
quarter and sock lining, 12/8 rub- 


ber Reel: A 00 Bo ccccsctveve $3.00 
No. 206—Kid Oxford, 12/8 rubber 
= heel. C, D and E.........0.. $2.40 
QiuEy ESSEERSSESESEESEESSSL2823 ititi rT Treei tise seseae teeseigec: seitsses ces sscsteegsteies toutes steeeeeee 


Twenty -Six 


Styles 


IN STOCK 
H. K. GARDINER CO. 


Please Address yy te the Factory 


at Lynn 


Factory: 680 Washington St., 
Lynn, Mass. 


Boston Sample Room: 
Street 


134 Lincoln 


“SH 








No. 203—Kid One Strap Sandal, 
medium narrow toe, press vamp 
and quarter, grey quarter and sock 
lining, 12/8 rubber heel. A, B, p 


eee eee eee ee eee eee ewer e 


No. 209—Kid Sandal, medium 
round toe, 12/8 rubber heel. Cc, D 
SE UE wsvedecccasonweme anil $2.00 





No. 402—Kid Stock Tip Oxford, 
12/8 rubber heel, A to E..... $3.00 


(11 EEERERREREREESEEREG PEAT] RERELELERGLs 1450082008 20505 FEES EL EEA ELLE EEL AE ETEA EGS EEE BEES EE LEE ETE LEST 





PeSEEESEEEESES EESEERESEESESEEGEE EES SEC ESES ESE ES EEE EEEEEEE TG PESTEEESES C2411 [EET EG HEES EL! Lf 


HEPLHLEL TELLIN} 


titi 
Hitt 


EES SESSSESESSESSERSSEG SCG: g3 i252 SES 88285088 gtieeee: snsege geen’ 


betsetitssseeagesesee: 
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The practical for the artistic is not sacrificed in W & D shoes. 
The virtues of workmanship are not disregarded in producing 
models that reveal style distinction. Our country-wide market 
demands individuality and utility so nicely blended, that the con- 
sumer appeal is strengthened and the expectancy of satisfaction 
is realized, T'o have your business produce its utmost, merchan- 
dise W & D shoes. The style above in patent leather reveals wn- 
common features. 


Witherell & Dobbins Company 


Quantity Producers of Quality Shoes 


Haverhill Mass. 


Boston Office, 110 Lincoln Street 


The W & D Line is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 


AND SHOE RECORDER April 1, 1922 


OCEAN PEARL BUTTONS add immeasurably 
to the beauty of fashionable shoes. Tell your 


ation carries an extensive line of manufacturer to put peal be buttons | on the at 


buttons made from genuine Ocean Pearl. you order from him. 
Carried in stock in three-sizes, 14, 16 and 

18 ligne, and in all standard colors.. } 

Special colors on request. ee 


‘THE United Shoe Machinery Corpor- 
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Women’s °2™" Oxfords 


These popular priced low cuts are the talk of the trade. We confidently 
challenge anyone to match them at the price. 


CORRECT STYLES 
Splendid Leather Soles Beautiful Upper Leather 









Order from Your Wholesaler 


If he cannot supply you, write us for the name 
of the one nearest you who can. 












Globe Shoe Company 


Women’s Welts and White Canvas McKays 


Chelsea, Mass. nl 
Boston Salesrooms 207 Essex Street 











BOOT AND SHOE RECORDER April 1, 1922 











IN STOCK For Easter IN STOCK 


Fashion’s Newest Designs 





No. B 284—Patent Colt, Gray Kid Strap 


and Apron, 10/8 Heel, Nickel Buckle, Welt. No. B 282—Patent Colt New Wide One 


Strap, Nickel Buckle, Imitation Tip, 10/8 
Heel, Welt. Price $4.90. 





No. B 277—Patent Colt Princess, Black 
Silk Elastic Gore, 15/8 Celluloid Louis Heel, 
Turn. Price $5.65. 


Joy, Clark & Nier, Inc. 


ROCHESTER, N. Y. 
































SIZES IN STOCK 
Dé cduddeaeiveenee 4% to 8 
No. B_ 280—Patent Colt Two Strap, 14/8 E wevccesers yi cagess ia nm 
Gace oe Loy 2 og » me Pci ngWeesesceiunil 2% to 8 
with Imitation Tip. Price 84. ac D wccccccccceces sees 2% to 8 No. B 281—Patent Colt Oxford, Gray Kid 
No. B 278—Same as above in Brown Kid Terms: Net 30 Days Apron, 7/8 Heel, Welt. Price $5.00. 
with Imitation Tip. Price $5.00, : 
AND McKAYS 5-8 8%-11 11%-2 2%-8 
210 #£=Gun Metal Ox. wide toe, wedge 1.15 1.35 
210H Gun Metal Ox. wide toe, heel 1.35 1.55 
1210H Gun Metal Ox. Eng. toe, heel 1.55 1.85 
212 Patent Ox. wide toe, wedge 1.40 1.60 
212H Patent Ox. wide toe, heel 1.60 1.85 
X 1212H Patent Ox. ng. toe, heel 1.85 
214 Mahogany Ox. wide toe, wedge 1.20 1.40 
214H Mahogany Ox. wide toe, heel 1.40 1.60 
F 1214H Mahogany Ox. Bng. toe, heel 1.60 1.90 
216 +#Bilack Kid Ox. wide toe, wedge 1.25 1.50 
216H Black Kid Ox. wide toe, heel 1.50 1.75 
1216H Black Kid Ox. Bng. toe, heel 175 2.00 
O 218 Nut Brown Ox. wide toe, wedge 1.25 1.50 
218H Nut Brown Ox, wide toe, heel 1.50 1.75 
R 1218H Nut Brown Ox. Eng. toe, heel 1.75 2.00 
ALSO STRAPS STITCHDOWNS 
AND SANDALS D 5-8 814-11 11%-2 2%-6 6-11 
126 #8 Cherry Lotus Oxford Byrcn 
Process sole 1.00 1.10 1.25 
736 Tan Lot. Ox. imt. tip, lined 1.00 1.10 1.2 1.65 
~ 746 = Bik. Ox. imt. tip, lined 1.00 1.10- 1.2 
726 #£=‘Tan Lotus Ox. imt. tip -95 1.05 1.20 
766 Mahogany Elk Ox. unlin. 95 1.05 1.2 1.60 
826H Tan Lot. Ox. imt. tip, Narrow toe 1.75 
- 816RH Cherry Lotus Oxford, rubber beel 1.85 
IN 735 $$$Tan Lot. Blucher Oxford 1.10 1.20 
735H. Tan Lot. Blu. Ox., hee! 1.50 1.85 2.25 
STOCK 5S Vox Tan Lotus Ventilated Ox. 1.85 2.25 
25 Vox Mahogany Elk Vent. Ox. 1.85 2.25 


caTaLoc? § Hagerstown Shoe & Legging Co., Inc. 
Hagerstown, Maryland, U. S. A. 


ft 
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achievement! 


No.13T5 - 
SLIDE BUCKLE 
SIZES 


%3~ Ya~ 7 \n. 


Patented 


A Slide Buckle that can be assem- 


bled to slipper without looping strap 
around cross bar. It sews on flat 
when machines are equipped with 
attachment for jumping the bar 
while stitching. 


Made in Non Rust Composition and 
supplied in desirable standard fin- 
ishes. 

Samples free upon request 


NORTH & JUDD MFG. CO. 


New Britain, Conn. 


BRANCH SALES OFFICES 


NEW YORK, 127 Duane St 
CHICAGO, 326 W. Madison St. 
ST. LOUIS, 608 Victoria Bldg. 
SAN FRANCISCO, Postal Tel. Bidg. 





———— 





Ail 


A eal: 
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DEALERS— 
ATTENTION 


We now have a complete line of 
seven styles in stock of our Start- 
right Walking Shoe, which is the 
best orthopedic shoe on the mar- 
ket today. 


We have a speciai proposition to 


‘offer in this drive for dealers 


and feel sure that-our plan will 
greatly assist in the turn-over of 
Startright shoes. 


Startright shoes are made of the 
highest grade materials money 
can buy and by expert workmen. 
They are flexible, straight on the 
inside and are designed along 
lines specified by the leading or- 
thopedists and are meeting with 
great success where they are now 
carried in stock, 


Write for Proposition 
and Catalogue Dept. A. 


‘Baker 


SHOES 





FOR WOMEN 





323-41 Classon Avenue 
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A McKAY OF MERIT — IN STOCK 








BROAD TOE LAST IN 
84 to 11—i1'% to 2 


ENGLISH TOE IN 











2% TO7 
STOCK NO. 500 ‘i STOCK NO. 501 
TAN SIDE LACE OXFORD 
PATENT CHROME, ONE STRAP PERF. TIP VAMP AND TOP OF QUARTER 
8% TO 11 SPRING HEEL cD $1.85 8. TO 11 SPRING HEEL cD $1.75 
1% TO 2 4-8 “ BCD 2.35 11%TO 2 4-8 “ BCD 2.25 
2%7T0 7 8-8 “ BCD 2.85 2%2TO 7 8-8 “ BCD 2.75 
F. E. DONALD COMPANY 
BURLINGTON, NEW JERSEY 





























No. 3200—Patent One Strap Flapper. 
Goodyear welt, Cincinnati made, imita- 


tion straight tip, low military _ heel. dig Tp SP othe cccccesocunsed $4.50 
A, B, C widths. yrrretr;: tray 84.50 

2501—Same as above in black satin. 

4.50 


No. 2500—Patent One Strap Flapper, 
hand turned, plain toe, low covered heel. 


No. 1281—Same style as above in pone i" ‘B, Ps 65-65:06646066008 8 


turn, a we fat covered: heel, d 
© widths . vei 84.50 


On the Floor 
Ready to Ship 


Terms 3% 10 Days Net 30 


DAVE W. SAIFER SHOE CO. 


“Chicago’s Beading Novelty Shoe House” 
37 S. Wells St. ' Chicago, Ill. 














Shbbtbthtbtttttttttttttttttttttttttttttt ttt ttt tebe eee heehee teehee eee eb heeded eee eh eee eee ehh bbe ee 
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| “Worth-While” Styles 
FOR MEN 








Our Newest Sport Style 


Sa SS ee ee ee a ee ae ee a ee 


Smoked Elk Vamp with Tan or Black 
Tip, Throat Insert and Back Stay. 
Either sport or leather soles. Here is 
= snap and smartness that will appeal to 
your trade. ' 


4.0.0.0. .%. 2. 2 
3s 3's 


33 es 


DOHERTY BROTHERS 


¢ AVON, MASS. 


Be Be ce BeBe Be cBecle ld 
Le 
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Educators Talk in 
Dollars and Cents 


VER take your pencil and 
compare the earnings of 
money put in your Educator shoe 
stock with your other investments? 


You'll find it the safest, steadiest. 
quickest profit - maker you ever 
knew of. 


The ease and speed of sales, be- 


The feet that have indelibly 
stamped the Educator im 


cause no bother about fitting— nmr ae minds" or auton 


of consumers. 


low overhead, because stock is limited—and ability 
to “size in” your stock every day—bring the cost of 
Educator business way down—and the turnover and 
profit way up. 


Do Educators sell fast? If our yearly output is any 
judge—we’ll say they do. If the retailers’ reorders 
are any criteron—we’ll say they sell. 


But the best way is to try for yourself. Write nearest 
branch for sample. ; 


OUR NINE AMERICAN DISTRIBUTING POINTS 


The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. . 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 


The Rice & Hutchins St. Louis Shoe Co. 


RICE & HUTCHINS, Ine. 


10 High St., Boston, Mass. 








= 
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How Many Hides Will Buy a Pair of Shoes ? 


Senator Capper Notwithstanding, There Is an Economic 
Explanation of the Hide and Shoe Story 


er industry has been Senator Capper, 

politician, publicist and publisher, and in- 
variably he prefaces his charges with the old 
story of the farmer who came into town and gave 
up “twenty-two calf-skins for a pair of shoes.” 
This charge has come to the attention of the Boor 
AND SHOE RECORDER, not only once but repeatedly, 
and in different guises. Here it’s a clipping from 
a city newspaper; there it’s as an article in some 
farmers’ own weekly or semi-weekly; again, it 
appears as a “letter to the editor.” 

The continued appearance, especially in this 
latter form, of the same reiterated details not 
backed by facts as to time, place and as to the 
kind of skin or shoe, more than lends credence to 
the hypothesis that the whole matter is a piece 
of anti-shoe and leather propaganda controlled 
from some central point. 

We have asked representative men in the leath- 
er industry if this story could not be refuted once 
and for all; if facts might not be martialed in 
compact, compelling form to show that the inci- 
dent, if true, was a combination of poor selling 
and worse buying. 

“It’s too silly, too puerile, too idiotic, to be 
answered,” was the universal reply. 

The repeated appearance of this story, now ap- 
parently stereotyped and sold as boiler-plate, and 
its lack of details as to both skins and shoes, leads 
one to believe that it is a variation on an incident 
which, if ever it did happen, is now hoary with 
age. 

First, as to kind. 

What kind of skins did the farmer sell? Shed- 


T HE outstanding critic of the shoe and leath- 


ders, grassers, kips, deacons, veal-skins? And 
were the calves milk-fed, fodder-fed or grass-fed? 

Second, as to curing. Were they green salted, 
dry salted, or green—that is, unsalted? 

What quality of salt was used? Was it pure 
salt, or were there traces of iron? Was it salt 
bought specially for this purpose, or was it fished- 
out-of-the-cod-fish-barrel salt? 

Third, as to the take-off. How were the skins 
taken off? Were they not badly scored and cut, 
and more than likely blood-stained and dirty? 
Were there not patches of flesh left on, causing 
putrefaction and therefore spoiling the hides? 

And last, but not least, how were the skins sold? 
By the pound or by the piece? That is, with care, 
and with more or less method, or just “as is” 
and “where is”? 

And who bought the skins? Was it a junk- 
dealer, an itinerant collector, the village slaugh- 
terer, or a jobber? What about the reputation 
of the buyer? 

It’s a question if our friend the farmer realizes 
the long road over which his calf-skins have to 
pass. The normal and simplest route would be 
by ten stages. 

First there’s the owner and slaughterer, which 
in this case we’ll assume to be one and the same 
person. Then follow (2) the local buyer, (3) the 
traveling buyer, (4) ‘large dealer in hides; (5) a 
broker or the tanner’s own buyer; (6) the tannery ; 
(7) the leather dealer, (8) the shoe manufac- 
turer, (9) the wholesaler, and (10) the retail mer- 
chant. Quite an array. Each one not in busi- 
ness solely for his health. Yet each one seemingly 
a necessary link in the chain which connects the 
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original producer with the original consumer. 

Now in Russia they don’t have this chain. But 
look at the leather sandals the Russians wear. 
And look at Russia. 

We are afraid that the average buyer as well 
as the average farmer does not stop to think, 
does not even realize, that the raw material, of 
which leather is only an item, although, of course, 
the largest item, is practically thousands of miles 
from tannery or shoe manufacturer or retailer 
or all three. 

Another fact which was brought out is a very 
pertinent and primary fact. It is that hides are 
a by-product, and being a by-product, their produc- 
tion is not in response for a demand for shoes or 
harness or gloves or other forms of leather but 
that their production is only in response to a 
demand for food. 

Our friend the farmer, better than the public 
in general, should be able to visualize the truly 
enormous wastage in leather due to ignorance and 
negligence in the taking off, the salting, and the 
curing and salting of skins. This is especially true 
when the work is done by farmers, ranchers and 
small butchers. This fact is so generally acknow]l- 
edged that current market quotations on hides and 
leathers are listed under two general heads— 
“packer hides” and “country hides.” 

Of course, the incident of being killed on a farm 
in Iowa or in a packing house in Chicago makes 
no difference in the value of the quality of the 
animal killed. But there is a vast difference in 
the value of the hide. For the manner in which 
the hide is taken off, and the method and care with 
which it is cured and salted, makes to the tanner 
a vast difference in the value of the hide. 

A “packer hide” is a hide or skin taken off in 
big packing houses or other establishments that 
specialize in the taking off, curing and salting of 
hides in a wholesale manner. Here the work is so 
divided that one man, or a particular group of men, 
have a particular part of the work to perform. 
They thus become naturally proficient, and their 
work becomes uniform in quality. Moreover, care 
is taken to assort and scale the hides as to weight 
and quality. A practically uniformly graded prod- 
uct is the result, making possible a maximum 
yield of leather of warranted good quality. 

A “country hide” is a hide or skin taken off by 
farmers, ranckmen or local butchers. It is a 
generally accepted fact that these are inexperi- 
enced in skinning according to packers’ require- 
ments. 

We have quoted references to the long route 
taken by the hides before they reach either the 
shoe manufacturer or the consumr. It must not 
be forgotten, in addition, that the broker in hides 
or the large hide dealer cannot, economically, 
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handle small quantities of hides. They rarely 
buy under fifty hides at a time. The tannery, the 
next link in the chain, buys practically only in 
car-lots. Naturally the man whose money is tied 
up in purchases of hides demands a return on his 
investment. 

Each tannery, as a rule, specializes in a certain 
kind of leather. It consequently uses only a small 
variety, or different weights, of raw skins. It 
must, however, have comparatively large quan- 
tities of the particular weights and grades in 
which it specializes. 

Hides must, therefore, necessarily go through 
a number of hands for sorting and grading and 
often for re-salting. The farmer, therefore, can- 
not sell his hides direct to the tanner unless he 
has a quantity of the special kind in which the 
tanner specializes. 

The farmer is in direct competition with the 
packer. And the packer has several advantages 
over the farmer. He has, in the first place, quan. 
tity production. Secondly, he cuts out the waste 
and expense of the local buyer, the traveling buy- 
er, and the dealer in quantities. And last and 
most important, his product is more uniform and 
generally of better quality. 

These are the factors, Senator Capper, that 
make the story of “the bundle of skins swapped 
for a pair of shoes” a clear statement of sup- 
ply and demand instead of manipulation as you 
have inferred. In a highly competitive industry 
such as the leather and shoe businesses there are 
too many men who want to make a dollar inde- 
pendently to overlook the cheap price of country 
hides and skins if by such collection an economy 
could be effected. The law of supply and demand 
is working its selection on the basis of intense 
economy and competition. 





“‘More Shoes Fitted Right”’ 


Again it is repeated that there is abundant 
opportunity to get “more shoes fitted right.” A 
timely thought, indeed, is this for these days 
when a flood of cheap shoes has poured into the 
market. Foot troubles are bound to follow the 
wearing of cheap shoes, poorly fitted. 

However, the argument is that more shoes 
should be fitted right. An old friend, who has 
measured thousands of feet, and has the diagrams 
and the measurements of them, tells us that no 
two feet are alike, any more than are any two 
faces. So it may be said that the field is unlimited 
for getting more shoes fitted right. 

Study each pair of feet, and fit them rightly, 
so that the customer is bound to come back, not 
to get cheap shoes, nor stylish shoes, but shoes 
that fit right. 
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Country Hide Prices vs. Shoe Prices 


Cost of Distribution and Not Excessive Profits Responsible 
for the Wide Spread; Increased Cost of 
Government a Big Factor 


By EARL C. LOGAN 
Western Editor of Tus Boor anpD SHOp RECORDER 


that the basic materials—hides and skins 

—are not produced in response to the de- 
mand for shoes and other leather products, but 
in response to a demand for meat. 

Regardless of whether or not there is a demand for 
shoes, the production of hides and skins continues, and 
no matter how urgent the demand for leather may be, 
there is never an increase in the supply unless there is 
a corresponding demand for food. This is just as true 
of goat skins, calfskins and the heavy hides that we 
import as it is of the domestic take-off. 

The price of hides and skins, however, is more or 
less dependent upon the demand for shoes and other 
leather products. 


The Story of Two Calves 


The method of take-off and preparation, the process 
of distribution and cost of transportation are also vital 
factors in determining the prices received by the 
producers, 

Hides to-day are about the same price they were 


4 he: shoe and leather industry is peculiar in 


this time of the year 1914 at the tannery. This applies 
alike to city calfskins, used for better grades of upper 
leathers, and native packer steer hides, use in the 
better grades of sole leather. 

While to-day’s prices are relatively the same at the 
tannery, the farmer and small-town butcher are get- 
ting much less than they got in 1914 and such a small 
percentage of what they got during the war when hides 
were at their peak that the shoe merchant is up against 
it and is called all kinds of names. 

Chart No. 1, on the next page, shows the roundabout 
and circuitous route a country hide travels from the 
time it leaves the farmer or ranchman until it again 
returns to him in the form of made-up shoes. 

Let us suppose this. farmer owned two calves; both 
the same breeding, the same size and equally well 
fatted. The skins while on the backs of the animals 
are, of course, of equal value. 

He kills one calf to provide meat for his family. 


. The other one sells to a cattle buyer who ships it to 


the stockyards, where it is slaughtered and its hide 
taken off. The ultimate destination of both skins is 
the tannery. 
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The country hide has a nice long trip before it reaches its ultimate destination 


U FARMER & RANCHMAN 


The farmer cannot send the skin direct to the tan- 
nery because the tannery wants a carload of skins all 
as nearly the same grade and size as possible. So he 
sells the skin to a junk dealer who buys rags, iron and 
brass as well as hides. 


The Junk Dealer Passes the Buck 


The country junk dealer cannot sell direct to the 
tannery because while he may have a number of hides 
at one time they are of various weights and grades and 
a tanner as a rule only buys hides or skins of certain 
weights. 

If he is making only calf leathers he wants skins 
that weigh from 8 to 15 pounds. If he is making kips 
he wants hides weighing from 15 to 25 pounds. If he 
is making side leathers he wants hides weighing pos- 
sibly up to 35 pounds. If he is making sole leather he 
wants only the heavier hides. Consequently the 
country junk dealer must pass the skin on to the next 
man, who again does not have a carload of any one 
particular weight or grade and again it must be re- 
handled and reshipped and probably re-salted. The big 
city collector will probably have to sell it either to a 
buyer sent out by the tanner or through a broker. 

Eventually it reaches the tannery and there it comes 
into competition with the skin of the other calf which 
went to the packing house. 


A Nice Long Trip 


The country hide has had a wonderful excursion; 
it has covered a lot of territory, met a lot of people and 
passed through many hands. It has been loaded and 
unloaded, ridden on trucks, packed in dark cellars, sold 
and resold. 

If it had been taken off the animal as expertly as the 
one that went direct to the packing house, if it had 
been salted and cured as well, if it was just as good 
in every way and was purchased at the same price at 
the tannery it would necessarily have to bring a much 
lesser price at the farm—the point of production—be- 
cause of all the added expense in shipping and rehan- 
dling as compared with the one taken off at the pack- 
ing house that had to be shipped but once. 


A Poor Take-Off 


The chances are about eighty to one, however, that it 
was not taken off as well, salted as well or cured as well 
and so it has to suffer a further depreciation on that 
account. 

This, in a measure, explains the wide spread that 
exists between the price of country hides and packer 
hides. It seems like a misnomer to call a big, burley 
negro or an Italian who can scarcely talk English, an 
expert, but by constantly doing one thing over and 
over, and espeeially when the amount of his pay check 
depends on how well he does his work, even an un- 


lettered man doing what would seem to be the most 
menial kind of labor, does become expert at that par- 
ticular task. 


Why Experts Are Better 


Out on the farm or in the small-town butcher shop 
one man removes the entire skin from an animal. But 
in the big packing establishments one man does only a 
small part of the operation. He skins only the tail or 
a leg or a small portion of the bady and consequently 
he learns how to do that particular thing in an expert 
manner. To put that man out on a farm to plow, plant 
or harvest he would be a complete failure. 

The method of taking off the hide and the way it is 
prepared, therefore, do cut considerable figure in the 
price obtained for it. 


Cost of Transportation 


When the railroads were granted the last raise in 
freight rates by the Government—the blow that “al- 
most killed father”—Washington warned the public not 
to let the retail merchants of the country hoodwink 
them into believing that the increase would make any 
difference in the selling price of merchandise. 

They were told that the increase would not amount to 
more than two or three cents on a pair of shoes 
shipped from Boston to Chicago. That is probably 
true if only the freight from the factory to the retail 
store is considered, but when freight rates are in- 
creased 130 per cent and that increase is pyramided 
all the way through over the eight or nine different 
reshippings that are’ entailed from the time a hide 
leaves the farm or country butcher until it reaches the 
tannery and then on through to the shoe manufac- 
turer, the wholesaler, the retailer and back to the con- 
sumer, the increase amounts to many times two or 


three cents. Furthermore, it militates against the ‘ 


farmer or small-town butcher who has a calfskin or 
cowhide to get into market. 


Some Reasons for Wide Spread 


Now that the two calfskins have again met at the 
tannery let’s follow them and see if we cannot find the 
reason why shoes must sell for more to-day than they 
did in 1914 when hide prices were about the same as 
they are now. 

Chart No. 2, at the head of this article, which shows 
the price range of a Chicago city calfskin and a native 
(unbranded) packer’s steer hide from January, 1914, 
to February, 1922. You will notice that while they 
started out at about the same price and are now back 
to near the same level per pound but during the war 
the calfskin soared far above the heavy hide. 

The wild flight of calfskins is due to several causes, 
one of which is that normally we import a lot of calf- 
skin from Russia, Germany, France and other Euro- 
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pean countries and during the war these importations 
were entirely shut off. During the war also it was 
difficult to get a sufficient supply of goatskins of de- 
sirable quality and consequently there was an unprece- 
dented demand for light calfskin leathers. The im- 
portations of heavy hides come largely from South 
American countries and the volume was not so much 
affected by the war. 

This chart also shows why there has been less fluc- 
tuation in the price of sole leather than in calfskin 
upper leather. 


Fluctuation of Shoe Prices 


Starting in 1905, the BooT AND SHOE RECORDER 
began collecting data on the manufacturing costs of a 
popular-priced man’s shoe. The manufacturing costs 
of the shoe at that time was $2.37; in 1912 it was 
$2.64; in 1914 it was $2.91; in 1916 is was $3.10; in 
January, 1917, it was $3.91; in January, 1918, it was 


$5.07; in August, 1919, it reached $8.22. The peak of - 


prices was reached about six months later when it 
cost $9.80 to manufacture the same quality of shoe. 
In August, 1920, the cost of manufacturing had 
receded to $7.08. A year ago, or in April, 1921, the 
cost was $5.45 and to-day it is about $5.25. 

Labor prices all along the line from the farmer to 
the tannery and on through to the retail merchant 
ascended in about the same ratio as shown by the 
finished shoe. Tannery labor, for instance, increased 
approximately 160 per cent. There has been a reces- 
sion in tannery labor but it is yet about 125 per cent 
above the pre-war schedule. Tanning materials have 
likewise receded in price but are still from 10 to 150 
per cent more than they were previous to the war. 

In shoe factories there has been very little change 
in labor schedules. ‘Slight recessions have been made 
in some of the centers while in others the wage scale 
remains practically the same as it was during the war 
period. 

In some of the departments in factories, labor that 
was formerly on a flat weekly basis has been put on 
a piece-work basis, and this has a tendency to reduce 
manufacturing costs. On the whole, however, such 
price recessions as have been shown have come largely 
through decrease in the price of leather and other 
materials, through keen competition that has narrowed 
the margin of profit, and through immense losses taken 
by hide dealers, tanners, manufacturers and retail 
merchants. 


Cost of Government a Factor 


I wish I had another chart. I would like to have 
it show the parallel between retail prices and the cost 
of municipal, State and national government from 1913 
to the present time. 

Nineteen hundred 
and thirteen was the 
first year when the 
cost of the United 
States Government 
reached the billion 
dollar mark. Grad- 
ually it increased, 
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000 and in 1919 it took a further flight to $35,000,- 
000,000 and in 1920 it receded to $23,500,000,000. 
These figures practically parallel, so far as percentages 
of gains and recessions are concerned, the prices of 
footwear. 

The national government has been up against it all 
through this period to obtain money to meet its ex- 
penses. It has reached out and developed heretofore 
unknown sources of taxation. In 1914 Federal taxes 
were an unknown factor in the overhead expense of the 
retail merchant. To-day they are a mighty factor. 
During the last three years practically two-thirds of 
the entire revenue of the Government has come from 
income and profits taxes. 


Taxation Rates Boosted 


Just as the national government has been hard put 
to get money for its needs so has every State and 
municipal government been seeking for a solution of 
the same problem in their own internal affairs. 

Real estate has been valued and revalued over and 
over again and rates of taxation have been boosted 
many times. As a result real estate taxes are from 
two to four times what they were previous to the war. 
In certain instances they are even more than this. 

The increase in rate applies also to merchandise and 
all other personal property. 


And So Have Rents 


Special sources of taxation have been developed 
that were before-unheard of in municipal and State 
government. 

To meet the increased taxation rents have been 
boosted over and over again. These things in turn 
have made higher wages necessary and have enor- 
mously increased the cost of living. 

The high cost of government is largely responsible 
for the increase in railroad freight and passenger 
rates. It is largely responsible for the increase in 
salaries and wages and is entirely responsible for the 
increase in taxation. Getting down to a close analysis, 
at least 75 per cent of the difference between the price 
of a certain pair of shoes in 1914 and the price of that 
shoe to-day is traceable directly or indirectly to the 
high cost of municipal, State and national government. 


Merchant Not to Blame 


Time and again the department of justice and the 
national congress have endeavored to place the burden 
of the increased cost of living at the door of the retail 
merchant. With the exception of isolated cases, mer- 
chants have come through with a clean bill of health. 

At the present time the Joint Commission of Agri- 
cultural Inquiry, consisting of five Senators and five 
Representatives, is endeavoring to determine: 

First—“The cause 
of the difference be- 
tween the prices of 
agricultural products 
paid to the producer 
and the ultimate cost 
to the consumer.” 

Second—“The re- 
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until in 1917 the cost 
of maintaining the 
national government 
was $3,083,000,000. 
In 1918 it jumped to 
almost $22,000,000,- 





lation of prices of 
commodities other 
than _ agricultural 
products to such 
products.” 
Again they have 
(Cont’d on page 80) 
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Telling The Public 


Now IS The Time To Get Public Confidence Back 
Onto Its Feet In New Shoes 


thing in their power to acquaint the public 
with the relation of costs of doing business 
with the price of the article. The RECORDER 
pointed out over a year ago that merchandising was 
going to suffer to the extent of at least $2,000,000,000 
through the lack of confidence on the part of the 
public in the methods of merchandising. This lack 
of confidence was as much developed by the constant 
irritation by governmental investigators as by the 
rasping criticism of newspapers the country over. 
It has been thought advisable by many merchants 
to make the spring months a period of confidence 
building and more and more publicity in newspapers 
is devoted to just that one phase of publicity—restor- 
ing confidence. The merchant has begun to speak 
very frankly to the public as to what his place in the 
scheme of distribution is. 


N ‘erin in thet merchants are doing every- 


Frankness on Cost Sheets 


A remarkably well prepared full page advertisement 
was run in the Boston Sunday Herald of March 26. 
The top of the page showed “Your Dollar” and “What 
the Merchant Got.” In the outstretched hand of the 
merchant was shown two one-cent pieces. The text 
of this advertisement is as follows: 


“What the Harvard Bureau of Business Research 
Found Out About the Retail Merchant. The Bureau of 
Business Research of Harvard University dug out a ‘lot 
of hard boiled facts about expenses in retail stores. This 
is what they found: Out of every hundred cents that 
gonees over the retail merchant’s counters, the merchants 

pt less than 2 cents profit for themselves. You prob- 
— never knew before how very little profit merchants 

e. You all know the multiple services rendered by the 
modern store—searching the markets of the world for the 
things you need—having them ready for you at the time 
you want to buy. Their experts go to the four corners of 
the world buying goods on the most favorable market, 
forming a mighty influence to keep the prices you pay, low. 
They make it possible for you to fill your needs most con- 
veniently. The Harvard Bureau of Business Research in 
an investigation of 266 retail establishments found mer 
chandising costs to be divided as follows: 


The goods cost net .....cccce. 72.2 
Salaries and wages ......... 13.9 
PEED eodcdevcvctsdonsbees 1.9 
MID . cue dvidveceusus’s 2.1 

ME. ctrscveaetereenncesees 6 
SEE 0 a0. 6044-06000-004066800 2.1 
MD Kktntrenecwkae sess 9 


Service purchased (light, heat, 
power and delivery) ...... 


SEED vétsctcecescesce 1.7 
rr ee 3 
Communication ......cecesece a 
BD S6%s06eesvccteccaes’ 3 
D> caceendcusecesese A 
SD acexcuekedaeccs a 
Professional services ........ Jl 
FOO TUPONEE ccccccccccecsss 25.9 


Total Merchandise Cost plus 
BE Orr ee 98.1 


The merchant made ........... 1.9 (less than 2 cents) 


Few other lines of business are operated on so narrow 
a profit margin, and no other line of business renders so 
widespread and intimate a service to us all. Hereafter, 
before we criticize the retail merchant and his profits, let 
us remember how small a part of the dollar the merchant 
keeps. 


A Forward Step 


Advertisements of this sort take an advance step 
in the direction of educating the public as to the costs 
of distribution. Many shoe merchants have written 
us of late as to the status of the campaign of education 


. planned by the National Boot and Shoe Manufacturers 


Association. The RECORDER learns from the committee 
that progress is being made. 

There is no question but what alert merchants in 
all communities are interested in co-operative publicity 
to restore public confidence in the stores of the town. 
It is‘a work that must be done and it has been delayed 
too long. The RECORDER in this issue places consider- 
able ammunition in the hand of the merchant which 
can be passed on to the public through the local news- 
paper in the form of news stories. We particularly 
emphasize the expense of the costs of country hides 
vs. packer hides. This subject of the farmer bringing 
a dozen skins to the town and getting in return a pair 
of shoes has been the paramount kick against the shoe 
industry. 


The Farmers Kick on Hides 


The farmer has a grievance unless it can be ex- 
plained to his satisfaction that there is a particular 
reason why hides and skins taken off in the country 
do not bring the values which he might expect. The 
farmer as a factor in the return of prosperity is such 
a big part of the revenue of the shoe industry as well 
as any other industry that it is well to spend much 
time and effort in the education of the farmer in the 
arts of distribution. One way to promote the return 
of prosperity has been suggested by Henry C. Wallace, 
Secretary of Agriculture, by making the dollar as good 
on the farm as in the city. He says, “how can com- 
modity prices be stabilized when the spread between 
prices of agriculture and manufactured products still 
continues so wide that the dollars of almost half of 
our people remain considerably less in the purchasing 
value than the dollars of others. The farmer is 
stripped to the buff of all of his wartime extravagance 
and is walking on solid earth. Other sections of the 
economic organization are still fighting against eco- 
nomic fate and are still strenuously making every pos- 
sible resistance against bearing their share of the 
deflated experience. 

Secretary Wallace clearly gives the viewpoint of the 
farmer and it is high time that the merchant does 
all in his power to explain that there is a normal 
relationship between prices of farm products and 
prices of other things, and that in time the two will 
come to a closer junction. 

Secretary Wallace also tells us that the prices of 
principal agricultural products are better. “Wheat, 
corn, oats, wool. cotton. hogs, lamps, etc., are notice- 
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ably higher than their low points. The advances of 
the past six weeks are most gratifying and have 
brought about an astonishing change in the feelings 
of the farmers of the country. The latter have been 
passing through the most severe agricultural depres- 
sion the country has ever experienced. The trend of 
prices since the first of the year gives them the first 
reasonable assurance that the tide has definitely 
turned.” 


Tell ’Em On-Up-Swing 


The RECORDER points out these signs of improvement 
with the farmer for the purpose of emphasizing the 
fact that the period for instructing the public is not 
when the battle of wits is up against resistance of a 
very depressed market but that the chances of having 
the story believed and understood is much better when 
conditions are more optimistic. The season of the 
year also has something to do with the interest of the 
public in footwear and apparel. : 


Cut Newspaper Piffle 


It has been brought home to many newspaper pub- 
lishers that calamity howling is a dangerous thing 
to the progress of the city, town or community and as 
a result newspapers have co-operated in every possible 
way to give the public the proper slant on merchan- 
dising. With this in mind, the Associated Dress In- 
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dustries of America at a recent convention in New 
York went on record as follows: 


Seek Fair Treatment By Press 


“Resolved, that unwarranted and general publication 
of misinformation in the consumer press, purporting 
to show that the current prices of ready-to-wear, in 
many instances are exorbitant and do not reflect a 
general tendency toward a return to normalcy, exert 
a deterrent influence upon business activity by cre- 
ating consumer hesitancy, and 

“Resolved further, that the retail merchants of the 
country bring to the attention of the publishers of the 
consumer press the magnitude of the detrimental effect 
of such news upon the business of the country and 
reveal to publishers any information which will guide 
them in telling the truth about the situation, particu- 
larly as it applied to the production, distribution and 
retail sale of dresses, and 

“Resolved further, that a copy of this resolution 
be mailed to the consumer press of the country.” 

All these things are factors in restoring confidence 
and are worthy of extraordinary attention at this 
time of the year. The work accomplished in the month 
of April in restoring public confidence in all footwear 
and apparel will have its beneficial effect throughout 
the summer in not only moving the goods but in re- 
employment of workers to make new goods for Fall. 
Make every possible effort in that direction. 





“‘Cumulative Savings’’ 


Cumulative savings, which interest many buyers 
of shoes, are made up of small savings all along the 
line. For instance, hides and skins drop in price, and 
that makes the first saving. Next, tanners cut wages 
20 per cent or so, and that makes the second saving. 
Next, makers of cut soles, findings, and trimmings, 
also makers of linings, lasts and patterns, cartons, 
threads, motors, laces, eyelets and other goods cut 
their prices and that means more savings on the prices 
of shoes. Last of all, shoemakers take lower wages, 
and that means another saving on the production costs. 
These savings pile up all along the line, and they make 
what some buyers call cumulative savings. 


Army Shoe Sale April 10 


WASHINGTON, D. C.—The War Department offers 
approximately 1,273,000 pairs of new field and trench 
shoes for sale by sealed bids. Bids received for the 
entire lot, only. Bids will be received until- twelve 
noon (Eastern time) April 10, 1922. by the Chief, 
Surplus Property Division, Office Quartermaster Gen- 
eral, Room 1402, Munitions Building, Washington, 
D. C. These shoes are to be sold “as is” and “where 
is” (they are stored at various points of the country) 
f. o.b. cars or common carrier without warranty or 
guarantee as to size, last, or condition. 

Ten per cent of total amount bid in form of cash 
or certified check must accompany the bid. Shipping 
instructions and balance of bid in bankers’ acceptance 
or irrevocable letters of credit, payable not to exceed 
four months from date of award on all shoes, except 


those located at Atlanta, Ga. On the Atlanta lot (ap- 
proximately 211,000 pairs) payment and shipping in- 
structions to be furnished on or before June 15, 1922. 

For detailed list of sizes, widths, quantities and lo- 
cations of the various lots, together with proposal 
blanks, address the Chief, Sales Promotion Section, 
Office Director of Sales, Room 2515, Munitions Build- 
ing, Washington, D. C. 


Had to Give ’Em Away 


Cinderella probably would have looked on with 
amazement if she could have been in Springfield re- 
cently and witnessed the re-enactment of the fairy 
tale about her slipper. That is, the shoe part of this 
widely known story—the “prince,” the “fairy God- 
mother,” and some ofthe other features being absent. 

Their absence was more than overbalanced by the 
wondrous size of the “slippers” in the‘local version 
of the story. They were dainty little things—size 
15 EE. 

Some time ago, owners of The Army Store on South 
Campbell Street received them in a shipment of hob- 
nailed army shoes. They looked like the kind the 
news stories described during the war, when numerous 
southern negroes evaded the draft on account of their 
immense “dogs.” 

The store manager, realizing that the shoes could 
not be sold, offered them to anyone who could wear 
them—just like the prince did in Cinderella’s time. 

One day after the notice had been running in a 
newspaper for several days G. W. Phelps, a local resi- 
dent, walked into the store, tried the shoes on and 
found them to fit perfectly. “They’re yours,” said the 
store manager. “Thanks,” said Phelps as he exited. 
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“Too Many Sales,” Says Merchant 


Confidence of Public Shaken in Prices, Declares Speaker at 
Meeting of New York Merchants; Untruthful 
Advertising Condemned 


New York, 
March 26. — The 
first attempt made 
by the Retail Shoe 
Dealers’ Associa- 
tion of Greater 
New York to con- 
duct an open 
forum met with 
great success. The 
open forum meet- 
ing was a part of 
the regular quar- 
terly dinner of the 
association, held at 
Offer’s Restaurant, 
Sixth Avenue and 
Thirty - eighth 
JOHN J. SLATER Street, March 21. 


Who presided at the first open John J. Slater, 

Dealers Asspoiation. of “Greater President emeritus 

New York of the organiza- 

tion, was charged 

with the conduct of the forum by President Percy E. 

Hart, who presided at the dinner. Mr. Slater under- 

took to answer many of the questions himself, but 

occasionally called upon other well-known retail shoe 
merchants for their opinions. 

One series of questions propounded had to do with 
the staging of cut-price sales. The question that pre- 
cipitated the discussion was, “Are not retailers run- 
ning such sales ahead of the season?” 





Prices Cut Too Early 


Mr. Slater, John Laycock of Hanan & Son and other 
merchants stated that in their opinion there was no 
necessity for cutting prices as early as many of the 
merchants had done. “The majority of shoe merch- 
ants,” said Mr. Laycock, “cut prices too early in the 
season. If trade is not brisk, they rush into a sale 
or mark down some of their styles. I have often seen 
a good style killed by some retailer who lost his nerve 
early in the season and began slashing prices.” 

Sam Darrow, of Bonwit, Teller & Co., speaking on 
this subject, made the point that the multiplicity of 
sales has shaken the confidence of the public in prices 
and has driven customers who are really seeking value 
to those retail merchants who do not conduct sales 
except at stated intervals. 


Is Style Multiplicity Good? 


The question of styles also came in for some dis- 
cussion, but only on the point of whether the great 
number of styles now offered was a good or a bad 
phase of the business. On this opinion seemed to be 
about evenly divided. Those adhering to the theory 
that the frequent change and wide range of styles 
stimulated business, also declared that it meant 


watching style changes carefully and buying properly. 

Prices also came up for discussion. Nothing was 
said with reference to a general price trend. Mr. 
Slater, however, gave it as his opinion that “the 
honest shoe merchant is selling his goods at too low 
a price at present. There is hardly any money to be 
made in the retail shoe business this year. The manu- 
facturer with his closer check on overhead has more 
control of his profit. With the retailer, however, over- 
head ig unknown until the end of the year.” 


Research Man Gives Talk 


The principal speaker at the dinner was Andrew 
H. Melville of the research department of Vogue. His 
address was founded on his observations on a trip to 
twenty-one important cities of the country which oc- 
cupied six weeks. 

“Retail conditions, particularly in the shoe field,” 
he said, “are spotty. It is hard to summarize them in 
any general way. In Milwaukee, for instance, due to 
local conditions, business has been good. In Minnea- 
polis and St. Paul, because of the slump in grain, 
business has been poor. From Atlanta up the At- 
lantic Coast through Richmond on to New York I 
found a better feeling and improved business con- 
ditions.” 

Getting down to a practical discussion of shoes, he 
said: 


Biggest Sport Year Just Ahead 


“This will be the greatest sport year the trade ever 
has known. All over the country women are buying 
sports dresses and sports suits. They will need sports 
shoes to go with these costumes. The golf craze is 
sweeping the country like the measles or the small- 
pox. That means a great outlet for golf shoes. 

“But to do business the retailers must have the 
right kind of shoes. In my survey I found thousands 
upon thousands of obsolete shoes on the retail shelves 
and on the tables in manufacturing establishments. 
One man in a small town in Minnesota was stuck with 
726 pairs of high boots, most of them button boots, 
for which he had paid around $7 and $8 a pair. 


Must Have Salable Footwear 


“You can’t sell stuff that people do not want. They 
will not take it now at any price. I saw sales of 
shoes, metal bags, silk shirts and a host of other com- 
modities, all of them out of date so far as style was 
concerned, that failed to draw any customers, although 
the prices were exceptionally low. Retailers who have 
bought close-out stocks from manufacturers at a price, 
and who have run sales on these stocks have been 
disappointed. Your goods must be up to the minute 
in style no matter where your store is. Everybody 
keeps up on fashions these days. The automobile has 
helped a lot in this as it permits the people in remote 
sections to visit the larger town to see what the stores 
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there are offering and also to visit their city friends 
who are fashionably attired. 

“In addition to style, your goods must have value. 
They must be worth the money asked, no matter 
whether you are selling the high grade, the medium 
grade or the low grade. The price on every grade 
must be in proportion to the value of the goods. 


What the Auto Has Done 


“This is a period of great opportunity to the merch- 
ants in the larger towns. Retailers in the little towns 
are carrying smaller and smaller stocks and are be- 
ing crowded out of business. The salesmanager of 
a big shoe factory in the Middle West told me that 
he no longer visits the towns of under 5000 population 
unless those towns are off the cement roads. The 
farmer and the small-town resident has an automo- 
bile; there is one auto for every one and a half fami- 
lies in this country now—and buys his merchandise 
from the city merchants. 

“The automobile and the movies, in my opinion, also 
are responsible for the lack of demand for slippers. 
People do not roast their shins by the home fireside 
now. They are out riding in their cars or attending 
the picture shows. 


Export Trade Not to Be Counted On 


“The shoe trade is confronted with a big problem. 
The statistics show that we can produce in a year 
with our present equipment three and a half times as 
many pairs of shoes in this country as we consumed 
in 1919, which was a banner year and broke all 
records. Export trade is likely to be small for some 
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time to come. The solution of the problem is to get 
people to wear more shoes. Every man would be 
better off with three pairs of shoes for business in- 
stead of one. He will get more wear out of the 
shoes and will be better off hygienically. Then the 
retailer should educate people to wear the right shoes 
for every occasion. 

“Another thing that I want to mention is adver- 
tising. The shoe retailers have got to quit advertising 
that which is not truthful. The exaggerated and un- 
truthful advertising does not pull. 

“Service, and I mean real service, not the ethereal 
thing we have talked about so long, is necessary. In 
the shoe trade you must fit your shoes properly and 
give the customer the utmost in service. Upon this 
depends your success in the future. It is hard to get 
new customers now, and it costs money to get them. 
You can’t afford to lose them by giving them poor 
service.” 


Unfairness of Labor 


Harry A. Gibson, shoe buyer for the White House, 
San Francisco, was a guest at the dinner and was 
called upon for a few remarks. He said that the 
coast merchants always had to come to New York for 
their style ideas. He invited the New Yorkers to at- 
tend the convention to be held in Los Angeles in June. 

M. Perlman, attorney, reviewed the Pass case, in 
which an injunction was granted Mr. Pass, a Brook- 
lyn merchant, restraining union salesmen on strike 
from picketing his store. He urged the merchants to 
strengthen their association to combat such unfair 
practices on the part of labor. 





Novel Features Planned for 
Brooklyn Style Show 


NEW YORK, March 26.—“The greatest shoe style 
show ever given in any city,” is the promise that E. H. 
Strassburger of Strassburger-Stiles, Inc., chairman of 
the Publicity Committee for the Brooklyn Style Show, 
which will be held at the Hotel Commodore, New York, 
May 15, 16 and 17. While not at liberty to divulge 
some of the plans on which the Style Show Committee 
is working, Mr. Strassburger made it plain that the 
show will be run along entirely different lines than 
other shows. “For one thing,” he said, “the show is 
going to be given primarily for the buyers. We have 
arranged the seating with a special reserved section 
for buyers only, in a position that will give them 
every advantage to view the new styles from every 
angle. The buyer will be able to see the styles at 
closer range than has been possible at previous shows.” 


Big Costumers Co-operating 


Mr. Strassburger announced that such well-known 
names as Bendel Hickson and other of the highest 
type costumers will supply the gowns, coats, hats and 
dress accessories for the models. The medels them- 
selves have been chosen with extreme care, and the 
list now includes some of the best-looking girls from 
many parts of the country. 

It is probable that Paul Whitman’s famous orches- 
tra will supply the music and that Ned Weyburn, the 
well-known theatrical producer, will stage the revue. 


Partial List of Exhibitors 


The list of those that had definitely contracted to 
show their styles in the show, up to March 21, fol- 
lows: Degen-Lipp, Inc.; Andrew Geller, A. Garside 
& Sens, Griffin-White, Inc.; William Henne & Com- 
pany, R. H. Hoskins Company, John J. Latteman Shoe 
Manufacturing Company, Horn Shoe Company, 
I. Miller & Sons, Inc.; Pincus & Tobias, Dr. A. Pos- 
ner Shoes, Inc.; Strassburger-Stiles, S. Weil & Com- 
pany, Kozak & McLaughlin, George W. Baker Shoe 
Company, Baker-Chandler Company, Fred A. Eyre 
Company, Julius Grossman, Inc.; John Cramer & Son 
and Wickert, Inc. 


Bresnahan Shoe Co. Launched 


William and Maurice E. Bresnahan, who were for- 
merly, of Bresnahan,’ MacLaughlin Co., noted Lynn 
makers of novelty style shoes for women, have formed 
the Bresnahan Shoe Co., and have taken a factory at 
65 Beverly Street, Boston, where they will manufac- 
ture distinctive novelties in wood heel footwear, start- 
ing cutting about April 1, and beginning deliveries 
about May 1. They are now assembling the equipment 
for the making of their grades of shoes, are picking 
skilled shoemakers and are organizing them into a ° 
factory crew. 
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When Does the Form Letter Pay? 


Atlanta{Concern Finds It Good Business to Divide 
Prospects and Customers Into Groups 
Based on Occupation 


VERYONE knows that a personal letter, 
written with the particular needs in mind 
of the person to whom it is directed, is 
much better advertising than is the so-called form 
letter, sent indiscriminately to a host of customers and 
prospects. Unfortunately, however, everyone also 
knows that to write individual letters to a list con- 
taining more than 100 names would be an economic 
absurdity. It would be prohibitively expensive, not 
alone in cash outlay but in time as well. 
To the George Muse Clothing Co. of Atlanta, Ga., 
goes the credit for having struck a happy, and mighty 
effective, medium. 


Almost Personal Letters 


The advertising department of this store divided its 
list of customers and prospects into classes based on 
their occupation. It might appeal to the humorous 
side of one’s nature to wander into the advertising 
department of a modern clothing, department or shoe 
store, and see neat files of cards prominently listing 
butchers, bakers and candlestick makers. But, in 
spite of the temptation to laughter, it would take only 
a few moments of real reasoning to reveal the sound- 
ness of the scheme. 

To each one of the classes to which the George Muse 
Co. hopes to sell clothing or other apparel, is sent a 
special letter, and in that letter is struck a note cal- 
culated to appeal to the boy or man engaged in the 
occupation in question. Many of the letters have been 
very successful—some tremendously so. 

A few of them are reproduced below: 


Letter to School Boys 


Deal Bill: 

The soldier boys are constantly going on hikes, 
which nearly always lead over rough roads. 

They must have shoes that are absolutely comfort- 
able and that will give the most wear; for this reason, 
the present style army shoe was adopted. 

We have this particular shoe in stock for school 
boys—the “Munson Last” army shoe—and in your 
size for 

$3.75 PER PAIR! 

These shoes give the most in wear, comfort and 
looks. 

You cannot find better values. 

You ought to have a pair. 

Get them to-day! 


Yours very truly, 
GEORGE MUSE CLOTHING Co. 


P. S.—Souvenirs for small boys in Shoe Depart- 
ment. 


And One to Shop Foremen 


Dear Mr. Smith: 

A foreman is always interested in his men, so here 
is some welcome news for you to pass around among 
them: 

For $4.95 each man can get a pair of “MUSE’S” 
regular Army Shoes, comfortable as ever a shoe was 
—“as lasting as iron’”—and good looking—neat! 

The George Muse Clothing Co. is making a special 
feature of this fine shoe, at this special price of $4.95. 

The Muse store wants you and every one of your 
men to consider this YOUR store. We want to see 
YOU get the MOST for your money—real quality, 
real values, real style. 

This special Army Shoe feature is just one of the 
hundreds of values that you and your families will 
find at “MUSE’S,” but we are writing mainly of the 
$4.95 shoe to-day, because Friday and Saturday we 
are featuring it especially, our salesmen will be ex- 
pecting you and all your men—we guarantee that the 
fit will be perfect and the shoe the best value you 
ever saw! 

Come up to the balecony—shake hands—and get 
your money’s worth. 


Yours very truly, 
GEORGE MUSE CLOTHING Co. 


The Auto Mechanic Gets This 


Dear Mr. Jones: 

The man who “gets out and gets under” certainly 
has a good understanding of automobiles, and to keep 
thoroughly comfortable he needs a good understand- 
ing when it comes to shoes. 

For the job you need a sturdy working shoe that’s 
as strong as a Mack Bulldog Truck. 

We have hung around a dozen garages throughout 
Atlanta, in order to study the conditions under which 
you work, so that we could get FOR YOU the exact 
style and type of shoe your work requires. 

We've got! The Munson last “army shoe”! Here 
is a shoe comfortable as the day is long—and as solidly 
good as a shoe can be. 

In any weather it keeps you dry. It will stand up 
no matter how much it’s battered. 

It’s the best working shoe you can get—and it’s 
priced less than any other shoe. Saturday we are 
making a special feature of the “MUSE ARMY 
SHOE” for MECHANICS at the unusually low 
price of 

$4.95 PER PAIR! 


Come up to the balcony — shake hands —and get 
your money’s worth. 
Yours very truly, 
GEORGE MUSE CLOTHING Co. 
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Conditions Abroad Are Still Bad 


United States at Pinnacle of Prosperity Compared With 
Foreign Lands, Says Shoe Manufacturer at 
Boston Boot and Shoe 
Club Dinner 


tries are so bad to-day that, compared with 

them, industry in the United States is at 
the pinnacle of success. This, in substance, was 
the main point made by Harry W. Crooker, of Crooker 
& Morse, Inc., in addressing the well-attended an- 
nual dinner of the Boston Boot and Shoe Club held 
March 22 at the Copley Plaza Hotel in Boston. 

Of all the countries abroad with whom shoe manu- 
facturers would like to develop business relations, he 
declared, basing his facts on observations made dur- 
ing a recent trip around the world, the greatest possi- 
bilities will be found in China. “If China ever gets 
opened up,” he said, “and lets the white people do 
business on a broad scale, we have got a country, 
without any question, which is wonderful and the 
most honest tribe in all Asia. We can trust the 
Chinese as a class.” 


CC txis are 00 in many of the foreign coun- 


Imitations of American Shoes 


At the present time, however, he pointed out, our 
only outlet for shoes in China is in the coast towns 
and some of the larger cities which have well-con- 
ducted department stores. Americans living there 
save their American-made shoes as models and have 
the Chinese cobblers duplicate - 
them in a somewhat crude fashion 
for a fraction of their cost in 
this country. 

The Philippines and Japan he 
dismissed by pointing out that 
both have manufacturing facili- 
ties sufficient to take care of that 
portion of the population which 
might otherwise be considered a 
market for American footwear. 
India, he said, is a country of un- 
rest with the prospect that it will 
be many years before conditions 
become stable because of the con- 
stant friction among the numerous 
castes into which the people are 
divided. 


Italy in Bad Shape 


In Italy Mr. Crooker found 
genuinely hard times, marked by 
a scarcity of business and “a: lot 
of unemployment.” France, he 
said, was in better shape and con- 
ditions in Paris are even better 
than they are in other parts of 
the country. London shops, he 
said, had been forced to cheapen 
the grades of the merchandise 





HARRY W. CROOKER 


At “the Peak,” Hong Kong, China, during 
bis trip around the world 


handled and many of them were conducting sales. 
In concluding, Mr. Crooker said he believed that at 
the present time and in spite of conditions, there is 
a good business to be had by the leather manufac- 
turers‘in Asia, particularly in China. “They want 
leather,” he said, “they need leather and they have 
got to buy leather.” 

Another speaker of the evening, Magnus W. Alex- 
ander, managing director of the National Industrial 
Conference Board, declared that it will take from 
two to three years to get back to a healthy normal 
in this country. “Farm products and raw materials,” 
he said, “have been deflated to the 1914 basis, but in 
manufactured products and the necessaries of life 
we have not come anywhere near the 1914 level. 
Agriculturists no longer represent the buying power 
of the nation, as is so often said. There are 2,000,- 
000 more persons engaged in manufacturing to-day 
than in agriculture and every year will show an in- 
crease in favor of the manufactures. 


Labor Better Off Than in 1914 


“In the manufacturing industry the average hourly 
pay the worker makes him 31 per cent better off 
than in 1914, while according to the average weekly 
wage he is 14 per cent better off as regards the pur- 
chasing power of his money than 
he was before the war. This shows 
that American manufacturers have 
met the test of social justice and 
are paying a fair wage. The 
problem of unemployment is not 
theirs, it is a joint problem of the 
employer, employee and society. 

“Similarly the railroad worker is 
42 per cent better off than in 1914. 
In 1916, 41 per cent of railroad ex- 
penditure went for labor and in 
1920 this had grown to 60 per 
cent, forcing the complete elimina- 
tion of interest, dividends and im- 
provement of property. Again in 
the anthracite coal industry the 
workers have 60 per cent greater 
purchasing power than in 1914. 
Their contracts expire on March 
31 and a strike has been called. I 
believe it will be a long and bitter 
fight, but I believe public opinion 
will force a deflation of the 
wages.” 


Officers Elected 


At the close of the dinner, pre- 
sided oved by President Oliver M. 


(Continued on page 80) 
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A Big Season for Sandals 


For Dress, or Utility, or Sport, in Several Heights of Heels 
and Combinations /of! Leather 





Black calf sport sandal with saddle and front 
strap of same leather; one-inch heel 


Patent leather sandal. with red saddle strap and 
17/8 Spanish Louis red heel 


Great Changes in Trade 


More Emphasis on Distribution of Footwear Needs a 
New Sort of Customer- Analysis 


LONG the great Main Street of Trade things 
are changing and the shoe industry changes 
with them. 

Distributors, meaning merchants, wholesale and re- 
tail, salesmen, transporters, and the like, have in- 
creased six fold the last 50 years. 

Producers, meaning farmers, and the like, have in- 
creased but two fold. 

Manufacturers, meaning men of factories and of 
mechanics, have increased five fold. 

Distribution, or merchandising: goods, buying them 
from the producer and selling them to the consumer, 
is the great new problem of industry. 

Time was when a shoe business was 90 per cent 
manufacturing and ten per cent merchandising. Now 
a shoe business is becoming 60 per cent manufactur- 
ing and 40 per cent merchandising. 

Studying the changes in trade, as well as of style, 
along the great Main Street, has become the important 
task of the shoe man. 

Business is concentrating in large cities. “Big city 
trade” leads in shoe sales. More people are in the 
cities than in farms and small towns. 





More City Workers Than Farm 


Recent census figures showed that there are more 
factory workers and mechanics than farmers. This 
is the first time in the history of the country that 
mechanical workers have exceeded agricultural work- 
ers. 

Besides, there are more men of business. Every 
new development of merchandising, every new inven- 
tion, and method and article that appears in factories, 
brings into action a new crop of business men. 


The Independent Merchant Grows 


While “big business” may have the eyes of the coun- 
try, yet the bulk of the nation’s business is carried 
on by small business men, who keep firm and secure 
the foundations of prosperity. Changes go on along 
the great Main Street of Trade, and the men who sense 
the changes, and adjust themselves to the changes 
build up business for themselves, and all others. For 
it is a fact that the more business is done, the more 
will share in its rewards, and the more rewards there 
will be to share. - 

Watch for finer stores, as well as finer shoes, in 
the future, and still better merchandising methods, 
too. 
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As It Looks From Here 


HE mental attitude of farmers in the Middle 
West is considerably better because the 
outlook for the wheat crop has materially 
improved. The wheat belt has suffered from lack 
of moisture throughout the winter. Snows and 
rains have recently prevailed throughout a large 
portion of the wheat growing territory which has 
very materially increased the chances for a good 
crop of this cereal. 

Prices for both corn and wheat have been con- 
siderably stronger during the last thirty days and 
this has also helped to raise the spirits of the farm- 
ers as well as the merchants in farming communi- 
ties. 

Banks Are Lenient 


Many farmers, however, are facing a struggle 
to finance the raising of this season’s corn crop. 
Corn sold at such a low price at marketing time 
last fall that the money obtained from the crop 
was not sufficient in many cases to enable the 
farmer even to pay the interest on his notes in 
bank. 

A very similar condition applies to the cotton 
raisers in the South. The banks, however, in both 
the Middle West and the South are making it as 
easy as possible for farmers to carry their obliga- 
tions and are doing everything in their power to 
keep up the spirit of the rural communities. 

Steel Production Shows Improvement 

In the Chicago district steel production has con- 
siderably increased during the last thirty days. 
Some of the mills in the South Chicago and Gary 
district are running up to 60 to 75 per cent of 
their capacity. 

Railroads are placing sizable orders for rails 
and for rolling stock. This represents a very large 
percentage of the orders which the steel companies 
are turning out. 

High transportation charges both for freight 


and passenger service continue to hamper busi- 
ness. 


Freight Rates a Menace 


A stove manufacturer of Detroit, in speaking 
of the freight rate menace, said that for many 
years Denver had been a big market for a cer- | 
tain furnace which his company produces. Early 
last year his company was able to place favorable 
contracts for raw material; was able to make a 
very satisfactory wage adjustment with its em- 
ployees and as a result is producing that particu- 
lar furnace for $50. The freight rate to Denver 
is such that on this particular furnace it costs 
$30 to ship it from Detroit to Denver. As a re- 
sult their business is considerably hampered and 
the railroad is consequently getting a whole lot 
less business from his concern than would be the 
case if freight rates were lower. The production 
in his plant also suffered and fewer men are em- 
ployed than would otherwise be. 


In the Leather Industry 


The Chicago hide market is rather quiet and 
prices are fairly well set; in fact, there has not 
been any material change in hide prices for several 
weeks back, although at the present time packers 
are rather firm in their demand. Tanners show 
no inclination to speculate in hides and are buying 
only sufficient quantities to make leather enough 
to meet the demand of manufacturers. . 

Calfskin leathers are not very active and prices 
are quoted at a little less than they were a few 
months ago. Shoe manufacturers are not taking 
any long chances on the leather market and con- 
tinue to buy only to meet demands to fill orders of 
retail merchants and wholesalers. 

The shoe factories of the Middle West are fair- 
ly busy. In the women’s factories, the demand 
centers on patents, satins and white fabrics. The 

(Continued on page 81) 
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(Continued from page 71) 
gone to the retail merchants for their information. 
Questionnaires have been sent to some wholesalers and 
to some manufacturers. 


Co-operating With Probers 


The retail merchants do not fear this investigation; 
in fact, they have gladly assisted the Government by 
furnishing the information asked for. Wholesalers 
and manufacturers likewise have furnished the infor- 
mation without any fear. 

If Congress would stop for a moment and look at 
their own expenditures and then analyze where the 
money has come from to meet them, such investiga- 
tion would never be made. 


Big Problem Facing Industry 


The biggest problem facing the industrial world 
to-day is that of sane and economical distribution of 
products. 

In a statement announcing the merger of the Inter- 
national Shoe Company and the W. H. McElwain Shoe 
Company, Mr. F. C. Hand made the significant state- 
ment that “the last ten years has been a period of re- 
ducing factory waste. The next will be a period of 
reducing waste in distribution.” 

During the war we were told that the great problem 
was production. That problem was solved, not eco- 
nomical production but just production, until to-day 
the farms and factories of this country are in position 
to produce from 25 to 50 per cent more than we as a 
nation can consume. Consequently, the problem of 
economical distribution becomes one of paramount im- 
portance. 

It is possible to accomplish great things along this 
line in the next ten years, but to finally solve the prob- 
lem will take far beyond the ten-year period. 


The Real Remedy 
The remedy lies in a change of curriculum of public 
schools, colleges and universities. A new definition 
of the word “education.” 
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What did you learn in your public school educa- 
tion, beyond the multiplication table, that would assist 
you in solving the problem of distribution of com- 
modities? 

The only problem that was put before you to solve 
was “A merchant bought a pair of shoes for $2 and 
sold them for $3; what was his profit in percentage? 


Very Poor Arithmetic 


The most of you then did what I did. You went 
into the retail shoe business believing that you had 
solved the problem, while as a matter of fact the man 
who made the arithmetic overlooked entirely the matter 
of expense and the important point of figuring his 
profits on the selling price instead of on the cost. 

Probably if you had been rightly taught in the 
schools you would not have been in the shoe business, 
but if you had gone into it you would have had a work- 
ing knowledge to start with. 

So long as it is necessary for the United States Gov- 
ernment to spend 92 per cent of its total income for 
wars, past and future, as it did in 1920, and only 2 
per cent for the combined purposes of research, public 
health, education and development—those things that 
make for better manhood and better womanhood—we 
cannot expect a whole lot of improvement in the situa- 
tion. 

Business Education Needed 


Ninety per cent of the boys and girls who finish 
high school go into industry for a livelihood while 90 
per cent of their education has tended to prepare them 
for school teaching. 

Some day in the near future the business men of 
this country will realize the truth of Benjamin Frank- 
lin’s axiom, “If you want your business done, go; if 
not, send,” and they will themselves go to State and 
national legislatures instead of sending 87 per cent 
lawyers and 7 per cent farmers. When that time ar- 
rives the problem of economic production and economic 
distribution will begin to be solved, and the merchants 
and manufacturers of the country will not be branded 
as thieves and robbers. 





Well, Why Not? 


That Waterproof Kicks Must Be Useful Doesn’t Bar 
Their Being Ornamental, Too 

The vogue of galoshes brings to mind the question, 
why have not our rubber manufacturers kept pace with 
the tendency so noticeable in all garments, millinery 
and footwear to enhance the richness of style and ap- 
pearance of their goods and adapting them in period 
and ornamentation, to the garment they are worn 
with, or originating styles so compelling that design- 
ers of other articles of wear must follow the lead? 

Why should women, otherwise so beautifully ap- 
pareled, wear homely “gum shoes” filched from the 
masculine wardrobe, when they could be supplied with 
much handsomer ones better adapted to the needs of 
femininity? 

They could buckle behind instead of in front, or they 
could be made in a slip-on form to wear without fast- 
eners. As they are mostly made with cloth interlined 
with rubber, the cloth covering could be any color or 
fabric instead of the funereal black now used. 

The buckles, too, could be gold, silver or enameled, 
made ornamental and be interchangeable so they could 
‘be used on other rubbers or overshoes. 


Why longer cover handsome footwear with ill-ap- 
pearing overshoes?—Dry Goods Economist. 


(Continued from page 77) 
Fisher, announcement was made that the following 
officers had been elected: 

President, John A. Gardner, American Oak Leather 
Co., Boston; first vice-president, Charles M. Law- 
rence, Thomas G. Plant Co., Boston; second vice- 
president, Robert W. Puffer, Trostel Leather Co., Bos- 
ton; secretary, Thomas F. Anderson, Boston; treas- 
urer, Frederic M. Haynes, Boston, and assistant sec- 
retary, George W. Wright, Thayer-Foss Co., Boston. 

Executive Committee—Jonathan Brown, Jr., J. 
Brown & Sons, Salem;; George W. Brown, United Shoe 
Machinery Corp., Boston; O. H. Casavant, Gregory & 
Read Co., Lynn; E. T. Cady, Griess Pfleger Tanning 
Co., Boston; Verne C. Cook, Beggs & Cobb, Inc., Bos- 
ton; Daniel A. Donovan, The Donovan-Giles Co., 
Lynn; L. H. Downs, Chas. K. Fox, Inc., Haverhill; 
Howard M. Dyer, Farnsworth, Hoyt Company, Bos- 
ton; Willis R. Fisher, A. C. Lawrence Leather Co., 
Boston, and William J. McGaffee, Thomas G. Plant 
Co., Boston. 
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(Continued from page 79) 
fancier and more novelty patterns are creating an 
extremely large percentage of the business. 


Retail Business Spotty 


Retail shoe business is spotty. In each com- 
munity some stores are having a fairly active 
business and are keeping up sales of pairs to 
about the mark of last year. Very few stores are 
able to show an increase in actual dollars and 
cents. It is only the active aggressive stores that 
can boast of pair sales equivalent to last year’s 
records. 

In most stores, volume both in pairs and dollars 
is considerably below the records of both 1920 
and 1919. Many stores are carrying large quan- 
tities of women’s boots which have not proven 
salable during the winter months. The winter, as 
a general rule, has been open and warm and con- 
sequently boots have not sold freely. 
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While stocks on a pair basis are lower than they 
were a year ago, yet the average store has far too 
many pairs to get a satisfactory turnover of 
stock. ° 
Staples Moving Slowly 

A few recently purchased novelty patterns are 
selling well, but the more basic and what we are 
wont to call staple styles are not moving with any 
great rapidity. Merchants in both large centers 
and smaller communities are complaining of poor 
collections. This is probably more true in the 
smaller stores of the big cities and in the stores 
in smaller communities than in the very large 
stores of the big cities, because credit systems have 
not been so thoroughly worked out in the smaller 
communities. 

In the larger cities unemployment is growing 
less and the retail stores are seeing the reflection 
of this condition both in their collections and in 
their daily sales. 




















CHICAGO 


Retail Business Up and Down 


Varies With the Weather; Very Large 
Percentage of Business Done Is in 
Women’s Footwear 


ETAIL business in Chicago 

shoe stores is good or bad ac- 
cording to whether or not the sun 
shines. Days that are warm, sunshiny 
and balmy bring with them a good 
substantial volume of business. But 
when it rains or snows and the sun 
hides its face, the volume of business 
is materially lessened. 

A very large percentage of the 
business is in women’s footwear. As 
one State Street merchant put it— 
“Women buy footwear because they 
want it and think it is pretty; men 
buy footwear because they have to 
have it and then satisfy their tastes 
as nearly as possible as to beauty, but 
the first consideration is the price 
and the quality.” 


What They Are Buying 


Patents and satins continue to be 
the most wanted materials. True it 
is, sport oxfords with a saddle of con- 
trasting color, either in plain toe or 
tip, are selling reasonably well, espe- 
cially in the medium grades. 

Women are buying tweed suits and 
Russia calf either plain or in sport 
effect harmonizes very nicely with 
these garments. Russias will contnue 
to sell fairly well so long as tweed 
suits remain the center of attraction. 


Patent Oxfords with Tweed Suits 


Patent Oxfords with welt soles and 
low heels are selling along with the 


Russia oxfords to be worn with tweed 
suits. With suits of other materials 


and with dresses patents and satins” 


are being sold almost exclusively. 
Heels range all the way from 8/8 on 
the flappers and welt oxfords to 15/8 
on the turn sole effects. 

The new models in the lighter effect 
of straps are all side fastened, and 
a great many rhinestone slides are 
being sold to cover the side button. 
Some of these rhinestones are exceed- 
ingly beautiful, having pendants or 
dangle affairs of different sorts which 
harmonize nicely with the side drapes 
on skirts. Many of these high class 
stores in the loop district are featur- 
ing brocaded satins far more lavishly 
than heretofore, 


Side Gores Being Displayed 


Many of the newer patterns are cut 
very low on the side. In fact, in a 
great many of them the vamp and 
quarter do not meet, leaving the hos- 


iery exposed clear down to the shank 


of the shoe. While tongue effects are 
being shown to some extent, straps 
continue to be the one prevailing fea- 
ture. 


wide variety of patterns and over a 
wide range of prices. In fact, side 
gores are seen in the windows of prac- 
tically every store in Chicago, regard- 
less of the grade of shoes merchan- 
dised. But, with all this, very few 


Side gores are being shown in a 


merchants have faith in side gores as 
a long-lived proposition. 

In the higher grade stores, Russian 
or Cossack boots have created quite 
a flurry, but with the approach of 
warm weather sales on this particular 
style are growing less. More or less 
difficulty has been experienced in fit- 
ting this type of footwear, and sev- 
eral merchants who have had a good 
business on Russian boots question the 
advisability of re-buying for next fall. 


In Men’s Stores 


Footwear for men presents a pecul- 
iar problem. Oxfords are showing 
surprising strength, and black ox- 
fords are much stronger than they 
were a year ago, but the average 
merchant is in a quandary as to how 
strong the patent leather craze that 
has been such a big feature in wo- 
men’s footwear will prevail in men’s 
footwear. While there is an increase 
in the demand for patent, it is a ques- 
tion whether the demand for this black 
shiny leather will continue into the 
hot weather months. 

Patent leather oxfords that are sell- 
ing freely are of the lighter weight 
close trimmed edge type. Even plain 
toe dress oxfords are being sold to 
men who do not possess a dress suit 
or a tuxedo. Evidently these young 
men expect to wear them with their 
regular street clothes for more dressy 
otcasions. 


In the Wholesale District 


In the wholesale district sales are 
fairly active, especially on the snap- 
pier and more novelty type of foot- 
wear. A fairly large volume of busi- 
ness is being done on comfort foot- 
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wear, but the ordinary, more staple 
types of semi-dress shoes are not be- 
ing traded in to any great extent, 

Children’s footwear business is fair- 
ly active on low cut types of par- 
ticularly striking patterns. Patent 
leather, Mary Janes and cutout effects 
resembling women’s styles are being 
sold in fairly good quantities. 

One prominent wholesaler on Mon- 
roe Street says sales are very good. 
In fact, they are doing the largest 
business in their history so far as 
sales are concerned, but at the same 
time they are doing a comparatively 
small business so far as collections are 
concerned. The problem of collections 
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is more serious than the problem of 
making sales. This man is of the op- 
inion, however, that when Easter is 
over collections will be materially im- 
proved. 


Edmonds Branch Ready for Business 


The stockroom of the Edmonds Shoe 
Co., recently opened at Room 302, Lees 
Building, is registering a very nice 
volume of orders for a starter. Both 
boots and oxfords are carried in stock. 
Joseph Cwiak, the local manager, is 
putting several men on the road to 
cover Chicago and immediate terri- 
tory. 


CLEVELAND 
Pre-Easter Shoe Rush Starts 


Spring Trade Has Opened and Cleveland 
Merchants Are Busy Handling It 


LTHOUGH the weather has 

not been as favorable as it 
might be at this time of the year, 
yet all the merchants in the down- 
town section who were interviewed 
have experienced an increased demand 
for spring shoes. 

The season in this city starts about 
March 15 and, strange to relate, on 
that day the sales were rather quiet, 
but since then there has been a good 
increase in the volume of business. 

Window decorations also are taking 
the shape of springtime, and there 
may be found flowers and leaves, both 
natural and artificial, in the decora- 
tions that are used. 


Fine Hosiery Featured 


Most of the merchants have found 
it eminently satisfactory to take ad- 
vantage of the fine variety of silk 
stockings that have been received for 
spring in fitting up their displays in 
the windows. 

There is nothing that attracts the 
feminine eye so quickly as does silk, 
in most any form. Silk dresses al- 
ways draw the largest number of 
persons to the windows of the de- 
partment stores here, and shoe mer- 
chants have experienced the same re- 
sult when they use silk lavishly in 
decorating their windows. Silk laces 
in connection with patent leathers 
that have been displayed have made 
quite a hit also. 


Industrial Conditions Better 


There have been many develop- 
ments here in the last week to indi- 
cate that the spring season is going 
to continue an excellent one. Lead- 
ers in industrial and business circles 
all unite in predicting that. It is 
agreed generally that the peak of 
employment has not been reached 
here yet, and that it will not be un- 





til the middle of April or the first 
of May. 

As the volume of business has come 
largely from those who have been 
laid off for months and had been -out 
of the buying market, shoe merchants 
feel that with the number of workers 
increasing they are certain to feel a 
favorable reflection. 

The navigation season has not 
opened and when the boats begin to 
ply along the lakes, business in Cle~>- 
land always experiences a_ spurt. 
Sailors and their wives remain out of 
the markets during the off seasons 
and then when the spring comes they 
are in again with a rush. Agents of 
the water transportation lines here all 
assert that water travel will be much 
less expensive this year, and they ex- 
pect an increase in this class of busi- 
ness. This means more transient 
trade for the retail stores. 


Strap Patterns Most Popular 


The demand is largely for oxfords 
in this city, with straps all the rage, 
but plenty of merchants can be found 
who are satisfied at the manner with 
which pumps are going. 

The May Co. has had quite a run on 
a pump which has the following speci- 
fications: Beaver suede, two strap, 
with brown kid straps and Cuban 
heels. Another model is brown suede, 
one strap, brown patent leather 
straps and Spanish heels. Then there 
is a brown suede, two strap, pump; 
new French cut design with tan calf 
tip and Cuban heels. A beaver suede, 
one strap, pump, with brown kid strap 
and trim Spanish heels, is another 
that has taken the fancy of women. 
A new flat heel pump in black satin 
with broad instep strap buttons at 
the side is one of the most favored 
models of the spring trade. A 
Bleacher pattern with large perfora- 
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tions at the quarter and vamp with 
low and broad heels also has taken. 
a strong hold. 


Novelty Pattern Sells Well 


The new Y-strap slipper has come- 
in with a rush. It has done so be- 
cause it is a distinct novelty and is 
entirely different from any model that 
has been seen here in some time. The 
model that has been the best seller 
is a black satin one with low wood 
heels and the favored round toes. It 
is an afternoon shoe. 

The Pocock-Wolfram Co. has been 
featuring with excellent results a new 
side gore patent leather pump with 
new Spanish heels and turn soles. 
This is rather an elaborate model 
with four straps. 





Patent Leather Slows Pro- 
duction - 


“The popularity of patent leather 
for women’s footwear,” said a Haver- 
hill manufacturer, “is a handicap in 
getting out orders. This stock re- 
quires careful treatment in going 
through the factory and necessitates 
skilled hands in its manipulation. 
When patent leather shoes are being 
sold so extensively as at the present 
time, all factories need the same class. 
of help, with the result that there is 
not enough to go around. We have 
our troubles this way at the present 
time, but are getting away from them. 
as fast as possible.” 





Velvet Slippers in Light 
Demand 


“Fashion columns in some of the 
daily papers,” said a Haverhill manu- 
facturer, “are making strong efforts 
te’ boost the velvet slipper game. 
There is very little doing in this line 
in Haverhill factories. Some samples 
were made up last season, but the re- 
sponse to them was not encouraging. 
The velyet slipper and pump are not 
regarded as thoroughly practical by 
the Haverhill trade. Little effort is 
being made on the part of the manu- 
facturers here to show velvet foot- 
wear for the coming season.” 





Occupying Additional Fac- 
tory Space 


Hannahsons Shoe Company, which 
has a large plant on Wingate Street 
for the production of women’s turn 
and McKay fabric footwear, has, on 
account of the crowded condition of 
this plant, taken additional factory 
space in a building on Washington 
Street. This has been fitted up with 
machinery for the production of turn 
footwear, and will enable this con- 
— to increase its output of this. 
ine. 
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ST. LOUIS 


Balmy Weather Boosts Sales 


One Good Saturday Brought Out Crowds 
of Shoppers With a Real Desire 
to Buy 


HIS has been a good week with 

the retail shoe merchants. 
Records of the week previous which 
showed considerable progress over 
past performances were surpassed 
during the last six days. This activ- 
ity was not confined to a few stores, 
for throughout the entire “shoe belt” 
there was a decidedly increased busi- 
ness. The weather again was the 
big contributing factor. The entire 
week, with the exception of one rainy 
day, has been sunshiny and warm. 
With Easter rapidly approaching the 
rush to the stores to buy new foot- 
wear is discernible. Saturday there 
was an avalanche of customers and 
practically every store was selling to 
capacity. This enthusiastic buying 
spirit, it is predicted by many mer- 
chants, will continue right up until 
Easter. After that many are of the 
opinion that white will jump in to up- 
hold the sales that are now spoken 
of in terms of general satisfaction. 
Tweed suits and sport coats fit in well 
with sport footwear, and the demand 
for this particular type of shoe is in- 
creasing each day. More pairs are 
observed now than last week and 
many predict the vogue will not hit 
the high peak until at least Easter- 
time. 


Rubber-soled Shoes Sell Best 


The rubber sole and spring heels are 
preferred in the biggest percentage 
of the sales. There is some tendency 
toward a slowing up in the plain toe 
effects, especially in the smoked horse 
and elk leathers. The tip and apron 
with some trimming on the backstay 
has taken over the loss experienced in 
the plain toe effects. In some stores 
the smoked horse and elk shoes have 
supplanted satin as the second choice 
in point of sales. Of course their 
purposes are entirely different, but 
the number of pairs disposed of give 
the sport effect a slight margin. The 
stores that are forcing this business 
are the ones that are claiming big 
sales for these shoes. Some stores 
have not attempted to push them and 
consequently have had few calls. 

Patent leather has lost none of its 
preference during a fortnight of ac- 
tivity. There is some tendency for 
more strap effects than the lace ox- 
fords, which was just the reverse of 
this some few weeks back. The mer- 
chants who have had their ear to the 
ground are rapidly disposing of their 
center buckle patent stuff. The call 
for this character of footwear is fast 
waning and it remains for the watch- 


ful merchant to dispose of these shoes 
before they become obsolete. 


Two-Tone Effects Good 


Combination or two-tone effects 
have taken a spurt during the week 
and have -received considerable de- 
mand. No unusual activity has been 
observed until the last ten days, when 
a sudden change for the better.seemed 
to bring back a strong preference for 
this style. While patent and gray 
suede were touted as the best bet in 
this field, beige and patent have be- 
come very popular in the call. <A 
great majority of these shoes are 
sold with a fancy ornament to cover 
the button. 

Satin remains conservatively good. 
Rhinestone ornaments on the one- 
straps are being asked for frequent- 
ly and some stores have noted excel- 
lent business in this direction. 

Tan calf oxfords are selling in their 
usual proportion. Averaging the day’s 
sales in a majority of stores, about 
35 per cent will represent walking ox- 
fords of the low heel types. 


Frank Ames Ill 


Frank Ames of the Frank Ames 
Shoe Company has been away from 
his business during the past week, 
due to an attack of the flu. It was re- 
ported at the store that he was mak- 
ing progress and expected to be back 
on the job shortly. 





New Store on Locust Street 


The Peacock Shop, one of the most 
elaborate shoe stores in the city, was 
recently opened at 805 Locust Street. 
Its location, in the heart of the shop- 
ping district, is ideal, as only women’s 
high grade novelties will be carried. 
The floor is covered with a heavy mul- 
berry velour rug and matches the fit- 
ting stools and chairs, which are up- 
holstered in velour and are carved 
mahogany, with cane backs. 

The shelving is finished in old ivory 
and the ceiling lights are of bronze 
side brackets in French silver and 
hand-painted parchment shades com- 
plete a very effective lighting system. 
Floor lamps adorn the store and silk 
shades are used to diffuse the light. 
There is space sufficient to carry 
about 2000 pairs of shoes in the store 
proper and a balcony with additional 
room for stock. The store is under 
the management of L. H. Brown, who 
is one of the experienced shoe retail- 
ers of the city. A hosiery department. 
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has been installed in the front part 
of the store. 


Vogue Boot Shop Has Big 
Week 


The Vogue Boot Shop, 615 Locust 
Street, has had one of the biggest 
weeks experienced in eight months. S. 
Crasilneck, one of the members of 
the firm, stated that if business con- 
tinued it would be necessary to ex- 
pand their present shoe department. 





Swope Salesmen on Spring 
Trip 

Mr. Weibel and Mr. Colby are mak- 
ing their usual spring trip for the 
Swope Shoe Company. Reports com- 
ing in from these salesmen state 
while business is not as vigorous as 
might be there are a lot of people 
interested in Swope shoes. Arthur 
Ebbs of Swope’s was one of the dele- 
gates appointed by the Retailers’ to 
attend the Tri-State Convention held 
in Kansas City, March 13 to 15. Meier 
Swope, president of the company, is 
enjoying a vacation in Bermuda. He 
is accompanied by Mrs. Swope. 


Free Stilts for Kiddies 

On Saturday, Sensenbrenner’s gave 
to each kiddie a 75 cent pair of stilts 
with each pair of boys’ or girls’ shoes 
at $3.50 or more. The stilts were the 
adjustable kind and three different 
heightS are possible. The store is 
now dressed in its new spring garb, 
having undergone a new coat of paint. 
The balcony, where the credit depart- 
ment was formerly located, has been 
removed, and the store has a consid- 
erable larger appearance. The credit 
department is now located where the 
men’s shoe department was formerly 
situated. The men’s department has 
been closed out. 





Rosenbach Announces New 


Price Policy 


Rosenbach, at 414 North Seventh 
Street, announced in big space in the 
paper that $5.00 was the top price for 
shoes in that store. 


To Push Findings Sales 


The Swope Shoe Company has an- 
nounced a plan which, it is hoped, 
will increase the findings sales dur- 
ing the next four months. An extra 
week’s vacation will be given to the 
salesman who has the greatest amount 
of sales on July 1, when the contest 
will end. A point schedule, which 
will be used in determining the re- 
sults, is given as follows; 5c. to 25c., 
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inclusive, 1 point; 26c. to 50c., inclu- 
sive, 3 points; 51c. to 75c., inclusive, 
7 points; 76c. to $1.00, inclusive, 10 
points. Each 25c. sale over $1.00 
shall add 3 points. All shoe trees, 25 
points. The list of standings is pub- 
lished every Saturday noon. Paul 
Ebbs, who is conducting the contest, 
stated that the increased number of 
sales in the findings department was 
astounding. He said that although 
the contest had just started it was one 
of the most successful plans to stim- 
ulate sales in this particular depart- 
ment that was ever attempted in the 
store. 
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Many Shoe Salesmen Attend Retail 
Selling Course 


The retail selling course conducted 
by the Advertising Club of St. Louis 
has been heavily attended by sales- 
men from the retail shoe stores. 
Somewhere in the neighborhood of 
twenty clerks are attending the class, 
which meets every Wednesday night 
from 6.30 to 8 o’clock in the club quar- 
ters in the Statler Hotel. The class is 
conducted under the direction of the 
educational committee of the club. 
The course is open to anyone who de- 
sires to attend. 





CINCINNATI 


Retail Business Is Spotty 


Merchants Expect Good Volume When , 
Spring Weather Is Here to Stay 
for Awhile 


HE first day of spring was 

ushered in by typical March 
weather. And it was of such a 
nature that the local retail merchants 
might as well have taken a vacation 
for the time being. Business is 
spotty. On a warm day sport foot- 
wear in ladies’ lines moves well, but 
on a cold day little if anything moves. 
The volume of business done by the 
local shoe men, just at this time, de- 
pends almost entirely on the weather. 
During the two weeks prior to Easter 
they all expect a very healthy trade. 
New styles, patterns and lasts, which 
have been purchased especially for 
the pre-Easter buying are making 
their appearance. And with mild and 
spring-like weather of a dependable 
nature, local merchants feel certain 
that their sales will soar high within 
a very short period. 


Emphasize Shoes for Occasions 


According to one of the larger re- 
tail merchants of the Queen City, and 
one who is prominent in national af- 
fairs, the shoe merchants apparently 
are not preaching with enough em- 
phasis the idea of “the shoe for the 
occasion.” And in this connection this 
merchant points out that already too 
many young women are being seen 
wearing the tweed suits, which are 
more or less a sport type, without 
sport shoes and stockings. This kind 
of dress is being worn with every 
style of shoe. And this merchant says 
that it is up to merchants to study 
out the kinds of shoes that are ap- 
proriate for the various new styles 
of wearing apparel that are being 
introduced this spring. He, also, as- 
serts that the tan trimmed sport shoe 
is being worn too often for regular 
street wear instead of sport wear. It 
is interesting to note that some of 
the more astute buyers already are 





watching very closely just how cer- 
tain types of sport shoes are being 
worn and by what classes. For it is 
the opinion of some that the regular 
Tommy Logan style, for instance, is 
one that will be a fad, and sold at 
first in the better grades, then later 
bought by the masses in cheaper lines. 
This is leading some to the conclusion 
that tan trimmed smoked elks will 
not last long in the better grades. 
White trimmed whites and black 
trimmed whites are expected to meet 
with growing popularity. 


Early Demand for Men’s Sports 


At the men’s, shoe stores here the 
outstanding feature of the business 
is the early demand for sport foot- 
wear. Those that already have their 
stocks in are doing some business. 
Others that have not yet received 
their stocks report an extensive call 
for them. It is thought that the rub- 
ber sole will see a greater run this 
summer than it ever has before, and 
that the sport shoe is what will put 
it over. However, some merchants 
are of the belief that there will be 
numerous calls for sports carrying 
the leather sole. They base their be- 
lief upon the fact that many of the 
young people will want to dance in 
their sport wears, and the rubber sole 
does not work so well in dancing. 
Nevertheless it is the general opinion 
that the rubber, or sports sole, will 
be sold in the majority of cases. 


Wage Situation 


Right at this time the Cincinnati 
market is facing the problem of a 
wage settlement. And in order to 
avoid a clash between the operatives 
and the manufacturers, numerous 
conferences are being held in an ef- 
fort to settle all questions before the 
period of the present working agree- 
ment expires April 30. 
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The manufacturers here are asking 
that the workers accept a wage reduc- 
tion ranging from 15 to 25 per cent 
in the schedule. Generally speak- 
ing, the shoe makers here realize that 
living costs have come down enough 
to justify a reduction of wages. And 
the sentiment in all the factories is 
that a mutual understanding will be 
reached without any disruption of the 
friendly relations, which has always 
been characteristic of the Cincinnati 
factories. The older men in this 
market are optimistic, and are of the 
opinion that a settlement will be made 
in short order. 


George H. Mugavin Honored 


George H. Mugavin, one of the 
leaders of this market, a leather deal- 
er, was the guest of honor at the 
annual dinner of the Irish Fellowship 
Club on St. Patrick’s Day at the Hotel 
Sinton. Mr. Mugavin was the chief 
speaker of the evening, and he stated 
that “because their parents have felt 
the heel of the iron boot which op- 
pressed them for centuries, the child 
of the Irish immigrant, as long as 
there is a United States of America, 
will be found a respector of law and 
order, a lover of God and His works, 
and a helper of the downtrodden and 
the oppressed, no matter from what 
country they may come.” 


New Turn Process Patented 


On February 28, 1922, the Val Dut- 
tenhofer Sons Company was granted 
a patent on a new process of turn shoe 
making. This process has a revolu- 
tionary feature, it is claimed, in that 
it guarantees turn shoes from any 
ripping of the inseam. Under this 
process the solid leather heel and 
shank pieces are built in at the first 
operation of lasting, which is said 
to insure a better fit and a more solid 
foundation. It also is designed to add 
new life to the turn shoe. 

W. H. Taylor, superintendent of 
the Val Duttenhofer Sons Company, 
states that the manufacturers of the 
country for years have been waiting 
for a turn process that will do away 
with all ripping, and at the same time 
afford added durability. Mr. Taylor 
for many years has worked on the 
perfection of this new process. 


Remodel Oconto Store 


The Goodrich & Martineau Co., 
Oconto, Wis., operating one of the 
largest department stores in any of 
the smaller communities of the State, 
is rebuilding and enlarging its estab- 
lishment. The shoe departments will 
be entirely rearranged and an entire 
cross-section of the big store on the 
main floor will be devoted to footwear, 
with separate divisions for ladies, men 
and children. 
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LOUISVILLE 


Children’s Shoes Selling Best 


Dollars and Cents Business Not Equal to 
Last Year, But Pairage Shows Slight 
Increase 


N spite of a few reports relative 

to slow business, the general 
volume of business handled by the 
retail shoe merchants of Louisville is 
being well maintained. Of course, 
from the standpoint of dollars and 
cents business is not up to that of last 
year, as merchandise this season is 
considerably lower in price. In pairs 
sold several stores report very satis- 
factory progress shown. The season 
is a long one due to the lateness of 
Easter, which means that business is 
scattered out more. In men’s shoes 
demand has not been especially good, 
but children’s shoes have been quite 
good, and women’s in very fair de- 
mand. 


Patent Oxfords in Good Demand 


Weather conditions as usual are 
blamed for a little dullness. Ready-to- 
wear garments have been selling well, 
with rain and chilly weather prevent- 
ing buyers from wearing them, and 
this, of course, has held back sales 
slightly on shoes. In women’s shoes 
demand continues good for patent ox- 
fords, and combinations of patent and 
suede or kid and there is an increas- 
ing demand, it is reported, for black 
suede and kid combination. Strap 
pumps are fair. Satin continues fair, 
but not as good as it was, either in 
black or brown. Tan oxfords are very 
fair and also tan pumps. 


Big Rush Yet to Come 


A good deal of good business is in 
sight this year and it will be scat- 
tered out over a longer period. While 
the big rush is later, there has been 
more of what might be termed early 
business this year. Following the 
Easter rush the Kentucky Derby will 
fall on May 13, and that will be quite 
a dress up event, as the Derby has 
become a social affair. It is reported 
that all box seats and reserved seats 
were cleaned out some time ago, and 
it is .a known fact that reservations 
were placed last spring for seats for 
this year’s race. Many hotels have 
reserved all available space in ad- 
vance. The Derby is one of the big 
dress up events, and women pay con- 
siderable attention to their costumes 
on that occasion. 


Freak Laws Passed by 
Assembly 
The Kentucky General Assembly 
closed its 1922 session on March 15, 


for which the state is duly thankful, 
as it was a wild session, with politics 


playing the principal role, instead of 
good law making. The minimum wage 
bill for women was lost in the shuffle, 
for which employers are duly thank- 
ful. A pure fabric law never got 
through. An anti-trading stamp law 
was enacted, but may not prove con- 
stitutional. A law was enacted under 
which mine operators and other em- 
ployers who issue scrip, checks, etc., 
redeemable in merchandise at comis- 
sary stores, must redeem such issue 
for whoever holds it, which makes it 
possible for the employee to cash them 
at other stores. Just before the close 
of the session a $50,000,000 road bond 
bill was killed by political interests. 
The Thompson tax law, enacted at 
the close of the session, is an unjust 
measure, which will hold down new 
manufacturing interests, and hurt the 
jobber and retail merchant. Over 250 
business men from all sections of the 
state were in Frankfort on March 16, 
protesting the signing of this bill by 
the Governor, as it will considerably 
increase taxes for business interests. 
A good many bills were passed which 
have not been signed by the Governor 
as yet, and at this early date it is 
uncertain as to whether even the tax 
bill will be signed. 


Preparing for Style Show 


Louisville merchants have been 
getting ready for some weeks for the 
annual style show and merchants ex- 
hibit, which will start on March 31, 
and run through April 8, with matinee 
and evening performances. About 
fifty live models will be used for dis- 
playing merchandise, including shoes, 
hats, clothing, etc., for men, women 
and children. “Paris on Parade,” is 
the title of the show this season, and 
arrangements have been perfected 
over last year, so that there will be 
better seating facilities. The stage 
will be in the center of the Jefferson 
County Armory this season, instead 
of at one end. There will also be 
about ninety booths, in which there 
will be displays of merchandise. 
Among houses which handle shoes 
that have entered the show are J. Ba- 
con & Sons, Byck Brothers, Crutcher 
& Starks, DuRand Perry Co., J. C. 
Hero, Husch Brothers, Kaufman 
Straus Co., John C. Lewis Co., Levy 
Brothers, Loevenhart & Co., Queen 
Quality Boot Shop, H. P. Selman & 
Co., Herman Straus & Sons Co., 
Walkover Boot Shop, and the sport- 
ing goods houses of Roe-O’Connor- 
Gordon Co., Sutcliffe Co., and Bourne 
& Bond. 
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Athletic Shoes in Demand 


Demand for athletic shoes has been 
running very good of late as a result 
of a very active basketball season, 
while the baseball season is now open- 
ing up, and tennis is not far off, while 
golf has been played all season this 
year due to unusually mild weather. 
There are two new professional base- 
ball leagues in Kentucky, and far 
more semi pro clubs, with the result 
that baseball shoes in the aggregate 
amount to something. 

In men’s shoes demand is largely in 
the finer shoes for tan grain leathers, 
with less punching and foxing, the 
brogue models having lost caste. 
Black is fair, and patent has better 
prospects. Some of the dealers are 
anticipating better demand for men’s 
sport shoes among the high class buy- 
ers, and are stocking combination shoes 
of white elk, buck skin, etc., in com- 
bination with patent, tan and black, 
including tips, instep saddles, wing 
tips, back foxing, etc. Some of this 
new merchandise is quite noisy look- 
ing, but may take well for use with 
white trousers. 


Brief News Notes 


The Rodes Rapier Co., on St. Pat- 
rick’s day featured an advertisement, 
telling of the fact that the company 
opened its store just eight years be- 
fore to the day. The business has 
quadrupled since the first year, and 
just a few months ago the company 
moved into much larger and finer 
quarters, practically four times as 
large as the original store. The shoe 
department at that time became a 
first floor, instead of balcony depart- 
ment. 


John Herle who for some years was 
with Levy Brothers and for the past 
few years assistant manager of the 
Louisville Emerson store, has been 
promoted and gone to Detroit to take 
charge of one of the organization’s 
stores there. 


Harry Young, of the H. P. Selman 
& Co. store, is back after a day or two 
spent at Cincinnati, looking over new 
merchandise. Charles Troxler, of 
Byck Brothers, has returned from a 
short trip to Western Kentucky. At 
the Florsheim Co., Lawrence Hol- 
ston’s smiling countenance is missing, 
he having deserted the shoe business, 
to go with Hieatt Brothers in the real 
estate business. ; 

Models’ Faces to be Hid 


A comment in a local newspaper 
concerning the style show said: 
“Model’s faces to be invisible when 
footwear is shown at the style show. 
Feet as well as faces attract these 
days. The rage for short skirts 
means that milady’s shoes are of 
paramount importance and the manu- 
facturers of the country have not been 
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slow in originating the most charm- 
ing footwear. And the models at the 
style show promise many interesting 
promenades in shoes selected from 
Louisville’s smartest shops. And 
though each and everyone of the fifty 
models who will come to the show 
possesses a beautiful face, she will 
not show her face when promenading 
for a shoe exhibitor. It will not be 
necessary. The shoe and hosiery ex- 
hibits will interest sufficiently.” 

It is interesting to note that the 
style show idea started with the 
Louisville Retail Shoe Association, 
which held a very good show a couple 
of years ago. Then the shoe men 
stopped and the Retail Merchants As- 
sociation, liking the idea, took it up 
in a much bigger way. The spring 
show in 1921 went over big, and it is 
believed that it will go over even bet- 
ter this season. There is also talk 
now of annual fall shows as well. 


White Soles and Black 
Uppers 


A few pumps, of patent leather, 
with white soles and heels, are being 
made by Briggs & Hutchinson. Some 
of the soles and heels are of ivory 
white leather, and some are of oak 
leather, enameled white. However, 
the bulk of the orders of this firm 
call for all white shoes, or all black 
shoes, of shoes with white uppers and 
black trimmings. A good many of 
the shoes have wooden heels. Mr. 
Briggs continues to report that there 
is a strong tendency towards higher 
heels. 


Quality Coming Into Its 
Own? 
One Lynn firm that insists on qual- 
ity, is paying five cents a pair above 
the market price to get a special se- 
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lection on insoles for its welt shoes. 
It makes sure that its inseams are 
strong and secure. Its shoes hold 
their shape. 


Store Holds Style Show 


Burrows & Sanborn, Lynn mer- 
chants, gave their annual spring style 
show, in their store last week. Liv- 
ing models promenaded the runway to 
show the proper way to dress. The 
show was witnessed by thousands, and 
was a repetition of former successes. 


Glover Business Sold 


The business of Daniel Glover & 
Son, Salem shoe manufacturers, was 
sold last week to Hervey V. Bell, of 
Bell Bros. Shoe Co. Mr. Bell has 
formed the Daniel Glover Shoe Co., 
to carry on the business. Neil C. Ste- 
vens and Herbert W. Simmons are as- 
sociated with him in the corporation. 
The sale was at auction, by order of 
Judge Robert W. Hill, receiver for 
Daniel Glover & Son. The firm had 
been doing business for 40 years and 
more. It makes standard screw shoes 
for boys and youths. 


Longest White Line 

Donn D. Sargent Co. have been spe- 
cialists in white shoes for years but 
this year they are making the longest 
white line ever. Many of their white 
shoes have patent leather trimmings, 
in patterns almost numberless. Ivory 
white soles and heels are used. Smith 
Shoe Co. of Lynn, is stocking a long 
line of white shoes in street and 
sport styles. Murphy, Gorman & Wa- 
terhouse have a patent leather pump, 
with a broad strap, fastening with a 
buckle. The shoe has a round toe, 
a low heel, and it is a strong and well 
made McKay. 


INDIANAPOLIS 


Business Prospects Encouraging 


Easter Footwear Rush Expected to 
Begin as Soon as Weather Becomes 
More Stabilized 


ITH the state convention 

now past history, Indianap- 
olis retail shoe merchants are de- 
voting their spare moments to dress- 
ing up their show windows and inside 
display cases with various types of 
attractive Easter footwear. Al- 
though the weather has been just a 
little too winterish to create any great 
demand for spring shoes, the mer- 
chants believe that the customary 
Easter rush on the shoe stores may 
be expected as soon as the weather 
man begins to dish out his Easter 
weather. Nevertheless, business has 


picked up quite a little in the last two 
weeks and the prospects are most en- 


couraging, especially in regard to the 
demand for sport shoes. 


Imitation Rubber Boots Sold 


The imitation Russian boot is be- 
ing popularized in Indianapolis by the 
co-eds of Butler college, the shoe men 
have observed recently. The fair co- 
eds, wishing to be right up to their 
knees in style, as it were, have dis- 
carded their winter galoshes and now 
strut the classic halls and the campus 
byways in the new style Russian 
boots. There are some variations to 
the boot scheme, such as patent 
leather tops or even Russian leather 
all the way. And there are some who 
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are wearing none other than the old- 
fashioned rubber kind. The boots, how- 
ever, do not disclose the ultra-fancy 
hosiery that Miss America insists 
shall show. In this, fond papa may 
see a victory for there is some “booty” 
involved in the consequent salvage of 
hosiery bills, but the shoe men are 
looking at it in another and much 
more dimmer light. 

At any rate the fad is on and many 
boots are being sold. To just what 
extent it will reach the shoe men are 
unable to predict although it is gen- 
erally believed that, like most fads, 
it will be only short lived. 


Basement Store Opened 


Another new shoe store was added 
to downtown Indianapolis this week 
when Frank J. Horuff, proprietor of 
a chain of retail shoe stores.in In- 
dianapolis, opened another link in his 
chain in the basement of the Mer- 
chants Bank Building at Meridian and 
Washington streets. He has leased 
the room for a peirod of ten years. 

The new store has approximately 
8000 square feet of floor space, un- 
divided by partitions, and has been 
arranged to embrace- several depart- 
ments, devoted to men’s shoes, wo- 
men’s shoes and children’s shoes. 
There also is a repair department and 
a shoe shining department. The store 
has a seating capacity of 250 and has 
been named the Thrift Shoe Store. 
So far as is known it is the only base- 
ment shoe store in the city. 

Entrance to the store has been 
made convenient for persons in the 
bank building by either elevator or 
stairway, and for persons on the 
street by means of an outside stair- 
way. The policy of the store has been 
announced as in opposition to special 
cut-price sales. The business will be 
conducted on a small margin of profit, 
Mr. Horuff said, depending on the 
volume of sales attained through the 
other links in the chain. 


Other Indiana Shoe News 


The interior of the Miller Shdée 
Company’s store at Main and Wash- 
ington streets, Goshen, is being at- 
tractively redecorated. Mr. Miller 
says that when the work is completed 
his store will be one of the best 
equipped and most tastefully ar- 
ranged in that section of the state. 


The Andres department store at 
Evansville has announced that it will: 
install a shoe department in the near 
future. The new department, which 
will be in charge of a trained shoe 
man, will be devoted exclusively to 
women’s and children’s high grade 
footwear. 





Urged on by his many friends, J. 
W. Sponsler, one of the widely known 
shoe merchants of Bloomington, has 





- 
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decided to enter politics. This week 
he filed his declaration of candidacy 
for the nomination for county 'treas- 
urer on the Republican ticket. He 
has been associated with Bloomington 
shoe stores for the last fourteen years 
and has made friends throughout the 
county. 


J. L. Harman, as trustee in bank- 
ruptcy, has sold the stock and fix- 
tures of the Fred Lapin shoe store, 
617 South Main street, Elkhart. The 
stock was sold for a consideration of 
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$2,250 to Louis Simons of Goshen, 
who later re-sold it to J. Goldberg of 
Chicago. Mr. Goldberg announced 
that he would move the stock to Chi- 
cago. The fixtures were sold to dif- 
ferent merchants. Lapin scheduled 
his liabilities at $17,342.07. His as- 
sets consist of the proceeds of the 
sale, insurance of about $700 on stock 
recently damaged by fire and about 
$250 cash in the bank. He is entitled 
to $600 exemption, which will leave 
about $2,500 to be distributed to his 
creditors. 


PITTSBURGH 
Unemployment Crisis Is Past 


Figures of Labor Experts Borne Out 
by Increasing Volume of Sales 
at Retail 


HE past few months have been 

more or less stormy ones for 
all local merchants, with the cry of 
hard times borne out in general re- 
turns. The past week or two, how- 
ever, have shown a tendency toward 
normal, and in one or two instances 
abnormal sales have been recorded. 
The fact of the matter is that labor 
conditions in this great industrial 
center are in. a better state right now 
than at any time in the last year. 
This fact is not generally known, al- 
though statistics compiled by labor 
experts here prove it. Merchants in 
outlying districts have noted better 
business with the start of March, and 
every indication that it will keep up 
a steady gait has been given by the 
apparently looser attitude of the 
workingman with his money. In Mc- 
Keesport, a town where only 20 per 
cent. of the working population was 
employed five months ago, almost 85 
per cent are now at various jobs. The 
general average wage is somewhat 
reduced, but the mere fact that the 
working element is where it belongs 
is enough reason for optimism among 
merchants. 


Walk-Over to Merge Stores 


The Union Arcade Walk-Over store 
will soon pass away, the present lease 
expiring April 1, and all tenants hav- 
ing been given notice to vacate in 
favor of a banking institution which 
will occupy the ground floor. The 
large general stock of the branch will 
be merged with*that of the main store 
on lower Fifth Avenue and another 
branch in Homestead. Incidentally, 
the removal has afforded excuse for 
various sales, which are being con- 
ducted during the weeks preceding 
the removal. 


Unique Method of Advertis- 
ing 

A system never before used here 
extensively by any of the local shoe 
stores has been adopted by the Man- 
heim Co., which has an arcade shop 
fronting on two streets near the heart 
of the city. It is the old poster meth- 
od. While Kaufmann’s and other 
large stores are using the larger sign 
and billboards, Manheim’s is using 
three-sheets and posters slightly 
larger, which are being placed along- 
side theatrical ads and in general on 
every board in town. The plan is 
serving the double purpose of ac- 
quainting readers with the fact that 
the store is in existence, and of 
apprising old customers of special 
bargains. 


Brasley-Krieger to Open 
New Place 


The recent withdrawal from busi- 
ness of the Brasley-Krieger shoe 
store, operated under the trade name 
of Kirby’s, when film magnates took 
the building to convert it into the New 
State Theater, caused much wonder- 
ment among the shoe trade here as 
to the future plans of the concern. A 
deal was negotiated a few days ago 
by the shoe firm for a large struc- 
ture at 6221 Frankstown Avenue, near 
Penn, into which they will transfer 
their activities. Their appeal has 
been largely to a middle class, to 
which they will continue to cater. 


‘ Waters-Sterling Co. Opens 


Branch Store 


A more imposing structure than 
that opened by the Waters-Sterling 
Shoe Co. a few days ago, at least for 
the sale of a popular priced shoe, 
could not well have been devised in 
this city. The store is located at the 
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very center of the downtown business 
district. A year ago this firm intro- 
duced itself to the local public with 
its Jenkins Arcade store. The door- 
way at the new place is arranged be- 
tween two flanking walls of show- 
cases. Inside, lighting effects flood 
the fitting department with a soft but 
clear illumination. E. M. Cox has been 
made manager of the new store, with 
R. B. Jones as assistant, while there 
are eighteen salespeople on the floor. 


Larger Quarters for Diamond 
Shoe Co. 


The need for larger space and the 
recent success of the Diamond Shoe 
Co., controlled by Simon Fleishman, 
were emphasized as reasons impelling 
the purchase of the old Keech site at 
929 Penn Avenue for the wholesalers. 
The rooms are at present occupied by 
Thomas Ray & Co., one of the largest 
wholesale firms here, but the latter 
may vacate before the expiration of 
their lease, provided they are able to 
find suitable quarters. In the mean- 
time, the new purchasers can manage 
to tide along in their present location 
in upper Fifth Avenue. 


Install Shoe Department 


The millinery business conducted by 
the Paris Shop on Fifth Avenue hav- 
ing suffered greatly during the recent 
industrial depression here, the man- 
agement decided on an adjunct in the 
shape of a large ladies’ shoe stock. 
That the shoes are proving their value 
as a sales-bringer is noted in the 
larger display ads the firm has been 
issuing. Sport oxfords and various 
popular articles in ladies’ fashions 
form their entire stock. 


New Shoes Stores 


Isadore Menard, 186 West Street, 
Bristol, Conn., shoe department. 

W. C. Lane, second door north of 
Temple Building, Danville, Ill. Will 
open between April 15 and 25. 

Frank J. Horuff, basement Mer- 
chants’ Bank Building, Washington 
and Meridian Streets, Indianapolis, 
Ind. 

Astor Shoe Co., 754 Broadway, 
Brooklyn, N. Y., men’s shoe store. 

M. B. Wise, Powers-Behen Build- 
ing, Denver, Col. 

Wilbur Homan, east side of Opera 
House, Dayton, Ohio. 

Ehrlich’s Shoe Store, 1643 Main 


- Street, Columbia, S. C., has opened 


again after being closed since early 
in December, from fire. 
Crawford’s, Inc., 155 North Water 
Street, Decatur, Il1., branch store. 
M. Cattiny & Co., Montreal, P. Q. 
Simone Shoe & Clothing Co., Pitts- 
burg, Kan., shoe department. 
A. M. Horwitz, 92 South Main 
Street, Wilkes-Barre, Pa. 
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SALT LAKE CITY 


Retail Business Better 


Snow and Ice Give Way to Sunshine—In- 
dustrial Situation Hopeful — Girls 


More Fastidious 


Than Ever 


About Footwear 


AD this leter been written a 

few days ago “Business Rot- 

ten” would most likely have been 
the main headline offered by us. The 
snowstorms have been heavy and 
frequent, with sharp frosts, and we 
had begun to wonder whether the 
spring merchandise on the shelves 
of the local merchants would have 
to be re-placed with winter goods— 
possibly snowshoes! At this writ- 
ing, however, all is bright and sunny. 
The proverbial silver lining has 
manifested itself and business, though 
it would hardly be correct to say it is 
“humming,” is certainly better than 
it was a week or two ago. Where 
some of the stores had but one or 
two customers in the chairs during 
the recent cold spell, there are five 
or six to-day, at least; sometimes ten. 
The industrial situation is improv- 
ing. One of the big smelters is in 
operation again and ‘it is expected 
that the date of the re-opening of, 
at least, some of the others is not 
far distant. The situation is de- 
cidedly hopeful, but for a little longer 
this section must continue to draw 
heavily on hope for sustenance, for 
there is nothing definite to report re- 
garding the revival of the mining in- 
dustry on a normal scale and it is 
from this industry that merchants 
are looking for better business this 
spring and summer. The Rio Grande 
Western Railway shops have taken 
on more men during the past week 
and in the near future they will prob- 
ably be running on a normal schedule. 


Patent Footwear Sells Best 


A well known shoe merchant de- 
clared a few days ago that the girls 
of the “flapper” type were becoming 
more fastidious than ever regarding 
footwear. “They want to look 
around,” he said before they will buy. 
Shoes are no longer a covering but 
an ornament, as much so as the hat. 
The firms that are catering to the 
high class women’s trade seem to be 
all agreed that patent pumps with 
straps are the big thing just now, 
though greys, smoked leathers and 
oxfords are still in fair demand. 
Low heels are also popular for street 
wear. Hunter and Thompson are 


looking for fawns to be good a little 
later, Mr. Thompson told the writer. 
The Walker Bros. shoe department, 
is featuring “The Panthea” a smart 
shoe with two straps at $6.85 and up. 
There is nothing of interest to report 


regarding men’s shoes, except that 
some really good looking footwear 
may be had at prices ranging from 
$6.00 to $7.50. 


Brief News Notes 


Manager Staiger of the Auerbach 
Company’s shoe department, has left 
for the East on a buying trip. 


George Waring, manager, of the 


Z. C. M. L, retail shoe department, is 


ill. The Z. C. M. L., is offering pumps 
and oxfords at 95 cents a pair. 
Some of these shoes were formerly 
sold at $7.00, $8.00 and more. 


The Hirschmann Company has re- 
moved its revolving shoe stand or rest 
from its windows and made other 
changes there. An official of the com- 
pany said, however, that the change 
might be only temporary. There is 
a possibility of the whole window 
being remodeled on either side, he 
thought. 


Judge Ben Johnson has dismissed 
the charge of obtaining credit by false 
pretenses brought against Ed. New- 
burg of the defunct Pacific Sales 
shoe store, now in the receiver’s hand. 
Newburg was said to have given 
Dunn & Company an inaccurate re- 
port of his indebtedness. 


R. L. Harrison has left the Walk- 
Over Shoe store to join the sales force 
of the Auerbach shoe department. He 
was with the Walk-Over people two 
years. 


From $150.00 to $250.00 a year is 
the amount which some of the dry 
goods people of this city estimate to 
be the cost of an ordinary girl’s 
clothes a year. One of them said 
that footwear was costing to-day 
what would have been considered a 
great extravagance a few years ago. 
The information was solicited by a 
reporter of a local newspaper on ac- 
count of the national interest in this 
matter during the past week or two. 


Betting on Suedes to Lead 


Jesse J. Thompson, T. P. Hunter’s 
partner in the new firm of Hunter & 
Thompson, who have just opened up 
in the Main Street building occupied 
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by the Robinson Bros. Shoe Company 
for so long, told the writer a few days 
ago that he is looking for fawn 
suedes, grey suedes, satins and pat- 
ents, in the order named, to be popular 
with the women buyers this spring. 
Mr. Thompson also said he expected 
“combinations” or sports to be big 
sellers. He has a lot of confidence in 
Russia tan oxfords on spade lasts. 
The Hunter & Thompson store is one 
of the smartest and most distinctive 
in the intermountain west. It comes 
very near being the last word in shoe 
store style. It has an elegance and 
refinement about it that is sure to 
attract the smart set to which class 
the firm will cater. Regarding its 
personnel, we do not suppose there is 
anywhere in the West two men whose 
personal qualities better fit them to 
make a success of such a business as 
they have undertaken. They are 
young, aggressive, optimistic, cour- 
teous and experienced in the better 
class of trade. 


Cummings Back at His Desk 


Harry Cummings, manager of the 
Walk-Over Shoe Company of this city, 
who has been ill since last October, 
is back at his desk once more. Mr. 
Cummings is still weak, though he 
looks very much himself again, and 
he will spend only part of his time at 
the store each day for the present. 


Selling High Heels 


Robinson Bros. are selling more 
high heels for evening or dress wear 
than they have done for some time. 
But, on the other hand, low heels and 
military heels for walking are more 
popular than ever. 


New Shoe Stores 


Hughes Royal Shoe Shop, B. L. 
Hughes, proprietor, 1213 Vine Street, 
Cincinnati, Ohio. 

Rialto Shoe Store, 236 South Main 
Street, Fall River, Mass. 

Samuel Rubin, 122 Ferry Street, 
Malden, Mass. 

Theodore Manning Company, Incor- 
porated, Meriden, Conn. 

Z. Tetu (Tetu’s Walk-Over Store), 
Woonsocket, R. I. 

Neiport & Crompton, 607 Congress 
Street, Portland, Me. 

D. L. Harris, Brassard Building, 
Merrill, Wis., men’s shoe department. 

F. W. Karstens, 22 North Carroll 
Street, Madison, Wis., men’s shoe de- 
partment. 

Julius Hessler, 1624 Indiana Ave- 
nue, Sheboygan, Wis., shoe and hos- 
iery department. 

Denny Dillinger, general shoe store, 
Muncie, Ind. 

Frank Horuff, Merchants’ National 
Bank Building, —— Ind., pop- 
ular-priced shoe sto: 

Quality Boot Shop, 1218 Seventh 
Avenue, Beaver Falls, Ala. 
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Season 1921-1922 


Boston Retail Shoe Salesmen’s Association 


Andrews, Benj., Sheppard Stores; 
Arpin, N. T., Coes & Young; Allen, 
Frank B., H. F. Salisbury Co.; Bailey, 
Walter S., Rice & Hutchins, Inc.; 
Barnsley, E. A., Willson’s Shoe Shop; 
Becker, Leo F., W. L. Douglas Co.; 
Blomquist, Edw. B., Thayer McNeil 
Co.; Brown, Fred H., William Filene’s 
Sons; Bouley, Herbert J., R. H. White 
Co.; Bryant, Carl W., Thayer McNeil 
Co.; Callahan, J. J., A. E. Little Co.; 
Conway, Thos. E., R. H. White Co.; 
Cott, Fred, A. H. Howe & Sons; Chal- 
mers, Edw. L., E. W. Burt; Copeland, 
Harry C., A. H. Howe & Sons; Crow- 
ell, Merton C., Jordan Marsh Co.; 
Creed, Jas. H., Thayer McNeil Co.; 
Currier, Herbert C., A. H. Howe & 
Sons; Dahl, Henry H., Thayer McNeil 
Co.; Daly, Robert W., Daly-Williams 
Co.; Daniels, Louis, Traveler Shoe 
Co.; Dever, Paul, Walsh Shoe Co.; 
Dodge, Herbert L., Hanan & Sons; 
Duggan, J. J.. Wm. Filene’s Sons; 
Dutton, Geo. E., Thayer McNeil Co.; 
Eagles, Harold S., A. H. Howe & 
Sons; Ellery, A. W., W. L. Douglas 
Co.; Fahey, Wm. J., W. L. McCamon, 
Newton; Gaffney, Stephen J., 73 
Adams Street, Dorchester, 
Gilmore, James, R. H. White Co.; 
Girade, P. F., H. E. Hagans; Glover, 
Irving; A. H. Howe & Sons; Goebel, 
John W., A. H. Howe & Sons; Gor- 
man, Fred J., Nesmith Shoe Co.; 
Granger, Robert E., Hanan & Sons; 
Greenwood, Fred H., Thayer McNeil 
Co.; Grohe, Lester A., W. L. Douglas 
Co.; Herderhurst, Elmer, Hanan & 
Sons; Hill, Lewis P., E. W. Burt; 
Holder, Frederick W., Thayer McNeil 
Co.; Hollis, Leonard W., Thayer Mc- 
Neil Co.; Howes, Seth A., Kennedy’s; 
Humphrey, A. C., Thayer McNeil Co.; 
Joy, Harding F., Thayer McNeil Co.; 
Judge, H. F., Jordan Marsh Co.; 
Kelley, Geo. E., H. H. Tuttle Co.; 
Kendell, Edw., Thayer McNeil Co.; 
Kilpatrick, Arthur J., 15 Congress 


Mass. ;, 


Roster of Members 


Avenue, Providence, R. I.; Kirwan, 
H. U., H. H. Tuttle Co.; Knights, M. 
L., Gilchrist Co.; Kuhleen, Elmer A.., 
T. E. Moseley Co.; Levine, Louis, H. 
E. Hagans; Lewis, E. D., Rice & 
Hutchins, Inc.; Moffitt, Daniel J., 
Thayer McNeil Co.; Leard, Claude 
B., Thayer McNeil Co.; McManus, 
Edw. J., Gilchrist Co.; MacMillan, 





ELMER A. KUHLEEN 


Treasurer of Boston Retail Shoe 
Salesmen’s Association 


John, Rice & Hutchins, Inc.; Mac- 
Neil, Donald, Crosby Shoe Co.; Ma- 
guire, F. Joseph, Rice & Hutchins, 
Inc.; Manning, J. A., Jordan Marsh 
Co.; Morgan, William H., Hanan & 
Sons; Neilson, L. A., 4 Aberdeen Rd., 
Mattapan; Norfleet, John H., R. H. 
White Co.; Northrop, Clarence A.., 
Rice & Hutchins, Inc.; O’Neil, Ernest 
J., Fletcher & Co.; O’Neil, Frank E., 


Jordan Marsh Co.; Paine, A. O., Jor- 
dan Marsh Co.; Pearson, Arthur G., 
Rice & Hutchins, Inc.; Peters, Paul, 
Peters Mfg. Co.; Peyser, Samuel, 
Rice & Hutchins, Inc.; Pollock, Clar- 
ence W., Thayer McNeil Co.; Rauch, 
Herman W., Thayer McNeil Co.; 
Reynolds, Chas. M., R. H. Long Co.; 
Roach, Chas. E., Thayer McNeil Co.; 
Rooney, Walter J., H. E. Hagan; 
Rowell, Edw. M., Jones Peterson & 
Newhall; Salisbury, Howard F., H. 
F. Salisbury Sons Co.; Seigal, Israel, 
William Filene Co.; Sewall, Chauncy, 
A. H. Howe & Sons; Smith, Albert 
D., Rice & Hutchins, Inc.; Smith, Roy, 
Jordan Marsh Co.; Smith, H. G., 
Rice & Hutchins, Inc.; Steele, J. 
Henry, E. Burt; Stickley, Thomas, 
Hanan & Sons; Stubbs, Frank O., R. 
H. Long Co.; Thayer, Percy E., 
Thayer McNeil Co.; Upton, R. L., R: 
H. White Co.; Weeks, E., 45 Ash 
Street, Braintree; White, Harry T., 
A. Wallace Co.; Wing, J. J., 107 Sum- 
mer Street, Malden; Willson, W. W., 
388 Washington Street, Boston; 
Wood, P. C., Willson’s Shoe Shop; 
Wright, Frederick, Jr., H. F. Salis- 
bury Co.; Wyman, J. P., Jr., E. W. 
Burt; Haney, Miss Helen M., 207 
South Street, Boston; Eaton, Ralph 
G., 53 White Street, East Boston; 
Twiss, Dexter G., 1267 Common- 
wealth Avenue, Allston; Slack, John, 
R. H. White Co.; Hanscom, Leon E., 
A. H. Howe & Sons; Goodhue, Paul 
H., H. H. Tuttle Co.; Simpson, En- 
sign E., Thayer McNeil Co.; Rose, 
Howard H., Thayer McNeil Co.; Holt, 
Charles E., Thayer McNeil Co.; 
Eaton, Ralph G., A. E. Little Co.; 
Brothers, James M., Morris Shuman 
Co.; Meisler Nat., A. Wallace Co.; 
Murlay, B. L., Thayer McNeil Co.; 
Nelson, Leonard, H. H. Tuttle Co.; 
Peloquin, E. M., R. H. White Co.; 
Reardon, William E., Jordan Marsh 
Co. 








ANY buyers have been in 
Haverhill recently, calling at 

the shoe factories in search of floor 
goods. Most of these visitors repre- 
sent concerns which delayed placing 
orders for spring goods and are now 
looking for stocks from the floor. 
Aside from the factories which carry 
goods in stock as a regular part of 
- their manufacturing proposition, 


there are practically no goods avail- 
able from factory floors. Manufactur- 
ers have had an opportunity to im- 
press upon some of these would-be buy- 
ers the importance of placing orders 
early if they wish to be assured of 
getting shoes for seasonable delive- 
ries. Factory in-stock departments 
are prepared to supply this demand 
and are doing an excellent business in 
novelties as well as staples. This 


feature of Haverhill manufacturing 
is one which is being rapidly devel- 
oped. Another season will see. it 
further increased. Its importance to 
merchants as a means of securing 
goods when wanted is one which is 
becoming more evident each season. 
Numerous Haverhill manufacturers 
are awake to the changed methods of 
buying and are increasing their in- 
stock lines. 
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a 
Frank F, Eno, Factory Manager Frank M. Bohr, Sales Manager. 


lp HE recent reorganization of Plant Bros. & Co. 
a4] brings together a group of practical and exper- 
ienced shoe men—all well known: for their years of 
successful service to the trade. 


Mr. JOHN H. Cross brings to the position of General Manager the benefits of 
a wide experience in the manufacture of high grade footwear for women. 


Mr. THomaAS PLANT as Treasurer continues to uphold the proud tradition of 
his name. 


PL ANT (PROCESS Mr. FRANK ENO was the first Superintendent of 


this Company and in the same office today he is 
thoroughly familiar with the needs and require- 
ments of our increasing trade. 





April 1, 1922 BOOT AND SHOE RECORDER 





Thomas C. Plant, Treasurer. John H. Cross, General Manager. 


A recent and valuable addition to our staff is that of Mr. FRANK BOHR who 
takes the position of Sales Manager. Mr. Bour’s early experience as a factory 
man gives him a clear understanding of shoe qualities and values. His breadth 
of vision and wide acquaintance fit him especially for this position. 


The names of these four men are a guarantee of value and service which the 
merchants of America will be quick to recognize. Our production will in- 
clude'a popular and medium priced line of welts to retail from $5—$7. We 
will also incorporate an attractive line of novelty merchandise in advanced 
styles, also flexible shank and arch support shoes. 


We invite correspondence from our dealer ‘friends with the full assurance of 
being able to give them a service which will be 
profitable in every particular. 


PLANT BROS. & CO. 


MANCHESTER, N. H. 





BOOT AND SHOE RECORDER April 1, 1922 








TAG ALONG WITH HOWARD 





SE DORIO OTRO Stace Saas 


Peas 
Kaci. 


The Howard Print, Inc. 
Campello Station, Brockton, Mass. 


PS PTFIOLE NS 
en 
= 


ae 


announce the opening of a 


Boston Office 
at 10 High Street 
Room 721, Rice Building 

















Monday, April the third 
under the Personal Direction of 


SOITHAL DARPA EOS 


Tr 
~ 


— 
wee 


Miss Bessie Grau 
Office Manager 


BOP RGSS EX 


White Reignskin sneinaiititiinbidinsidinta 
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The above _ illustration TRE Pa DEE CIOS OMD OEE OT DON EBERLE DIOS 
shows one of our latest 
styles. It will prove an 


aie. Sven SHOE LACES 


too strongly advise its pur- “OLD RELIABLE” B rands 


chase without delay. ‘Trade Mart Reg. ©. 8. Pat. 08 


Witherell weep 


TURNS 
Haverhill 


grade one constuc’ 


Ur 





are values that will gain 
steady business for you at 
most favorable prices. An 
order will prove the satis- 
faction with which our 
turns can be sold. 





E. A. & M. C. Witherell Co. 


Factory: Boston Office: | 
Haverhill, Mass. Rice Bldg., Room 406 (Tred ; 


NARROW, FLAT AND ROUND LACES 
72 Pair Per Box 

















Sales Rep. for lowa and Neb. 











MANUFACTURERS 


dl ne v5 We 
il) i Omebe, Neb. _ée! FRANK W. WHITCHER CO. 282393 U.S. A. 
lttmr= MUU —— 
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New Way shoe shelving is made 
in both wall and center types’ 
with adjustable, reversible, in- 
terchangeable shelves. Display 
section has plate glass hinged 
door, and interior is fitted 
with three 10-inch adjustable 
plate glass shelves. Lower part 
of display has hinged mirror 
door adjustable to any angle. 


BRANCHES 


Con 


Get the Experience of the World’s 
Largest Store Planning Organization 


€@git 


CLIVING 
TOOA 


aS 























HE successful shoe merchant today is 
giving more and more consideration to 
the importance of a properly planned store 
—taking advantage of every possible con- 
dition which might affect the sales, as well 
as the success of the business as a whole. 
We have devoted almost a quarter of a 
century to the work of correct planning of 
stores, and our architects are known asthe 
leading specialists in this line. Their years 
of experience have been responsible for 
the development of this, our standardized 
shoe store service. 

They are ready and willing to work 
with you and advise in the working out 
of a practical plan. They are ready to 
undertake your problems—irrespective of 
how complicated they may be. 


Our complete Shoe Catalogue“ A Standardized 
Shoe Store” will be sent free upon request 


BRANCHES 
ATLANTA 


GRAND RAPIDS SHOW CASE CO. west... 


GRAND RAPIDS, MICHIGAN wes eae 
CLEVELAND 
1113-1114 Ulmer Bldg. 
HONOLULU, HAWAII 
Harrison Bldg. 


NEW YORK 
1465 Broadway at 42nd St. 


CHICAGO 


S05 Seam Maske Se, Licensed Canadian Manufacturers: JONES BROS. & CO., LTD., Toronto, Canada 
KANSAS CITY Branch Factory: LUTKE MANUFACTURING COMPANY, Portland, Oregon 


606-607-608 Ridge Bldg. 
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Take the Hub Pigskin 
Counter in your hands 
Bend it as in this illus- 
tration. Release it. 
You will be impressed 
with the way in which 
it snaps back into its 
original shape. 





There can be no bulging with Hub Pigskin 
Counters. Their very nature is to fit the 
foot and conform to the lines permanently 
and with the utmost durability and com- 
fort. They are made from that part of the 
skin insuring the greatest uniformity of 
thickness and texture. No cut for Hub 
Pigskin Counters is made farther than six 
inches from the back bone. No bellies or 
shoulders are used, no flank, no shank; 
just firm backs and nothing else. 


HUB 




















iy — | 
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Almost invariably when fitting 
a shoe the salesman bends the 
counter as illustrated at the left. 
Hub Pigskin Counters respond 
most remarkably to this strain— 
their natural elasticity resulting 
in the snug fitting of the shoe 
around the ankle. 
























The result is a counter of the utmost conforming, 
elastic flexibility. 








Manufacturers who have studied relative merits 
know the worth of Hub Pigskin Counters. Likewise 
dealers who have handled shoes 
equipped with these superior 
awe: counters know their value and 
, | their true economy. 


A. C. Lawrence Leather Co. 
161 South St., Boston, Mass. 


NEW YORK PHILADELPHIA CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI MILWAUKEE 
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Let the Shoe Itself Support the Arch 
M 


You should sell them shoes built with Crawford Arch 
Do not let them experiment with 
those contraptions called arch supporters, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 


Supporting Shanks. 


Nothing in the Shoe 
But the Foot 





~ SPLIT 
RIVET 
LOCKING SHANK TO INSOLE 


ANY people in your city are troubled with weak or 
fallen arches. 


arch and destroy the shoe. 








Auburn, Me. 
87 Main 
Brockton, Mass. 


Haverhill, Mass. 


145 Eesex 
Johnson City, 
N. Y, 

124 Main 


Lynn, Massa. 
306 Broa 

Marlboro, Mass. 
11 Florence 











A= E of shoes with Crawford Arch Supporting 
Shanks is a business building asset for any 
lively shoe store. 

The Crawford Arch Supporting Shank is built 
right into the shoe—fitted between the inner and 
outer soles and locked to the insole. It preserves 
the shape of the shoe and gives support to the 
arches and ease to the foot. It cannot abrade the 
skin. 


United Shoe Machinery 
Corporation 
Boston, Massachusetts 














Milwaukee 
258 th 
New Orleans 
216 Chartres 
New York 
7 Warren 
J. K. Krieg, N. Y. 
39 Warren 
Philadelphia 
221 18th 
Rochester, N .Y. 
180 
St. Louis 
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IN STOCK 





REGIS. No. 520 


35 Russia Philadelphia Oxford 
B, 6-11 Cc, D, 6-11 


595 
Tony Red Calf 


596 
Tony Red Calf 
Philadelphia Bal 
A, B, 7-11 
Cc, D, 6-11 


A, B, 7-11 
Cc, D, 6-11 





POCONO. No. 79 


WOMEN’S Pearl Elk Saddle Oxford, 
Russia Saddle, Rubber Golf Sole 
A, B, C, D, 3%-7 





Sil are 


79, 
packed in plain cartons but will 
have our trade mark if you carry 


Sport Numbers 80, 


THE PACKARD SHOE 





Our Stock Department, with over 
twenty-five styles ready for ship- 
ment, is for your convenience. 


DO YOU USE IT? 








Pp 





Philadelphia Oxford 


THE 


IN STOCK 
SHOE 


TRUMP 





KENMORE. No. 625 


Black Kid Blucher Oxford 
B, C, D, 6-11 


611 


Black Kid Blucher 
B, C, D, 6-11 


626 
Same Style as 625 
in Brown Kid 








RUBBER 
SOLE 
MANUFACTURERS 
ARE 
BOOKED FAR 
AHEAD 
ON ORDERS 
NEED WE SAY 
MORE? 











ORMOND. No. 80 






Pearl Elk Saddle Oxford, Russia 
Saddle, Rubber Golf Sole 
Cc, D, 6-11 








EASTER 
SUNDAY 


April 16 





ORMOND. No. 81 

















Pearl Elk Golf Bal Russia Saddle 





Rubber Golf Sole Cc, D, 6-11 





M. A. PACKARD COMPANY 


Brockton, Massachusetts 
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Henry T. Lyon 
Shoe Store, 

2715 W. Division 
St., Chicago. 


A Rich Effect with 
Decorators Supply Co.’s 
“Classic” Fixtures 


Trade and public alike have shown ad- 
miration in no small measure for these 
Classic design shoe fixtures in the win- 
dows of the new Henry T. Lyon Shoe 
Store, Chicago. 


This “Classic” is one of the most impres- 
sive designs ob- 
tainable in shoe 
stands, plateaux 
and tables. It is 
one of the many 
designed and made 
by this company 
exclusively. Cata- 
log T shows them 
all, in complete 
sets. 

Write for Catalog T 
and keep it at hand for 
reference when plan- 
ning striking displays. 


DECORATORS SUPPLY CO. 
2553 Archer Ave. CHICAGO 
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A Shoe Trade Godmother 


Mrs. Lawrence Underwood, Daughter of Hiram Meyer, 
Wins Herald’s Little Guy Name Contest 


BosTton.—Again the shoe trade springs into national 
prominence. This time it is a woman who bears away 
the palm of victory, Mrs. Lawrence Underwood, daugh- 
ter of Hiram Meyer, shoe sales agent. Mrs. Under- 
wood was an easy winner over the thousands of other 
contestants who had offered names with great possi- 
bilities to Franklin Collier, the cartoonist, who some 
years ago “dug up” the name of “Little Guy” for the 
familiar midget with his hat pulled far down over his 
eyes. Mrs. Underwood’s prize was $10, which, ac- 
cording to Cartoonist Collier, she will use to start a 
bank account for her own real baby, not the Herald’s 
theoretical one. 

Name Is “Otto Grow” 

But all of this time we have refrained from telling 
the name which Mrs. Underwood selected. Here it is, 
“Otto Grow.” As applied to a cartooned Grow family, 
the roster was summed up by Collier as follows: Mrs. 
May Grow; the twins, Willie Grow and Kenny Grow; 
Letta Grow, and last but not least, Otto Grow. 

Mrs. Underwood’s picture was shown in the Herald 
of March 6 in connection with the former “Little Guy,” 
now Otto Grow, and the Grow family’s coat-of-arms, 
graphically pictured. “Otto Grow” is also pictured in 
one corner of Collier’s cartoon, with head bandaged 
from the strong grape juice bottle breaking of his 
shoe trade Godmother Underwood, who christened him 
at 12.30 o’clock in the early morning hours of March 6. 
Readers of the RECORDER will remember Frank Col- 
lier’s cartoons which appeared during the war period 
in many issues of the RECORDER. 


TURN-OVER FOR THE 11 PETOT STORES 
Year 1921 
Figuring our turn-over in our eleven Petot stores for 
the year 1921, based on pairs on hand Dec, 31, 1921, against 
pairs sold for the year 1921, we got the following figures— 


Women’s Women’s 
Men’s High Men’s Low High Low Average 
5% 12% 7 1/10 9 1/10 8 3/10 


Next year it is our intention to figure our turn-over 
based on the average pairs on hand at the first of each 
month instead of figuring it this way, as I feel that it is 
the right way. 

In buying our shoes, and also in selling them in the 
stores we always talk in terms of pairs and not dollars. 

I figure that you can buy more intelligently by keeping 
pairs in your mind instead of dollars, especially during the 
war period which we went through, and in fact any time. 

Dollars and cents are not in our vocabulary when it 
comes to buying, selling or figuring our turn-over. 

However, I would not say that this method would fit 
into every business, but it does in ours, where we special- 
ize on such few prices. 

I will agree that practically all stores take their turn- 
over on dollars and cents, and that is a good way, if it 
happens to fit into their business. 
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Raw Stocks Are Lower in Price 


Tanners With Stock on Hand Are Not Buying—Demand 
for Patent Leather Continues While Remainder 


ANNERS who are carrying 
accumulations of stock are 
not purchasing hides and 

skins to any extent which makes 
the raw stock market rather unsettled 
and uncertain in price. Prices of raw 
hides the middle of March are on a 
basis of 15% to 20%; in some Cases 
25% or more lower than in 1913 or 
1914. There were some large sales of 
hides a few weeks ago, but at this writ- 
ing the volume of business is very 
small. The packers tanners, however, 
have taken good blocks of hides off 
the market of late at a reported low 
price. 

The leather market is naturally 
lacking the snap that it should have 
at this time of year owing to the gen- 
erally dull business conditions. Out- 
side the activity in patent leather, 
sport leathers and leathers for spe- 
cialty shoes, trading is below normal. 
There is also a good sale for white 
buck, but as Easter draws near, shoe 
manufacturers are slowing up some 
in their purchases which accounts for 
the quiet market. 


Sole Leather Trade Dull 


Sole leather tanners report quiet 
trade, although they have quoted very 
low prices for many months. Tanners 
sustained very large losses during the 
past year and a half on hides bought 
at high prices. These have not all, as 
yet, been worked off, but the sole 
leather now coming through the works 
is being held at prices which revealed 
a profit and the sole leather trade do 
not figure on naming any lower prices 
than prevail at present. This might 
also well be said of the upper leather 
trade. The situation, on the whole, is 
relatively unchanged from the past 


few weeks. 


Calf Leather Fair in Specialties 


Trade, as a whole, on calf leather 
could stand much improvement. There 
is a fair sale of suede leathers in col- 
ors and black. Full grain colors bring 
from 50c. to 70c. per foot for choice 
and 40c. to 55c. for good and medium 
grades. Blacks are usually quoted 
five to ten cents less per foot. . The 
smooth finished full grain calf in col- 
ors is quoted at 42c. a foot for choice, 
35c. for medium and 25c. for the lower 
grades. The Havana brown and tan 
and red shades are popular and in 
best call. The two-tone sport oxfords 
have called for considerable calf 
leather for trimming. 


of Market Lacks Snap 


Side Leather Not Active 


Purchases of side leather are mostly 
for small quantities and on big lots 
concessions are sought. The best tan- 
nages of colors in side leather are re- 
ported at 26c. to 30c. per foot, but the 
greater part of the business is done 
on leather bringing from 18c. to 22c. 
There is a fair call for white buck. 
White and grey buck are quoted at 
from 38c. to 42c. a foot. Purchases 
still continue of smoked elk and horse, 
but this trade is not as active as a 
few weeks ago. There is a fair call 
for the heavier leathers—veals, kips 
and elk, with prices ranging from 20c 
to 32c. 


Patent Leather in Good Demand 


The patent leather market is one 
of the most active features in upper 
leather and the women’s shoe centers 
are cutting more patent leather than 


they have in some years past. The 
medium and lower selections are sell- 
ing well, with prices ranging from 22c. 
to 32c. The better selections of pat- 
ent kips are offered at 38c. to 45c. 
Patent sides are quoted from 35c. to 
40c. a foot for No. 1, No. 2, 22c. to 
82c., and No. 3 from 20c. to 26c. 
There is a fair call for patent kid 
which brings from 65c. to 80c. a foot. 
Patent colt is quoted at 45c. to 60c. 
Tanners and japanners have been 
rushed on this class of stock for some 
weeks. 
Fair Call for Kid 

There is a fair call for glazed kid. 
Prices show little change over the 
past few weeks, with the top selec- 
tions bringing from 65c. to 80c. a foot. 
Medium selections range from 30c. to 
45c. and the lower and cheaper grades 
are quoted downward according to tan- 
nage and selection. 











Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade.......... $0.32 a $0.35 $1.40 a $1.50 $0.60 a $0.70 
Calf, smooth, colored, top grade. .28a  .30 140a 1.50 40a 42 
Calf, smooth, black, top grade.. .26a .28 1.30a 1.40 35a .38 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 22a .28 
Side leather, black, top grade.. .16a .20 65a .90 20a  .26 
eg. Bry Peers Doce te 45a .50 1.40a 1.60 ioe at 
White buck, top grade (side lea.) .28a .30 90a 1.00 35a .40 
Mie MORVY DIED. oo occ ccs access 24a .26 65a .70 22a .24 
Kid, colors, best fancy........ 35a .40 140a 1.65 70a .85 
Kid, colors, top grade.......... 28a .30 1.35a 1.60 60a .75 
Kid, black, top grade .......... 28a .30 1.35a 1.50 60a .70 
Kid, medium, colors ............ 20a .24 -70a 1.10 30a 45 
Kid, medium, black .... ....... 18a .22 60a 1.00 25a .40 
St ME nn oc neh ides enabies 06a .12 20a .36 ey ee 
Chrome patent sides .......... 25a .30 85a 1.05 30a 42 
Peres. 40a 1.40a 1.60 60a .80 
Sole Leather (price per pound) . 
PROG NMS Wx oiknnw cceseceis 32a «33 56a .58 26a .27 
GE i, As ape N ness magieebeks — ; i eee 45a .50 
Woo. 3 GR DAG Bivdcwescc cov vee 38a .39 92a .95 ATa  .52 
No. 1 oak bends, shoe mfrs.’ use. .46a  .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use .... .a 48 1.15a 1.25 65a .75 
Raw Hides and Skins (price per pound) ~ 
(1918 Av.) 

Native steers, as used in sole 

leather, harness, etc. ......... 8 1G 52a .55 cock. py 
Heavy Texas steers, for sole 

ae eT, EIS Ye a ioe. sso a: BS 
Light native cows, for side upper : 

POUR wi ois oes 0 xo SS e eweeeK --.a 17% ne ae oo ee 
Branded cows, for light. sole 

RE. vee nce c'Cs on os oom 4. + a TSK ee: oe ..a 10% 
No. 1 buffs for héavy upper and 

WIGO IONE kick cerieeacce cs. 00s a .15 45a .50 O7%a «08 
No. 1 Chicago City calfskins for 

fine calf leather ...........:.. -a 17% 80a 1.02% 10a 4.17 
Kips for upper leather ......... -a 16% 65a .80 10a 15 
B. A. hides, for hemlock sole 

lente 20s. vices Gat mined -a 80 A2a_ .46 15%a 17 
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ORE than sixty million copies of Keds adver- 

tisements will appear during 1922 in the most 
prominent national magazines. Every advertisement 
features this fact: “They are not Keds unless the 
name Keds is on the shoe.” This means that your 
trade is going to ask for more Keds than ever and 
will be satisfied only with Keds. 


A well balanced stock of Keds will meet this 
demand and increase your profits. 




















April 1, 1922 


BOOT AND SHOE RECORDER 


101 


April Showers Sell Light Rubbers 


Old Rubber Man Advises Merchants to Immediately Take 


Stock and Place 1922 Orders. 


An Explanation 


of January Price Announcement 


PRIL showers bring May 
A flowers, and also enable the 
retail shoe merchants to sell 
rubbers of light weight the country 
over for the most part, and chief 
among the light rubber favorites are 
footholds. City women like them im- 
mensely, because they afford just the 
needed protection to the leather shoe 
sole during the light spring rains. 
“And,” said a rubber shoe manufac- 
turer, “April 1 is a good time for re- 
tail merchants to take stock and then 
place the bulk of their orders for fall. 
This ordering applies not only to foot- 
holds, but to all type of rubber foot- 
wear—otherwise the manufacturer 
will not make the required amount 
of goods and in’ the fall of 1922 
there will be a wild scramble. The 
retail shoe merchant should know by 
April 1, at least, what his fall- rubber 
stock will be.” 


Anticipation Is Necessary 


“It is impossible for a rubber fac- 
tory to make its product the same as 
a leather shoe factory—so the earlier 
orders are placed the better,” said a 
manufacturer recently. “We cannot 
expect merchants to give us all thcir 
business for this year as early as they 
have in the past—we realize that con- 
ditions are a little different, but if 
they do not give us 25 per cent of 
their wants in January and February, 
we are not able to make all the rub- 
ber footwear they want. 

“There is surely no hesitation as 
to price, for the price question was 
settled this year January 1, and rub- 
bers can be bought in one section of 
the country just as favorably as in 
another section of the country. Rub- 
ber shoe manufacturers work in har- 
mony with each other—they have the 
same prices on the same grades— 
they work in the closest co-operation 





and Production Quotations 


with one another for the benefit of 
the entire shoe industry. 
“Anticipation is necessary—but it 
is necessary in all lines. The aver- 
age consumer knows fairly well the 
general style of costume, or suit, that 
she or he is going to wear for two 
or three months ahead. The leather 
shoe manufacturers must anticipate, 
so must the rubber shoe manufactur- 
ers, and so must the retail shoe mer- 
chant. ; 


Only Twenty-five Rubber plants 


“As long as I can remember there 
has been a constant request on the 
part of many of the retail shoe mer- 
chants for a March 1 price announce- 
ment rather than a January announce- 
ment. Let us see how the rubber 
manufacturer argues: There are only 
about twenty-five rubber footwear 
factories in the country, and of these 
twenty-five, ten are owned by one rub- 
ber company and two by another, 
leaving about thirteen independent 
rubber companies against some 1300 
or more leather shoe manufacturers. 
Consequently our twenty-five fac- 
tories have to work very fast in or- 
der to supply a clientéle covered by 
a leather footwear equipment which is 
at least fifty-two times as large. 
Again, practically each of one of the 
rubber companies must handle rubber 
footwear for the whole family, and 
every type of rubber and canvas 
goods—whereas many leather shoe 
factories handle but one type of shoe— 
perhaps McKays, perhaps welts, and, 
moreover, confine their shoemaking 
in some cases entirely to men’s shoes 
—or entirely to women’s or children’s 
shoes. From the time the ingredients 
are mixed up to the time the rubber 
is shipped takes about fourteen to 
fifteen days. 


Uniformity of Ticket Necessary 


“Let us take for illustration a 
ticket made up perhaps March 21— 
this rubber would reach the making 
room about March 25, but the tickets 
must often be made up two or three 





weeks ahead of the time the goods 
are started—whereas a leather shoe 
factory can put a ticket through in 

day. The reason for this slow proc- 
ess on the part of the rubber people 
is necessary to keep their factories 
running. Everything from boots to 
footholds must be made every day in 
the week—for instance, some of the 
employees make nothing but four 
buckle gaiters—these four buckle 
gaiters are made by girls—these girls 
cannot make a sandal or a croquet 
rubber—then there are men who will 
not make a woman’s rubber, yet the 
ticket must be kept uniform and every 
person must be kept working. It 
would not do to lay off all the sandal 
help until the croquet rubber help, 
or the rubber boot help, could get a 
chance to operate. All must be kept 
busy uniformly every day in the 
week, and the ticket must be worked 
up so that it covers your line of rub- 
ber footwear. 

“An interesting point in connection 
with rubber shoe labor is that men as 
a rule confine themselves exclusively 
to the making of men’s goods and 
women confine themselves exclusive- 
ly to the making of women’s and 
children’s goods—the reason for this 
is that a man will not make some- 
thing that he does not make rapidly 
—a woman will make three pairs of 
rubbers to a man’s one pair, and as 
rubber work is largely all piece work 
the woman often earns more than the 
man.” 


Retail Stocks Are Low 


Investigation reveals the fact that 
retail merchants have been a little 
backward in placing rubber footwear 
orders. It is also probably true that 
the retail shoe merchant as a class 
has as few rubbers as he ever had in 





* 


A trio of April weather rubber footwear sellers— the croquet foothold, men’s rubber and open vamp foothold 
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Ready To Ship 


Men’s Arch Preserver Oxfords 


Five Fine Fashions 





Last No. 360 


Bait Business With These Beauties 
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Imp. Bd. Black Calf Ox. 580 $7.00 
Tony Bro. Calf Ox. 580 $7.00 
Tony Bro. Calf Ox. 360 $7.00 
Vici Kid Blucher Ox. 390 $7.25 


Havana Brown Kid Blucher Ox. 390 $7.75 
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Harvard 
Yale 
Dartmouth 
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the world;-‘moreover, the public: has 
been consuming this merchandise all 
along during the season, and will use 
them in just as great proportion, or 
greater, next fall and winter. Just 
so long as people wear shoes of 
leather, just so long will they need 
shoes of rubber to preserve their 
leather footwear, as, well as to pre- 
serve their health. The type of woman 
who is sometimes seen stepping into a 
puddle or walking along a slushy or 
wet pavement with thin light weight 
pumps ‘is. not popular, for the real 
American girl is 99 per cent of the 
sensible type—so why cater to the 
eccentric 1 per cent? Educate your 
customers that rubbers, either light or 
heavy weight, are absolutely essen- 
tial to correct costuming on a wet 
day—that the non-wearing of rubber 
footwear in rain or snow is not smart, 
but very unfashionable, and you will 
sell more rubbers. After all, the man 
or woman customer must be educated 
as to correct form in rubber foot- 
wear, the same as you would educate 
your customer as to what’s what in 
leather footwear. 

The good merchandiser is really 
the one who places his rubber orders 
reasonably early—he knows exactly 
what the prices will be—that there 
cannot be any change in them until 
the next January—and he knows 
enough as to what his leather shoe 
lasts will be so that he can place his 
entire order for fall and winter by 
April 1. If he does not buy his goods 
by the first of April and waits until 
he wants them next November and 
December, he will likely run _ short 
of stock. It is a question of getting 
the right styles and getting the 
kind of goods that are fitted for the 
shoes the people have on their feet. 

Buys Early and Saves Discount 

Said a big city retail shoe mer- 
chant recently: “I order early, so as 
to get as much discount as possible. 
For instance, if I order on April 10, I 
am entitled to 8 per cent discount; if 
in May, 7 per cent discount, and so it 
runs, 1 per cent less for each month 
you wait. If I should order prior to 
April 1 my rubbers are sold to me en 
thirty days’ time. I find that all the 
rubber companies have the same rule 
—rubber orders can be placed in Jan- 
uary or February or March, calling 
for delivery any time after April 1, 
and payable December 1 of the same 
year—so there is really no hardship 
involved to the retail shoe merchant.” 


A. S..Foster “Talks Shop” 

Said A. S. Foster, with the Converse 
Rubber Shoe Co., to a RECORDER rep- 
resentative, who called recently at his 
Boston office, 23 Lincoln Street: 

“We have sixteen different lasts in 
the factory; every one of them will be 
used more or less for the large trade 
in Boston and New York. Philadel- 
phia and Washington will confine 
themselves pretty largely to about six 
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or eight different kinds.” On Mr. 
Foster’s desk was seen a heavy type 
of women’s rubber for country trade. 
This rubber weighed about one-third 
more than the rubber sold to the city 
woman. Footholds, he said, as a rule 
were not wanted in the country. Mr. 
Foster also expressed the opinion that 
75 per cent of all the women’s rub- 
bers sold would be made on the 
brogue last, with the low heel, but 
that there would always have to be 
some Louis heel rubbers made, as the 
Louis heel would never quite go out 
of fashion. 
Black Overshoes for Ladies 

He has great faith in the black four 
buckle overshoe for women. “Gaiters 
have sold ever since I can remember,” 
said Mr. Foster, “and plain black, to 
my mind, is the overshoe that a real 
lady wears. I would not be surprised 
if a gaiter would soon appear with a 
red lining, or some feature to make it 
a little bit different, but we must re- 
member that the heather mixture 
gaiters did not prove very popular, 
and I believe that while a few of the 
fancy gaiters may be sold in the big 
cities, the majority of the women 
folks will stick to the plain black 
models. 

A Big White Year 

“And to go to the other extreme of 
color—white. This is going to be a 
great white season, and rubber men 
will sell a great many all white rub- 
ber soled shoes—some of the white 
rubber trimmings will be sewed and 
some cemented.” 

Mr. Foster does not think that the 
time will ever come when rubbers 
will be made by machinery; he be- 
lieves that everything is being done 
with machinery at the present time 
that it is possible to do—such as mix- 
ing, grinding and compounding, or 
to the point when the shoe vamp 
comes on the table—after which it is 
a strictly hand process. 


Cambridge Rubber Co. Expansion 


Owing to a steadly increasing de- 
mand for their turn sport footwear 
and rubber shoes, the Cambridge Rub- 
ber Company of Cambridge, Mass., 
has recently acquired increased fac- 
tory capacity at some distance from 
their old factory, and the company is 
equipping same for the exclusive man- 
ufacture of their turn sport shoes. 
Factory No. 2 is turning out at the 
present time a thousand pairs daily, 
and the company states that this pro- 
duction will be increased in the imme- 
diate future. The application of the 
turn shoemaking principle to rubber 
soled, canvas upper shoes was imme- 
diately endorsed by the trade. 


Summary of Winter’s Business 


A summary of the 1921-1922 win- 
ter’s business is largely based on the 
weather in the various parts of the 
country. In the East, business has 
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been: good—by the. East, we. include 
Maine, New Hampshire and Vermont, 
which States have had much snow— 
Massachusetts has not had much real 
wintry weather, neither has Rhode 
Island nor Connecticut—still a great 
many pairs of rubbers were sold in 
these States, as the Easterners evi- 
dently concluded that they would keep 
their feet dry, and then there was 
the big demand from the flapping 
gaiter client devotees. The East has 
therefore showed up very satisfac- 
torily. As to the West, reports are 
that the rubber business has not been 
as good as in the East. However, 
there was a big demand for the 
women’s four-buckle gaiter in this 
section, and at the last moment many 
merchants were wiring and writing to 
the Eastern jobbers to supply a part 
of this demand. The flapping gaiter 
fad was certainly a great boon to the 
rubber shoe man during December, 
January and February, 1921-1922. 


Durability of Rubber Heels 


The Bureau of Standards, Depart- 
ment of Commerce, has been conduct- 
ing experiments on the durability and 
other properties of rubber heels, from 
which the following conclusions have 
been reached: 

Increasing the mineral rubber used 
increases the strength and aging 
qualities. 


Recent Rubber Quotations 


Paras were steady in the local mar- 
ket and without quotable change. 

Plantations— 
First latex, crepe, spot........ l4%a 14% 
First latex, crepe, April-June.. 15 a.. 
First latex, crepe, July-Sept... 16 a .. 
First latex, crepe, July-Dec.... 16%a .. 
Ribbed, smoked sheets, spot.. 14%a 14% 
Ribbed, smokedsheets, Apr-Jun. 15%a .. 
Ribbed, smoked sheets, Jul-Sep. 16%a .. 
Ribbed, smoked sheets, Jul-Dec. 16%a .. 


Brown crepe, thin, clean...... 13%a .. 
Brown crepe, rolled............ 12%a .. 
le Rr 14%a.. 
BEE TO, Bosc cenoccesiccces 6 Bae 
Ree Tees Bo inc 008005 c000s0 13%0 138% 
Para—Up-river, fine............ 17%a .. 
SUP BIVOL, GOATRC. occ ccicccces 13 a 
SE | wad k0908 60s news 16 a 16% 
pO ere ia .. 
Caucho, Ball, upper.......... 3 es 
Caucho, ball, lower.......... Ww Oy 
PEs ecewtsescboctusete es a 9 
*Centrals—Corinto ............ «. a 10 
TED | 5.050.044 %5:000 00040468 “oe a 10 
SMMEXICAN GSCTAPs...ccscsceseese os a 9% 
CI, WUE . 6 o'n5. 2 cae 40s 500’, 6 a 13 


> err ee 
*Balata, block, Ciudad....... .. 
*Balata, block, Colombian... .. 
*Balata, PAGING .....ccccces os 
x S.. eee 

*Benguella. No. 2....... ow 

*Kassal, prime black 
*Kassal, prime red........... 


PP PHY ppp 
~a 
So 





*Nominal. 
Scrap Rubber 


The market remains in an urin- 
teresting position, with scarcely any 
demand and an easy tone. 


Boots and shoes.............++ 
Arctics, trimmed .............. 
Arctics, untrimmed .. om 
Inner tubes, No. 1...........0+5 «+ 
Inner tubes, No. 2.......0scccee oe 
Boas, Stent, BO... ccc cccescs 
Tires—automobile ............- 
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Now, the End Box 


Designed to re-enforce the toes of soft toe shoes. The low 
walls of the Vulco-Unit End Box preserve the shape of the 
toe all around its edges without encroaching high enough upon 
a" toe to interfere with the flexibility desired in this type of 






Rapidly gaining favor with the leading manufacturers of golf 
and other soft toe shoes. 










Specify the Genuine eve 


Vulco-Unit 


Box Toe | |e 


APPARATUS, AMO TS PATENTED Wi 





The genuine “Vutco-Unrt” Box Toe is made and sold only by yea 


BECKWITH MANUFACTURING COMPANY vet 


111 SUMMER STREET, BOSTON, MASS. “Jo 


CHICAGO, G. W. Kibby & Co ST. LOUIS. Osear F. Wright Co. CINCINNATI, Geo. A. Springmeier Co. 













THE LARGEST MANUFACTURERS OF BOX TOES IN THE WORLD 
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Joe Byrne in Ring 


One of Rochester’s Most Be- 
loved Sons 


OE BYRNE of Rochester is 

noted as being one of the big- 
gest men in the shoe game, not 
especially for statue, but for what he 
has accomplished and is daily accom- 
plishing. “Joe” is known as one of 
Rochester’s most beloved sons, both 
in the shoe game and social circles. 
He is a prominent member of the 
Rochester Chamber of Commerce and 
other organizations active in civic 
life. He was one of the first presi- 
dents of the R. A. T. S. S. and one of 
the past presidents of the National 
Shoe Travelers Association. He _ is 
generally conceded to be one of the 
most staunch champions of the boys 
on the road and at all times is on 
some big job, such as the absentee 
voting law, “Joe” was instrumental in 
bringing the New York assembly to 
concur with his views on the favor- 
able passing of this bill. Practically 
every Congressman and Senator in the 
United States have received communi- 
cations from Mr. Byrne on this issue. 
He has also been an energetic worker 
on interchangeable mileage and re- 
duced railroad rates. 


A John Kelly Booster 


In shoe selling, Joe boosts for the 
John Kelly, Inc., line, and has been 
connected with the house of Kelly 
“way beyond my memory,” says T. A. 
D. (and the National Secretary’s re- 
membrance dates back some few 
years.) But it is safe to say that 
Joseph Byrne can truly qualify as a 
veteran of the road—however, not by 
any means in looks, nor activity. 
“Joe” is as valuable inside the Kelly 
factory as he is on the road and what 
little time he spends off the road is 
devoted to the making of lasts and 
patterns and shoe fitting qualities. 
He has brought out some valuable 
ideas in shoe building and fitting 
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qualities of these shoes has put him in 
the class of the high grade shoemak- 
ers for women. 

In addition to the above work, his 
mind has gone out toward the per- 
fection of many patents in shoemak- 
ing which have been given to the out- 








K. C. STEPHENS 
New England representative for the 


A. BE. Nettleton Co. Mr..Stephens left 
March 27 for a tour of every Connecti- 
cut city and town, covered by railroad 
or postofice, with his new fall sam- 
ples, in which a medium light shade of 
tan shoe predominates. Mr. Stephens 
is an advocate of the three-pairs-to-a- 
customer theory. He is going to thor- 
oughly cover ev town and hamlet 
of New England. He formerly traveled 
for Churchill & Alden in the Southwest 








side world; several of these are being 
used in many factories throughout the 
country. 


A “Ne Plus Ultra” Entertainer 


“Joe” has many other. qualifications 
—among them being the social end. 
Wherever Joe is, there is always a 
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circle of which Joe is the center. As 
an entertainer, Raymond Hitchcock, 
and Fred Stone, the comedians, 
Chauncey Olcott, the singer; Swan 
Swanson, and Otto Hanz, all fade into 
insignificance when “Joe” is around, 
because “Joe” can tell a funny story, 
or sing a song—far, far better, to the 
ears of his hearers, than zeny profes- 
sional comedian or singer. At every 
gathering of shoemen, whether it is 
local, or- national, Joe is always 
sought for his profundity of knowl- 
edge and his wise guidance. 

In every. organization to which he 
belongs, his talks have been master- 
pieces of bed rock sense and advance 
information. 

As a resolution framer, he has very 
few superiors. He is very solid in his 
facts, has wonderful balance, and on 
account of his diversified knowledge, 
his extensive mingling with the vari- 
ous groups, both social, and business, 
he knows men. No man in the shoe 
game has ever given more generous 
encouragement to the beginner than 
has Joe and no man has given more 
lavishly of his time to the commer- 
cial travelers of the country. 


His Friends are Legion 


That his efforts are appreciated is 
evidenced by the fact that wherever 
“Joe” is, there his friends are— 
whenever he makes a town, every 
shoeman looks up “Joe” Byrne. He 
truly typifies the quotation—“If a 
man makes a mousetrap a little bet- 
ter than his neighbor, even though he 
build his house in the woods, the 
world will make a beaten track to his 
door.” . So the trade seeks Joe and 
this is proved by his voluminous order 
books. 

And not only do the buyers call to 
see “Joe,” but they invite him to their 
homes, where he is made a welcome 
member of the family circle. 

Where he, as the father of a family, 
ever gets time to give to new inven- 
tions, to make and sell shoes, to en- 
tertain and be entertained, is a bigger 
problem than the ordinary human 
mind can grasp. 
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“*QQUARE DEALING” must be the corner 
\" stone of a business that can double its 

investment and quadruple its yearly business 

volume in the short space of six years. 


N October, 1916, six months before the 

United States entered the World War, the 
Carswell Clothing Company, headed by Mr. 
A. B. Carswell, was organized and opened up 
for business in Springfield, Il. 


‘THE store is a pioneer in merchandising 
policy, carrying the highest grades of 
ladies’ and men’s ready to wear and furnish- 
ings and selling on a deferred payment 
basis, covering a three month’s period. 


A MONG the customers are found some of 
~~ the most exclusive families in Springfield 
—a tribute to the class of goods that are 
handled and the excellent facilities provided 
for the convenience of the customers. 


"THE original investment was in the neigh- 
~ borhood of thirty thousand dollars and 
the first year’s business well above ninety 
thousand. Today the stock runs in the neigh- 
borhood of sixty thousand dollars and the 
annual sales above a quarter million. 


OOD merchandising principles hold the 

store overhead to less than twenty per 
cent of the sales, of which from five to seven 
per cent is advertising. 


G PRINGFIELD merchants have had more 


than their share of “hard times,” and late 
in the fall the Carswell Company determined 
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to carry their fight to the people of Spring- 
field in a new way and employed Kelly Serv- 
ice. 


N twelve selling days better than twenty- 
nine thousand dollars’ worth of business 
was done—all for cash, one might say—for 
less than five hundred dollars went onto the 


books. 


NALYSIS—advertising—display and sales- 
manship, both with printer’s ink and per- 
sonally on the part of Kelly Service backed 
by the reputation for “square dealing,” made 
these results possible. 


HEY are possible anywhere—your store— 

your competitor's. An inquiry on your 
letterhead giving the size and character of 
your stock brings full explanations. 
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A Speed Devotee 


We do not know of any pet hobbies 
in which “Joe” indulges. But dame 
rumor says that, outside of giving his 
money away, he has become a speed 
devotee. The story runs thusly—That 
with what little surplus money he has 
managed to save, he has purchased a 
road flyer of the most approved type, 
with des-steeled wheels and canopy 
top and those who are quick of vision 
may see this flyer on Sundays and 
holidays, making a bee line between 
Rochester and Albany—as to the 
clouds of dust which roll on in the 
rear, the less progressive fellows are 
obliged to take them. 


Perhaps an Airship? 


If any more demands are made upon 
Joe’s time, it would seem more than 
likely that to escape his many friends, 
he will be compelled to keep off the 
road and hire or buy an airship, so as 
to have a quiet hour or so to himself 
and family. 

Joseph Byrne’s territory is the 
great Middle West. 


W. H. McElwain Salesmen 


The W. H. McElwain Company an- 
nounces the names of the following 
salesmen who will cover the retail 
trade. throughout the United States: 
Chicago and Northern Central West, 
S. K. Bruce; Northern Atlantic States, 
A. C. Blunt; Texas & Pacific Coast, 
J. R. Pratt; St. Louis & Southern 
Central West, H. E. Jones. 


Jimmie Hanrahan with 
Menzies 


Jimmie Hanrahan, secretary of the 
Chicago Shoe Travelers’ Association, 
has recently formed a connection with 
the Menzies Shoe Company and will 
carry the line in Chicago and nearby 
territory. 


Prospects Look Good 


Says Walk-Over Factory Prints of 
March 17—“While it is too early to 
give definite news as to just what the 
salesmen are finding on the road, Mr. 
Wilkin’s for the men’s shoes and Mr. 
Porter for the women’s have sent in 
their first returns and reflections show 
that the line is being received enthu- 
siastically as to both quality and 
prices. 

Messrs. Worbass and Pitcher, sell- 
ing through their territory, also indi- 
cate in their correspondence that the 
line is especially well received and 
they look for a good season. 


Orrin Smith a Walk-Over 
“Vet” 
Charles A. Shaw and Orrin R. Smith 


of Middleboro left recently on their 
spring trips for the George E. Keith 
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Co. of Brockton. Mr. Smith is on his 


80th year as a shoe salesman, 25 years ° 


of which were spent in selling Walk- 
Over shoes. In this quarter of a cen- 
tury Mr. Smith has traveled over 
more country than any other sales- 
man for the company, his territory 
embracing Texas and other southern 
States. 


Reedy Writes on Conditions 


John F. Reedy, who represents I. 
Miller & Sons, Inc., Richard Shoe Co. 
and Claremont Shoe Co. with In-Stock 
Department at 441 Pacific Building, 
San Francisco, writes under date of 
March 14 in regard to conditions on 
the Pacific Coast. Mr. Reedy says— 








One of the best known travelers in 
southern, central and eastern Texas is 
SB. 8. T , who has been covering this 
territory for Day Rubber Company the 
past 25 years. Mr. Terry can always 
tell the younger generation some very 
interesting experiences concerning his 
early day travels, for be it said he was 
a traveler of long experience, having 
been on the road 24 ne eer to 
coming to Texas. When Mr. Terry be- 
gan his career as a traveling man, 
modern hotels and modes of transpor- 
tation were an unknown quantity. He 
used saddle bags for trunks and rode a 
horse, often cam g alongside the 
road at night during the early days, 
later using steamboats and a horse and 
buggy. instead of traveling horseback. 
Although rounding out the year which 
will complete a half century on the 
road, this veteran to-day is the picture 
of health, whole, hearty and able to 
make the younger men in the Day 
sales organization sit up and take 
notice 








“No doubt, you know that business is 
not as prosperous as during the same 
period of 1921, and business conditions 
are off about 15 per cent here. 

“The keynote of the shoe business 
of the future seems to lie in the selec- 
tion of good, standard makes of mer- 
chandise, having an eye for style se- 
lection and a high standard of quality, 
of course, keeping in mind the class 
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of trade this particular merchant 1s 
catering to, and I do know many 
stores in different sections of the west 
that are losing volume and prestige 
very rapidly for reason that they have 
not had in mind the necessity of keep- 
ing their quality up, and have 
adopted a policy of competition on 
price and not en quality. , 
“Briefly, the most important thing 
in my judgment for the merchant to 
have in mind as a future policy, is to 
pick with care his manufacturers, el- 
iminate conflicting lines, the fewer ac- 
counts the better, buy only good shoes, 
let the pricing of his merchandise -be 
done with care so as to bring out 
where possible merchandise of prom- 
inence in style at attractive prices. 
There used to be an old saying 
that merchandise well bought is half 
sold. For the future I feel that it is 
just as important to add that mer- 
chandise properly priced is half sold. 


A. E. Oldaker with Conrad 


A. E. Oldaker, formerly Director of 
Publicity of “Shoe Hygiene” for 
Jacobs & Thatcher Co., New York, 
and who in former years was a mem- 
ber of the sales force of the F. M. 
Hoyt Shoe Co., has become affiliated 
with the Conrad Shoe Co., Brockton, 
Mass. “Al” has opened a sales office 
in Suite 438 Marbridge Building, 
Broadway and 34th Street, New York, 
and will sell the Conrad Shoe Co.’s 
line of men’s fine shoes in his old 
territory, Greater New York, Long 
Island and New Jersey. Says “Al”: 
“Your old college chum-p will soon be 
working like h— to re-establish him- 
self, backed by the snappiest, cleanest 
line of men’s shoes coming out of the 
Brockton district, with every assur- 
ance that quality, combined with 
style and service, will merit a ready 
acceptance with the merchant to meet 
popular demand for men’s shoes to re- 
tail at $5.00 to $8.00, combining a 
strong line of sport shoes. I have al- 
ready started booking orders.” 


And a Top Notcher 


“Al” Oldaker is one of the “top- 
notchers.” And he has ever been 
an active worker for the boys on 
the road. Up to last year he was 
President of the New York Asso- 
ciation of Shoe Travelers and active 
in the N. S. T. A. Mr. Oldaker was 
one of the delegates to the convention 
held in Philadelphia last January, 
and there represented his constituents 
in goodshape. He is very prominent 
in local, state and national legislation, 
particularly as it relates to reduction 
in railroad rates, absentee voting and 
uniform hotel rates. 


Correct Style Forecaster 


He knows thoroughly the larger 
trade in New York and is considered 
one of the finest style men in the 
Massachusetts shoe industry, as is 
evidenced by the frequency with which 
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EVANGELINE 


(Reg. U. S. Pat. Off.) 


Goodyear Welt Shoes for Women— 
= TWO ONE STRAPS = 


“American Beauty” 


Stock No. 4677 
Black Kid 1 Strap 


54 Inch Strap 
92 (Comb.) Last 


$3.50 





Send for Catalog 


“American Beauty” 
_ Stock No. 4679 
Patent Leather 1 Strap 


95 (Comb.) Last 
1% Inch Heel 
34 Inch Strap 


$3.50 


Delivery in 3 Weeks 











Made by 








A. H. BERRY SHOE CO. Portland, Maine 
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his opinions are sought and his sug- 
gestions adopted. Retail shoe mer- 
chants and manufacturers seeking 
wise counsel invariably go to Oldaker 
to take advantage of his knowledge 
and experience. He has originated 
many lasts and patterns which have 
proved the logic of his style forecasts. 
There are very few of the larger 
stores on Fifth Avenue, or Broadway, 
New York, which are not acquainted 
with Oldaker’s shoes. 


A Good Organizer 


He has put much personal energy, 
through correspondence and personal 
interviews with State legislators, Con- 
gressmen and Senators, toward the 
passage of bills beneficial to all trav- 
eling men. Wherever he has traveled 
or has been stationed he has at all 
times been active in organizing ‘sales- 
men for the purpose of lessening the 
many evils to which they are subject, 
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“Accuracy” His Motto 


“Al” is an authority on technical- 
ity. He is accurate in all of his work, 
whether it be selling shoes, making 
records, or taking orders. He has 
frequently been commended on the 
precision with which he has turned in 
his order books, and never has the 
home office any occasion to question 
the correctness of his descriptions 
and other details. Likewise in his 
association reports, every bit of in- 
formation which he sent in to the Na- 
tional office during his incumbency 
of office as the President of the New 
York Shoe Travelers Association was 
always clear and concise. 

“Al” is noted for his refinement in 
dress, and, while clothes do not always 
denote the man, in Mr. Oldaker’s case 
it is quite true that his good taste in 
dress absolutely reflects his good 
qualifications in all that makes him a 
successful business man. 
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new members: Rosecrans Murphy, 
who covers the large cities of Iowa 
for the Julian & Kokenge Shoe Com- 
pany; H. C. Powelk, representing 
the Rich Shoe Company in Iowa; B. F. 
Richardson, with the Tweedie Boot 
Top Co. in Iowa; E. M. Tracy of the 
Hamilton Brown Shoe Company in 
Iowa; E. G. Anderson of the Robert, 
Johnson & Rand Co.; W. A. Clark of 
Endicott-Johnson Corporation; B. M. 
Kies with Tucker & Hagen; C. F. 
Carling with Carling Manufacturing 
Company; W. M. Pate with the Pe- 
ters Shoe Company, and George F. 
Ashton. This shows that the Iowa 
National Shoe Travelers are up and 
coming, and have put their hats in 
the ring to bring the silver loving cup 
back to Iowa for the biggest increase 
in membership in the year 1922. 

J. C. Clark, representing Lunn & 
Sweet in Iowa, was elected President; 
Tod Gallagher, who has just moved 

















JAMES E. WALL 


Treasurer of Wall, Streeter € 
Doyle, Inc., who has recently re- 
turned from a trip to New York, 


Philadelphia and neighboring 
cities in the interests of his 
concern 








and proving to shoe travelers the ad- 
vantage of affiliation with a national 
body. He has been of great help to 
manufacturers in the settling of va- 
rious issues which frequently come up 
between manufacturer and employe. 


A Prime Favorite 


With the New York boys he is an 
especial favorite on account of his 
generosity in the distribution of his 
knowledge, his genial manner and his 
earnest desire to assist the new man 
on the road. He is known everywhere 
as a great organizer and is considered 
one of the best men in the shoe fra- 
ternity in promoting harmony, unity 
and understanding among all mem- 
bers of the trade. 





A. E. OLDAKER 


Who has recently become associated 
with the Conrad Shoe Co., Brockton, 
Mass., with sales office'in suite 438, 
Marbridge Building, Broadway and 
Thirty-fourth Street, New York. 
Territory, Greater New York, Long 
Island and New Jersey. 








Fred Becker on Trip 


Fred Becker, traveling representa- 
tive for the John Ebberts Shoe Co., 
left Monday night, March 20, on a 
two months’ trip which will take him 
through the South and as far West 
as the Pacific Coast. 


Iowa Travelers Elect Officers 


The Iowa National Shoe Travelers 
held their annual meeting on March 
8 at Cedar Rapids; had a very enthu- 
siastic meeting, as well as a very large 
attendance, and took in the following 





ALBERT F. DOYLE 


President of Wall, Streeter & 
Doyle Co. and vice-president 
of Wall, Doyle & Daly, Inc., 
who is returning from a trip 
through the principal cities 
of the middle and southern 
states for Wall, Streeter ¢ 
Doyle, Inc. .- 








to Des Moines from Columbus, Ohio, 
and represents the H. C. Godman 
Company in Western Iowa, was 
elected Vice-President, and Mervin 
Simons, who represents Selz-Schwab 
Company in South Eastern Iowa was 
re-elected Secretary-Treasurer. 


Traveling Men’s Auxiliary Officers 


The Traveling Men’s Auxiliary of 
the Iowa Retail Shoe Merchants’ As- 
sociation elected the following men as 
officers for the next Convention: Fred 
Crowley of the Central Shoe Company, 
President; Charles Clark of Harsh & 
Chaplin Shoe Company as Vice-Presi- 
dent, and L. D. Ream of the J. P.~ 
Smith Company, Secretary-Treasurer. 
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Four Million Shoe Buyers 
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COLLIS LOVELY, General President 


There are 4,000,000 union men in 
the United States who buy shoes 
marked with the stamp of Boot .and 
Shoe Workers’ Union. Each member 


of their families is naturally influenced 
to buy in the same way. 


You cannot afford to neglect this great 
mass of shoe buyers. Union-made 
shoes bring this trade to your store. 


Feature Union Stamp Advertising in 
Your Local Papers. 








Boot and Shoe Workers’ Union 


CHAS. L. BAINE, General Secy.-Treas. 


246 SUMMER STREET, BOSTON, MASS. 


The Union that has an agreement with manufacturers 
settling all wage differences by ARBITRATION 
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The merchants in attendance at the 
Convention reported that business 
conditions are getting better in the 
State of Iowa, and merchants and 

‘galesmen hope to see things back to 
normal before the end of this season. 


' 
‘New York Travelers Meet 


The first general meeting of the 
Boot & Shoe Travelers’ Association of 
New York since the election of new 
officers in November was held on Fri- 
day night, March 17, in Parlor A of 
the Claridge Hotel. The nieeting was 
one of the most largely attended and 
enthusiastic that the association has 
had in the last several years. En- 
thusiasm within the organization ap- 
pears to be growing rapidly, and some 
constructive work during the coming 








A. C. BENNERS 


Who covers Alabama, Louisiana, 

Arkansas, Mississippi and Tennes- 

see for the Joseph M. Herman Shoe 
Co., Millis, Mass. 





year is anticipated. The organization 
contains some of the livliest wires in 
the local trade, and with cooperation 
and a little work its achievements 
should be great. 

C. B. Brigham, who was elected to 
the presidency, presided at the meet- 
ing, the success of which was due in 
no small measure to the preliminary 
work of S. A. McOmber, secretary. 
Mr. McOmber is working hard to 
bring the organization to a high point 
of joint action on many of the prob- 
lems now confronting the traveling 
salesmen. 


Good Work on Mileage 


At the meeting the subject of mile- 
age books was thoroughly discussed 
and cooperation with the National 
Council of Traveling Salesmen’s As- 
sociations was whole-heartedly en- 


dorsed. The shoe men appointed P. J. 
Watson as thei? delegate to accom- 
pany a delegation of four represent- 
ing the National Council at the hear- 
ing before the Interstate Commerce 
Commission in Washington of Tues- 
day, March 21. The shoe travelers 
are closely allied with the National 
Council, and New York is one of the 
first of the affiliated organizations to 
be called upon to aid in any joint 
movement that is undertaken by the 
larger body. 


Entertainment Committee Appointed 


An entertainment committee to 
serve during the coming year also 
was appointed. George Cable heads 
the committee as chairman. Other 
members are L. C. Hart, M. C. Sea- 
man, M. W. Kempner and F. L. Arm- 
strong. This committee is charged 
with arranging some choice pro- 
grams for the traveling man during 
the balance of 1922. 

A smoker and musicale followed the 
meeting. One of the features was 
the rendering of several delightful 
songs by Clark Morrell of the George 
W. Baker Shoe Company, Brooklyn, 
whose singing was one of the bright 
spots of the recent allied shoe and 
leather trade dinner at the Hotel Com- 
modore. 


Clayton with Alden, Walker 
& Wilde 


Frank Clayton, a real live Southern 
salesman, was seen in Boston a few 
weeks ago. “Frank” came up here 
after severing his affiliations with the 
Barton Shoe Co. of Kansas City, 
whom he had represented for fifteen 
years, for the purpose of connecting 
with some Eastern shoe manufac- 
turer. News travels fast in these 
days, and the information that Frank 
Clayton was headed for Boston was 
immediately flashed to this section. 
Immediately sales managers began to 
get busy, with the result that “Frank” 
was in Boston scarcely twenty-four 
hours before half a dozen shoe manu- 
facturers had sought him, instead of 
he seeking them. He finally lined up 
with Alden, Walker. & Wilde for Okla- 
homa, Arkansas and Texas. 


Of Pleasing Personality 


“Frank” is considered one of the 
most aggressive types of Southern 
shoe travelers, and has made good, not 
only in selling shoes, but in other di- 
rections. Besides being associated 
with two retail stores in his territory, 
he is also a member of the board of 
directors of one of the leading banks 
in Missouri. He is a very affable 
young man, of pleasing personality 
and appearance. In height he is about 
five feet eight inches, with round, 
chubby face, light hair and blue eyes 
that are always smiling. He radiates 
good humor wherever he goes, and by 
his persuasive manner puts on. “the 
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finishing touches” to the sale..,.We 
might further round out “Frank’s ” 
complete description by saying that 
he is about thirty-four years old, is 
married and has a family. —_- 

There is surely not a doubt but 
what he will put the Alden, Walker 
& Wilde line into his old accounts’ 
stores. He has come to his new con- 
nection well recommended by his old 
house, who will vouch for ‘tm good 
things that may be said of 


Newman with ith Alden, Walker 
& Wilde gu%, 


Harry Newman of Brai /Mass., 
formerly with the Boyden} Mfg. 
Co., has arrangements, With Al- 
den, Walker & Wilde to c jits line 
in Kansas, Missouri and¥ Arkansas. 
This is “Harry’s”; old territo yi where 


ae 














L. D. REAM 
Secretary- Treasurer of the Travel- 


Auxiliary of the Iowa 


ing Men’s 
Association 


Retail Shoe Merchants’ 





he can call all of his accounts by their 
first names and advise with them as to 
their merchandising problems. He 
has a large following and it goes 
without saying that Alden, Walker & 
Wilde shoes will be placed in every 
town and village in the three above- 
mentioned States. “Harry” is an en- 
ergetic worker, full of “pep” and vim. 
Moreover, he knows shoes from the © 
hide to the foot and merchants in his 
territory say to themselves—“we will 
wait until ‘Harry Newman’ comes 
along because he can tell us correctly 
about this or that perplexing situa- 
tion.” So with his genial manner, his 
alertness as to market conditions, and 
his readiness to help his accounts, 
“Harry” is a good order taker, as has 
been demonstrated ,by his past rec- 
ords. 
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Special Purchase on Women’s Sport Oxfords 
Offered at Less than Manufacturers Cost 


“WE Suction Cup, Fibre Sole 






Lot No. 2157 


Smoked Elk with Mahogany Apron and Back- 
stay. Plain Soft Toe, Sport Last, Suction Cup 
Fibre Sole, Spring Heel, Leather Innersoles, 
Goodyear Stitched, American Welt. 


36 pair cases. $ 2 75 


Sizes: 2%2-6, 2%-7, 3-7. 


All offered subject to previous sales 





Case Lots only. No Sample Pairs. Terms: Net 30 days, F. O. B. Boston 





Your name should be.on our mailing list so that you may receive our frequent announcements of desirable bargains. 


R. E. McDonald Company, 118-128 Lincoln Street, Boston 11, Mass. 


IN-STOCK 


READY APRIL 12 


“BABBIE” i 


mpeeo MOST POPULAR MODEL 
New Round Toe Last with ONE IN OF ‘THE SEASON 


Wood Cuban Heel, All Patent Leather 
“BABBIE,” as above, all sizes, 
B, C widths. 


PRICE, $4.75 NET 




















Only a limited quantity of these shoes 
will be stocked, and all orders will be 
filled according to the date of receipt, 
so mail yours TODAY. 





IN-STOCK 
B-890 


HAZEN B. GOODRICH & COMPANY —prccce Lerner vane, with Grey Oose 


Calf Quarter. This dain 


HAVERHILL, MASS. Combination, as above, all sizes, AA, 


A, B, C widths. 
Also in Stock: Our Year Round Seller: Men’s Patent Leather Oxford, 
A, B, C, D Widths, Sizes 6-11, Price $5. PRICE, $5.00 NET 
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S. Wampold with Roth 


S. Wampold, formerly connected 
with the Pitt Shoe Company of Mont- 
gomery, Ala., has joined the sales 
force of the Roth Shoe Manufacturing 
Company, Cincinnati. Mr. Wampold 
will cover the states of Kentucky, 
Tennessee, and Alabama with the 
Roth line. 


Barney, Capen, Denham 
Conference 


The spring conference of the execu- 
tive and sales staffs of Barney, Capen 


& Denham Co. was held on March 7 . 


at the Brockton factory, winding up 
in the evening with luncheon and in- 
timate talks by members of the firm 
on trade conditions. There was a talk 
on credits by George Barney, a talk 
on the leather market by William H. 
Denham, and on style tendencies and 
trade conditions by Harold Capen. 

Besides members of the firm and 
executives in attendance, there were 
John J. Whalen, Pennsylvania, Mary- 
land, Virginia, West Virginia and 
Washington, D. C., and who will take 
over New York State in addition this 
season; C. E. Morse, New England 
States; Edward F. Kane, New York 
City and Philadelphia; Edward M. 
Daniels, southern territory; M. E. 
Williamson, Chicago and the north- 
west; T. J. McDonough, Ohio and 
Indiana. 

The factory is now working at ca- 
pacity and has all the orders it can 
handle until after Easter. As a result 
the selling staff will not start out this 
season until the latter part of April. 
Members are now making up their 
sample lines in preparation for the 
start. The firm, a small one, has done 
an unusually satisfactory business for 
the season considering conditions, and 
has had a phenomenal run on its line 
of sport shoes for women, in which it 
offered 50 designs. 


Fred Wheaton with Diamond 


Fred Wheaton, who has been repre- 
senting Alden, Walker & Wilde for 
many years in New York and Penn- 
sylvania, nas accepted a position with 
the Diamond Shoe Co. of Brockton, to 
represent this concern in Brooklyn and 
thereabouts. Mr. Wheaton is well ac- 
quainted in his territory. 


At the Eaton Conference 


J. J. Kaltenbrun, who covers Ohio 
and Indiana, W. H. Riechel who cov- 
ers Illinois and Iowa, and Fred Coens 
who covers Michigan and Wisconsin, 
have been at the Brockton factory of 
the Charles A. Eaton Co., looking 
after their sample lines, and attended 
the spring sales conference. 
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Crowley Is Homeward 


Bound 


W. J. Crowley, representing the E. 
T. Wright & Co., Inc., is returning 
from a trip to southern points, carry- 
ing the Just Wright line of men’s and 
boys’ shoes, also the Arch Preserver 
line. Mr. Crawley’s trip extended as 
far south as Texas. 


Frank A. Guinivan Zeigler 
Bros. Head 


Frank A. Guinivan for many years 
connected with the George E. Keith 
Co., has become one of the owners of 
Zeigler Bros. Co., Inc., Philadelphia. 
Mr. Guinivan is well known to 
brother salesmen, having traveled 
through the Northwest for years and 
being interested in their Mi:waukee 
shoe store. For years he had charge 
of the Canadian trade of the George 











Ss. A. McCOMBER 


Secretary Shoe Travelers’ Association 
of New York 








E. Keith Co., and was recently con- 
nected with their corrective shoe de- 
partment in Brockton. This new cor- 
poration is headed by Frank A. Guini- 
van, president; Harry C. Tschudy, 
vice-president; Herbert H. Hicks, 
treasurer. Mr. Guinivan made a re- 
cent call to Boston and stated that the 
new corporation would continue to 
make the well-known Zeigler line of 
women’s and children’s shoes, at med- 
ium prices. He came to the Hub to 
secure some new lasts and patterns 
and to get ideas as to the placing of 
men in the various territories. He 
intends to cover the trade very thor- 
oughly with A-1 men—for instance, 
he talked about a man for New York 


and New England; for the Central | 
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West, including Chicago, Milwaukee, 
Minneapolis, St. Paul; and from Den- 
ver to St. Louis; another salesman 
will be located in Kansas City and 


-one on the Coast; one in Pittsburgh 


and surrounding territory. 
A Style Authority 


Mr. Guinivan will act as general 
manager and will have charge of the 
inside doings of the plant. “Frank” 
is an old Beverly, Mass., boy, in his 
younger days was an expert yachts- 
man, has always been a_ successful 
man in the shoe distributing game, 
and is a real style authority. Mr. 
Hicks has been connected with the 
banking business. 

Says T. A. D.—With the ability of 
this young timber, a brilliant future is 
in store for them. I base my predic- 
tion also on the support that they 
have received in the way of orders 
sent to them immediately that their 
first announcement went forth that 
they had taken over the Zeigler plant. 


Congratulations to 
N. S. T. A. 


A recent call at the National of- 
fice found Secretary Delany “up to his 
eyes, head and ears” in work mailing 
the February issue of the National 
Shoe Traveler. A quick review of 
same at once revealed the fact that it 
was really an edition de luxe. From 
the leading editorial by President 
Frank B. King, entitled “What Do I 
Get Out of the Association?” to the 
back cover ad of the United Shoe Ma- 
chinery Corporation it is a banner 
number. 

Editor Delany has accomplished 
some fine work in this issue. The 
Eleventh Annual Convention proceed- 
ings are set forth in detail with the 
reports of the various committees, 
which show that the National has 
“been on the job” every minute and 
has rolled up a wonderful record of 


accomplishments. during the year 
1921. 

Some Special Features 
Treasurer Dave Davis’ annual 


statement was most clear and proves 
that besides being a big order taker, 
the National Treasurer could well 
qualify for an expert accountant. 
The boys did some good work in se- 
curing advertising, and the small busi- 
ness cards entitled “Where We Are 
At and Whom We Are With” told 
their stories in a nutshell. A little 
box at the foot of page 67 admonished 
the travelers to be “Trail Blazers,” as 
follows: “Five per cent of the people 
in ‘the world are trail-blazers. The 
rest are content to follow in their 
footsteps. Every new discovery or 
invention which has aided human 
progress has had to combat the indif- 
ference of those who were satisfied 
to stay in the old rut and “let well 
enough alone.” In size the book meas- 


(Continued on page 118) 
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A New Winner Every Day 


No. 1607— All patent One Strap, 
Turn, 16/8 covered Louis Heel, B 
le Or I 6.00 tatnedescousen $4.50 


No. 1608—All Gray Nu Buck cut- 
out quarter, Turn, 16/8 covered 
Louis Heel, B and C widths. .-.$4.85 


No. 1609— Patent 
Vamp, Gray Nu Buck, 
One Strap cut-out 
quarter, Turn, 16/8 
covered Louis Heel, B 
and C widths... .$4.85 


IMPORTANT 
For you and every retailer to know that we have IN 
STOCK, FOR IMMEDIATE DELIVERY, every conceiv- 
able novelty in Ladies’, Growing Girls’, Misses’ and 


Children’s Footwear. In fact too many styles to describe 
here, 









No. 1609 





Send for samples. 





Cool, Comfortable, More Attractive 
than felt and wonderful sale getters 
for Spring and Summer. New Yerk 
City 


IN STOCK NOW | fo memtecores ana sotbers of 
a ee 





CO. 











READY TO SHIP 


| “CLIFTON” 
Boost your sales with these attractive 


high quality House or Boudoir Slippers, * 

made of high quality cool cloth in as-* (SPECIAL) 
sorted colors. Beautiful harmonizing ;. 

colors with ribbon trimming, soft fluffy S hoe Covering P ap er 
pompoms. High quality leather soles 








and cushion heels. Water absorbing For coveriig white and deli- 
| insoles. cately colored shoe material this 
paper is unsurpassed. 

Order Pink by No. W2901. a 

Order Baby Blue by No. W2902. Time, trouble, and expense are 
Order Lavender by No. W2903. sata bak. er a rer ee 
Order China Blue by No. W2904. BFS SS, Sane oe 
Order Fawn by No. W2905. ———— room in perfect con- 


By special manufacture it is 
. made pliable, and so firm tt 
Sizes 3 to 8. , holds the stitch. Wherever you 


Price $1.25 5% 10 Days are we can serve you. Samples 


| Order Copenhagen by No. W2906. 
| and prices on request. 


WEIN SHOE CO. CLIFTON MFG. CO. 


33 So. Wells Street BROOKSIDE AVE., JAMAICA PLAIN 
Chicago Illinois BOSTON -30-MASS. 


MANUFACTURERS OF “CLIFTON” GEM DUCK 
BACKING AND STAY CLOTHS 
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1922 List of N.S. T. A. Officers 
Ee 
ns Re NORE ix on wi aa eee nik 86 0S alee Sadabielegin. dodo o0% 22 Quincy Street, Chicago, IIl. 
FRANK J. WEBER, First Vice-President............+.+000: 1720 Pell Place, Station A, Cincinnati, Ohio 
ee Bas Se a IER, orn oo os 6.50 8 dK5% 60% Cenc toRnae ep enbesbaness 183 Essex Street, Boston, Mass. 
A ee ee SUR. oot as on o0ds Pace bkoceeke 375 018 ene reers 35 South Dearborn Street, Chicago, III. 
VICE-PRESIDENTS 
J. M. Hess C. W. RoBiInson A. H. BRonn JaMEs L. SCANLON 
W. LARKIN Geo. E. HARRISON Cc. R. McWriaMs J. HENRY BURCHER 
WALTER F. JENNINGS JAY JAFFE H. H. REED J. P. BEATTY 
F. A. ZORN DouGLass OSIK C. B.: BRIGHAM S. PRESTON MOSES 
Sam E. ENDRESS W. F. CrRooKEe Ross BATES J. U. McALLISTER 
HARLAN RHOADES GENE MURPHY RALPH WEIL ARTHUR SCHILLING 


AFFILIATED ASSOCIATIONS 


SHOE TRAVELERS’ ASSOCIATION OF BALTIMORE, BALTIMORE, MD. 
J. Hess, President, 800 Reservoir Street, Baltimore, Md.; W. F. PRATHER, Vice-President, 518 N. 
Carrollton ‘Avenue, Baltimore, Md.; B. A. CARR, Secretary- Treasurer, 4300 Springdale Avenue, Balti- 
more, ‘ 


BOSTON: SHOE TRAVELERS’ ASSOCIATION, BOSTON, MASS. 
W. LARKIN, President, 38 Boulevard Terrace, "Allston, Mass.; ; A. L. Purrer, Vice-President, 30 Grove- 
land Street, Auburndale, Mass.; WILLIAM NOLL, Secretary-Treasurer, 105 Federal Street, Boston, Mass. 


BOSTON SHOE ASSOCIATES, BOSTON, MASS. . 
Harry A. STEININGER, President, 89 Bedford Street, Boston, Mass.; C.._B. GRIFFITHS, Vice-President, 
155 Lincoln Street, Boston, Mass.; ; Ropert MILs; Secretary, 42 Lincoln Street, Boston, Mass.; C. W. 
MORRILL, Treasurer, 153 Lincoln Street, Boston, Mass. 


a ASSOCIATION OF TRAVELING SHOE SALESMEN, BUFFALO, N. Y. 
A. Zorn, President, 133 Masten Street, Buffalo, N. Y.; CHARLES L. HAHN, Vice-President, 202 Main 
Sirest. Bue Y.; R. J. McDONALD, Secretary, Hotel Iroquois, Buffalo, N. Y.; CHARLES W. REIS, 
Treasurer,” tecello Place, Buffalo, N. Y. 


CENTRAL ASSOCIATION OF TRAVELING SHOE SALESMEN, KANSAS CITY, MO. 
Sam E. ENpr»Ess, President, Twenty-third and Grand Avenue, Kansas City, Mo.; D. F. MorGANn, Vice- 
President, 709 West Thirty-second Street, Kansas City, Mo.; E. U. HarBauGu, Secretgyy-Treasurer, 510 
Ridge Arcade, Kansas City, Mo. ‘- 


SHOE TRAVELERS’ ASSOCIATION OF CHICAGO, CHICAGO, ILL. 
GEORGE E. HARRISON, President, 207 West Monroe Street, Chicago, Ill.; Harry MopLin, Vice-President, 
# age Street, Chicago, Iil.; JAMES HANRAHAN, Secretary-Treasurer, 1020 Republic Building, 
icago, Ill. 


CNC ASSOCIATION OF THE NATIONAL SHOE TRAVELERS, CINCINNATI, OHIO 
FRANK J. WEBER, President, 1720 Pell Place, Station A, Cincinnati; W. K. HARRISON, Vice-President, 
“ West Seventh Street, Cincinnati, Ohio; C. F. WECKEL, Treasurer, 1540 St. Leger Place, Cincinnati, 

io. 


CLEVELAND. SHOE TRAVELERS’ ASSOCIATION, CLEVELAND, OHIO. 
Doucuass Osik, President, 246 Arcade Buildi . Cleveland, Ohio; Loy HALL, Vice-President, 1642 East 
Seventy-fifth Street, Cleveland, Ohio; E. F. 3 UZEK, Secretary - Treasurer, 3277 Stockholm Road, 
Shaker Heights, Cleveland, Ohio. 


oe SHOE TRAVELERS’ ASSOCIATION, INDIANAPOLIS, IND. 
Ww. CreoKE, President, 5350 College Avenue Indianapolis, Ind.; W. J. .NEwBuURG, Vice-President, 
— - Sake Building, Indianapolis, Ind.; C. I, SLIP HER, Secretary-Treasurer, 370 Denison Hotel, Indiana- 
polis, In 


INTER-MOUNTAIN SHOE TRAVELERS’ ASSOCIATION, SALT LAKE CITY, UTAH. 
A. H. BRonn, President, Newhouse Hotel, Salt Lake City, Utah; J. C. AuLD, Vice-President, New- 
sous tel, Salt Lake City, Utah; A. R: Knort, Secretary-Treasurer, Newhouse’ Hotel; Sait Lake City, 
tah. 4 ; 


- 


(Continued on page 117) 
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Decorations designed and 

made for the WALK- 

OVER STORE on State 
St., Chicago 





Al Baumann Origination 


This decorative scheme of placques, festoons and drops was designed by the Service 
Department of L. Baumann & Co. to beautify a narrow vestibule window and draw atten- 


tion to it from a distance. To prepare a design of this sort all the information that we These ‘plecques are of modern Gesign in 
require is a photograph or sketch and dimensions of the window. rhe co-operation of the ply wood, each suspended by a silk 
prominent display men and designers who compose our Service Department is gratis to and gold metallic strap from a carved 
Baumann customers. —- . . o0 wood rosette finished in polychrome. On 

Write for Catalog No. R. 8. 22 each placque a composition basket fin- 


ished in antique gold stipple and poly- 
chrome holds a spray to match the fes- 
toons and drops, which are of turquoise 
and apple green metallic foliage, small 


} natural color oranges and wax orange 
blossoms. 
‘Pawmann é& ©. 357-359 W. Chicago Ave. 


CHICAGO 


Headquarters for display 
ideas and service 


Importers and manufacturers 
of flowers and floral 
decorations 














Help Save the Greens! 


Sell the Golf Shoe That Gives “Sure Stance”’ 





Stock Neo. 1002 
Women's with Wedge Heel. AA-D........ $6.00 


Whether you play golf or not, you know that the greens cost real money 
to make and maintain. To reveal your interest in the game to the extent 
of suggesting to your customers that they wear shoes that save the greens, 
is to do something for yourself as well as for others. 


Bottomed the “‘Steady-Man” Way 


We are making a golf shoe that maintains our reputation of high grade 
shoemakers. It carries a sole and heel that “saves the greens.” Upper 
stock is carefully selected leather and the whole shoe is put together with 
nicest care. Order “Keith's Konqueror” golf shoes with the “Steady-Man” 


sole now, before it slips your mind. 


PRESTON B. KEITH SHOE CO. 


BROCKTON (Campello Station), MASS. 





Becton Ofice, 207 Essex St. New York Office, 299 Broadway, Reem 415 iics’s with Sun men bn b......90.00 
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1922 List of N. S. T. A. Officers (Continued ) 


IOWA NATIONAL SHOE TRAVELERS’ ASSOCIATION, DES MOINES, IOWA. 
C. W. RoBINsoNn, President, 1536 Thirty-second Street, Des Moines, | Iowa; I. A. HALL, Vice-President, 
a Zo Street, Des Mole Iowa; MERVIN Simons, Secretary-Treasurer, 1512 Park Street, 
es Moines, Iowa. 


SHOE TRAVELERS’ CLUB OF LOS ANGELES 
. R. McWiuiaMs, President, Nettleton Boot Shop, Los Angeles, Cal.; F. Rowatt, Vice-President, 
eeieeC a Los Angeles, Cal.; F. A. YEATON, Secretary-Treasurer, 516 North Kingsley Drive, Los 
es; Cal. 


MICHIGAN SHOE TRAVELERS’ ASSOCIATION OF DETROIT, DETROIT, MICH. 
H. H. Reep, President, 310 Bowles Building, Detroit, Mich.; A. E. ARTELL, Vice-President, Sun Build- 
ing, Detroit, Mich.; G. HH. Hoist, Secretary- Treasurer, 311 Bowles Building, Detroit, Mich. 


BOOT. AND SHOE TRAVELERS’ ASSOCIATION OF ‘NEW YORK, NEW YORK, N. Y. 
C. B. BriGHAM, Président, Room 452, 47 West ey Street, New York, N. Y.; M. W. Kemp- 
NER, Vice- President, 503 Broadway, New York,NY S. A. McOMBER, Secretary-Treasurer, 130 West 
Forty-second Street, New York, N. Y. 


NORTHWESTERN SHOE TRAVELERS’ associ. MINNEAPOLIS, it INN. 
R. Bates, President, 1800 Stevens Avenue, Minneapolis, Minn.; DANIEL Ps NNELL, Vice-President, 
622 a Avenue, Minneapolis, Minn.; ha A. BAILEY, Soervtary: Tress 642 Boston Block, Min- 
neapolis, Minn. 


OHIO SHOE TRAVELERS’ ASSOCIATION, COLUMBUS, OHIO. 
HARLAN RHOADES, President, 1241» Cambridge Street, Columbus, Ohio; C. R. MAXWELL, Vice-President, 
1793-Nerth Fourth ~Street, ‘Columbus, Ohio; GEORGE A. CAMPBELL, Secretary-Treasurer, 604 Commerce 
Building, Columbus, Ohio. 


PACIFIC COAST SHOE TRAVELERS’ ASSOCIATION, CHICAGO, ILL. 
G. Murpnuy, President, 1232 Fourth Avenue, Oakland, Cal.; S. BERNER, Vice-President, 418 Pacific Build- 
ing, San Francisco, Cal.; J. B. KRUGER, Secretary-Treasurer, Room 623, Pacific Building, San Francisco, 
al. 


PENNSYLVANIA SHOE TRAVELERS’ ASSOCIATION, PITTSBURGH, PA. 
RALPH WEIL, President, Hotel Henry, Pittsburgh, Pa.; B. F. WILLIAMS, Vice-President, Hotel Meney, 
Pittsburgh, Pa.; A. E. ARBUTHNOT, Secretary-Treasurer, Hotel Henry, Pittsburgh, Pa. 


PHILADELPHIA SHOE TRAVELERS’ ASSOCIATION, PHILADELPHIA, PA. 
JAMES L. SCANLON, President, 119 South Fourth Street, Philadel hia, Pa.; C. R. McCLELLAN, Vice-Presi- 
dent, 119 South Fourth Street, Philadelphia, Pa.; ; WILLIAM F. SCHOELL, ‘Secretary-Treasurer, 929 Chest- 
nut Street, Philadelphia, Pa. ; ‘ 


RICHMOND ASSOCIATION OF TRAVELING SHOE SALESMEN, RICHMOND, VA. 
J. HENRY BuRCHER, President, 518 North Sheppard Street, Richmond, Va.; B. B. SMITH, Vice-Presi- 
dent, 308 South Colonial Street, Richmond, Va.; T. A. OSTENKAMP, Secretary, 1500 Grove Avenue, 
Richmond, Va.; S. L. LEDMAN, Treasurer, 2902 Westhampton Avenue, Richmond, _Va. 


ROCHESTER ASSOCIATION OF TRAVELING SHOE SALESMEN, ROCHESTER, N. Y. 
J. P. Beatty, President, c/o C. P. Ford &-Co., Rochester, N. Y.; F. W. Rice, Vice-President, 176 Dor- 
chester Road, Rochester, N. Y.; C. B. ROWLEY, aie Powers Hotel, Rochester, N.Y. J. H. Cas- 
TLE, Treasurer, Burrow Shoe Co., Rochester, N.Y 


SOUTHERN SHOE SALESMEN’S ASSOCIATION, BOSTON, MASS. 
S. Preston Moses, President, 134 Summer Street, Boston, Mass.; Harry H. RIPLEY, Vice-President, 110 
arene Street, Boston, Mass.; Frep W. STANTON, Secretary-Treasurer, 207 Essex Street, Boston, 
ass. ; 


SOUTHWESTERN SHOE TRAVELERS’ ASSOCIATION, DALLAS, TEXAS. 
J. U. McALLIsTEeR, President, 606 West Third Street, Fort Worth, Texas; W. T. MITCHELL, Vice-Presi- 
om 623 Ogden Street, San Antonio, Texas; B. M. McWuirtTeER, Secretary-Treasurer, Box 1102, Waco, 
exas. 


SHOE TRAVELERS’ ASSOCIATION OF WISCONSIN. 
A. SCHILLING, President, 930 Shepard Avenue, Milwaukee, Wis.; F. J. LarKINn, Vice-President, 258 
Lee: aos aman Milwaukee, Wis.; M. H. TeENscHER, Secretary-Treasurer, 842 Forty-first Street Mil- 
waukee, Wis. 





RAILWAY COMMITTEE: Cuaries W. Evans, 4246 Sheridan Road, Chicago, Ill. 
STYLE COMMITTEE: S. A. McOmper, 130 West Forty-second Street, New York, N. Y. 
TRANSFER AND BAGGAGE: J. Frank LaPine, 1504 Republic Building, Chicago, III. 
HOTEL COMMITTEE: CwHartes F. MAXweELL, 128 Pleasant Street, Arlington, Mass. 
PUBLICITY COMMITTEE: T. A. DELANY, 183 Essex Street, Boston, Mass. 
LEGISLATION COMMITTEE: J. P. Byrne, c/o John Kelly & Sons, Rochester, N. Y. 














118 


(Continued from page 113) 
ures 10% x 7% inches, and contains 
eighty-six pages and cover. 
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firms assisting, the more valuable this 
data will become for general educa- 
tional trade purposes. Travelers are 
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study and by his observations and in- 
vestigations in the various stores 
which he is constantly covering. 








HARRY NEWMAN 


Who represents Alden, Walker & Wilde 
in Kansas, Missouri and Arkansas 








Educating the Merchant 


With this book Secretary Delany 
enclosed two pieces of literature from 
the Harvard University Bureau of 
Business Research, urging merchants 
to help the bureau in its investigation 
as to the cost of doing business in 
the retail shoe trade for 1921 by fill- 
ing out the “operating accounts” 
page, “financial statement” and 
“schedule for shoe retailers,” on the 
grounds that the larger number of 


FRANK CLAYTON 


Who represents Alden, Walker 4 Wilde 
in Oklahoma, Arkansas and Texas 








urged by the National Office to con- 
vey to the merchants all possible 


knowledge in the way of stock keep-, 


ing, taking of inventories, income tax, 
etc., with the idea of simplifying cler- 
ical work and making themselves 
more valuable to the merchant. Thus 
the traveling salesman is brought 
closer to his retail shoe account and is 
not only a seller of shoes, but a dis- 
tributor of modern retail shoe selling 
methods, which he has acquired by 


E. A. TERHUNDE 


Who covers Virginia, North Carolina, 
Kentucky and Pennsylvania for Reyn- 
olds, Drake 4 Gabell Co. Mr. Terhune 
first became connected with the shoe 
business in 1885 and started his career 
by opening seven retail shoe stores for 
the W. L. Douglas Shee Co. in Boston. 
He afterward represented this company 
in New England, Indiana, Illinois and 
Missouri. About 1895, with his brother, 
J. W. Terhune, he commenced in Brock- 
ton the manufacture of the Terhune 
shoe for men. Later J. W. Terhune 
retired and the firm became the J. W. 
Spence Shoe -Co., buying the running 
business of J. W. Turner Shoe Co., 
Rockland, Mass., and continuing the 
manufacture of the “Turner-Terhune 
Shoes” until the fall of 1907, when the 
business was discontinued. From the 
spring of 1908 until the fall of 1917 
Mr. Terhune traveled for Isaac Prout: 
Co., and upon this firm’s giving up sell- 
ing the retail t e Mr. Terhune be- 
came affiliated with Reynolds, Drake 
4& Gabelli Co., North Easton. Mass., 
makers of the Reynolds shoe for men, 
for whom he is now on the road 











Maine M erchants Meet 


Hold One-Day Session at Portland; Strong Asso- 
ciation the End in View. 


Ways and means of making the Maine Retail Shoe 
Merchants’ Association a stronger, more powerful 
body than it now is and the best means of interesting 
merchants now outside of the organization, were the 
chief subjects discussed at the annual meeting of that 
body, held March 22 in the Elks Club at Portland. 
Allegiance owed to the Maine Federation of Retail 
Merchants’ Association also was stressed by Execu- 
tive Secretary Charles F. Marble of Portland in an 
address in which he pointed out the large sums of 
money saved for business men by the activility of the 
federation in protecting their interests in the halls of 
the Maine Legislature. Other and equally important 


aspects of organization work were discussed by Owen 
A. Thomas, one of the associate editors of the BooT AND 
SHOE RECORDER. It was the consensus of opinion that, 
in order to build up the association as quickly as pos- 
sible it would be well to appoint one member from each 
of the larger retail centers to work up favorab!e senti- 
ment in his community. These group chairmen were 
decided on by the executive committee which held a 
short session following the adjournment of the regular 
meeting. 

Officers for 1922 were elected as follows: 

President, James McFaul; first vice-president, 
Grover Hansen; second vice-president, A. I. Cropley; 
third vice-president, E. E. Flood; fourth vice-presi- 
dent, B. E. Andrews; secretary, Merton Lane; treas- 
urer, E. B. Carr. Executive committee members are 
George F. Eastman, F. W. Nason and T. F. Cusick. 
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GIVING LIF E TO THE DEAD * 


IS OUR BUSINESS 


Our complete last remodeling service is daily 
turning thousands of dead lasts into live ones 
for the shoe manufacturer. We recreate the 
toes and make absolutely new styles. Our new 
Reed Toe Machine does the work with wonder- 
ful accuracy. 

Send a pair today. It will be vemodiled and 


returned the same day. 


The Responsibility Is Ours—We Accept It, 
and Stand Back of Every Last Remodeled. 


She (Gircin ali hast a 


717 MAIN ST. 
eel 


i 


SND DESIGNERS } 


CLEAN, POLISH AND PRESERVE 
SMOKED ELK SPORT SHOES 


WITH 


Griffin Neutral Lotion Cream 
(For All Shades) 


USED BY GOLFERS FOR YEARS 


i If shoes are very dirty, we recommend using Griffin Quick Cleaning 
ait ber dozen Fluid before applying Lotion Cream. 


If your jobber cannot supply you, 


WRITE 





GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET NEW YORK, U. S. A. 
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For Immediate Delivery 
Fine Brooklyn Turns 






$6.50 












No. 





107 Gray Suede, Color D, patent 
ere $6.50 


No. 102 Same in 16/8 heel, AA to C .. 6.50 













These two numbers we also carry 
in stock, made in Black Satin. 


ee ee 


=>" *= 5 0 > ° > o Bde BB cate ajo cage t 


INFANTS AND CHILDREN’S 
FOOTWEAR 


¥- 








ee 












THE CLASSIC SHOE CO. 


FACTORY AND SHOWROOM 
39-41 York Street, Phone—Main 9194 
cor. Washington Brooklyn, N. Y. 










HOCOLATE 

Rib. Fine 
Lamb and Blue Calf. 
These are but a few 
of the leathers used 
in producing Mac- 
Master footwear for 
infants and children. 
There are many 











Buying in Balk 





No. B 2536 styles: Roman . P 
wie By my MY ic Sandals, Mary Janes, ’ Grocers used to display their wares by plac- 
bon and French Knot Moccasins and Flexi- ing them in bushel bas! ets on the sidewalk. 
$9.00 a Dosen Pairs ble Turns of every In those days customers often paid for dirt 
description. when they were buying coffee. 


The workmanship is of 
the finest. True skill is 
manifested in every 
stitch. Ease in fitting is 
one of the reasons why 
so many merchants stock 
MacMaster Shoes. This 
is assured by care in 
manufacture. 


Then came the day of standardized merchan- 
dise. Grocers gradually learned to sell their . 


wares in sanitary packages trademarked for 
definite quantity and quality. 


Advertisers used to buy space in publications 
“in bulk."’ Like the old-time grocer's cus- 
tomers, they frequently received as much 
refuse as ‘‘coffee.” 


$B 0 Be o Ro o fe 0 See Be e > * Ge of + Garo ee - f= >.- Be oe SD 





aie ey sag = If you contemplate 
a da, e strap, + 4 : 

Mary Jane, Flexible Turn building or enlarging 

Soles a children’s depart- 


31-8 Spring Heels 1-38 ment, we suggest that 
you write for our =, : 4 
No. B 163 Style Book for help- The Audit Bureau of Circulations has done 


Same in All White Buck. i r 
3-5 Spring Heels. ..81.50 ful pointers. 
5%-8 Spring Heels. 1.55 


for advertising what standardized merchandise 
has done for the consumer. It has marked cir- 
cviation with the stamp of accuracy. 





J: J» Mac MASTER 


ROCHESTER .N UY. In the Boot and Shoe Recorder's circulation 


an advertiser buys a definite and known quan- 
tity. Its records are audited by the A. B. C. 
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Better Sales Relations Emphasized 


Retail Merchants and Salesmen in Happy Mood from Inspiration of Big 
March 15 Get Together in Boston, 


HE principal event of the sea- 

son in Boston and surround- 
ing territory was the joint meeting 
of the Massachusetts Retail Shoe Mer- 
chants’ Association and the Boston 
Retail Shoe Salesmen’s Association. 
The air is still full of the big get to- 
gether, some 325 in all—which filled 
to overflowing the big dining room of 
Hotel Wedgewood. Besides a goodly 
number of merchants and retail sales- 
men, there was a full attendance 
from both classes of the Boston Re- 
tail Shoeman’s Institute, composed of 
men and women students, and a dele- 
gation of sixty-three from the Jor- 
dan Marsh Co’s. retail shoe sales- 
men’s study group, under the super- 
vision of the institute. 


Interesting Graduation Exercises 


A very interesting feature was the 
graduation of 43 retail salesmen and 
women from the first round table 
class of the Boston Retail Shoeman’s 
Institute. Edward Blomquist, Thayer 
MacNeil Co.; David A. Carlson, Jor- 
dan Marsh Co.; Edward N. Chalmers, 
E. W. Burt Co.; Harry C. Copeland, 
Retail Shoeman’s Institute; F. R. 
Cott, A. H. Howe & Sons; James H. 
Creed, Thayer McNeil Co.; Merton E. 
Crowell, Jordan Marsh Co.; Herbert 
E. Currier, A. H. Howe & Sons; 


Henry H. Dahl, Thayer McNeil Co.; © 


Mark A. Dutton, Thayer McNeil Co., 
C. R. Emery, Gilchrist Co.; George 
A. Foster, Gilchrist Co.; James S. 
Frank, Gilchrist Co.; Peter F. Girard, 
H. E. Hagan; I. D. Glover, A. H. 
Howe & Sons; Leonard W. Hollis, 
Thayer McNeil Co.; Wendell V. In- 
graham, H. E. Hagan; Isabel Kenney, 
Gilchrist Co.; Merrill L. Knights, Gil- 
christ Co.; Elmer A. Kuhlen, T. E. 
Moseley Co.; John H. Landrey, A. H. 
Howe & Sons; Louis Levine, H. E. 
Hagan; John A. Manning, Jordan 
Marsh Co., Edward J. McManus, Gil- 
christ Co.; William H. Morgan, Hanan 
& Son; Berton L. Murley, Thayer Mc- 
Neil Co.; John O’Keefe, Gilchrist Co.; 
Francis E. O’Neill, Jewell Shoe Co.; 
Charles L. Reid, Thayer McNeil Co.; 
Charles H. Reynolds, Long’s Shoe 
Store; Lena Rosenberg, Gilchrist Co.; 
Chauncey M. Sewall, A. H. Howe & 
Sons; Abraham H. Silverman, H. E. 
Hagan; E. Roy Smith, Jordan Marsh 
Co.; Thomas M. Stickley, Hanan & 
Son; Ronald C. Taylor, Gilchrist Co.; 
Frank X. Thatcher, C. F. Hovey Co.; 
Percy E. Thayer, Thayer McNeil Co.; 
Timothy J. Toomey, Gilchrist Co.; 
Joseph D. Uppling, A. H. Howe & 
Sons; William L. White, Jordan 
Marsh Co.; Roland G. Whittet, Gil- 


christ Co.; P. C. Wood, Willson’s Shoe 
Shop. 

Diplomas and class pins were pre- 
sented by President Henry Hagan, 
who addressed the graduates. Arthur 
L. Evans, president of the institute 
presented the pupils and Percy E. 
Thayer, past president of the Boston 
Retail Shoe Salesmen’s Association 
responded fér the graduates. 

Honor guests were H. A. (“Dick’’) 
Rosenbach of Chicago, Percy E+ Hart 
of Cammeyer’s and John J. Slater, 
both of New York, gave much con- 
structive thought. W. W. Willson and 
Henry E. Hagan of Boston were the 
other two of the five who are N. S. R. 
A. directors. Among the other asso- 





PERCY E. HART 
of Cammeyers, New York, a N.S.R.A. 
Director who chose for his subject 
“The Betterment of Sales Relations” 


ciation men who were present and 
who contributed much to the educa- 
tional and social features of the pro- 
gram were: I. B. Howe of A. H. Howe 
& Sons; Secretary-Treasurer George 
O. Jones of the Massachusetts Retail 
Shoe Merchants’ Association; Fred 
W. Small director of the Massachus- 
ettes Retail Shoe Merchants’ Associa- 
tion; J. C. Palmer, manager of the 
Hodgkins Shoe Co., Lynn; W. 
G. Lewis, head of the Shoe De- 
partment of Jordan Marsh Co., 
Major Charles T. Cahill of the 
United Shoe Machinery Co.; William 
H. Morgan, president of the Boston 
Retail Shoe Salesmen’s Association; 
Arthur L. Evans, president of the 
Boston Retail Shoe Salesmen’s 


Institute, and National Secretary T. 
A. Delany of the Shoe Travelers. Ed- 
ward Mitton, son of the president of 
the Jordan Marsh Co., was also pres- 
ent, also J. H. Fairclough, superin- 
tendent of the same company. L. H. 
Bradley, assistant manager of the W. 
L. Douglas Shoe Co., ran down from 
Partland to be in attendance. In a 
few words, the meeting could be de- 
scribed as a shoe family reunion, to 
which all members, great and small, 
had come, each acknowledging the 
necessity of one to the other in the 
rendering of a true service to the pub- 
lic. 


Percy Hart Talks Co-operation 


The first speaker was Percy. E. 
Hart, who discussed “Better Sales 
Relations.” Mr. Hart said, in part: 
“TI tell my people that the war is over 
and we must get back to a basis 
where we will all be interested in at- 
taining the same end. The retail mer- 
chant cannot do the work alone—it is 
only through his sales people that the 
policy of his stores can be carried to 
the public. It is through the sales- 
peoples’ efforts that the success of 
any business results. It is the making 
of a satisfied customer—the one who 
comes back with a smile, and who is 
impressed with the service given. We 
could do without our delivery depart- 
ment, our office department, and 
every department in the store with 
the exception of the sales force. 

“The question of remuneration is a 
vital one. We want you to earn as 
much money to-day as you did during 
the war and with the conditions as 
they are to-day, you must make the 
most of every customer who comes 
into the store. You must sell more 
pairs. The employers are doing their 
utmost through advertising’ and 
price concessions. 

“The spirit of co-operation between 
employer and employee is constantly 
getting closer. “Submit Your Ideas.” 
“Some years ago the sales _per- 
son was hardly ever consulted 
in the policy of a business, but 
to-day, it is entirely different. It 
is the question of an understanding 
between us that will make a success 
of any business. Suggestions, con- 
structive criticism, is what we want. 
If you have an idea, submit it—it may 
not be acted upon right away, but 
do not get discouraged—come back 
again with it—keep plugging. The 
spirit to-day is that of co-operation. 
Unless sales people are satisfied, a 
merchant cannot get the best results 
from them. Turnover is important. 
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Where to Buy 


Women’s Shoes 














THE WESTCOTT-WHITMORE CoO. 
Syracuse, N. Y. 


In Stock Specialists of 


= + - Women's Shoes, Party 
e Nip | Slippers and Novelties. 
GRXEF EN 

_—— — Write for Catalogue 



















COLLINS & STAPLES 
Makers of 

Hand Turned Low Cuts 

Patent leather, % inch one 

strap with slide buckle on ow 

new, Growing Girl's last. 


118 Phoenix Row, 

Haverhill, Mass. 

183 Essex St., Bosten 
Room 36 


aanvvsnnenrnenrsemna rss yorneneessoensnnessssopnoeassanens 





BLEECKER STYLES 


Are the last word in footwear 
for stylish women P 



















Wars in Medium and 
IGH GRADE 
OR SLIPPERS fs” 


dll s/tyla* made 3) Dome. 
Imported Satin Brocadesand Metal Cloth 
$2.25 per pair and up 


west MGUSTIN © 














FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Daneville, New York 











‘omplete Line 
oa an 





Samples on Request. 
Wos. Bik. Kid “Temptation.” 
SEND FOR CATALOGUE 


FREEMAN-THOMPSON SHOE CO, 
Manufacturers “‘Comforets’ St. Paul, Minn. 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
> 76River St., Haverhill, Mass. 
ee Office 











Basex Street 
eee -: serene emnenmecenenresserem 
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It is up to the sales people to move 
slow numbers, and to keep stocks 
clean, The growth of every business 
is dependent upon turnover. The 
question of salary or commission to 
salespeople is one that each store 
must determine. We have adopted 
the commission basis for several years 
with success. Only by co-vperation 
among all the forces of a business and 
a complete understanding between re- 
tail merchant and employer can a 
merchant stay in business for any 
length of years.” 


~ 





JOHN J. SLATER. 
of New York, N.S.R.A. »Director, 
who talked on tA d Adjust as Di- 
rectly. Affe 
More Part 


iby “the induséry, 


John Slater Talks Readjustment 


The next speaker was John 
who talked on readjustment as 
rectiy affecting the shoe industry, 
more particularly the retail branch. 
Mr. Salter spoke in part, as follows: 

“The world is settling back —na- 
tions are retracting—industries re- 
trenching, and there is absolutely no 
force or group;of forces that could 
be mustered, seven if we wished, to 
stem this tideg —. 

“Gentlemen, we are going back — 
going back just so surely as you hear 
these words. It is not going to be 
easy for employer, employee or busi- 
ness. It will mean patient, intelligent 
study and application. 

“This brings us to the point of junc- 
ture of those all-important factors— 
realization — readjustment and pre- 
paredness; realization that our stocks 
are not suited to the public demand— 
readjustment in our overhead and 
other expenses—preparedness to meet 
new conditions of financing and mer- 
chandising and brings us back to a 
normalcy equal to that enjoyed in 
former years of prosperity. 

“It is not necessary to emphasize 
to-night that each individual should, 
by now, be keenly cognizant of the 
fact that very great and very strange 
events are taking place throughout 
the country. These events inevitably 
are affecting, and will continue to af- 
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fect, us all, not alone in our mode of 


living, but in our attitude toward life. 


We must realize this, and keep it be- 
fore us: The threads of the fabric of 
credit can be stretched no further. 

“We must meet new financial con- 
ditions, not expect long and extended 
credit. The manufacturer and tanner 
all have their problems, and we must 
assist in carrying the burden rather 
than let others hold the bag, while 
we calmly await the turning of the 
tide in our favor. 

“Realize—realize fully your. insig- 
nificance compared to the vast, over- 
whelming power of trend. Business 
is not in a good condition. Reports 
from all over the country bear out the 
truth of this assertion. Master- 
minds of the business world are not 
able to tell us when improvement will 
come. These are facts which must be 
weighed carefully and honestly. 

“Retail merchants who have not 
taken advantage of disposing of their 
stocks at the normal profit must make 
inventory losses to- cover the new 
costs of merchandise. Woe to him 
who now holds on his books merchan- 
dise purchased even one year ago at 
the old figures. Do not be carried 
away with the thought that all our 
stocks are 100 per cent salable. We 
must rather err on the other side, so 
as to take advantage of the new con- 
ditions which are being presented 
every day. Readjustment is the 
sturdy bark that must carry our bur- 
den over the sea of trouble, and bring 
us to the haven of safety, and this 
readjustment means nothing more 
than the movement toward stability. 

“Changes that must follow in its 
wake should be thought of in terms 
of a duty, and as a natural course of 
events. This will make the seeming 
trials easier. 

“Thus far I have appeared, I sup- 
pose, merely as a concentrated explo- 
sion of pessimism. My earnestness 
may have conveyed this, but such is 
not my object. My purpose is not to 
make you blue, rather to make you 
awake. We must get down to brass 
tacks, gentlemen, and look things 
squarely in the face. 

“A pertinent saying of Elbert Hub- 
bard’s seems not out of place: ‘Re- 
sponsibilities gravitate to the person 
who can shoulder them—power flows 
to the man who knows how.’ 

“Never before, in my mind, has 
there been a greater opportunity of 
bringing forth the true worth of the 
business man—the man of knowl- 
edge—the keen, far-sighted man; the 
honest true merchant should come 
through his difficulties with flying col- 
ors. Now is the time that the re- 
tail merchant needs more than ever 
the co-operation of his salespeople; 
he must be well represented to his 
customers. 

“Now is not the time to work for 
individual profit. Don’t worry about 
your weekly salary; look rather to 
what you hope to receive a year from 





Assi 
men 
Con 
Jun 
well 
of t 
thei 


mee 
ness 
in d 
the 





ofS + ODO hee 1 OB DO HS bee er 


weer nwew @ @ 6 6 Wes rew @ . 


w- 


a -. i a 6 


= |S we "ye 





April 1, 1922 


now. If you are a buyer—buy hard, 
carefully. If you are a manager — 
manage better, more knowingly and 
with greater understanding. 

“If you are a salesman, be a sales- 
man—not a clerk. Equip yourself 
now. Smile at the energies at work. 
Throw out your chest and be able to 
honestly say—I am ready. How much 
better off I am than Jones or Smith. 
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Association with fellow-tradesmen 
will assist us all. 

“Interchange of thoughts between 
employer and employee—between re- 
tail merchant and manufacturer, will 
bring about through sympathy and 
co-operation, union and stability that 
is positively essential in order to 
meet and adequately cope with the 
readjustment of world trade.” 





ROCHESTER 


Distinctive Footwear Featured 


Wide Variety in Pattern and Color 
Is Noted—Low-heeled Models 
Popular 


OOTWEAR this spring is far 
more distinctive than ever be- 
fore. It is also tending toward 
wide variety in both styles and color 
with far more attention paid to elabo- 
rate perforation, straps and details, 
but there is no question but what 
oxford styles in black, brown and 
white will remain very much in vogue. 
O. K. Johnson when interviewed by 
the RECORDER representative at Wil- 
liam Eastwood & Son Co., said that 
the most beautiful and practical foot- 
wear ever designed for American 
women is comprehended by the strap 
development and that this mode will 
continue for some time, the only diver- 
gence being in color combination. He 
commented on the prevalence of the 
low-heeled shoe, the built on sensible 
lines which was thoroughly scorned 
a few seasons ago. It is not only 
participants in sports who are de- 
manding this gay-colored shoe, but the 
average woman for street and after- 
noon wear. 

Among the newest and most striking 
of the sports models being exhibited at 
Eastwood’s is a brown suede sport 
shoe with cordovan trimming, includ- 
ing the instep saddle strap a similar 
model of beige calf with cordovan 
trimmings, and a metal calf with dark 
gray calf trimmings. Many of the 
oxfords have the white buckskin in 
predominance, while the saddle-strap 
is in black, blue, green or red. 


R. A. T. S. S. Adjourns for 
Season 


The next meeting of the Rochester 
Association of Traveling Shoe Sales- 
men will be held at the Chamber of 
Commerce on the last Tuesday in 
June. Last week’s meeting was fairly 
well attended considering that many 
of the members have already left for 
their trips. 

As the meeting was an adjourned 
meeting and there was not much busi- 
ness to be taken up the time was spent 
in diseussing business conditions and 
the season’s prospects. 


Among the subjects discussed was 
that matter of lower prices to which 
Joe Byrne told the following story as 
the best answer to that question. 

“A drummer selling silk hose called 
on a, department store which was 
noted for wanting bargains and 
showed just one sample which he 
quoted at $4.00 a dozen. The buyer 
looked at the hosiery and realized that 
they were easily worth $10 a dozen, so 
he told the drummer that he would 
take fifty dozen. To which the drum- 
mer replied he’ could have been the 
one dozen as they were all that fell off 
the wagon.” 


Joe Byrne Addresses Mer- 
chants 


Joseph P. Byrne, inventor of the 
new Twin Arch shoe manufactured 
by John Kelly, Inc., addressed the 
weekly meting of the Rochester Re- 
tail Shoe Dealers on the subject of 
orthopedic shoes. 

To illustrate his talk Mr. Byrne 
showed a chart by means of which he 
explained the bone and ligament for- 
mation of the human foot, and the 
troubles that are caused by improper 
fitting of shoes which causes the long 
Plantar ligament and the Calcanes 
Schapoid Ligament to become 
stretched and as a result the arch 
falls. 

In the opinion of Mr. Byrne the 
present method of fitting shoes by 
means of a size stick is wrong, as two 
feet may measure exactly the same 
but due to the ball of one foot being 
different than the other it requires a 
longer shoe to fit that foot. In fitting 
shoes, especially orthopedic shoes, Mr. 
Byrne advised that fitting be done by 
ball to heel measurement thereby in- 
suring that the ball of foot will be 
placed where it belongs. 

Answering a question asked by one 
of the retail shoe men regarding flexi- 
ble shank shoes, andlong counter shoes, 
Mr. Byrne stated that in his opinion 
shoes of this type could not correct 
foot troubles, even though they were 
properly fitted as these types of shoes 
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Where to Buy 


Women’s Shoes 















MAID-RITE FELT SLIPPER CO., 
ne. 
35 York St., Brooklyn, N. Y. 






















E. A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Haverhill, Mase. 
Boston Office 
Rice Bldg. Room 406 





’ 








FERN & POOR CO., Ine. - 


Manufacturers 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 














WOMAN'S FINE TURNS and NOVELTIES 
We are now situated in our tig, new factory, 
and production is ee on high.” The 
high-quality standard will be lo al main- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Wedhinwton 1 St Haverhill, Mass. 








Makers of Hand Turn Novelties 
In All Leathers and Satins and 
Op All the Latest Lasts. 

Inquiries Promptly 
Answ 






Samples on Request. 
ahs pe ig as 
s Co., Ine 


41 Washington St. 
Haverhill, 
Boston Office, 92 Beach 8 


a=sHarding Shoe Co., Inc. —_ 


akers Women’s Turn Shoes 
- af High Grade Novelties 











NEW YORK BOSTON 
D. F. Mellen 215 Mewex St. 


Factory 
ee 








Where to Buy 


Miscellaneous 


























factory soiled 
shoes. Sold in bulk, 
Prices on request: 


Cleaning Compounds Mfg. Co., Inc. 


Sole Ljesueess of pms, Bioccher Co. 
Hempstead, N. Y. 
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Whereto Buy 


Men’s Shoes 

















TRewson BROS . SHOE 
TINE SNOEMAKERS : 
BROCKTON 


Stacy Adams Co. 


Manufacturers of 


























_ APOVE ALL = “FOR MEN WHO CARE 
TO DRESS WELL” 


T. D. BARRY CO. 
BROCKTON, MASS. 














Gentlemen’s 


Shoes 
A.E. Nettleton Co. 


SYRACUSE, N.Y. 
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tended to conform to the shape of 
the foot when they had been worn for 
some time and while they might help 
the troubles when the shoes were new 
they would gradualy work themselves 
into the shape of the foot. In the 
opinion of Mr. Byrne an arch shoe 
must give support under the plantar 
ligament. If the ligament has not 
stretched, rigid support under it will 
keep it in its proper position, and if 
it has been stretched rigid support 
properly applied will restore it to its 
proper position, he contended. 


Pioneer Shoe Man Dies 


Jacob Kussmaul, one of the pioneers 
of the shoe industry of Rochester died 
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on March 9, 1922, Mr. Kussmaul was 
born in Wurtenberg, Germany, on 
June 4, 1856, and came to the United 
States when he was fourteen years of 
age. He first located in New Jersey 
but soon moved to Rochester where 
he has since made his home. In 1873 
Mr. Kussmaul entered the employ of 
Patrick Cox, one of the leading shoe 
manufacturers in Rochester of that 
day. In 1880 he opened a retail shoe 
store at Portland Avenue and Central 
Park in which he was actively in- 
terested with his son at the time of 
his death. 

The Rochester Retail Shoe Dealers 
Association adopted resolutions of 
sympathy at their weekly meeting held 
March 14. 





NEW YORK 


See Good Business Just Ahead 


Retail Merchants Convinced That Public 
Will Buy Freely Between Now 
and Easter 


(yom weather and lots of it 
will solve the problem of the 
local shoe trade in the opinion of 
conservative retail merchants here. 
The fact that consumers want new 
shoes and are not cavilling at cur- 
rent prices is demonstrated on almost 
every sunny day. On Saturday, 
March 18, which favorable weather 
conditions, sales totals in the principal 
retail shops in the midtown shopping 
districts made new records for the 
current year. 

Although the business so far has not 
been satisfactory from a volume 
standpoint, the retail merchants feel 
convinced that the spring season, or 
the period between now and Easter 
will make up for much of the dullness 
that has hitherto pervaded the trade. 
If the expected rush does come it will 
find most of the retail merchants short 
of desirable merchandise. New styles 
that catch the public fancy do not re- 
main log in stock. One merchant sold 
400 pairs of a style that was shown 
for the first time last Saturday, in a 
single day. 


One-Straps and Sports 


In general the variations of the 
one-strap model in both turns and 
welts, together with the saddle or 
apron sport shoes form the bulk of 
the demand in women’s shoes. The 
sport business has not been so large 
in the men’s division, but merchants 
feel that, in proportion the demand for 
men’s sport footwear will equal that 
that has been shown in the women’s 
division, once the spring season is fully 
under sway. 

In street shoes for women that are 
being sold now, some of the heels are 
as low as 6/8 in height. While opinion 
differs on the proper height for heels 


at present, in the medium and lower- 
priced shoes it appears that the “flap- 
pers” are demanding them extremely 
low. In higher grades there is still 
a good call for the higher heels, but 
they seldom exceed two inches, ac- 
cording to Fifth avenue merchants. 


Few Shoes Above $15 


Prices have been greatly upset by 
the multitude of cut price sales and 
large offerings of low grade footwear. 
Some retail merchants profess to see 
a reaction against the extremely low- 
priced fotwear—that made to sell at 
a price. The public, they say, is now 
demanding quality merchandise, but 
want it at a reasonable price. There 


‘is some resistance to prices even in 


the mostly highly styled footwear. 
Eight dollars is considered a medium 
price at present, with the higher grade 
running from $10 to $15. Few shoes 
are being offered here at retail above 
the latter figure. 


New Ground Gripper Store 


The Ground Gripper Stores, Inc., 
operating a chain of orthopedic shoe 
stores here will open another store in 
Harlem. The company has leased 
quarters at 137 West 125th Street, in 
the heart of the Harlem shopping dis- 
trict. The store will be altered and 
remodeled and is expected to be 
opened in the fall. During the last 
year the concern has opened new 
stores at 38 John Street, 29 West 46th 
Street and 310 Livingston Street, 
Brooklyn. 


New Shoe Department 
Opened 
Browning, King & Company, men’s 
clothing outfitters, have opened a shoe 
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department for men and boys in the 
basement of their store on Broadway, 
between 31st and 32nd Streets. The 
new department is located in the base- 
ment and has a seating capacity for 
about 50 customers. Other related de- 
partments are being carried in the 
basement, giving more space to other 
departments on the upper floors. The 
basement runs under the entire store 
from Broadway to Sixth Aveue. The 
price range as established at present 
runs from $7.50 to $12.50 a pair. The 
lower prices will be featured, it is 
said. “We do not intend to introduce 
sales in the shoe department,” said an 
executive of the store. For some time 
we have been filling mail orders for 
our clothing customers who wanted us 
to supply them with shoes, by shop- 
ping in other stores. We even have 
accommodated floor customers by 
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sending our men to neighboring stores 
for footwear. Now we are in the busi- 
ness for ourselves.” 


Wildfeuer Bros. Employees Form As- 
sociation 

On Sunday evening, March 12, the 
employees of Wildfeuer Brothers met 
at the 125th Street store and or- 
ganized the Wildfeuer Brothers Em- 
ployees’ Association.. Louis Rosen- 
wasser has been elected president and 
B. Haimes who is manager of the 
125th Street store and who was in- 
strumental in bringing about this 
meeting was elected vice-president. 
Mrs. M. Wildfeuer and Messrs M. P. 
Wildfeuer were unanimously elected 
honorary presidents of this organiza- 
tion. 





BUFFALO 


All a Question of Weather 
Springlike Days Bring Good Busi- 
ness—Wintry Days Drive It 
Away 


RADUAL improvement in 
¥ business was noted by Buffalo 
retail shoe merchants last week, 
most of them reporting Saturday’s 
sales the best in several weeks. The 
unusually fine, dry weather brought 
the shoppers out in large numbers and 
may took advantage of the fresh 
stocks to select therefrom their Easter 
footwear. 

The spring business received some- 
what of a_ setback, however, on 
Tuesday, when one of the heaviest 
snowstorms of the last few months 
blanketed the streets with slush, ankle 
deep in the downtown sections. This 
enhanced the demand for rubbers, for 
which there had been little inquiry 
during the two weeks previous. The 
weather will probably be uncertain 
here until the ice moves out of the 
lakes, which may take another couple 
of weeks. 


Colonials Popular 


Wm. Eastwood & Co., through their 
manager, John Leader, report an ex- 
ceptional demand for women’s pumps 
in colonial effects, tongue strap and 
button types, with sport goods running 
them a close second. Spanish and 
junior Louis heels: predominate, there 
being no high heels in the store this 
season. The popular dress slipper for 
afternoon and evening wear has a 1% 
inch heel. The inquiry for oxfords in 
the medium shades of tan is also pro- 
nounced. Black shoes seem to be sell- 
ing better this year than last. There 
is quite a call for greys and buckskin, 
particularly in sport combinations of 


patent leather and grey for afternoon 
wear and semi-dress wear for the 
street. 

In men’s styles tan oxfords of 
medium width with large flat heels 
seen to be the most popular, especially 
in calfskins in grain and smooth finish. 
The sport type are also moving along 
well. This store features footwear 
from $7.75 upwards with the volume 
of business at $9.50. 

The local representatives of outside 
factories say they have no trouble in 
disposing of oxfords and low shoes 
due to the fact that they have been 
worn all during the winter. They are 
of the opinion that the present boom 
in sport stuff is only a flurry that will 
peter out after Easter. From then 
until the white season arrives they 
predict brown oxfords in calf or kid 
will get the call. A record season in 
white is foreseen, especially in rubber 
soled sport models. 


Merchants and Travelers ‘to 
Meet 


Tickets have been sent out for the 
second annual dinner dance of the 
Buffalo Association of Shoe Salesmen 
and the Buffalo Retail Dealers Asso- 
ciation, to be held Easter Monday 
night, April 17, in the Ellicott Club. 
The committee in charge of the ar- 
rangements promise a program of 
entertainment that will prove a sur- 
prise. It.is expected about one hun- 
dred couples will be present. Visiting 
representatives of the trade who ex- 
pect to be in Buffalo over Easter are 
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Where to Buy 


Men’s Shoes 








PULLMAN TRAVELING SLI 
better“than ever in Quality and fit 
owners of Trade Mork’ Pullman’ 
DOLL CABERETH = HOP. 
GLAZED KIT HO 


Colorr Black and Brown 
full sizes 3 toll in Stock 
M. GUSTIN CO. | 
WW i9® St. New York 








Wek 
oma 
Nailed 

Send for 
Manufactured by 
Le Crosse Best and Shee Mig. Co. 
Le Crosse, Wisconsin 












THE a fiVE i ok tm 
COT Shoe aay 


FOR MEN Brockton, Mass. 








Stock Dept. 5 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














BOSTON 
OFFICE 












Howard '&*|Foster Co. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 
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Where to Buy 


Men’s Shoes 




















| CRAIG REED. & EMERSON INC. 


ANS 





Frederick S. Peck 
Worcester, Mass. 


Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 





WORCESTER 207 Essex St. 
HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Bwery Wednesday and Friday 

















Where mag 
Ballet Slippers 


326 W.MONROE st 
CHICAGO 
W2 SUMNER SMITH 




















Getting New Trade 


is mainly a matter of going after it. Write 
our Dealers Service Department for new 
ways of bringing customers to your store. 


BROOKS SHOE MFG. CO. 
1731-41 N. 6th St. Philadelphia 











Where to Buy 


Boys’ Shoes 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
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advised not to miss this event. If they 
get in touch with R. J. McDonald or 
E. L. Moore tickets will be set aside 
for them. The cost for the dinner is 
$5 per plate. 


Brief News Notes 


Fire starting in the basement of 
Hayward Friedman’s shoe store in 
Leroy early on the morning of March 
14 caused damage to his stock of 
several thousands of dollars. His loss 
was covered by insurance, it was said. 
The entire Muller block in which the 
store is located was gutted, Mr. Fried- 
man suffering the worst, however. 
For a time the flames threatened the 
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business section of the thriving little 
town. 


Matych Brothers of Bradford, Pa., 
are conducting a clearance sale. They 
are retiring from business about May 
1, or sooner if they dispose of their 
stock of shoes. 

Benjamin Pangborn, buyer for Sat- 
tler’s, 994-998 Broadway, and his two 
assistants returned recently from Bos- 
ton. The firm held a Dollar Day Sale 
on Tuesday of ladies’ shoes, oxfords 
and pumps. 

Joseph Pudaloff, who conducts a 
shoe store at 1017 Broadway will open 
another store in Niagara Falls about 
the first of next month. The alleged 
hard times haven’t frightened Joe. 





BOSTON 


Spring Footwear Well Displayed 
Artistic Window Trims Set Forth the Beau- 
tiful in New Shoes and Hosiery Models 
—Sport Styles Reign Supreme 


NE cannot fail to resist the 

strong buying apeal which is 
being daily sent forth from the 
shoe windows of Boston. It is diffi- 
cult to state which store excels— 
needless to say that if prizes were to 
be awarded there would have to be 
many. Boston’s retail shoe merchants 
have paid very careful attention to 
window trimming and understand to 
a nicety the knack of balance and 
color. Hosiery of wool and light 
weight silk and wool in shades to 
match the new tweed costumes pre- 
dominate. Lace patterns in black are 
much displayed and there is a goodly 
array of golf hosiery. A very pretty 
combination is a one-strap shoe with 
a brown kid vamp and beige ooze cut- 
out quarter, and a perfect match in a 
beige silk stocking. Rhinestone orna- 
ments, which are so much used to 
cover the buttons of the one strap 
black satin pumps, give an added 
brightness to the windows—sometimes 
a knitted silk scarf, which many of 
the shoe stores are carrying, gives an 
artistic effect, while department stores 
will invariably add a bag or umbrella, 
golf sticks, or care, with pleasing 
effect. 

Some “Snappy” Models 


Some of the snappy models noted 
were a white washable calf oxford 
with black saddle strap and black 
rubber, washboard sole. Black patent 
one-straps and the goring-side pat- 
ent pumps, with six little straps 
across the ankles are effective, and 
harmonize so well with the periwinkle 
blue shade. A one strap with black 
patent vamp and gray ooze quarter 
looked well in combination with a 
gray silk and wool stocking. 

A black ooze pump, trimmed with 
patent leather, one strap and center 
strap; another with white kid quar- 


ter, patent leather vamp and white 
kid underlay, black binding on vamp 
and strap; another of black brocaded 
satin, silk goring on side and five little 
straps across the instep; a white 
buckskin brogue oxford, trimmed 
with black Norwegian calf, and 
Scotch tongue; a tan calf brogue 
oxford, and so on, we could enumer- 
ate, in an almost endless array the 
attractive patterns for afternoon and 
evening, for sport and _ semi-sport. 
The present-day shoe fashions bring 
the careful consideration of hosiery 
fashions very prominently to the mind 
of the well dressed woman. Hosiery, 
by some of the Boston stores’ cus- 
tomers, is chosen to match, exactly, 
while others prefer a contrast, or a 
blending. The hosiery department 
buyers, therefore, are choosing hos- 
iery with much care and have studied 
carefully its relation to individual 
tastes as well as to design and appro- 
priateness of costume. 

An interesting feature of the new 
spring shoes is the 14/8 heel. This 
is being shown very largely—as is also 
the 7/8 and the 88 types, with a 
sprinkling of full Louis for women, 
who absolutely will not wear anything 
else. 


Shoes of Tweed 


A surprise was sprung at the 
women’s and misses’ shoe departments 
of the William Filene’s Sons Co. 
when oxfords of tweed made their 
appearance on March 18. The entire 
range of tweed costume colors—in 
rose, grays, perinwinkle blues, orchids 
greens and browns, were present. 
These shoes were trimmed with a per- 
forated kid toe cap—some had kid 
aprons, and some just the patch— 
they carried 7/8 inch heels and black 
stays of kid—all leather trimmings 
being in the predominating color of 
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the tweed mixtures. Their soles were 
of leather. These shoes were priced 
at $9.00 and are selling well. 

The tweed shoe uppers are backed 
with a duck lining and while they are 
obviously not wet weather shoes— 
nevertheless they can be easily cleaned 
with carbona, or other cleansing 
fluids. To F. M. McEnany, buyer for 
the misses’ and children’s shoe depart- 
ments, must be given the credit for 
originating these novelties. 

But the shoe which is selling the 
most rapidly of all at this store is 
the “Scottie,” with its rubber sole 
and a very beautiful and distinctive 
model it is, very often of rich tan, 
with long fringed and perforated 
tongue. Young women have taken to 
this model with a zest and are fairly 
“gobbling up” this style. It was 
stated at this store that the fringed 
tongue sold the shoe or was “taking 
the shoe.out.” 


Misses’ Department Moves 

The misses’ shoe department of the 
William Filene’s Sons Company on 
March 25 moved up stairs to the 
fifth floor, where it now adjoins the 
women’s shoe department. This move 
was made in part, so that T. M. 
McEnany, the new buyer, who has 
charge of both women’s and misses’ 
footwear, could more easily supervise 
both, and on account of the popularity 
of the low heel for women, the same- 
ness of women’s and misses models 
do not mar in any way the harmony 
of display. 


Artistic in Blue and Beige 


A beautifully trimmed shoe window 
in which the colors of French blue 
and beige predominated has been 
recently arranged by R. L. Upton, 
assistant shoe buyer at the R. H. 
White Co. The sport motif is em- 
ployed to good advantage and is 
emphasized, aside from the footwear 
displayed, by a woman’s sport coat, 
and golf sticks. A real spring atmos- 
‘phere is noted in the flowers of 
yellow—the green vines and trees, the 
rustic baskets. And a screen ar- 


ranged to represent a glass door, with. 


many panes, and curtained in blue 
gives the appearance of early May 
weather. The rug is of beige velvet 
—the back grounds, tables and stands 
of circassian walnut, and the drap- 
‘ings are principally of French blue. 
The shoe worn by the orange-sport- 
silk-clad model is of beige ooze, with 
six tiny straps at the ankle, merg- 
ing into a broader strap fastened with 
three buttons—the hosiery matched 
the shoe to perfection. Many of the 
shoes shown had rubber soles, as 
would be expected—there were also 
patent leather pumps, which were 
placed beside French blue silk stock- 
ings. A card of brown contained a 
cut-out from the RECORDER Girl Foot- 
wear Section of March 4, “proving 
that a girl can still be feminine and 
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attractive and yet wear sport attire.” 
This REcorDER feature Mr. Upton 
stated that he considered to so truly 
typify the spring footwear style sit- 
uation, and this particular model, the 
sport footwear style trend, that he 
choose it. as the decoration for his 
window card. The lettering on this 
card was in blue ink to match that 
used by the RECORDER in its March 4 
special section. 


Business Steadily Improving 

“Business is steadily improving,” 
said Mr. Upton, “and I believe that 
February and March, 1922 will fig- 
ure out with us just as well as Feb- 
ruary and March 1921 as to dollars 
and cents, and of course in a larger 
volume of trade.” Mr. Upton believes 
that rubber soled footwear will “run 
big” until May, when leather soled 
sport footwear will be the favorite, 
and continue so throughout the warm 
weather. 


Watch Hosiery Details 


Genera] Manager B. C. Goulston 
Dr. Read Cushion Shoe Co. store in 
a recent talk with a RECORDER repre- 
sentative had the following to say 
regarding the retailing of hosiery. 

“It is necessary in _ successful 
hosiery merchandising to watch the 
details. We buy hosiery with the 
right fit and elasticity. We watch as 
to its measurements at the- ankle. 
Length, elasticity, the correct shape 
and fit at the various points of the 
leg are all important features of cor- 
rect hosiery buying—and I would 
rather not sell stockings at all than to 
sell those not measuring up to the 
right standard—in other words, my 
goods must be absolutely right.” 

“The retail shoe business . needs 
closer application and concentration 
than ever,” continued Mr. Goulston. 
“Our stocks are in good condition, 
but this has meant our taking stock 
every two weeks. By this method, 
we are getting a good turnover and 
we can operate with 50 per cent to 
75 per cent less stock. Of course this 
means a great amount of work—just 
as much as if we were to do this only 
twice a year—for one can take stock 
every six months just as easily as he 
can take it every two weeks.” 

Mr. Goulston believes that good 
shoes can be successfully retailed to- 
day at $10 although the majority of 
the consumers expect to buy them at 
less, and fight when they go over $10. 
Mr. Goulston stated that he aimed to 
buy all of his goods so that they would 
average $10—or so that the price 
would be $10 or near that—in fact 
that he has taken only a 20 per cent 
mark-up on some lines, so as to bring 
his shoes down to the $10 price. 

He states that his X-Ray machine 
has proved a successful business fea- 
ture, especially from its educational 
value to the public. Customers are 
coming in to the store especially to 
have their feet X-rayed. 
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Wiireta Buy 


Children’s Shoes 














SOFT SOLES 





‘Bonita: Shoe * Baby 


TURNS 6nd SOFT ‘SOLES 


In Stocl« 
Send. s@r Catalog 
AH Mortin® . 


Mehew ROCHESTER NY 

















“The BER FOOTWEAR CO. 


INDIAN MOCCASINS, BOOT SOCKS 


FOOT COMFORT 


Chamipics: 


FACTORY 1 


SLUMBER SI IPPERS 


OSWEGO,. N.Y. 





Soft Soles and Moccasins 
Ask your Jobber for our 
Gonle. We DO NOT sel) 
the retail] trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 181 Mssex Street 
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ELASTIC TIP COMPANY 
2 Boston, Mass., U.S. A. 








COLONIALS 


BUCKLES OR STRAPS AND 
BEADED ORNAMENTS 


made by the VANITY will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 
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Shoe Ornaments 


SHOE BUCKLES 


DETACHABLE STRAPS 


SHOE BEADING 
‘ METAL HARNESS BUCKLES 
FASHION ORNA ‘MENT co 


MVRTLE «4 xX LYN NY 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. I. 








M. B. MARTINE, Ine. 


Show Reom—130 W. 42nd Street 
Office— 148-152 Duane Street 


NEW YORK, N. Y. 
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No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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New Thayer McNeil 
Salesmen 


Two retail salesmen have recently 
been added to the Thayer McNeil 
Company’s down-town store—and one 
of these men is a war veteran—J. A. 
O’Dowd, who in 1917, went overseas 
from Montreal with the 87th Battal- 
ion, Canadian Infantry. Mr. O’Dowd 
always had a fondness for the shoe 
business, as when a young man in 
school, he worked during vacation sea- 
son in the Boston office of the W. 
H. McElwain Co. Prior to coming 
to the Thayer McNeil Co.’s store, he 
was in the women’s shoe department 
of William Filene Sons’ Co., and is 
now on the first floor, women’s shoe 
department of the Thayer McNeil 
Company. 

The other salesman is J. H. Han- 
son, who for two and a half years 
prior to coming with this concern was 
employed in the women’s shoe depart- 
ment of Shuman’s, and for a short 
time at the Jordan, Marsh Co. 


Two 


“No Trouble with Prices” 


“We have no trouble with our 
prices,” said Charles E. Holt, mana- 
ger of the first floor of Thayer McNeil 
Co. The only consideration is the 
desired merchandise—if our custom- 
ers can get what they want, there is 
no ‘kick. We are having a good 
spring business—all we want are 
smiling skies to move merchandise a 
little faster.” Mr. Holt stated that 
the demand for rubber soled sport 
footwear was big; but that this de- 
mand would probably grow less as the 
warm weather approached. He also 
spoke of a big hosiery sale which re- 
cently took place wherein fifty dozen 
women’s light weight silk and wool 
stockings in brown mixtures, green 
and brown and blue and green, were 
sold in two days’ time—it was orig- 
inally intended to have this a three 
days’ sale, but the entire lot was 
closed out at the end of the second 
day. 

A new line of women’s mules were 
noted in this store—the uppers were 
in a Persian pattern, with black and 
gold predominating—the lining was 
charming in a beautiful shade of 
cerise satin. 


“Frank” O’ Neill with Jordan, 
Marsh Co. 


Frank E. O’Neill, who for the past 
sixteen years, has been manager and 
buyer of the Jewell Shoe Co., 178 
Federal Street, is now in the women’s 
shoe department of Jordan, Marsh 
Company. The Jewell Shoe Co. stock 
has been sold and the store, long a 
familiar landmark in retail shoedom, 
has disappeared. J. A. Jewell, owner 
of the store, died a year ago last 
October and his widow decided to 
wind up the business. Mr. O’Neill 
“stuck to the ship” until the last spar 
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disappeared and then took up scien- 
tific shoe selling in the shopping dis- 
trict. “Frank” had been with the old 
Jewell Shoe Co. so long that he knew 
all of the customers by name and as 
to their sizes, he hardly ever had to 
ask them, or to look on his record 
what size they wore. Mr. O’Neill is: 
a graduate of the first class of the 
Boston Retail Shoe Salesmen’s In- 
stitute. 


New Hosiery Cases 

Dr. Reed’s Cushion Shoe Store has 
brightened up its hosiery depart- 
ment by two brand new floor show 
cases—these cases extend the entire 
length of the hosiery department and 
are well lighted. There is also an- 
other hosiery and findings section 
directly across the way—each section 
being located on either side of the 
entrance. Moreover the department 
has been further “dressed up” with 
some brand new cartons, each one 
neatly marked with the size and style. 


Two New Round Tables 


The Boston Retail Shoe Salesmen’s 
Institute announces two new round 
tables—namely—the entire shoe de- 
partment of Strawbridge & Clothier, 
Philadelphia, consisting of 60 people, 
and The Rike-Kumler Co., Dayton, 
Ohio, which has a round table of ten 
members. 


A War Veteran Star Salesman 


The splendid salesmanship of P. 
C. Wood with Willson’s Shoe Shop 
was recently commented upon by 
George O. Jones, manager. Mr. Wood 
leads 95 per cent of the salesforce of 
the Willson store. “He is a man who 
is awake every minute,” said Mr. 
Jones. “He has been with us ever 
since he was discharged from the serv- 
ice. Before joining the colors, he was 
a baker in the West, and after the 
war was over, he came in here in his 
soldier’s suit and said that he would 
like to become a retail shoe sales- 
man, that he had often heard of our 
company and was quite sure that he 
vould make good. I thought that I 
would give him a chance, so he went 
out, donned a civilian suit, and was 
put to work. He started in at $12 
and at present he is a $45 per week 
man.” ° ‘ 


W. H. McElwain Co. Moves Offices 


On Monday, March 27, the execu- 
tive and retail direct selling divisions 
of the W. H. McElwain Company 
moved from their old location at 354 
Congress Street to offices at 580-590 
Atlantic Avenue. All other depart- 
ments of the McElwain business 
which were previously located at 
Congress Street have been moved to 
the central manufacturing plant at 
Manchester, N. H. 
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BROCKTON * 


Last Rites for Oscar C. Davis 


Prominent Men in Shoe and Leather: Industry 
Attend Funeral of George E. Keith 
Co.’s Vice-President : 


HE funeral of the late Oscar 

C. Davis, vice president of 
George E. Keith Company, whose 
death was reported in the RECORDER’S 
issue of March 25, was held from his 
late residence in Brockton, March 21. 
Geo. E. Keith Company’s factories in 
Brockton and eleswhere, and in all 
cities where Walk-Over products are 
sold, establishments were closed dur- 
ing the funeral hours. 

There was a remarkable display of 
floral tributes, speaking eloquently of 
the high esteem in which the late Mr. 
Davis was held in Brockton, and, in 
fact, throughout the industry in which 
he was a prominent figure. 

Trade representatives attending 
the funeral representing the Brock- 
ton Shoe Manufacturers’ Association 
were: President John S. Kent; Vice- 
President Chas. E. Moore and Her- 
bert L. Tinkham. The New England 
Shoe & Leather Association, in which 
Mr. Davis was a member of the board 
of directors, was represented by John 
S. Kent of M. A. Packard Co.; Alfred 
W. Donovan of E. T. Wright & Co., 
Inc.; Fred B. Rice of Rice & Hutchins 
Co., Ine.; Charles H. Jones of Com- 
monwealth Shoe & Leather Co.; Chas. 
C. Hoyt of Farnsworth, Hoyt & Co.; 
Philip Fraher, United Shoe Machin- 
ery Corporation; A. A. Burnett of A. 
C. Lawrence Leather Co.; C. M. 
Scudder of U. S. Rubbeer Company. 
Representing the National Boot & 
Shoe Manufacturers’ Association 
were: John S. Kent, a former presi- 
dent; Treasurer Herbert L. Tinkham 
of W. L. Douglas Company; Perley 
G. Flint of Field & Flint Company, 
and W. M. Nute of Howard & Foster 
Company. 

Bearers at the funeral were Presi- 
dent Harold C. Keith of Geo. E. Keith 
Co., Vice-President Geo. H. Leach; 
Superintendent Chas. E. Moore; also 
Walter E. Johnson, Harry Dunbar 
and David Perkins. 

Flags on the Walk-Over and other 
factories were at half mast during 
the day. 


Southern California 
Prosperous 


Returning from a trip to Califor- 
nia, President Oliver M. Fisher of M. 
A. Packard Company reports trade 
conditions excellent, especially in the 
southern part of the state. “Open 
shop” conditions prevail in the build- 
ing trades and much new construction 
is under way. Los Angeles. County, 
California, shows a big gain over any 


other part of the United States and 


indicates important business oppor- 


tunities. Mr. Fisher during his trip 
was most of the time in company with 
R. J. Prince and James Schilling, 
Pacific Coast representatives of the 
Packard line. In talking to shoe mer- 
chants who buy shoes made in Brock- 
ton and the Brockton district Mr. 
Fisher learned that in every instance 
they were pleased with the goods, and 
that quality of shoes must be main- 
tained to supply customers with the 
high grade product to which they have 
always been accustomed. 


New Shoe Store Opened 


A retail concern called ‘“Allen’s 
Boot Shop” has located on the second 
floor of the new Olympic Building on 
Main Street. The proprietors are W. 
Fred Allen and his son S. Holbrook 
Allen. The fitting room has wicker 
furniture and the walls are hung with 
silver gray and blue tapestry. Blue 
rugs and an artistic arrangement of 
mirrors complete the decorative ef- 
fects. Shoes are kept in the stock 
room and all fitting is done in a sepa- 
rate apartment. This is the first 
shoe store in Brockton to be arranged 
in this manner. 


Buying Along Conservative 
Lines 


One of Brockton’s leading manufac- 
turers in commenting upon the pres- 
ent methods of buying employed by 
shoe concerns, says: * “General busi- 
ness and credit conditions are such as 
to cause merchants .to order their 
goods in small quantities with the 
idea of replenishing their stocks fre- 
quently, as business demands. We do 
not expect immediate response to our 
fall samples, and it will be probably 
several weeks before a large volume 
of.-fall business is placed by retail 
shoe merchants. Some shoe buyers, 
at points distant from the market, 
are obliged to place the bulk of their 
fall business early in order to be as- 
sured of deliveries. As a rule, how- 
ever, fall business will come later. 
Merchants are carefully comparing 
prices before buying. 
ture of the shoe manufacturing busi- 
ness which is especially important at 
the present time, as regards the se- 
curing of orders. Closely priced mer- 
chandise must be the rule if business 
is to be obtained. I think that shoe 
manufacturing concerns have thor- 
oughly threshed this matter out, and 
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717 MAIN ST. 
RECLAIM Ulsts 

The One 

Waterproof 

Leather That 

Takesand Re- 

tains a Polish 

Creese & Cook Co. Rina” St 

Tanneries at petal 











“We. “6. DONALD. Vics Treas. 
F. E. JONES COMPANY 
FANCY 
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95 South Street, Boston 















» New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 

Wood Heel 
Machinery 
93 Essex Street 
Haverhill . . Mass. 
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COATED GEM DUCK 
ae 4 Resse ners CLOTH 


MOry Foot Wann” 
Sheet Rubber Soling 


B. ia CHAMBERLIN 


Formerly Walpsto Stee Susely Co 





Colored 
Chrome: 
Sides 


- Beggs & Cobb, Inc., Boston, Mass. 











MAX H. BERGER 


Manufacturer of CUT Soles 
From the Best Tannaged Leather 
Men’s outer soles and Grained inner soles 
Men‘s grain counters 
Men’s and women’s underlifts 
H. BERGER 





MAX 
12 Everett St. 
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Engraving and Printing 











COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











UN] VERSITY 
Elicreorve iT 
—, 




















ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for de- 
tails of our Special Printing 
Service pe the moet and 

oe 
201 South Street, Basten, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street, Boston, Mass. 














Where to Buy 
Wanted Styles 


An extra editorial service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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are placing their new styles before 
the buyers on the basis of lower over- 
head charges and less margin of 
profit than ever before in local trade 
history. Shoe buyers are all from 
Missouri these days and they must 
be ‘shown’ before buying.” 


Factory Office Addition 

The Brockton Rand Company re- 
cently has completed an office addi- 
tion to its manufacturing plant. 
These offices are so arranged that 
each department is separated and ef- 
ficiency increased over previous ar- 
rangements. Finished in white 
enamel, and with ample daylight, 
these offices are ideal workshops. The 
private offices of Messrs. John A. and 
Perley E. Barbour of the concern are 
finished in mahogany and circassian 
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walnut. Fittings and furniture are 
constructed to harmonize with these 
finishes. It is a most effective blend- 
ing of art and comfort. The Brock- 
ton Rand Company is producing ap- 
proximately 150,000 yards daily of 
Barbour welting, distributing its 
product among leading shoe manu- 
facturing concerns in all parts of the 
United States. During the. past year 
it has had an exceptionally busy 
period, and is planning for an in- 
creased output during 1922. 


Shoes for Russian Sufferers 


W. L. Douglas Shoe Co. and several 
other shoe manufacturing concerns in 
Brockton have donated shoes to the 
Russian Famine Relief fund, a drive 
for which has been in progress in 
Brockton. 





PROVIDENCE 


Retail Situation Remains Quiet 


Sales Continue in Cheaper Grade Stores— 
Stocks Being Increased in Anticipa- 
tion of Spring Buying 


ITTLE change is shown in the 
retail situation here. The 
trade is suffering from the vast 
multitude of sales inaugurated with 
the advent of the new year, and which 
now, with the mill strike situation, 
has thrown a great amount of uncer- 
tainty into the minds of consumers. 
Drastic sales continue in many of the 
cheaper price stores, while in the bet- 
ter grade they seem to be preparing 
for their Easter. trade. 

Stocks at the present time are, of 
course, smaller than they were just 
prior to Christmas, but they are now 
increasing in anticipation of usual 
larger volume of business done in the 
spring. The RECORDER representative 
finds that, taken all in all, the volume 
of retail trade for Rhode Island is as 
large as could be expected considering 
present industrial conditions. 


Collier Goes to Lawrence 


William Collier, former manager 
since the opening of the new Sterling 
shoe store at 214 Weybosset Street, 
has accepted a position as manager of 
the Slater shoe store at Lawrence, 
Mass. His position is filled by Wil- 
liam Giblin, formerly with T. F. 
Peirce and Son, and he is assisted by 
Robert Konowitz. 


Reorganization Sale Held 


Previous to alterations on a large 
scale to be started shortly, the Craw- 
ford shoe store at 127 Weybosset 
Street, retailers of men’s shoes, is 
conducting a reorganization sale. 
High grade stock shoes which are 
price tagged in groups of $3.45, $4.45, 
$5.95, make an attractive buy. Frank 


Kenyon, the new manager who comes 
from the Douglas shoe store of 
Springfield, states that when the 
store assumes its new appearance, a 
full line of women’s high grade shoes 
will be stocked. 


Sports Wear Featured 


In the large corner window of 
Thomas F. Peirce and Son, West- 
minster at Dorrance streets, a very 
effective display of women’s sport 
wear is featured. Shoes and hosiery 
with golf bags and sticks are attrac- 
tively arranged. Alongside is a wil- 
low .set of chair and table with mi- 
lady’s hosiery displayed around it, 
denoting the large assortment here 
to choose from. 


Sports and Patent Leather 


Clinton Young, at Evans and 
Youngs, in Pawtucket, reports the de- 
mand running largely towards sports 
wear, and patent leather combina- 
tions. Strap effects are very popular. 
For street wear a decided demand is 
for kid and calf oxfords. 


Rubber Company Holds 
Minstrel 


The second annual minstrel show 
production of the Davol Rubber Com- 
pany Mutual Benefit Association was 
held March 17 in Infantry Hall. 
Prior to the opening of the show at 
8 o’clock the entire troup gave a short 
parade through the downtown streets. 
The affair proved to be one of the 
most merry and enjoyable of the sea- 
son. 

(Continued on page 134) 
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Buyers’ Easy Reference Directory 


Behe Kistler, Lesh & Co., Inc. 
COMMISSION 


LEATHER MERCHANTS 
FINE OAK SOLE LEATHER 














with Welt. Grain Leather 
Insole, Spriug Heel. All 
sizes, 5 to 2. 80c. per 
pair. 


Mahogany Lotus Sandals, Goodyear stitched with Welt. 
Grain Leather Insole, Oak Sole. All sizes, 5 to 2. 75c. 












per pair. 
Terme 2% 10 days. Send for samples of other styles. | BELTING BUT I S 
eect Re eS ne | 332 Summer St. BOSTON, MASS. 


















GREELEY’S BOUDOIRS | | QOPI retest terse te sot. 
FOR THE WHOLESALE TRADE f 


Quality our strong- 


| gt on oe S ae oe 

hold. Send for — 2 

" the shoes % square 
foot of table lay. Bells “ell nines “and 


samples and .prices. 
We will refer. retail 
inquiries to the near- 
est wholesaler. 


; 
Ha 
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Black—Red 
ores prone rien pe a 
ue ‘ing 
: sects, Manareatiedte* ES tan 
. ccess ac 
49 Washington St., Haverhill, Mass. Wash. 
A. W. GREELEY Branch Factory, Newten, N, as Formerly ae ua Co., Inc. 





Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 








No. 32176 Iris Lily Bou- 
quet, 24 x 30 inches, in 
lavender, pink, yellow or 
red with natural prepared 

' foliage, including vase 
as illustrated, each, $1.75. 
per dozen, $18.00. 


Write for MY SPRING CAT- 
ALOG No. 82 with illustra- 


__Terrrrrrrrtre St 
ee ee ee ee 


Strictly Fine Full-grain Calf Leather ASKING 
HUNT-RANKIN LEATHER CO. Frank Netschert 
61 Barclay St. 





106 Beach St. Boston, Mass., U.S. A. 
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APPROVED BY 
MEDICAL MEN 


Asa support for the ankles of 
growing children and as a fully venti- 
ted shoe, the 





The Stick with the Felt Buffer White 
Dry cleans, Recolors, Renews all white Taupe 





and colored shoe fabrics, nubuck and Light hf | a ha Bn Apa 
suede leather. No muss or fuss. Does 7 tg surgeons recommend its use. 
more, costs less, pays a bigger profit. Maltese Make your stock of 






wenTiation@ children’s shoes 
fai complete sending 






White; 80c. per doz. Gross, $9.00. London Gray 
Retails at 15¢. Colors; $1.00 per doz. {Smoke} 
Gross, $11.50. Retails at 25c. White 


your order todey. 
Phone Brockton 2138 
for immediate action. 





put up in 4%, Ye and 1 gross boxes. = BURKLEY 
Colors put up in 1 doz. boxes. Autumn 
‘Terms 6% 10 days. Order from your jobber or direct. (srediom SHOE CO. 





1156 No. Main St. 
Brockton, Mass. 





U. S. Specialty Mfg. Co., Brown 


ican 
Size 1 x 4% in. West Somerville, Mass. Brown (Dark) 
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The War Department’s 
For April 


As an aid to the careful buyer in more closely 
gauging the VALUE offered in War Depart- ™ 
ment surplus stores, the Director of Sales 
anyounces the following program for April 
and May. 





aH Kr aa 


>. » S&S Ss iS 


These are only the more important sales. 
The government reserves the right to make 
such changes as may be necessary. ae 





Several buyers in a community often find it advantageous to share the 
expense of sending a common representative to these sales. By this method, 
goods can be purchased at a figure most favorable to resale at a profit. 


Future Sales in Project Include: 


Air Service Material: Ordnance Material: 

Curtiss Elmwood Depot, Buffalo, N. Y.; Long . Agnes One Descers yl N. J.; + 

: _ : : Ri ° ge, N. J.; Erie Howitzer t, Erie, Pa.; 

Island Engine Plant; Americus, Ga.; Richmond, Picatinney Arsenal, N. J.; Aberdeen Proving 
Va.; Morrison, Va.; Montgomery Repair Plant, Ground, Md. 
Ga.; Chapman Field, Fla.; Carlstrom Field, Fla.; Quartermaster Supplies: 
Dorr, Ga.; Park Field, Tenn.; Selfridge Field, San Antonio, Texas; El Paso, Texas; Camp 
Mich.; Fairfield, Ohio; Love Field, Texas; Hous- Grant, Ill; Camp McClellan, Ala.; Camp Jackson, 
ton, Texas. S. C.; Boston, Mass. 


For full information regarding all War Department Surplus Property Sales, write, 
MAJOR J. L. FRINK, 
Chief, Sales Promotion Section, Office, Director of Sales 
2515 Munitions Building, Washington, D. C. 
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Selling Program 


and May 


Date 


April ro... 
*April tr... 
. Springfield, Mass. .......... Sealed Bid.. 
.Richmond, Va. 


April 17.. 
April 19.. 
April 19... 


April 21... 
April 24.. 


April 27... 


May 2.. 


May 
May 


May 9... 
May o9.. 


May 10.. 
May 11... 


May 16.. 
May 18.. 
May 22... 
May 25... 


May 31.. 


Washington, BD. C.......... 


Long Island City, N. Y 


.San Antonio, Tex 
Coronado, Calif. 
Fairfield, Ohio 


April 25....Schenectady, N. Y. ......... Auction 


SE apc Sealed Bid... 


ye ES ee Sealed Bid.. 


sa i ak hk, Auction 


o 


OE eee 
IS WI coon tes éccceve Sealed Bid... 
. Jeffersonville, Ind. .......... 


.Erie Proving Grounds, Pa... 


.New Cumberland, Pa 
. Philadelphia, Pa. 


. Brooklyn, N. Y 





“Note change in aate of Atlanta Sale from April 13 to April II. 


Material Offered 


.Office Equipment ......... 
..Water & Gasoline Cans... 
Q.M. Supplies............ 
..Steel Lockers ...... Se... 


Shotgun Shells 
& 


Send for catalog to 


ales Promotion Section, 2515 

2 BROEB 200. scccccce scene Munitions Bldg. Wathington, 
D. C. 

i Cc. 0., Q@. M. Intermed. Depot, 

Q.M. Supplies..........-. Candler Warehouse, Atlanta, Ga. 


Commanding Officer, Sp.ingfield 
Armory, Springfield, Mass. 
Chief, M. D. & S. See, Air 
Service, Room 2624 Munitions 
Building, Washington, D. C. 


Q. M. 8S. O. Gen. Intermed. 


Depot, Ist Ave. & 58th St., 
Brooklyn, N. Y. 


Chief, M. D. & S&S. Seec., Air 
Service, Room 2624 Munitions 
Building, Washington, D. 

Chief, M. D. & &. Air 
Service, Room 2624 Munitions 

Building, Washington, D. C. 


Clay Pigeons ........... 
° Q. M. 8. O. Gen. Intermed. 
~~ § 2 Peeps Depot, ist Ave. & 59th St., 
Brooklyn, N. Y. 
: Q@. M. 8. 0. Gen. Intermed, De- 
Q.M. Supplies Beseeeeseses = ae Mason, San Fransisco, 
P Chief, M. D. & S. Sec., Air 
.J-t Airplanes ........... Service, Room 2624 Munitions 
Building, Washington, D. C 
; Cc. O.,.Q. M. Intermediate De- 
ee eee oo eae 
: Chief, M. D. & 8S. Sec., Air 
.. Aero Engines aess 6 0eebne Service, Room 2624 Munitions 


Building, Washington, D. C. 


Chief, M. D. & 8S. Sec., Air 
Service, Room 2624 Munitions 
Building, Washington, D. C. 

Q. M. 8. 0. Gen. Intermed. De- 
pot, 1819 W. Pershing RKd., 
Chicago, Ill. 


Cc. O. Erie Proving Ground, Pa. 


. 8 O. Gen. Intermed. De- 
pot, 1819 W. Pershing Road, 
Chicago, Mil. 


Q. M. 8. ©. Gen. Intermed. 
Ist Ave. & 59th St., Brook- 
lyn, N, Y. 


Q. M. 8. O. Gen. Intermed. De- 
pot, i Ave. & S%th S&t., 
NS, ¥ 
Sales poe Committee, Nitro, 
W. Va. 


c. 0. @. M. Intermed. Depot, 
ya Warehouse, Atlanta, 
a. 


Q. M. 8, O. Gen. Intermed. De- 
pot, Ist Ave. & 59th St., 
Brooklyn, N. Y. 
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(Continued from page 130) 


Retail Merchants Meet 


Retail merchants of the Olneyville 
business organization held _ their 
March monthly luncheon at the Olney- 
ville hotel recently and listened to an 
address by Warren C. Lane of the 
Bryant-Stratton-Rhode Island Com- 
mercial School. Mr. Lane, an experi- 
enced accountant, discussed the value 
of accountancy in business and in- 
formed the merchants that it was one 
of the most important factors of the 
modern commercial world. 


Round Table Discussion 


On Thursday evening, March 16, 
the tenth active meeting of the Rhode 
Island Round Table of the Retail Shoe 
Salesmen’s Institute was held at the 
Sullivan shoe store on Westminster 
Street in the “shoe belt.” Twenty- 
seven men have signed up for the 
course. Robert Lawder, leader of the 
class ably conducted the meeting, and 
many interesting points were settled 
to the satisfaction of the entire class. 
Fred S. Fenner, president of the R. I. 
S. R. D. A, gave a short talk on “More 
Shoes Sold Right,” while Vice-Presi- 
dent J. A. “Bert” Thomas dwelt on 
Corrective Shoe Fitting. 


Shoe Traveler News From Richmond 
The following salesmen were re- 
cently seen in Richmond, Va., with 
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their fall lines: Eli Smith with the 
Selby Shoe Co.; Al Smith with Flors- 
heim Co.; “Ed” Hudnall with George 
Strong Co., and Chesley & Rugg of 
Haverhill; William Hard, the new 
representative of M. A. Packard Co., 
taking the accounts formerly covered 
by Brice Smith; W. Henry Dean of 
the firm of Leonard, Shaw & Dean, 
Middleboro, Mass., and E. A. Terhune 
with Reynolds, Drake & Gabell Co., 
North Easton, Mass. 


$1.00 Per Pair Profit 


Says a shoe traveler correspondent: 
“F. W. Dabney & Co., largest retail 
shoe merchants in Richmond and one 
of the most prominent firms in the 
South, has adopted the $1.00 per pair 
profit idea in their men’s shoe depart- 
ment. This department is in the base- 
ment of their store, entrance directly 
in front of store, is well lighted and 
fitted up. The best of service is being 
given their trade in this department 
—charge accounts and delivery of 
goods as heretofore, but a profit of 
$1.00 per pair is the rule. 

“Edwin-Clapp and Stacy-Adams & 
Co.’s shoes are being sold at $10; 
Florsheim shoes at $8.00 and other 
lines carried in the same proportion. 
The trade is watching the success of 
this idea. So far the firm is satisfied, 
for the men’s department has shown 
a decided increase in business done.” 
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J. C. Lilly Succeeds C. P. Hall 


J. C. Lilly, formerly production 
manager of all of the plants of the 
American Hide & Leather Co., has 
been recently elected third vice-presi- 


_dent of the company and is now in 


Boston where he has taken over the 
work of the late first vice-president, 
Charles P. Hall. 

Mr, Lilly has had twenty-one years 
experience in the manufacture and 
marketing of upper leather. He was 
engaged for part of this time in the 
Philadelphia. district; later in Canada, 
and for the past seven years with the 
American Hide & Leather Ce. 

He was first at the Milwaukee tan- 
nery, where he showed marked 
ability; he then became production 
manager for the Western plants and 
about two years ago tannery and pro- 
duction manager for all the plants of 
the company. He was also made a 
director a year ago. 

In recent years he has become more 
influential in the selling policy. Mr. 
Hall, the former sales head, was en- 
thusiastic over the ability and co- 
operation which he received from the 
man who has now become his suc- 
cessor, so to many persons who de- 
plore the passing of Mr. Hall it is 
some satisfaction to know that one 
who was friendly and sympathetic 
with him is now at his desk. 


(Continued on page 135) 





No. 6 


Illustrated Straps in 
PATENT, GUN METAL OR BROWN 





Ready 
for Shipment 


No. 4c 





No. 6—3.75 per dozen pairs. NO, 4e—$3.00 per dozen pairs. 
These two numbers of straps ready to ship in any color of 
Leather—Special attention given to wholesalers. 


THE MARTINIQUE 


(Affiliated with Hotel McAlpin) 
Broadway, 32nd and 33rd Streets, New York City 





Situated in Centre of Shopping District— 
Adjacent to Theatre Section 


Pntrance from Hotel to New York Subway 
and Hudson Tubes affording direct commun- 
ication with the Pennsylvania and Grand 
Centra] Stations, also general Post Office and 
Railroad Stations at Jersey City. 


The Restaurants offer a truly McAlpin Serv- 
ice—with Club Breakfasts, Special Luncheons 
and Dinners, also a la Carte Service. All 
at moderate prices. 








VANITY NOVELTY WORKS 
913 Gates Ave., Brooklyn, N. Y. 








P 
SReAeane Rooms 600 Rooms = 5 JAGO, 

















BLOODED-STOCK 


lf you were buying a horse and he was just a horse you 
would have to take for granted the things the owner said, 
— aaa wait for experience to show if he had spoken the 
trut 


But if you bought a horse of blooded- stock that had a 
edigree, you would not need to take the man’s word for it. 
igree would show his ancestry and race and give you 

an idea of the animal's capacity for speed and endurance. 


It's the same in buying and. you hy space. Some publica- 
tions sell “just a horse” and ave to take their cir- 
culation statement with a pinch o salt. 


The Boot & Shoe Recorder is blooded-stock. An A B.C 
statement is the pedigree that tells you what to expect in 
the way of speed and endurance. 
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On Ocean on 


The Breakers 


ATLANTIC CITY, N. J. 
Unusually attractive during Autumn and 
Winter Season. _Rates greatly reduced. 

UXURIOUS, heated Solarium, bathed in Sunshine, over- 
looking the ocean, where afternoon musi- 
cales and complimentary “‘Five O’cl Tea Service in- 


vites complete relaxation after your return from an outing - 
on the exhilarating Boardwalk, or from the Golf Course. 


American and European plans 
ee Fireproof Garage 
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(Continued from page 134) 
BROOKLYN 


Shoe Factories Much Busier 


Future Prospects Also Are Good and a 
Few Factories Are Working on Full 
Time 


ITHIN the past few weeks, 

business in the Brooklyn 
shoe factories has taken a decided 
upward trend, according to most of 
the manufacturers here. A few of 
the factories are now working full 
time. One of the largest reports be- 
ing sold up to June 1. Others are not 
so crowded with orders, but have more 
work in sight than they did a few 
weeks ago. Prospects for the future 
are good. More of the manufacturers 
are inclining toward stock shoes. In 
fact, one factory that has a good 
sized in-stock department underesti- 
mated the demand for some of its 
stock shoes and is now unable to fill 
orders that are coming in. 


Small But Frequent Orders 


‘ Orders at present are still small, 
but they are being placed more fre- 
quently, the manufacturers say. Com- 
plaints against prices are still cur- 
rent and some of the producers assert 
that they are able to do little more 
than clear expenses on the present 
price level for finished shoes. It is 
possible that another wage readust- 
ment will be made in the local mar- 
ket around May 1, according to the 
existing agreement with the union. It 
is practically certain that the employ- 
ers will ask for a reduction, at any 
rate. Brooklyn is still high priced 
compared to the wage rates existing 
in other shoe centers. This difference, 
it is pointed out becomes most marked 
in welt shoes and the sport types now 
so popular. On turns, the Brooklyn 
producers have an advantage because 
of the skill of their operatives. 


New Sports Styles Possible 


Some of the manufacturers here 
who have stayed out of the sports 
shoe game are nibbling at it, and 


some new styles in sports footwear 
probably will be forthcoming from 
this section soon. In high grade 
bucks and similar high class leathers 
the Brooklyn manufacturers have an 
opportunity to develop some good 
sports footwear. 

Current demand, outside of the 
sports shoes, remains centered largely 
on the one-strap models. One manu- 
facturer reports his best seller as a 
one-strap patent pump in a variety of 
heels, ranging from the two-inch 
Spanish, through the covered wood 
Cuban to a low military heel. The 
straps vary from % to an inch in 
width and the button fastening is now 
preferred to the buckle. 

Combinations of patent with ooze, 
suede or buck are still good. White 
kid is gaining more attention and 
satins, both plain and brocaded are 
much in the running. 


Will Sally Sandals Revive? 


Some manufacturers are successful 
with gorings. One good model that 
has sold well has an open work em- 
broidery medallion over the instep 
and only small gores at the side. 

Another manufacturer already has 
booked a good business on a white 
buck, low heel, one-strap welt shoe 
with perforations and is preparing to 
put it into stock. Usually, however, 
white buck is being shown in com- 
bination with other leathers. 

Somethimg like the Sally sandal is 
coming back. Cut outs are being 
called for and are shown more than 
for some time past. The cut outs, it 
is felt, will go good through the hot 
weather. Manufacturers would wel- 
come the return of something ap- 
proaching the Sally in popularity. 

Perforations, punchings and under- 
lays are growing again and are shown 
on some of the new patterns. 





LYNN 


More Pretty Shoes Than Ever 


‘Lynn Manufacturing Wide Variety of 
Styles—Whites, Blacks and White and 
Black Combinations for After 
Easter 


YNN is making more samples 

of pretty shoes than ever. A 

new last, shown this week, has a 
handsome round toe, and.a 12/8 heel, 
of wood. Pattern makers are design- 
ing modéls that are fascinating. One 


new shoe calls for 46 different opera- 
tions in the stitching room, which 
shows how footwear is made ‘hand- 
some through artistic designing and 
fine stitching. . : 

New shoes, for after Easter, are 
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white,-black, and white and black, as 
well as of the tan shades, and the * 
sport shades. As manufacturers are 
using a greater variety of materials, 
both leathers and fabrics, and a 
greater variety of patterns, it neces- 
sarily follows that there must be 
more styles. White shoes are of white 
buck, white calf, white kid and white 
cabretta. Many of them have white 


‘soles and heels, either of ivory white 


leather or oak leather, sprayed with a 
white enamel compound. 


Patents Still Moving Well 


Patent leather pumps and oxfords 
continue to sell briskly. New samples 
among them have cut outs in the 
vamps, to ventilate the foot, and 
thereby overcome the criticism that 
patent leather shoes are hot on the 
foot. A few patent leather shoes 
have white soles and heels. 

White shoes of leather and fabrics 
are trimmed with patent leather, red, 
or even green morocco leather, as well 
as brown calf leather. An opinion is 
expressed that selections of colors in 
footwear will be influenced much by 
the colors of fashionable stockings. 

A shoe, made by the Travers Shoe 
Co. presents an apron with an apron 
strap, the strap being carried around 
the quarter and under the back stay. 
For instance, one shoe is of white 
buck leather, with patent leather 
trimmings, consisting of a shield tip, 
pinked and perforated, an apron, and 
an apron strap which goes around the 
quarter in the above mentioned man- 
ner, and the familiar strap over the 
ankle. 

Another shoe, of the one-strap 
style, is of patent leather, with six 
perforations in the vamp. The per- 
forations are of the button hoel style. 
The heel is 10/8 high. ‘This shiny 
shoe, with the ventilated Vaimp,, is 
selling well to the New York trade.”~ 

Incidentally, this firm is cutting 
white leathers and fabrics for the 
first time in four years, which fact 
helps to illustrate the new demand 
for white footwear. 


Lynn Expects to Lead 


Lynn expects to lead in the display 
of shoes at the big exposition in Bos- 
ton in July. Besides shoes, Lynn will 
show leather, machinery, lasts, pat- 
terns and supplies. Lynn will under- 
take to ‘exhibit to visiting buyers 
what is in the shoes, as well as the 
shoes themselves. Albert N. Blake, 
of. the Watson Shoe Co. is president 
of the Exposition. The Lynn Cham- 
ber of Commerce will appoint a com- 
mittee to arange a Lynn display of 
footwear, that will be a tribute to Mr. 
Blake, as well as a credit to Lynn. 


White Shoes—Black Straps 

In'the long line of new samples pre- - 
pared by the Rialto Shoe Co. of Lynn, 
some white shoes with fancy black 
straps stand out prominently. 
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WANTED TO PURCHASE 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I Le value for your entire or surplus 
Leases having a short term te run taken 
over. Established 25 years. 


I. OLENICK 


418 Broadway, New York. Tel. 9531 Canal 


Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U. 8. Pat. Of.) 
CURVED JAW CUTTING 


fj .-s NIPPERS 
{3 The only nipper 
4 = Bo - is just 
ri pe to cut 
out tacks on the in- 
. ¢ side of shoes. 
“Manchester” 
Trade Mark 7 wv. 6. 
’ Pat. 
nip are made of 
hi de tool steel, 
+ plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when or- 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.50 


Frank W. Whitcher Co. 














CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
501 Broadway New York City 
Phone Spring 5160-6161-5162 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes er 
merchandise. 





ntity no object. , 

Bena and mercanthe rte : 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER rietor 

610 Broad 


way, B 00 
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The NEW YORK EXPORT 
PURCHASING CORPORATION 
596 Broadway 
New York City, N. Y. 
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for entire shoe stocks or surplus stecks of 
shoes or other merchandise. Any quantity. 
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166 Pulaski St. Brooklyn, N. Y. 
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: Changes in Business 


3 Current Events in Failures, Suspensions and Activities § 


: in the Shoe and Leather Trade : 


C Wma Name Nee WA NEC NOE NE NE NE 


FAILURES 


Boston.—The Allen Shoe Company, whole- 
sale shoes, reported liabilities approxi- 
mate $6,500; assets $4,200. Developed 
that attachments have been placed. 
No definite offer made, but committee 
of three appointed. Committee ar- 
ranged with attaching creditor to re- 
lease attachment with guarantee that 
the account would be paid, and goods 
were turned over to the creditors’ 
committee. 

Riordan Shoe Co., formerly shoe 
jobber, reported James J. Riordan. 
Liabilities scheduled $7,359.22; no as- 
sets, 

Morris B. Silverman, leather rem- 
nants and whole _ stock. Reported 
made compromise of 20 per cent, pay- 
able 10 per cent cash and 10 per cent 
notes. 

Somerville, Mass.—Moses Folberg, manu- 
facturer shoes, reported, etc. Owing 
approximately $5,000; made offer 20 
per cent. 

Lynn, Mass.—Andrews Shoe Co., women’s 
and children’s shoe manufacturers, re- 
ported involuntary petition, will prob- 
ably be filed and liabilities said to 
approximate $20,000. 

Chelsea, Mass.—Morris Katzman, Chelsea 
Shoe Mfg. Co., reported involuntary 
petition. 

North Attleboro, Mass.—L. Fishbein & 


Sons Co. reported petitioned into 
bankruptcy. 
Lewiston, Maine.—J. L. Walker Co., 


women’s shoe manufacturers, reported 
offering 30c on the dollar, on basis of 
inventory taken February » 1922, 
as follows: Assets, $223,038.80; liabil- 
ities, $430,311.15. They said that in 
drawing this statement they did not 
list the machinery account at all, nor 
contingent liability on customers’ pa- 
per indorsed The items of pay roll 
and taxes amounting to nearly $18.000 
must be paid in full. 

Paterson, N. J.—I, Fabrikant Shoe Co, 
Inc., shoes, reported asked for exten- 
sion. 

Grand Rapids, Mich.— Chapin Co., Inc, 
shoes, etc., reported offer 35 per cent, 
payable 20 per cent a and om ae 
in notes maturing 3, 
months. Liabilities said $82, 000: as- 
sets $70,000. 

Cliffside, N. J.—Cliffside Shoe Co., shoes, 
reported offering 50 cents on dollar. 

Nelsonville, Ohio— John H. Gon. be ge 
reported asking creditors to accept 40 
cents on dollar. Liabilities $24, 489. 70; 
assets $16,500. 

Stephans, Ark.—J. P. ers, shoes, etc., 
reported liabilities . 5,000. In bank- 
ruptcy. 

New Orleans, La. Prag Fishbein, also 
at Bogalusa. La., shoes, .etc., reported 
liabilities $28,019; aamete $30, 362... In 
bankruptcy. 

Greeley, Col.—J. Bodun, shoes, etc., re- 
ported recently in bankruptcy and L. 
D. Harris, took over business for $925, 
which was used to. pay creditors. 

Dothan, Ala.—Sanders Bros., shoes. etc., 
reported involuntary petition in. bank- 
ruptecy. Liabilities about $50,000. 

Hibbing, Minn. A. Sachs & Sons, shoes, 
etc., reported petitioned into bank- 


ruptcy. 

Brookville, Miss.— Stiles, Tate & Co., 
shoes, etc., reported petitioned into 
bankruptcy. 


Judith Gap, Mont.—D. L. Holland, shoes, 
Te he assigned: liabilities estimated 
69,400; assets $60,200. 


van ata av yay (are 
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Polkton, N. C.—The Ross Co, shoes, etc., 
reported petitioned into bankruptcy. 

Nelsonville, Ohio.— John H. Cox, shoes, 
ete., reported offering to compromise 
at 40 per cent, 

Grandfield, Okla. — St. John & Whitt, 
shoes, reported petitioned into bank- 
ruptcy 

Ashland, ‘Ala. —R, I. Black, shoes, re 
ported offering to compromise at 10 
per cent 

Pensacola, Fla.—Cut Rate Store (B. She- 
bor), shoes, etc., reported petitioned 
into bankruptcy. 

Americus, Ga. — Reuben Hoffman, shoes, 
etc., ceported petitioned into bank- 
ruptcy. 

Bowersville, Ga. — Ferguson Bros., shoes, 
etc., reported petitioned into bank- 


ruptcy 

Chicago, *i1.—Block & Weiser (1234 S. 
Kedzie Ave.), shoes, reported peti- 
tioned into bankruptcy. 

Ira Waxenberg (3202 Lincoln Ave.), 
shoes, reported offering to compro- 
mise = 25 per cent. 

Casimer J. Graham, shoes, reported 

liabilities $10,146; assets $8,000. 
Independence, Kan.—W itty Dry Goods Co. 
(H. A. Witty), shoes, etc., reported 
into bankruptcy. 

Detroit, Mich.—Mott Shoe Co., shoes, re- 
ported petitioned into bankruptcy. 
Flint, Mich.—Engel Price Wrecking Store 
(A. Engel), shoes, etc., reported pe- 

titioned into bankruptcy. 

Sol B. White (S. & S. Store), shoes, 
ete., reported petitioned into bank- 


ruptcy. 

Hackensack, N. J.—Mirna A. Blumberg, 
shoes, reported called meeting of 
creditors. 


Lackawanna, N. Y.—N. O. Todrous, 
shoes, etc., reported receiver ap- 
pointed. 

Newark, N. J.—David Willner, shoes, etc., 
reported petitioned into bankruptcy. 
Philadelphia, Pa.—Samuel ~ Ee r (1026 
Wolf St.), shoes, ny offering to 
compromise at 25 per ce 
Pittsburgh, Pa. —Cahill & } “Lib- 
erty Shoe Store,’’ reported offer 75 


per cent. 

Carson Department Store, Inc., 
shoes, etc., reported petitioned into 
bankruptcy. 


Slatington, Pa.—H. D. Jamison, shoes, 
=, a eats: petitioned into bank- 


Pottariiie, Pa.—James R. Kane, 

reported offering 40 per cent. 

liabilities $12,286 80. Inventory 
merchandise $9,976.65. 

Columbia, S. C.—Berry & Baker, shoes, 
etc., reported offering to compromise 
at 25 per cent. 

San Antonio, Tex.—Charles Davis Co., 
shoes, etc., reported 
submitted and accepted calls for pay- 
ment of 75 per cent, 30 per cent cash, 
and balance in six monthly payments 
of 7% per cent each. Liabilities said 
$228,000. 

Columbia, S. C.—Berry & Baker, shoes, 
etc., reported some to compromise 

at 25 per cen 

Waco, Tex wee Williams Shoe Co., 
shoe wholesalers and manufacturers, 
reported ask that affairs be placed in 
hands of liquidating trustees, to begin 
their duties March 10, disposing of 
assets for best price obtainable, and 
to pro rata receipts less the actual 
expenses of administration. Analysis 
of statement shows that ing to 
inventory values and eliminating plant 
account and miscellaneous items there 
are about $90,000 quick assets to pay 
$116,000 liabilities. 

Wichita Falls, Tex.—Harry Katz, shoes, 
reported petitioned into bankruptcy. 


shoes, 
Total 
shows 


settlement’ 
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Whitesboro, Tex.—Ben E. Hurwitz, shoes, 
ete., reported offering 27 per cent 
cash. 

Kenosha, Wis.—Gentle Bros., Inc., also at 
Racine, Wis., shoes, etc., reported in 
bankruptcy. Liabilities $57,868; as- 
sets $54,517. 

Greenville, Tex.—Waltmon & Stephenson, 
shoes, reported meeting of creditors 
ealled for April 3. 

Rule, Tex. — Hills, Street & Alexander, 
shoes, etc., reported offering to com- 
promise at 30 per cent. 

Richmond, Va.—Eva Buch (New York 
Clothing Co.), shoes, etc,, reported pe- 
titioned into bankruptcy. 

Panguitch, Utah — Panguitch Equitable 
Association, shoes, etc., reported pe- 
titioned into bankruptcy. 

Ogden, Utah—H. W. Jones Co., shoes, re- 
ported assigned. 


CHANGES 


Boston, Mass.—Timson Bros., Inc., whole- 
see 000 shoes, capital stock increased by 
40,00 

Brockton, "hein: — Freedman- An Shoe 
Co., shoe manufacturers, capital stock 
increased to $300,000, and 
changed to A. Freedman & Sons, Inc. 

Lynn, Mass. — Bresnahan-MacLaughlin 
Shoe Co., shoe manufacturers, re- 
ported liquidating. 

, Cruise-Sullivan Shoe Co., shoe 
manufacturers, recently commenced 
business here. 

Salem, Mass.— Daniel Glover Shoe Co., 
shoe manufacturers, incorporated au- 
thorized capital of $50, 

Culver City, Cal.—Manker Shoe Mfg. Co., 
shoe manufacturers, capital increased 


Chicago, Iil.—Fause Shoe Co., wholesale 
infants’ shoes, capita] increased to 


$50,000. 

Harvey, Ill—George Roeder, shoes, etc., 
reported sold out to Stiefel & Weiss. 
Sioux City, Iowa—Pelletier Co., shoes, 
etc., capital increased to $650,000 
Wichita, Kan.—Kansas Shoe Store (Peo- 

ples Shoe Store), shoes, consolidated. 

Kansas City, Mo.—Adolph Brenner, shoes, 
ete., reported sold out store at 4712 
East 27th St. 

Brooklyn, N. Y.—Lodin Shoe Stores, Inc., 
shoes, incorporated with capital of 
$10,000. 

Jamaica, N. Y.—I. Goodfriend & Son, Inc., 
Fe incorporated with capital of 
10. 

New York City—Abramowitz & Abramo- 
witz (Hub Shoe Co.), (Triangle Shoe 
Co.), shoes, reported out of . business. 

Westchester Bootery, Inc., shoes, 
inc. oes shoes, incorporated with capital 
of $15, 

M. Wolfe (4031 Third Ave.), shoes, 
reported sold out to Bertha Vogel. 

Rochester, N. Y.—Rochester Whol 
House, shoes, reported sold out. 

Bristow, Okla.—The Booterie, shoes, etc., 
succeeded by F. E. Mascho. 

Tulsa, Okla.—Peoples Shoe Store, shoes, 
incorporated with capital of $10,000. 

Indiana, Pa.—Troutman Co., shoes, etc., 
incorporated with capital of $100,000. 

Rock Hill, 8. C.—Parker-Smoak Clothing 
Co., shoes, etc., succeeded by Parker 
Clothing Co. 


Del Rio, Tex.— Roach McLymont Co., 
shoes, ‘etc., capital increased to 
$200,000. ” 

Milwaukee, Wis.— Morris Biller, shoes, 
ete., reported sold out to Nathan 
Rosenman. 

Montreal, P. Q.—Graze Shoe Co., shoes, 


dissolved partnership. 
Moose Jaw, Sask.—Cut Rate Shoe Store, 
shoes, reported advertising to sell out. 
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Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


6.00 5.00 ment for 
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warded direct to their ad 
must be counted in the advertisement and paid for accord- 
Answers to ads must be sent under letter postage. 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 


Pp . Minimum amount accepted, seventy-five 
cents. For other “Want” advertisements, seven — 


$1.26. Ads under this heading will 

noon, on Friday of week preceding publication date. 

When advertisers desire 

office, twelve words must be allowed in each advertise- 
address. When advertisers desire replies for- 


OSITIONS WANTED—Four cents per word for each 
insertion 


answers to come in care of this 


word of the address 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








REPRESENTATIVE WANTED 


Nationally advertised shoe manufac- 
turer located in the West is now entering 
eastern market, They solicit correspond- 
ence with Salesman with established 
trade. In answering please give the fol- 
lowing information. Territory covered— 
Pe.iod—Name of firm—Approximate An- 
nual Sales—Age—Whether or not mar- 
ried. All replies treated confidential. 
Address D-169, care Boot & Shoe Re- 
qeodee, 189 West Madison S8t., Chicago, 














SALESMEN — Wanted by manufacturer 

of a very large attractive line of Felt 
and Satin Boudoir Slippers. Exceptional 
opportunity for the right party. Must 
have established trade. Address D-164, 
care Boot & Shoe Recorder, 207 South St., 
Boston, 








SBVERAL CHOICE TERRITORIES 
OPEN 


For experienced men to sell in-stock 
specialty line of boys and gents Good- 
year Welts and Goodyear Sewed Shoes 
as side lines, Seven per cent straight 
commission basis. All ten numbers fast 


corder, 207 South St. , Boston, Mass. 











E.*PERIENCED SALESMAN who knows 
the retail trade, New York City, 
Brookiyn and LonkK Island. Barefoot 
Sandals and Kindred Stitchdowns, also 
Child’s, Misses’ and Growing Girls’ Staple 
McKays. No objection to non-com- 
petitive line you may be handling, pro- 
vided proper attention can be given to 
our lines. HAGERSTOWN SHOE & 
LEGGING COMPANY, Hagerstown, 
Maryland. 


NTED — Resident Salesman 


‘Philadelphia, Pittsburgh, Cincinnati, 
Cleveland, Detroit and the Pacific 
to represent a full line of. Juvenile shoes 
carried jin stock. Address 166, care Boot 
£ Shoe Recorder, 207 South St., 
Mass. 


Coast 


Boston, 





LINE WANTED 








WANTED— Experienced and competent 
shoe salesman. State reference, ex- 
perience, age and any other information 
that will enable us to judge intelligently. 
Address D-168, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 











PPORTUNITY—Pennsylvania Manufac- 
ture of Boys’, Youth’s and Misses’ 
and Children’s Welts and McKays in 
Stock, wants a live wire Salesman for 
North Eastern Pennsylvania and one for 
Central New York. Must live in_ their 
respective territories and be men with an 
established trade. Give age and refer- 
ences in first letter. Address D-167, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


EPRESENTATIVES for a line of 
Rhinestone Shoe Ornaments. State 
territory covered. Commission basis only. 
Address K-577, care Boot & Shoe Re- 
conser. 127 Duane St., New York City, 








MANUFACTURER'S LINE 
WANTED 


FOR SOUTHERN TERRITORY 


Experienced Salesman who has 
covered the Southern States for a 
number of years and has a well 
established trade among the high 
class retail morchante, is desirous 
of securing the representation of a 
manufacturer’s line of Men’s or 
Women’s Shoes. Traveled for 
eight years with one house and 
made good every season. Best of 
references furnished. Address 
0-172, care Boot & Shoe Recorder, 
207 South Street, Boston, Mass. 











WANTED—Salesmen to sell an In Stock 
line of advertised Women’s Flexible 
Welt Oxfords and Boots. We back this 
line to agencies with advertising as fol- 
lows: Store signs, window signs, booklets, 
transparencies, price tickets, newspaper 
electros, etc., only-15 samples to carry 
and samples of advertising. A live sales- 
man. should be able to place an agency in 
every town. This is quality merchandise 
for a quality man, who can sell quality 
stores. This is the Timbro Standardized 
Line, 5% commission payable 10th each 
month, no advances. References required. 
Following cities and vicinities open: Chi- 
cago, Cincinnati, Indianapolis, St. Louis, 
Central and Western New York State, 
Illinois, Missouri, lowa, Wisconsin, 
Nebraska, Rocky Mountain States, Texas, 
Louisiana, Mississippi, Kentucky, Ten- 
nessee and Western Ohio. TIMSON 
BROS., INC., Manufacturing Wholesalers, 
620 Atlantic Ave., Boston, Mass. 








S ALESMEN—Calling on best retail and 
department store trade to handle as 
side line, high grade boudoir and toilet 
specialties, also ballets. Made in all 
leathers, satins and brocades, in four 
widths. Commission basis only, All 
territories open except New England, 
New York and Chicago. Address Harri- 
man Brothers, Georgetown, Mass. 











CALESMEN | WANTED—Manufacturers 

line, Infants’, Children’s, and Misses’ 
Square Edge Turns. Most ‘complete line 
on the market and of unusual value. 
Stock proposition. 6% commission paid 
weekly. All territories. References and 
lines carried. Address D-175, care Boot 
& Shoe Recorder, 207 South Street, 
Boston, Mass. 


S ALESMEN—To handle nine samples, 
Ladies’ White Canvas Pumps and Ox- 
fords, popular iB McKays. 5% com- 
mission. TH BEN BEPRLOW SHOE 
Co., 156 Duane Street, New York City. 





S ALESMEN WANTED—To carry our 
line of Women’s Welts and McKays 
in connection with another non-conflict- 
ing line on strictly commission basis, in 
Southern and Western States. Shoes are 
popular priced, and good selling styles are 
in stock ready for immediate shipment. 
Replies must contain full information as 
to territory covered. line you are now 
carrying and annual volume of business. 
Address 1-174, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 








SALESMEN: 


FEW GOOD TERRITORIES 

OPEN. Quality Shoes. Work 
and Semi-Dress. A strong line of 
Boys’ Shoes with soles that wear. 
Liberal commissions. RED WING 
SHOE COMPANY, Red Wing, 
Minnesota. 














EXPERIENCED SALESMEN WANTED 
to fill vacancies in our New England 
sales organization. Must be get-up-and- 
get men, who know men’s shoes inside 
and out. Ours is a specialty line that 
sells readily. EDMONDS SHOE CoO., 207 
Essex Street, Boston, Mass. 





Women’s Line Wanted for 
New England and New York 


Experienced salesman with 
long-established trade is open 
for a snappy and popular- 
priced line of women’s shoes 
for New England and New 
York State. Can get results 
from the-start. Will con- 
sider only representative 
line. Best of references fur- 
nished. Address D 171, care 
Boot & Shoe Recorder, 207 
South Street, Boston, Mass. 








WANTED— Experienced Salesmen having 
established trade. in New England 
States, Eastern Penn., Western Penn., 
Va., and W. Va.. New York State ex- 
clusive of Greater New York, Michigan, 
Ohio, N. and 8S, Carolina, N. and S. 
Dakota and Tenn., to carry our line of 
popular priced Flexible Turns, sizes 1 to 
5, and Spring Heel Turns, sizes 4 to 8 
and 8% to 11, on 7% commission basis. 
We are manufacturers and carry com- 
plete IN-STOCK Department. Prefer 
Salesmen carrying non-conflicting lines of 
Juvenile Shoes. Samples now ready. 

References required. STAUD SHOE 
CORPORATION, Rochester, New York. 





MISCELLANEOUS 





S® 


most modern 


OE CONTRACT WORK WANTED— 
Manufacturer of Ladies’ Fine Turn 
Slippers is open for contract work from 
shoe manufacturers. For past five years 
has manufactured entire output for 
prominent Fifth Avenue shoe dealer. 

ae and expert work- 
men. Facto located in oo ork City. 
Address K-578, care Boot Shoe Re- 
corder, 127 Duane St.. New ork 


Send all replies te Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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right purpose, to the right wearer, in the right 
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the basic problem upon which de 


ve it; for this is 
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industries relating to shoes an 

Annual Subscription in the United States, $5.00 
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fitting, for the right 


Per copy, 25 cents. 


Cable Address BOOTRECO 
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ends 


RECORDER 


t; not only “more” but “right”; sold for she 
: A rice, at the right profit. 

“The Boot and Shoe Nesoraer™ 
the progress of the entire allied 
istribution. 


Canadian, $6.00 


Foreign, $10.00 











POSITION WANTED 


POSITION WANTED 








WELL KNOWN SALESMAN 
NOW AVAILABLE 


Experience covers 20 years in ail 
branches of shoe production and 
distribution. 

He has manufactured shoes, sold 
them to jobbers and retailers and 
knows how to buy. 

A sound knowledge of advertising 
and mail order practices plus credit 
familiarity will help prove his 
worth. He is desirous, however, of 
securing line of Boys’, Men’s and 
Youth’s Shoes, or line of Misses’ 
and Children’s Turns on commis- 
sion. Conducts Boston office and 
has established trade among job- 
bers and mail order houses. 

He is married, 36 years of age, 
dependable, willing to locate any- 
where, provided opportunity and 
salary are commensurate with his 
ability. 

Address P. O. Box 751, 
Mass. 


Haverhill, 














ANTED POSITION as Buyer or Man- 
ager with department store or retail 
shoe organization. Specialized ‘in window 
displays, stock systems and practical 
methods of merchandising. Sixteen 
years experience, Best of references. 
Address C. R. HARDIN, 3403 Lyons 
Court, Des Moines, Iowa. 


UYER WANTS TO MAKE A CHANGE 

'—My contract expires April Ist, 1922. 
Did over One Hundred Thousand Dollars 
the first year and doing better now, can 
give good reason for wanting change in 
position, also A-1 reference from present 
care Boot 





employer. Address D-176, 
Shoe Recorder, 207 South St., Boston, 
Mass. 





FO® SALE—Men’s Shoe Store in Western 

City of 120,000; new stock; $3,000 will 
handle. Must act quick. Address D-173, 
eare Boot Shoe Recorder, 207 South 
St., Boston, Mass. 





OFFICE SPACE WANTED 


HIROPODIST—Wants office space in a 
High Grade Department or Shoe 
Store. Middle Western States preferred. 
Address ‘“‘CHIROPODIST,” 1555 N. La- 
Salle, Chicago, Ill. 


INFORMATION 


“Where to Buy” constitutes a: 
source of knowledge so that he who : 
runs through these pages may read : 
—and learn. 
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OPPORTUNITY 


OPPORTUNITY 








Address: 





CAPITAL WANTED 


by two competent Shoe Men to invest in 
the manufacture of Women’s Shoes. 
these men have had years of experience 
in the manufacturing and merchandising 
of. Women’s Welts and Turns. 


D 170, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


Both 








aa WEEKLY IN THE INTEREST 
i” THE RETAIL SHOR MERCHANT BY THB 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THB CORPORATION 
G. PHILLIPS, President 

BVERIT B. TERHUNE, Treas. and Gen’! Mgr. 
a W. BR. HILL, Ist Vice-President 
ALTER . Vice-President 

‘ARTHUR D. PN a ag) Secretary 
SWAIN, CARPENTER & NAY, Counsel 


B. <. LOGA 
OWEN A, THOMAS 
HELEN M. HANBY 
Associate Editors 





PUBLISHER’S NOTICE 


SUBSCRIPTION— The subscription ice of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the 
United States. 
Philippine Islands and Mexico. The price 
for Canada is $6.00 a year including post- 
age. 

FOREIGN SUBSCRIPTION—The price 
foreign countries except the above is $10. 0 
per year, including postage 
All subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 
Telephone Main 1089. B. C. 
ager. 

ST. LOUIS OFFICB: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Seott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, rose 
Building. H. Walter Scott, ——— 

HAVERHILL OFFICE: Chamber Commeres 
Rooms, Haverhill National Bank Bias, Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second "~~ 
Bank Bldg. H. M. Bowen, Manager. 
phone Canal 4426. 

ROCHESTER OFFICH: 609 Powers 
Rossiter L. “gpase, Western New Y 
Representative. Telepbone Stone 6314. 

LYNN OFFICE: Fred A. Gannon, 

MILWAUKE®S OFFICB: Leonard S. Meyer, 
(B. C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth 8t. 


189 West Madison S&t. 
Bowen, Man- 


PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. oyrtios. Man- 
ager, 11 Haymarket, London, 8.W., 1, England. 

AUSTRALIAN OFFICE: 430 Lit. * oie 8t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William = 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Ai Rivada 2721, 
P. Sabazzini, Gaute.” me 

BRAZIL: Gerente, P S. Fitch, 88 Rus 
General Pan swens, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Ott 
Fubrimann, Gerente ™e 

Cupas Mr. H. Gomes, Corrales, 2A Havana, 





iba. 
JAPANESE OFFICH: Yokohama. a, F. 
Wagen, maagee. 
SPAIN: i de Miguel, 


Librero Editor, "20" Fuencarral, Madrid. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, «unless otherwise noted in advertisement. 
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Kistler, Lesh, Ime., Boston............... 131 


Lawrence, A. C., Leather Co., Boston. .94-95 
Nashua Gummed & Coated Paper Co.. .33-34 
Panther Rubber Co., Stoughton, Mass.... 22 


Quabaug Rubber Co., No. Brookfield, Mass. 42 


25 
me a Wm., & Sons, Philadelphia, Pa. 4 


FINDINGS AND SHOE STORE SUPPLIES 


Baumann, L., & Co., Chicago............ 116 
Clifton Mfg. Co., Boston................. 114 
Coultas Co., D. W., Providence, R. I....128 


Daynite Furniture Mfg. Co., St. Louis, Mo.136 


Elastic Tip Co., Bosto 
Ellis, W. E., Co., Haverhili, Mass 
Emery & Beers Co., Inc., New York City. 32 


Fashion Ornament Co., Brooklyn, N. Y...128 


Hecht Fixture Co., Chicago, Ill............ 136 
Kahn, Edw. E., Co., Brooklyn, N. Y...... 128 
Kawneer Mfg. Co., Niles, Mich........... 20 
Marti B., Ine., New York City..... 128 
Milbradi Mt ig. Co., St. Louis, Mo........ 136 
Myers, F. E., & Bro., Ashland, Ohio...... 136 
Netschert, Frank, New York City........ 131 


Onken, Oscar, Co., Cincinnati, Ohio...... 136 
Parisian Beading Works Co., Philadephia .128 
Success Manufacturing Co., Spokane, Wash. 131 
S, Seep Mfg. Co., W. Somerville, 


Vanity Novelty Works, Brooklyn, N. Y.127, 134 


Whitcher, Frank W., Boston.......... 92, 136 
MISCELLANEOUS 
Atlantic Printing Co., Boston............ 130 
Blacher, Chas., New York City............ 136 
Boot & Shoe Workers’ Union, Boston....110 
Brooklyn Purchasing Syndicate.......... 136 
Calderwood & Preg, Inc., Boston.......... 130 
Hooper Printing Co., Boston.............. 130 
Hotel Breakers, Atlantic City, N. J...... 134 
Hotel Martinique, New York City........ 134 
Howard Print, The, Campello, Mass..... - 92 


Kalter Cerf. Merc. Co., Max, New York. .136 
Kelly, T. K., Sales System, Minneapolis, 
Minn. 106 


National Shoe & Leather Association...... 10 
New York Export Purchasing Corporation, 
TO WR Dec ccivcsvovsec eesccecec lB6 
Reot Co., F. 8., Boston.......... eoscocccld® 
Tolman Print, Brockton, Mass........... 130 
University Electrotype Foundry...... e+ +180 
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‘Constant Comfort 


**America’s Best Comfort Shoes”’ 


CONCENTRATE YOUR BUYING 
QUICKEN YOUR TURNOVER 
USE IN STOCK SERVICE 


The “Constant Comfort” line with a style for every need offers you this 
opportunity. 

Oxfords, straps and boots on a variety of lasts are at your call. 

Extra prompt shipment from stock is another feature you can use to advantage. 

The “Constant Comfort” line, by exclusive specialization and maintaining quality, 
has become the largest of its kind. 


PLACE YOUR ORDER NOW. 


I 












90 





No. 7S—Best Quality Black Kid Oxford, No. 90—Black Kia Oxford, 9/8 Cat's Paw 
13/8 Wingfoot Rubber Heel. 

No. 77—Same style, plain toe. Both in ne. "@1—Same style with plain toe. Both 
Stock, A, B, C, D...ccceeeseeceees $3.35 Se Moock, C, By H BB. .ccccv ccs scet $2.35 









285 





No. 81—Black Kid One-Strap Sandal, 8/8 No. 285—High Grade Black Kid Two-Strap’ 
Cat’s Paw Heel, Gray Ooze Lining. In Pump, 12/8 Heel, Gray Ooze Lining... .83.10 
Stock B, OC, D, Bui... .ceseccececces 82.60 No. 282—Same Style in One- Strap. Both 
No, 86—Same é"3. - grade, drill Jin- 7 Wile Sy a ee Biv owen Sede+ oun 83.00 
Se, fe Gees G, Be Bidececconua .82.10 


Ault-Williamson Shoe Co. 


Auburn LOS ANGELES OFFICE, 109 E. 8th STREET M ain 
BOSTON OFFICE, 139 LINCOLN STREET ine 
Kansas City, Mo., Office—Suite ‘‘O’’ Mass Bldg. 
Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. 7 So. Fifth St. 
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NE 

RE-NEWS Heel 
and Sole Edges + 
—and, better still, the newness EX 
lasts. It does not rub off. - 


REPCO i 
Heel and Edge | ° 
ENAMEL | = 


adds a much-needed “finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. 





For sale by shoe findings jobbers. 
United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 


i ee ee . 
Vol. 
gres 






















April 8, 1922. _ BOOT AND SHOE RECORDER 1. 





HOW ABOUT THE MOOD OF YOUR 
SHOE DEPARTMENT ? 


DOES IT REMIND ONE OF LIGHT- 
NESS, YOUTH, AND VARIETY ? 





FOX SLIPPERS, PUMPS, AND OX- . 
FORDS IN BLACK AND COLORS, 
EXPRESS GAIETY AND LIFE. 











FOX FOOTERY CHEERS A SHOE 
DEPARTMENT, IN APPEARANCE 
AND IN SALES. 





Charles K. Fox, Inc. 
Haverhill, Mass., U.S.A. 


Boston: 54 Lincoln Street. New York: Mar- 
bridge Building, Broadway and Mth Street, 
Room 632. Chicago: Great Northern Building. 





Me , 
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Vol.-81,-No. 3. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 
York, N. Y. Entered as second class matter April 23, 1921, at the Post Offi¢e at New York, N. Y., under the Act of Con- 
gress of March 3, 1879. Subscription price $5.00 a year. 
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Stock No. 345 
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Patent One-Strap One-Buckle, 8/8 Goodyear 
Wingfoot Rubber Heel. In strict accord with 


Fashion’s dictates. 
$3.50 


Made up in A, B and C widths. © 


Leal 








aA 





( f 
: ~ 


Send for folder showing seven 
quick - selling styles in stock. 


Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, MASS. 
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Your Color Choice 
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Whites 
Havanas 
Golden Brown 
Champagne 
Camel 


STANDARD KID is produced in a va- 


riety of colors of uniform quality. 


There is very little variation in shoes 
made from STANDARD KID. You can 
depend upon the color regularity and 
the leather’s quality. Uniformity in 
both essentials. 


If you wish to see this leather, write us 
for samples of the different colors. 





THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 











Pins | 


GUARANTEED corey 
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See 
ge 
“amb fein 12 
ag 4 ,. A Master Product of a Master 
oe Tanner’s Art 


LEATHER that stands out above all other 


leathers as a masterpiece of beauty and de- 
pendability is worthy of the attention of 
makers and sellers of good shoes. 


Gallun’s RAMBLER RED, Number 12, is a 
deep, rich shade, with a lustrous finish all its 
own. 


For the coming season's styles, RAMBLER 
RED is produced in Aztec and Viking Calf. 
These two leathers are smooth finish and are 
available in a wide range of weights and grades. 


A.F. Gallun & Sons Co. 


Milwaukee, Wisconsin 


AE GALLUN & Sons? Inc. 
H.A. Ely, Manager; 11 East: Bos, 72. 
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No.2 
) COMFORTABLE 
SMOOTH 
LEATHER 
INNER SOLE 






7OP BAND 
AND 








LACE STAY 











































oes All Patterns 
0. ] 
ew 
Our N DOUBLE SEWED SUES NVo.3 B'uchers 
2/5 Run SUVENME PROCESS “pen. e-IN” Bals 
. SECURELY 
Is Made With — oo LEATHER iin 
Exclusive ~ UPPER SEWED TO SOLE _ Straps 
eo THEN GENU/NE LEATHER 
Juvenile Extra counrér|  Blucher 
Soft Soles Oxfords 
Golf Oxfords 
THREE FULL 
NolO ALEXIBLE SOLES 
FROM HEEL TO TIP 
UPPER AND LINING, HAND 
NO.7 2 ASTED-NO WRINKLES 
SOLE LEATHER BOX TOES 
No.9 _ALESH SIDE UP 
*~ PREVENTS CURLING 
ALL LEATHERS INCLUDING FINE COLOR KIDS, ALL COLORS OF 
CARL SCHMIDT CALF . 
ALL COLORS FINE GRAIN ELK and PATENT LEATHER. 
TODAY’S PRICES. 
BOOTS Delivery OXFORDS 
12/2CDE 814/11% CDE 5/8DE 2/5E — 12/2CDE 814/11%CDE 5/8DE 2/SE 
2.85 2.50 2.25 1.75 Weeks 2.50 2.30 2.10 1.60 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


Carthage, Missouri 


Write for exclusive selling franchise and advertising proposition. 


EWPIE [WIN 


SHOES for CHILDREN 





REG. U. S. PAT. OFF. 
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320X 


Gallun’s Black 
Calf 


319X 
Nut Brown 


Calf 


$5.35 





IN STOCK 


After April 12th 
AA to D 





DOMINATE THE YOUNG MEN’S. TRADE 


IN YOUR TOWN 


Get acquainted with the Marion Stock Department. 
It is always full of new college styles for young men. 


319X and 320X carry 13 Iron Edge. Wingfoot Heel. 
Style leaders proclaim our “Victor” the popular high 
grade last for Spring and Summer. 


“Marion had it first” is on the lips of many retailers. 
Mail your detailed sizes and widths today for this latest 
correct Marion style for Spring and Summer. 


MARION SHOE CO. 


MARION, INDIANA 
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Like the Roar of 
a howling White Sea— 
The demand thunders— 
Like a Tidal Wave— 
and it’s for Whites—White LEATHER 








The Whitest Whites 





WHITE LEVOR GRAIN KID 
For popular priced shoes 
WHITE LEVOR GRAIN GOAT 


For high grade exclusive lines 


Filling NOW the Roaring Demand 





(CABRETTA) 


(CHEVRETTES) 


BOTH 








G. LEVOR & CO., Inc., 


NEW YORK 


Arthur S. Patton Lea. Co., St. Louis 
McGaw & Atkinson, Chicago 














Tanners 


GLOVERSVILLE BOSTON 


Geo. W. Newman Lea. Co., Cincinnati 
Edward Zohrlaut, San Francisco 
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HAVERHILL 
MASS. 


i { LYNN 


MASS. 





Sf AUBURN 
ME. 


CHICAGO }. | 


ILL. 





















NEW YORK 
N.Y. 








NEWARK 
N. J. 





ST. LOUIS 
MO. 







Ten Points of Contact 


NE must understand the unusual organization of the United Last 
Company to appreciate the service which it renders to the shoe industry. © 
The United Last Company is made up of ten individual producing establish- 
ments—each complete in itself and proud of its reputation for making well 
certain lines of lasts. 


In the United organization, the staffs of the member companies are brought 
together closely enough for effective co-operation; they are kept apart enough 
to insure diversity of ideas. It is as if the United Last Company had ten heads 
to guide it. 


We have model-makers who are constantly originating new ideas in lasts. 
We co-operate with the manufacturer in developing his ideas and protecting 
his exclusive last styles. 


It pays to use United Lasts! 


UNITED LAST COMPANY 


BOSTON, MASS. 


Auburn, Me, Brockton, Mass. Chicago, Ill. 
Lynn, Mass. Milwaukee, Wis. Newark, N. J. 
New York, N. Y. Rochester, N. Y. 


Haverhill, Mass, St. Louis, Mo. 
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A. M. CREIGHTON 
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WHITE NUBUCK ONE STRAP 


SHIRLEY” 


Goodyear Welt—10/8 Heel 
Width A to D—Price $4.35 


“Follow the Creighton Line” 






LYNN, MASS. 




















y 









yy — 





ATU LUMA JEUULUUUUQGAUULEURELAUUUELEU LTA} MUU UU LTS 











! 
i 


IN 
Y 
Uy 


ULUVRUUTEYOVUUUOOUQU0U0U0U0UUEUU AcE 


I 


NZ 





Ap 
ER 

T AND SHOE RECORD 

BOO 








Mod 


2 science fers 
‘mmediate and 


TManens relief 
Sor alf Soot Qtlmeny, 





H. ve enduring infal fooe trouble because 
vou have bance there Sas ©ape from it ? 




















April 8, 1922 





BOOT AND SHOE RECORDER 





This Advertising Is Working for YOU 





365 days in the year this constant procession of full-page 
advertisements in The Saturday Evening Post is telling the 
Foot Comfort Story to millions of foot sufferers. 


In each issue of The Saturday Evening Post the story of 
Dr. Scholl’s Foot Comfort Service is carried into more than 
2,250,000 homes, with individual readers totaling many times 
this number. Multiply this, month after month, and you 
get some conception of what this campaign means to you, 
your store, your profits, your prestige and your future growth. 


To profit to the fullest from this expenditure you should 
hook up your store in such a direct and tangible manner 
that every man, woman and child in your vicinity knows 
that yours is a foot comfort store. This can be easily and 
inexpensively accomplished by putting in a window display, 
by inserting newspaper cuts in your local press, by distribut- 
ing booklets and other literature furnished Dr. Scholl dealers 
free of charge. If you are not prepared to render Dr. Scholl’s 
Foot Comfort Service—if you are not in position to get the 
extra profits and business which this advertising creates 
—now is the time to write or wire for full details which 
show how easy, simple and inexpensive it is to cash in on 
this great opportunity. 


THE SCHOLL MFG. CO. 
213 West Schiller St., Chicago 
62 West 14th St., New York City 
112 Adelaide St., E., Toronto 


Offices in London, Paris, Stockholm, Buenos Aires, Capetown, Mel- oY 


bourne, Amsterdam, Brussels, Basel, Copenhagen, Milan, Sydney 


matt 
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Ni 
Electros. 


Dr Scholls “=> 
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Foot Comfort Appliances: = Sia 
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Let DEJONGE Art -Mat Help Sell Your Goods 


THE TIFFANY OF COATED PAPERS 
ATALOGUES printed on its rich, dull-coated surface have a distinétion that is highly persuasive. Every 
detail of an engraving is brought out with a faithfulness that makes it delightfully photographic. Illustrations 
of furniture, automobiles, hardware, shoes and interior views, sometimes so difficult to make clear, look their best. 
DEjonGE ¢Art -Aat makes the most of every artistic possibility, in type matter and in pictures. To whatever sales 
talk it carries, it lends dignity. 
DISTRIBUTORS 


69-73 Duane St. lOuUIS DEJONGE & CO. New York City 


MANUFACTURERS 
501-509 South LaSalle Street, Chicago ‘416 North 7th Street, Philadelphia 


The Whitaker Paper Co., Cincinnati and al] divisions The Zellerbach Paper (o., San Francisco and all divisions 
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Last Call on Sports and Straps 


for Easter 





No. 478. Price $3.75 
White Nu-Buck Golf Oxford, Dull Calf Saddle, White 


No. 488. Price $4.25 Rinex Smooth Rubber Sole and Heel, Goodyear Welt, 
Cocoa Calf Golf Oxford, Smoked Elk Saddle, Suction Sport Last 
Cupped Rubber Sole and Spring Heel, Goodyear Welt, AA to D 
Sport Last 
AA to D 





No. 475. Price $4.10 
Patent Sport Pattern One Strap, Patent Saddle Strap, 
7/8 Rubber Heel, bres Welt, Sport Last 
A to D 


No. 442. Price $4.00 


Patent Rhoda One Strap, Imitation Tip, 10/8. Heel, 
Goodyear Welt, Princess Last 


: AA to D 
No. 443—Same in Cocoa Calf. Price $4.00 





No. 338. Price $4.35 


No. 337. Price 15 
= Black Satin Alpine One Strap, Full Spanish Louis 


— Areal ay i —_ Heel, Imitation Turn, Euclid Last 
‘ AA to ¢ AA to C 
THOMSON-CROOKER SHOE CO. 


Cc. R. THOMSON, President J. M. THOMSON, Treasurer Cc. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 
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| NEW YORK OFFICE: 545-547-549 MARBRIDGE BLOG., B WAY AT 34ST. 


JACK E JESTER MGR. 
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Gordon 


Large 
Reserve 
Stocks 


HOSIERY 


hy always has been our policy to stand behind our cus- 
tomers with large reserve stocks of Gordon numbers. 
This is one of the reasons that Gordon always has proved 
an unusually profitable line. 

Our customers find it practicable to hold their hosiery 
inventories at comparatively low figures, and still maintain 
unbroken assortments, as we have seen to it that our ser- 
vice on fill-in orders has been kept always at a high degree 
of efficiency. 

Of course, the combination of small stocks, representative 
assortments meeting public demand, and Gordon quality, 
results in rapid turn-over and consequently attractive 
profits. 

On the other hand, it is only too true that when brands 
are allowed to multiply, parallel numbers creep in and in- 
ventories increase! without bettering the assortment pre- 
sented to the public. 

It must be credited to the Gordon brand, therefore, that 
it stands not only for dependable hosiery quality, but for a 
merchandise service also which the dealer can capitalize 
and turn into additional profits. 


BROWN DURRELL COMPANY 


New York Boston 











15 








16 BOOT AND SHOE RECORDER April 8, 1922 Aj 


- 244% Mbenz Case | 


We particularly recommend these 
shoes to you for the very best 
buys in their class—not alone 
because of the lowness of their 
price but also because of the in- 
built quality which makes the 


. price Mean something to you. 
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No. 8013 


Style 8013—Men’s Goodyear Welt 
Chocolate Farm-Wear, Cap Blu- 
cher, Soft Fox, Heavy Single 
Chrome Outer Sole, Oak Grain 
Inner, D Width, Munson Last. 
Price, $2.44 


Style 8213—Same as 8013, except 
Boys’ Sizes, 2% to 6, D Width. 
Price, $2.25 











@ . 
el DT ~~ 


in MENZIES SHOE CO. 









C. S. STEARNS, Boston, Mass. 
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AlenzCasé $9.49 


i, 






We will gladly, upon re- 
quest, send samples for 
your very careful in- 
spection. 





No. 9018 


Style 9018—Men’s Goodyear Welt 
Chocolate Elk Cap Blucher, Soft 
Box, Heavy Single Chrome Outer 
Sole, Oak Grain Inner, D Width, 
Munson Last. Price, $2.49 


~~ 
© 
Lom 
227 ft lk 


FOND DU LAC, WIS. 


New England Distributors 
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HE. art of the finest shoe workers in the world 
is represented in the footwear of our modem 
woman. 





An appreciation of art is manifested by the shoe 
retailer who specifies that only Diamond Brand Fast 
Color Eyelets shall be in the shoes he orders for his 
super-critical feminine trade. 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 
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Mr. Merchant— 


It will be easier to sell this line than to compete with it. 


These “ARCH-AID” Shoes are planned and built to sell—TO 
SELL BIG— 


Sound merchandising merit we know that they have— 


Some other shoes may be as strong or stronger on “bloodless surgery” 
features. The lady’s weak eyes—headaches—or pains in the back--- 


may yield as readily to the influence of some other shoes— 


That is one of the many things “We know not of”— 


But Oh—Brother 


If it’s volume you like—volume you want—if you are a “go-getter’ 


> 


volume operator yourself— 


GET THEE IN TOUCH WITH . 


Tue ARCH-AID SHOE CO. 





Rochester, N. Y. 
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BEACON 


THERE ARE NO BETTER 


SHOES 


pod 
a4 
aR 


iui 




















No. B-5021—Proxy last. 
pendale Russia Oxford. 
Goodyear Wingfoot Rubber Heel. 
and D-5 to 11. 


Price $3.85 


pendale Russia Oxford. 


11; 


Wingfoot Rubber Heel. 
D-5 to 11. 
Price $3.60 


F. M. HOYT SHOE CO., Manchester, N. H. 
18 South Wells St. STOCK DEPARTMENTS LOCATED AT 





ee 


FOR FIT—FOR STYLE—FOR WEAR 


—BIG EASTER BUSINESS 





Chip- 


Wing tip. 


Chip- 
Goodyear 
C-6 to 





Dealers all over the country have 
proven their faith in the big selling 
value of Beacon Shoes by getting 
well supplied for Easter. Our sales 
have been very gratifying because it 
proves our contention that for quick- 
moving shoes, at popular prices, the 
line is unsurpassed. 


WIRE YOUR RUSH ORDERS 


Stock service still in good shape. 








No. B-194—Swag last. Morocco Russia Oxford. 


Brass eyelets. Goodyear Wingfoot Rubber Heel. 


B-6 to 11; O and D-5 to 11. Price $4.10 
No. B-115—Same as No. B-194 in Pi Metal with 
invisible eyelets. Price $4. 10 




















No. B-5019— 
Penn last. Chip- 
pendale Russia 
Oxford. ood- 

year Wingfoot Rubber 


Heel. C-6 to 11; D-5 to 11. 
Price $3.60 

No, B-5032—Same in Gun 

Metal. Price $3.60 


No. B-5030—King last. Chip 
| aw me Russia Oxford. Goodyear 

Goodyear Nao gg Rubber Heel. 
D and E-5 to 1 


Price $3.60 


No. 5033—Same style in Black 
Pony Kid. 


Price $3.60 





18 S« 
Manchester Chics 


New Hampshire 


i | OD 
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BEACON 


THERE ARE NO BETTER 


SHOES 


FOR FIT—FOR STYLE—FOR WEAR 


SIZES BY NO MEANS BROKEN 


In spite of the Easter rush of 
orders Beacon stock service has 
stood the test and we can handle 
your orders for stock goods same 
day orders are received. 

Dealers who have not bought 
Beacon shoes should realize that 
a line with such selling qualities 
and such a stock service is a good 
line to get into their stores. No. B-320—Dover last. Patent 

Leather Dancing Oxford. Plain 
Toe. Soft Haircloth Box. Turn- 


WIRE YOUR RUSH ORDERS ed Flexible Innersole.  Light- 
Weight Fiexible Outersole with 
Close Beveled Edge. Leather 
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No. B-G46—Savoy last. Chip Sold with or without brand. Heel. A and B-6 to 11; O and 
Wingo i Oxford. Goodyear D-5 to 11. = 
ee = © and Price $4.50 


No. B-322—Same style in Gun 
Metal. 


Price $4.50 


Price $5.35 

















eT Lo ae 

















. 553—Brute 
le “Orange ‘stitcht 
- B-386—S last. Morocco . nge stitc ng. 
AT Oxford. "Orange sti ee. Brass eyelets. Squa No. B-388—Penn last. Morocco 
Goodyear Wingfoot wing tip. Solid Jeather . Caif Oxford. ar ingfoot 
“> 11, to i or and D5 B-6 toll. C and DS tol a | gy B-6 to 11; O and 
-5 to 11. 
Price $4.60 Price $5.40 Price $4.50 


F, M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 







18 South Wells St. 
Chicago, Ill. 
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Mak mS of 


High-vrad« Shoes 








THE COMFORT SHOE THAT'S ALSO SMART 


J6T Cousins Co New York 
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ootwear Manufacturers 


invite you to their 


| STYLE SHOW 


to be held at the 


Hotel Commodore 
NEW YORK CITY 


on May 15, 16 and 17 


No progressive dealer or buyer 
will overlook this opportunity 
to gauge the trend of style or 
see the new fashions by the 
style dictators of America. 


o 
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Comfy, 


REG. U.S. PAT. OFF. 


m PATENTED JULY 


HA 


28.1908 & 


GENUINE 


Comfy olippers 


FOLLOW THE GREEN LINE 


Sa 
Don’t Wait Too Long 





T is both unsafe and unfair to depend on 

our “in stock” service to cover your fall 
needs. This service is maintained, not to 
take care of late buyers, but to enable early 
buyers to build up an all-year business on 
Daniel Green Comfys. 


Experience has enabled us to estimate 
pretty closely the amount of stock neces- 
sary to meet the 1922 size up orders of our 
customers who order early. When we reach 
that amount, no more will be made. 


Last year a number of dealers who waited 
too long before ordering Daniel Green 
Comfy Slippers had to turn to cheaper and 
inferior lines to complete their stock. These 
dealers who offered felt slippers with noth- 
ing but price to recommend them, are now 
feeling the reaction in the poor service these 
slippers gave their customers. 


wendy) 


April 8, 1922 





Cheap Merchandise Endangers Your 
Business 


More and more dealers are recognizing 
the value of selling quality and only quality 
lines. A cheaply built felt slipper not only 
disappoints your customers, but gives them 
a bad impression of your entire stock. You 
can’t build business soundly on inferior 
merchandise, no matter how cheap the 
price. 


Genuine Comfy Slippers are now figured 
so that you can sell them at a reasonable 
price. Place your order:now, and be sure 
of your fall stock, and you will not be forced 
to turn to inferior goods. It takes years to 
build a reputation for quality, but it can be 
lost in a single season by selling inferior 
merchandise. 


Write for our Green Book, which describes our national adver- 
tising for 1922 and the merchandising helps we give you to 


boost Comfy sales. 


DANIEL GREEN FELT SHOE CO. 


New York Salesrooms: 
116 East 13th Street 


7 


General Offices: 
Dolgeville, N. Y. 





April 8, 1922 BOOT AND SHOE RECORDER - 25 


WHITE SHOES 


for this season 





A tremendous season for White Fabric Shoes is in 
progress. 





Have you ordered as many pairs as your demand will 
require? Have you allowed sufficient time for their 
manufacture to have them ready for this demand? 


If not, Order Now and Specify | 


i 
i 


OLAR-KLOTH 


the White Shoe Cloth par Excellence 


Quality only has always been the policy governing the production of 
Polar-Kloth. Long staple cotton, 3-ply fine count yarns, manufactured 
carefully into a heavy-weight fine-faced fabric, mercerized and finished 
in a lustrous mellow white, Polar-Kloth for five years has been the basis 
for high grade shoes of beauty and wearing qualities combined. The 
price is not excessive. You can safely specify it with the assurance that 
your manufacturer will deliver shoes of real value. 


Thomas Lake & Whiton, Inc. 


179 South Street . Boston, Mass. | 
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You will improve your line of shoes 
by using 


flee Calf 


ACE RED 
ACE BROWN 
ACE TITIAN 
ACE 75 
ACE 808 
ACE 24 
ACE 909 

































































J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS, U. S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS. “TENRAB” 








| 








————————— 
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REAL SELLERS 


IN STOCK 


$ A; No. 402. 





TONY RED CALF 
' B, C, D, 5% to 11—Rubber Heels 
: Diplomat Last 


FOR WOMEN 
No. 865 
GREY NUBUCK 
Patent Trimmed 


230 Last; A to D;°3 to-7; 
Goodyear Rubber Heels 





TONY RED CALF 
B to D; 5% to 10; Diplomat Last; 
Goodyear Rubber Heels 


FOR MEN ss < 5) 5 





ASK FOR NEW CATALOG 


DIAMOND SHOE CO. 


196 Church Street New York 


Factories, Brockton. 








28 


BUSUSURURONE 





UOT BORO ROMO ORO OT) 











NUSURUBUBORUE 


FETOTSORN 


AW \8/ 4) 














QPL DG GLY OOO LOO O/\S/1'\8/) SSO 0 1S C/O 1010/10 1. 





BOOT AND SHOE RECORDER 


PANTHER INSERT SOLE 














PANTHER SUCTION SOLE 


PANTHER STUDDED SOLE 


“PANTHER” 


Quality Sport Soles 


MAKE SPORT SHOES SMART AND SERVICEABLE 


All “Panther” designs are protected by regis- 
tration. Each style is a peer in its class. 
Every pattern is created for the purpose 
of service in the various fields of sport. 
No one sole can serve all purposes, and on 
this idea we made it possible to select a sole 
which is right for the purpose wanted. 


“Panther” Quality Sport Soles are guaranteed 
to wear twice as long as leather. They are 
made in Pale Pink, Chocolate, Black and Ivory 
White. It is well to bear in mind that 
“Panther” soles have been officially pronounced 
correct for Golf, Tennis, Hiking, Yachting 
and other sports. 


Ask your manufacturer for “Panther” Quality 
Sport Soles. Samples and Prices on request. , 





PANTHER SUCTION SOLE 
Design Registered U. S. Patent Office 


Panther Rubber Mfg. Co. 


STOUGHTON, MASSACHUSETTS 
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NOVELTY TURN SLIPPERS 


In Stock at $3 to $3.30 for Quick Delivery 


Order today—Business 
and Profits for 
merchants. 


Big Values at these 
prices. 
Read carefully— 
don’t delay. 
















PRICE 
$3.20 


No. 806—Same construction as No. 804 
with on _ Covered —_ Sizes B 
3-8, 3%-7, 3%-8. C 3-7, 3-8, 2%-8. 


PRICE 
$3.20 


No. 804—Pat. Chrome |! Strap, 12/8 
Mil. Covered Heel, Lea. Gr. Counter, 
Silk Pate oe Sock Lining. Sizes 
B 3-8, 3%-8, 3%-7. C 3-7, 3-8, 2%-8, Terms, 2% off ten days. 


5 siiiais iia Sold only in 36-pair case 
oc o. ame as a ve in c. : . . 

Kid. Jr, Louie Covered Heel $3.15. lots, of one width, in sizes 
No. 803—Same as above, Jr. Louis Cov- as specified. We are able 
ered Heel—$3.30. to reduce prices by this 


method of selling. 


Heels on these styles can 
be changed on special or- 
ders. Three weeks’ de- 
livery. Full Louis Heels 
are 10 cents more than 
Military Heels. 








PRICE 
$3.15 


PRICE 
$3.00 


B Cedar No. 604—Same construction as No. 603 
Che Mills — te olid 7 7 ; with 8 Mil. Covered Heel. Sizes B 3-8, 
Counter, Lea. Sock aap Silk E Binding, 3% %-8. C 3-7, 3-8, 2%-8. 

Pearl Buttons, Jr. uis Cov 

Pearl Buttons, J" 5°3%-7. 3%-8, 3-8. 


C 3-7, 2%-7, 3-8, 2%-8. 


KARELIS SHOE COMPAN Y 


HAVERHILL, MASS. 
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** 234-Silver Grey : 
THE VERY LATEST SHADE IN : 
NUBUCK | 


ILVER GREY has an indescrib- 

able silvery overtone that bids 

fair to make it one of the most wanted 
shades we have ever produced. 


You may have a sample for the asking. 


A. C. Lawrence Leather 'Co. 
161 South St, ‘Boston, Mass. 


New York Philadelphia Chicago St. Louis 
Rochester Cincinnati Milwaukee 





“Lawrence Leathers Are Reliable Leathers” 
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Announcing :— 


Hannahsons 
New Grecian Pattern 


WE are pleased to offer for your ap- 
proval our new improved Grecian 
Pattern illustrated by the two shoes at 
the right. 

The new shoe includes the very latest 
style features such as—wide horizontal 
strap—the right angle cut-out, the 
straight side seam and graceful Grecian 
Strap. Moreover the cut-out is so made 
that tt will not gap. 


These new features combined with 
usual Hannahson quality give you a num- 
ber for which there is a popular demand 
and which is bound to please your cus- 
tomers. 

And besides—our prices are low and 
permit you to make a worthwhile profit. 
Your order will receive prompt attention. 
Send it today. 


IN STOCK—IN STYLE 


No. B 775 


Flapper 
e One Strap Biide 
Desnle. 3 Pw § Heel. 
B, O, 2%-8 


Note: An wunlooked for volume of orders on 
B 775 has on delayed deliveries. 


prompt shipment. 











Black Satin Gre- 
cian Strap, 14/8 
Spanish Jr. Heel, 
Leather Lined. B, 
Cc, D, 2%-8. 


B 815—Same as above except 
with 12/8 Military Heel. 


No. B 515 


$1.75 


White Canvas Gre- 
cian Strap, - 
Military Heel. B, 
Cc, D, 2%-8. 


No. B 510—Same as above ex- 
cept with 14/8 Spanish Jr. Heel. 





White Canvas Flapper. Wide One Strap Slide 
Buckle, 9/8 Flat Heel. B, O, D, 2%-8. 
In Stock April 15th. 


ANNAHSON 
SHOE CO. 


Terms 


2% 10; Net 30 


It pays to have your name on our mailing list. Send it today 
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wrxs > << advertisement we saw in last week's Wiy So 
ws q oe RECORDER. It’s easy to find plenty ths 
KOs more in other ads and in plenty of the 
_ latest stock catalogs. 


Nees taking a chance in stocking shoes made of 
genuine TONY RED CALF. 


If you doubt this, notice the advertisements and stock cata- 
logs of many leading shoe manufacturers. 


You will speedily be convinced of their confidence in the 
continued demand for 


TONY 


Reg. U. S. Pat Off. 











CREESE and COOK COMPANY 





TANNERIES 
DANVERSPORT, MASS. 
WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 


SALESROOMS 
95 SOUTH STREET, BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bidg., St. Louis, Mo. 

















A DISTINGUISHED BOSTONIAN 


SSS 
uy ARS 








No, 3228 


Brown Lotus Calf Raglan 
Blucher Oxford 
Copley Last 
Terrace Sole and Heel Edge 
Harness Fitting on Uppers 


ABSOLUTE timeliness of lasts and patterns is 
essentially the dominating note in the present- 
day style appeal to young men. 

Add to this, WEAR, and you have “Bostonians” 
that give customers— 





Real Value for their money.” 


Ever sympathetic with the footwear needs of 
younger men, The Commonwealth Shoe & 
Leather Company can increase your sales, by 
serving the young man completely and satis- 
’ factorily. 


















~ 


Commonwealth Shoe & Leather Co. 
Whitman, Mass. 


TONI 


Shoes For 
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No, 3423 


Black Norwegian Lace 
for 
Newton Last 
15 Iron Square Edge 
imple Toe 
Half Round Heel Edge 
Perforated Imitation In- 
step Strap 


THE most convincing arguments establishing the sales 
value of “Bostonians are phrased in plain, terse language. 


“Because they have made money for us.” The most 
exacting merchant must admit that these few words con- 
vey one reason at least why “Bostonians” are featured 
generally as an outstanding line. 


And their salability is assured by honesty in style, fit and 
construction. 


Appreciable all-year demand and increased percentage of 
turnover as vouched for by Bostonian Dealers recommend 
them for your mens trade. 


Commonwealth Shoe & Leather Co. 
Whitman, Mass 


TONI 


Shoes For 
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Progression of Sizes for Progressive 
erchants 
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In Stock—Immediate Delivery 


UCCESSFUL merchants are always open to sound 
suggestions for moving their stock. That is one 
reason why they are successful. 


An immediate means of establishing a profitable rate 
of turnover lies in the wise selection of children’s num- 
STYLE 43—Welt bers. The merchant who can produce instantly three 
. or four different styles for infants, children, misses and 
Sterling Patent Colt Instep Strap . ‘. . 
Pump. Perforated Vamp and Strap. growing girls soon wins the confidence of parents. 


2%-7, Last 22, 7/8 Heel, A-D. ..$3.60 ' 
11%-2. Last 23, Low Heel, A-D.. 290 “Jel-Del” welts are made to guide the growing foot 


oe te as ‘Sn Hel, CE 36? during the above vital stages of childhood. We pro- 
duce them in various leathers, in all sizes needed. 
‘ Their broad range of price is conducive to customer 

satisfaction and liberal profits for yourself. 


Let us send you complete In Stock folders. 


STYLE 31—Welt | | ~DE] * 
Russia Calf Lace Oxford. Medium 


Shade. Perforated Vamp—Lace Row MADE TO ‘GUIDE 
and Quarter. THE GROWING FOOT 


2%-7, Last 20, 7/8 Heel, AA-D $3.85 
Nee ast 21 Lew Heel AD. 8 JELLY~-DELANEY SHOE CO. 


LYNN, MASS. 
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THEY CANNOT RIP 
tang sag? . WMPLE "or WELT (cess 
Tye THE ONLY COMPLETED STITCHDOWN 


Not a Theory but a proven fact. 
Proof : 


Nearly two million pairs made and used and not a single pair or half 
pair has ever come back to us with the outsole loosened or ripped, 
no matter how badly worn they have been. 


THEY CANNOT RIP 
fang sagit P TRIPLE ee) WELT (cry naz sitting uazer snot) 


THE ONLY COMPLETED STITCHDOWN 


o 
Ti The only Stitchdown Shoes, Sandals and Oxfords made with the out- 
sole sewed on with a double row of Goodyear stitching. 





One row through the welt upper insole and outsole. 


One row through the upper insole and outsole, not going through 
the welt. 





THEY CANNOT RIP 
elt TRIPLE He") WELT (zz Rex sutstine peer to sci) 


Sy THE ONLY COMPLETED STITCHDOWN 
The only Stitchdown Shoes, Sandals and Oxfords made showing two 


rows of stitching on the bottom of the outsole. 


THEY CANNOT RIP 
OG sayht TRELE “a. WELT Gea) 


5 THE ONLY COMPLETED STITCHDOWN 
The only Stitchdown Shoes, Sandals and Oxfords made with the out- 


soles sewed’ on so that they cannot loosen up or rip, no matter how 
long they are worn. The outsoles stay on as long as there is any 
leather at all left to hold the stitching. 


Our Shoes, Sandals and Oxfords can be resoled by any cobbler any- 


where, but we will resole if you desire. 





MIN 











Ap 


It v 


abs 
Thi 





Note 
rows 
on ¥ 
rippi 


967 
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Another Added Feature for 
Ramsey’s They Cannot Rip 


FOUR ROWS OF STITCHING ON THE VAMP 


It was impossible for us to improve on the non-ripping process of the sole stitching. 


Now we are making it impossible for the vamp stitching to rip. The four rows of stitching on the vamp 
absolutely prevent possibility of ripping at this point. 


This added feature will eliminate a lot of trouble for you in the long run. 


BAL LACE 





Outside 

Spring Spring Rubber 

NEOLIN SOLES Heels Heels Heels 

5-8 8%-11 11%-2 

t.44t-—-Mahogany Chrome Bal Neolin (Guaranteed to Wear).. $1.20 $1.40 $1.75 

5441—Black Chrome Bal Neolin (Guaranteed to Wear)..: -- 1.20 1.40 1.75 

BEST BEND SOLES 

5400—Cherry Chrome Bal........2ccccccccccccccsccccees . $1.35 $1.55 $1.85 

5401—Black Chrome Bal..........-5-scccccceececeesecees 1.35 1.55 1.85 

H410—Tan Lotus Bal... ..ccccccccccccccsccccccsceveccecs 1.50 1.70 2.05 

5412—Cherry Bik Bal.......... oes 280 1.70 2.05 

5414—Cherry Crystal Bal.............-sse55- ‘ 1.50 1.70 2.05 

5415—Pfister & Vorel’s Brown Lotus Bal........ er 1.70 2.05 

5416—Combination of Cherry and Smoked Elk Bal......... 1.50 1.70 05 

5418—Black Elk Bal............sseeeeeess Ee 1.50 1.70 2.05 
BEND CHROME OR ELK SOLES 

BOTB—Chatey TR Bal... cccccccccccccccccscescccsevccsces $1.50 $1.70 $2.05 

Bere eeeG TE Bad. wc ccc ccc cccccccccscccescccccscces 1.50 1.70 2.05 

5476—Mahogany Chrome and Smoked Combination Bal...... 1.50 1.70 2.05 

EE Mo wees we dwaceneses 6s 865 hein nss0640nes 1.50 1.70 2.05 


Note: The four 
rows of stitching 


on vamp prevents BAL LACE BUT TON 


ripping here. 


All Button Shoes can be had in the same styles as Bal Lace noted above, same prices. 


RUSSIAN BOOTS 


500—Russian Boot, Mahogany and Smoked Top, Best Bend 
GE GHD cc kccececescacvcceceenesccesesess $3.00 $3.50 $4.00 


y 99 








ee 






“ THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE we’ WELT 
Cn ae gr paren aneme HOLDING OUTSOLE TO INSOLE AND UPPER THAT Is, 


TWO RDWS OF GOODYEAR STITCHING SHOWING ON BOTTOM OF OUTSOLE RAMSEYS 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, ‘N.5Y. 
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A McKAY OF MERIT — IN STOCK 








BROAD TOE LAST IN 
84% to 11—i1'/2 


ENGLISH TOE IN 


to 2 











2, TO 7 
STOCK NO. 600 
PATENT CHROME, ONE STRAP 
8p TO 11 SPRING HEEL cD $1.85 
ie TO 2 48 BCD 2.35 STOCK NO. 501 
va TO 6-8 ® ; TAN SIDE LACE OXFORD 
STO€K NO. 502 PERF. TIP VAMP AND TOP OF QUARTER 
AME A T WHITE CLOTH 
8! v0 9 arouse Na. “ hey $1.70 8% TO 11 SPRING HEEL co $1.76 
if TO 2 4-8 “ BCD 2.15 114% TO 2 4-8 o BCD 2.25 
22707 8-8 “ BCD 2.65 2%TO 7 8-8 “ BCD 2.75 





F. E. DONALD 
BURLINGTON, 








COMPANY | 
NEW JERSEY 





























oston | 
CREAM The Perfect 
AM | 
POLISH — | Polish for 


Sport Shoes 


ere: of Smoked Horse _ } 
ee | 6and Smoked Elk  ; 


Cheam °" 
PRICTION 
It Cleans Them ; 
Easily and Well! 





POLIs 





A cream friction polish of the highest quality. > 
You should sell a bottle with every pair of sport : 
shoes. Can be applied in a few seconds. Dresses $ 
the shoe and improves the leather without leaving ; 
the surface sticky. It also cleans and dresses all 4 
other smooth-finished leathers. 


For the white season: White Canvas Cream; White 
Heel and Edge Stain. 4 


$2.00 Doz. $22.32 Gross ‘ 





If your wholesaler cannot supply you write us. 4 


Boston Blacking Company 


Specialty Department 


East Cambridge, Mass., U. S. A. 





This Spring’s Two Best Sellers 
in Stock for at Once Delivery 


Send your order and ask for catalogue of 
our complete in stock line of popular num- 
bers. 


IN STOCK 


No. 655—Patent Colt One 
- Strap, Button, Last No. 30. 
9/8 Rubber Heel. 

Sizes 2%-8. Widths C, D, B. 


$2.40 


Style No. 655 was wrongly 
quoted at $2.30 in our last 
advertisement. 


IN STOCK 


No. 667—Patent Colt Five 
Eyelet Jazz Oxford, Last No. 
30, Imitation Turn Edge. 


Sizes 2%-8. Widths c, D, E. 


$2.25 


This shoe without 
rubber heel $2.15 


Terms: 7%, 10 Days—6%, 30 Days 
F.O.B. Everett or Boston 
Sold in case lots to jobbers. 


Bunker Hill Shoe Co. 


EVERETT Manufacturers MASS. 


















No. 655 























Ay 
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This advertisement will appear in The Saturday Evening Post for April 22, 1922 

















MODEL NO. C147 


Burton Brown 
—a Brown Shoe 


Quality in shoes is due to 
three factors—(1) leathers; 
(2) shoemaking; 3) deter- 
mination to excel. All three 
must blend in the perfect 
product. 


When you seek class, 
comfort and quality in shoes, 
look for the trademark 
“Brown bik” stamped in the 
outer shank of the shoe. 


Every’ shoe marked 
“Brownbikt” js built from 
dependable teathers by expert 
shoe makers and conforms to 
a definite standard which 
represents exceptional value, 


Burton Brown Shoes for 
Men all bear the “Brown bil” 
mark — all have Goodyear 
Welt Construction—all rep- 
resent unusual values at 
$7.00. $8.00, $9.00 and up. 





MODEL NO. A-136 


Barbara Brown 
—a Brown Shoe 


Women admire Barbara 
Brown Shoes for their style 
qualities and for their wear- 
ing qualities—for their artis- 
tic excellence and for their 
intrinsic worth. 


All Barbara Brown models 
are genuine “Brownbilt” 
Shoes for Women—made by 
master-craftsmen — and em- 
phasize women’s natural 
graces by nicety in finish and 
perfection in fit. 


Barbara Brown Shoes are 
health - builders — betause 
they encourage the graceful 
exercise of walking by the 
ease and comfort they give 
the feet. 


The latest models in the 
most fashionable leathers sell 
at $7.00, $8.00, $9.00 and up 
—with the name “Brownbil” 
in the outer shank. 








“N 





For Girls 


BusTER BROWN 


—A Brown =! SHOE 





‘Lo Brown Shaping Lasts give to Buster Brown Shoes their 
distinctive, health-building qualities. Other lasts are based 
upon four measurements—as contrasted to the eighteen necessary 
to bring each Brown Shaping Last to scientific perfection. 


Consequently, Buster Brown Shoes must insure niceties 
in fit—must properly support each bone and muscle—must 
protect and develop the growing feet—must prevent those 
ailmen|s which invariably come from wrongly shaped shoes. 


Besides these exclusive health features, Buster Brown 
Shoes are skillfully made from dependable leathers—with soles 
cut from the heart of the Sshe~Clendieer Welt Construction 
—and are sold at $4.00, $5.00, $6.00 and up, according to 
style and size. 







MODEL NO. F 363 


Buster BRown 
—A Brown SHOE 














Brownbilt Shoes are manufactured only by 


Wrworirs 90s Gownganna St. Louis, U.S.A. 


and are sold by good stores everywhere 


Buster Brown Shoes have the largest sale of any Goodyear Welt Children’s Shoes 
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THE 
WALK- | 
INDUSTRY 
Em A Pattern 
Factory 
a wt exclusively 
for 
Walk-Overs 











views showing iss tt 
WALK-ODER Patterns a UT 
in the making. 
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4 
Py ~~ ‘4 
| 
L +H Sunn 
QV ]aike most shoe manufac- 
0 ~ turing plants, WALK-OVER 


has a fully equipped Pattern 
‘ Factory of its own in which 
the hundreds of thousands of 


a patterns used in the making of 
- see _— WALK-ODER Shoes are de~ 


~~ aL 


poraggee'  N signed and manufactured. 





0 By controlling this auxiliary industry, delays and tie ups are avoided and new 
designs can be rushed through and given more quickly to the trade. 











Geo. E. ‘KEITH COMPANY 
MAKERS OF WALK-OVER SHOES 
FOR MEN AND WOMEN 
CAMPELLO, BROCKTON, Mass., U.S. A. 


Exclusive agencies in all important cities in the United States 
and the World over. Inc’ New York, London and Paris 
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Biulbken 


(ey There are lots of shoes for kiddies, 
4u? only one BRilliken. 
The agency for Billikens — 


oe merchant's best asset. 





Shoe Company 


ST.LOUIS MISSOURI 


@ —MElroySloan 
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DOLGEVILLE 











Two Ways to Build 
Year Round Profits 


EALERS who are enjoying year 

round profits in felt footwear must 
do two things. First, feature a line in at- 
tractive display for every season of the 
year. Second, stock a reliable brand which 
will win and keep the satisfaction of your 
trade. 





Dolgeville Felt Footwear is the ideal line. 
The smart colors, superior quality and 
genuine service identified with the Dolge- 
ville name and trade-mark is your guar- 
antee of trade satisfaction and year round 
profits. 


DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, New York 
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a oo Spear nao aOR, 


Shoes for 
Tnfan ts and Children 


PPORTUNITIES are greater now 
than ever for the profitable merchan- 
dising of high-grade welts and turns for 
young folks. The location of your store 
makes little difference if you offer shoes of 
merit to fit any foot from infants to grow- 











ing girls. 


The Dr. Posner line, complete in scope, 
affords immediate shipment of most desir- 
able styles in both pumps and oxfords in any 
quantity. This In Stock service is ready to 
start working for you today. 





Wire or write for sample assortment. 





Patent Leather — stocked in 
welts and turns. All sizes, 
infants’ to growing girls’. 


DR. A.DOSNER, INC. 


OFFICE 142 W. BROADWAY Af, 











NEW VORK CIT 
FACTORY 
BROOKLYN, NN. 


Shoes fp ‘Growmng Girls, Misses 






Ad 
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FOR MEN AND WOMEN 
STOCK STYLES READY NOW 


mM, 


68-972—Men’s Oxford, P. Vv. '$ S 50 


B-962—Men’s Oxford. Barnett’s Van Ruba Single sole, Goodyear Wins- 
Vamp and Top. Goodyear Wingfoot “50 foot Rubber Heel, “Our 5.5 
heel. 12 iron Single sole. Hard Advice” Last. Price.......... 
box. Belmont last, Widths A to 
D, Code—“Classic.” Price..... B.975 — Men’s Gun Metal Calf Oxford. 
Widths Ato D. Code ‘‘Candy.” 
“Our Advice” Last. Price.... . “a, 


OUR NEW STOCK CATALOGUE WILL 
INTEREST YOU. SEND FOR COPY. 





B-108—Women’s Sport Oxford. Brown Elk 
Vamp, Top and Apron. Tan “Du-Flex.’ 


ribbed sole and heel End box. 
Orange fitted. 125 last. Widths 
A to D, Code—"Diana.”’ Price. 


B-109—Women’'s Sport Oxford. Smoked Elk 
Vamp and Top, Apron, Tip and Heel Stay 
of Gallun’s Color 4. Leather der and heel. 
Hard Box Toe Wirths 

to D. 125 Last. Code—* ‘Dora. 10 C 


DEE cédenecpeeubacsthscenveunl 


Charles A. Eaton Company 
“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 
BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 5 











UeeT PReaAPreeee ewe Pee we Uiejr eee Uy 




















es 
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say We] ND Shoetime demands the brisk, energetic styles of today even 
BLY ¥ for children—the men and women of tomorrow; and the founda- 
4249 tion of your future business. 























Fit the children carefully; it will save you many fitting troubles in the 
future to have them realize that their feet were taken care of properly 
‘ in your store. This, together with ‘the quality so necessary for the rough 
usage of children’s shoes, and so prominént a feature of KO-REC-TOE 
shoes will gain your store the reputation of Children’s Headquarters and 
- will draw the business to your other departments. 


A Toppie lace, cut of firm, mel- 
low Mahogany Calfskin; firm, 
pliable oak bend soles, and se- 
lected solid leather heels. No 
cut-off vamps; but heavy grain, 
sole leather counters and toe boxes. 


IN STOCK 


6802—Infants, 6-8, D wide......... $2.65 
7802—Childs, 814-1144, B, C, D 
EE Pit c ienseteeh esos 4ho earn $2.95 


8802—Misses, 12-2, B, C, D wide. .$3.35 


9803—Grow. Girls, 214-7, A to. D 
SE ctr Sun che ce'eet tba $4.50 





No. 9544—Mahogany Kip Oxford made 
over the popular medium pointed last. 
As a high grade number to retail at $5.00, 
this oxford cannot be beat. 


In Stock—In Sizes 


AA 314-8 $3.50 
A 3-8 
B, C and D 214-8 





Your order will receive immediate attention and prompt service. 
Write or wire today. 


We will gladly send you our booklet showing additional styles 
in stock. 


THE L. D. STICKLES SHOE COMPANY 


Manufacturers 


RED WING MINNESOTA 
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~~» *.* Vulco-Unit End Box 

~*~ A short box toe, just high enough to prevent wrinkling 
at the toe. Adds to the appearance of Golf and other 
Soft Toe Shoes, Gives greater comfort. 9. the wearer. 








The genuine “Vutco-Unrt” Box Toe is made and sold only by 


BECKWITH MANUFACTURING COMPANY 


111 SUMMER STREET, BOSTON, MASS. 


CHICAGU, G. W. Kibby & Co. ST. LOUIS, Oscar F. Wright Co. CINCINNATI, Geo. A. Springmeier Co. 


THE LARGEST MANUFACTURERS OF BOX TOES IN THE WORLD 





































April 8, 1922 BOOT AND SHOE RECORDER 


Big Selling—Seasonable Styles 


IN STOCK FOR IMMEDIATE SHIPMENT 


Brown Kid Skins Only — With Wingfoot Half Rubber Heels 
All styles carried. A to E widths, sizes 5 to 11. 









“PEP” 
Style 3983 








Stock No. 3983. As _ illus- 
trated. Brown Kid Oxford, 
Pep Last. Price...... $5.85 


Stock No. W-3. As Style 
3983 in Bal. Brown Kid 
Bal, Pep Last. Price, $6.25 






















“SAXON” 
Style 3993 





Stock No. 3993. As _illus- 
trated. Brown Kid Oxford, 
Saxon Last. Price. ..$5.85 


Stock No. 3103. As Style 
3993 in Bal. Brown Kid 
Bal, Saxon Last. Price, 
$6. 









85 









“NEWGATE” 
Style T-3 











Stock No. T-3. As_illus- 
trated. Brown Kid Oxford, 
Newgate Last. Price, 

$5.25 


Stock No. 3093. As Style 

T-3 in High _ Blucher. 
Brown Kid Blucher, New- 
gate Last. Price... .$6.85 






























J 671 No. Sangamon St. 
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“Business is better than ever to- 


day but we can’t let up for a minute, 
and it’s quite a strain jumping into 
things hard and whooping her up. 


“That’s one reason my new lot 
of fixtures are so helpful, no more 
fuss and worry about trimming the 
window. With fixtures that are 
beautiful and practical to work 
with, fine displays are quickly 
made.” 


“They will put your store and windows across 
at a time when it is mighty easy for business to be 
dead.” 


The progressive merchant who made this state- 
ment followed it up by many others— 


Change windows often! 
Merchandise, morning, noon and night! 


Go after ’em! 


elf 


The CHIPPENDALE design, Dis- 
tinctive in Character—makes the 100% 
window. Complete from heel rest to 
background screen. 


He did. 





Measure up your windows, let. us 
know if we can help with suggestions for 
BETTER DISPLAYS. 


HUGH LYONS & COMPANY 


707 South Street 
LANSING, MICHIGAN 


Chicago 


Boston 


New York 
232 S. Franklin St. 35 West 32d Street 52 Chauncey Street 


*“Make Buyers Out of Passersby.”’ 
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HIGHEST GRADE 





BAREFOOT SANDALS 


GUARANTEED 
HIGH GRADE 
WELT 





No. 8381 Welt Two Strap 
BAREFOOT SANDAL 


Made of Mahogany Lotus, leather lined quarters. 
Children’s Sizes 


BO Ge BD, COP CRs cccccccdhadecetsacesbbbncnctcssdncses $1.60 
8% to 11, two strap, oak bend sole...........5-eeeeeees 1.85 
11% to 2, two strap, oak bend sole. ..........c cece ececees 2.10 
Women’s 
2% to 8, two strap, oak bend sole...........00seececeeees 2.50 
IN STOCK D WIDTH ‘ 


Made to order B, C and E. 
(Made to order in brown, smoke, black and patent leather.) 
Infants’ Barefoot Sandal 
2% to 5%, buck sole........ ibaa ends thas ass canines ee $1.35 
6 to 8, buck sole 1.50 
No. 8S— Tan Lotus. 
No. 89—Smoke Elk. 


PreED PIPER Welt Sandals, made in Factory No. 1. 
Patented Improved Welt. No tacks, nails, staples or 
metal fastening; one-piece leather insoles, to which 
are inseamed uppers and counters; very flexible; close 
edge; easy to repair; Nature Shape Lasts. Positively the 
most comfortable and longest wearing sandals ever built. 





In Stock 


GUARANTEED 
NON-RIP 
STITCHDOWN 








Two Strap BAREFOOT SANDAL 


Oak bend outsoles. Guaranteed rot to rip. Whole and half sizes. 


Ur Winn oo0o bt 608 6.00 40s 6.460 64 H0b 650005 oS OEEES CSR DEES 1 
RT SET 7 ott iS ci dpccdqcccesceehybeenainen 1.30 
11 OD. Di cv seddcccccdccaceccesecececsesccesccessedevessecs 1.60 
2% to &, with heel... .....cce cece csrecceccerscerseceee 2.00 


IN STOCK PB WIDTH 
No. 3078—Smoke Elk. 
No. 3058—Chocolate Elk. 
No. 3008—Brown. ait Gun 6 —_ 
nfants’ e Strap Sanda 
2% to 5%, buck sole... 2... eee e cece cece eect eeeeeeeenees $1.05 
6 to 8, Duck sole... cece cece eee reser eeseveessecees 1.15 
IN STOCK PB WIDTH 
No, 28—Tan Lotus. 
No. 29—Smoke Elk. 


HESE gvaranteed non-rip sandals are made in our 

factory No. 2, which is devoted exclusively to fine 
stitchdown footwear. Made of solid leather throughout 
on Full Standard Measurement Footform Lasts; Good- 
year sewed; no tacks or nails; smooth on inside. Built 
for sturdy wear and maximum comfort. 


Terms 2% off 30 days or 45 days net 


This is our 17th successful barefoot sandal season. 
Be prepared for all classes of trade with these two grades. 


_ ORDER TODAY 
WAUSAU, WISCONSIN 


Exclusive Manufacturers of Pied Piper Children’s Shoes and Dr. Sommer’s New 
Dawn Shoes for Men and Women—made by Patented Improved Welt process. 
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REEQUIP YOUR STORE 


Lf COMPETITION ofnew and up-to.date store, 
our fiby revegu you can fund the doe 4 
$e re 111 1 
wh ioe ‘ ee otive’ by tnstdliing It inowiduae chairs 
gm tting ) stools to match. 


RES have the advantage because t 
a wih everything new, thts n are raging %. 
store tts & advertisement. et for : 
Shoes and accessories it probab Vantage over the 
older, petter rs Known stores. But oars attractive ty atrange 
inter, pre do gavertise the store, drawing to it the trade 
‘Who appreciate appearances. 


g can serve yous well in showing you how to re-equtip 
your store. (Thereby help you to mairitain your leadership) 


SER? US a photo with diagram of the floor area. Ve 
will give your Gee the same attention which we 
give to nationally knewn shoe shops. 


VSVVBV 


MILWAUKEE CHAIR C8 


FOR OVER AHALF CENTURY 
Makers of Fine Chars 
LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
MILWAUKEE -CHICAGO -NEW YORK: SEATTLE- MINNEAPOLIS 
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Spring Styles for Young Folks 
IN STOCK 


These two styles are numbered 
among our best sellers for the 
present season. Note the broad 
strap in the one strap pattern— 





and the daintiness of the Sally. Patent Sally Sandal Turn 
Fairy 3, 2 to 5, D, $1.35 
They are typical. . 103, 3 to 8, D, 1.65 


203, 814 to 11, D, 2.10 
S- — 
hoes 


TRADE MARK 


There are many more 2m stock 
styles shown in our new catalog. 
Send for a copy. 





Patent Low Heel 


One Strap Welt 
Fairy 2120 214 to 8A to D $3.30 


GRIEB SHOE MFG. CO. 


309 Arch Street Philadelphia 
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VELOURS CALF 


Reg. U. S. Pat. Off. 


P & V Velours Calf forms the high- 
est grade of black chrome-tanned 
calf leather on the market. Manu- 
facturers of high grade shoes know 
the supremacy of this famous 
product. 


A smooth full grain calf leather in 
bright or mat finish, glazed to a 
very smooth dirt-resisting surface. 
Its fine grain and even break are un- 
equaled. 


Specify P & V Velours Calf, for the 
buyers of fine footwear will appre- 
ciate the excellent qualities of this 


leather. 


PFISTER & VOGEL LEATHER CO 


Milwaukee Wis. Established 1847 
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PATENT CHROME MAHOGANY KIP 

Genuine patent chrome. Solid leather heels. , 

Best of soles. Sole leather boxes and coun- Best mehegnay kip. Perforated tip. Sale 

ters. Widths B, OC, D. leather boxes and counters. Solid leather 

ReesT—Chlid’s Spg. Hl. 8%/11...%2.35 heel. Widths B, C, D. 

i28—Misses’ Low Hl. 114%4/2... 2.75 

R4629—Y. L. 9/8 Hl. A shea 3.35 R4601—Child’s Spg. Hl. 8%4/11...82.35 

R4602—Misses’ Low Hl. 11%/2... 2.75 


Same in Gun Metal 
R4631—Child’s Spg. Hl. 8%/11... 2.35 
R4632—Misses’ Low Hl. 11%/2... 2.75 
R4633—Y. L. 9/8 Hl. 2%4/8....... 3. 25 


R4604—Y. L. 9/8 Hl. 2%/7....... 3.25 





sINBAc 


The “Helthy-Fat’ Line 
Shoes for Young Folks of All Ages 


When you wish a beautiful cabinet built, you do 
not select a journeyman carpenter to do the work. 
Instead, you hire a cabinet-maker, a superior work- 
man—a specialist. That’s good business. 


When you want superior quality, finish and service 
within our field, then why not come to SINBAC—for 


twenty-six years specialists in children’s shoes? 
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THE POILU THE COPLEY 


220—Schmidt’s Medium 100— Brown Kid, 
Tan Calf with Ar- Grade, Solid Leath 
mortred Heels. B-D er. A-D $5.25. 
#4.75. 101—Fine Black Kid as 
above. A-C $5.00. 























221—Black Gun _ Metal 
Calf. B-D $5.15. 














GRATIFYING 


N looking back and viewing the progress of the Louis W. Gordon Company, 
Inc., during the past season, what we have achieved may be properly expressed 
in the one word—'’Gratifying!” We have grown lustily and are still gaining daily. 
Gratifying, alike to ourselves and our Trade, for our complete line of popular- 
priced men's Gordon Shoes has met with a favor that speaks well of its merit and 
its value. 
Every day our organization is striving to the better care for your needs, and our 
complete Spring and Summer, 1922, In-Stock-Styles are the result of unbounded 
effort and care which again we know will lead you to say with us “GRATI- 





200 el CORR Pu 





Fed 
4 FYING. 

EI We offer here two numbers which are absolutely up to the description in every 
=| detail. A trial order is invited. 


| 


Note, every pair of our shoes are constructed with those splendid ARMORTRED 
RUBBER HEELS. 

















ous We Gompoy i 


149 Duane Street 
Mi canai 7162 New York 
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+ WHITE BUCK WHITE EVECLOTH 
¥ MILITARY HEEL SPORT OXFORD 
, BUCKLE STRAP PUMP PATENT SADDLE BAND 
- PATENT LEATHER TRIM TIP and HEEL STAY 
VAUGHAN’S VAUGHAN’S 
Ivory Sole and Heel Ivory Sole and Heel 


Palm Beach Certtfies 
These 


Newest Sport Styles 


Women’s Welts and McKays 


DONN D. SARGENT Co. 


SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREE1 195 ESSEX STREET 


Two Factories 
Capacity 5500 Pairs Daily 
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-—ADVANCE SEASON'S SPECIALS— 


These New “H & E” Turn Novelties Are In Stock 
Ready to Start for Your Store 


No. 140—Gray Nubuck Vogue 
One Strap, 16-8 Louis Heel, AA 
to C. Price, $5.00 


No. 141—Black Patent Vogue One 
Strap with Perforated Throat of 
Vamp, 16-8 Louis Heel, AA to C. 

Price, $5.00 








No. 139—Patent Vamp Gray Nu- 
buck, Color 18, Bradford One 
Strap, Cut Out Quarter, 16-8 
Louis Heel, AA to C. 

Price, $5.35 


No. 143—Janet One Strap Patent 
Vamp, Color 18,. Gray Nubuck 
Quarter, Nickel Buckle, 8-8 
Military Heel, AA to C. 

Price, $5.35 


No. 144—White Beechtex Aida 
One Strap, 8-8 Military Heel, A 
to C. Price, $4.00 





No. 145—White Beechtex Janet 
One Strap, 1-in. Slide Buckle, 
14-8 Military Heel. Price, $4.10 


No. 146—White Beechtex Rena 
Two Strap, 14-8 Junior Louis 
Heel, A to C. Price, $4.40 





No. 147— Patent Aida one strap 
with cut out quarter, 14/8 Mil- 
itary Heel, A-C....Price, $5.00 


No. 148 — Patent Aida one strap 
with cut out quarter, 8/8 Mili- 
tary Heel, A-C..... Price, $5.00 

April 16th delivery. 


No. 149—Black Satin Aida one 
strap, 14/8 Military Heel, A-C. 
Price, $5.00 

April 16th delivery. 





No. 149 





HOPKINS & ELLIS Haverhill, Mass. 
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==King of OD 


| WHITE CANVAS SHOES’ 


For At Once Shipment 


ORDER BY NUMBER 


BOOT AND SHOE RECORDER 


No. 55—Misses’ 


Canvas 

















No. 730—Ladies’ White 
Canvas Flapper One Strap 
with Buckle, Flexible 
McKay. Sizes 3-7, 3-8, 4- 
7, 4 


Price $1.60 
Sold 36 Pr. case lots 





No. 115—Ladies’ Canvas 
One Strap. Military 
Leather Heel. Sizes 3-7, 
4-7, 3-8, 4-8, 5-8 

Price $1.15 


Sold 36 Pr. Case Lots 


No. 120—Ladies’ Canvas 
Two Strap, Military Lea- 
ther Heel. Sizes 3-7, 4-7, 
8-8, 4-8, 5-8, 
Price $1.15 
io. 10—Misses’ Canvas 


15—Child’s Canvas 
Sizes 8%-11. 

ice $.90 
Sold 86 Pr. case lots 


All these shoes are 
freshly made and 
wonderful values 
at the prices quoted 





Oxfords. Leather Heel. 
Sizes 12-2. 
Price $.95 
No. GO—Same as above 
in child’s. Sizes 8%4-11. 
Price $.90 
No. 50—Same as above 
in Misses’ English toe. 
Sizes 12-2. 
Price $.95 
Sold 36 Pr. Case Lots 


No. 85—Ladies’ Canvas 
Oxfords, Military Leather 
Heel. Sizes 3-7, 3-8, 4-8, 


Price $1.15 
No. 90—Same as above 
with Rubber Heel. 
Price $1.20 
Sold 36 Pr. case lots 


No. 145—Growing Girls’ 
Canvas One Strap. Rub- 
ber Heel. Sizes 2%-6, 3- 
7, 4-7, 4-8. 

Price $1.20 


No. 150—Same as above, 
with wide toe. Sizes 2%- 
6, 3-7, 4-7. 

Price $1.20 


No. 20—Same as above 
in Misses’. Leather Heel. 
English. 
Price 8.95 
Sold 36 Pr. Case Lots 





Special— 


No, 61560—Men’s Tan Elk 
Grain 
Soles. 
Solid Leather Outer Soles. 
Made to fit and wear. 
Sizes 6-9, 6-10, 6-11, 7-10. 


Price $1.50 
Sold 24 Pr. case lots only 








S. Rosenberg & Son 


Essex St. Boston, Mass. 
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(E™ 
C.H.ALDEN CQ 


U.s.& 


ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


—hest quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 


°o °o °o ° ° 
We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 





The above is one of the styles that can be delivered 
promptly 
: Lot No. 210 
Men’s No. 12 Gallun’s Russia Calf Oxford 


806 Last 
Medium English Toe 





FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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Kallman 


Guaranteed Weight 


SHOE LININGS 


GIVE you uniform quality 
TWILLS _ in your production. FLANNELS 


GIVE shoes greater wear FELT sock 
and longer life. LININGS 


DUCKS GIVE assurance that infe- top racincs 


riority will not creep into 
your production. 


DRILLS 


EACH QUALITY STAMPED WITH ITS GUARANTEED WEIGHT 





Sole Distributors for 


RSE Sah 


ATHENA CHROME KID 


CHAMPAGNE 


WHITE RED 
sama GOLDEN 


GREY and All the Newest 
Creations 


BLACK 


ALSO EBONY CABRETTAS IN BLACK AND COLORS 


Kallman-Newcomb Company 


61-65 South Street, Boston, Mass. 


KALLMAN-NEWCOMB CO, A. R. MUELLER & CO. A. M. ROBLEE 
Cincinnati, O. Milwaukee, Wis. St. Louis, Mo. 
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Women’s McKay Shoes Exclusively 
Capacity 4000 Pairs Daily 


Our factory is organized under the Boot & Shoe Workers’ 
Union. This is a practical guarantee that your deliveries 
will be well taken care of, as all labor difficulties are adjusted 


by the State Board of Arbitration under signed contracts. 


T&S 
WORKERS UNION 


UN 
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In Stock 


No. 721—Tan Side No. 13 Foxed 
Oxford, Envoy Last, Single Sole, 
Half Wingfoot Rubber Heel. B 
and C. Widths Sizes 6-11; D 
Width 5-11. 


Price $3.40 


Net 30 days. 


Ts very popular style is 
ready for your “rush” or- 
der. Buy it with our assur- 
ance that it will give your cus- 
tomers the value they expect. 


































New York Office, H. Harris, 1328 
Broadwaz, WMarbridge Building 


| Wr 
































































































































































































































































































































































































































Do You Want to Know How to 
Clean and Dress a Smoked Elk 
Sport Shoe Like This? 


Use Whittemore Special Cream Which 
Cleans and Polishes Both Colors. 


Be ready for the coming brisk demand for 


white dressings by ordering now 















Quick White Liquid Canvas Dressing—Two Sizes 


Albo White Cake Canvas and Buck Whitenor— 
Two Sizes 


White Bag Powder—Two Sizes 


Shuclean Non-inflammable White Kid and Nubuck 
Cleaner 


White Heel and Edge Enamel 


Shoe manufacturers haven’t made a shoe yet that we 
couldn't clean. 






















(If your jobber cannot supply you write us) 


ittemores 


CAMBRIDGE, MASS. 
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Immediate 
Delivery 


Specify 
Buckle or 
Button 
when 
ordering. 
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FLAPPERS 


1742—Pat. and Grey. . $4.50 

1741—All Patent. .... $4.50 

1740—All Satin...... $4.25 
AA to C 


W.T. HOLMES COMPANY 
Exclusively Ladies Shoes 
Is NORTH FOURTH ST. PHILADELPHIA 








THC 




















63 











piliiiy 






























































BOOT AND SHOE RECORDER 















April 8, 1922 Api 











( >i. is a complete line of Goodyear Wingfoot 


Heels for men’s, women’s and children’s shoes. 





Each of them is made for the particular service 
required of it. 


For example, the Goodyear Wingfoot Cuban 
Heel for women’s shoes is fashionably thin, 
trim and close seating. 


All Goodyear Wingfoot Heels have style, fit 
well, hold their resilience, and wear as only 
Goodyear Wingfoot Heels can wear. 


You will find them today on complete lines ot 
good shoes made by representative manufac- 
turers. They are a sure sign of quality in the 
shoe. 





There is no substitute for Goodyear Wingfoot 
Heels. 


More people walk on Goodyear Rubber Heels 
than on any other kind. 


Have you seen the new Goodyear Sports Bottom? Perfectly 
designed for street wear, outing service, and athletics generally, 
the new Goodyear Sports Bottom—a combination of Goodyear 
Wingfoot Heels and Nedolin Soles—has all the standard quali- 
ties of both—resilience, durability, waterproofness, comfort 








April 8, 1922 BOOT AND SHOE RECORDER 











Above, the standard Goodyear Wingfoot 
Heel for men’s shoes; below, the Thin Cuban 
Goodyear Wingfoot Heel for women’s shoes 
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“F Want Another Pair Like These” 


Is there any music sweeter to the ear of the shoe 
retailer than the sound of these words? No! For 
he knows the problem of fitting is eliminated and that 
he can hand out that other pair just as the grocer 
does package goods. 


Every Educator customer reduces the cost of doing 
business—that means more profit for you in the long 
run. 


Educator dealers know that selling Educator Shoes is 
profitable because they can carry a limited stock and 

“size in” daily, because the turnover is quick and is 
sreater than on any other shoe made. 


RICE & HUTCHINS, Inc. 


10 High St. Boston, U. S. A. 
OUR NINE AMERICAN DISTRIBUTING POINTS 
The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 


The Rice & Hutchins St. Louis Shoe Co. 
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Establish a Buying Policy 


So That Orderly and Continuous Manufacture Can Prevail 


own particular problem to face and in a 

sense he can face it to-day practically as 
well as he can in a month or six weeks, particu- 
larly if that problem is in regard to buying and 
selling. The decision that has to be made is to 
what ‘extent the ordering of shoes is to be made 
in the next 60 days. On the basis of the decision 
made, rests a good deal of the safety and continu- 
ity of the orderly processes of manufacture in the 
shoe and leather industry. 

To start out with, no manufacturer or sales- 
man is encouraging the retail merchant to over 
buy. Rather the entire policy of the industry 
is to encourage the merchant to make a selection 
of smaller lots, to take a certain sized group and 
pick within it not one style but three to eight 
types, ordering from 6 to 72 pair on each, to give 
the public as much interesting merchandise as 


kK; VERY worker in the shoe industry has his 


will stimulate the buying of shoes in May, June 


and July. 
By getting style footwear, the merchant will be 


encouraged to get a decent profit and to make the . 


price attractive to the public. The big thought is 
a number of pairs on good selling.sizes, and a com- 
plete style group ordered in from 4 to 8 combina- 
tions, so that the merchant will not have any 
panicky feeling about a surplus amount of stock 
which may be out of the style running four 
months hence. 

There is no question but what the shoe factories 
of America have reorganized their service in 
making footwear to the point of making it possi- 
ble for the merchant to have lower stocks and 
quicker turnover. 

The entire industry has had enough of “rock- 


ing the boat” and is ready to take a calm and im- 
partial look at 110,000,000 people who want a 
rational quantity of shoes at a sane and sensible 
price. 

The retail trade as a whole knows full well that 
novelties make good sweetening, but that the real 
volume of sales are made on shoes of types that 
are smart and yet not freakish. Merchants the 
country over are thinking “what does it profit me 
to take long risks when the bargain counter wipes 
out all of the extra ‘book profits’ made.” 

The shoe industry has within it so varied a 
form of merchandise complicated by sizes and 
widths that even if sales are made on the mid- 
sizes, there is inevitably a large leftover, and this 
runs up into so much money that a sharp loss upon 
it jeopardizes not only the profits on that pur- 
chase, but often the store itself. 

Ours is no new plan. It is but a suggestion for 
a constant and steady business. With clear vision 
many merchants can tell certain types of shoes 
that will be good two months and six months 
hence, no matter what minor style deflection in- 
tervenes. When it comes to the common sense of 
buying shoes to sell at a profit, there is a growing 
stability in the merchant’s mind as to the safe 
shoes for him to carry. He wants conservative 
patterns, but withal attractive styles. It is 
healthy for the trade to alter its showings, but let 
the changes be gradual, not radical, and let them 
have some measure of reason back of them. 

It is no little problem to consider just the func- 
tion and usefulness of the traveling shoe sales- 
man to-day in bringing about a rational consider- 
ation of shoes to buy on advance order, that will 
be safe sellers some weeks hence. Practically 
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every salesman who has taken out fall lines of 
shoes has found that he has traveled to date at 
his own expense without getting enough orders 
to pay for his excess baggage charges. There is 
no question but what the shoe merchant has come 
into a powerful position in’ this extreme buyer’s 
market. 

The considerate merchant is not taking extreme 
advantage of this by putting off all buying until 
the shoes are actually needed on the fitting floor, 
but is doing all in his power to anticipate his store 
needs. The considerate merchant is organizing 
and systematizing his business so as to secure for 
his customers the styles that will best please them. 
We look for a resumption of buying from the 
salesman the day following Easter, for the simple 
reason that merchants will need shoes to sell in 
May, June and July. The practical side of busi- 
ness, therefore, exceeds the sentimental aspects 
of the situation. 

The constructive policy in buying from that 
date on will give stability to the industry and pro- 
mote its growth and profitable development. 
There is nothing for a shoe merchant to be afraid 
of in the present style situation. He can buy his 
basic shoes, for they are types that are regularly 
and constantly produced and sold. When it comes 
to extreme novelties he has got to calculate as to 
what features in them will give the public shoes 
that will please them. 

Many salesmen who make but one trip a season 
have got to present such strong selling arguments 
and advantages to the merchant as to make that 
buyer see that it is to his advantage to purchase 
his fall shoes now. Some of them are doing it and 
in the light of the price situation they have prac- 
tically assured their customers that the prices 
will be right. The ability to look a little beyond 
the horizon of the immediate present is an asset 
to any merchant. 

Everybody talks about something unusual in 
shoe styles until one might almost judge that there 
was no longer any such thing as a basic footwear 
salable this week, next month and six months 
ahead. The truth of the matter is that the aver- 
age store throughout the country will sell $3 to $5 
worth of these basic shoes to every dollar taken 
in in the sale of shoe style novelties. 

Why should the average shoe merchant allow 
his entire attention and thought to be distracted 
from the 75 per cent of volume of business in the 
basic types of shoes to the 25 per cent of volume 
in extreme novelties? 

When you buy make your selections carefully 
and order in small quantities, hesitating long be- 
fore re-ordering if the risk is great, preferring 
rather to select an entirely new novelty style 
rather than to replenish stock or fill in sizes on a 
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novelty whose strangeness and attraction may 
lose their hold at any minute. When you buy these 
novelties get a good profit, push their sale and 
prepare to take your losses, then the popularity 
of these novelties crashes down. 

Buy, price and sell on your own responsibility. 
Face the fact that you are taking all of the risk 
and responsibility yourself, and if you do not like 
the responsibility and risk involved in handling 
these commodities—do not buy them. Nine- 
tenths at least of all of the trouble that novelties 
have ever made was caused by merchants treat- 
ing them like staples, putting them in stock and 
simply letting them trickle out gradually instead 
of watching them like “till sneaks” and chasing 
them out of the store. Extreme style should be 
grabbed quickly and let go quicker. 

Some merchants seem to have the idea that 
there is something immoral at selling fancy shoes 
at good prices. If a woman economizes on shoes 
and has the money, she will blow herself to a $30 
hat worth intrinsically about $4.50 and sold at a 
few thousand per cent profit. Novelties should be 
made to pay their way just like anything and any- 
body else. 

One fundamental reason why shoe stores are 
not in the market for more shoes from salesmen is 
the fact that most stores got a fright from the 
blustering statements which came out of “Wash- 
ington. The industry would be in a healthier con- 
dition if it recognized the situation that pretty 
shoes are here to stay and that a woman pleased 
with distinctive footwear should be allowed the 
privilege of paying something more than the cost 
and the selling expenses on the fitting floor. 

Profit has got to be made on the bulk of the 
shoes sold in every shoe store to make healthy the 
entire structure of the industry. We believe that 
the traveling salesman who will call on you after 
the Easter’‘selling boom will have samples to show 
you having all of the intrinsic interest of style, 
color and price to make it good business for you 
to buy. If the shoes look good to you, buy a safe 
amount and push them with all of the powers of 
advertising, sales personality and argument. 

The American public is short on good shoes, as 
any inspection of the general public will show in 
any community in the country. It certainly is a 
decided advantage to be able to see the samples 
that the salesman is presenting. Give him the 
benefit of your consideration. We see more sales- 
men carrying thieir own grips right into the store 
containing fresh numbers from the factory than 
ever before in the history of the trade. These 
alert factory representatives want you to make a 
profit and want to keep factory organizations in- 
tact so as to insure good shoemaking. Give every 
(Continued on page 90) 
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Children’s Shoe Departments Come Into 
Their Own 


Remarkable Swing to “‘Complete Family Service’’ by Stores 
Ambitious to be Complete Outfitters in Footwear 


HERE is activity in children’s shoe depart- 
ments all over the country by reason of the 
reduction of prices to fit the public purse. 

When prices were at the peak there was a gap 
in the service plan of shoe stores—it looked profitable 
to sell only adult footwear for the cash received per 
sale was three times that of children’s shoes and the 
idea was often expressed, “let the little stores bother 
with the children.” 

Times have changed and every worth while store 
is out for every possible sale and service. It has 
been discovered that the sale of three pairs of chil- 
dren’s shoes in the space of time given to a fussy 
adult customer is relatively as profitable as the 
major sale. With a greater turn-over the percentage 
of mark-up need not be so great. 


Styles Like Mother's’ 


But with the increased interest in juvenile foot- 
wear comes the new feature of style. Perfection has 
been approximately achieved in the roomy lasts of 
children’s sizes, but now comes the pattern that is a 
miniature translation of adult fashions. The mer- 
chant can show sport styles in his women’s depart- 
ment, and a few steps away can display in his chil- 
dren’s department sport shoes in the same leathers 
and combinations. . The patents and straps of fash- 
ionable wear by mother can now be had for little 
daughter at prices to interest frequent sales. 

Children’s shoes are relatively so low in price with 
the shoes of two years ago that parents are buying 
more pairs per child for the child never did get the 
number of pairs when money was plentiful. What 


has possibilities of a boom in children’s footwear 
is on its way. Already the New York City sales in 
numbers of pairs and in variety of styles indicate 
some such flurry over Eastertide. 


Great Sandal Period Ahead 


The great sandal period is just ahead. The sandal 
was out of the running for a number of years for the 
rubber and canvas specialty had the right of way. 
But last summer brought the sandal into adult lines 
so Mother now transmits the comfort of cut-outs to 
her children. The new sandals hold to the charac- 
teristic pattern with straps and front line together 
with cut-outs, and can be had in a wide variety of 
materials. The grain leathers, patent and even 
suedes are being put into sandals for children. 


When in Doubt—Whites 


When in doubt for children buy whites. All points 
focus on white in canvas, calf, kid and side leathers 
with about 80 per cent of the demand on solid whites 
in canvas. The trimmings in colors have a place in 
smart lines of shoes for children this summer. 


Grown-ups Want Children’s Lasts 


So great has been the national call for low heel 
and spring heel effects that it is difficult to keep chil- 
dren’s lines to the children trade. The growing 


girls and even the young women now come into the 


children’s department for youthful footwear just as 
they monopolize the children’s barber shops for 
bobbed haircuts. 

To play safe on the patents, whites and tans buy 
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the one strap in the waist line and ankle line pat- 
terns. The button fastening is best, except in san- 
dals of a purely beach type. Don’t select too many 
larger size lasts which have a narrower toe than 
the customary nature and modified nature shapes. 
The fitting values of children’s shoes are best pre- 
served in foreparts that have ample toe room. Re- 
finement in lasts does not mean the narrowing of 
toes for the standard forepart should be constantly 
kept in children’s shoes. 


The Low Shoes Universal 


The call for boot patterns is decreasing in the 
children’s sizes above eight, and the same condition 
prevalent in women’s footwear is to be found in chil- 
dren’s shoes in the demand for oxfords and low ef- 
fects. When the wool hose became a national fea- 
ture in sport and winter and spring wear by women 
it was natural for it, too, to be translated into chil- 
dren’s lines, and the same influences have affected the 
demand for low cuts. The summer season is to be 
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more than ever a low shoe period for children. 

Quality in the sole leather is the first prime neces- 
sity of good shoes for children. Next come the 
weight and substance of the insole. Serviceable 
uppers follow along, and the fitting of patterns so 
as eliminate binding and throat line pains make up 
some of the essentials in shoemaking. 


Keep Sized-Up 


Fred Small, who operated a profitable and efficient 
children’s shoe department for Gilchrist & Co., Bos- 
ton, considers sizes and widths as the most important 
feature of service for children. He keeps at the be- 
ginning of a season an over-supply of sizes so as to 
insure proper fitting. Sizing-in is done on a speedy 
plan so that no juvenile customer need leave the 
store for want of the proper size. The feature of 
sizes alone has saved more sales and profits to- 
gether with insuring the return of customers, than 
any other one feature of children’s service. 

As the salient feature of the season in children’s 





Your Feet 
Two-thirds of Your Life is Spent in Shoes 


A bulletin issued by H. Shindle Wingert, M.D., director of 
the Student Health Service of the Ohio State Univer- 
sity, Columbus, Ohio 


Are you giving them a square deal? Did you ever 
compare your well-kept, nicely formed fingers to your 
poor cramped, deformed toes? 

The function of the foot is to serve as a passive sup- 
port of the weight of the body and as an active lever to 
raise and propel it. Therefore, when you cramp the feet 
in more of the present-day fashionable shoes, the nat- 
ural leverage, flexibility and adjustment of the whole foot 
is impeded and trouble begins. 

Your shoes are usually the direct cause of nearly all of 
your foot troubles, such as corns, bunions, enlarged joints, 
weak ankles, etc., and in many cases the contributing cause 
of the more serious foot disabilities, nervous disorders, etc. 





The correct shoe has sufficient space for free movement 
of the toes, and the shape of the sole should correspond to 
the shape of your foot; the heel should be broad and low. 
Narrow, high-heeled, pointed-toed shoes certainly do not 
contribute to anyone’s health, comfort or happiness. 

Correct walking. If you have trouble with your feet, 
practice walking with the feet pointed straight forward at 
certain intervals during the day. This gives a strong base, 
an elastic step and good carriage, while the “out toeing 
walk” provides a poor base, increases the strain on the 
inside of the foot and aggravates your trouble. . If we 
would give the same amount of attention and care to our 
feet that we do to our hands there would be very little 
foot trouble. 

Ask for our chart on exercises for weak feet. 

TWO-THIRDS OF YOUR LIFE IS SPENT IN SHOES. 


Copyright, 1922, by H. Shindle Wingert 
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footwear is the imitation of adult styles it is well 
to consider that the majority of children’s lines 
above the size of eight have rubber heels attached 
at the factory. The rubber heel, not so many years 
ago, was a repair shop proposition, and it was im- 
possible to get children’s sizes of heels. To-day the 
first call of many boys and girls is for rubber heels, 
and if the shoes are built with them on the sale is 
more easily made. 

When a buyer picks his adult lines he is more than 
likely to call for samples which can be sent to a 
factory making children’s shoes. Thus more style 
makes more sales and makes necessary greater at- 
tention to merchandising. 

WINDOW CONTEST FOR BOYS 
A Real Feature for Catchy School Interest 

A store’s popularity among the younger people is 
a good omen for its future success. In smaller cities 
where interest is keen in all activities pertaining to 


the high school, endeavor to get the high school 
students interested in you. The best way to get them 
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talking about you and coming to you for their foot- 
wear is to do something for them. Generally each 
class raises funds for one thing or another. Capi- 
talize on this by offering to deposit $20 to the account 
of the class who can trim the best window for you. | 
Advertise the coming contest to arouse to civic in- 
terest. If you have two windows announce that on 
such and such an afternoon the freshman and sopho- 
more classes each will trim a window. Allow them 
free rein, letting them bring in all properties they 


‘want, but insist that each class dress its own win- 


dow in full view of passers-by. Pick three prominent 
men as judges and have the winner announced on 
the third day. The following week let the Juniors 
and Seniors compete and later the two winners com- 
pete for the grand prize. Such a contest will attract 
many parents and people interested in school affairs. 
Get the young people coming to your store. They are 
the fathers and mothers of to-morrow. A dollar 
spent in playing up to them when they are young will 
come back to you many fold in after years. 





Exercises For Weak Feet 
Prevention of Foot Trouble in Childhood by Exercise 


A bulletin issued by H. Shindle Wingert, M.D., director 
of the Student Health Service of the Ohio State Univer- 
sity, Columbus, Ohio 


Wear sensible shoes. Don’t cramp the toes. Good rub- 
ber heels will add a lot to your comfort. When the arches 
are weak and the feet turn outward, good results are ob- 
tained by having the inner border of the sole and heel 
slightly thickened so as to throw the weight on the outside 
of the foot. 

Any of the following exercises will help to strengthen 
the feet. The best results will be gained by taking the 
exercises without shoes, although much benefit may be had 
by practicing these exercises while walking outdoors in 
your street shoes. 

In normal walking the feet should be held almost parallel 
to one another. This is called the “Straight Walk.” 


EXERCISE 


1. Standing. Alternate heel and toe raising. 
2. Walking forward, backward, and sideward on tip toes. 


8. With toes pointing directly forward, weight of body 
resting on outer side of feet, walk forward rolling 
from heel to toe. 

4. Standing, toes in, heels out, raise heels, press out 
slowly and carefully, then lower heels, repeat. 

5. Sitting, legs extended, support just above ankles. Ex- 
tend foot downward and rotate inward. 

' 6. “Straight Walk” for a period of a few minutes fre- 
quently every day. 

The above exercises should be taken daily from 20 to 
100 counts. Start carefully and slowly. Increase the 
number: of counts and ‘vigor of exercise as you grow 
stronger. 

When your feet are tired or perspire freely change your 
shoes and stockings once or twice a day when possible, 
massage the feet before retiring, always rub up, toward 
the heart. Pure glycerine rubbed on the feet will at times 
stop offensive sweating. 

Many cases of weak feet are mistaken for rheumatism. 


Copyright, 1922, by H. Shindle Wingert 
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This apron pattern sport Bluchers are the new features in 
onfors, -. = RE children’s footwear. Tan calf apron 
smoked e we, r Wis and backstay over smoked elk. 
Shoe Co., ausau, : Made by the Shajft-Pierce Shoe Co., 


Faribault, Minn. 





Chocolate elk un- Biege suede quarter and patent 
lined blucher play vamp in a hand turned one-stra 
shoe with soft toe by H. EB. West Shoe Co., Haverhtil, 
and flexible sole. By Mass. 


Jelly-Delaney Shoe 
Co., Lynn, Mass. 











No sooner is a style approved in adult footwear, but it is translated into juvenile styles. The Recorder notes 
a remarkable development of apron pattern play shoes which ought to be particularly salable this summer. 
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La 
Diversity More Styles 
of and 
Shoe Materials More Sales 
= 4 
t - vrrae | 
vw 
A Grecian sandal in patent leather 
turn is a real novelty in children’s The stitch-down is the great sum- 
lines this summer. Sample from mer favorite in children’s footwear. 
Arleen Shoe Co., Haverhill, Mass. This sturdy soled number has imi- 
tation perforated tip and is by LE. J. 
Ramsey Co., Brooklyn, N. Y. 
White suede button boot, the 
gress = {evento for — 
ots. From the ucator line A bracelet t with cut-outs 4 
of Rice & Hutchins, Inc., a patent “et ten M Sons, 
Boston, Mass. Brookiymy x. FF, 





There is opportunity for a diversity of patterns, leathers and materials in children’s footwear that was thought 
impossible five years ago. Variety is the spice of profits and pleasurable service to appreciate juvenile 


customers. 
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Wear Features | Smartest Styles 
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an x ——s 
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A misses’ white fabric summer spe- Misses’ patent flapper sandal with single 
cialty with patent binding in the Sinbac punch perforations ‘lined with stitching on 
line of Sinsheimer Bro. & Co., Chicago quarter and around throat. Also from the 
Sinbac line 
A misses’ brown russia two-strap sandal A pattern that is in constant favor, 
with imitation tip and pegged heel. Juven- being an all patent one-strap turn. 
ile Shoe Corporation, Carthage, Mo. Sample from Dr. A. Posner Shoes, 
Inc., New York City 
re : Dre 
A remarkable feature of the misses’ lines of low heel shoes of the present season is that many sales are made | 


to adult women who want to get the combined features of low heel and broad ball with plenty of toe room. 
Flapper styles are enjoying sales activity because of these features. 
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To the Little 
Misses’ Styles 


Paris Gives 
a Cut-Out Cue 









































A highly perforated suede calf upper with With cut-outs on the vamp and quar- 
white rubber sole and heel is this up-to- ter, this low-heeled novell in oi 
the-minute model by the Grieb Shoe Mfg. slipper has new features in it. By Mrs. 

Co., Palmyra, Pa. A. R. King Corporation, Philadelphia 





Boy’s mahogany calf oxford with square A two-buckle Grecian sandal, stitched 
forepart, in a turn slipper, is a novelty 


toe and fancy pinked toe cap. Leather 
quarter aning.. By A. 8. Kreider Shoe from the line of L. B. Evans Sons Co., 
0., Annville, Pa. Wakefield, Mass. 





Dress up in juvenile footwear is a feature of the business that is interesting more stores into becoming com- 
plete family outfitters than ever before. There is an increased number of them being sold because of smart 
patterns at reasonable prices. 
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Basic Shoes 














are Keep to 
Year-Round Roomy Lasts 
Sellers : 



































Chocolate calf stitch-down in a Seven-eyelet tan calf bal with 
siz-eyelet blucher, soft toed boot double row of stitching forming 
by McElroy-Sloan Shoe Co., St. imitation tip. A welt from the line 
Louis, Mo. of the ete » 4 Co., Haver- 

ill, Mass. 





A sport shoe for boys with tan calf apron 
over pebbled elk upper with rubber sole 
and spring heel. By Marston & Tapley, 

Danvers, Mass. . 





In the manufacture of children’s shoes, quality of materials is the first essentail. With a special emphasis on 
the weight and character of sole leather, never were children better served in good lasts and good workmanship. 
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Even Adults il | Of Children’s 
Wear Youthful | Low Heeled 
Types | Shoes 
————— 
oy 


To the right—The Russian boot, 

wh making such a stir in 
fashionable circles, now appears in 
children’s lines as an extreme nov- 
elty in a patent vamp, quarter and 
collar with red kid leg. Shoe de- 
partments that are up to the minute 
will find this novelty an attraction 
for window and _ store display. 
Selected from the line of the Con- 
solidated Shoe Co. of Boston, Mass., 

and Lancaster, Pa. 





Above—The novelty feature 
of this shoe is seven hooks 
above the seven eyelets. This 
compensates, in speed of 
lacing, for the height of top 





To the left— A misses’ 

mahogany oalf, 14-eyelet bal 
made L. Stickles Shoe 
Co., Red vine, Minn. 
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A Dream to Be of Service to Children Comes True in 
Jacksonville, Florida, When a 10 x 14 Shop Grows 
Into a Real Service Station for Children’s Feet 


and one of the fundamental reasons why 

the State associations and group of State 
associations will continue in their usefulness is 
that merchants have an opportunity of studying at 
first hand the methods of merchandising of other 
merchants of their particular section of the country. 
In the coming convention in Jacksonville, Florida, of 
the Southeastern Retail Shoe Merchant’s Association 
we see an opportunity for many merchants to get 
new ideas on the distribution of footwear. 

The RECORDER can recommend, to merchants going 
to Jacksonville, a visit to the Children’s Shoe Store 
of Samuel Sawilowsky. This smart young man of 26 
years of age is active and alert in service to children 
and he has a contagious spirit of good fellowship. We 
let him tell in his own words something about this 
useful children’s shoe store in Jacksonville. 


A Labor of Love 


“I believe that I was born in the shoe business. 
At any rate, I have been at it for many years. I 
started with my brother in what we call the ‘Hole-in- 
the Wall’ shoe store in Savannah. The store had 
all of the disadvantages of being in the wrong loca- 
tion, the wrong sort of front and the wrong. height 
of ceiling. It was literally a ‘hole-in-the wall.’ But 
we made a go of it. After the Armistice I hated 
to go back into the old store and so looked around 
for a place to go into business for myself. It had 
been one of my life’s dreams to have a children’s shoe 
store. I have always felt that the selling of juvenile 


T's main idea of an association is education 


footwear was neglected. There is something in the 
children’s game that is vitally important, and that is 
not only careful fitting with the first sale but a con- 
stant attention to the growing foot as the shoe is 
being worn. 


From Cradle to College 


“A real children’s shoe store must specialize on 
widths. I have found that in selling shoes from the 
cradle to college that shoes must have substance and 
quality and must be most expertly fitted. There are 
more children’s feet fitted short than what there had 
ought to be in this country. I make a specialty of 
low heels and study my lasts with extreme care to 
the proper room for all of the toes. 


Now Mothers Want Youthful Shoes 


“Recently, I found it so that mothers say, ‘you fitted 
my child so weil, won’t you please fit me in low heeled 
shoes that have style in them?’ For this reason I 
now find that it is necessary to keep a run of shoes 
up to size 7 in all types of heels, including Baby Louis 
heels for the High School girls, and even mothers 
want comfort and fashion at the same time. 


Customers Sat on Ladders 


“We started in the little store around the corner, 
the floor area of which was but 10x14 ft. It was 
sometimes necessary to sit customers on the rolling 
ladders, and to have some of them wait outside of 
the store because the interior was too small to ac- 
commodate them. We started in a small and energetic 
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way to build up a real business and had made a policy 
of strictly ‘cash and carry.’ 

“We do not send a package across the street, for 
we believe that credit has been an injurious institu- 
tion in the merchandising of shoes, not only in the 
South, but in other parts of the country. 


Show Soft Sole Cases 


“We expect to do $150,000 worth of business in 
this store and are assured of about $25,000 worth of 
hosiery business. To facilitate the sale of soft soles, 
we have designed a new stock drawer which pulls out 
and swings on a hinge so that the salesman can con- 
stantly see what we have in stock. 

“We have likewise stocked our hosiery in glass 
front drawer cases so as to expedite the selling. In 
our large store, we actually haven’t room to put in 
the glass front show cases because on busy days we 
need every inch of the space. 

“We find that most of our business is transacted 
in the afternoon. This is the time when mothers have 
completed their house work and can get in town to 
do their shopping. The average selling price is 
around $5, taking the line as a whole from the in- 
fant’s soft sole to the matron’s stylish shoe. We carry 
all widths even in our baby line from 2 to 5 on the 
B, C and D widths. 

-“Our average mark-up is around 30 per cent and 
we turn our stock four times a year at least. I believe 
that our store has features in it that might well be 
incorporated in other children’s shoe stores the coun- 
try over. In these days of specialization in merchan- 









A welcome entrance 

with window bozes just 

wide enough to feature 
a few shoes well 





a. 
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Original method of stocking soft soles 
for quick selection 











dising, I think we are going to see the development 
of children’s shoe stores in every wide awake city 
in the country, because people realize that the man 
who specializes gives the better service. 

“We have sub-ordinated the picturesque features 
of the store to a frieze around the top with its cus- 
tomary nursery rhymes in the belief that children’s 
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Piled high with juven- 
tle footwear so that 
every foot gets its 
proper size and width 





Glass front hosiery case tells the store 
of colors and grades 


shoe departments should be practical, and that a lim- 
ited space prevents our having an amusement park 
with swings and other children delights. This is a 
practical age when real service is expected in shoes 
and price is a factor in the number of pairs bought.” 


r 





GETTING AND KEEPING CHILDREN 
Interested in Your Shoes and Service 


We hear much about pleasing the Kiddies. Tickle 
their palates with old Mother Hubbard figures, rocking 
horse chairs, jingling bells and soon their parents’ 
pocket books will open. 

But many merchants seem to think that they are 
also developing buying habits in the minds of these 
children, that the mere fact that rocking horses were 
provided, gives them the inalienable right to these 
children’s business for the rest of their natural lives. 
These stores become veritable fairylands in the minds 
of most children. 

But why drop your good work there? Why go to 
all the expense of catering to two year olds and then 
pay no attention to them as they grow up to the age 
when they think, act and BUY for themselves? It 
is not only a question of getting the kiddies but also 
of keeping them—of growing up with them, of pro- 
viding the equivalent of rocking horses for the boys 
and girls of grammar school age, then high school 
students and finally the debutantes and young bucks 
about town who think that the sun rises and sets in 
themselves. 

Keep your store actively alive in the minds of 
parents of to-morrow. If there is to be an interclass 
game or meet or an interschool affair—volunteer to 
print their programs free—with your advertisement 
in a conspicuous place, give prizes for contests at the 

(Conti: on page 87) 
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Sell to Mothers through Children 


MOTHER’S world pivots around her children. 

Most of her waking hours are given to pleasing 

her youngsters. They form the foreground, 
background and sources of her conversation. 

The possibilities in a children’s department are many, 
for with every children’s sale there are two more sales 
in the making. Father and mother ought to be sold. It 
works the other way, too. When you sell a mother be 
sure to turn her attention to your children’s shoes by 
having them well displayed or by showing her a style or 
two which will lead her to want to add a nice pair of 
shoes to her purchase. 

Very likely she will take a pair, for she knows the 
size and is sure of there being no question about an 
exchange if it does not happen to be right. In any event, 
you have, by bringing her to think of your children’s 
shoes, increased the likelihood of her buying her young- 
sters’ shoes of you. 











Sentiment Has a Place in Children’s Ads 


If you don’t believe much in sentiment in business ordi- 
narily you may find it easy to see where the develop- 
ment of a children’s department may depend to some 
extent on this. It isn’t always need for footwear which 
influences a purchase. Where the youngster is small a 
great many varieties of shoes can be sold through sug- 
gestion with daintiness, cuteness or loveliness impelling 
one to buy. The new-born is always the recipient of many 
“baby things,” and with baby itself paying so much atten- 
tion to its feet, why not, by proper exploitation, turn 
buying in the direction of footwear as gifts to new babies? 

Later on comes that epoch-making triumph, the baby’s 
first steps. That’s the time to talk about proper footwear, 
and there’s a wealth of reasons for buying your shoes 
that you can present, which if made the most of will get 
attention, certainly for such a time is an important one 
in the household. Still later comes the time when wear 








They’re Good to Little Feet! 
For Growing Children 


Pleny of room for toes. Easy to put on 
and take off. Attractively styled with its 
cute grosgrain bow. This one-strap for 
the little miss is made to show. you how 
good our shoes really are. 


If you haven't tested our children’s shoes yet, 
bring your youngster in today for a pair of 
these. 


Very likely you'll buy all your shoes here once 
you see how these wear. The children them- 
selves want them. You'll be more than 
pleased with them. 


$1.75 
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begins to occupy the mind of parents, shoe bills are mount- 
ing and the sales value of an ad is evenly divided between 
its embodiment of points of attractiveness in a shoe and 
that of endurance. 

And on you go through the business-building stages of 
children’s shoes to the point where style is again para- 
mount, when you have growing girls’ and youths’ sizes 
occupying their thoughts—the men and women of to- 
morrow. 


Children Grow Up Quickly 


Perhaps one of the most gratifying things about devel- 
oping a children’s department, aside from low investment 
with consequent easy turnover, is the fact that it isn’t so 
very long before children are grown up and become users 
of your regular stock. You have an opportunity of devel- 
oping new business, moulding buying habits, growing up 
with the community as it were. 


Frilly Effects for Advertising Soft Soles 


A child’s dimpled, roly poly face, we think, ranks above 
that of a pretty girl’s as a means of attracting attention. 
It is surely captivating to mothers and men, too, although 
perhaps men’s interest in such things becomes more acute 
when a virile youngster is pictured “in action,” inasmuch 
as dimples and twinkling toes, to men, suggest more the 
age of “squalls.” 

Tucked away, moreover, in everyone’s heart of hearts 
is a fine, wholesome love for little folks, and that’s the 
point to capitalize in your children’s advertising, for re- 
member you’re getting the attention of the very ones 
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you want to sell other than children’s shoes. This over- 
comes to some extent the thoughts of spending real money 
for articles with such a small selling price. Somewhere 
in the ad have a paragraph on women’s shoes, setting 
forth some attractive offering. 

Yes, there’s a whole lot of interest in a baby’s face. 


Feature Correct Shape for Walkers 


For the ones who are just starting on life’s walk correct 
footwear is decidedly important. Your service in fitting 
children’s growing feet is not the least important of your 
business of providing comfortable shoes. 

This is just the age when youngsters outgrow their 
shoes rapidly. Consequently there is more or less cause 
for dissatisfaction and also an increasing demand for 
more shoes. Ads showing sole views are good in adver- 
tising first steps. The appeal should be based on the idea 
of starting youngsters off right. 


Durability Is Important 


Durability is the thing which interests parents im- 
mensely once their youngsters have started to play out- 
doors. You yourself know that the chances for “kicks” are 
unlimited. 

Perhaps you have felt many times that the kids them- 
selves were united in a conspiracy to put you out of the 
running, so quickly can the most of them bring to light 
a shoe’s weakness. This demonstrates the importance of 
handling tough, long-wearing lines that you can advertise 
truthfully. 

Durability must be the important thing to consider in 
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For Twinkling Toes 


Softest of kid uppers, soles as satiny as new 
little feet. 

Colors of deliéate tones to match ‘baby things,’ 
the catchiest style touches delight everyone 
who sees them. 


‘a _— eo 
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Buy them as gifts for someone’s little tot— 
or buy them because there is nothing too good 
for your little one. 

As smooth inside as out. Not a single thing to 
hamper those active little toes. Not a thing 
to prevent normal, healthy growth. 


For Mother 


While here look at our sensibly made shoes 
which fit snugly at heel, thus relieving foot- 
strain. In black kid, oxfords or boots. They 
hold their style longer because they fit splen- 
didly. 
Boots - - - - - - = + $6.00 
Oxfords - - - ---- - 5.50 
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your play shoes next to correctness of lasts. If you write 
an ad featuring durability be sure that your shoes are 
the hardiest for the money. If you want to advertise 
dependability and economy, see that your lines are depend- 
able. Then your advertising expenditure is justified. 

Not the least important part of advertising is that 
when you say a thing you feel constrained to live up to 
it; you want to say good things and you want to live up 
to what you say, and, therefore, the more advertising you 
do the more searching becomes your scrutiny for the good 
points in your shoes and they become more dependable. 


Have a Children’s Week 


Feature children’s shoes in your newspaper advertising, 
and have ads set in advance so that you may display 
them in the store and windows. 

Dress your windows with children’s shoes, displaying 
everything from a soft sole up to a misses’ and youths’, 
with a change every other day in order to keep up interest. 

Most any week is. all right. It might be done as an 
in-between feature. 

Start with an infants’ window. Have a single pair of 
pink, say, soft soles in the center on a white pedestal, 
a box or round waste paper basket covered with white 
crepe paper, and the crepe paper covering every part of 
the window, with a rattle or doll just to one side of the 
pedestal to break the monotony of the plain white. At 
the back of the pedestal have a sign reading “His Majes- 





Aye Correct— 
* shoes to 


a 


ty’s Shoes.” At the top of the window, pasted to the glass, 
have a sign reading “Children’s Week.” Run two days. 


What to Put in the Window 


Next have the same window with a pair of first steps on 
the floor beside a chair, suggesting the youngster’s first 
step taken by holding onto the chair. Suspend a sign 
from the ceiling reading the “First Step.” Display big 
sign reading “Children’s Week,” an invitation to the chil- 
dren and mothers to come in. Run two days. 

Next have a window devoted to the various types of 
shoes worn by the youngsters who have grown sufficiently 
to roam with window cards giving in detail the materials 
used in your children’s shoes. Now that durability is a 
feature, souvenirs might be given to the mother who can 
bring in a pair of shoes that have lasted over an unusually 
long period. 

These will be displayed with cards telling how long they 
have worn and the price paid for them. This will allow 
you to arrive at the cost per day or the cost per year for 
children’s shoes bought of you. This will enable you to 
collect some very valuable statistics regarding the wear- 
ing value of your shoes which you may use in your news- 
paper advertising. 

During the week to every child coming to the store 
you will give some gift, not an expensive one, but one that 
will last for a little time. Nothing need be said about the 
little gift, for it will be more valued if it comes as a 
surprise. 








Are Correct Shoes Too Good for 
Your Boy? 


If, in addition to long wear you could get 
properly fitting shoes that cost no more, 
wouldn’t you in justice to your boy get them? 
By all means. 
Then Our Shoes Are the Ones 
You Will Buy 


Actual tests on boy’s feet have demonstrated 
their value in comfort as well as durability. 
Black Calf uppers, sturdy oak soles, solid 
leather counters. Built on natural lines. 


$4.50 








“Tougher Than Hickory” 


The leather in these shoes has endured snow and sleet, 
parching sun, soaking rains on the western ranges— 
that was “on the hoof” when its toughness was being 
made. Then the wearability and strength was sealed into 
the leather with good old oak tanning. 
The Rugged Stren of the Range 
Was Put Into These by Nature 

Your boy won't give this leather any harder usage than 
it has already been through. You'll be surprised at the 
months of wear in them. 

Tan Calf Uppers 

Thick Oak Soles 


Built to fit well 
$5.00 
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Novelty in Children’s Departments Can Be in More Places Than in the Frieze 
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People not only buy their hosiery in this well-arranged department of A. H. Geuting’s Chestnut 
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Street store in Philadelphia, but they bring them in to have them repaired free of charge—an 


unusual business-building service. It is the d 


artment in the Market Street store, however, 


which is described in this article 


“Tf I Can Please Mothers With Sox 
For Their Children” 


By MARY EMILY RUSSELL 
Boot AND SHOE RecorDER Hosiery Expert 


ground up,” says Miss C. Simon, hosiery 
buyer for the A. H. Geuting Co. shoe 
stores of Philadelphia. 

“I know that if I can please a mother in sox or 
stockings for her children, then she will inevitably 
return to our department to buy her own hosiery 
and also that of her husband and Geuting’s have made 
a firm friend.” 

Children’s hosiery has always been particularly close 
to the heart of Miss Simon and she has built up the 
trade in it by specializing in novelties which make 
an instant appeal to any mother who sees them. The 
importance of the line of children’s hosiery may be 
judged by the fact that while about a quarter of their 
hosiery business is done in men’s sox, the remaining 
three quarters is pretty evenly divided between chil- 
dren’s and women’s. 


“Boe your hosiery business from the 


Department is Departmentized 


The hosiery department at Geuting’s Market Street 
store is at the right of the door as one enters, and 
presents a very handsome and attractive appearance. 


The counter is thirty feet long, and the glass cases 
give an opportunity for the display of hosiery and 
shoes. 

One section is devoted to children’s shoes and sox, 
one to men’s and the remaining cases to women’s. 
The stockings themselves are kept in especially de- 
signed drawers arranged in tiers six feet high and 
extending the length of the counter. These drawers 
are of American walnut to match the interior finish 
of the rest of the store, and are arranged in six sec- 
tions. Those holding men’s sox measure 3% inches 
deep, 1314 inches long by 5 inches wide, while those 
containing women’s and children’s hosiery are 6% 
inches in width but otherwise the same. On the front 
of each drawer is a small slot in which is slipped a 
card plainly marked with the style number of stock- 
ings it contains and also the color and size. Thus 
whatever is sought is readily available. 


Repairs Free of Charge 


_ Miss Simon has four girls in her department at the 
Chestnut Street store, three at the Market Street, as 
well as a girl and boy in the stock room upstairs. In 
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addition to which she often goes behind the counter . 


herself to sell as it keeps her in touch with her cus- 
tomers and their wants. 

“IT am a great believer in personal service,” Miss 
Simon said, “and the shoe store which specializes in 
hosiery can give it in a degree to which the depart- 
ment store can never attain.” 

A very unusual form of service offered by Geuting’s 
and one which is greatly appreciated by their cus- 
tomers is that any stocking bought from them will 
be repaired free of charge by an expert mender who 
was formerly with a mill. Also stockings bought else- 
where will be repaired at a nominal price. Orders 
for hand-embroidered clocks in exclusive styles and 
any color desired can be filled in three days’ time if 
necessary. Also stockings can be dyed to order very 
quickly through a special dye service. For instance, 
a children’s dancing class. in Philadelphia recently 
required two dozen pair pink stockings for an exhibi- 
tion ballet and Miss Simon was able to have them 
dyed up at once. 


Returns at a Minimum 


The problem of handling exchanges is always a diffi- 
cult one but the policy in use at Geuting’s has proved 
very satisfactory. The salesgirls are instructed by 
Miss Simon to carefully examine each pair of hose 
before it goes out of the house, which reduces the 
number of returns to a minimum. 


Hosiery Sales 15 Per Cent of Total 


As Geuting’s carry a full line of shoes, men’s, 
women’s and children’s, Miss Simon does the same in 
hosiery, and believes that every shoe store should car- 
ry a representative line ranging from the seamless 
in which many attractive novelties are obtainable— 
through the mock seam in which a big volume of 
staple business is done, and up to the very big best 
grades of full-fashioned hose, both foreign and 
domestic. Fifteen per cent of the entire business of 
the Geuting stores is done in hosiery according to 
A. H. Geuting. 


How I Did It 


(Continued from page 81) 


K of C or Sunday School picnic, have window trim- 
ming contests and show case contests among high 
school classes, volunteer to display the work of manual 
training classes, the sewing classes, the drawing classes 
in your windows. Keep the young people’s interest ac- 
tively centered on your store, toot their horn for them, 
urge the town people to go to the football game in your 
own advertisement, work for the younger generation, 
keep yourself constantly in their eyes and they will be 
your best customers and your best advertisers. 


California Convention Dates 
Decided On 


When the California Shoe Retailers announced that 
their convention would be held at Los Angeles June 
6, 7 and 8, the fact was overlooked that another large 
convention was scheduled to be held on the same dates 
in that city. In view of this the dates of the Cali- 
fornia convention have been changed to June 20, 21 
and 22. The committee is hard at work on the pro- 
gram and promises to have something very well worth 
while. 
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TO A NEW DRIVER 


“Twinkle, twinkle little car, 
How I wonder what you are! 

Will I ever make you go? 

That’s the thing I want to know!” 





Russian boots all the rage. Now watch 
the flappervich trotsky down the boule- 
vardskis. 





Some administrations are born in hot 
water—some achieve trouble—and oth- 
ers have the bonus question. 





English manufacturer makes pair of 
bed slippers for Princess Mary. Will 
probably be knighted. 





“Yo, ho, ho, for a bottle of rum!” Stev- 
enson’s pirates must have caught a 
glimpse into the arid present. 





Ford gives his employees a week-end. 
But the rear-end remains far from 
weak. 





Out with the fishing tackle, lads! 
There are just as big lies in the sea as 
ever were told. 





The April fool is only a bit more adver- 
tised than the ordinary kind. 





Isn’t it about time for a new Ponzi to 
arise? It’s long past milking time. 





have you 


Mary (searching)—“John, 
John— 


seen my new silk stockings?” 
“Who hasn’t?” 





This little pig went to market. 
This little pig stayed home. 
But he read his business paper 
Thoroughly—and so kept posted 
On everything up-to-date. 
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MISS JULIA SCOTT 


Gentlemen—Meet the Two ‘‘Shoe Ladies’’ 


And Listen to Their Story of How They Have Built Up a Big 
Sales Volume by Becoming So Friendly With Their 
Little Customers That They Can’t Even Walk the 
Streets of Fort Worth, Texas, Unrecognized 


girls and boys,” Miss Julia Scott said. 
Seldom do I walk down the street without 
hearing some small patron call out: 

“*Look, look, mother, there’s my shoe lady.’ 

“Then the ‘shoe lady’ stops a moment to chat with 
her small friend. The little one wants to tell me how 
she likes her shoes and that she is coming back just 
as soon as she wears out the shoes she has on. Often 
she proudly tells me that she knows the name of her 
shoes and why she has that kind.” 


When It Pays To Be Known 


“T’m a little kiddie—that’s why I wear ‘Little Kid- 
die’ shoes,” she tells her friend. 

Mrs. Fannie Olds tells of being in a restaurant one 
day when she heard a little girl say in a tone that 
attracted the attention of all the people in the res- 
taurant: 

“There she is, look over there, mother, I see my 
shoe lady.” 

“Every person looked at me, wondering no doubt 
what I had done to deserve so much attention. Chil- 
dren recognize us no matter where they see us. We 
are certainly associated with our work all the time, 
but we like it,” she said. 


Why the Big Sales Volume 


And at this point it seems proper to insert that 
the two women who have conducted the dialogue to 
date are none other than the two very successful 
saleswomen in charge of the children’s footwear de- 
partment in the store of Sanger Brothers, Fort Worth, 


‘6 called the ‘Shoe Lady’ by many little 


Texas. And from the above incidents as related by 
them, not in a boastful way, but merely to show one 
of the reasons behind their sales volume, it is evident 
that children pay more attention to the personnel of 
the department and the pleasure and comfort of new 
shoes more than do grown-ups. The success of the 
department depends upon the personnel as well as the 
kind of shoes that are carried in the department. 


Must Be Fond of Children 


“To sell children’s shoes, one must be fond of chil- 
dren,” Mrs. Olds said while discussing her work. Mrs. 
Olds and Miss Julia Scott are the saleswomen of the 
children’s department of The Sanger Bros, Store of 
Fort Worth, Texas. Their success in their work is 
not difficult to understand after one hears them discuss 
children’s shoes, and the ways of pleasing children and 
their mothers. Mrs. Olds has had experience in selling 
shoes for grown-ups but expresses a decided prefer- 
ence for work with children. 

Four years ago when Sanger Bros. opened up a 
special children’s department, Mrs. Olds was trans- 
ferred to it. Miss Julia Scott came into the depart- 
ment soon after its opening. They have many friends 
among the children, many of whom do not consider a 
trip to town entirely successful without a friendly visit 
to Mrs. Olds and Miss Scott. 


Getting the Child’s Opinion 


“It is always necessary to impress a child that there 
are many pairs of shoes in the store and many of them 
just alike, with only a difference in size,” these women 
experienced in the fitting of children’s shoes, said. 

(Continued on page 92) 
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New Fight Begun on Hide Tanff 


President Frank R. Briggs, of National Boot and Shoe 
Manufacturers’ Association, Calls on Everyone to 
Defeat Measure on Floor of the Senate 


tional Boot and Shoe Manufacturers’ Asso- 
ciation, has issued an open letter to all 
members of the association calling attention to the 
absolute necessity of taking immediate and strenuous 
action to insure the defeat of the proposed duty on 
hides which is now before the Senate of the United 
States as a portion of the Tariff law. 
The letter reads as follows: BOSTON, MASss. 
“The Senate Finance Committee has voted to report 


Fe iionst R. BRIGGS, president of the Na- 


The Schedule As Reported 


“The Bill will soon come up for action. 
Consequently you should not lose any 
time. Act at once. As stated above, send 
a weekly letter or telegram to your Sena- 
tors and Representatives.” 


Below is the wording of the paragraphs agreed upon 
by thé Senate Finance Committee placing a duty on 
hides; retaining skins on the free list; and giving the 
rates allowed on leather, boots and shoes, and other 


the Tariff Bill to the Senate with 
a 15 per cent duty on hides and 
a duty on leather and a small 
compensatory duty on certain 
shoes. 

“At the present time manu- 
facturers everywhere are _ear- 
nestly seeking, both in cost of 
material and labor, for means of 
making prices lower. They are 
doing this in answer to the in- 
sistent demand of the public for 
lower priced shoes. If this tax 
is levied, all this must be 
changed. Leather will cost more 
and shoes will advance in price; 
buying will be checked and the 
whole industry turned back to- 
ward the stagnation which we 
have just passed through. Con- 
sequently, the hide duty must be 
defeated on the fioor of the 
Senate. 


Do It To-day 


“You are urged, therefore, to 
write or telegraph this fact to 





Have You Written YOUR 
Congressman Yet? 


The proposed duty of fifteen per cent 
on hides is one of the many measures ad- 
vocated by the so-called Congressional 
Farmers’ Bloc to give relief to the agri- 
cultural sections of the country which 
were hard hit—harder, in fact, than 
many another industry — when deflation 
followed the post-war boom. 

While we have no quarrel with the 
motives actuating the members of this 
group, we have yet to find the man who 
can prove that this particular piece of 
legislation will be of benefit to anyone 
but the big packers of the country. The 
farmer pe t country hides and the price 
which he receives for them is much lower 
than that received for packer hides. Any 
increase in the price of hides which may 
result from this legislation, therefore, 
will be added to the price of packer hides 
and not to that of country hides. And, 
on the other hand, it will increase the 
price of shoes. 


Do you want shoes to go higher or lower? 


manufactures of leather. 


Hides and Skins 


Par. 1582: Hides of cattle, raw 
or uncured, or dried, salted or 
pickled, 15 percentum ad val- 
orem. 

Par. 1653: Skins of all kinds, 
raw, and hides, raw, uncured, or 
undressed, or dried, salted or 
pickled, all the foregoing not 
specially provided for. (Free). 

Par. 1654: Skins of all kinds, 
not specially provided for, tanned 
but not finished. (Free). 


Leather 


Band, bend, belting, rough and 
sole leather, 15 per centum ad 
valorem. 

Harness leather, 20 per 
centum ad valorem. 

Calf and veal skins, tanned or 
tanned and dressed, 15 per 
eentum ad valorem. 

Patent, japanned, varnished or 
enameled leather, if made of 
hides of cattle of the bovine 


your Senators and Representa- 
tives, at least once a week until 


species 5 cents per square foot, 





the Bill is passed. Let them 
know that this responsibility is 
with them. Do this in such a vigorous manner that 
they will realize the injustice of this uneconomic and 
unnecessary tax to the public, and vote agaist it. 

“To accomplish this, every manufacturer should not 
only consider the importance and force of his personal 
efforts in winning this fight, but should impress upon 
the retailers and wholesalers that they, too, have a 
vital interest in keeping the price of footwear down 
and should follow the same plan as herewith outlined. 

“During this critical period through which the boot 
and shoe industry is passing, every manufacturer, 
wholesaler and retailer should realize his personal 
responsibility to himself, to the industry, and to the 
American public at large, to do his duty to the utmost 
in defeating this proposed tax on hides and thus con- 
tinue them on the free list as at present. 


centum ad valorem. 

Patent, japanned, varnished or 
enameled leather, if not made of hides of cattle of the 
bovine species, 5 cents per square foot, 15 per centum 
ad valorem. 

Chamois skins and glove leather, finished, in the 
white or in the crust, 20 per centum ad valorem. 

Pianoforte-action and player-piano-action leather, 
20 per centum ad valorem. 

Skins for morocco, tanned but unfinished, 5 per 
centum ad valorem. 

Upper leather, finished, not specially provided for, 
made of hides of cattle of the bovine species, 25 per 
centum ad valorem. 

All other upper leather, finished, not specially pro- 
vided for, 15 per centum ad valorem. 

Leather cut into shoe uppers, vamps, soles or other 

(Continued on page 92) 
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Is the Style Situation Unsafe? 


Brooklyn Manufactures Think It Is=—‘*Too Much of a Good 
Thing’’ Says One, Promising That Coming Style 
Show Will Help to Put Business on 
a Safer, Saner Basis 


manufacturers is centered on the forth- 

coming Brooklyn style show to be staged 
in the grand ballroom of the Hotel Commodore 
May 15, 16 and 17. Although all the details of the 
show have not been decided upon the committee an- 
nounces that the work of selecting the models has 
been completed and that other definite preparations 
have been accomplished. 


cE HIEF interest among most of the Brooklyn . 


Quick Changes Confusing 


Members of the style show committee and of the 
firms that will exhibit in the show feel that much of 
the trouble in the shoe trade at present is the result 
of too much style. By this they mean too many pat- 
terns and too many quick changes in patterns. With 
this idea in mind the exhibitors have agreed to fol- 
low certain definite styles with the idea of develop- 
ing a real style trend that will aid, rather than con- 
fuse the retail shoe merchant. 


Even Public Is At Sea 


“Our chief object this year,” said Theodore Cramer 
of John Cramer & Son, “is to aid the retail shoe mer- 
chant in a proper selection of his stock from a style 
standpoint. A great variety of patterns only con- 


fuse the merchants. In turn, if the merchant stocks 
up with a wide variety of patterns, he in turn con- 
fuses his customers. We feel that some restriction 
of style is necessary to the well being of the entire 
trade. Just what the style trend is that we have de- 
cided upon, of course, cannot be broadcasted at this 
time. We are saving that for the information of 
those who will visit the show.” 


Many Plan to Attend 


Indications point to a larger attendance at the May 
show than was had at the show last July. L. C. 
Doremus of the George W. Baker Shoe Company and 
chairman of the style show committee, who recently 
returned from a trip that took him as far west as 
Omaha, reports that retail merchants all along the 
line are greatly interested in the forthcoming ex- 
hibit and have signified their intention of visiting 
the show and the market in May. Traveling repre- 
sentatives of other Brooklyn manufacturers report 
back to their offices that the interest in the show 
this year is much keener among retailers in all parts 
of the country than it was a year ago. One salesman 
who makes the New England territory reported that 
every one of his customers with the exception of one 
retailer in Providence had planned to attend the 
show. 








(Continued from page 68) 
line a once-over and if a traveler has a hotel dis~ 
play give him the courtesy of your presence, for 
it costs like the dickens, out of the salesman’s own 
purse, to travel and show shoes these days. 

Do not try to do merchandising impossibilities. 
Some fussy customers will call for all of the colors 
in the rainbow. The thing for you to do is to se- 
lect a limited amount of colors and shades in a 
proper assortment of sizes so that the majority 
of your customers can be served with shoes at a 
fair price, and to have the shoes in the store when 
the demand comes—not after the style is waning. 





The Trend of Style 


Take a look at any cotton or silk piece goods 
counter in an department store and you will see 
a basic indication as to why white shoes will be 
strong sellers in May, June, July, August and Sep- 
temher. Practical shoe men realize that garments 
have a tremendous influence upon footwear. Blus- 
tery winter weather did not have much influence 
toward boots this past season, but tweed, fabrics 
and wool hose practically changed the entire char- 





acteristics of an industry in a period of six 
months. 

We indicate a strong call for whites because of 
the almost positive outlook in the garment field 
as above recorded.: 

“When in doubt as to fancy footwear in sum- 
mer pick white,” is the proverb of a successful 
shoe merchant who has increased his orders for 
whites year by year so that automatically May 
1 shows the complete working stock of the store 
60 per cent white. This may be a trifle strong 
for all cities and industrial centers, and it is for 
each community to estimate its own white capa- 
city. Many of the factory samples show a clever 
use of colors, straps and trimmings in novelty 
leathers over white canvas, buck, kid and calf as 
well as the use of colored stitchings for novelties 
sake. 

There is a whole lot of comfort and satisfaction 
in the new lower heel types of summer footwear 
having a basic white ground work for the upper. 
These shoes have a merit and salability and profit- 
ability. You will be overlooking a big opportu- 
nity for profit this summer if you do not start in 
now to get whites into your store. 
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MAJOR CHARLES T. CAHILL 
Chairman of Exhibits Committee 


JAMES A. MUNROE 
Chairman of Style Show Committee 
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B. L. WALES 
Chairman of Publicity Committee 


. Committees Named for National Shoe and 
Leather Exposition and Style Show 


N announcing the preliminary plans for the 
1922 Market-Fair, to be held in Mechanics’ 
Building, Boston, July 10-13, the officers of 

the National Shoe and Leather Exposition and 
Style Show, Inc., state that last year’s exposition 
was a brilliant success, redounding greatly to the 
credit of all who participated in it, and that this 
year it is proposed to make an even stronger im- 
pression on the trade. 

Intending exhibitors are reminded that it is none 
too early to advise their customers of the date of 
this big shoe and leather industry “at home,” and 
that this should be done both by let- 
ter and circular and by special men- 
tion in trade paper advertising. 


Men Serving on Committees 


The various activities of the ex- 
position will be carried out under the 
auspices of the following commit- 
tees, with Chester I. Campbell as 
general manager: 

Executive Committee — Albert N. 
Blake, chairman, Watson Shoe Co., 
Lynn; Herbert T. Drake, Emerson 
Shoe Co., Rockland; James A. Mun- 
roe, E. T. Wright & Co., Inc., Rock- 
land; Willis R. Fisher, A. C. Law- 
rence Leather Co., Boston; Charles 
C. Hoyt, Farnsworth, Hoyt Co., Bos- 
ton; Cecil Q. Adams, Bristol Patent 
Leather Co., Boston; Thomas F. An- 
derson, Boston. 

Exhibits Committee—Major Charles 
T. Cahill, chairman, United Shoe 





4 WILLIAM H. LARKIN 
Mach. Corp.; Arthur W. Wellington, chairman of the Hospitality Committee 


United States Leather Co., Boston; Frank S. Far- 
num, Churchill & Alden Co., Brockton; Edwin P. 
Holmes, Parker, Holmes & Co., Boston; Willis R. 
Fisher, A. C. Lawrence Leather Co., Boston; Charles 
C. Hoyt, Farnsworth, Hoyt Co., Boston; E. L. Pres- 
cott, W. H. McElwain Co., Boston; F. W. Small, The 
Gilchrist Company, Boston; E. L. Phipps, United 
States Rubber Co., Boston; W. L. Wardell, United 
States Rubber Co., Boston. 

Style Show Committee—James A. Munroe, chair- 
man, E. T. Wright & Co., Inc.; Harry C. Brown, 
Henry C. Brown Co.;. Paul Jones, Commonwealth 
Shoe & Leather Co., Whitman; Hollis B. Scates, 
Emerson Shoe Co., Rockland; James 
H. Stone, The Shoe Retailer, Boston; 
Arthur D. Anderson, Boot and Shoe 
Recorder, Boston; Walter G. Denni- 
son, Boston; Herman E. Lewis, Hav- 
erhill; Charles D. MacLaughlin, 
Bresnahan-MacLaughlin Co., Lynn; 
A. E. Mead, Upham Bros. Co., 
Stoughton; Edward Marshall, John 
Pell & Son Last Co., Brockton; L. 
Caywood Clem, Dunbar Pattern Co., 
Boston; Edward M. Rickard, Rickard 
Shoe Co., Haverhill;'C. W. Pollock, 
Thayer McNeil Co., Boston; George 
R. Walmsley, 5 Vail Court, Cam- 
bridge. 

Publicity Committee—B. L. Wales, 
chairman, M. N. Arnold Shoe Co., 
North Abington; H. W. Fleming, 
Churchill & Alden Co., Brockton; L. 
H. Gilson, Brockton Rand Co., Brock- 
ton; A. C. Doering, Thomas G. Plant 
Co., Boston; George Langdon, Hazen 
B. Goodrich Co., Haverhill; Ray 


(Continued on page 92) 
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(Continued from page 88) 
Quite unlike many older purchasers, a child will be- 
come enamored with the first pair of shoes that is 
put upon his feet and fearing that he can’t have them 
if he expresses any dissatisfaction will not tell if they 
seem tight. Once convinced that there are more, he 
becomes more frank. Of course a measuring stick is 
always used in determining the size of the shoe. An 
effort is always made to fit a child léng enough, 
despite objections of mother or child. In fact Mrs. 
Olds and Miss Scott refuse to fit a child with a shoe 
which is too short. Many mothers have come. to 
rely on the judgment of these women and when it 
is impossible to accompany the child themselves will 
send them with someone to Mrs. Olds or Miss Scott. 


Must Study the Mother, Too 


It is necessary to study the mother and the child 
when making a sale, these saleswomen have learned. 
Some mothers leave the selection of the style of shoe 
entirely to them. Other mothers express clearly. de- 
fined ideas as to the kind of shoe that they wish to 
purchase. By their knowledge of shoes and the chil- 
dren’s needs the women of this department must gain 
the confidence of their patrons. When asked if the 
child or the mother usually won out when there was 
any difference of opinion, Mrs. Olds smilingly replied 
that the child was more often the one whose opinion 
was respected. 

“The Every Kiddie Shoe” is one of the most popu- 
lar models of this department. This shoe was given 
its attractive name and original trade-marke by Mrs. 
W. B. Taylor, the wife of the shoe buyer of Sanger’s. 
There is a large letter S, over which is stamped the 
name “Every Kiddie Shoe.” 
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This is sold exclusively by the Sanger Store. Chil- 
dren have come to know the name of the shoe. One 
little girl has said to have been one of the great 
boosters of this shoe, for she told all her little friends 
the name of her shoes, After hearing that, that 
“Every Kiddie Shoe” was the nicest kind of shoe to 
wear and have such an attractive name, there de- 
veloped quite a demand among her young friends. 
Both the name and the shoe have given much pleasure 
to the young patrons of the shoe department for 
children. Other shoes sold by Mrs. Olds and Miss 
Scott are Edward’s, Donald’s, Mrs. A. R. King’s, 
Shaft-Pierce and Ferris’. 


Children Rule the Roost 


It is of quite as much importance to win the ap- 
proval of the child in making a sale as it is to win 
that of the parent. The child more often determines 
whether a second trip is made to the store department 
than does the mother, according to Miss Scott. Once 
both mother and child became pleased with the treat- 
ment and fit of the shoe their patronage becomes a 
habit. 

The attractive furnishing of the choldren’s depart- 
ment is a great asset. There are small chairs in the 
Sanger Bros.’ children’s department but insufficient 
room makes it impossible to carry out all the ideas 
of the two very successful saleswomen, Gifts are 
sometimes distributed among the children who are 
fitted. At New Year’s time small banks were pre- 
sented to the children. These were very pleasing 
presents and at the same time helped create the idea 
of thrift. 

“We love children, we love our work, so of course 
we get along very well,” Miss Scott modestly said. 








(Continued from page 91) 


Fuller, Gregory-Read Co., Lynn; Harry F. Malloy, 
The Shoe Retailer, Boston; William B. LeBrecht, 
Boot and Shoe Recorder, Boston; W. W. Willson, 
Rice & Hutchins, Inc., Boston; Irving B. Howe, A. H. 
Howe & Sons, Boston; Thomas F. Anderson, Boston. 

Hospitality Committee—William H. Larkin, chair- 
man, 24 High Street, Boston; A. L. Puffer, assistant 
chairman, 30 Groveland Street, Auburndale; Thomas 
A. Delany, 24 High Street, Boston; David J. Tobin, 





3 Nazing Street, Boston; Edward M. Cox, 575 Eliot 
Street, Milton; Sydney, L. Curry, 2 Rockland Street, 
Roxbury; Charles F. Maxwell, 5 Bacon Street, Win- 
chester; George Manson, Dalton Shoe Co., Brockton; 
Roy L. Miller, 30 Woodbine Street, Auburndale; 
Harry LeFavour, 12 Commons Street, Braintree; 
Edward J. Andrews, 77 King Stret, Dorchester; 
Timothy E. Murphy, Robinwood Avenue, Jamaica 
Plain; Frank S. Larkin, 24 High Street, Boston; E. U. 
Burditt, Burditt Shoe Company, 278 Broad Street, 
Lynn. 





(Continued from page 89) 
forms suitable for conversion into manufactured ar- 
ticles shall pay a duty of 10 per centum ad valorem 
in addition to the duty imposed by this paragraph on 
leather of the same character as that from which they 
are cut. 

Bag, case and strap, upholstery, fancy, bookbinders 
and all other leather, not specially provided for, if 
made of hides of cattle of the bovine species, 25 per 
centum ad valorem. 

If not made of hides of cattle of the bovine species, 
15 per centum ad valorem. 


Boots and Shoes. 

Par. 1432: Boots and Shoes made wholly or in chief 
value of leather made from hides of cattle of the bovine 
species, 10 per centum ad valorem. 

Par. 1601: Boots and Shoes not made from hides of 


cattle of the bovine species, not specially provided for. 
(Free.) 


Miscellaneous 


Par. 1432: Rates of duty are made 40 and 50 per 
centum ad valorem respectively, without change of 
wording. (The 40 per cent rate referred to in para- 
graph 1432 covers such articles as bags, baskets, belts, 
satchels, cardcases, pocketbooks, jewel boxes and port- 
folios. The 50 per cent rate applies to such of the fore- 
going articles that are equipped with bottles, drinking 
cups, manicure and sewing sets, etc.). 

Leather shoe laces, finished or unfinished, 50 cents 
per gross pairs, 10 per centum ad valorem. 

Harness, saddles and saddlery, in sets or in parts, 
except metal parts for any of the foregoing, finished 
or unfinished, 30 per centum ad valorem. (A counter- 
vailing clause is added to this paragraph). 
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What Are You Banking On to Give Volume 
in April, May and June 





F you didn’t have a pair of women’s low shoes 
I in the house and were going to buy an entire- 
ly new stock—an ideal stock—to meet the 
wants and needs, the whims and fancies of the 
feminine element of your community from April 15 
to June first what would you buy? 
What percentage each of patents, black kid, brown 
kid, black calf, brown calf, satin and suéde, white fab- 


which were linked together, as second. This would 
depend somewhat upon the definition given to “sports.” 

It was explained that sport footwear included a wide 
range of materials and patterns which were not usu- 
ally classed as Russia calf or other of the plainer 
effects in footwear fashions. The questionnaire did 
not go into a subdivision of these materials into welts 
and turns nor into a discussion of heights of heels 
nor even of patterns as between straps and oxfords. 


ric and sport creations would you 
have in that ideal stock? 


Putting It Up to Men Who 
Think 

The manager of a chain of re- 
tail stores controlled by an East- 
ern factory put this problem up 
to a number of his store man- 
agers, traveling salesmen repre- 
senting the wholesale distribut- 
ing house of this factory and to 
a number of merchants who vis- 
ited the wholesale house. The 
object of the questionnaire was 
to determine what the wholesale 
distributing house and the retail 
stores of this chain should stock 
to cover this period. 

Both the wholesale establish- 
ment and the retail stores of 
course have stock on their 





An Ideal Stock 


Replies received in answer to the 
questionnaire on which this article is 
based show what is considered to be 
an ideal average stock with which to 
go through the selling season begin- 
ning immediately after Easter and 
lasting until about June 1. The list 
of individuals to whom the question- 
naire was sent included store man- 
agers, independent retail merchants 
and traveling salesmen, and their re- 
plies, summed up, show percentages 
as follows: 


ee 29% 
EE Wins 0 occa ncnenenen 9% 
PEE DEED NS chowardicdsconsen 12’4% 
EE 6.0 60.060049040000008 6%% 
I iv GB 1k S05 Sade once chwied 15% 
Sports and Whites ........... 28% 





While there was considerable 
variation of opinion as to the 
popularity of Russia calf there 
seemed to be a pretty well de- 
fined opinion that after the mid- 
dle of April or at. the latest, the 
first of May, the sales of Russia 
calf oxfords and straps would 
show a considerable slump. 

The reasons usually given for 
this were that by that time 
women would cease wearing wool 
suits and don silks and wash 
materials with which patents, 
satins and white fabrics har- 
monize better than does Russia 
calf, 

. With the popularity which 
patents are expected to assume, 
sales of black calf and black kid 
will also be materially lessened 


shelves and the survey was made 








100% although it seemed to be the be- 
lief of those filling out the ques- 





largely to determine where to 
concentrate selling efforts and 
where to buy freely in order to arrive at as nearly 
an ideal stock as is possible. 


Wide Variation of Opinion 


Answers to the questionnaire developed a wide vari- 
ation of opinion on sevéral of the items. In nearly 
all of the answers patent is regarded as the best 
seller. Patent includes not only all of the patents 
but patent vamps with ooze satin quarters. Satin 
and suede, which were linked together in the ques- 
tionnaire, usually followed as second with heavy stress 
on satin. Suedes mostly were gray and beige. Sev- 
eral of the questionnaires showed white and sports, 


tionnaires that brown kid ox- 
fords would continue reasonably popular, at least up 
to the first of June. 


White Strong for Midsummer 


There seemed to be an almost unanimous opinion 
that white fabrics would be very strong and sell almost 
to the exclusion of all other materials during the hot 
weather months. 

The white business, however, rarely gets into full 
swing until after June first. Consequently, this survey 
does not show as heavily on whites as a selling propo- 
sition as it would in consideration of the different 
materials to be in stock June first. 

(Continued on page 98) 
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Sister can ride a hobby 
horse while waiting to 
be fitted 
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Announcement ad- 
vertising appeared in 
many forms 











A Month Old and Paying Its Way 


C. A. Kilbourne, of Minneapolis, Finds That Children’s Shoe 
Department, Divorced from Main Store, Is Good 
Investment—Barber Shop a Drawing Card 


able period of unfavorable weather, C. A. 
Kilbourne declares that the first juvenile 
shoe store in the Twin Cities is a success. Mr. 
Kilbourne opened his new venture in the Meyers 
Arcade building, 924 Nicollet Avenue, Minneapolis, 
on the first of March. In the first three weeks he 
has found, he says, that there is a strong popular 
demand for such a shop, that it can be economically 
managed under the system he follows, and that it 
has drawing power for his other shoe trade. 
It should be explained in 
the beginning that Mr. Kil- 


we a month’s trial, despite a consider- 


side of the juvenile shop in an “L.” The shelves are 
filled exclusively with children’s shoes. The tops of 
the shelves are adorned with drums, kiddie cars, 
piles of blocks, toy animals, trains and the like. On 
the floor a number of kindergarten chairs are scat- 
tered about for the little ones. There is a small 
desk or two and some hobby horses and kiddie cars. 
These all appeal to the kiddies, Mr. Kilbourne finds. 
A jar of gold fish, here and there, and a litfle present 
in the way of an inexpensive novelty paper doll helps 
get the store in right with both child and parent. 

As has already been stated, the window in the 
arcade is filled with a taste- 
fully arranged display of juve- 





bourne has not started into 
business with an _ exclusive 
children’s shoe store. His 
business in the Nicollet Ave- 
nue frontage had been estab- 
lished when he acted upon 
the idea of having a juvenile 
shop, and this latter institu- 
tion is an offshot of the other, 
both in operation and actual 
physical connection. H.ow- 


its separate entrance, its own 
window display, its own stock, 
its equipment for entertaining 
and caring for the wants of 
the youngsters, its own sales 
force, its own set of books in 
the office, its own advertising. 


Toys, Toys and Toys 
The frontage is on the ar- 





ANNOUNCING 
the opening of the 


JUVENILE BOOT SHOP 


MEYERS ARCADE 
924 Nicollet Avenue 


ever, it is “all juvenile’—with _about 


MARCH IST, 1922 


A store devoted exclusively to 
fine footwear for young folks 


Ages One Week 
to Sixteen Years 


The prices will surprise you pleasantly 
MINNEAPOLIS. MINNESOTA 


nile shoes. No others are al- 
lowed in that window. And 
the simple gilt letters in the 
window proclaim the front as 
“The Kilbourne Juveline Shoe 
Store.” 


Special Sales Force 


Two sales people, Carroll 
Miller and Miss Stella Stengle, 
both of whom have had long 
experience in fitting children’s 
shoes, devote practically all 
their time to this shop, al- 
though the management is not 
so foolish as not to have them 
help out in the rush in the 
main store when business -is 
quiet in their department. 

In addition to the toys, Mr. 
Kilbourne has found that the 
children’s barber shop, which 
is conveniently located in one 








cade, and the back of the 
adult store corners with the 


This neat announcement on antique paper 
was sent to a long list of mothers 


corner cf the store, is a strong 
(Continued on page 99) 
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What Can I Do To Build Up My Children’s 
Department 


That’s the Question Which a Progressive Merchant in the 
Middle West Fired at One of Our Staff and Here 
Is Just What We Told Him 


About six months ago, a progressive store in the Mid- 
dle West wrote me for suggestions as to how to best re- 
arrange the children’s department of their store. This 
store accepted the suggestion, segregated their children’s 
shoes, made a real department out of it and was building 
up a very substantial business when a fire entirely cleaned 
out the whole store. When it came to rebuilding, they 
again wrote, saying that the original correspondence had 
been destroyed in the fire, and asked for further sugges- 
tion in fitting up a children’s department in the new store. 
The following article is merely a copy of two letters which 
I wrote in answering the inquiry. The store referred to 
now has a wonderful children’s department which is doing 


_an exceedingly satisfactory volume of business. 


EARL C. LOGAN, 
Western Editor, Boor AND SHOE RECORDER. 


Y observation has been that in the average 
store salespeople all get busy and shy away 
when a women comes in leading a child by the 
hand. Nobody in the store wants to wait on chil- 
dren’s trade and yet in stores that have been de- 
partmentized and the children’s business has been 
given a fair show it has proven itself one of the most 
lucrative parts of the business and in addition to that 
has been the magnet that has drawn many valuable 
customers to the other departments of the store. 
The essential elements in building a children’s de- 
partment are, first, to segregate the children’s stock, 
if possible, in a room by itself where it will be away 
from the other parts of the business. 


Women Make Excellent Managers 


Second, to have somebody absolutely responsible 
for the merchandising of shoes in that department, 
somebody whose business it is to buy the shoes, su- 
perintend the department and see that the shoes are 
properly sold and that the customers are courteously 
and patiently waited upon. 

Third, the selection of the person in charge of this 
department is exceedingly important. Very often a 
girl or woman makes the best manager, but in any 
event, the person in charge must love children and 
must be in sympathy with child life; somebody who 
will study children, their likes and dislikes, their 
moods and their personalities. 


Make Children Like to Come 


Fourth, it is important that the department be 
fitted up in a way that will be attractive to children. 
A little merry-go-round, a little swing, some hobby 
horses, possibly a sand pile, just things the children 
love and amusements that are attractive to them. 

Fifth, the seating is important and should be so 
arranged that it will. be comfortable for children of 
different ages and comfortable for the mother or at- 
tendant who comes with the child to be fitted. 


In the F. E. Foster store in Chicago, seats are used 
which are just wide enough for a mother and child 
to sit side by side. Fitting stools are of different 
heights so that the child can be comfortably seated 
while being fitted. 


What You Can Do With Walls 


In this store the paper above the shelving is deco- 
rated with birds and beasts. The tint of the ceiling 
so harmonized with the wall that it is difficult to tell 
where one ends and the other begins. In the center 
of the room is an airplane constantly in motion. 

In the children’s department of Goldsmith’s in 
Memphis regular height chairs are alternated with 
low chairs of the same design so that the mother 
can sit alongside of the child, but the child has a 
little seat all its own. 


Give Them Toys and Joys 


Children love toys, balloons, dolls and other sorts 
of inexpensive playthings. B. Katchinski of the 
Philadelphia Stores of San Francisco, has built a 
fortune, the foundation of which was catering to 
children. A child never leaves the store without re- 
ceiving some little token presented in person by Mr. 
Katchinski. 

Frank Siebert of Springfield, Ill., says his chil- 
dren’s department is the best paying departnfent in 
proportion to investment, of his whole store. This 
department has been built very much in the same 
way as the Katchinski store. 


One Floor for Children Alone 


Marott’s of Indianapolis has a wonderful chil- 
dren’s department fitted up with all sorts of amuse- 
ments for children and an especially selected sales- 
force to wait on them. 

The Stone Shoe Company of Cleveland, Ohio, de- 
votes the entire second floor of their store to juvenile 
shoes. Mr. Moat, who has had charge of this de- 
partment for years, is a wonder in merchandising 
juvenile shoes. 

I have here given you a few of the outstanding 
examples that have come to my personal attention 
where children’s departments have been made a suc- 
cess. I would suggest that you get in touch with 
these stores. 


And Here’s the Second Letter 


Since the former letter which I wrote you relative 
to the children’s department has been destroyed, I 
am sending you a carbon copy of it because the ideas 
contained in that letter are as good for your new 
store as for the old one. 

I wish it were possible for you to send me even a 
pencil drawing of your new store if blue prints are 
not available with the space which you expect to de- 

(Continued on page 99) 
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Jacobean period fixtures were used in the windows shown above—those of the new Florsheim store in Seattle, 
Wash. The same period furnishes the motif for the interior trim shown below 


If You Use Period Window Fixtures 


Your Store Interior Should Harmonize 


HAT is said to be one of the most beauti- 

\ \ ful retail shoe stores on the Pacific Coast 
was opened Feb. 4 by the Florsheim Shoe 
Company at 306 Pike Street, Seattle, Wash. The 
new store is the second Florsheim establishment in 


Seattle. Like other stores of the company, it is de- 
voted exclusively to handling men’s shoes. F. A. 
Neebling is general manager of the Seattle district, 
with headquarters in the store at 903 Second Avenue, 
of which he is part owner. George A. Smith is in 
charge of the Pike Street store. The Florsheim Com- 
pany entered the Seattle field eight years ago. The 
store at 903 Second Avenue has been established three 
years. Mr. Neebling has been manager for the last 
six years. Mr. Smith was 
associated with the Second 
Avenue store as salesman 
since 1915, except for two 
years he was in the army. 

The Jacobean motif is 
faithfully carried out in the 
new store, and was modeled 
after Mr. Neebling’s original 
plans. This period style is 
carried out in paneling, dis- 
play cases, show - window 
backgrounds and other wood- 
work. The woodwork is 
dark brown Honduras ma- 
hogany. The interior dis- 
play cases are built in and 
illuminated by concealed 
electric lights. There are 





six of these illuminated displays. Each is lined with 
a Batik creation—crash of peacock blue, overlaid with 
gold and silver. Handsome rugs add a distinctively 
metropolitan air. 


Mahogany Background 


The show windows have a mahogany background. 
The base is of bird’s-eye maple, with a 6-inch border 
of mahogany. Valances are of canary silk velour. 
The Florsheim trademark is embroidered in purple 
and lavender in the valances, which are set off by 
a fringe of deep purple silk. 

“The new Seattle store is the most beautiful of the 
Florsheim chain, comprising forty men’s shoe stores 
in various parts of the 
United States,” says Mr. 
Neebling. “Our company 
has the utmost faith in the 
future of Seattle and the 
Pacific Northwest. This ex- 
pansion in the Seattle field 
is the result of steadily in- 
creasing business here dur- 
ing the last year. We have 
given the public an up to 
date metropolitan men’s 
shoe store, and the splendid 
patronage which it is get- 
ting shows that we have 
given the public what it 
desires.” 
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Everyone In Milwaukee Now Knows 


What Is Good Style 


Retail Merchants Put On a Show Which Had Total Attendance 
of More Than 75,000, Thus Showing What Co- 
Operative Advertising Can Do to 
Build Business 


M ILWAUKEE underwent a most striking. 


and thorough awakening from the stand- 

point of wearing apparel and footwear 
during the week of March 20 to 25, which was 
observed as Civic Style Week, the most elaborate and 
far-reaching spring style campaign that has ever been 
conducted in the metropolis of Wisconsin. 

When more than 75,000 women, men and children 
paid on an average of 50 cents each to witness a 
brilliant display of styles, presented upon a background 
of high grade vaudeville, and at least half as many 
are turned away because of the lack of room even to 
stand, it may be judged whether or not a Civic Style 
Week such as that held in Milwaukee is a complete 
success. That, however, is the actual record. 


Models on Miniature Boardwalk 


The Atlantic City Board Walk Exposition was the 
title applied to this spring style show, and it lived 
up to its name. A miniature of the famous board 
walk at the Jersey coast resort was established for 
six days in the big Municipal Auditorium, and every 
one of the twelve performances—matinee and night— 
attracted crowds that forced the management to close 
the doors and station announcers with megaphones at 
the portals of the big convention hall to tell the public 
that there was no more room. 


The Exposition was arranged by a committee of’ 


twenty-five of the leading downtown retail merchants 
of Milwaukee, embracing boots and shoes, women’s 
wear, men’s clothing and furnishings, jewelry, dry 
goods, millinery, furs, and even furniture, musical in- 
struments and drugs. The actual promotion and man- 
agement was in the hands of professionals. 


Retail Merchants Co-Operate 


The merchants of Milwaukee had been observing the 
last week of March each year as “Style Week” for 
about five years, but never before did the observance 
reach the dimensions or succeed in forming the great 
attraction that the exposition this year achieved. In 
former years it was customary for the merchants to 
join forces with one of the larger downtown motion 
picture theaters in presenting a style show in con- 
junction with the regular performances for a full 
week, or at least three days. The success of this 
arrangement induced the merchants to enter the work 
this year on a much broader and elaborate scale, on 
their own responsibility, and apart from any other 
interest. 

The main arena of the Auditorium, which it will 
be remembered housed the exquisitely beautiful world’s 
shoe fair at the 1921 N. S. R. A. convention, was 


converted into a miniature of the Board Walk. Ar- 
ranged around the edge of the arena were about 100 
booths, in which the participating merchants displayed 
their merchandise and received visitors. The mam- 
moth stage was made to represent a section of the 
bathing beach, with sand, live models and all other 
accessories. 


Vaudeville Acts a Feature 


Occupying the center of the arena was a huge X- 
shaped runway, and upon this, twice daily, fifty models 
appeared in the latest wearing apparel and footwear. 
Between “acts” of the Style Revue were vaudeville 
acts, principally dancing and vocal entertainment. The 
style show proper was reminiscent of the Correct Cos- 
tume Revue conducted at the 1922 N. S. R. A. con- 
vention at the Coliseum in Chicago, although it was 
divided into periods. The program of appearances 
uniformly adhered to at each of the twelve perform- 


ances was: 


Juvenile models; sport wear for women, children 
and men; ladies’ and men’s business suits; ladies’ 
afternoon dresses and men’s suits; millinery ; women’s, 
men’s and children’s boots and shoes; ladies’ and men’s 
evening wear; furs and lingerie; bathing suits. 

Footwear Much in Evidence 

All boots and shoes shown in the revue was fur- 
nished by the Caspari & Virmond Co., 61-63 Wisconsin 
Street; the S. J. Brouwer Shoe Co., 322-324 Grand 
Avenue; Walk-Over Shoe Store, 137-139 Grand Avenue; 
Nunn-Bush Shoe Stores, 86 Wisconsin Street, 204 
Grand Avenue, and 172 Third Street; Joseph A. Schu- 
macher, 117 Grand Avenue, and the Rich Shoe Co., 
which participated in the exposition on behalf of 
twenty retail dealers in the Julia Marlowe shoes for 
women in Milwaukee. 

“The Style Committee has endeavored to show only 
practical, sensible merchandise, eliminating all extreme 
zarments,” was the announcement made at the begin- 
ning of each revue and published on the official pro- 
gram. In this respect, the exposition had a particu- 
larly strong appeal to the public, and doubtless much 
of the success of the affair from the standpoint of 
actual selling of merchandise is attributable to this 
conception of the showing. 

The boot and shoe. stores which maintained booths 
on the “Board Walk” included Caspari & Virmond, 
Brouwer’s, Walk-Over, Nunn-Bush, and Schumacher, 
while women’s wear shops also handling shoes included 
Bedell’s, Field’s and several others. 


Big Crowds in Attendance 


Much of the credit for the success of the Exposition 
(Continued on page 98) 
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As a Shoe Traveler Sees It 


Geographical location and size of the city or town 
in which a merchant is located have considerable 
bearing on what he can best merchandise. The per- 
centage of a certain leather in proportion to total 
volume of sales must necessarily vary on this account. 

A shoe traveler who is familiar with conditions in 
the Middle West has worked out a schedule based on 
information gained in a recent trip over the territory 
included in his schedule. In- this chart he has made 
a schedule for Chicago, for other metropolitan cities, 
for cities with population from 15,000 to 100,000 and 
one for smaller cities and towns. The chart is inter- 
esting and deserves more than a passing glance. This 
estimate is for territory including: 

East—as far as Buffalo, Pittsburgh, etc. 

South-—as far as Louisville. 

West—as far as Kansas City, Omaha, etc. 

North—as far as Minneapolis. 

Small 
Other Cities 
Metropolitan and Big 
Chicago Cities Towns 
Pittsburgh Popula- 
Buffalo tion 
Cleveland 15,000 
Columbus to 
Cincinnati 100,000 
Louisville inc. 
Indianapolis 
Toledo 
Detroit 
Grand Rapids 
Milwaukee 
Minneapolis 
St. Paul 
Omaha 
Kansas City 
St. Louis 
Dayton-Akron 


Choice 


1 Whites and . 

Sports... 39 37 34 31 
2 Patents .. : 28 26 _ 23 
3 Satins and 

Suedes .. 14 11 5 
4 Brown Kid 9 12 18 
5 Black Kid. 8 11 15 
6 Tan Calf.. 4 6 8 


100 100 100 
Make Your Own Calculations 


We suggest that every merchant make a list of 
these various materials and opposite each write down 
the percentage which he thinks would constitute an 
ideal stock and then compare the written slip by 
an actual stock taking of the shoes in his shelving. 

When this is done he will be in a position to push 
what in his opinion will be the slow movers and fill 
in with merchandise on which he feels he will be 
short. 

If shoes are to be made ample time should be 
allowed for transmitting the order, getting the shoes 
through the works and into the store. Most factories 
are hooked up to produce merchandise on short notice 
but it is safe to allow around six weeks from the time 
the order is sent until mercharidise is expected in 
the store. But, at that, there is ample time to have 
stocks well balanced by the middle of May. 

E. C. LOGAN. 
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is being accorded to A. B. Caspari, who served as vice- 
chairman of the Milwaukee Style Week Committee. 
C. A. Helmbacher, manager of the Walk-Over Shoe 
Store, was chairman of the publicity committee, and 
as a member of the finance committee. Other members 
of the committee from the boot and shoe trade were 
S. J. Brouwer, Jos. A. Schumacher and C.. A. Helm- 
bacher. 

The doors of the Auditorium were open from 1 to 
11 p. m. daily from Monday until Saturday. During 
the passing of the style revue and vaudeville, the 
crowds were seated in the immense parquet and gal- 
lery of the main arena, holding about 5,500 persons, 
and in fixed seating sections occupying the four large 
spaces formed by the X-shaped runway, accommo- 
dating about 1,500 more. All of the standing room 
was packed at every showing, and it is conservatively 
estimated that not less than 75,000 people were enter- 
tained during the week. The performances opened 
promptly at 2 and 8 p. m. and lasted about two hours, 
including the vaudeville. 

“It was a truly wonderful success and remarkably 
effective in every way,” was the manner in which 
Vice-Chairman A. B. Caspari described the Exposition 
after its conclusion. “It has awakened the people of 
Milwaukee in the spring and summer offerings of 
our merchants as nothing has ever been able to do 
it before. Every merchant who participated feels it 
is the best investment he ever made.” 





your , 
pardon 


In our March 4 issue, a typographical error in the 
description of one of the styles in the line of the 
Beals-Pratt Shoe Manufacturing Company made it 
appear that the shoe was of kid instead of kip, as 
it is. The error appeared in the page advertisement 
of this firm in the description of Stock Number 204, 
a mahogany kip lace oxford with perforated tip, vamp 
and foxing. 

Two issues later, in that of March 18, the line 
“Introducing a New Leather” was inadvertently used 
in a Pfister and Vogel Leather Company advertise- 
ment devoted to a discussion of the merits of Velours 
calf, one of their trade-marked products. Velours 
calf is not a new ieather nor is it anew name. Leather 
bearing this name has been manufactured by this 
company for a number of years. 

Descriptive matter appearing under two reproduc- 
tions of shoes appearing in the full page advertisement 
used by the Tweedie Footwear Corporation of Jeffer- 
son City, Mo., and St. Louis, in the March 25 issue 
of the Boot AND SHOE RECORDER, were transposed by 
error during the make-up of the publication. No. 
7327, of smoked elk with patent tip, apron and back 
stay, thus bécame confused with No. 7387, also of 
smoked elk, but with patent strap, tip and back stay. 
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A Month Old and Paying Its Way 


(Continued from page 94) 


drawing card. This shop is set off by a high railing 
and is operated by a woman who has a hairdressing 
parlor in the building. She sends one of her opera- 
tors, who is an expert hair-cutter, to take care of the 
little customers. 


Making Dates for a Hair-cut 


Already the mothers have learned to telephone, 
arranging for hair-cutting engagements for their chil- 
dren. Once in the store and noting the decidedly 
convenient arrangement as well as the very obvious 
purpose for something extraordinary in the way of 
shee fitting service for their little ones, they natur- 
ally become customers. There also is a shoe-shining 
stand for bot® adults and children in the’shop, and 
this, Mr. Kilbourne says, also has proven.a drawing 
power for mothers who have a chance to look over 
the store while getting a shine. Both the barber 
shop and the shining stand are operated by outside 
people, and the rent they pay takes care of substan- 
tially one-half the rent for the juvenile store. Alto- 
gether it takes up a space of 36 feet by 33 feet. 


Fixtures Cost Less Than $1000 


Of interest, of course, is the special wants that 
Mr. Kilbourne has found a demand for in his kind 


of a shop. He has sold a great quantity of baby . 


shoes, for one thing. Then there are the 3 to 5 sizes 
and the 5 to 8 sizes for children up to five years of 
age. These, he declares, are going to be the biggest 
sellers. Girls of the ages around nine and ten, he 
finds, are hard to fit, and special service such as he 
is able to give in a distinctly juvenile shop, with 
sales people especially trained in caring for trade 


of that character, proves attractive. Growing girls 
of twelve to fourteen, who really wear women’s sizes 
on girls’ lasts, are another problem in the ordinary 
run of shoe business, Mr. Kilbourne maintains, and 
from disappointment and dissatisfaction in mixed 
stores, they and their parents are glad of an oppor- 
tunity for more gareful fitting in the juvenile shop. 


Keeps Separate Books and Records 


Mr. Kilbourne has opened a distinct set of books 
for his juvenile shop. Against it is charged the 
rent, the light, the salary of the sales force, one- 
third of his own salary as manager, one-third of the 
office expense, all the advertising of that particular 
shop. 

The store has been consistently advertised in the 
newspapers of Minneapolis since its opening. An- 
nouncements of different sort also have been sent 
out by mail to lists of mothers. Customers, im- 
pressed with the shop, have given Mr. Kilbourne lists 
of their friends and acquaintances and requested 
him to mail his circulars to them. One St. Paul 
woman gave him a list of twenty-five women friends 
in the neighboring city. All advertising is featured 
by cuts showing one or more children at play, with 
an attractive shoe, of course, somewhere in the 
picture. 

Mr. Kilbourne is decidedly optimistic about the 
future of the juvenile shop. It has paid its way, even 
though only a few weeks’ old pioneer and under 
somewhat adverse conditions as regards both 
weather and times. And that being the case, he is 
positive that in these coming days, with normalcy 
re-established, it will develop a splendid business for 
him. 








What Can I Do To Build Up My Children’s Department? 
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vote to the children’s department indicated thereon. 

If I were arranging a new store I surely would 
make my children’s department stand out as a dis- 
tinctive feature of that store. If it was necessary to 
build an archway cased opening with a grilled work 
above half way across the store in order to partition 
off a corner or make the space allotted to children’s 
shoes stand out in a distinctive way to customers that 
enter the store I would certainly do that very thing. 


Set a Bullseye on Price 


I would confine my buying to as few lines as pos- 
sible to get a price range and a style range that 
would be in keeping with the women’s shoes and 
men’s shoes carried in the store. 

Whether a merchant wills it or not some place in 
his business is a bull’seye where his selling efforts 
center; for instance, if $8 is the most popular price 
for men’s shoes then he should have more styles at 
$8 than at any other one price and gradually thin 
out both from that point upward and from that point 
downward. The same is true in the women’s depart- 
ment and is equally true in your children’s depart- 
ment. 


You will naturally expect to serve the junior mem- 
bers of the families from whom you obtain the, bulk 
of your men’s and women’s business; consequently, 
there should be a bull’s-eye price in misses’ and chil- 
dren’s- shoes and in boys’ and youths’ shoes, which 
is just as clearly and as distinctly defined as in the 
men’s and women’s. 


Style Selection Vital 


Success in the children’s shoe department depends 
very largely on selection of styles that are pleasing 
alike to the children and the parents. 

The merchant who fails to realize that children 
have an eye for beauty and are interested in pretty 
shoes is missing one of the big visions of his busi- 
ness. Beautiful patterns and pleasing combinations 
of colors attract the eye of a child and when a child- 
is pleased the sale is more than half made. 

Proper fitting of children’s shoes is so important 
that too much stress cannot be laid on this point. 
Thousands of men and women to-day are only 50 per 
cent efficient because their feet have been crippled 
and foot troubles started by being misfitted with foot- 
wear in childhood. 
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Cut Prices Sales About Over 


Retail Business Largely Dependent on 
Weather During Closing Days of 
March 


HICAGO shoe merchants with 
a very few exceptions have 


ceased to advertise special cut 
price sales and are stressing new 
spring merchandise in their advertis- 
ing and in their window displays. 

Most of the advertising features 
merchandise at medium prices. Spe- 
cial stress is placed on both men’s 
and women’s footwear, ranging in 
price from six to nine dollars. In the 
extremely high grade stores price 
features are, of course, considerably 
above these features, but even in these 
stores few prices are quoted in adver- 
tising over the $12.50 mark. 


Liquidating Russia Calf Oxfords 


This does not mean, of course, that 
these stores are not selling shoes 
above these prices, but it does mean 
that they are endeavoring to convince 
the public that good, trustworthy, 
styleful merchandise can be bought at 
prices which seem reasonable to the 
various classes of trade in which the 
respective stores bend their efforts. 

Many of the stores are concentrat- 
ing their sales efforts on women’s rus- 
sia calf oxfords in an endeavor to rid 
their shelves of this merchandise dur- 
ing the month of April, since it is 
the general belief that from the first 
of May forward, russia calf oxfords 
will not be in the class of highly 
wanted merchandise. 


Heavy White Season Ahead 


While black and brown kid leathers 
are both selling fairly well in wo- 
men’s oxfords, there seems to be a 
feeling that these two leathers will 
follow tan calf, and before the season 
is over even these letters will give 
way to patents and satins, and all 
will be followed by heavy selling on 
whites. : 

At the present time patents remain 
the center of attraction and satins 
are close seconds. Patent vamps with 
gray and beige quarters are produc- 
ing a fair volume of business, and in 
some stores gray suede is taking fair- 
ly well. However, the progressive 
merchants are putting special selling 
efforts behind gray suede and patent 
with gray quarters. 

The volume of business depends a 
great deal upon the weather. When 
the sun shines, business is fairly good, 
but when it rains and the thermom- 
eter drops, the volume of business 
drops with it. 


Men Fonder of Black? 


In several stores a strong tendency 
is seen toward black footwear. Plain 
gun metals are selling much stronger 
than they were a year ago, and pat- 
ents are rapidly gaining. 

The best sellers in the patents in 
most stores are the medium narrow 
square toe effects with light soles and 
close trimmed edges made with uppers 
showing very light and dainty per- 
forations. With all the increase in 
sales of black footwear, the medium 
shades of tan russia are producing the 
larger volume of sales. Brown kid 
and kangaroo are selling better as 
the weather gets warmer, and even 
among young men’s trade there seems 
to be an increasing demand for these 
lighter weight materials. 


New O'Connor & Goldberg 
Store Opened 


To continue business until closing 
time on Saturday night on Clark 
Street and then move the store two 
and a half blocks and open up on Mon- 
day morning, ready for business, on 
West Madison Street, is some feat. 
However this is what O’Connor & 
Goldberg did. The new store at 159- 
161 West Madison Street opened Mon- 
day morning, March 27, all set and 
ready for business, A crowd was 
constantly in front of the windows of 
the new store, which is especially at- 
tractive, and business opened up in 
a very satisfactory way; in fact, the 
new store was quite busy within an 
hour after the doors were opened. 


An Unusual Arrangement 


The Clark Street Store has always 
been recognized as almost an exclu- 
sive men’s store, although a fair vol- 
ume of women’s business has been 
done in that location. 

In the new store on Madison Street 
men’s shoes will be stressed heavily, 
but women’s business will not be neg- 
lected. The ground floor will be 
devoted entirely to men’s shoes and 
women’s shoes will be carried down- 
stairs. The downstair’s store is not 
a basement store by any means, but 
is very beautiful and attractive in 
appearance. The concealed shelving 
idea has been carried out, and a beau- 
tiful panel effect is presented. 

The floor of the women’s depart- 
ment is beautifully carpeted, and the 
lighting effect is very attractive. W. 
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J. Welch, the manager of the new 
Madison Street store, is very much 
pleased with the appearance of the 
mercantile room and is enthusiastic 
over the new location. 


Cleaning Up Odds and Ends 


To clean up the odds and ends a 
special sale of men’s shoes at $4.35 
was inaugurated in the Clark Street 
store Monday morning, March 27. 
While numerous cut price sales have 
been held all over town, an announce- 
ment of this special sale in the Sun- 
day Tribune met with such a response 
that at 9:30 in the morning, an hour 
after the store opened, police protec- 
tion had to be called for to control 
the crowds who came to the store. 
Thus the power of advertising when 
the legitimate reason is given for a 
special sale has again been demon- 
strated. 


New Men’s Store Opened 


“The Quality Boot Shop” will be the 
name on the windows of an exclusive 
men’s shoe store to be opened soon 
at 1702 West Madison Street by Edel- 
son & Davis, This will be the first 
of a chain of stores which this firm 
expects to open at transfer points in 
Chicago. These stores will feature 
men’s dress shoes of a medium high 
grade. The stores will be beautifully 
fitted up and will be made very attrac- 
tive in every way. 


Harry Modlin Selling Bonds 


Harry Modlin, vice-president of the 
Chicago Shoe Travelers’ Association 
and former manager of the Chicago 
branch of the Long Shoe Co., has 
formed a connection with the Equit- 
able Bond & Mortgage Co. of Chi- 
cago, and is now selling first mort- 
gage real estate gold bonds. Mr. 
Modlin, through his years of connec- 
tion with the shoe industry has won a 
host of friends in the trade who wish 
him god-speed in his new field of en- 
deavor. He is maintaining an office 
at 110 North Dearborn Street. 


Wholesale Business Looking 
Better 


Volume of orders booked by Chi- 
cago wholesale houses for the last 
ten days of March indicate a decided 
uptrend in retail stores. While these 
orders to a great extent called for 
patents and satin in women’s dress 
shoes, there has been a substantial 
call for comfort shoes and footwear of 
conservative type. 

Children’s business has been un- 
usually good, with a number of houses 
specializing in this class of footwear. 
The fancier types of low cuts for 
misses and children and growing 
girls have been especially in demand. 
Smoked and pearl elk with saddles 
of brown calf and patent have been 
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among the big sellers, although all 
over patent in various strap effects 
have been especially good. 


Collections Remain Slow 


While volume of business has been 
good so far as sales are concerned, 
collections have been far below the 
expectations and desires of wholesale 
merchants. Credit men in several of 
the wholesale houses have remarked 
about the unsatisfactory financial 
statements which have been received 
from retail merchants, In many in- 
stances it is believed that these state- 
ments do not clearly tell the story of 
the merchant’s financial condition, and 
as a result credits have been refused 
where they would probably have been 
granted had the financial statements 
been clean cut and carried with them 
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the confidence which is necessary to 
the extension of credit. 


Plant on Shift Work Basis 


Shift work production is proving 
highly successful in the Shaft-Pierce 
Shoe Co.’s plants at Faribault, Min- 
nesota. 

In order to obviate the building of 
additional floor space which was 
needed to keep production up to orders, 
the directors decided last July to at- 
tempt operating a night shift. Since 
then the necessary arrangements were 
effected and finished production began 
March 15. Up to the present time 
the daily production of this extra shift 
is four hundred pairs of shoes, which 
production is maintained without the 
slightest interference with the day 
production. 





SPOKANE 


Spring Trade a Month Late 


Rush for Easter Footwear Expected 
Because of Late Start of Season— 
Novel Advertising Wins 
Business 


ULLY a month late, spring 
business has only begun to 
move in Spokane shoe stores due to 
to a continuation of unfavorable 
weather. Snow has been on the 
ground continuously for over 90 days, 
and except for five open days, between 
March 10 an 15, the usual early season 
buyers have had little inducement to 
look for spring footwear. Despite 
this weather handicap, which retail- 
ers have fought all fall, winter and 
spring, trade is showing a general 
stimulus about the city, with March 
stepping out in acceptable fashion. 
Sales have continued over from 
February to March with bargain 
prices considered unusually low. It 
is the opinion that prices alone will 
not move stocks and that only a sen- 
sational advertising and selling cam- 
paign will awaken any interest in 
special retail events. As spring stocks 
did not begin moving until about 
March 15, local managers anticipate 
a heavy business between now and 
Easter, with a promise of having an 
old-time rush, should Spokane get a 
few weeks of good weather. 


Offered 1899 Retail Prices 


Unique in its idea and effective in 
its appeal, the H. & E. shoe store, of 
the local H. & E. string stores, staged 
a novel sale beginning March 7. The 
advertisement read as follows: “An- 
niversary Celebration—We Are Going 
to Take You Back te March, 1899— 
the time when Jake Hill, president of 
this organization, started in the shoe 
business. Then shoe prices were $3.50 


and $4.50. From Tuesday until Satur- 
day we are going to sell you 1500 
pairs of women’s pumps and oxfords 
at the same price: $3.50 and $4.50.” 

According to Manager Frank Shock- 
ley, the idea was original and moved 
stock true to schedule. Lloyd Hill 
originated the scheme. 

The fourth retail store of the H. & 
E. company was opened at Lewiston, 
Idaho, on March 4, J. C. Fitzpatrick, 
from the local organization, is manag- 
ing the new store. A fifth store was 
scheduled to be opened at Yakima, 
Wash., on April 4. 

“Business opened up with a boom 
at Lewiston,” said Mr. Shockley. “We 
anticipate an excellent Easter busi- 
ness in all of our stores this year.” 


Sold Slippers and Boots for $5 


Another unusual ad shown recently 
was carried in Spokane papers by the 
Model Boot Shop. “Comfy” bedroom 
slippers were offered for 5 cents when 
bought with a pair of Red Cross, 
Selby, Lounbury or Taver’s boots at 
$4.95. The ad appeared on March 9. 


Bootery Has Sale Campaign 


The Bootery has staged two sales 
this month. At the opening of March 
men’s and-women’s shoes were offered 
at $3.50, $4.50 and $5. Two weeks 
later another lot were placed on sale, 
including spring oxfords and pumps 
and shoes for both sexes in four lots, 
ranging from $4.50 to $7.50. 


Spring Models Shown at Style Show 


Spring footwear for women, par- 
ticularly sport models, were given 
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beautiful display by the Crescent de- 
partment store March 14 to 16, during 
the spring style shows. Footwear and 
hosiery were featured with women’s 
apparel for three evenings, at which 
a total of 6000 women attended. A 
new sports shop, opened last month, 
has stocked with the highest grade 
shoes. The Cantilever make is being 
pushed in the women’s department. 


Flat Price of $10 Is Made 


The newest price innovation made 
here was announced by Shuart’s Walk- 
Over boot shop, when the complete 
new stock of women’s pumps and ox- 
fords were priced at $10. 

At Culbertson’s, low and military 
heel, strap slippers and new, open 
cut oxfords in brown and black col- 
ors of kid and brown calf, and pat- 
ent or patent and gray suede com- 
bination, shown in both one and two- 
strap models, are priced from $7 to 
$10. . 


Patent, Low-Heeled Models Are Best 


“The demand for low heels and for 
patent leather materials far exceeds 
all others,” said Arthur Schulein. “We 
anticipate this to be our greatest nov- 
elty season.” 


Kane-Stitz Moves Stock 


Advertising a “$35,000 Overstock 
Sale,” the Kane-Stitz company is 
quoting pumps and oxfords at $3.75; 
pumps, oxfords and high shoes at 
$5.75; and spring models at $7.75, 


Gives Warning on Styles 


“It is a wise merchant who realizes 
how fickle the trade is becoming this 
season,” said Otto Warn at the Warn 
& Winston shop. “We have never 
seen demand change so with entirely 
new models asked for due to an over- 
night change.” 


Must Observe State Law 


A warning was received by local 
shoe merchants from the Washington 
State Merchants’ Association, calling 
their attention to the new state law 
which prohibits a customer from re- 
turning to the merchant shoes which 
have been found unsatisfactory for 


any reason aid who request an ex- 
change. The t has his choice 
of giving a pair of shoes and 


destroying the returned pair, or re- 
fusing to take back the original pur- 
chase. The same law applies to hos- 
iery and is enforced by the state 
health department. Spread of disease 
through the cireulation of exchanged 
goods is the reason for the law. De- 
partment stores, it is said, have been 
reluctant in strictly observing the 
statute, while some merchants claim 
the law is a boon to their sales de- 
partment, making it unnecessary to 
satisfy many unjust claims of cus- 
tomers, 
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Business Picks Up 
Substantial orders from merchants 
who buy of local jobbers and whole- 
sale houses is reported, accompanied 
by a tendency of merchants to place 
more than “hand to mouth” orders. 
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The optimism is based on definite 
promises that the farming, lumbering 
and mining industries—three equally 
important factors in the Spokane and 
“Inland Empire” territory—are due to 
open up on a pre-war basis within the 
next 60 days. 





INDIANAPOLIS 


Business Shows Comparative Increase 


Better Since First of 1922 Than It Was 
Year Ago, Even Though Hampered 
by Poor Weather 


LATE Easter and unfavorable 

weather conditions are infiu- 
ences which so far this month have 
deterred activity in the shoe business, 
both wholesale and retail, and while 
Indianapolis jobbers and retail shoe 
merchants report a gratifying increase 
in business over the period from the 
first of the year, compared with the 
same period of 1921, the sales for the 
last two weeks have been somewhat 
below normal. 

Usually shoe merchants look upon 
the month of March as the beginning 
of their business year; the pre-Easter 
buying setting the pace for the bal- 
ance of the year. But so far Easter 
buying has not started on a very big 
scale, and the cold, rainy weather has 
curtailed shopping to a large extent. 

The one ardent wish of the local 
shoe merchants is for good weather 
conditions, and it is generally believed 
that once the Easter buying gets an 
actual start, business will be fully 
up to expectations, both as to volume 
in the number of pairs sold and in 
cash receipts, as compared with last 
year’s business. Last year weather 
conditions for the greater part of the 
month of March were ideal for shop- 
ping, and the low prices served to at- 
tract rather heavy buying. 


Lull During First Week in April 


“There has been a decided lull in 
the retail shoe business since the first 
of the month,” said A. G. Brown, gen- 
eral manager of the George J. Marott 
establishment, in commenting on the 
retail situation. “This lull, we be- 
lieve, is due almost wholly to bad 
weather conditions, which have kept 
many shoppers at home. At present 
the volume of business is somewhat 
below that for March of last year, but 
this can be accounted for partly as 
being due to the late Easter. I be- 
lieve that with fair weather prevail- 
ing, business will hit its stride. This 


is shown by the fact that on the few 
fair weather days of the month our 
business was very good and our sales 
measured up to expectations. 

“There is nothing gloomy in the 
business outlook, and this temporary 
lull will soon give way to another 


period of activity. The present situ- 
ation is still in favor of the buyers. 
It is still a buyers’ market, as there 
seems to be plenty of merchandise 
available for sale, I do not expect 
any advance in the prices of shoes. In 
fact, some of the autumn lines now 
being offered show a further decline 
in prices. During 1921 there was a 
decline of about 30 per cent on the 
average in prices of shoes and retail 
prices are now about 50 per cent be- 
low the peak prices of 1920.” 


Wholesale Trade in Better Shape 


The wholesale jobbing shoe business 
in the Indianapolis territory also 
shows a fair increase in the volume 
of merchandise sold since the first of 
the year, although there has been a 
lull in business within the last two 


weeks, reflecting the slowing up in~ 


retail sales. One local jobber in dis- 
cussing the outlook in his particular 
line expressed the opinion that there 
would be no rise in prices of any 
consequence, and that if there is any 
change, further price reductions may 
come. 

The character of the buying in re- 
cent weeks has shown some improve- 
ment, but with the cheaper lines 
showing a better demand than the 
higher priced goods. However, deal- 
ers report a fair call for special styles, 
especially for women’s shoes and slip- 
pers. Thus far, however, there has 
been nothing that would indicate more 
than a seasonal business in most lines 
of shoes and slippers. 


Other Indiana Shoe News 


As a result of an advertising cam- 
paign he conducted recently, Howard 
Homan, a retail shoe merchant at 
Anderson, sold in one day thirty-seven 
more pairs of shoes than on any day 
of the nine years he has been in the 
‘business. 


The Minor shoe store at Frankfort 
has been holding a gigantic “admin- 
istrator’s sale” recently. The sale 
was caused by the death of Horace 
Minor, who established the business 
about fifty-seven years ago. The 
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business will be conducted in the fu- 
ture by John Minor, a son. 





The Walk-Over Boot Shop at 
Blcomington has contributed $1,000 to 
the fund that is being raised for the 
purpose of erecting a $100,000 memo- 
rial to Indiana University. The Walk- 
Over store is owned and operated by 
C. C. Spencer, Ross R, Richardson 
and James A. Wells, the families of 
which have been represented in the 
student body of the university. 

A shoe department is being installed 
in the A. Goodman department store 
at Shelbyville. The new department, 
which will be in the basement, will 
be in charge of Harry M. Schnipple, 
who for five years was associated 
with the Henry Schoelch shoe store, 
and for two years was a salesman for 
a wholesale shoe concern. The man- 
agement of the Goodman store says 
the new department probably will be 
ready about April 1. 


Kokomo Store Sold 


H. H. Creager, who for the last ten 
years has conducted a retail shoe store 
on West Walnut Street, Kokomo, has 
sold his store to Edward S. Yarling 
of Peru. Mr. Creager says he is un- 
decided as to his plans for the future, 
but he intimated that he probably 
would engage in a similar business in 
another city. Mr. Yarling has been 
connected with the shoe department 
in the Marshall Field Co. store in 
Chicago. 


Wednesday, March 8, was a record 
day in the annals of R. R. Peck’s ex- 
perience as a retail shoe merchant in 
South Bend, the day’s receipts total- 
ing more for the one day than they 
had on any day since Mr. Peck started 
in business thirty-one years ago. The 
building in which Mr. Peck has con- 
ducted his store is going to be torn 
down, and on being unable to find a 
suitable location, he has decided to 
retire. With this in view he staged a 
mammoth cut-price sale, and it was 
during the sale that he broke his pre- 
vious one-day record. 


Sixteen firms and individuals of 
Fort Wayne and a number of shoe 
manufacturers in various cities of the 
country are listed as creditors of 
Samuel L. Simon, proprietor of the 
Simon Shoe Shop, 206 Shoaff Build- 
ing, Fort Wayne, who recently filed 
a petition in bankruptcy in the fed- 
eral court. In his petition, Simon 
declares he has liabilities of $26,393.05 
and assets of $22,980. Unsecured 
claims held by creditors total $22,- 
780. Stock in trade comprises most 
of the assets, Simon valuing his stock 
on hand at $20,762, 





Ben Becker, well known Terre 
Haute shoe merchant, has obtained a 
fifteen-year lease on a spacious store- 
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room at 525 Wabash Avenue, and will 
remove. his present stock at 507 
Wabash Avenue to that location after 
extensive improvements have been 
made. Mr. Becker, who has been in 
the retail shoe business in Terre Haute 
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for thirteen years, says the new store 
will be opened about a week before 
Easter. Mahogany fixtures with plate 
glass and nickel trimmings will be in- 
stalled. The new room is about 150 
feet in length. 





ST. LOUIS 


Easter Rush Has Started 
Business Continues to Show Upward Trend 
With Enthusiastic Buying Spirit 
Prevailing 


ITH another good week of 
fine weather, retail shoe 
merchants have enjoyed a better 
business period than the previous six 
days. This continued betterment, 
which has shown an increased volume 
of business each succeeding week, is 
expected to push right on through 
until Easter. The stores have been 
crowded during the week, and Satur- 
day simply swamped all of them, es- 
pecially in the women’s department. 
Sport shoes, with tweed suits and 
sport coats, have taken the city by 
storm, and the “flappers” are forc- 
ing the vogue for sport shoes to the 
utmost. Most of the pairs observed 
are the all rubber bottoms; few pairs 
with leather soles have made their 
appearance as yet. The stores that 
have forced this particular style have 
their stocks pretty well exhausted. 
Not many will have the courage to re- 
order on the smoked horse and elk 
patterns after they have been cleaned 
out. The plain toe styles are not re- 
ceiving the demand that tip effects 
are having. Practically all buyers 
are showing a liking for the saddle 
and back stay trimmings, together 
with the tip. 


Whites Due Next 


Many retail shoe merchants are 
concerned as to what will become of 
the sport tendency after Easter. Not 
alone the sport tendency, but not a 
few are worried as to how the gen- 
eral business will be affected. Of 
course, many are playing whites to 
offset the slump that will happen in 
other footwear. The prediction that 
white will be in strong demand after 
Easter seems to have many sponsors. 
In sports shoes it is almost a cer- 
tainty that smoked horse and elk will 
be dead. But some new patterns are 
already being seen in the white 
leathers and fabrics with trimmings 
of patent, gun metal and some tan 
ealf. A few calls for white shoes, 
even at this early date, is being noted 
in the large stores. 


Patent Continues Good 


Patent strap stuff still leads the 
style field. Oxfords have slipped a 


little in the call, but a good many 
pairs are still being disposed of. The 
broad “flapper” one-strap with low 
heel is the best bet in the patent line. 
Some fancy cut-outs and straps for 
dress are bought, but this represents 
only the slightest portion of the pat- 
ent business. 

There has been felt during the past 
ten days a heavy pressure for a com- 
bination effect in patent and beige or 
sand color. The call for this style 
has only developed during the past 
week, when it became apparent that 
the feminine sex would pay homage to 
this well appearing novelty. Most of 
the retail shoe merchants played the 
gray and patent combination stronger 
than the other type. Many grays and 
patents are being sold, now that the 
weather is more ideal for this type of 
footwear. 


Satin a Good Seller 


Satin remains well up in front in 
point of sales. It is the preferred 
choice of women seeking a neat ap- 
pearing dress shoe. The low heeled 
one-strap is probably the most sought 
pattern in this field. Cut-outs with 
two and as many as four button 
straps are having many buyers. Or. 
naments of rhinestone effects still ac- 
company the sale of a pair of satin 
slippers. Starting Saturday (April 
1) and the two following ones, retail 
shoe merchants looked for the peak 
Easter business and made prepara- 
tions accordingly. 





Shoe Factories Busy 


All factories, at least the big ones, 
are working to capacity to produce 
the shoes ordered to be delivered in 
time for the Easter selling. The 
women’s specialty factories, particu- 
larly, are feeling the pressure brought 
on manufacturers by the retail mer- 
chants to rush their shoes which have 
been ordered from sixty to ninety 
days ago. The big general line houses 
are bringing their sales forces in for 
the usual conference held at this time 
of the year. 

What business is being booked by 
the road men for the most part is for 
immediate delivery. The general line 
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houses who usually do a conserva- 
tively large future business are com- 
plaining of the lack of this character 
of buying. 


Buying of Staples Urged 


Many view the situation as not a 
healthy condition. It is believed by 
many that when the fall business 
opens up, the identical situation will 
prevail that is found in practically all 
factories now. The holding off of 
buying staples until the last minute 
and then the rush for seasonable foot- 
wear is one of the biggest contributing 
factors in late deliveries and manu- 
facturers not being able to meet the 
demands placed upon them. 

The in-stock departments have been 
completely used up wherever the 
right shoes have been available. The 
demand on patent particularly has 
been severe, and in-stock departments 
on this leather have not been able to 
replenish this fast moving line of 
shoes. 

Apparently much optimism is pos- 
sessed by the salesmen who again are 
taking to their territory. Better busi- 
ness is looked forward to by all of 
them, something which could not have 
been said when they took the field 
for the spring business. 


Says Low Shoes Laid Him 
Low 


When young women and girls ca- 
pitulated last fall to low shoes and 
oxfords, few of them realized that 
anything more serious than colds 
would follow. They thought, in a 
word, that whatever injury might re- 
sult would concern them alone. How- 
ever, an indication of the extent of 
the injury done was revealed here 
this week in the bankruptcy court 
when Fred Berlich, a shoe dealer at 
2632 St. Louis Avenue, testified that 
low shoes and heels force him to seek 
refuge in the bankruptcy court. 

“Last fall I purchased $2,500 worth 
of women’s high shoes, all having 
French heels,” he _ testified. “The 
prices of footwear ranged from $6 to 
$8 and would have enjoyed much 
popularity. Then the change in style 
came suddenly. I saw that women 
were all wearing low shoes, and the 
first thing I knew I had $2,500 worth 
of stock that could not be sold,” Ber- 
lich told Referee Cole. 


Harry Vinsonhaler Ill 


Harry Vinsonhaler, president of 


, the Vinsonhaler Shoe Co., has been 


suffering with an attack of the flu. 
The complaint has caused Vinsonhaler 
to be away from his business part of 
the time for two weeks. Improye- 
ment in his condition was reported at 
the offices of the company this week, 
and it was hoped he would return to 
his business next week. 
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MILWAUKEE 


Public Demand Not Centered 
On Any One Style 


ECIDED -impetus has been 
given the movement of foot- 
wear and hosiery as well by the ef- 
fect of the strinkingly impressive ob- 
servance of Civic Style Week in Mil- 
waukee this year, and the influence of 
this elaborate campaign to awaken 
the public conscience to spring buy- 
ing not only is being well sustained, 
but seems to be accentuated as the 
season moves forward. Trade is more 
active now (week ended March 25) 
than it has been at any time this year. 
There has perhaps never been a 
time when the call for footwear has 
assumed such a wide range as now, 
although it is limited principally to 
low cuts. In this type of shoe, how- 
ever, the demand. covers everything 
merchants are offering and it is ex- 
tremely difficult to pick out any cer- 
tain style that is selling in largest 
volume. Patent leather oxfords and 
pumps have a big vogue. Sport shoes 
are going so well that merchants look 
for the best season in these goods 
they have ever experienced. Sandal 
straps in a wide range of leathers, 
materials and colors, are popular. 
Low heels seem to be preferred, al- 
though there is plenty of call for the 
baby Louis and the higher walking 
heel. 
Juveniles Sell Well 


Due probably to the influence of 
style shows featuring children’s foot- 
wear, the sale of juvenile merchan- 
dise has assumed relatively large pro- 
portions. The distinct feature of the 
demand is that style goods are wanted 
and the staples which until now 
formed the bulk of sales have yielded 
to a strong tendency toward the nov- 
elties. This is regarded as a trend 
growing out of the decided prefer- 
ence for novelties for the older folks 
and is making children’s business this 
year one of the most important fea- 
tures of the average store’s trade. 


Men’s Trade Improving 


The early season call from the men 
is of an encouraging nature, and ox- 
fords are moving better than usual at 
this period. Blacks are becoming 
more popular, although the various 
shades of tan, with brogue tendencies 
or the more conservative style goods 
with perforations have the heaviest 
call. The sportwear note in men’s 
shoes has not made advances suffi- 
cient to enable merchants to base pre- 
dictions for the summer, but it is 
likely to be good. 


Hosiery Sales Excellent 


Locally good results are coming to 
light from the Boor AND SHOE RE- 


CORDER’S effective campaign to edu- 
cate the retail trade to the value of 
pushing hosiery along with boots and 
shoes. It seems that shoe buyers are 
gradually coming to look to the boot 
shops for their hosiery supply. With 
the recent stimulation of children’s 
trade along style lines, the call for 
hosiery for the little folks is ad- 
vancing proportionately. Heretofore 
boot shops found little sale for chil- 
dren’s hosiery. The men are not yet 
inclined to do much hosiery buying at 
shoe stores, but it is believed that 
good progress in this direction will 
be made this summer as the novelties, 
especially short oxfords, have a 
broader appeal and showings of ap- 
propriate half-hose by boot shops be- 
come more general. 


The Manufacturing Situation 


Factories specializing in dress shoes 
for men, women and children are well 
supplied with orders and operating at 
good capacity. Those producing the 
work and service shoes, and staples 
of various kinds, find trade gradually 
assuming a better volume, although 
demand has been rather slow for the 
last two or three months. This is 
more or less of a seasonal tendency, 
however. The condition of the in- 
dustry is considered good and pros- 
pects are constantly improving, espe- 
cially in the work shoe field, as un- 
employment is now rapidly being re- 
duced. Milwaukee is essentially an 
industrial city and local demand is 
expanding nicely. 


August Vogel Honored 


August H. Vogel, vice-president of 
the Pfister & Vogel Leather Co., has 
been appointed the new national coun- 
cillor to represent the Milwaukee As- 
sociation of Commerce in the Cham- 
ber of Commerce of the United 
States. John E. Fitzgibbon, general 
manager of the Phoenix Hosiery Co., 
has been appointed one of the asso- 
ciation delegates to the annual con- 
vention of the chamber. 


Change Corporate Titles 


The corporate style of the Peterson 
& Johnson Shoe Co., with factory and 
offices at 509 Fourth Avenue, Milwau- 
kee, has recently been changed to the 
Paramount Shoe Co. The notice is 
signed by L. P. Kiehm as secretary. 
The Luedke-Schaefer Shoe Co., 317 
Mineral Street, Milwaukee, also has 
changed its name, the new title being 
Edward A. Luedke Shoe Co. It was 
originally established as the Luedke- 
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Schaefer-Buttles Shoe Co. Edward 
A. Luedke is now the principal owner. 


Everwear Markets Stock 


An issue of $300,000 of 8 per cent 
cumulative preferred stock is being 
marketed direct by the Everwear Ho- 
siery Co., 382 Tenth Street, Milwau- 
kee. The purpose of the issue is to 
provide additional working capital 
and to accommodate the natural ex- 
pansions of the business, which was 
established in 1906.. The present 
plant, occupied since May, 1920, af- 
fords 100,000 square feet on five 
floors. There is a branch mill at 
Cedarburg, Wis. It is officially stated 
that 1922 business so far shows an 
increase of more than 50 per cent over 
1921, which was the concern’s biggest 
year. 


Work for “Dry” Relief 


V. J. Schoenecker, Jr., president of 
the V. Schoenecker Boot & Shoe Co., 
Milwaukee, has been elected secre- 
tary and treasurer of the Wisconsin 
Anti-Prohibition Association, a new 
organization of prominent business 
and professional men headed by one 
of the leading physicians of Milwau- 
kee, which will work in affiliation 
with the National Association Against 
the Prohibition Amendment. The im- 
mediate object is to work for beer and 
light wines for the home, by amend- 
ment of the Volstead enforcement 
act. 


Death of W. J. Krauthoefer 


William J. Krauthoefer, president 
ofthe Wisconsin Shoe Co., 523 Mar- 
ket Street, Milwaukee, died March 25 
at Columbia Hospital. He was 62 
years of age. His sons, Emory W. 
and Chester J. Krauthoefer, are ac- 
tively in charge of the factory. 


Adds Boot Department 


Joseph Lynch, proprietor of the 
Headlight Store at Darlington, Wis., 
a leading men’s shop of southwestern 
Wisconsin, has added a complete boot 
and shoe department and a women’s 
ready-to-wear section. The new boot 
section carries a line of the better 
grades of women’s as well as men’s 
footwear. 


For Daylight Saving 


Milwaukee clocks will be advanced 
one hour at midnight April 30 under 
the city ordinance adopted a year ago, 
and the daylight saving schedule will 
be kept in force until Sept. 24. Offi- 
cial reports have been received from 
Chicago that the common council has 
amended the local daylight saving law 
to correspond with the Milwaukee or- 
dinance. Last year Chicago observed 
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the advanced schedules for a month 
before and a month later’ than the 
Milwaukee period, which cauused con- 
siderable confusion. 


Chippewa Valley Active 


The boot and shoe factories at 
Chippewa Falls, Wis., are again oper- 
ating at capacity or within close 
range of normal. Chippewa Falls is 
one of the leading centers of the in- 
dustry in Wisconsin. The principal 
factories are the Flug-Weiler Shoe 
Mfg. Co., Chippewa Shoe Mfg. Co., 
L. W. Shoe Mfg. Co., Mason Shoe Co. 
and the Hand Made Shoe Co. The 
general storm conditions obtaining 
late in February and at various times 
during March caused a reduction in 
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output at some shops, but this has now 
been overcome. 


A New Capital Store 


The formal opening of the new store 
of the Frank W. Karstens Co., at 
22-24 North Carroll Street, Madison, 
Wis., was held last Saturday. F. W. 
Karsten recently sold his big depart- 
ment store and is now specializing in 
shoes and hosiery for ladies and 
misses, and clothing, furnishings and 
shoes for men and boys. The shop is 
one of the handsomest in the capital 
of Wisconsin, the fixtures, of Ameri- 
can walnut, having been especially 
designed by the Welch Mfg. Co. of 
Grand Rapids, Mich., from plans by 
Taussig & Flesch, designers, Chicago. 





DETROIT 


Spring Business Trifle Slow 


Season Late in Starting and Much Larger 
Volume Is Expected Later 


PRING business is not develop- 
ing as early as many of the 
shoe dealers expected, but there is 
a slight change for the better, tak- 
ing everything into consideration. 
The unemployment situation is clear- 
ing up to some extent, a recent drive 
for employment of ex-service men 
having met with considerable success. 
There have been no particular style 
developments here. Patent leather, 
patent leather with gray suede com- 
bination and black satins are all 
selling about equally well. Sports 
have not developed as some thought 
they would, but it is expected that 
later they will have a good run. 


Oxfords for Winter Again? 


A review of the window displays 
indicates the passing of the brown, 
for the present at any rate, in any- 
thing but oxfords, the three styles 
mentioned in the preceding para- 
graph being shown in large numbers. 

Oxfords have the demand in men’s 
lines, although there are many men 
who have conservative tastes who will 
not wear oxfords until warmer 
weather arrives. It is predicted by 
some men’s shoe store dealers that 
oxfords will not only have a very 
large sale during the summer, but 
that they will practically take the 
place of high-cuts for next winter, in 
much the same manner as the low- 
cuts have displaced high-cuts in 
women’s lines. Whether this will 
actually develop remains to be seen. 

There is a tendency toward plainer 
leathers, although the demand for 
conservative perforations appears to 
be undiminished. Patent leather ox- 
fords are being featured by many 


stores as a style shoe that is not ex- 
pected to give a very large measure 
of wear. The sale of patent leathers 
is expected to increase the number of 
pairs turned over, because of their 
shorter life. 


Easter Windows Appearing Early 

Some of the down-town shoe stores 
have long since placed their Easter 
window decorations. While some stores 
use little in the way of decorative ef- 
fects, those where these accessories 
are used are all the more noticeable 
to the passerby. In the large win- 
dows of the R. H. Fyfe Co. store there 
is a center panel of velour in front 
of which is placed a flower decoration 
that tapers at the top and turns over 
to one side much in the shape of a 
question mark. This makes a beauti- 
ful addition to the paneled back- 
grounds of these windows. 

Lavender is the color scheme of 
the decoratives at the Walk-Over 
stores. At one of the down-town 
stores the permanent background is 
built with a series of long narrow up- 
right panels. These panels have been 
filled in with fancy paper panels in 
lavender, which, with the ivory finish 
of the pilasters, makes a very pretty 
background for the footwear. The 
cards are made on lavender card- 
board, carrying out the colobr scheme. 


Flowers Freely Used 


At Crowley-Milner Co.’s the chief 
decorative is a floral tree in a very 
odd and fantastic flower box, the en- 
tire decoration being in nuvo art 
style. Purple velour throws and mats 
are used, these having a border of 
gold braid an inch and a half deep set 
in about 2 inches from the edge. 
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Merchants Elect Officers 


The Detroit Retail Shoe Dealers’ 
Association has taken on a new lease 
of life. Early in March the annual 
election of officers was held and the 
following officers elected: 

James J. Ertell, Ertell & Butler, 
president; Stewart Rackham, Thos. J. 
Jackson, Inc., vice-president; W. S. 
Dowler, manager men’s shoe depart- 
ment, C. H. Baker, secretary; Thos. 
B. Meath, Queen Quality Shoe Store, 
treasurer. Directors: J. E. Wilson, 
A. O. Day, general manager R. H. 
Ffye & Co.; Thos. Jefferies, manager 
shoe department, Crowley-Milner Co.; 
Steven J. Jay, manager men’s depart- 
ment, R. H. Fyfe & Co.; Thomas J. 
Jackson, Thomas J. Jackson, Ince.; 
Ed. Stocker, 637 Gratiot Avenue; W. 
I. Whitney, Dr. Reed Cushion Shoe 
store; Clyde K. Taylor, manager 
women’s departments, the Walk-Over 
stores. 

The new president is well known in 
Detroit shoe circles, having been 
actively engaged in retailing here for 
many years. He came to Detroit 32 
years ago, taking a position in the 
designing department of the old firm 
of Pingree & Smith, later the Pingree 
Shoe Co. He thought there was a 
greater field in traveling and carried 
the samples of the Harris Shoe Co., 
manufacturers and jobbers for a 
short time, but finally settled down to 
retailing, taking a position with the 
old firm of L. N. Valpey & Co., who 
sold out to Gauntlet & Butler, the lat- 
ter member of that firm being Mr. 
Ertell’s present associate in the firm 
of Ertell & Butler, Monroe avenve. 
He was also connected with the Queen 
Quality Store and the Emerson Shoe 
Co., being with the latter for thirteen 
years. 

“Jim” Ertell is a prominent Mason, 
Maccabee and Odd Fellow. He has 
been active in the Retail Shoe Deal- 
ers’ Association for many years, and 
his election as president presages a 
prosperous year for the association. 


Agency for Vogue Shoe 


The newly opened shoe department 
in Heyn’s Bazaar has the Detroit 
agency for the Vogue shoe for women, 
which was formerly sold at the Rus- 
sel Co. store. The department is 
owned and operated by the Rosenbach 
Co., Chicago. 


Three Emerson Stores 


Opened 
After many delays the three new 
Emerson shoe stores have been 


opened. J. T. Hurrle, formerly as- 
sistant manager of the Louisville store, 
is manager of the store in the First 
and Old Detroit National Bank 
building. R. L. Brown is manager of 
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the store at 2321 Woodward avenue, 
and J. B. McNulty is manager of the 
store at 14004 Woodward avenue, 
both of whom were lately connected 
with the Detroit store on Michigan 
avenue. 


Lawrence With Hickey Co. 


Walter Lawrence, lately with Ben 
Burk, is again connected with: the 
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men’s department, E. J. Hickey Co., 
where he was formerly employed. 


Windsor Merchant Invades Detroit 


Geo. H. Wilkinson, Windsor, Can- 
ada, is invading Detroit territory by 
advertising English brogue oxfords, 
made by English manufacturers and 
imported direct, in the Detroit news- 
papers. He advertises: “There is no 
duty on shoes.” 





LOS ANGELES 
March Business Much Better 
Than Preceding Month 


PRING is enthroned in Los 

Angeles. The windows are 
vying with each other in their dis- 
plays of seasonal merchandise, and the 
new styles are being eagerly investi- 
gated by the buying public. A style 
show at the Hotel Ambassador re- 
cently presented the new things in 
a gorgeous setting and was spon- 
sored by the many exclusive shops in 
the hotel. The unusual amount of 
rain during February had retarded 
sales somewhat during this period, 
but from all reports March is getting 
her share of business. 


Whites to the Front 


White shoes are being shown 
lavishly, as well as- sports oxfords 
and patents. The lure of sports togs 
is universal, and there are seemingly 
shoes to complete every costume. At 
present it would appear that the sad- 
dle patterns lead all others. There 
are any variety of combinations, but 
beige and kindred shades of suede and 
buck decorated with brown calf sad- 
dle or apron seem most popular. Pat- 
ent on white buck is another good 
seller. All white strap patterns of 
kid are having good calls, and al- 
though it is rather early in the sea- 
son, canvas footwear is selling well, 
also. There has been little let-up on 
the demand for patent sandals, and 
many of them are deeply slashed at 
the instep, and stitching is used free- 
ly on others. 

For flapper wear the low broad 
patent with one strap fastened at the 
side with a sliding buckle is quite the 
thing. Satins are selling well also, 
in pumps and straps, and one of the 
new shoes at Gude’s is of beige buck 
or suede with patent foxing and wing, 
and a narrow strip of patent running 
back to the throat, and goring at the 
side. This side goring is seen in 
many of the new shoes. 


Russian Boot Makes a Hit 


The Russian boot has met a fine re- 
ception with the Los Angeles theatri- 
cal people and leaders of fashion. 
These are being shown at the Ville 
de Paris, and Mr. Hadley, manager, 
states that the ladies are buying them 
for snappy wear, They go fine as 


a novelty, but whether they will be 
taken to by the trade in general waits 
to be seen. They look warm, and al- 
though milady wears summer furs, 
she: may not care for summer boots. 
This boot as shown by the Ville is of 
patent with a gray cuff, Cuban heel 
and welt sole. The shoe department 
of this store is experiencing a brisk 
trade, and each day, as compared 
with the same day last year, sees a 
nice increase in volume of sales. 


Looking Forward to Good Business 


Mr. Edwards, new manager at 
Gude’s, states that they expect all the 
business they can comfortably handle 
for the next couple of months, espe- 
cially on sport shoes, as the call is 
increasing every day. A good Eas- 
ter business is anticipated, but 
whether it will exceed the same pe- 
riod last year is yet to be seen, as 
Easter comes so late this year and 
many people will have covered their 
needs by that time. 


Show Shoe Construction 


Van Degrift’s window this week is 
attracting quite a little attention. 
The central display shows up the in- 
ner construction of a boy’s shoe which 
they feature. This shoe is made up 
to the Van Degrift specifications, and 
they claim it is as good a boy’s shoe 
for wear as can be made. A buzz 
saw is shown having just sawed a 
pair clean through the middle and the 
insides are exposed to the public gaze. 
Tags attached to strings call atten- 
tion to the different parts and explain 
their qualities. The shoe is all 
leather, absolutely solid throughout, 
solid leather counters, leather box and 
toe. Also made with wear-proof arch 
supporting shank. 


Hosiery Department Opened 


The four stores of C. H. Baker Com- 
pany, well known shoe. concern, have 
recently put in a hosiery department, 
which is proving a wise move, as they 
find that shoe sales prepare the way 
for hosiery sales and vice-versa. They 
expect to increase the line gradually 
and add to it from time to time. Only 
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well known brands are carried, such 
as Kayser’s and Van Raalte. 





Brown Shoe Co.’s Men in House 

For one week commencing March 
20 the entire sales force of Brown 
Shoe was brought into the house for 
a conference. On Monday evening, 
March 20, a buffet supper was served 
at the 22nd Street Building, where 
about 250 people were present. Frank 
James, sales manager of the com- 
pany, acted as toastmaster, and John 
Bush, president, was the principal 
speaker of the evening. Harry 
Tomes, general factory superinten- 
dent, fitted some of the very latest 
styles on living models, who were 
secured through Major Levy, in 
charge of this work for the St. Louis 
Fashion Show. 

W. H. Camp, special Buster Brown 
representative, addressed the sales- 
men on children’s footwear. 

The conference concluded with an 
address by Sales Manager James, 
who urged greater volume of sales 
during the coming year and outlined 
the big advantages the new line pos- 
sessed. James felt that each sales- 
man should increase his 1922 sales 
considerably over those of the past 
year. 


Burke in Indiana and Michigan 

S. W. Burke, representing Rich- 
ards & Brennan Co., Randolph, Mass., 
in Indiana and Michigan, is now out 
calling on the trade and is very en- 
thusiastic over the merchandise he 
has to show and optimistic as to the 
future of the shoe business. 





H. S. Lockwood with Millar & Wolfer 

H. S. Lockwood, formerly of the 
firm of MHarrison-Lockwood Co., 
‘Haverhill, Mass., has joined the sales 
force of Millar & Wolfer, makers of 
women’s McKays and welts, of Chel- 
sea, Mass. To Mr. Lockwood has 
been given the territory north of the 
Pennsylvania line and west, including 
Chicago and St. Louis. “H. S.” is 
well known to the shoe buyers as an 
authority on women’s “snappy” foot- 
wear, and moreover one who has a 
host of friends on account of his 
splendid personality. Mr. Lockwood 
takes the place in the Millar & Wol- 
fer. organization of Frank M. Bohr, 
who a short while ago assumed the 
duties of sales manager for Plant 
Bros. & Co. 


New Shoe Stores 

A. Goodman, Shelbyville, Ind., shoe 
department (Harry M. Schnipple in 
charge). 

Joseph Lynch (proprietor of the 
Headlight Store), Garber Building, 
Darlington, Wis., has added shoe de- 
partment. 

Frank Luzenski, Wisconsin Rapids, 
Wis. 

The Fiebrich-Fox-Hilker Shoe Co., 
Racine, Wis. 
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We're fairly flooded with orders 
for COBBIES with the RUMBO 
TOE—“the walking last of the | 
century.” 


Old Dealers—New Dealers—Deal- 
ers everywhere. 


If you want the shoes for Fall and 
Winter which will be “all the rage” 
write or wire for Salesman. 
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* The Shoe that is Tailored” 


Have you ever noticed 
how a woman wants her 
dress just so, her hat 
just so, her gloves 
just so? 


You know she wants her 
shoes just so. 


That’s why so many 
women insist upon 
wearing ‘‘HOLD- 
SHAPE’’—‘‘the 
shoe that is TAIL- 
ORED.” 


The new ‘‘HOLD- 
SHAPE” Styles for 
Fall are exquisitely 
fashioned. 


Are you prepared? 





Unis 3 the 


Rumbo Toe 
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TURN MODELS OF EXCLUSIVE STYLE 


Original Designs and Brooklyn Quality 


These illustrated are repre- 
sentative of many. 


3 WEEK. 
DELIVERY 


Style 105 
Style 101 
Made in Russia Calf, Patent Saddle 
Made in Patent Leather with Grey and Heel $6.5 


Suedé Strap 





Also in White Kid .......... $7.00 
Also in White Kid with Patent Also in Grey Suede Back and — 
roe Agee peepee FAAS $7.00 dle, Patent Vamp ........ $6.75 





CLASSIC SHOE COMPANY 


39-41 YORK ST., (Cor. Washington) Brooklyn, N. Y. 


WASHABLE 
WILO 


Reg. U.S. Pat. Off 


WHITEBUCK 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, Ill. 
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Johansen’s Feeture Arch 


The latest addition to a line of women's shoes 
that has been good since 1876. 


An arch absolutely rigid, yet Alexible—and how 
is that possible? 


T is possible because Johansen’s Feeture Arch 
is built upon a new principle—a principle 
fully protected by patents and‘used by Johansen 
exclusively. The two pieces of the shank are 
interlocked by the weight of the body, forming 
an absolutely rigid arch support. When the 
weight is released the two-pieces, working like a 
hinge, cause the shank to become flexible. . This 
makes possible a perfect two in one shank— 
rigid downward, flexible upward. 


Johansen’s Feeture Arch takes the place completely of 
rigid shank and flexible shank shoes. But the Feeture 
Arch is not limited to preventive and corrective use. The 
Feeture Arch assures a normal shoe with complete foot 
comfort and without the sacrifice of one iota of style. 


ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 
Saint Louis. 
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BEEBE; 


FIFTY YEARS PRODUCING HONEST LEATHERS 
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R TANNING CO. 
CALEKIPAND SIDES 
ALL COLORS AND FINISHES 
SMOKED EIK- SPLITS 


CALF LININGS 
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SHEEP SKINS 





CHROME SOLE 





COTTON FINDINGS 
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More “T-S” Styles In Big Demand To-Day 
Shown by Tober-Saifer 





TTL 











On the 














Floor 
Ready 
g to 
le ° 
ny Ship Style 
_— 1180 
Wg ng » apes Gates. Smoked — Vamp ;, 
an rter ‘aten d k st 
perforated exactly as illustrated. “Geshpens welt 1180—Patent Chrome ‘‘Flapper’’ Pump nickel slide 
sole, white welted edge to heel seat, 9/8 heel with buckle, perforated exactly as illustrated. McKay 
Goodyear rubber top lift. A " that is in big sewed sole, wheeled edge, 8/8 heel, rubber ee x 
demand. A, B and 0, 2% to 8...........+- $4, D CEs Bab OD Orccecccdcsccuceestepecncsa 85 
3752—Dxactly same style » above with mah 2240—Same as or in Goodyear Welt Sole. B, 
calf tip, apron and back stay...........6++. $1.00 Cc, and D, 2% Be ce dae sebecte dd dvuchte $3.50 
2248—Same style as above "with plain toe soft box. 2418—Same as pans = } ae toe Goodyear welt 
B, G a66. D, BH © Bs cccccdcvcssevveces 83.60 sole, A, B, and OC, 2% to 8....-e-+eeeeceee $3.50 





TOBER-SAIFER SHOE CO. 


Novelty Footwear in Stock 
1312 Washington Ave. St. Louis, Mo. 

















SUUTEAADEOAEOCUEOUEEOUGECGEOUEROEEUDEAOEECEOUOEOOEEAOSOASEOOEEOOERUUEEAORNOOOAOROOOSOOUEROOROODSOOEEES 





LET GRIFFIN 


Help Sell Your Suede Shoes 





Show your customer how 

conveniently she can clean 

von BFR and recolor her suede shoes 

SUEDE POWDER with GRIFFIN SUEDE 
LEANS & REC POWDER. 


The only suede powder put 


Ree =p in the GRIFFIN PAT- 
FF sEENTED TIN. 
ee ee 
(The powder and buffer are in one 
compact tin) 
MADE IN ALL PREVAILING 
COLORS 


Per gross $20.20—Per dozen $1.85 
If your dealer cannot supply your 
demand 


Handy Felt Buffer Showing Buffer in Use 
Sets in Bottom of Tin WRITE Arranged to Prevent Soiling of Hands 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET NEW YORK, U. S. A. 

















bow 
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BALTER’S BUSINESS BUILDERS 


STYLES RIGHT OFF THE FLOOR AT PRICES WHICH ARE AN 
INDUCEMENT FOR LARGE ORDERS. GET YOURS IN TODAY. 


mA SP 


Stock No. 503—Women's Full Chrome 
Patent One Strap Pump, McKay, Medal- 
lion Tip, 9/8 Rubber Heel, Extra Wide 


Strap. Price $2.35. 
Sizes: 3-7 


Price $2.35 


MEN’S MAHOGANY PLAIN TOE. 
OFFICERS’ BLUCHER nt 


Stock No. 550—Men’s Mahogan ung, Brows 

Blucher, Whole Quarter Plain Toe, Of- 
ficer Shoe, Leather Facing, Grain Leather 
Innersole, Goodyear Welts, Rubber Heel. 


Sizes 6-10. 
Price $2.75 


Stock No. 952—Women's Extra Fine 


rown Cabretta 5 Eyelet Oxford, Medal- 


lion Tip, McKay, Rubber Heel. Sizes: 
3-7, 3- "and 4-8. 
Stock No, 951—Same as above, only in 
Black. Sizes: 3-7, 3-8 and 4-8. 


Price $1.60. 


Price $1.60 


These Stylish, Well Made “Kiddy” Shoes Will Please You 





STOCK 
No. 3015 


No. 3015—Misses’ Full Chrome Patent 
Mary Janes, ao Sewed, Leather Sole 


and Heel, Trill Lined, Galoon Bound. 
Sizes 11%-2. 

Price $1.25 
Same as above, only in Child's Sizes, 
8%-I1. 

Price $1.20 





STOCK 
No. 3014 


No, 3014—Misses’ Smoke Elk Stitch- 

down Lace Sport Oxford with Patent 

Leather Apron, Spring Heel. Sizes 11 %- 

2. Price $1.20. 

Same as above in Child's Sizes, 8%-11. 

Price $1.10. 

Same as above in Infants’ Sizes, 6-8. 
Price $1.00 

No. 3013—Misses’ Mahogany Lace 
Stitchdown Sport Oxford with Smoke 
Elk Apron, Spring Heel. Sizes 11%-2. 
Price $1.20. 

Same as above in Child’s Sizes, 8%-11. 
Price $1.10. 

Same as above in Infants’ Sizes, 6-8. 
Price $1.00. 

No. 3019—Misses’ Mahogany Stitchdown 
Lace Sport Oxford with Patent Leather 
Apron, Spring Heel. Sizes 11%-2. 
rice .20. 

Same as as in Child’s Sizes, 8%-1I1. 
Price $1.1 

Same as ~ me in Infants’ Sizes, 6-8. 
Price $1.00. 

No. 3102—Misses’ Mahogany Stitchdown 
Lace Sport Oxford with Light Tan 
Apron, Spring Heel. Sizes 11%-2. 
Price 

Same as above in Child's Sizes, 8%-11. 
Price $1.10. 

Same as above in Infants’ Sizes, 6-8. 
Price *$1.00. 





STOCK 
No. 3016 


No. 3016—Misses’ Full Chrome Patent 
Instep ye Pump Leather Sole and 
i: 


a = Drill ned, Galoon Bound. Sizes 
%-2 

Price $1.25 
Same as above, only in Child's Sizes, 
8%-I1. 

Price $1.20 


BALTER SHOE COMPANY 


135 ESSEX ST., BOSTON, MASS. 
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GREY OOZE 


QUARTERS 


Are Demanded by 
the Exclusive 
Dresser. 























ALL THE 


RAGE 





No. R4715X—Women's patent colt 
vamp, grey ooze quarter on strap, 
buckle, military rubber heel, welt 

50 


soles. A-B-C-D Widths ...... $3. 





= R3603—Women's patent colt 
heat’ grey ooze quarter one strap, 
bla 


cilaloid covered Louis heel, t It 
turn soles. A-B-C-D Widths. .$4.25 No. ree apes ancl aon an 
buckle, wood covered ounge heel, 
turn soles. B-C-D Widths. 








The Styles Featured 
are NOW on 
THE FLOOR— 
ORDER TODAY 

IMMEDIATE 




















No. oe oy $s patent colt 
vamp arter one strap, 
cut- ae black « celle oid covered Louis 
heel, very flexible soles. A- "oa Cc- a 

WS 0 cht waseets Beannaeky 4 


No. R1706—Women's patent colt 
vamp, grey ooze quarter one strap, 
two button, cut-out black celluloid 
covered Louis heel, very flexible 
soles. A-B-C-D Widths....... $4.25 


<—AM<=rimngS 














NOVELTY SHOE CO. 


“TRUE TO ITS NAME” 
32 S. WELLS ST.. Novelty Shoe Bldg. CHICAGO 

















Sa 
— em, 


we 


-~. 
~ 


ee 
* & 
SS 


SG 
— 


- 
_— 
~~ 


~ 

a 
Se! > 
+ 


ey 
Jacke 
we 


~ 


a 

. 

< a 
Rate 


—_ 


gosto 


miler Southern Shies’ Y ps 
» . ap 


x 
mis 
} ‘ oe SB / TAY of 
k ; Noe eA Ke ft pS 


a > 
= HET By ff * 


OCH? 
AG 


fF 
‘ 


YU 


‘CH 


4 
, th), 
ESSA 
GAN). 
Pe) 
tan ( Bi 


4 
Ay 


4 


¢ 


a} 4 
ol 


£ 








te) if * Meera 
\ ii, é ite '¥ 
ds oe SS i ae ies Ris we op 
METS HOR & " Tee 
iat Mesut sais papnten 4 a 
uw t/ 


| pane ae iy eA) egies dais 


ry 














pee i Heike 
y hr ab Ar 
1) EE ROVE 
ih if He soe 
Us eee i 








April 8, 1922 BOOT AND SHOE RECORDER 





TWO STYLES With “PEP” 


A Sport and A Patent with Boarded Apron. 


No, S826—Brown Calf Sport oxford with Smoked 
horse apron, tip and back stay. 7/8 flange heel. 
No. 122 Last. 


No. S92—Patent oxford with Boarded Patent 
Apron, 7/8 Heel. No. 121 Last. 


SEND FOR SAMPLES AND PRICES 


JOHNSON BROS. 


SHOE MFG 
HALLOWELL a 
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HAVANA? 
BROWN 


NEW CASTLE KID 


The Outstanding Colored Leather Surety 
On Which There Is No _ Speculation. 




















» 
ef 7 




















7 = fashion authority has said that 


the duration of any style depends entirely 
upon its practical value. No leather can 
enjoy lasting style acceptance unless it 
has something beyond beauty of coloring. 
New Castle HAVANA BROWN KID 
makes up into shoes which are practical, 
as well as beautiful. Therefore, New 
Castle HAVANA BROWN KID con- 
tinues to be the basic colored kid value. 


Its vogue is ever-increasing—its use is 
now so prevalent that shoes of New 
Castle Havana Brown have become an 
essential part of any line of fine feminine 
footwear. 





NEW CASTLE LEATHER CO., Inc., 
NEW YORK chp 








Sketched at 
The Blackstone, Chicago 


This imported Paris 


model of grey crépe and 
dark brown crépe in very 
effective combination. 





The artistry of Kozak & 


McLaughlin, Brooklyn, 
is apparent in these shoes 
which harmonize so per- 
fectly with the costume 
above. Heels, straps and 
upper edge are of field 
mouse gray kid with 
vamp and quarter of 
Havana Brown Kid— 
NEW CASTLE, of 


course. 


Judge it by its users. 
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Specialty Leathers Selling Best. 


Patent, Buck and So-Called Sports Leathers in Fair Demand— 
Fewer Calls for Smoked Horse and EJk—Market, 


HE quiet trading of the past 
few weeks continues with lit- 
tle change. There is a fair volume 
in upper leather which consists in 
scattered sales to a large number of 
buyers. Shoe manufacturers are busy 
cleaning up their orders for Easter 
and early spring delivery. The larg- 
est sale is on specialty leathers— 
buck, patent leather and leathers 
which are suitable for sport shoes. 
The call for smoked horse and elk, 
however, as well as similar leathers, 
is not as active as it was a few weeks 
ago. This is explanied by the fact 
that the manufacturers are nearing 
the end of their season on those lines. 
There is a good call continuing for 
smooth finished calf in colors and also 
the better grades of glazed kid. The 
best grades of glazed kid are said to 
be in low supply, inasmuch as tanners 
cannot produce it at a price which 
meets shoe manufacturers’ views. 


Buying Close to Needs 


Although trading in both the upper 
and sole leather market at the pres- 
ent time is dull, the aggregate of the 
season’s business is better than that 
of a year ago. Prices are on a con- 
siderably lower plane, although there 
have been no important changes in 
prices during the past few weeks. The 
tendency is to buy so close to needs 
that considerable business is lost by 
inability to make deliveries on such 
short notice. On such styles as are 
settled, shoe manufacturers do not 
hesitate to make goods for their 
stock departments, but they consider 
that policy dangerous on novelty 
goods. 


The Demand for Calf 


In calf leather the smooth finishes 
in colors are most wanted. Shoe 
manufacturers have been taking more 
of the medium and lower selections 
of calf. This is for use in shoes 
which call for combinations of leath- 
er. There is a fair call for suede 
leathers, prices ranging from 55c. to 
65c. per foot for choice and 35c. to 
50c. for good and medium. Full 
grain calf of the best stock, standard 
tannages, is quoted at 40c. to 42c. per 
foot; 35c. for medium and 25c. to 20c. 
for the lower grades. Calf leather is 
on a lower basis in price bye about 
10c. a foot than at the first of the 
year, and about one-quarter of the 
prices prevailing two years ago. 

The side leathers have attracted 
more attention by reason of the de- 


Generally Speaking, Is Quiet 


mand for a cheaper shoe. Shoe 
manufacturers are still after stock 
which runs from 17c. to 23c. per foot. 
The best tannages of chrome colored 
side full grain brings anywhere from 
24c. to 30c. per foot. The average 
prices paid, however, run from 20c. 
to 27c. There is a good call for gray 
and colored buck sides which range 
from 36c. to 40c. per foot. The gen- 
uine buck brings from 60c. to 70c. and 
80c. The bargain side leather is fair- 
ly well cleared up in the market, al- 
though the tendency is to shop around 
to secure the best prices available. 


Kid Prices Firm 


The glazed kid business is not 
showing quite the snap which it did 
a few weeks ago. The tanners are 
obliged to maintain firmness in the 
matter of price owing to the advanc- 
ing cost of raw stock. The price 
range is all the way from 90c. to $1 


per foot for the choice leather, down 
to 5c. and 10c. per foot for the cheap 
grades. Good medium grades bring 
anywhere from 30c. to 45c. per foot. 


Good Call for Patent 


This is the best season for patent 
leather that has been experienced in 
some years. There has been consid- 
erable of the cheaper and medium 
grades cut; top grades of choice pat- 
ent side bring 40c., 35c. and 30c. Pat- 
ent kid is quoted from 60c. to 75c. per 
foot. Cheaper leather snuffed and job 
lots bring around 20c. or below. 


The Sole Leather Situation 

The sole leather market is in a 
rather dull state, as it has been the 
past few weeks. There is a fair call 
for heavy leathers for men’s shoes 
and light soles have been selling well 
for women’s spring and summer 
shoes. Prices of sole leather are on 
a lower basis than in some years. 











Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade.......... $0.32 a $0.35 $1.40 a $1.50 $0.60 a $0.70 
Calf, smooth, colored, top grade. .28a .30 140a 1.50 40a .42 
Calf, smooth, black, top grade.. .26a .28 1.30a 1.40 35a . .38 
Side leathers, colors, top grade.. .18a .22 -756a 1.00 22a .28 
Side leather, black, top grade.. .16a .20 65a .90 20a .26 
SAE soddnces eects ccs 45a .50 1.40a 1.60 60a 80 
White buck, top grade (side lea.) .28a .30 90a 1.00 35a .40 
ee ore 24a .26 65a .70 22a .24 
Kid, colors, best fancy........ 35a .40 1.40a 1.65 ‘70a .85 
Kid, colors, top grade.......... 28a _ .30 1.35a 1.60 60a .75 
Kid, black, top grade .......... 28a .80 1.35a 1.50 60a .70 
Kid, medium, colors ............ 20a .24 -70a 1.10 30a 45 
Kid, medium, black .... ....... 18a _ .22 60a 1.00 25a .40 
REE acccceugetuces sc bbaa 06a .12 20a  .36 ee 
Chrome patent sides .......... 25a 30 85a 1.05 30a .42 
| ee 40a 1.40a 1.60 60a .80 
Sole Leather (price per pound) 
PE GS 2 vacdunccecdoeane 32a «83 56a .58 26a 27 
WE. Gh bara cahwes bh 60-008 +o cares sac ae = 45a .50 
Bee Gi I kin 5.5 06.0 650505 48 38a 89 92a .95 A7a_ «52 
No. 1 oak bends, shoe mfrs.’ use. 46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use .... ...a .48 115a 1.25 65a  .75 
Raw Hides and Skins (price per pound) 
; (1918 Av.) 

Native steers, as used in sole 

leather, herness, etc.......... Se. 200 52a  .55 ...a 18% 
Heavy Texas steers, for sole 

et A a ae oe <e- e oot ae oe <a 
Light native cows, for ae upper 

RONEN «zat Goes oxen a eer. re Ge lla .11% 
Branded cows, for ight sole ~ 

Oe Fe EIS ooo @ ATH ee 10a 10% 
No. 1 buffs for heavy upper and : 

Bide leathee «io. ciSededccesc. ae 45a .50 O7%a 08% 
No. 1 Chicago City calfskins = 

fine calf leather ............. eos > 1% 80a 1.02% 10a «17 
age for upper leather ......... -a .16% 65a .80 10a «15 

A. hides, for hemlock sole 
hee ceneaeh nee keen ke oe > 28 42a «46 a 
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— than sixty million copies of Keds adver- 
tisements will appear during 1922 in the most 
prominent national magazines. Every advertisement 
features this fact: “They are not Keds unless the 
name Keds is on the shoe.” This means that your 
trade is going to ask for more Keds than ever and 
will be satisfied only with Keds. 


A well balanced stock of Keds will meet this 
demand and increase your profits. 





April 8, 1922 
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Hood Rubber Company Says 
Period of Depression and 
Liquidation Over 


Improved Lumber Conditions Cause Heavy 
Buying of Boots and Shoes by 
Lumbermen 


At Full Capacity on Canvas 


In a statement regarding the con- 
dition of the Hood Rubber Company, 
F. C. Hood, treasurer, declared that 
the period of depression and liquida- 
tion and of merchandise deflation is 
over, so far as the corporation itself 
is concerned. He states that earn- 
ings during the current month are at 
a sufficient rate to cover the common 
dividend for the quarter more than 
twice over. 

Mr. Hood’s statement in part is as 
follows: “The winter just closing was 
a good average for the sale of rubber 
footwear. Retailers are well cleaned 
out of such goods and advance orders 
for fall mean that our 1922 sales 
should be larger both in quantity and 
in value than in 1921. Our plant is 
running to-day at 70 per cent capac- 
ity on rubber footwear and at full 
capacity on tires and canvas foot- 
wear. 


Hoods 1922 Sales $27,000,000 


“We estimate that total sales for 
1922 will represent a value of $27,- 
000,000, against $24,000,000 for 1921 
and $32,000,000 for 1920. However, 
if goods sold this year were to be 
translated into terms of money 
values of two years ago, 1922 sales 
would be nearer $35,000,000 than $27,- 
000,000. Our sales for the first three 
months of 1922 will exceed the same 
three months of 1921 by over $1,000,- 
000. For the current month of March, 
sales will exceed $2,500,000, and only 
a great shrinkage for the next nine 
months could affect my 1922 esti- 
mates. 

“March earnings are at a rate suffi- 
ciently large to earn the dividend on 
the common stock for the quarterly 
period more than twice over. At the 
end of 1921 our net quick assets 
amounted to $6,200,000.” 


Under Good Momentum 


The rubber plants in the Akron 
field will enter the second quarter of 
the year under good momentum. The 
first three months have given them 
opportunity to take soundings. Exec- 
utives of some of the larger concerns 
have personally covered the country 
from the Atlantic to the Pacific. 

W. O. Rutherford, vice-president 
and sales manager of Goodrich, is on 


the Pacific Coast, as is John Diehl, 
vice-president and sales manager of 
the Mason Tire & Rubber Company. 


News from Cleveland 


From Cleveland, Ohio, comes the 
report that the improved condition of 
the lumber industry has resulted in 
more buying of boots and shoes by 
the lumbermen working in the for- 
ests. This is also true of the agricul- 
tural sections of the country and is 
becoming more evident as the farmers 
prepare for the spring work. 


Goodyear 1921 Sales Reports 


The Goodyear Tire & Rubber Com- 
pany reports sales for the first ten 
months of 1921, of $82,195,550 which 
compares with approximately -$205,- 
000,000 in the preceding year, $169,- 
000,000 in 1919 and $131,000,000 in 
1918. 

The net profits of. the ten months 
are given as $3,620,043, and the cur- 
rent assets are placed at $66,320,097 
against $67,205,000 reported on Sept. 
30, 1921, and $72,711,000 reported on 
Feb. 21, 1921. The current liabilities 
amount to $6,123,003 compared with 
$6,762,000 reported on Sept. 30, 1921. 

The surplus account is shown as 
$3,620,043 compared with $3,395,000 
at the end of September, 1921, while 
the cash account is given at $14,423,- 
639 against $14,700,000 on Sept. 30, 
last. The total assets are placed at 
$168,455,725 against $170,944,000 in 
September last year. 

At the annual meeting of the stock- 
holders of the company Russell Rob- 
inson, Francis Seiberling, H. H. 
Springford and J. R. Nutt were added 
to the directorate. 


An Interesting Year Book 


The Rubber Association of America 
has issued its twenty-second year 
book containing a brief history of the 
organization, its personnel, as of 
March 1, 1922, constituency of per- 
manent committees and membership 
roll on that date, and other informa- 
tion of interest concerning it. 





Rubber Imports 


The Oanfa is landing 9093 bales 
and 17,421 cases of rubber from Sin- 
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gapore, 3658 cases from Penang, 1468 
cases, 2330 cases from Malacca, 4935 
cases from Java and 5647 cases from 
Colombo. 


What Is a Fishing Boot? 

First and foremost be it known that 
a fishing boot in its interpretation to 
the rubber man means only that type 
of boot which is worn by our Coast 
fishermen—whether they fish in At- 
lantic or Pacific waters. A regular 
fisherman’s boot is made ona straight 
last; a fisherman does not want to be 
bothered with either rights or lefts— 
his idea is that if he should go over- 
board, whether voluntarily or invol- 
untarily, his boots must be kicked off 
quickly. The fisherman who goes out 
for sport only, who as a rule avoids 
deep sea fishing but frequents the 
rivers, streams and lakes of inland 
resorts, wears rights and lefts—he 
expects a boot with a little more 
“snap” and better fitting qualifica- 
tions than does his brother toiler of 
the deep, so in order to suit his tastes 
the rubber sporting boot is built. 


Rubber Quotations 
A feature from which New York 
handlers of rubber derive much en- 
couragement is the report that manu- 
facturers are using four times as 
much rubber th:s month as in March 
last year. 


Plantations—First latex, crepe: 


BOS ann cide Ld ec cbebbiccvese 14%@.. 
SGD o's WTR ee Se cescse 15 @.. 
SORPAE., ceccvccsesccescs 16 @.. 
, er ee 16%@.. 
Ribbed, smoked sheets: 
Go ct-ae db dices canbecsd 14%@.. 
TN 5 ck DURES «Koen CHR‘ « 14%@.. 
Be eee 15 @.. 
SR. dctnn an nd tin b:0 sinicane 164@.. 
GEE tan HRSs Ke » Oho oe 16%@.. 
Brown crepe, thin, clean..... 134%@.. 
Brown crepe, rolled......... 12%@.. 
OS oe re 144%@.. 
Aaemiee Mas Reis niale cascode 13%@.. 
RMN s BIOs. Bo 600560,0045 134%@.. 
Para—Up-river, fine ....... 17%@.. 
*Up-river, coarse ......... 12 @13 
Sy EE oscccesosienes 16 @16% 
DRE GOGEED condccecceses 7%@.. 
Caucho, ball, upper........ 12 @12% 
Caucho, ball, lower........ 
GOGO. 5.40 candice See ccicéa 
*Centrals—Corinmto .......... «- 
CR Wea cb wesccccsccsé We 


CON BOGS Fe elesk esi iu 
CE, UE has coc ccces os 
CO, GRE oc icvcccetce a 
*Balata, block, Ciudad 





*Balata, block, Colombian. .. @42 
oe ee @40 
*Balata, sheet ............ 68 @70 
*Benguella, No. 2......... 7 @9 
*Kassai,. prime black...... 14 @.. 
*Kassai, prime red........ 10 @12 
*Nominal. 
Scrap Rubber 
Boots and shoes............ 2%@.. 
Arctics, trimmed ........... 1%@.. 
Arctics, untrimmed ....:.... 1%@.. 
Immer Cubes, Nie Be aweccccee os 31 
Tmmer CORO ARTO. Bi. cccvcce co 4 2 
Hose, steam, fire............ %, 
Tires—Automobile .......... 4@ 
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The Saturday Evening Post carries our advertisements regularly, thus 
popularizing “Arnold's Glove-Grip Shoes” and stimulating demand 
for styles in stock. Keep your store in line with our advertising for 
success. 






The 
“Country Club” 











WIR IN © ID 


GLOVE ~GRIP SHOES 























SOMETHING NEW IN SPORT SHOE DESIGN 
REVEALED IN THE “COUNTRY CLUB” 


A BEST SELLER, READY TO SHIP 


Your early Spring business can be bettered by having this unique sport shoe to sell your trade. This shoe 
is an exclusive ARNOLD production for street or dress wear, combining the popular sport shoe features 
with the more appealing fine shoe appearance. 


The idea of such a shoe originated with us ond we have brought it out in the super-fitting “Glove Grip” 
construction. 


Sales to date show this shoe has hit the public fancy and that it offers the trade generally an exceptional 
opportunity for some profitable business. 


Model Number 710 
Gun Metal Calf with Patent Kid Saddle and Stay. Plain toe. Special 
“Glove Grip” sport sole and heel. AA-A 4-9. B-3-9. C-D 2% to 8. 
Price $6.25. 


IN STOCK READY NOW 
Write now for latest stock style book. 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


New York Representative, A. V. Rooney, 127 Duane Street. Office Days, Wednesday and Friday 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 


aN (@\ CANE TANT TON @\T/O\ ONAN TON aT aye 


V8 OVO 1010070 O\ TON Oc /8\t 8 /8\. 


FAILURES 


Boston—Harry Glazer (242 Broadway), 
leather and findings, reported as- 
igned. Reported meeting of creditors 
called March 28 last, also reported pe- 
nee into bankruptcy. 

The Wids Co., rubber heel manufac- 
turers, reported petitioned into bank- 
ruptcy. 

Brockton, Mass.—Burk & Peters, whole- 
sale shoes, reported meeting of credi- 
tors called for April 8. 

Medway, Mass.—Cardon Shoe Co., shoe 
manufacturers, reported meeting of 
creditors was called for April 6, last. 

Oxford, Mass.—Dolge Felt Co., Inc., re- 
ported poenes, into bankruptcy. 
Liabilities $440,647 

Randolph, Mass.—O’ Sullivan Shoe Co., 
shoe manufacturers, reported offering 
to compromise at 25%. Reported pe- 
titioned into pores gr 4 Liabilities 
$34,961 and assets $18,109 

Lynn, Mass.—Wolf Tenenbaum (Modern 
Shoe Store) shoes, reported petitioned 
into bankruptcy. 

Camden, Ala. — Camden Dry Goods Co., 
shoes, etc., reported petitioned into 
bankruptcy. 

Irondale, Ala.—Bennett & Duke, shoes, 
etc, reported petitioned into bank- 
ruptcy. 

Ragland, Ala.—Morris & Co., shoes, etc., 
reported petitioned into bankruptcy. 
Nogales, Ariz.—Broadway Store (E. A. 
Dabdoub, proprietor), shoes, etc., re- 

ported asking general extension. 

San Francisco, Cal.—Berman Shoe Co. 
wholesale shoes, reported petitioned 
into bankruptcy. 

Bridgeport, Goga. —Bufford’s Sample Shoe 
tore (B. & M. Bufford), reported 

asking asad extension. 

Brookville, Fla.—H. Adelberg, shoes, etc., 

reported offering to compromise. 

Lakeland, Fla.—Moore’s Little Style Shop, 

reported petitioned into 
bankruptcy. Reported offering to 
pt» 4 at 20%. 

Macon, Ga.—Sandifur-Harwell Clothing 

., Shoes, etc., reported offering to 
compromise at 25%. 

Savannah, Ga.—Aaron Katzoff, shoes, etc., 
reported petitioned into bankruptcy. 

Maysville, Ga.—Earl D. Walker, shoes, 
ete., reported petitioned into bank- 
ruptcy. 

Dublin, Ga.—Harry Lewis, shoes, etc., re- 
rted petitioned into bankruptcy. 

Reported offering to compromise at 


a ne Ga. —Daniel Sons, Palmer & Co., 
shoes, reported asking general ex- 
tension. 

Vidalia, Ga.—Meadows Mercantile Co., 
shoes, etc., reported petitioned into 
bankruptcy. 

Burley, Idaho.—Davis Department Store, 
shoes, etc., reported asking general 
extension. 

Alton, Ill.—Fashion Shoe Shop, shoes, re- 
ported offering to compromise at 25%. 

Chicago, Ill.— Casimir J. Graham (3247 
Fullerton Avenue), shoes, reported pe- 
as me into bankruptcy. 

M. tz (Mrs. L) (1367 Milwaukee 
anon reported extension 
granted. 


A. Meyer (636 Maxwell Street), 
shoes, reported petitioned into bank- 
ruptey. 

Union Liberty Co., shoes, etc., re- 
ported petitioned into bankruptcy. 

Kramer Shoe Stores Co., shoes, re- 
ported extension granted. 


aah > 


Way ey avieyiey 





Assumption, Ill—Abe Fuiks, shoes, etc., 
reported petitioned into bankrupt cy. 

Joliet, Ill.—F. J. Wolfberg, shoes, etc., re- 
ported petitioned into bankruptcy. 

Springfield, Ill—L. & H. Shoe Store, 
shoes, reported petitioned into bank- 
ruptcy. 

Whiting, Ind.—Abe Goldsmith, shoes, re- 
ported offering to compromise at 20%. 

Carrollton, Ky.—Carrollton Bargain Store 

(Rosenfeld & Greenbaum), shoes, etc., re- 
ported offering to compromise at 20%. 

Lexington, Ky.—George P. Ross, shoes, 
reported petition into bankruptcy. 

Monroe, La.—The Toggery, Inc., shoes, 
etc., reported petitioned into bank- 
ruptcy. 

Oakdale, La.—Pitre Bros., shoes, etc., re- 
ee, offering to compromise at 


Opelousas, La.—Jonas Roos, shoes, etc., 
reported offering to compromise. 
Detroit, Mich.—A. Burdick & Son, leather 
findings and shoe store supplies, re- 
ported petitioned into bankruptcy. Re- 

ported liabilities $27,000 
The Russell Co., shoes, etc., reported 
offering to compromise at 50%. 

Lansing, Mich.—M. Nagy, shoes, etc., re- 
ported petitioned into bankruptcy. 

Maryville, Mo.—D. R. Eversole & Son, 
shoes, etc., reported petitioned into 
bankruptcy. : 

Bay City, Mich—Jay Thompson & Co., 
Inc., shoes, etc., reported asking gen- 
eral extension. 

Hawley, Minn.—Cari Braaten, shoes, etc., 
reported petitioned into bankruptcy. 

St. Paul, Minn.—St. Paul Bargain House, 
shoes, etc., reported assigned. 


Maryville, Mo. —D. R. Eversole & Son, 
shoes, etc., reported petitioned into 
bankruptcy. 


Somersworth, N. H.—Daum Bros., shoes, 
reported meeting of creditors called 
for March 27. 

Alliance, Neb.—E. G. Laing, shoes, etc., 
reported petitioned into bankruptcy 
Reported meeting of creditors called. 

Woodbury, N. J.—Daniel H. Mumford, 
shoes, etc., reported petitioned into 
bankruptcy. 


N. M.—Joseph Regensberg, 


Guadalupita, 
reported petitioned into 


shoes, etc., 
bankruptcy. 


Swedesboro. N .1.—Philip Kramer, shoes, 


etc.. reported offering to compromise 
at 25%. 
Buffalo, Y.—Factory Sample Shoe 


N. 
Store, Inc., reported assigned. 
Kolken, shoes, etc., reported of- 
fering to compromise at’ 20 
H. A. Meldrum Inc., shoes, etc., 
reported receiver appointed. 
St. Pauls, N. C.—S. B. Culbreth, shoes, 
etc., reported offering to compromise 
at 20%. 
Cleveland, Ohio.—E. A. Tincher, —_ 
ete., reported receiver appoint 
Springfield, Ohio.—Kaufman_ Store 
shoes, etc., reported asking Sata 
extension 


Okla. —Gresham & 


Ardmore, Hartnet 
reported petitioned = 


shoes, etc., 
bankruptcy. 
Bixby, Okla.—N. L. Crosby, shoes, etc., 
reported petitioned into bankrupt cy. 
Dustin, Okla—T. Everard Hinshaw, 
shoes, etc., reported petitioned into 
bankruptcy. 


Dayton, Ohio.—Hub Shoe Co., Inc., shoes, 
7 ee offering to compromise at 


(@\\(@\ aN /@\" ON" /0\0@\0/@\7@\ (6) 


Sapulpa, Okla.—Paag & Baum _ Clothing 
Co., shoes, etc., — offering to 
compromise at 40% cash 

Carnegie, Pa.—Sado & Aboosh, shoes, etc., 
reported petitioned into bankruptcy. 

Chester, S. C.—Robinson’s Bargain House 
(Simon Robinson), reported petitioned 
into bankruptcy. 

Columbia, S. C.—Lever, The Shoe Man, 
shoes, reported offering to compromise 
at 30%. 

Dillon, S. C.—E. T. Elliott, Jr., shoes, etc., 
reported petitioned into bankruptcy. 

Laurens, S. C.—Switzer & Co., shoes, etc., 
reported petitioned into bankruptcy. 


Union, S. C.—N. Shapiro, shoes, etc., re- 
ported petitioned into bankruptcy. 
Raymond, S. D.—Uecker & Obert, shoes, 

etc., reported assigned. 

San Angelo, Tex. — Grand Leader De- 
partment Store, Inc., shoes, etc, re- 
ported petitioned into bankruptcy. 

Waco, Tex.—Daniel Williams Shoe Co. 
shoe manufacturers and wholesale 
shoes, reported offering to compromise 
at 30%. 

Milwaukee, Wis.—Oscar Hart, shoes, etc., 
site. offering to compromise at 


Halifax, N. S.—Thomas Arab, shoes, etc., 
reported assigned. 

Kitchener, Ont.—E. J. Dunbrook, shoes, 
reported assigned. 

Loretteville, P. Q.—F. A. Bedard, shoes, 
reported offering to compromise. 

Montmagny, P. Q.—Joseph Fournier, 
shoes, etc., reported offering to com- 
promise. 

Montreal, P. Q.—A. L. Desmarais, shoes, 
reported assigned Montreal Slipper & 
Gaiter Co., reported offering to com- 
promise at 20%. 

a ys es ~_ woe 
oes, repor meeting of creditors 
called for March 29 9 last. 

St. Francois, P. Q—Omer Leclerc, shoes, 
ete., reported offering to compromise, 

St. Sylvester, P. Q.—J. Laughera, shoes, 
etc., reported offer’ to compromise. 

Lawrenceburg, Tenn. rge Bros. Dry 
Go Co., shoes, etc., reported ask- 
ing general extension. 

Memphis, Tenn.—H. Levine, shoes, etc., 
reported petitioned into bankruptcy. 

——— Tenn.—P, Grossman, shoes, etc. 

i ported offering to compromise at 


Pilot Point, Tex.—Chas. Cohen, shoes, 
etc., reported petitioned into bank- 
ruptcy. 

wee = Falls, a re Kate, shoes, 
etc., repo mee cred 
called March 31. ~* — 

Hopewell, Va.—Cox’s Shoe Store, shoes, 
reported —_ 

Huntington, W. —I. B. Elderman, 
shoes, etc., nonted petitioned into 
bankruptcy. 

Montello, Wis.—San Stein, shoes, etc., 
reported petitioned into bankruptcy. 
Edmonton, Alberta — Hallatt-Rodgers, 

td., shoes, reported assigned. 

Winnipeg, Manitoba—Waddington-Davic 
Shoe Co., shoes, reported assigned. 

CHANGES 

Lynn, Mass.—Campbell, Furbish & 

(226 Market Street) women’s comfo' 
shoe manufacturers, recently com- 
menced business here. 

MacLaughlin-Conway Shoe Co., shoe 
manufacturers, incorporated with au- 

thorized capital of $1 7 
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Arch Preserver 
\ Shoes 
Conform to 
Demands 
Made by 


\ Gentlemen 
of Taste 


= 


A revolutionary idea in 
last modeling and shoe 
construction with the es- 
sential features of scien- 
tific bridge building car- 
ried into the making of 
Arch Preserver Shoes. 
No one feature is re- 
sponsible for the mar- 
velous popularity of this 
stylish shoe. It is the 
combination of many 
features interlocking 
and working together 
like a marvelous piece of 
machinery all for the 
purpose of making men 
comfortable while on 
their feet thus adding to 
their capacity for both 
work and pleasure. 


Several numbers carried 
in stock ready to ship at 
once and we are ready 
for orders to be made up 
in both Men’s and Boys’ 
styles. 





The Shoe 


with an 





ANCHORED 
ARCH 


“Keeps 
Good Feet 
Good”’ 





CARRIED IN STOCK 


I Bd. Black Calf O kine 
155 Imp. c x. Harvard $7. 

160 Tony Bro. Calf Ox. Harvard oe 
162 Tony Bro. Calf Ox. Yale 7.00 
340 Vici Kid Blucher Ox. Dartmouth 7.25 
440 Havana Brown Kid Blucher Ox. 
Dartmouth 


























SS 8hIVs 
Oe HOE hy 


J TRADE MARK REC. U.& PAL OFF. 


Oxfords 
Carried in Stock 


A New Standard of Shoe Making 
That Keeps Men Fit for Both 
























Work and Play. 
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T. A. Ostenkamp 
in Ring 
Organizer of Richmond Shoe 


Travelers’ Association 


T. A. Ostenkamp, secretary of the 
Richmond Shoe Travelers’ Associa- 
tion, carries the T. D. Barry Co.’s 
line in the Southland. “T. A.” comes 
from a shoe family and when a mere 
boy spent the greater part of his lei- 
sure time in the retail shoe stores of 
his home city—Cincinnati. Once out 
of school, he turned his attention to 
shoe selling and when only twenty- 
one was successfully handling the C. 
P. Ford & Co.’s line in Southern ter- 
ritory. He stayed with this house for 
four years and then changed to the 
well known above mentioned Brock- 
ton line. 


A Real Enthusiast 


“T. A.” is a typical Southern boy 
of twenty-six summers, one of the 
youngest salesmen traveling South- 
ern territory, and is filled with all of 
the enthusiasm which love of the shoe 
selling profession brings to its pos- 
sessors. He is always willing to do 
“just a little bit more” to help the 
industry, brother travelers, and the 
style game. For instance, in Febru- 
ary, 1921, he organized the Richmond 
Association of Traveling Shoe Sales- 
men. He put his wits to work to see 
what would be the biggest thing 
which that association should empha- 
size and decided on the Richmond 
Shoe Style Show, which was held 
July 5-8, 1921. 


Stages Richmond Style Show 


This affair was generally conceded 
to be one of the very best affairs ever 
held in this section of the country. 
There was no convention held in .con- 
nection with the style show, the en- 
tire three days being exclusively de- 
voted to displays. The Jefferson 
Hotel, Richmond, was chosen for the 
shoe fashion showings and devoted 
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its entire fifth and sixth floors to 
sample room exhibits. The biggest 
feature of the affair were the living 
model displays. Twenty-five or more 
beautifully gowned young women, 
clad in sports costumes, evening 
gowns, or semi-dress, with hats, ho- 
siery and shoes to correspond, made 











W. J. HARD 


One of the M. A. Packard Co.’s 

star salesmen who is now in his 

territory, including Virginia, West 

Virginia, Washington, D. C., and 

eastern part of Kentucky and 
Tennessee 








a big hit on -the sixty foot runway 
erected in the hotel auditorium. 


An All Star Performance 


Mr. Ostenkamp had associated with 
him J. Henry Burcher, the president 
of the Shoe Travelers’ Association 
and Style Show director, and J. J. 
Anthony, who was the acting chair- 
man of the Style Show committee. 
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This committee was an active one 
and working in conjunction with Sec- 
retary Ostenkamp, they sent out pub- 
licity matter which would have done 
credit to a much larger and longer 
established organization. Photos of 
the models appeared in various news- 
papers and trade journals. There 
were many visiting merchants, and 
the whole show went off with a 
“bang” from “the opening chorus” to 
“the grand finale.” 


A Young Man of Merit 


When a young man brings into 
existence an association which does 
such big initial “stunts” as the Rich- 
mond Shoe Style Show of 1921, he 
has certainly accomplished something 
which is worthy of mutch commenda- 
tion. As to the later events in which 
he has been interested, we would 
state that they have all been success- 
ful. He is a staunch N. S. T. A. 
booster and one of the big successes 
on the T. D. Barry Co.’s sales staff. 


Harry Leighton with Millar & Wolfer 


Harry Leighton, well known sales- 
man, who for a number of years has 
been connected with Allen-Goller- 
Leighton Co. of Lynn and more re- 
cently of South Boston, has joined 
the sales force of Millar & Wolfer Co. 
and is going to cover the territory 
south of St. Louis and New York for 
this house. Mr. Leighton is one of 
the most popular salesmen traveling 
out of the Boston district. He is an 
N. S. T. A. booster and an active 
worker in the Boston Shoe Travelers 
Association. He did much good work 
at the last Boston Shoe Style Show as 
a member of the hospitality com- 
mittee. 


Douglass Osik a “Pep”-tomist 


Douglass Osik, the new president of 
the Cleveland Shoe Travelers’ Club, 
is going about his job with consider- 
able “pep” and enthusiasm. 

He has suggested that Mondays and 
Fridays be the shopping days for the 
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THE AUTO 


Patent Leather, 7-8 inch strap buckle. 
12-8 Cel. covered wood heel. 
Bench Made Turn 


THE DUTTENHOFER-STEVENS CO. 


MAKERS OF 
WOMEN’S HIGH GRADE FOOTWEAR 


CINCINNATI 


“Master Shoemakers:’ 




















Apri 
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HARRY LEIGHTON, 
who travels south of St. Louis and 


New York for Millar 4 Wolfer Co. 








merchants in the outlying districts of 
Cleveland, also in the suburbs and 
nearby towns. 

The salesmen with headquarters in 
Cleveland—and there are plenty of 
them—will be in their offices in the 
Old Arcade on every Friday and Mon- 
day with their entire line of shoes 
displayed and their most entertaining 
and instructive manner on display. 

Each salesman will be able to state, 
as a result of directions received dur- 
ing trips to the home offices, just what 
models can be obtained with a rush, 
and they also can inform the mer- 
chants just when all goods may be 
received. In this connection, it is 
pointed out that, with the rush days 
of the war gone and business down 
to a normal state, the merchant can 
be better provided for. 


Cleveland Salesmen’s Directory 

One other project that has been 
launched during the administration of 
Mr. Osik is the preparation and dis- 
tribution of a directory of Cleveland 
salesmen. In this book, which is be- 
ing prepared by Secretary E. F. 
Buzek, will be listed the names, of- 
fice address and telephone number of 
each salesman. The name of the firm 
or firms he represents, the lines that 
he handles and further particulars 
about models also will be set forth. 

This book will be distributed among 
retail merchants in the Cleveland dis- 
trict, and its publication is looked 
forward to with interest by the trade. 


E. J. Andrews With Zeigler 
Bros. 

E. J. Andrews, an old Brockton boy, 

a prominent member of the Elks, and 

active in many social organizations in 

and around the Massachusetts South 
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Shore District, has recently joined 
shoe hustlers for the new Zeigler 
Bros. organization. “Ed” will cover 
his old territory, including Michigan, 
Indiana, Ohio, Hlinois, Pennsylvania 
and the larger cities of Pittsburgh, 
Baltimore and Washington. 

Every one in the big shoe city of 
Brockton knows E. J. Andrews, for it 
was there that he started in the shoe 
game several years ago, when T. D. 
Barry Company, with which house he 
was first affiliated and which he repre- 
sented for some time, was selling the 
jobbing trade. He later represented 
the McDonald-Kiley Co., and still 
later the Royal Shoe Company of 
Randolph, Mass. 


Right Man in Right Place 


Mr. Andrews can truly qualify as a 
style man, knowing thoroughly de- 
signs and patterns, and is well 
equipped to handle the Zeigler line 
because of his. knowledge and experi- 
ence in merchandising the finer shoe 
stores of the country. 

“Ed” is one of the most popular 
men in his territory on account of his 
likable ways. He is a good worker 
for the N. S. T. A., and when he left 
the Hub on March 28 he was the cen- 
ter of a bunch of boys to whom he 
was enthusiastically talking about 
the merits of his new line. Said he: 
“This is one real line—it is chockfull of 
snap and quality and is popular priced.” 
“And,” remarked a brother traveler 
to the RECORDER man, “I really 
believe that E. J. will find everything 
clear sailing on a voluminous busi- 
ness, and I consider Zeigler Bros. very 
fortunate in securing men of Mr. An- 
drews’ type to represent them. He is 
the right man in the right place.” 











E. J. ANDREWS 


Who covers Michigan, 

Ohio, Illinois, Pennsylvania and 

larger cities of Pittsburgh, Balti- 

more and Washington for Zeigler 
Bros. Co. 
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Care in Buying 


Selection of Styles for Fall Is 
No More Important Than 
Obtaining Best Quality 


While the element of Style must 
necessarily enter into buying 
shoes for Fall, the careful mer- 
chant will not overlook the im- 
portance of Quality. 


A shoe may be ever so handsome 
and appeal to you as a “good 
seller,” but ask yourself this 
question—“How will it wear?” 
You know that old saying? 
“Handsome is as handsome 
does.” Just apply it to the 
shoes you put on the feet of 
your customer. 


Especially important are the 
bottoms of the shoes. The soles 
are the testing point of wear. 


Sell a person a handsome shoe 
with an inferior sole. How 
quickly a complaint will be reg- 
istered. People want Wear as 
well as Looks. 


It is just as easy, and much more 
economical, in the long run, to 
have good bottoms on your 
shoes. 


The safest and surest guide in 
buying is to ask the salesman 
to put “Rock Oak” soles on 
every pair. 


We will send you a sample 
which will help you to identify 
the genuine. Write any of our 
offices. 


‘Rock Cak” 
THE AMERICAN 
OAK LEATHER 

COMPANY 


CINCINNATI 


Chicago Boston St. Louis 
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Here’ our */tiend Mr, A.Milyun Worth pS 





With her wide hemurpherical girth rot 
Her /€el are immenve = 
And her ypiril ihe Powe 
Jey been wearing oul counlery vince birlh fh 
The lat pair /yhoer Wal she bought ie 
Jeemed. lo wear a lof longer rhe thought or af 
ton Counlery they had Fred 
There were none 9% thave bad elon 
Lealher things Unal are no longer sought Horeu 


Copyright, 1921 
Rogers Fibre Co. 
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Clarke B. Rowley on Trip 

Clarke B. Rowley, secretary of the 
R. A. T. S. S., left March 27 for his 
territory. Mr. Rowley is a very en- 
ergetic worker, both for brother R. A. 
T. S. S. and for all N. S. T. A. mem- 
bers in general. And his activities in 
this direction are symbolical of his 
good work for the house he represents 
and for the retail shoe merchants on 
whom he calls. When one thinks of 
the famous Rochester Style Shows, 
there the name of Clarke B. Rowley 
stands forth prominently. 

One of the big pieces of work for 
which the R. A. T. S. S. may justly 
be proud is the death benefit of $100, 
payable on the death of a member of 





A. R. LARSON 


President of Michigan Shoe 
Travelers’ Association 
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Fred is a close observer of fashions, 
as shown by the better class of mer- 
chants; and if anybody gets the first 
in leaders in the larger cities, Fred 
certainly is the one to accomplish it. 


A Hard Worker 


Mr. Coleman is a real salesman in 
every sense of the word and never 
knows what it is to lie down. It is 
his habit to go “on the job” early in 
the morning and works steadily until 
the closing ‘hours of the stores, and 
then in the quiet of his room he faith- 
fully reviews and records his day’s 
work, after which, irrespective of 
what he has previously done, he 
checks himself up to discover why he 
has not accomplished more. Fred’s 











E. Z, BUZEK 


Secretary of Cleveland Shoe 
Travelers’ Club 








that organization to the estate of the 
deceased. Now that Mr. Rowley and 
so many of the other Rochester shoe 
travelers are on the road, the inter- 
esting noon-day meetings of their as- 
sociations, which are weekly held at the 
Powers Hotel, have been adjourned 
until the return of the larger number 
of the boys—in “the merry month of 
June.” 


Coleman a Style Man 


Fred T. Coleman of the Watson 
Shoe Co. jumped into Boston for a 
few days during the week of March 
27 after a little spin throughout his 
territory with a few novelty shoes. 
Fred is certainly a hustler and “brings 
home the bacon,” if it is obtainable. 
There is no man in any territory who 
is closer to his trade or who is thought 
more of than Fred, because of his 
thorough knowledge of shoes and his 
keen perception in style anticipation. 


first principle is—“Don’t do all you 
can do, but do all that can be done.” 
That he acts on-this principle is veri- 
fied by the volume of business he 
turns in, and the fact that his trade 
places in him their full confidence as 
a good picker of quality and style that 
will sell. 
An Inspiration to Travelers 

If younger salesmen could but 
watch Fred “on the job,” they would 
certainly get a wonderful inspiration 
for real accomplishment. And no man 
is more generous in the giving of his 
ideas and help. to the younger sales- 
man. 

Our genial friend covers the latger 
cities from Maine to South Carolina. 
He sells in case lots to the big trade. 
When free from road duties he takes 
pleasure in his beautiful home, lo- 
cated in Boston’s suburbs. 


He Drives a Paige 
Fred drives a Paige car, and on 
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pleasant summer days he and his 
charming family may be seen enjoying 
a drive to New England’s many beach 
and mountain resorts. Beside being 
a regular shoe salesman, he is some 
mechanician—in fact, the automobile 
repair man would indeed get a poor 
living if he depended upon Fred. Of 
course, he buys gasoline, of which he 
uses large quantities for his high- 
powered car. 


Michigan Travelers Elect 
Officers 

At the annual election of officers 

held by the Michigan Shoe Travelers 

on March 22, at the Hotel Griswold, 











This is Ross T. Bowman, representing 


the Ault-Williamson Shoe 
Virginia and Kentucky. Through one 
of those strange happenings in print 
shops, the cut of H. A. Rosenbach, 
First Vice-President of the N.S.R.A., 
was run in the story about Ross T. 
Bowman. e now set the records 
straight by revealing the true Bowman 
as “The Gentleman from Indiana” and 
at the same time making apologies to 
both estimable gentlemen for the 
“switch” in identities 


Co. in West 








Detroit, the following officers were 
elected for 1922: A. R. Larson, presi- 
dent; Geo. E. Van Tuyl, vice-presi- 
dent; H. A. Becher, secretary-treas- 
urer, 

The new officers, with the co-opera- 
tion of all members, have pledged to 
carry on an energetic campaign this 
year to make the organization the 
most popular one in the Middle West. 

A rising vote of thanks was given 
to the retiring president, H. H. Reed, 
who has pledged to help keep up the 
good work. 

Committees Appointed 

The following committees were ap- 
pointed by the new president: Enter- 
tainment, H. Meyers, chairman; Pub- 
licity, Chas. J. Pliskow, chairman; 
Membership, J. Kane, chairman; Wel- 
fare, H. H. Reed, chairman. 
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FRENCH, SHRINER € URNER 


MEN'S SHOES 


The LIBERTY model—shown at the left— 
proved one of the most profitable lasts for our 
dealers last year. It appeals immediately to 
_the thousands of men who are compelled to 
accept ill-fitting shoes or go to custom shoe- 
makers to secure proper fitting. 





The Liberty 


A perfect fitting 
model with low in- 
step measurements 
combining smart- 
ness and comfort, 
typical of every Immediate Deliveries 
French, Shriner & 
Urner shoe. 


Models in both 
Brown Kid and 
Black Kangaroo 











FRENCH, SHRINER & URNER 


Factory and Salesrooms: 63 Melcher Street, Boston, Massachusetts 
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Superiority Built In | [NER DENER Not Rubbed On 


QUALITY 
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WHITE SHOES ARE THE RAGE 
E&M WHITE STYLES ARE 
GOING BIG. EACH MODEL 
UNBEATABLE VALUE— 


Order today for we are not carrying these 
special styles in stock, and we require four 
weeks to put orders through the factory right. 
Your attention is called to the low retail price 














at which these shoes sell. Every dealer's 
profit is attractive. 














White “Eve Cloth” one strap 
turn carrying 10/8 Military 
overed heel. 

Retails at $4.00 


White “Eve Clo — strap 
Adelphia turn arrying 14/8 
covere d Junior "La uis wo 


Retails at $4.50 


White Sea Island welt buckle 
one strap, with white welt 
and white enamel 10/8 Mili- 
tary heel. 
Retails at $4. 00 


soo & Marshall Co., Haverhill, Mass. 
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Chicago 











For the Luxury Loving Customer 


Our CS/12 etc. is a stocking that will appeal to the cus- 
tomer who can afford to gratify her desire for “the very best.” 
It is a handsome, heavy weight all silk hose—full fashioned, 
of course—suitable both for sport and day-time wear. 


It comes in the following color combinations: 


CS/12 Russia calf and white; CS/20 black and white; 
CS/21 black and green; CS/22 black and purple; CS/23 
African brown and white; CS/24 African brown and green; 
CS/25 African brown and purple; CS/26 Russia Calf and 


green. 


An exceptional value @ $39 a doz. 


Emery 6 Beers Company, inc. 


Broadway at 24th Street - New York 


Hosiery 


Philadelphia Boston Buffalo San Francisco 
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‘““Constant Comfort”’ 


** America’s Best Comfort Shoes” 


SEVEN GOOD ONES 
For AFTER EASTER SIZING 


Quality merchandise. Ready to ship. 
Sixty styles to choose from. Priced fair. 


vo. ex_auct a onsen ame  Ault-Williamson Shoe Co. 


Cat’s Paw Heel, Gray Ooze Lining. In 
Stee DB, G. BD, Bu cccccccccccccege $2.6 





Manufacturers 
LOS ANGELES OFFICE, 109 E. Sth STREET 


SD GB, Be wen seceens Kansas City, Mo., Office—Suite ‘‘C’’ Mass Bldg. 
Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. 7 So. Fifth St. 








47 
No. 478—Best Quality Black Kid Oxford, 

11/8 Cat’s Paw Heel, Gray Ovze Lining. 

Combination Last. 





a Two-stra a 12 No, 144—Best Quality Black Kid Two- 
No. 477—Same oye in Plain Toe. Both No. 47. —_— Kid Two P 228 strap pump, Imitation Perforated Tip, Black 


i ee Wh, Wy. Gy Miles cde cen cdc deca $3.35 Cat's Paw Heel. .....+--++++++++e+ Kid iat 

ve ~_ oo yous Rubber Heel. 
Combination Last—B Ball, A Instep, AA No. 84—Same style in One-strap,. Lae in 
Heel Seat. Steck, B, C, D, B....ccccvcseccese 2.25 In Stock A, B, ©, D....---..+eeeee $3.40 


: 
i Boe oe ST a SS Auburn bosronorrice, 139 LINCOLN. STREET Maine 
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the “short”? for shoe ornaments which are 
unsurpassed for ingenuity in design and 
maximum attractiveness at the minimum 
price. 







The ornaments which appeal to you on the shoes of lead- 
ing manufacturers are probably “Dalco” designs. Un- 
branded as they are, they can be told, for they stand out 
in marked contrast to the commonplace. “Dalco” crafts- 
men rival in skill. This you will concede when you inspect 
samples. Write for them. inet” 


‘ 


“Dalco” strap ornaments, now so popular, are 
making extra profits for shoe merchants. 


ment. Will completely 
conceal the button. 





oitege eo ee Dalrymple-Pulsifer Co., Haverhill, Mass. 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a much-needed “finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown. White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. 





For sale by shoe findings jobbers. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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EVANGELINE 


(Reg. U. S. Pat. Off.) 





Goodyear Welt Shoes for Women— 
= TWO ONE STRAPS = 


*“‘American Beauty” 


Stock No. 4677 
Black Kid 1 Strap 


% Inch Strap 
92 (Comb.) Last 


$3.50 


Send for Catalog 


“American Beauty” 
Stock No. 4679 
Patent Leather 1 Strap 


95 (Comb.) Last 
1% Inch Heel 
% Inch Strap 


$3.50 


Delivery in 2 Weeks 








Made by 











A. H. BERRY SHOE CO. Portland, Maine 
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Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the 
foot and ground—more protection than the ordinary street 
shoe. Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell 
shoemaking. 

The Scout Moccasin _ 
Made of Chocolate elkskin, with soles of flexible, sturdy 


Maple Pac. Natura! shape affords every freedom to the 
foot. 





The ideal of comfort and service in moccasin footwear 
for dry season wear, and a sensible “‘pal’’ for the growing 
lad. 


Write for Dealers Price and 
Catalog 


W. C. Russell Moccasin Co. 
Berlin, Wis. 
































9 DAMS OPA LAN LD LLL 





|| ees BoP CULTURA 


‘Best Shoe Jor The Least Money | 


Three to Four Weeks’ 
Delivery 






Patent Leather One Strap, Perforated 
Vamp with Fancy Design on Quarter, 
12/8 Military Heel, Single Sole. 


Jobbing and mail order trade only. 











MITCHELL-CAUNT CO. 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoln St. 
























M-C M*Kaus 


Ss emt UUUENTIOUNUTHNHITUOUEOTUATANNAUUEUTUUOEUOGUEETEEATAOUTUATUUE AUTO AAETTTTT 
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These Shoes Are Typical 
Examples of the Crooker 
& Morse Line of High- 
grade, Goodyear Welt 


Footwear 


/E feel assured that shoe 

merchants everywhere will 

appreciate the genuine worth of 
this line. 


We have succeeded in making 
shoes with unusual qualities of 
material and shapeliness. The full 
line embraces desirable creations in 
Kid and Calf in colors and black, 
Patent Leather, White Reinskin, 
Elk, Genuine Buck, Nu Buck and 
Norwegian Calf. 


Our representatives are covering 
the country. For immediate inspec- 
tion of the line, write us—we'll take 
care of you. 


IN STOCK 


Immediate Shipment! 


CROOKER & 
MORSE, Ine. 


Women’s Fine Shoes 
BRIDGEWATER, MASS. 


Sample Room: 
183 Essex St., Boston, Mass. 


Style No. 


700 





Black Calf Oxford. 
Perforated Lace 
and Tip, 12/8 Heel. 
AA-C—3 to 9. 
$5.00 





Patent Leather One 
Strap. One But- 
ton, Plain Toe, 8/8 
Mil. Heel. AA-C 





White Reinskin Ox- 
ford, Lea. Sole 
White Welt, 8/8 
Ivory Heel, Corded 
Tip and Lace. AA- 
Cc—3 to 9. 

$4, 
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ARE YOU BUYING 
“THE BUNK” 





Style 202—81.95 
IN STOCK: 3 to 9, B. 





IN STOCK: 2 


Style 8 
3 


IN STOCK: 





Uy 
"0 YO » Sets wot 


ots 


Ve Olde Tyme Comfort Sages 


vt 
to 


Style 346—82.10 
2% to 9, 


Cc, D, E and EE. 





—82.50 


9, 


Don’t Buy “The Bunk’’ 


D and B. 


LUNN & SWEET CO. 


? 


You hear a lot about high 
quality justifying high 
prices. 


Are you getting this 
quality? 


Shoes are good or bad, high 
prices or cheap only by 
comparison. 


Check yourself and your 
judgment to know beyond 
question whether you are 
right or wrong. 


Are you buying the 
best or cheapest the 
market affords? 
BUY 
“YE OLDE TYME 
COMFORT” SHOES 
(“For Your Toes’ Woes’’) 


In this way, and this way 
only, can you be sure that 
you are 100 per cent right. 


Auburn, Maine 





Style 311—82.10 
IN STOCK: 2% to 9, C, D and B. 





Style 336—82.10 
IN STOCK: 2% to 





Style 372—82.50 
IN STOCK: 3 to 9, D and E, . 








9, C, D, E and BS. 
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Snapped at the banquet held by the Sole Leather Trades Association, Inc., of Boston 


Sole Leather Men Hold Banquet 


Demand for Stock Which Will Finish Well Without 
Regard to Durability Blamed in Program Article 
for Recent Criticism; Prominent Men 


HE Sole Leather Trades As- 

sociation, Inc., of Boston 

held their second annual 
banquet at the Copley-Plaza Hotel 
in Boston, Wednesday evening, March 
29. This was one of the most enjoy- 
able events of its kind which has 
been held in the shoe and leather 
trade this season, and it was a gen- 
eral expression of opinion that no fea- 
ture of the dinner or entertainment 
could have been improved upon. 

The speaking was especially first- 
class. The speakers were Melvin M. 
Johnson, a prominent Boston attor- 
ney; Attorney General J. W. Allen, 
Joseph Smith of Mayor Curley’s In- 
dustrial Bureau, and Hon. John F. 
Fitzgerald.. Thomas F., Anderson, sec- 
retary of the New England Shoe and 
Leather Association, was toastmaster, 
and the affair was presided over by 
President Robert D. S. Dobson of the 
Tanners’ Cut Sole Company. 


Bowling Prizes Awarded 


At the conclusion of the speaking, 
a beautiful and costly array of prizes 
were awarded to the winners of the 
respective bowling teams, the Tan- 
ners’ Cut Sole Company retaining the 
Silver Shield for another year. 

The program of the dinner had 
printed on it a most interesting ar- 


Discuss Trade Subjects 


ticle on Style Versus Quality in Sole 
Leather. This article contains a 
wealth of information which should 
be extremely useful and interesting 
to all buyers and sellers of shoes. The 
article follows: 


Style Versus Quality in Sole Leather 


A recent article, given widespread 
publicity, showing the apparent re- 
sults of an excess of sulphuric acid 
in sole leather and its consequent ef- 
fect on threads and stitching of welt- 
ing, should be answered in the inter- 
ests of the sole leather tanners. 

It is immediately and unquestion- 
ably granted that sulphuric acid in ex- 
cess is bad, very bad, but is this 
caused entirely by the tanning—no, 
indeed; your present method of sell- 
ing and making of shoes is not based 
on the wearing quality and honest 
tanning of the leather, but instead a 
question of style, catering entirely to 
the eye, fashion if you wish to call it, 
and basing the value of the leather 
on the finish. Go into any factory 
and you will find the finishing room 
using the strongest of bleaches to se- 
cure a finish irrespective of the effect 
it may have on the leather. This 
bleach is of necessity a virile acid to 
take effect at once and the amount 
used is so greatly in excess of what 


the tanners could work into the proc- 
ess of tanning as to readily produce 
the above results complained of. 


Influence of Style 


Claims are made that brushing over 
once with some of these finishes will 
bleach immediately to the desired 
shade and color; imagine what a pow- 
erful agent this must necessarily be 
and the consequent effect not only on 
the thread but also the grain and 
then working its way through to the 
fibre of the leather itself. We all 
know that unbleached muslin is much 
tougher and stronger than bleached 
white cotton and that any bleaching 
agency has a weakening effect on the 
fibre. 


Quality Should Come First 


Many an old time buyer, educated 
in the old school of sorting, has turned 
down soles to-day with the statement 
that he knows the soles offered carry- 
ing these slight grain imperfections 
will outwear those he is buying, but 
that the tags call for the finish and 
he must follow instructions on the tag 
irrespective of the wearing value. 
Who writes these tags?—invariably 
the salesman when selling the retailer 
his shoes, yet it is acknowledged as a 
definite fact that not 5% of these 
salesmen know the various grades of 
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Where to Buy 


Women’s Shoes 











THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


irs] In Stock Specialists of 

y tanh Women's Shoes, Party 

rate Si. Slippers and Novelties. 
4. 7) 


Write for Catalogue 




















COLLINS & STAPLES 
Makers of 
Hand Turned Low Cuts. 
Patent leather, % 
strap with slide buckle on our 
new, Growing Girl’ 


118 Phoenix Row, 

Haverhill, Mass. 

183 Essex St., Bosten 
Room 36 











BLEECKER STYLES 


Are the last word in footwear 
for stylish women 


HOF. CO. ——— 


HOUSES 
TP errees Pa 























in Medium and 
1GH GRADE 


Ol SLIPPERS 


dll styla* made of Dometic and 
Imported Satin Btocadesand Metal Cloth. 
$2.25 per pair aad up 


west MGUSTIN CO sewyorn 


Special 











FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Daneville, New York 








IN STOCK 
PRICE $1.35 


Women’s Quality 
Satin Boudoir 
Colors—Black, O14 Rose, Copen, Orchid, Lav- 
ender, Alice Blue. 
Freeman & Thompson Shoe Co. 





Manufacturers “Comforts” St. Paul, Minn. 








Phillips-Cram Corp. 
women’s Turn 
Slippers 
76 River St., Haverbill, Mass. 


Boston Office 
207 Eesex Street 
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soles, or could sort them for value; 
he talks of his finish and promises 
first quality back soles. If the con- 
sumer only knew it or could be edu- 
cated, the sole which would give the 
best service and should be recom- 
mended by the tanner is the brush and 
wax finish, made Stitch Aloft process. 
The soles do not necessarily have to 
be a perfect match for color but will 
show exactly what they are and what 
part of the hide they are cut from. 
They are not as pleasing to the eye 
as the buffed bottom sole, but buffing 
removes from eight to fifteen days’ 
wear. 
Influence of Style 


The public should be informed that 
healed briar scratches, spotted grain, 
etc., do not affect the wearing quality, 
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and that they are paying an expensive 
premium for only very clear leather, 
or an even greater premium in the sac- 
rifice of wear by the use of bleaches; 
it would be far better to use leather 
soles with an out and out painted bot- 
tom, if sure of the wear, rather than 
resort to an excess of bleach. 

If the human race with all the 
knowledge of science at their com- 
mand cannot have a clear complexion 
without blemish to their skin, how 
much less can we expect to find per- 
fection in th eskins of cattle. If style 
and fashion with its High Cost of 
Living is demoralizing the Sole 
Leather Trade, then we must go back 
to the old safe and sane method of 
merchandising and make Quality and 
Wear our foundation. 





NEW YORK 
Decided Upswing in Business 


Retail Apparel Merchants All Feel Effect 
of Approaching Spring 


HE last two weeks in March 

saw a decided upswing in the 
local retail volume, not only in 
shoes but in other lines of apparel. 
More seasonable weather and the ap- 
proach of Easter evidently loosened 
the purse-strings of consumers. Some 
advance purchasing against real sum- 
mer weather also was noticed. In 
several stores it was stated that sales 
of white shoes so far this year have 
exceeded those of the same period 
a year ago. This is further evidence 
that the coming summer will be one 
of the biggest, if not the biggest, 
white season the shoe trade ever has 
known. 

That retail business in New York 
and vicinity in general has been bet- 
ter than in most other sections of 
the country is shown in the retail 
report of the New York Federal Re- 
serve Bank for April 1. The report 
showed that in department stores in 
the Second Reserve District, sales in 
February fell but 4 per cent below 
those of February, 1921. This is a 
smaller loss than reported in most 
other districts. Bridgeport and Buf- 
falo, in this district, showed the larg- 
est loss. In the smaller cities, the 
individual reports of which were not 
tabulated, sales were 2 per cent ahead 
of last year, In New York City alone, 
sales fell only 3 per cent behind those 
of February 1921. 

On the basis of 100 percent for 
sales in February, 1921, wholesale 
sales of shoes in February of this 
year fell to 80 per cent. In January, 
however, they were 6 percent larger 
than in January, 1921. In February, 
1920, they were 236 per cent, as com- 


pared to 100 percent in February, 
1921, and in February, 1919, 125 per- 
cent. 


Medium Grades Poorest 
Sellers 


Medium grades in footwear do not 
appear té be going as well as the 
higher grades and the extremely low 
end goods. To catch some of the 
cheaper trade, some of the retail mer- 
chants in the mid-town section are 
using McKay sewed shoes. These are 
merchants who formerly handled 
higher grades. Similarly, other mer- 
chants are now handling higher 
grades than they formerly did. The 
manager of the shoe section in one 
Fifth Avenue store recently reported 
having sold more shoes at $16 and $18 
than he did at $10. 

An exclusive store, opened less than 
a year ago in the high class retail 
neighborhood, reports a steadily grow- 
ing business and the addition of a 
number of high class customers on its 
charge books. One of the strange 
features of its business is the demand 
for wide widths. When this store was 
opened, it was expected that most of 
its business would center on the nar- 
row widths, but the opposite has 
proved to be the case. Whether this 
is due to the spreading of women’s 
feet through exercise at athletic 
sports, or because so many of the 
retail merchants have cut down on 
their size ranges and do not carry 
many C and D widths, is a question 
that the manager of this store has 
not been able to answer. 
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Want More Brooklyn 
Members 


Many of the New York retail shoe 
merchants will go across the river on 
the night of April 21 for a theatre 
party at one of the Brooklyn theatres, 
intended to arouse the interest of 
Brooklyn dealers in the Retail Shoe 
Dealers’ Association of Greater New 
York. Last year sectional meetings 
were held in Brooklyn, the Bronx and 
the Lower East Side to enthuse the 
members in these sections and to in- 
crease the membership. “Ed” Meade, 
the prominent Brooklyn retail mer- 
chant and strong organization man, is 
in charge of the details of the theatre 
party, 





Lorenz Endorses New Shoe 


Ben Ross, manager of the Truwauk 
self-adjusting shoe manufactured by 
I. Miller & Son, is in receipt of a 
letter from Dr. Adolf Lorenz, the fa- 
mous Austrian specialist, unequivocal- 
ly endorsing this shoe. Dr. Lorenz, 
in his letter, says: 

“TI have carefully looked over your 
Truwauk shoe, and I fully agree with 
you on your theory of three point 
support and your explanation is most 
interesting to me. I am fully con- 


BOOT AND SHOE RECORDER 


vinced that you have a vast experience 
and understand the anatomy of the 
foot and the functions of same. 

“I have studied all the different 
points, such as lasts, arch formation, 
heel cushion construction, the self- 
adjusting shank; also have given quite 
some thought to the general amalga- 
mation of all these characteristics, 
and I do not hesitate to endorse your 
Truwauk shoes.” 


New Store Opens 


The formal opening of the Belmonte 
Shoe Shop, carrying a line of Ban- 
nister shoes for men and Utz & Dunn 
for women, took place on March 22. 
The new store is at 64 West Thirty- 
third Street, directly opposite the 
Hotel McAlpin. Fixtures and fittings 
are ‘in solid mahogany, forming a 
beautiful contrast with the buff color 
interior decorative scheme. The 
shelving lines both walls from front 
to rear, and a handsome hosiery case 
stands at the left front of the store. 
The owner, S. P. Belmonte, has been 
in the custom shoe business for the 
past twenty-seven years. J. Barnell, 
manager of one of the Regal Shoe 
stores for the past five years, has re- 
signed and assumed the management 
of the Belmonte store. 


SYRACUSE 
Spring Display Week a Success 
Public’s Interest Aroused by Window Dis- 
play and Newspaper Advertising 
Competition 


PRING display week, just 

closed, was the most successful 
event of its kind ever held. The 
purpose of the week was to show the 
public new styles in clothing, shoes 
and other wearing apparel, and to in- 
duce inspection of the display windows 
and reading the newspaper advertise- 
ments, prizes were offered to the pub- 
lic. This created interest which has 
never before been manifest. Besides 
this feature, the stores competed 
against each other for prizes for ad- 
vertising and window displays. 

For the fifth consecutive year, the 
Poehlman Shoe Company won the first 
prize in the window display contest. 
The three windows in the store were 
decorated in green and gold. Hand 
painted panels. forming the back- 
ground were very attractive and drew 
much attention. One window was 
devoted to women’s pumps and ox- 
fords of spring 1922 styles, another 
to children’s and the third to men’s 
shoes H. B. Brigden, manager of the 
store is given credit for the displays. 
The Park-Brannock company won the 


second prize in the window display 
contest. 


Winner of “Ad” Contest 


In the advertising contest, the Park- 
Brannock company was awarded first 
prize. Its advertisements consisted 
largely of features of store service. 
The Poehlman Shoe Company won sec- 
and prize. The shoe display windows 
were remarkably effective this year, 
showing merchants are becoming 
more and more convinced of the sales 
value of effective displays. 

Bad weather marred the spring 
opening week, but good sales were re- 
ported by most merchants. Warm 
weather a few days before the event 
had served to increase sales. Local 
dealers believe that as soon as warm 
weather arrives business will show a 
decided improvement. Many factories 
which have been closed or partly 
closed last year are resuming produc- 
tion, and while there is still a great 
amount of unemployment, dealers be- 
lieve that spring business will be 
good. None of the local merchants 
are pessimistic. 
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Where to Buy 


Women’s Shoes 














Lower Priced 
than y* Best, 
than the Rest! 
Send for Catalogue 
MAID-RITE FELT SLIPPER CO., 


Ine. 
35 York St., Brooklyn, N. Y. 















E.A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
maven. Hens. 
Boston Office 
Rice Bidg. Room 406 











FERN & POOR CO., Inc. - 
Manufacturers 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











WOMAN'S FINE TURNS and NOVELTIES 

We are now situated in our tig, new factory, 

and production is “hitting on high.”” The 

poet ge a standard will be better main- 
than ever before. 


TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 











Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 
Inquiries Promptly 
Answered 

Samples on Reque 
Felstiner-0'Conmell 
Wi Sington Bt st. 

ashin 
Haverhill, Mass. 
Bostun Office, 92 Beach St. 

















< Harding Shoe Co., Inc. oom 


Makers of Women’s Turn Shoes Specialising 
in High Grade Novelties 





NEW YORE 
D. F. Mellen 


Factory 
 —oo__e~=|:;:zHaverhill, Mass. suse 





STOCKBRIDGE SHOE COMPANY 





= Ea <= = 


HAVERHILL, MASS. 
USA 











Getting New Trade 


is mainly a matter of going after it.. Write 
our Dealers Service Department for new 
ways of bringing customers to your store. 


BROOKS SHOE =. Aw 





1731-41 N. 6th St. ladelphia 
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Men’s Shoes 


| Whee toBuy 











war egrT © G.5As0n GfOre4 © OA LABON = 
THE 
JOHN NI RPHY 
—’ SHOE 
ones ae ee “Ew YORK Ornces 
32-30 wae" 8. 














“TRcewaon BROS . SHOE (6 


FINE SMNOEMAKERS 
BROCKTON 


Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 





























AnOvEALL €=6- “FOR MEN WHO CARE 
TO DRESS WELL” 


A Sample Order fe: 
@ Pair or a Dozer 
WIll Start You Right 


T. D. BARRY CO. 
BROCKTON, MASS. 














a Gentlemen’s 


Shoes 


SHcE / = A.E.Nettleton Co. 


SYRACUSE, N.Y. 
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To Have Orthopedic Depart- 
ment 


Announcement is made by Ernest N. 
Park, past president of the New York 
State Retail Shoe Dealers Association 
and head of the Park-Brannock com- 
pany, of the opening of an orthopedic 
department in the Salina Street store 
of the company. L. E. Baty has been 
appointed manager of the department, 
which will be located on the main 
floor. The store will feature Ana- 
tomiks, Arch Preservers and Educa- 
tors. This is the first store in the 
city to open an orthopedic department. 
Mr. Park believes that the public is 
demanding more corrective shoes and 
that the demand justifies the estab- 
lishment of the department. 


Remele Made Assistant 
Manager 


Frank C. Remele of Boston, gradu- 
ate of the Stevenson Laboratory of 
Foot Correction, has been made assis- 
tant manager of the A. B. MacCor- 
mack Boot Shop here, succeeding B. B. 
Raymond. 


New Salesman Put On 
Frank Woods, formerly with John 
Gray Shoe Company, has joined the 
sales staff of the Gray Brothers Man- 

ufacturing Company of this city. 
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Combinations Going Well 


All stores in this city are featuring 
combinations as the spring season 
starts. Sport oxfords and strap slip- 
pers are in demand. Dealers antici- 
pate a big season on whites, due to 
color preference and prices. 


Nettleton Plans Factory 
Addition 


Another addition to the A. E. Net- 
tleton Company plant in this city will 
be built this spring. A new addition 
was opened last week at an old fash- 
ioned house warming party to which 
all employees were invited. A fea- 
ture of the addition just opened is a 
complete shoe store, which will be 
used as a laboratory in working out 
better methods in shoe arrangement, 
display, lighting and other factors. It 
will be for representatives of the com- 
pany distributing stores in various. 
parts of the country. The company 
has just been awarded a $50,000 gov- 
ernment contract for several thousand 
pairs of officers’ dress boots. 

When the proposed addition is com- 
pleted the Nettleton plant will have 
a capacity of 3000 pairs a day. Just 
now the company is being operated at 
about 60 per cent capacity but will be 
running full time within a short time. 
Henry W. Cook, president of the com- 
pany, is very optimistic of the outlook. 





BROOKLYN 


White Season is Developing 
Fabric, Trimmed With Patent, Calf or 
Kid, Most Frequently Asked for 
in Orders Placed to Date 


PORT and semi-sport shoes con- 

tinue to lead in demand for im- 
‘mediate and nearby deliveries on 
the orders now coming into the Brook- 
lyn factories. While Brooklyn manu- 
facturers have not entered the rubber 
sole trade as largely as Eastern and 
Western manufacturers, they have 
gone in for broad strap welts, and 
apron effects in oxfords. Ooze buck 
and suede in combination with other 
leathers form the bulk of the business 
now. One of the largest factories re- 
ports that well over 60 per cent of its 
product now carries a one inch heel. 
The lower heels are being used large- 
ly on turn shoes now, whereas a short 
time ago it was felt by most manu- 
facturers that the low-heeled models 
should carry welted soles. 

The white season is beginning to 
develop, although the manufacturers 
report that individual orders are still 
small. Fabric, trimmed with patent 
leather, calf or kid, appear to prevail 
in the bulk of orders for whites now 
being received. Some calls for all 
white oxfords, particularly in buck 


also are being received. A few manu- 
facturers who are showing buckskin 
in low-heeled broad strap models re- 
port fair business on them. 


Turns More Popular 


Two-strap models and sandal types 
appear to be coming back for mid- 
summer selling. Several manufac- 
turers’ are working on new sandal 
types that will be introduced to the 
trade in the near future, probably 
right after Easter. 

Business on turns is picking up de- 
cidedly, according to several manu- 
facturers. Turns have not been sell- 
ing well for some time, but in the 
white shoes now coming into trade 
demand, turns in kid and fabric are 
receiving more attention. Factories 
making only turn shoes report more 
business and are putting on more 
help. 


Some Factories Full Up 

The situation in Brooklyn presents 
many perplexing angles. A few of 
the larger factories are running ful} 
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force and some were working over- 
time through late March and early 
April to finish up orders for Easter. 
Some of the medium-sized factories 
were quiet. The smaller factories; 
against whom there is much resent- 
ment among the larger manufactur- 
ers, appeared to be well supplied with 
quick order business and some of 
them even worked Saturday after- 
noons and Sundays. 

These smaller producers, according 
to the larger manufacturers,- opera- 
ing with a small overhead, cut prices 
ruthlessly and turned out work more 
quickly than the larger factories. In 
some of them the same patterns have 
been used for all widths and sizes of 
shoes. The same last has been used 
for different sized heels and in many 
eases shoes have been taken off the 
lasts and shipped before being thor- 
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oughly dry. It is felt that a certain 
amount of consumer reaction will 
occur when these shoes fail to give 
satisfaction. 


Short Size Ranges Noted 


Much complaint is registered by 
Brooklyn manufacturers on the man- 
ner in which retail merchants are 
placing their orders now. The orders 
have been pared to the bone in size 
ranges, according to the manufactur- 
ers. “The utmost the retailers order 
now,” said one manufacturer, “is 
from 4s to 6s. How they expect to fit 
all their customers on such short 
range of sizes is beyond me. It illus- 
trates, however, the tendency of the 
retailers to. merchandise with as 
small stocks as possible.” 





LOUISVILLE 


Men’s Shoe Trade in Better Shape 


General Business Conditions Are Improv- 
ing Also, and Demand Is Largely for 
Better Grades 


INE weather during the latter 


part of the week of March 20 


resulted in the best business that 
the shoe trade of Louisville has ex- 
perienced so far this season. The 
early part of the week was raw and 
chilly, and business was quiet, but 
toward the end of the week weather 
such as experienced in May and early 
June brought out buyers in numbers, 
and things at the present time are 
looking promising. 

Men’s shoes have not opened up 
especially well, but are coming bet- 
ter all the time, and if the present 
brand of weather continues sales will 
improve. General business is show- 
ing much better and bank clearings 
are holding their own. Unemploy- 
ment is not at all serious in Louis- 
ville, and while many consumers are 
buying cautiously, sales of better 
grades continue active. 


Tax Bill Vetoed 


Merchants and manufacturers of 
Kentucky were much pleased with the 
action of Governor Morrow on March 
24, when he vetoed the Thompson tax 
bill, which would have materially in- 
creased taxation for merchants and 
manufacturers of the State, and had 
a tendency to drive away manufac- 
turing interests and prevent estab- 
lishment of additional manufacturing 
interests. The present governor un- 
doubtedly has more business insight 
and better judgment on business mat- 
ters than any man who has occupied 
the position in several years, and has 
the business interests solidly with 
him. 


Balcony Department Opened 


In connection with the recent open- 
ing of the new Sanitary Market 
House, Louisville, on Fifth Street, the 
D. & D. Shoe Co., handling men’s and 
young men’s shoes, has opened a de- 
partment on the balcony, the latter 
being given over to booths handling 
household goods, wearing apparel, 
etc. The store contains about eighty 
booths, handling all lines used by con- 
sumers such as foods, etc. 


Still Some High Prices 


Although shoes are cheap to-day 
as compared with war prices, there 
are some of the better grades of fine 
women’s shoes still being sold for 
around $18 a pair, and some of the 
finer men’s shoes are quoted at $12 
to $15 a pair. In men’s shoes the 
high priced stuff is not taking so well, 
but in the more exclusive women’s 
stores it is claimed that the public 
does not seem to be especially con- 
cerned about the price. 


Light Shades of Hosjery 
Selling Well 


In hosiery demand is running con- 
siderably to light shades, tans, grays, 
nuede, silvery blue, and some houses 
are showing some cheeks and “noisy 
stuff,” but so far the checks and wild 
lines have not taken much of a hold. 
One house is showing some fine heavy 
knitted silk hose, in black and white 
knit, at $18.25 a pair, but the greater 
part of demand is for hosiery,costing 
$3 to $6 a pair. 
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Fair Volume Reported 


Business is holding up quite well, 
according to Charles Siersdorfer, of 
the Besten & Langen Co. store. Mr. 
Siersdorfer reports that he is very 
well satisfied with the showing. Harry 
M. Young, of H. P. Selman & Co., C. 
M. Phillips, of the Stewart Dry Goods 
Co., and other prominent shoe men 
all have similar reports to make con- 
cerning women’s shoes. The house of 
Byck Brothers, Rodes Rapier Co. and 
the Boston Shoe Co., report improved 
business in men’s shoes. 
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The Boston Shoe Co. has been do- 
ing a tremendous business and is go- 
ing along with a good volume regard- 
less of conditions. This company for 
a number of. years has been carrying 
an enormous stock, and has the ad- 
vantage of having practically any- 
thing demanded, from the cheapest 
shoes, in its basement department, to 
the very highest types of shoes in its 
first floor departments. Any class of 
buyer, poor or wealthy, can find any- 
thing desired in the store, which 
means that it has developed a busi- 
ness that runs into large figures 
steadily. 





ROCHESTER 


Retail Trade is Improving 


Patents, Sports, Black Satin and Tan 
Oxfords All in Demand—Good Weather 


Expected to Bring Rush 


SURVEY of the retail shoe 

stores of the city indicates 
that business conditions are im- 
proving and that good seasonable 
weather is all that is needed to stim- 
ulate buying of new styles. Patent 
leather oxfords, sport shoes of every 
description, black satin for dress and 
tan oxfords for street wear are all in 
demand. 


New Store on State Street 


The King Shoe Store, Inc., of 108 
State Street, opened their doors to 
the public last week, and report a sat- 
isfactory business despite the condi- 
tions of the weather. The new store 
is capitalized for $20,000, and the di- 
rectors are Sol Rosenbloom, Samuel 
Rosenbloom and Louis E. Lazrus. Sol 
Rosenberg has long been identified 
with the retail shoe business of Roch- 
ester, having been with the Myers 
shoe store for several years. Men’s, 
women’s and children’s shoes are han- 
dled. 


Celebrate Anniversary 


McCurdy’s, one of Rochester’s lead- 
ing department stores, have been cel- 
ebrating their 21st birthday. This 
store was opened in 1901 and was 
first known as McCurdy-Norwell Co. 
This name was changed to McCurdy- 
Robinson Co. and recently the name 
was changed to McCurdy’s. 


Regal Price Change Announced 


Earl S. Shorts, manager of the Re- 
gal Shoe Store, reports that the pub- 
lic is enthusiastic about the new Re- 
gal prices and that a greatly in- 
creased business has been enjoyed 
since the new price of $6.80 on all 
shoes was announced. 


Discuss Wage Question 


A conference looking toward the re- 
newal of contracts between the Roch- 
ester Association of Boot and Shoe 
Manufacturers and the United Shoe 
Workers was held last week. The 
contracts with the cutting and fitting 
departments expired on April 1 and 
those with the bottoming departments 
will expire on May 1. 


Increasing Output 

Frank Cahill, sales manager of the 
Arch-Aid Shoe Company, reports that 
they are sold up to capacity. In ad- 
dition to the men who formerly han- 
dled this line, four men were added 
to the sales force this season and the 
results obtained are reported to be 
beyond the fondest expectations of 
Mr. Cahill. 


In Shoe Business Again 


George Schanke, well known retail 
shoe man, who formerly managed the 
Rochester Sterling Shoe Store, has 
again joined the ranks after a period 
in another line and is connected with 
the King store at 108 State Street. 


Issue Attractive Window Cards 

Joy, Clark & Nier, Inc., Rochester, 
have just issued an attractive window 
card in connection with their J. C. N. 
Arch shoe which they are distributing 
to their customers. The firm believes 
that it is one of the most attractive 
shoe cards that they have ever sent 
out, and they feel that dealers dis- 
playing them will find that they will 
bring customers into the stores and 
hel to sell more J. C. N. Arch shoes. 
The distribution of this card is in line 
with Joy, Clark & Niers policy of 
dealer co-operation. 
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LYNCHBURG 


Sports Oxford in Big Demand 


Women Fond of Contrasting Apron Effects 
With Which Light Hosiery Is 
Being Sold 


PORT oxfords with a contrast- 
ing saddle strap have burst 
into sudden popularity. This type 
of footwear, usually in smoked elk 
with a darker tan saddle, although 
there are many variations of this dom- 
inant pattern, was displayed for the 
first time only a few weeks ago, but 
such was the impression made upon 
the early spring shopper that it is 
almost safe to say that one out of 
every five of the younger generation 
of women seen upon the streets is 
wearing a shoe of this style. 
Practically every Main street shoe 
store is showing sport oxfords, and 
those that are showing them are re- 
cording fast sales. In addition to the 
smoked elk style chiefly in vogue, 
some stores are showing the patent 
saddle while others are showing dark 
tan or patent oxfords with a saddle 
of gray suede, which widens at the 
laces into a moccasin effect. Some 
of the styles have a contrasting toe 
and heel counter. 


Men Not Buying Sports 


Light hosiery, generally in the 
nude shade, is being worn with sport 
oxfords. Silk stockings are decidedly 
more numerous than the wool, which 
is seldom seen now that the days have 
begun to get warmer. 

Although styles in sport oxfords 
similar to those shown for women 
are being displayed for men, they are 
yet to be seen upon the streets, except 
in rare instances. 

Not only are combinations of light 
and dark leather popular in sport ox- 
fords, but they also make up some 
of the most favored styles in strap 
pumps, for both formal and informal 
wear. 

Patent and Gray Good 


Patent and gray suede is a com- 


bination that is selling better than 
any other in strap styles. Patent 
vamps and gray counters is usually 
the rule, the straps being in some 
cases patent and in others suede. Tan 
and gray seem to be second in favor, 
with combinations of tan upon tan not 
far behind. 

In most of the low-heeled shoes the 
single broad strap seems to be pre- 
ferred, and it is generally the rule that 
the flatter the heel the more it is 
liked. Sandals in all leathers are 
continuing in popularity, but the mer- 
chants are reporting much difficulty 
in securing them, 


In-Step Straps Shown 


Several stores are showing pumps 
with two narrow in-step straps crossed 
at right angles by vertical straps, 
making a sort of boxed center open- 
ing. This style is being displayed 
in all patent, all tan, patent and gray 
and tan and gray, with both high and 
low heels. The low-heeled styles are 
much better sellers than are those 
with the higher heel, which is the 
Spanish-Louis type. 

Some black satin one straps are be- 
ing sold, and, of course, the tan ox- 
ford is still in‘popularity, but in gen- 
eral interest the newer styles have 
eclipsed all other types. 


Men’s Styles Little Changed 


Hosiery of all shades is being worn 
for never did the stocking match the 
costume more often than at present. 
Rose and light blue are most popular 
among the more vivid colors worn to 
match the ubiquitous tweed suits. 

Styles for men show little change 
from those shown all winter, except 
for the golf shoes. Some of the tan 
oxfords are being displayed with 
gleaming brass eyelets. Brogues are 
generally few. 





HAVERHILL 


Good After-Easter Business Is Expected 


6é ET the shoe merchants of 

the United States have a 
good Easter business,” remarked a 
member of the Haverhill shoe manu- 
facturing trade, “and we will see 
some excellent after Easter orders at 
our factories. The goods which are 
now being rushed through for final 


Easter shipments represent the best 
results of Haverhill’s shoe designing 


and production in novelty styles of . 


women’s turn, McKay and welt shoes. 
Haverhill is known throughout the 
trade as a center for women’s novelty 
styles, and the trade may prepare for 
others following the disposal of 
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Easter orders. Members of the trade 
here are right on their toes and ready 
for spring and summer business. They 
only await advance information from 
customers as regards Easter trade de- 
velopments, to put these novelties on 
the market and supply shoe merchants 
with merchandise which will boost 
business right through the spring and 
summer months.” 


A. Unique Trademark 


Stockbridge Shoe Company, one of 
Haverhill’s long established concerns 
making women’s fine turn footwear, 
has originated a unique trademark 
which will be used on its goods. The 
plan in the mind of E. L. Stockbridge, 
head of this firm, was to work out a 
trademark which would illustrate the 
Stockbridge name. As completed, the 
design shows two spans of a bridge 
upon which is perched the figure of a 
man confined in the stocks. The man 
represents an old-time New England- 
er, and his position is one which was 
quite common in old New England 
days. Thus the words “Stock” and 
“bridge” are brought together in an 
eye-catching way. 


Association Elects Trustees 


The Haverhill Shoe Manufacturers’ 
Association recently elected a new 
board of trustees, composed as fol- 
lows: Chairman, Frederick P. Liberty, 
of Geo. B. Leavitt Company; J. A. 
Jonas, of Jonas Shoe Company; Jo- 
seph C. Kimball, of Kimball & Sher- 
man, Inc.; Lurad H. Downs, of Chas. 
K. Fox, Inc.; E. H. McCormick, of Mc- 
Cormick-Perry Co.; James H. Whit- 
comb, of J. H. Winchell Co.; Herman 
E. Lewis, of H. E. Lewis, Inc.; Sher- 
man H. Marshall, of Emery & Mar- 
shall Co.; B. E. Cole, Jr., of B. E. 
Cole, Inc. 
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To Expedite Shoe Shipments 


The transportation committee of the 
Haverhill Chamber of Commerce is in- 
vestigating the activities of the local 
traffic bureau with a view of making 
new efforts in serving the transporta- 
tion needs of Haverhill’s industries. 
Particular emphasis is laid upon the 
necessity of expediting the movement 
of Haverhill shoes to Western and 
Southern markets, thus helping the 
city to successfully compete with 
other shoe producing centers. Chair- 
man E. C. Wentworth of the transpor- 
tation committee, who was president 
of the Chamber some years ago, is 
renewing the work which he previ- 
ously accomplished in establishing a 
Traffic Bureau as of great value to 
the city and its leading industry. 


Retail Conditions Improving 
Sidney Jacobs, of Jacob’s Shoe 
Shop, 202 South Fifty-second Street, 
Philadelphia, recently paid a visit to 
Haverhill, calling at factories for the 
purpose of purchasing women’s nov- 
elty footwear. Mr. Jacobs, who was 
formerly with a Philadelphia retail 
concern, conducts a ten-chair store 
where he sells men’s, women’s and 
children’s footwear. He reports a 
very excellent trade in his store, with 
conditions generally showing an im- 
provement over the past year. 


Removing to Another City 

The United Die, Block and Wood 
Heel Company of Haverhill will re- 
move to St. Louis as a matter of con- 
venience in handling its middle west- 
ern trade. They have been located in 
this city for several years and have 
recently closed a lease of a floor in a 
St. Louis building where they will in 
the future be located. Members of 
the: concern are H. C. Merrill and 
L. W. Cole. 





BROCKTON 


Women’s Factories on Full Time 


Orders Received and General Conditions 
Justify Complete Resumption in George 
E. Keith Plants 


Co onan E. KEITH CO.’S 
plants, in which women’s 
shoes are made are now on full 
time operation, as a result of reports 
and orders received from traveling 
representatives and customers. These 
factories include the new plant in 
Brockton with capacity of 5000 pairs 
daily, also the Keith Co.’s factories in 
Boston and Weymouth, Mass., and 
Rochester, N. Y. 


Elmer W. Walker Dead 


Elmer W. Walker, president of the 
Brockton Stay Co., one of Brockton’s 


oldest and most respected members of 
the trade, passed away at his home 
in Brockton, March 28. Mr. Walker 
was in his seventy-fourth year. Born 
in Maine and coming to Brockton in 
early life, he was affiliated with 
makers of shoe machinery, represent- 
ing them as agent. In 1879 he en- 
tered business for himself under the 
name of the Brockton Stay Co., manu- 
facturing shoe trimmings. Later on 
this business was conducted under 
his own name, and still later returned 
to the title of Brockton Stay Co. The 
business was incorporated Jan. 1 
of the present year with Mr. Walker 
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as president; Cecil R. Carleton, 
treasurer, and Miss Florence E. 
Holmes, clerk. In the early days Mr. 
Walker did business in a building 
situated where the Brockton railroad 
station now stands. In 1912 Mr. 
Walker purchased a factory on Bel- 
mont‘ street, where the business has 
since been conducted. Mr. Walker 
was active for many years: in local 
politics, serving in the city govern- 
ment and on the board of registrars. 
He was high in Masonry and affiliated 
with numerous fraternal and busi- 
ness organizations. While he had 
been in poor health for several years, 
his last illness was of short duration. 

r. Walker was twice married. He 
is survived by a widow. 

In connection with the long and 
honorable business career of the late 
Elmer W. Walker, covering a period 
of forty-five years in Brockton, it is 
of interest at this time, on the eve of 
the RECORDER’s fortieth anniversary, 
to know that E. W. Walker’s adver- 
tisement appeared in the RECORDER'S 
first issue, April, 1882, and that it 
continued through many subsequent 
numbers, advertising seam staying of 
all kinds and an agency for McKay 
sewing machines. 


In-Stock Catalogues Going 
Out 


This is the catalogue season, when 
Brockton shoe manufacturing con- 
cerns which are carrying goods in 
stock (and this includes a consider- 
able proportion of local houses), are 
sending out folders illustrating and 
describing spring and summer styles 
ready for prompt delivery. Among 
the attractive booklets of this sort is 
that gotten out by Chas. A. Eaton 
Co., makers of the Eaton and Craw- 
ford line of men’s and women’s welts. 
According to the trade tendency, sport 
shoes for men and women are featured. 
These are shown in oxford patterns 
of smoked and pearl elk and boarded 
ealf in several attractive combina- 
tions. Men’s and women’s sport ox- 
fords and the men’s high cuts in 
black and colored leathers are promi- 
nently displayed in the booklet. The 
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front cover pictures a sport shoe, 
while on the back cover is shown the 
man in hunter’s dress, which is the 
trademark of the Eaton line. 





Specializing on Sport Styles 

At the present time the Brockton 
manufacturers are devoting more 
than ordinary attention to the pro- 
duction of men’s and women’s sport 
footwear. The demand for this class 
of goods is insistent from merchants 
in all parts of the United States. A 
supplementary stock booklet picturing 
and describing three sport styles, two 
for men and one for women, is being 
sent out by M. A. Packard Co. There 
is shown a men’s golf bal and oxford 
in pearl elk with tan elk saddle, and 
golf suction sole, also a women’s ox- 
ford of the same materials and com- 
bination. 


$10, $8 and $6 Shoes at $2 


“Baker’s,” one of Brockton’s lead- 
ing retail shoe establishments, re- 
cently filled one of its show windows 
with women’s high heel, narrow toe 
boots in fancy patterns and color com- 
binations. As the demand for women’s 
boots is limited, “Baker’s” made a 
special inducement by offering $12, 
$10 and $8 boots at a uniform price 
of $2 a pair. Lee Baker, head of this 
business, says these boots had a ready 
sale. 





Giving Shoes to the Needy 


Woldstadt Shoe Co., retail shoe 
merchants, recently donated, for 
charitable purposes, shoes which were 
slightly scorched in a recent fire, but 
were thoroughly serviceable. This 
store has recently changed hands and 
is now owned and operated by resi- 
dents of Brockton. 


Opened Boston Office 


The Howard Print, Inc., which is 
identified with the production of shoe 
tags and other printed matter for 
the trade, has opened a Boston office 
in the Rice Building, 10 High street. 





BOSTON’ 


Build Children’s Business on Quality 


Retail Shoe Merchants in General Find 
That Price Is Secondary Consideration 
in Little Folks’ Footwear 


HE retail shoe stores and shoe 

departments of Boston carry- 
ing shoes for the little folks—and 
there are very few, outside of the 
strictly men’s shop, which do not in- 
clude children’s shoes—repért that 
quality is the chief consideration to- 
day with the public—that price is but 


a secondary consideration. 
men shoppers of the Hub, who con- 
stitute nine-tenths of the buyers of 
children’s footwear, have become very 
discriminating in regard to the shoes 
and hosiery which those in their 
charge shall wear. They have read 
and heard talks on orthopedic foot- 
wear, are mindful of footwear to fit 
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COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for de- 
taille of our Special Printing 
Service for the Boot and 
Shoe Trade 
201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street, Boston, Mass. 








Where to Buy 
Wanted Styles 


An extra editorial service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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the feet; and have also read and 
heard that good footwear is the best 
investment. 

Clever Buying Needed 


Said one merchant, “We are build- 
ing our children’s shoe business on a 
foundation of quality merchandise— 
no other kind will do—and this is the 
day when the shoe buyer must know 
his business. He must know about 
shoe materials. It is not sufficient for 
him to have merely a knowledge of 
style, for materials and construction, 
more than ever, are important today. 


“Dissection” and Reputation 


“Little folks’ shoes must be built 
to give service, for if there is any 
group of individuals who subject 
footwear to hard usage it is children 
and the retail shoe merchant in carry- 
ing children’s shoes of quality is but 


building his reputation. Cobblers do- 


much to help or harm a merchant’s 
shoe store’s business. A child has its 
shoes repaired much oftener than does 
an adult, and when the shoe repairer 
begins to ‘dissect’ the broken-down 
shoe and finds inferior construction or 
materials, he is quite apt to call this 
fact to the attention of the mother, 
and the shoe store is the one which 
invariably gets the blame.” 


Price Range Lower 


The stores report that the public 
takes it for granted that children’s 
shoe prices, following those of men’s 
and women’s shoes, will be lower, as 
they in reality are. And this is again 
where the shoe buyer must know his 
business—to get shoes of quality, and 
at a price that will make them good 
sellers. One merchant allows a $1.00 
spread between sizes; some allow only 
a fifty cent spread, but it is the 
opinion of an expert merchandiser 
that the dollar spread gives the re- 
tail shoe merchant a better oppor- 
tunity to work out his shoes so that 
the customer is taken by easy steps 
from the children’s to the big girls’ 
sizes. This merchant believes that a 
short profit should be taken on chil- 
dren’s sizes, a little longer on misses 
and that in turn absorbs a little 
shorter profit on growing girls. 


At $1.50 the Pair Less 


At the All American Shoe Store, 
Summer Street, S. F. Lewis, Manager, 
had a very pleasing showing of chil- 
dren’s shoes at $4, $4.50 and $5.00. 
On an average, Mr. Lewis stated that 
children’s shoes were about $1.50 per 
pair less than the price quoted last 
year on the same grades. Said Mr. 
Lewis—“Our business on children’s 
shoes shows decided improvement and 
I find that people are willing at the 
present time to buy a little better 
grade on a child’s shoe than three to 
four months ago. We are confining 
our children’s business to Educators. 
While the week before Easter is al- 
ways a big one with us, yet on chil- 
dren’s shoes, the little folks must 
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have them as needed, so they buy well 
throughout the year.” 

“This store does a family shoe busi- 
ness and Mr. Lewis accounts for its 
success on account of its location and 
the fact that some member of a 
family is always in need of shoes. He 
reported that a great many silk and 
wool and all wool stockings in tweed 
suit shades are being sold to the 
women-folks. He carries nothing 
higher in women’s hosiery than $3.00 
and nothing higher in men’s hosiery 
than $1.50. 


A Customer’s Unusual 
Demand 


Mr. Lewis said that for the most 
part people were not complaining 
about prices, but the public did ex- 
pect first quality goods, at much 
lower prices than formerly, and one 
of his women customers had a very 
much exaggerated idea of reductions. 
This woman was a school teacher; 
she purchased a pair of $5.00 shoes 
last November and the other day 
walked into the store and demanded 
a new pair of shoes, on the ground 
that the pair she bought last Novem- 
ber, and which she had worn every 
day, had not worn well nor long 
enough. She explained that she had in 
the past bought $15 and $16 shoes, 
which had worn much longer than the 
$5.00 ones and she felt that with the 
price lowering factors of today a $15 
shoe of yore should have been pur- 
chased last November at $5.00. 
“And,” said Mr. Lewis—“This is the 
way the poor retail merchants have it 
‘handed’ to them sometimes.” 


Snow Stops Buying Wave 


The week of March 27 opened with 
spring-like weather—March 29 was so 
balmy that coats were a burden— 
business boomed. In the late after- 
noon of the 29th an East wind sprang 
up from the sea and Thursday was 
decidedly cold, ending in a snow 
storm, which kept up right through 
March 30 and the next day. Shoe 
stores sold rubbers and footholds in 
large quantities, Easter business 
looked a bit cloudy, and put this week, 
with Easter, April 16, behind that of 
the last week of March, 1921, when 
Easter was just at hand—however, if 
the weather man smiles for the most 
part this coming week, the first two 
weeks of April should end in a blaze 
of glory. 


Retail Merchants Meet 
April 12 

The Massachusetts Retail Shoe 
Merchants’ Association will hold its 
next monthly meeting on Wednesday 
evening, April 12, at the Boston City 
Club, with dinner at 6 p. m., followed 
by a business session. This is the 
annual meeting, at which the election 
of officers and determination of 
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policies for the coming year will take 
place. At this meeting information 
will be issued regarding the confer- 
ence of the manufacturers, tanners 
and retail merchants who meet in 
Boston on the afternoon of April 12. 
This conference will treat of business 
conditions, style prospects and other 
matters of interest. 


Retail Salesmen to Discuss 
Style 


The subject of style will be dis- 
cussed at the April 10 meeting of the 
Boston Retail Shoe Salesmen’s Asso- 
ciation, which will be held at Du- 
pont’s, preceded by dinner at 6.30. 
There will be at least four style au- 
thorities, to whom fifteen minutes will 
be allotted to present their argu- 
ments. The prospective speakers are: 
Albert M. Blake, President of the Na- 
tional Shoe and Leather Exposition 
and Style Shoe, Inc.; Hollis B. Scates, 
in charge of women’s shoe styles at 
the Emerson Shoe Co.; Fred Cheaver 
of Charles E. Wilson Shoe Co., Lynn, 
Mass., and A. D. Anderson, Editor of 
the Boot AND SHOE REcorDER After 
the speakers have finished their talks, 
the retail salesmen may ask any ques- 
tions which occur to them, and in turn 
the speakers may ask questions of the 
boys. 


In New Quarters 


New quarters at 74 South Street 
have been occupied by the John E. 
Daniels Leather Co., Inc., cut sole 
dealers, formerly of 100 South Street. 


Shoe Department Round 
Table Meets 


A meeting of the Jordan-Marsh 
Company Round Table, consisting of 
the stores entire shoe sales force, in- 
cluding buyers, was held at the Bos- 
ton Shoe Trades Club, on-the evening 
of April 4. The class was called to 
order at 6:30 p.m. Several members 
of the firm were present. The evening 
was given over to a demonstration 
of shoemaking. Major Charles T. 
Cahill of the United Shoe Machinery 
Company showed films and slides on 
shoemaking and Rollins Maxwell of 
the Thomas G. Plant Company gave a 
complete demonstrating exhibit of 
welts, McKays and turns, in all stages 
of construction. Arthur L. Evans, 
President of the Boston Retail Shoe- 
men’s Institute is the instructor of 
this class. 


A. W. Bliss Resigns 


The Castle Kid Company of Cam- 
den, New Jersey, announces that it 
has accepted with regret the resig- 
nation of A. W. Bliss of 106 Beach 
street, Boston, Mass. Mr. Bliss has 
been the New England representative 
of this firm for over 20 years. The 
Day-Gormley Leather Company of 
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195 South Street, Boston, Mass., has 
been appointed to succeed Mr. Bliss 
in handling the Castle Kid line in the 
New England territory. 


Hovey Takes I. Miller Agency 


The shoe department of C. F. Hovey 
Company has secured the exclusive 
agency for the I. Miller & Sons, Inc., 
full line of shoes and a very attrac- 
tive showing was made in one of its 
windows during the past week; also in 
an interior case containing such 
models as a patent colt one strap, 
fastened with two buttons, trimmed 
with gray kid, Spanish heels; a patent 
colt one strap, flat heel, cut out ef- 
fect at shank; dress oxfords in patent 
colt with gold stitching; also black 
satin with black stitching, and full 
Spanish heels; a Russian boot of black 
patent and gray suede stitched and 
perforated cuff. A gore pump in a 
patent colt, with flat heel and four 
little straps across instep was very 
pleasing; as were also the sport ox- 
fords in gray and beige buckskin, 
trimmed with patent colt. A sport 
one strap pump, buckled fastened, 
in gray buckskin, trimmed with dull 
calf; also a beige buckskin in the 
same pattern, brown calf trimmed; 
a tan calf sport one strap with inch 
heel, a brogue oxford in brown, and 
one in black calf, and a black satin 
pump with a full Louis, also a patent 
colt one strap, cut out at shank, with 
gray buckskin back and the new 
Spanish heel, all presented a very at- 
tractive appearance. 

The shoe department has issued a 
pretty little folder, which it has 
mailed to some 60,000 customers an- 
nouncing that “Hovey Brings Fifth 
Avenue to Boston,” and that the price 
is from $10.50 up. This folder is of 
gray and each model is shown in pairs 
on a neat white card on which the 
picture of a noted actress or singer 
is shown in artistic pose. Each shoe 
has a catchy name, such as—“The 
Fleurette,” “The Elaine,” and so on. 


Shoe Construction Exhibit 


The C. F. Hovey shoe department 
recently had an interesting exhibit of 
children’s shoes, every part of shoe 
construction being shown from the 
leather skin down to the smallest part 
of the shoe’s construction. These 
parts were arranged on a _ plush 
covered easel and informed the public 
very definitely of the good quality of 
children’s footwear carried by this 
house. Among the most popular shoes 
for the children are sport models, 
“just like father’s and mother’s”—and 
grown-ups styles are even carried as 
far down the line as the eighteen- 
months-old child. For instance, there 
was a little two strap patent colt shoe, 
low heel, and center strap, also one 
for baby in the same pattern, but in a 
golden brown kid; another model in 
sizes 6 to 8 was a tan Russia calf ox- 
ford. 
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Women’s Shoes at $1.65 


A big bargain basement shoe sale 
was recently held at the C. F. Hovey 
Company’s store—it was so well at- 
tended that one day a man was over- 
heard to say at the telephone—“I am 
at Hovey’s bargain basement shoe 
sale—there are at least 11,000 people 
here and I can’t get out.” There was 
certainly a crowd of buyers. This 
particular lot consisted of men’s boots 
and misses’ and women’s black ox- 
fords—the women’s models had Cuban 
heels. 


Size 9AAA Wanted 


“Nowadays,” said Mrs. Florence 
Durney, shoe buyer at Hagan’s, it is 
not unusual) for girls to come in and 
ask very coolly for big sizes. The 
days of the girl who wore size 3% 
or 3’s, or 2%’s seem to have passed 
away. Now a common question is— 
“Do you carry Size 9?” and the other 
day I had a request fora 9AAA. The 
girls of the present time seem to be 
ashamed to ask for small sizes. An 
8%B is a popular size. Some years 
ago, a girl would be ashamed to ask 
for a big size—we would carry a very 
few 7’s, and once in a while some 
8’s or 9’s. I remember a case where a 
woman wore an 8%B and the man 
she was about to marry wore only a 
6%C—Before getting married, she 
confided the secret to me and I had 
her shoes marked Size 6. If anybody 
nowadays has any Louis heel boots in 
size 24% to 4’s, I must say that they 
might as well get rid of them at once, 
no matter at how low a price. 





Another Round Table 


Cammeyer’s of New York has 
signed up for a round table of their 
entire salesforce of 90 people. This 
is on the department store plan, and 
is the largest round table that has yet 
been organized by the Boston Retail 
Shoemen’s Institute. 


Thayer With Plymouth 


William E. Thayer, formerly with 
N. F. Thayer & Co., manufacturers of 
cut soles, has become associated with 
the Plymouth Rubber Company, Inc., 
of Canton, Mass. He will become 
New England district road manager 
of Plymouth heels. 

Mr. Thayer is also secretary of the 
Boston 1922 Convention Committee, 
as well as President of the Greater 
Boston Association of Finders. 


George C. Howes Honored 


The directors of the New England 
Shoe and Leather Association have 
adopted the following resolution ex- 
pressing the sorrow of the Association 
in the recent death of George C. 
Howes, of Howes Bros. Company. 

Whereas, God, in His infinite wis- 
dom has taken from us George C. 
Howes, of the firm of Messrs. Howes 
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Bros. Company, of Boston, and highly 
esteemed member of this Association, 
be it 

Resolved, That the Officers and 
Board of Directors of The New Eng- 
land Shoe and Leather Association 
hereby record their deep sense of loss 
in his death. 

That we deplore the loss to our As- 
sociation of a firm and steadfast 
friend, and to the community of an 
honest citizen and a Christian gentle- 
man. 

Mr. Howes was born in Chatham, 
Mass., on April 21, 1869, the son of 
Captain and Mrs. Franklin Howes. 

He had been connected with The 
Howes Bros Company in the sole 
leather business for twenty-five years, 
having been a director df the Com- 
pany since 1905, and its Western 
manager for fifteen years. 

His commercial success was 
marked, and through business con- 
nections his friendships were many, 
but it is not from this phase of life 
that he will be chiefly remembered. 

For many years Mr. Howes had 
been known as a deeply spiritual man; 
his preaching, teaching, and man-to- 
man soul-winning activities had been 
untiring. 

He was for twenty years associated 
with the Union Rescue Mission of this 
city, and had assisted in establishing 
and keeping open fifty Rescue Mis- 
sions throughout the country. He 
himself was a faithful teacher of the 
Bible, and spoke in many cities. 

To the bereaved family, as well as 
to The Howes Bros. Company, our 
sympathy goes out in full measure. 

Resolved, That the foregoing ex- 
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pression of affection and esteem be 
entered in the records of the Associa- 
tion, and a copy presented to the 
family of our deceased friend, and to 
The Howes Bros. Company. 
(Signed) 
EBEN H. ELLISON, 
H. FREDERICK LESH, 
Committee. 


A Visitor from Portland 


L. H. Bradley, Assistant Manager 
of the W. L. Douglas Shoe Co., Port- 
land, came to Boston recently to see 
the Governor about a commission as 
Lieutenant in the National Guards, of 
which he had recently been notified, 
and while here attended the joint 
meeting of the retail shoe merchants 
and salesmen. Mr. Bradley was a 
member of the 54th Artillery over- 
seas during two years of the war. 
Before entering the service he 
traveled New England for the Sawyer 
Boot and Shoe Company, and was also 
in the rubber department of the D. W. 
Brunel Company and for seven years 
before the war he served in the Na- 
tional Guards, so he is really only re- 
turning to his “old love.” Mr. Brad- 
ley stated that he had taken the RE- 
CORDER for years and was very much 
interested therein. The old quarters 
of the W. L. Douglas Shoe Co. were 
at 628 Congress Street, Portland, but 
recently had to move opposite the 
Public Library for about a month. On 
April 7 they moved back into the re- 
tail district once more at 546 Con- 
gress Street. 

Mr. Bradley reports a big business 
on rubbers. 
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New Interest in Black Kid Low-Cuts 


Stronger Demand for Shiny Shoes—Russian 
or “Swish” Boots in Fall Samples— 
California Oxfords, Grecian Dress 
Sandals and Other New 
Shoes 


DEMAND for shoes of fine 
black kid leather is among 
the new features in Lynn footwear 
fashions. The shoes are made in strap 
pumps and oxford patterns, with cut 
outs and fine stitching and cording. 
Patent leather shoes, another lead- 
ing feature, also are made in new cut 
out patterns, with cording and fancy 
stitching. White shoes of all kinds 
are wanted for summer. But that is 
familiar news. Growing interest is 
there in white kid, calf and cabretta 
shoes, in new cut out and cutaway 
patterns. 
Easter shoes were delivered on 
schedule, and, in some _ instances, 
ahead of schedule. 


Toes More Rounded 


Russian, or “swish” boots, have ap- 
peared among new samples. They 
“swish.” And some shoe men want a 
new title for them. 

New lasts show toes a trifle rounder 
and higher. Heels are higher, too. 
More wood heels are used than for 
many a day. One reason is the popu- 
larity of boxwood heels. 

Tweed leather, something distinc- 
tively new, is embossed and colored 
for shoes to be worn with tweed 
clothes. Open work, or ventilated 
shoes, will be numerous the coming 
summer. 
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New Sandal Effects 


To supersede Sally sandals, new 
Grecian sandals are being offered by 
the MacLaughlin-Conway Shoe Co. 
They have cut out in the vamps, and 
are cut away on the sides, and they 
have new style straps. Cut outs on 
the vamps are of new shapes, some 
being square, some oblong and some 
of the finger tip shape. Also new 
shoes are finely corded. They are of 
black kid, white kid and patent leather 
chiefly. 

Charles MacLaughlin of this com- 
pany has designed a new Russian 
boot, easy fitting, and 11% inches 
high. New samples are mostly of 
patent leather, for vamp and leg. 
Cuff tops of the boots are of grey 
suede, white buck or colored kid. 
Heels, of the Cuban Louis style, are 
covered to match the tops. They are 
of wood. The cuff tops are adorned 
with fancy stitching or perforations. 


Slipper Novelties 


In addition to their regular lines of 
slippers and comfort shoes, Merrill, 
Porter & Co. are making a California 
oxford, of patent leather, round toe, 
% leather heel, and plain pattern all 
over, in sizes No. 2% to No. 7. These 
shoes have a turn sole. They are worn 
for dancing and dress wear by high 
school and college girls of California. 

Also this company is making Faust 
slippers, with snap fasteners, for 
men. The slippers are of black and 
tan kid leather. Incidentally, the 
company continues to sell men’s slip- 
pers from stock, and is thinking that 
the slipper trade is becoming an all 
the year round business. 


“Ina” and “Kiki” 


Harney, Tracey & Crehan have one 
new shoe, the “Ina,” a Grecian sandal, 
of patent leather, with a new toe and 
five cut outs, of a new pattern, in the 
vamp. The heel, of leather, is 10/8 
high. And it has another new shoe, 
the “Kiki,” one strap pump, of fine 
white. fabric, with a shield tip, of 
patent leather, and an instep strap of 
patent leather, which is carried down 
the side of the shoe to the breast of 
the heel. The heel, of leather, is 8/8 
high. Harney, Tracey & Crehan oc- 
cupied their new quarters on Harrison 
Court early in March, and by reason 
of its advantages they were able to 
make deliveries of Easter shoes four 
days ahead of the date called for by 
the order. The shop is gaing to full 
capacity, too. 


New Shoe Firm Starts Up 


D. H. & G. H. Bell Shoe Co. is fit- 
ting up a factory at the corner of 
Rantoul and Bow streets, Beverly, for 
making sport and play shoes for boys 
and girls. Donald Bell was formerly 
with J. J. Grover’s Sons, Lynn, and 
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Gordon Bell was with E. F. Bell & 
Co. Both young men are sons of 
Ernest F. Bell of E. F. Bell & Co., 
Beverly, shoe manufacturers. 


Wants School for Factory 


Alfred W. Ingalls of W. H. Ingalls 
& Son, Lynn shoe manufacturers, is 
undertaking to buy the Machon School 
in Swampscott, a suburb of Lynn. He 
wants to turn it into a shoe factory. 





New Cut Sole Firm 


Eben H. Hall has retired as_presi- 
dent of Lindsey & Hall Co., manufac- 
turers of cut soles, Lynn, and with C. 
U. Crosby has formed the firm of Hall 
& Crosby, manufacturers of cut soles, 
415 Broad Street, Lynn. Mr. Crosby 
‘was formerly with Charles H. Horne 
& Co., Haverhill. George S. Radcliff 
has become president of Lindsey & 
Hall Co. He was formerly with the 
Boston & Lynn Cut Sole Co., and later 
was in charge of the cut sole division 
of the War Industries Board. 


Rowbotham Treasurer of 
Clapp & Tapley 

Arthur H. Rowbotham has become 
treasurer of Clapp & Tapley, Dan- 
vers, makers of McKay shoes for 
misses and children. He was with 
Wright & Wright, leather manufac- 
turers. His father is president of the 
Bay State Belting Co. Arthur L. 
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Howland of Lynn retires from the 
company. 


White and Black Shoes 


A new line of samples, prepared by 
the Sargent Shoe Co., shows chiefly 
pumps and oxfords of patent leather, 
white buck and white fabrics. Inci- 
dentally, this firm has not had a 
single pair of shoes returned té it 
since it started in business eight 
months ago. 


“Let Lynn Lead” 


W. D. Armstrong of the A. M. 
Creighton Co. is chairman of the com- 
mittee on the Lynn display at the big 
exposition in Boston in July. Edric 
R. Taylor will direct the spectacular 
effects. They arranged the style show, 
“Miss Lynn, The Lady of Shoes,” 
which was a leading feature of the 
last style show in Boston. The Cham- 
ber of Commerce will back up the 
Lynn display, and will use the slogan, 
“Let Lynn Lead,” unless a better slo- 
gan is suggested. 


Wood Heels Used More 
Freely 


Two shoe firms, Gregory & Read 
and A. E. Little & Co., have wood 
heel departments in their shops. In- 
cidentally, it is said that Lynners are 
using more wood heels than in any 
former season. 
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New Slipper Samples Seen 


Wooleather, Inc., of Salem, is send- 
ing out new samples of its wool lined 
moccasins for the Christmas trade, 
and has begun to make new wool 
lined moccasins for fall. Also, it is 
making a moccasin for tourists. The 
moccasin has a wool lined sole and an 
unlined upper. It may be folded as 
flat as a pancake and packed in a 
small space in a traveling trunk. 


R. & H. Sample Room Renovations 

Baltimore, Md.—Extensive altera- 
tions are going on in the office and 
sample rooms of The Rice & Hutch- 
ins Baltimore Co., 101 Hopkins Place. 
The building was recently damaged 
somewhat by fire. Said F. J. La- 
Motte: “We will have the most at- 
tractive wholesale sample rooms in 
Baltimore when the work is com- 
pleted.” 


Paul Opens Montreal Pattern Shop 

Montreal, P. Q.—Irving W. Paul, 
formerly in the shoe pattern business 
in the States, has started a pattern 
business in Canada, at 411 St. James 
Street, Montreal, under the name of 
the Paul Style Studio. Mr. Paul be- 
lieves that there is an opening in 
Canada for a good, live, up-to-date 
pattern shop. He has accordingly 
equipped a plant, thorough in every 
detail, and is in a position to make 
patterns which show skill and work- 
manship beyond dispute. 
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106 Beach St. 


Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 


Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. | 
Boston, Mass., U.S. A. 


_- mE 
HOTEL 
OPPOSITE SouTH STATION G55 EX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 


400 rooms, 300 baths, $2.00 a day and up. 


Your comfort is well provided for at the Essex.” 
traveling man desires. Because of its location, in the heart of the shoe and leather district, 
it is the preferred hotel with tradesmen from all over the world. Make the “Essex” your 


THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 
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This modern hotel lacks nothing the 
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for immediate action. 


BURKLEY 

SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 











Buyers’ Easy Reference Directory 


Easter Specials In Stock 
On the Floor 


No. 262—Black Kid One Strap 10/8 Cuban Heef, 
Rubber Top Lift, Flexible McKay Process. C, 3 


to 8 


$3.00 


No. 261-—*Same as above in Havana Brown Kid. 


$3.00 


No. 361—Patent Leather One Strap —— 


McKay Process, 8/8 Heel, Rubber Top 


$2.85 


No. 260—Same as above in Mahogany Russia 
$2.85 


No. 364—Same as No. 361 but with Plain Toe. 


No. 361 


S. W. FELDSTEIN & CO. 





Wood Sole 
Boots and Shoes 


Full Oil Grain Leath- 
er, Waterproof Sole 


= t Buell 
-cut Buckle 


Rims for Sole 
and Heel ... .50 


A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U. S. A. 











SPECIALS 
IN STOCK 


Mahegeay Lotus Play Ox- 
ord, Goodyear stitched 
wake Welt. Grain Leather 
Insole, Spring Heel. All 
sizes, 5 to 2. 80c. per 
pair. 
Mahogany Lotus Sandals, Goodyear stitched with Welt. 
Grain Leather Insole, Oak Sole. All sizes, 5 to 2. 75c. 
per pair. 
Terme 2% 10 days. Send for samples of other styles. 


BROOKLYN SLIPPER CO. 


409 Osborn St. Brooklyn, N. Y. 








$2.85 


127 Duane St., New York City 





COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


BOSTON, MASS. | 





THE THREAD YOU WILL 
EVENTUALLY USE 


ye A Strong, Smooth, . ws * hy - is Rye 


without it, you miss the iavine and satisfaction 
its use. In f ind repair depart- 

eyer’s Thread proves cuperier. Samples 

to ty on any clase of "work. Don’t let distance 
ordering. We serve the markets of the 


JOHN C. MEYER THREAD Co. 
THE LOWELL THREAD MILLS 
LOWELL, MASS. 











Illustrated Straps in 
PATENT, GUN METAL OR BROWN 


No. 6 Ready 
for Shipment 









No. 6—83.75 per dozen pairs. No, 4e—83.00 per dozen pairs. 
These two numbers of straps ready to ship in any color of 
Leather—Special attention given to wholesalers. 


VANITY NOVELTY WORKS 
913 Gates Ave., Brooklyn, N. Y. 














FOR THE WHOLESALE TRADE 


Quality our - strong- 
hold. Send for 
samples and prices. 
We will refer retail 
inquiries to the near- 
est wholesaler. 


Havana Brown PROMPT 
is DELIVERIES 


A. WwW. GREELEY 49 Pate ye a. Haverhill, = 
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Men’s and Women’s 
Sport Oxfords 


MAHOGANY SADDLE STRAPS 


Rubber - Golf - Soles and Heels 





2215. Men’s Smoked Elk, Goodyear Welt, C & D. $4.00 
3000. Women’s Smoked Elk, Goodyear Welt, B, 
C&D 


2976. Women’s Smoked Elk, Am. Welt, B,C & D. 3.50 


Send in Your Order Now. 
They will be big numbers for you 


Chipman, Harwood & Co. 


564 Atlantic Ave., Boston, Mass. 











Suede-Nap Brushes 


For Renewing the Nap 
on Suede Shoes 
Picks out the dirt—picks up the nap. Different from 
any brush on the market. The wire bristles are set in 
a curved fibre and canvas base which is attached to 
the block at both ends. They are set on an angle 
which gives more resistance one way than the other. 


If she has to wait for change, why not show her a 
suede-nap instead of talking about the weather. 


If Your Jobber Can’t Supply You, Write Us. 


E. T. GILBERT MFG. CO. 


228-36 South Ave. Rochester, N. Y. 


Also Manufacturers of 
Woolskin Polishing Sets, 

Shoe Retainers, Pump 1 CO 
Straps, Rhinestone Or- , 


naments, Etc. 
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DAVIES 
Kicks For Kios 


Are Real Bargains, We Have Them 
on the Floor Ready to Ship 


Stock No. 956 
Goodyear Welt. Mahogany Veal Uppers. Overweight Oak Soles. 
No. 956—Little Gents’. Sizes 9 to 13%.......-.ceeeeees $2.35 
No. 838—Youths’. Sizes 1 to 2......... ccc cece eee eeenee 2.65 
No. 738S—Boys’. 


Stock No. 756 
Mahogany Veal Uppers. Overweight Oak Soles. 
No. 75G—Boys’. Sizes 2% to 5%. ...... cc cece enecccces 82.95 
No. S5G—Youths’. Sises 1 to 2........cccecccccscccces 2.65 


Davies Shoe Mfg. Co. 


Racine, Wisconsin 
WE GUARANTEE EVERY PAIR 
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IN STOCK For Easter IN STOCK 


Fashion’s Newest Designs 


No. B 282—Patent Colt New Wide One 
Strap, Nickel Buckle, Imitation Tip, 10/8 
Heel, Welt. Price $4.90. 


No. B 281—Patent Colt Oxford, Gray Kid 
Apron, 7/8 Heel, Welt. Price $5.00. 


No. B 277—Patent Colt Princess, Black 
Silk Elastic Gore, 15/8 Celluloid Louis Heel, 
Turn. Price $5.65. 


Joy, Clark & Nier, Inc. 


ROCHESTER, N. Y. 





SIZES IN STOCK 


No. B 280—Patent Colt Two Strap, 14/8 

Cuban Heel, Welt. Price 84. 

No. B 279—Same as shove in Black Kid No. B 284—Patent Colt, Gray Kid Strap 
with Imitation Tip. Price 84.75. and Apron, a Heel, Nickel Buckle, Welt. 
No. B 278—Same as above in Brown Kid Terms: Net 30 Days Price 

with Imitation Tip. Price .00 




















EVERYBODY THAT WEARS SHOES, WANTS LACES 
WITH TIPS THAT CAN'T PULL OFF 


Supply Your Customers with 


“HUBTIP” NO-METAL-TIP SHOE LACES 





TIPS NEVER 
PULL OFF, FRAY OUT, WEAR TINNY OR CATCH IN HOSIERY 


Made of Fast Color Braid from TIP to TIP 


TODAY'S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces,$2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro.Laces, 2.70 54 in. per gro.Laces, 3.30 72 in. per gro. Laces, 4.10 


Either Black, Brown or Russet 
Assorted Cabinets Supplied. Order from Your Jobber Today 


FRANK W.WHITCHER CO., Mfrs., Boston and Chicago, U.S.A. 
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Style No. 9496 
Paris Kid Oxford on No. 179 a 
Ni last. Medium toe. Kid tip. | 
n Flexible Welt. 13% inch heel. A 
AA to E’' IN STOCK. 
Price $6.25 


Style No. 9790 


Similar oxford in brown kid. 


AAA to E IN STOCK. 























| Price $6.50 
) Welt Oxfords¥Ready for Immediate Delivery h 
| J. J. GROVER’S SONS COMPANY 


LYNN, MASS. 


Boston New York 
80 Boylston St., Little Bldg. 47 West 34th Street 


































im 



































NOW ?D IN STOCK 


SHOE 


TRUMP 






REGIS 
No. 520 No. 595 
Tony Red 
35 Russia Phila. Py 
Phila. Oxford A, B, 7-11 
B C, D, 6-11 Cc, D, 6-11 
No. 521 No. 81 No. 80 
Same Style in Same Style in Pear) Elk N 79 
Velour Calf High Shoe Golf Oxford re 
Cc. D, 6-11 Russia Saddle Women's Pearl Elk 
Cc, D, 6-11 Golf Oxford 
ees Russia wet 
A, B,C, D 3%-8 
wi These Shoes in Your Stock Will Surely Mean a Big Easter Business 


wie) MM. A. PACKARD COMPANY 
Brockton, Massachusetts 
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Decorators Supply Co. “Classic” Plateau 


From the standpoint of 
sales volume, the selection of 
the right fixtures is of real im- 
portance to the shoe merchant. 
You should have at your elbow 
the largest catalog, showing the 
largest assortment, from the 
largest manufacturers of better- 
grade display fixtures. 
Write for Catalog T 
It will aid in securing 


better displays and bet- 
ter business. 


DECORATORS 
SUPPLY CO. 


CHICAGO 


2553 Archer Avenue 














* 


“MADE IN U. S. A.” 


<> ., White Shoes Do 
4 Create a Demand 


For a Preparation 
that will restore 
that new look to 
Heels and Edges of White 
Shoes by a Simple Application. 








| Frome Wale 


. SHOE EDGE, 





MSROw White Shoe Edge 


Brings back the beauty to rubbed heels and 
edges that have become soiled by shelf 
wear or use. Is chemically correct. Dries 
quickly and very hard. Will not powder 
off. One application covers. Equally good 
for rubber, fibre or leather soles and heels. 
No waste whatsoever. 


Sample jar sent to Dealers, on request. White 
enamel caps. Easily removed. Brush in every 
ackage. Retails at 25c. Two Dollars per 
ozen. Postpaid. Twenty-two Dollars per 
Gross. Postpaid. 
Manufactured By 


J. W. JOHNSTON 


New Arts Building, Rochester, N. Y. 
(Dept. B. & S.) 











* 
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THE HOSIERY WITH 
THE BLUE EDGE 


Chiffon Hosiery in 
All Shades 


PROPPER SILK HOSIERY MILLS, 
INCORPORATED 
(Holland Bldg.,) 


276 Fifth Ave. NEW YORK 


Manufacturers of 


LADIES’ FULL FASHIONED SILK HOSIERY 
MILLS AT LONG ISLAND CITY 





Attention! Window Dressers: 
BEAUTIFY YOUR WINDOW— 


Your Silent Salesman—with 


SILK PLUSH 
in 24”—36’”—50” widths. 
We will furnish you with as many yards, color or 


width as you may require—just write to us. 


HYDOL PLUSH MFG. CO. 
30-32 WEST 27th STREET NEW YORK 
(Dept. W. & R.) 


N. B.—We are open for live wire salesmen. 











MA 


(. eee 
fe 





BLOODED-STOCK 


If you were buying a horse and he was just a horse you 
would have to take for granted the things the owner said, 
= wait for experience to show if he had spoken the 
truth. 


But if you bought a horse of blooded-stock that had a 

igree, you would not need to take the man's word for it. 

e pedigree would show his ancestry and race and give you 
an idea of the animal's capacity for speed and endurance. 


It's the same in buying peg py | space. Some publica- 
tions sell “just a horse” and you have to take their cir- 
culation statement with a pinch of salt. 


The Boot & Shoe Recorder is blooded-stock. An A B C 
statement is the pedigree that tells you what to expect in 
the way of speed and endurance. 
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IN STOCK 


For Easter 


919 
Sterling Patent Colt One Strap Pump. Argo Last 
14/8 Junior Cuban Heel 
5 Iron Welt Sole, Turn Edge 
AAS-8; A4!/2-8; B4-8; C3!/2-8; D3Y2-8 


719 
Same in Black Kid 


Price $5.50 


La France Spring and Summer Catalog on request. 
Forty in-stock styles illustrated. 


Williams Clark & Co. 
Lynn, Mass. 





“Oshkosh” Leather Tops 
Specialized in Fit and Wear 


Tops only, or on Red, Black or White Rubbers 


The “OSHKOSH” TOPS 
with wide back Stay, 
heights from 5 to 18 inches. 
Men’s, Boys’ and Youths’, 


or 


The ROENITZ SIDE 
PIECE TOPS. No seam 
in back to hurt the foot. 
(See Cut.) Best Black or 
Brown Retanned Stock. 


The only Cor- 

rectly made, 

close fitting 
, ‘Tops. 


Exclusive Leather Top Factory for 25 years. 
Also Mfg’rs of the “Oshkosh” Line of 
Work and Outing Shoes. 

“They reduce the cost of living.” 
Write for Prices. 


The H. C. Roenitz Co., Oshkosh, Wis. 


Established 1877 
Wholesale Shoes, Rubbers, Leather and Findings 





R-691 R-793 R-695 R-692 


PROFIT MAKERS FOR YOU 
Chandler’s Natty Novelty Line of 
STRAP ORNAMENTS 


High Grade Gold and 
Silver Plated Slide 


Ornaments 


Beautiful Jet Enameled, 
With Hand Engraved 
Designs. 


Send for Sample 
Assortment 
Assortment No. I, 


12Yyc.-38c. 
Assortment No. 2, 


50c.-$1.00 


W. K. CHANDLER, Inc. 
125 Summer St., Boston, Mass. 


Oriental Jeweled 
Ornaments, Rich and 
Snappy. 


R-702 R-766 
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TAG ALONG WITH HOWARD 


RESO POTEET, 
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A Valance of Character 
To Individualize Your Store Front 


A good valance makes a world of difference in 
the appearance of a store front. One such as 
this will make your windows most attractive. 


The Howard Print, Inc. 
Campello Station, Brockton, Mass. 








announce the opening of a 


Boston Office 
at 10 High Street 
Room 721, Rice Building 


LER PRE OS SR APOE 


This is No. R22/8. Cream poplin with heavy 
fringe—green poplin design appliqued on 
and bound with green cord. Can be furnished 
with brown or blue design. Shipped from 
stock. Regular price, $3.50 per yard. Special 
price if ordered from this ad, $3.00 per yard. 


= 


Monday, April the third 
under the Personal Direction of 


~~ 
—- 


se Se -5 
= 
2 


Just one of many Baumann designs. 
Write for Catalog R. S. 22 


atx y 


Miss Bessie Grau 
Office Manager 


»~ 
—_— 


eb ee” 


Headquarters for display ideas and service— 


Importers and manufacturers of flowers and floral 
decorations. 


THE TELEPHONE, MAIN 106 


PES BRAS 


Read 
=o 


LPR BOP ROSA 


swuoen we Gaeee See CHICAGO =—«| RSPR stetenre amen Seer con ere rae 


BX 57—Women's black satin 
Flapper McKay. 8/8 flange 
heel. Bto D. 2% to 8. 
$2.85 
BX 166—As above in white 
canvas. Bto D. 2% to 8. 
$1.75 





Send your orders to us with 


full assurance that within 3 hours 
the goods will be on the way—-not a 


one strap McKay. Half Junior "1 
Louis heel. B to D....83.50 letter of regrets 


BX 61—Women's white satin 





BX 52 — As above, black We specialize in satins and canvas goods and 
a ae carry vast stocks of the merchandise we advertise. 


You want merchandise, not excuses. 


Try the kind of service we render. Your first 
order will make you a permanent customer. 
Terms, two per cent ten days; net, thirty; F. O. B. 


hicago. 
BX 21—Women’'s black satin 


tiie W228 | ~AXMAN-WEISS SHOE. CO. 


BX 22—<As above. 16/8 half 
Louis heel $3.25 


BX 26—As above. 14/8 C 40 So. Wells St., ; 
y wis hee @ ¥ 
O. Chicago 
The House of Specialties 
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MISCELLANEOUS 


MISCELLANEOUS 


WANTED TO PURCHASE 








Ideal Line 
Rolling Step 


Fifteen styles. Satis- 
faction guaranteed 
Lasts « Life-time. 
Write 


for catalogue. 


Daynite 
Furniture Mfg. Ce. 
213 Choutesu Trust 
Bidg., St. Louls, Mo. 











Celebrated Glass Fixtures 


Catalog G. F. 


Bverything in 
Wood Fixtures 
Catalog No. 14 
Artificial Flowers 
Catalog No. 19 
Window Valances 
In Stock 
Ask for samples 
Plush and Window Rugs 
The Hecht Fixture Co. 


Samples sent. 
Medinah Bldg., Wells & Jackson 
Chicago 





NEW YORK SHOW ROOM 
70 West 36th St. 
Just Bast of Broadway 











SHOE STORE 
CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


wwe tr THE CHICAGO 
wa'teet WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, II. 








Bicycle 
STEP 
LADDERS 
are made 
in many 
styles and 
to fit all 
kinds of 


shelving. 
Send for cata- 
full 


log giving 

description 

and prices. 
THE BICYCLE 
STEP LADDER 


COMPANY 
67 Randolph Si, 
Chicago, Ill, 





Milbradt Rolling 
Step Ladders 


are made in a great many 
ae to suit all kinds 
stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the a rance of 
your store. tipped sub- 
cs to approval and sat- 
isfaction guaranteed. 


Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 
Milbradt 
Manufacturing Co 


2416 No. 10th St. 
ST. LOUIS, MO. 











Neatest, strongest, lightest and 
most convenient fitting stool 
on the market. 


Finished Golden Oak or 
Mahogany. 


Carried in stock by all wholesale 
shoe and findings houses. If your 
jobber cannot supply you, order 
direct from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For thirty-five years manufacturers 
Milbradt Rolling Step Ladders. 











WANTED TO PURCHASE 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 

stock of shoes. 

Leases having a short term to run taken 

over. Established 25 years. 


I. OLENICK 


418 Broadway, New York. Tel. 9531 Canal 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway New York City 
Phone Series 5160-5161- 5162 


. 











We buy quick and pay b my cash price 
for retail and wholesale ks of shoes or 
any other merchandise. 

Quantity no object. 

For 30 years our Ity. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 











CHANGES 


Beverly, Mass.—Ranieri & Balboni (396 
Cabot Street), shoes, Louis Ranieri 
retires. 

Danvers, Mass.—Clapp & Tapley Co., shoe 
manufacturers, Arthur L. Howland, 
President, retires. 

Colton, Cal—Manker Shoe Co., Inc., shoe 
manufacturers, incorporated with 
capital of $1,000. 

Bridgeport, Conn.—Foot-Pals Slipper Mfg. 
Co., slipper manufacturers, incorpo- 
rated with authorized capital of $50,000. 

Chicago, Ill.—Kistler, Lesh Co., Inc. 
leather, etc., incorporated in Illinois 
with authorized capital of $500,000. 

Lincoln, Neb.—Speier & Simon, shoes, 
etc., Benjamin Simon retires. 

Brooklyn, N. Y.—William Bergman (8408 
18th Avenue), shoes, reported sold out. 
Sussman Halweil (1012 Manhattan 
Avenue), shoes, reported out of busi- 
ness. 

Lebraw Shoe ute. < Co., incorporated 
with capital of $10,000 

John Kuck (297 Smith Street), 
shoes, reported sold out. 

New York City—Fischman Leather Spe- 
cialty Co., Inc., recently commenced 
business here. 

Buffalo, N. Y¥.—Prakin .& Wolarsky (892 
Westchester Avenue), shoes, suc- 
ceeded by Prakin & Kaplan. 

Singer & Goldman (3403 3rd 
Avenue), shoes, succeeded by M. M. 
Singer. 

Passaic, N. J.—Frank Luggowe, shoes, 
left town. 

Rochester, N. Y.—W. J. C. Arlidge Co., 
Inc., shoe manufacturers, incorporated 
with capital of $25,000. 

Richfield. Utah—John Henderson Co., 
shoes. etc., incorporated with capital 
of $15,000 

Saskatoon, Sask.—J. F. Cairns, Ltd., 
shoes, etc., reported sold out. 





R. C. Adams in Boston 


R. C. Adams, who travels the large 
cities of New England, New York and 
New Jersey for Gray Bros., Inc., Syr- 
acuse, N. Y.. was seen in the new 
shoe store of George E. Wirth Co., 
272-274 Boylston Street, Boston, on 
Tuesday last, March 28, Mr. Adams 
is one of the enthusiastic admirers 
of the beautiful in footwear and 
footwear homes, and expressed him- 
self as being one hundred per cent 
delighted with this recent contribu- 
tion to the artistry and service of 
Boston’s “Fifth Avenue.” 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Rec ° ess than one-ei OSITIONS WANTED—Four cents per word for each 
order’ rates for space I e ighth P insertion. Minimum amount accepted, seventy-five 
page per issue: 


cents. For other “Want” advertisements, seven cents 
per word for each insertion. Minimum amount accepted, 
Spaee 7Ttimes 13times 26 times a 
1 in... $5.00 $4.00 $3.50 $3.00 


52 times $1.25. Ads under this heading will be received up to 

noon, on Friday of week preceding publication date. 

$2.50 Whea advertisers » desire anowers | to ) come in eare oe. thle 

office, twelve words must w n each ve - 

2 in... 10.00 8.00 7.00 6.00 5.00 ment "for address. | When | Advertisers desire replies for- 
wa rect to their a ss, each word of the address 

; in. ae a a en an aa must be counted in the advertisement and paid for accord- 
Mm... e e \< < A 


ingly. Answers to ads must be sent under letter postage. 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 





1 time 























SALESMEN WANTED 


ANTED — Resident Salesman for 
Philadelphia, Pittsburgh, Cincinnati, 
Cleveland, Detroit and the Pacific Coast 
to represent a full line of Juvenile shoes 


SALESMEN WANTED 


QPPORTUNITY— Pennsylvania Manufac- 
ture of Boys’, Youth's and Misses 
and Children’s Welts and McKays in 
Stock, wants a live wire Salesman for 
North Eastern Pennsylvania and one for carried in stock. Address 166, care Boot 
Central New York. Must live in_ their & Shoe Recorder, 207 South St., Boston, 
respective territories and be men with an Mass. 

established trade. Give age and refer- 
ences in first letter. Address D-167, care WANTED SALESMEN — Quality Work 
Boot & Shoe Recorder, 207 South St., Shoe specials for side line. 7 per 
Boston, Mass. SHOE co. 


SALESMEN WANTED 








REPRESENTATIVE WANTED 
Nationally advertised shoe manufac- 
turer located in the West is now entering 
eastern market, They solicit correspond- 
ence with Salesman with established 
trade. In answering please give the fol- 
lowing information. Territory covered— 
Pe.iod—Name of firm—Approximate An- 
nual Sales—Age—Whether or not mar- 
ried. All replies treated confidential. 
Address D-169, care Boot & Shoe Re- - 
corder, 189 West Madison St., Chicago, /ALESMEN WANTED To carry our 
—~ S line of Women’s Welts and McKays 
in connection with another non-conflict- 
ing line on strictly commission basis, in 
Southern and Western States. Shoes are 
popular priced, and good selling styles are 
in stock ready for immediate shipment. 
Replies must contain full information as 
line you are now 





cent commission. L. W. 
Chippewa Falls, Wis. 

















LINE WANTED 


ANTED—Good factory or jobbers full 
line of shoes. Will handle any terri- 
tory open. Many years experience. Wide 
awake and real sales producer. Address 


ALESMAN WANTED by Western house 
making medium priced line of Chil- 
iren’'s Misses’ and Growing Girls’ Good- 
year Welts, in States of Missouri, 
Arkansas, Texas, Oklahoma, Michigan, 
New York and Pennsyivania. We pay to territory covered, 





seven per cent commission on net ship- 
ments, settlements monthly. Address 
D-177, care Boot & Shoe Recorder, 189 
West _ Madison St., Chicago, Til, 





WANTED—Manufacturers 
line, Infants’, Children’s, and Misses’ 
Square Edge Turns. Most complete line 
on the market and of unusual value. 
Stock proposition. 6% commission paid 
weekly. All territories. References and 
lines carried. Address D-175, care Boot 
& Shoe Recorder, 207 South Street, 
Boston, Mass. , 


ALESMEN—To handle nine samples, 
Ladies’ White Canvas Pumps and Ox- 
fords, popular priced McKays. 5% com- 
mission. THE BEN BERLOW SHOE 
Co., 156 Duane Street, New York City. 


ALESMEN 








ANTED — SALESMAN 

CALL ON NEW ENGLAND 
SHOE MANUFACTURERS. MUST 
BE MAN OF GOOD CHARACTER, 


QUAINTED. 

AGE AND ALL PARTICULARS AS 
TO CAPABILITY. ADDRESS D-181, 
CARE BOOT & SHOE RECORDER, 
207 SOUTH ST., BOSTON, MASS. 











ANTED—Experienced Shoe Salesmen. 
Desirable territory open. Best line 

of work shoes. Exceptional opportunity 
for right party. Address with particulars, 
‘. M. Ruthstein, 17th Street, Racine, Wis. 





ALESMEN’S OPPORTUNITY—To sell 

as a side line the best and longest 
wearing Boys’ and Girls’ Shoe made in 
America. Salesman must be stockholder 
in company We invite your investi- 
gation. Address D-178. care Boot & Shoe 
tecorder, 207 South St., Boston, Mass. 





HOE SALESMEN — By 
wholesale shoe house for Eastern 
Pennsylvania and New Jersey. State ex- 
perience. Address D-179, care Boot & 
Shoe Recorder, Suite 1420, Widener Build- 
in., Philadelphia, Pa. 


established 





FEW GOOD TERRITORIES 

OPEN for experienced sales- 
men, must be well acquainted with 
shoe trade in territory you apply 
for. Complete line of work and 
semi-dressed nailed and Goodyear 
welt shoes. State by whom provi- 
ously employed and _ references. 
EDWARD A. LUEDKE SHOE CO., 
Milwaukee, Wis. 











carrying and annual volume of business. Ww. 
Address 1D-174, Ill. 
corder, 207 South St., 


care Boot & Shoe Re- 
Boston, Mass. 





HOE SALESMEN well acquainted with 
jobbers, department stores, to sell 
manufacturers line of Felt Slippers on 
commission basis. Good. opportunity for 
right party who can show results. Apply 
by letter stating experience and territory 
covered. Address D-180, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 





IVE WIRE — Salesman wanted by a 
medium priced line of Women’s Shoes 
to cover States of Louisiana, Mississippi 
and Tennessee. Must be young and 
energetic. Crepe hangers and _ lobby 
lizards not wanted. Only men considered 
with experience selling shoes on the road 
in one or more of the above states. Reply 
giving age, maried or single, present em- 
ployment, past experience and other 
essential details. No application con- 
sidered unless name of present employer 
is furnished. All replies absolutely con- 
fidential. Address [D-182, care Boot & 
Shoe Recorder, 207 South S&t., 
Mass. 


Boston, 





ANTED — Wide awake salesmen for 
good territories in Illinois, Missouri, 
Indiana, Nebraska and Kansas to carry 
side line, 12 to 14 samples, strong line of 
Men's and Boys’ Western Made Work 
Shoes. Welts, Standard Screw and 
Nailed at right prices and 5 per cent dis- 
count to trade. Hustlers can make good 
money on this staple line. Liberal com- 
mission. WORKMAN SHOE MFG. CoO., 
189 W. Madison St., Chicago, Il. 





OMFORT SHOE MANUFACTURER 
has opening for several commission 
salesmen who carry non-conflicting line. 
We carry in stock 12 styles popular 
sellers, Oxfords, Sandals, Juliets and 
Boots. Pay 6 per cent commission. 
Practically all territory open except New 
England and South Atlantic States. In 
first letter mention territory, references, 
experience, age and all other information. 
Samples now ready. Address D-187. care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





SALESMAN to cary as side line Stitch- 

down Shoes, Sandals and Oxfords: also 
a complete line of medium and high crade 
Felt Slippers. To cover jobbers and de- 
partment stores, territory South through 
Texas. Commission basis. Address 
K-580, care Boot Shoe Recorder, 127 
Duane St., New York. 


BURKE, 4002 Sheridan Rd., Chicago, 





ANTED—Strong line for Pacific Coast 
by salesman with office in Los 
Angeles. Experienced, producer with a 
record. Highest credentials. Communi- 
cate at once. JOSEPH B. JAROS, Hotel 
Bristol, New York City. 





POSITION WANTED 





SITION WANTED—Thoroughly com- 

petent executive, capable of taking 
charge of Sales Organization of progres- 
sive Factory. Would invest some money. 
References exchanged. Address D-186, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


HELP WANTED 











Sree MAN—Over 30 years old, 
must be a thorough business 
man, able to manage a large local 
New York City store. Only those 
who are thoroughly experienced 
need apply. Address K-581, care 
Boct & Shoe Recorder, 127 Duane 
St., New York City. 














WANTED TO PURCHASE 
CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone Wil! 8410 

















The NEW YORK EXPORT 
PURCHASING CORPORATION 


596 Broadway 
New York City, N. Y. 


oH Serptan stocks | 


Entire Stocks 


FOR 
CASH 


Send all replies te Boot & Shoe Recorder, 207 South St., Boston, unless etherwise noted in advertisement. 
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AND 


THE RECORDER CREED: Getting More Sh 
right purpose, to the right a im the right Setting. 
is the great problem of the retail shoe merchants. 
is to heip solve it; for this is the basic problem upen which de 
industries relating to shoes and leather; their production and 
Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One Year 
Root Newspaper Ase’n. Member of Audtt Bureau of Oirculations. 
Entered at the Post Ofice, New York, N.Y., a8 second olase matter. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


oes Sold Right; not only “more” but “right”; sold for the 
bs the right price, at the right profit. This 

hief pupose of “The Boot and Shoe Recorder” 
ends the progress of the entire allied 
istribution. 


Canadian, $6.00 


Foreign, $10.00 














FOR SALE 


FOR SALE 








SHOE FACTORY FOR SALE 
LOCATED AT MARLBORO, MASS. 


We offer for sale in the city of 
Mariboro, Mass., a fully equipped 
shoe factory. Mariboro offers every 
opportunity for the successful man- 
ufacture of footwear. This plant is 
ready for operation, with up-to- 
date machinery, and power plant 
which generates its own electric 
light. It is well lighted and 
equipped with a modern sprinkler 
system which allows low insurance 
rate. Ample yard room. Capacity 
2,000 pairs daily. For further par- 
ticulars, price, etc. Address D-185, 
care Boot & Shoe Recorder, 207 
South Street, Boston, Mass. 











FOR SALE AND LEASE 


An Atlanta Men’s and Boys’ store 
located in the heart of Atlanta’s 
business section is willing to sell 
out their complete shoe department, 
inventorying approximately $18,000 
and doing a business of over $40,000 
a year, to a responsible party or 
firm with the idea of leasing the 
preser't space for the continuation 
of this department. All communi- 
cations will be held strictly con- 
fidential. Address Eiseman’s, At- 
lanta, Ga. 














FOR RENT 


PART OF STORE for office or sample 
room for rent. Good location. Shoe 
district. Reasonable rent. Address 
K-579, care Boot & Shoe Recorder, 127 
Duane St., New York. 











FOR SALE 

Growing Shoe Business, in live 
town of 8,000, prosperous fruit 
section, So, California, two hours 
from Los Angeles. $9,000 stock, 
clean, up-to-date. Established two 
years. Repair shop in connection. 
Best location in town. Address 
D.184, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 








FOR SALE 


R SALE—A Goodyear leased stitcher, 

electric heated, latest type, Landis 
12 foot finisher and edger, 3-hp. motor, 
sole cutter, skiver, Mogle Jack and lasts, 
Singer Patch machine. The price very 
low for quick action. Address D-182, 
care Boot & Shoe Recorder, 189 W. Madi- 
son St., Chicago, Il. 








OPPORTUNITY 


OPPORTUNITY 











CAPITAL 


by two competent Shoe Men to invest in 


the manufacture of Women’s Shoes. 
these men have had years of experience 
in the manufacturing and merchandising 
of Women’s Welts and Turns. 


D 170, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


Address: 


WANTED 


Both 








Send all replies to Boot & Shoe Recorder, 207 South St., 
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PUBLISHER'S NOTICE 


SUBSCRIPTION— The subscription price of the 
Boot and Shoe Recorder is $5.00 a 


Philippine Islands and Mexico. price 
for Canada is $6.00 a year including post 
age. 

FOREIGN SUBSCRIPTION—The price all 
foreign countries except _ above is $10. ov 
per year, including 
All subscriptions are payable in advance. 

ADVERTISING RATES—Card of 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFIOBS IN 


BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed te 
the Boston office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager, Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. OC. Bowen, Man- 


ager. 

ST. LOUIS OFFICB: 1627 Locust St. B. CO. 
Bowen, Manager. 

NEW YORK OFFICD: 101, Graham Bidg., 
127 Duane St. H. RWwalter Scott, Man- 
ager. ‘Telephone 2425 Canal. 

PHILADELPHIA OFFICBH: Suite 1420, = aca 
Building. H. Walter aa a ger. 

HAVE: LL OFFICE: Cham! of Commerce 

—. National Bank Bldg. Geo. 
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CINCINNATI OFFICE: 810 Second National 
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Representative. Telephone Stone 6314. 

LYNN OFFICB: Fred A. Gannon, 

MILWAUKEE OFFICB: Leonard S. Meyer, 
(B. C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth 8t. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8.W., 1. England. 

AUSTRALIAN OFFICE: 430 Lit. Collins 8&t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, } ger, Wi 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 

 ——— Gerente, John S. Fitch, 88 Rus 

eral Camara, 88 Sob. 

cums. Santiago, Las Rosas 1123-1127. Otte 
Fuhrimann, Gerente. 

os Mr. H. Gomez, Corrales, 2A Havana, 


Yokohama. 3. FF. 





JAPANESE OFFICB: 
Wagen, Manager. 

SPAIN: Gerente, Leoncio de oust, 
Librero Editor, 20 Fuencarral, Madri 
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BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass........ 

Allen-Goller-Leighton Co., 5. Boston, “Mass. $1 

Arch Aid Co., Rochester, N. 19 

Arnold, M. N., Shoe Co., No. cept 
Mass. 

Ault- Williamson Shoe Co., Auburn, Me. 

Axmem Weiss Shoe Co., Chicago 


B & P Footwear Co., Inc., Oswego, N. Y.. 
Balter Shoe Co., 1 
Barry, T. D., Co., Brockton, Mass 1 
Berry, A. H., Shoe Co., Portland, Me..... ’ 
Bleecker Shoe Co., New York City 4 
Blum Shoe Mfg. Co., Dansville, N. 
Brockton Co-operative Shoe Co 

Brooklyn Slipper Co., Brooklyn, N. Y. 
Brooks Shoe Mfg. Co., Philadelphia, Pa.... 
Brown Shoe Co., St. Louis, Mo 

Bunker Hill Shoe Co., Everett, 

Burkley Shoe Co., Brockton, Mass 


Chipman & Harwood Co., Boston 
Churchill & Alden Co., Brockton, 


Clapp, Edwin H., Co., E. Weymouth, Mass.142 
Classic Shoe Co., Brooklyn, N. Y 108 
Collins & Staples, Haverhill, Mass 
Commonwealth Shoe & Leather Co., Whit- 
man, Mass 33-34 
Cousins, J. & T., Brooklyn, N. . 
Craig, Read & Emerson, Inc 
Creighton, A. M., Co., Lynn, Mass. ee 
Crescent Shoe Co., New York City.. poaageee "156 
Crooker & Morse, Inc., Bridgewater, Mass.137 


Dalton Co., Brockton, Mass 

Davies Shoe Co., Chicago, Ill 

Diamond Shoe Co. .. New York City 

Dolgeville Felt Shoe Co., Dolgeville, N. Y. 42 

Donald, F. E., Co., Philadelphia, Pa 38 

Doyle, Mullen, Brockton, Mass 14 

Duttenhofer-Stevens Shoe Co., Cena, 
0. 


Eaton, C. A., Co., Brockton, Mass 

Elam, F. S., Shoe Co., Rochester, N. Y... 
Emery & Marshall Co., Haverhill, Mass. .1% 
Ensign Shoe Co., Belfast, Me 


Feldstein, 8S. W., & Co., New York City... 
Felsteiner-O’Connell Shoe Co., Inc. 
Fern & Poor Co., Inc 
Fox, Chas. K., Co., Haverhill, . 
Freeman-Thompson Shoe Co., St. 

Minn 


Louis H., Co., Inc., New =m 


Greeley, A. W., Haverhill, Mass Hy 
Green, Daniel, Felt Shoe Co., Dolgeville, 
N. 24 


Gregory & Read Co., Lynn, Mass 
Grieb Shoe Co., Philadelphia, Pa 
Grover’s Sons, J. J., Lynn, Mass 
Gustin Co., M., New York City 


Hannahson Shoe Co., Haverhill, Mass 
Harding Shoe Co., Inc., Haverhill, 

Holmes, W. T., & Co., Philadelphia, Pa... 
Hopkins & Ellis Co., Haverhill, Mass.... 
Howard & Foster Co., Brockton, Mass... .143 
Hoyt, F. M., Shoe Co., Manchester, N. H.20, 21 


Jelly-Delaney Shoe Co., Lynn, Mass 
Johansen Bros. Shoe Co., St. Louis, Mo.... 
Johnson Bros. Shoe Mfg. Co., Hallowell, Me.117 
Johnson, Stephens & Shinkle Shoe Co., St. 

Louis, 2 
Johnston .& Murphy, New York City...... 
Joy, Clark & Nick, Rochester, N 15 
Juvenile Shoe Corp., Carthage, Mo 


Keith, Geo. E., Co., Brockton, Mass........ 40 


La Crosse Boot & Shoe Mfg. 
Lilly, Henry, New York City 
Lann & Sweet Co., Auburn, Me 


McElrey-Sloan Shoe Co., St. Louis, ami 
Maid-Rite Felt Slipper Co., Inc 
Marathon Shoe Co., Wausau, 

Marion Shoe Co., Marion, Ind 
Marston & Tapley Co., Danvers, Mass.. 
Martin, A. H., Co., Rochester, N. Y 
Menzies Shoe Co., Fond du Lac, wae 
Mitchell, Caunt Co., Lynn, Mass. 
Moore Shafer Shoe Mfg. Co., 


Nettleton, A. E., Syracuse, N. Y 142 

Newcomb-Anderson Shoe Co., Rochester. . 

Novelty Shee Co., Chicago, 114 

Olenick, I1., New York City 

Packard, M. A., Co., Brockton, Mass. .142, 155 

Peck, Frederick 8., Worcester, M 

Phillips-Cram Corp., Haverhill, 

Posner, Dr. A., hoes, Inc., Brooklyn, 
N. ¥ 43 


Ramsey, E. J., Co., Brooklyn, N. Y 

Reimer, A. H., Shoe Co., Milwaukee, Wis. 152 
Rice & Hutchins, Inc., Boston A 
Roenitz, H. C., Co., The, Oshkosh, Wis. 
Rosenberg, 8., & Sons, B 

Russell, Wm. C., Moccasin Co., Berlin, Wis.136 


Sargent, D. D., Salem, Mass 

Sinbac, i 53 
Smith-Briscoe Shoe Co., Lynchburg, Va...14 
Smith, J. P., Shoe Co., Chicago 47 
Smith, Wm. Sumner, Chicago 

Stacy-Adams Co., 

Stetson Shoe Co., 

Stickles, L. D., Shoe Co., Red Wing, Minn. 45 
Stockbridge Shoe Co., Haverhill, Mass....141 


Tessier & Bowdin, Haverhill, 
Thompson Bros. Shoe Co., Brockton 
Thomson-Crooker Shoe Co., Bosto 
Tober-Saifer Shoe Co., St. Louis, Mo 


Union Shoe Co., Brockton, Mass 143 
United States Rubber Co., New York City, 
120 


Weber Bros. Shoe Co., No. Adams, Mass.. 62 
Westcott-Whitmore Co., Syracuse 140 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis. 
Front Cover 
Whitman & Keith, Brockton, Mass 142 
Williams, Clark Co., Lynn, Mass 157 
Witherell, E. A. & M. C., Co., Haverhill. .141 
Wright, E. T., Co., Inc., Rockland, Mass. .124 


MISCELLANEOUS 
Atlantic Printing Co., Boston 
Blacher, Chas., New York City 
Brooklyn Footwear Manufacturers 
Brooklyn Purchasing Syndicate 1 
Brooklyn Remodeling Co., Brooklyn, N. Y.158 
Calderwood & Preg, Inc., Boston 
Dejonge, Louis, & Co., New York City... 
Hooper Printing 
Hotel Essex, Boston 
Howard Print, Campello, Mass 
Kalter Cerf. Merc. Co., Max., New York. .159 


New York Export Purchasing Corporation, 
New York City 159 


Root Ce., F. 8., Boston 
Tolman Print, Brockton, Mass 


University Electrotype Foundry 


FINDINGS AND SHOE STORE SUPPLIES 
American Seating Co., Chicago, Ill 


Baumann, L., & Co., Chicago 
Bicycle Step Ladder Co., Chicago 159 
Brown, Durrell Co., New York and Boston. 15 


Centemeri, P., & Co., New York.. 
Chandler, W. K., Inc., Boston 5 
Chicago Wire Chair Co., Chicago........160 
Coultas Co., D. W., Providence, R. 
Dalrymple, Pulsifer Son Haverhill, 

Daynite Furniture Mfg. Co., St. Louis, Mo. oo 
Decorators Supply Co., C hicago. 


Elastic Tip Co., Bosto: 
Ellis, W. E., Co., Haverhill, Mass 


146 
fnew & Beers Co., Inc., New York City.132 


Fashion Ornament Co., Brooklyn, N. Y...146 
Gilbert, E. T., Co., Rochester, N. Y 

Hecht Fixture Co., Chicago, Ill 

Kahn, Edw. E., Co., Brooklyn, N. Y 

Lyons, Hugh, & Co., Lansing, Mich 

Martine, M. B., Inc., New York City 


Milbradt Mfg. Co., St. Louis, M 
Milwaukee Chair Co., Milwaukee, Wis 


Onken, Oscar, Co., Cincinnati, O 


Parisian Beading Works Co., Philadelphia.146 
Propper Silk Hosiery Mills, New York City.156 


Scholl Mfg. Co., Chicago, Ill... 
Vanity Novelty Works, Brooklyn, N. Y.145, 152 
Whitcher, Frank W., 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston 
Boston Blacking Co., Boston 


Cincinnati Last Co., Cincinnati, Ohio... .147 
Cleaning Compounds Mfg. Co., Inc., Hemp- 
stead, N. Y 


Johnson, J. W., Rochester, N. Y.......... 156 

Myers Thread Co., Lowell, Mass.......... 152 

New England Wood Heel Co., Haverhill, 
Mass 
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Rogers Fibre Co., Boston.................. 128 


Tubular Rivet & Stud Co., Boston 


United Fast Color Eyelet Co., Boston..... 18 
United Last Co., Boston. 


LEATHER AND OTHER MATERIALS 
American Oak Leather Co., Cincinnati, O..127 


| J. 8., & Sons, Inc., Boston 
Beggs & Cobb Co., Inc., Boston 
Berger, Max H., Brockton, Mass 


Cedar Cliff Silk Co., New Yeek City 
Chamberlain, B. F., Bosto 147 
Creese & Cook Co., Bos .82, 147 
Gallun, A. F., & Sons, Milwaukee, Wis... 4 
Geodyear Tire & Rubber Co., Akron, O. . 64-65 


Hunt-Rankin Leather Co., Boston........153 
Jones Co., F. E., Boston......... Ses codecs 147 
Kallman-Newcomb Co., Boston........... 60 


Kepner, C. D., Co., Boston 
Kistler Lesh & Co., Inc., Boston 


Lawrence, A. C., Leather Co., Boston..... 
Levor, G., & Co., New York City....... 7 
& Sons, Boston............ 111 


New Castle Leather Co., New York City...118 


Panther Rubber Co., Stoughton, Mass. 28 
— & ee Leather Co., »  -—N 
52 


Sheet, Carl E., & a Inc., Detroit, 
Ode cceccecceccccccccccces 115- "116 


Standard ‘Kid Co... Boston......... Senden 
Thomas, Lake & Whiton, Boston.......... 25 
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CEDAR CLIFF SATINS 


SP a 
ENS eT es Tao88 es 


Building Prestige for Your Shoes of Satin 


Among manufacturers of high grade Satin Shoes, Cedar 
Cliff Satin is the vogue. Manufacturers realize that the 
strength and durability of the materials used is build- 
ing prestige and insuring satisfaction for their shoes 
of satin. 
Shops catering to a discrimi- 
nating trade have realized this 
fact and are now specifying 
Cedar Cliff Satins in their 


orders. 


The Cedar Cliff 
Silk Company 


251 Fourth Ave. 
New York 


ee eee 


ESTABLISHED 1888 


No. 4602—The Lark Pump. Black satin one strap 
patent vamp collar and back stay. 7/8 wood satin 
covered heel. Silk grosgrain French bound with chased 
silver buckle. To order, seven weeks delivery. Manu- 
factured by Johnson Stephens & Shinkle Shoe Co., St. 
Louis, Missouri. 
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Nothing in the Shoe 
But the Foot 
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Let the Shoe Itself Support the Arch 


MAY people in your city are troubled with weak or 
fallen arches. 
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You should sell them shoes built with Crawford Arch 
Supporting Shanks. Do not let them experiment with 
those contraptions called arch supporters, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 
arch and destroy the shoe. 


A= of shoes with Crawford Arch Supporting 
Shanks is a business building asset for any 
lively shoe store. 
The Crawford Arch Supporting Shank is built 
right into the shoe—fitted between the inner and 
outer soles and locked to the insole. It preserves 
the shape of the shoe and gives support to the 
< he arches and ease to the foot. It cannot abrade the Milwaukee 
Secoeee. Mass. skin. — } 
New os 
aioage ‘ Z J..K. Krieg, N. Y. 
— United Shoe Machinery Philadelphia. 
N. Y. C ti n a N.Y. 
Lynn, Mass. orpora 10 
Mariboro, Mass. 


11 Florence Boston, Massachusetts 
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Stock NO. 360 
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High Grade, Black Satin One-Strap, One-Buckle, 8/8 
Satin-Covered Wood Cuban Heel. A modish number, 
priced and styled to turn rapidly. 


$4.00 


Made up in A, B and C widths. 
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Jend for folder showing seven 
quick - selling styles in stock. 
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Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, 
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The Boot and Shoe Recorder will appreci your mentioning the publication in replies to advertisements 
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LENDER FOO 
ARCH FITTER 


TRADE MARK 
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They take care of the fitting problem arising from a narrow heel or 
abnormally wide ball. 


- 
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While SLENDER FOOT Dealers who know, endorse 
ARCH-FITTERS are them with the remark that 
not ‘‘cure alls” and do not carry “they are the best fitting shoes 
the endorsement of eminent : 
orthopedic specialists, they are 
neat appearing, comfortable fit- 
ters that represent clever model- “ 
ing on the part of practical last in the size range printed below: 


men. 


— 
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we have ever had in our store,” 
and we are backing their judg- 
ment by stocking seven numbers 
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SIZE CHART 
200 sizes and widths 
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SLENDER FOOT ARCH-FITTERS are correct fitting but not 
freakish; styleful but safe; high grade but not too high priced. With 
the above range of sizes to draw from, you will never be “stuck” 


for a size. 


252512525252525°S 0S 


A catalogue and price list will be sent on request 


—— 
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Diamond eyelets 


Leather counters Black kid oxfords, $4.75 
Leather box toes ————" Black kid boots.. | 6.00 
Manufacturers of Welts Exclusively Brown kid oxfords, 5.50 


*Red-line-in” lining 


Arch Supporting shanks ROCHEST&R, N. Y. Brown kid boots.. 7.00 


506 Security Building 


IN EVERY PAIR —s ies 
Chicago Office: 189 W. Madison Street 
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“Follow the Creighton Line” 
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Style No. 412 


White Nubuck Oxford 


Goodyear Welt—10-8 Wingfoot Rubber Heel 
Widths A-D—Price $4.25 


A.M. we OVP. 
Con hein E 
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ONE GRADE 
THE |BEST 


Jk REET & THEATRIC? 


“VENETIAN” 


All White Kid, No. 57 Last, 16/8 Boyd All White Kid, No. 31 Last, 13/8 Box 
Wood Louis Heel Wood Cuban Heel 


Mid-Summer Numbers To Retail 


FROM $7.00 to $10.00 according to materials 


AT A LONG PROFIT 


ALWAYS 
BUSY 


“RAJAH” 


Black Calf Vamp and Trimmings, Gray All Patent Leather Sandal, No. 64 Last, 
Suede Quarter, No. 60 Last, 7/8 Leather 8/8 Leather or Wood Heel 
or Wood Heel 


FIVE TO SIX WEEKS DELIVERY 
BOYD-WELSH SHOE COMPANY 


MANUFACTURERS OF 


WOMEN’S HIGH GRADE STREET AND THEATRICAL FOOTWEAR 


COOK AND NEWSTEAD AVENUES 


ST. Louis, U.S.A. 
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STYLES 


Lace Boot 
Button Boot 
Two Strap 
One Strap 
Golf Strap 
Bal Oxfords 
Blu. Oxfords 
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Last Last Last 


GOODYEAR WELTS 


20—Corrective A to D 12-2 AtoD 8%-11% 
55—City A to D 12-2 AtoD 8%-11% 
25—English B to D 12-2 Only 

15—Footform Cto E 12-2 Cto E8%-11% 
10—Health B to D 8%-11% Cto D 5-8 


MISSES’ SIX AND ONE-HALF INCH TOP BOOTS 
25-20-10 Last 
12-2 84-11% 5-8 
3.50 3.25 2.85 
MISSES’ SIX INCH TOP BOOTS 
15-55 Last 
3.00 


REGULAR HEIGHT BOOTS 
15-55 Last 
2.85 
OXFORDS 
25-20-10 Last 
2.85 
OXFORDS 
15-55 Last 
2.75 


(Full Run of Patterns and Styles, Both High and 
Low, Made Over Each Last) 


Last 


LEATHERS 


Fine 
Mahogany 
Black Kid 

All colors of 
Carl Schmidts 
Calf 

Fine Grain 
E& Leathers 
and Patent 
Leather 


EWPIE [WINS 


SHOE 


THE JUVENILE SHOE CORPORATION 


MADE ONLY BY 


OF AMERICA 
CARTHAGE, MISSOURI 


S for CHILDREN 
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VENTILATED OXFORD 





PLUG OXFORD 





ROMEO 





SCOUT 





BUTTON 





BAL LACE 
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SANDAL SPORT OXFORD 


Special Clearance Sale 


All Styles offered with the exception of Style 820 
are by the Double Stitched Patented Process. 
Oak Soles. All regular merchandise. Prices on this 


All with 


Apri 











merchandise are cut on account of discontinuing of these 


styles and these grades of leather. 
Mail or Wire Your Orders 


SANDALS 
30—Tan Lotus, Bend Oak Leather Soles. 
32—Cherry Elk, Bend Oak Leather Soles. 


., to 8 
6 to ll 
int 2 


PLUG OXFORDS 
230—Tan Lotus, Bend Oak Leather Soles. 
235—C cherry Lotus, Bend Oak Leather Soles. 


5 to 8 
Rit: to ll 
¢to 2 


— 32 in : Sandals and Styles 230 and 235 in Plug Oxfords have extra good 
nd Oak Outsoles, with second quality upper stock . 


LADIES’ SPORT OXFORD. Rubber Heel, Oak Leather Sole. 
720—Cherry Chrome, 244 to 7 


MEN’S BLUCHER OXFORD, Rubber Heel, Oak Leather Sole. 
Same as Men's Ventilated Oxford, without mesevered 
820—Cherry Chrome, 6 to 11 


VENTILATED OXFORD'S, Rubber Heel, Oak Leather Sole. 
906—Cherry Ooze. 
2 to 5% (Boys’) 
6 toll (Men's) 
920—Cherry Chrome. 
1 to 2 
2% to5% 
6toll 


910—Taan Lotus, 6 to Il 


924—Cherry Lotus. 

9to 13% 

lto 2 
ROMEOS, Rubber Heel, Oak Leather Soles. 
1510—Tan Romeo. 


1511—Black Romeo. 
GD Bibs ddan oc che ens ub aese 


5206 —( ary Ooze Scout, Oak Sole, Rubber Heel. 
RPS PRESS ry tierra 


1 Bias Cite. es 0 6 + qe eRRTRNEED 0 cccdecvand ‘ 


2%to 5% 
6 to ll 


5606 —C ~P Ooze Button, Oak Sole, Rubber Heel. 
3 


Ble ro 12 ‘ 
5620 Cherry Chrome Button, Oak Sole. 


5 to 
8% tol 
11% to 2 "iauiaide leather heel) . 


5404—Black Ooze Bal, Oak Sole. 
S te_8.. ——) a) Peery ee ree ee 
8% toll : eee ee 
ll%to 2 sect dab vomnped tetas <an-« is 
5406—Cherry Ooze Bal, Oak Sole 
5 to 8 rer TTT Ce TTC TNT PTET CT eT. 
8% to ll Stebonaae 
ll‘gto 2. 


E. J. RAMSEY CO. 


Brooklyn, N.Y. §f waeoms 


967 Atlantic Avenue 
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$1.60 R 


a 


140 








ww 8 








April 15, 1922 


BOOT 


AND SHOE RECORDER 9 








R949—New shade Med. Tan 
Blucher, Low Flat Heel, with 
wide Shank, Brass Eyelets 
and Hooks. Full Vamp. 

Boys’, 244, 5%........$3.00 
DE a 
Little Gents’, 10, 13144.. 2.50 


R947—Same as R949 in Bal 


GENUINE HAIG LAST 
FOR BOYS 





Here’s a new one—a modish mannish shoe that 
will make an instant hit with the boys and will 
appeal as strongly to the parents because there’s 
no mistaking that it’s as sturdy as it is good 
looking. 


Yes, it is made over the genuine Haig last. 


MAS YraaderCe. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies. 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO 
312 W. Monroe St. 


ST. LOUIS, MO. 
1408 Washington Ave. 


NEW YORK, N. Y. BOSTON, MASS. 


123 Duane St. 100 Summer St. 
PITTSBURGH, PA. PHILADELPHIA, PA. 
923 Penn Ave. 51 North Third St. 
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VAUGHAN’S IVORY SOLE LEATHER 





L 





IVORY HEELS—IVORY MID-SOLES 


IVORY TOP LIFTING— 


IVORY WELTING 


IVORY FIBRE HEEL BOARD 


a im mia ie rea 





Trade Mark 














NOTHER big white season is 
fast drawing near. Select 
wisely the white footwear 

you intend to feature. Make cer- 
tain that your manufacturer uses 
Vaughan’s Ivory—the sole that 
has made white shoes staple. 








TANNERIES AT PEABODY, 





GEORGE C. VAUGHAN 


VAUGHANS IVORY 


THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 


' \Janneries at 


tae >EABOD 


Registered 














Vaughan’s Ivory Sole Leather adds 
a finishing touch to white foot- 
wear—a touch of permanency. 
The solid white goes clear through 
the sole. Paint and spray are not 
needed. Vaughan’s Ivory will 
neither crack nor peel. 














MASS. 





No. 4 
10/8 


No.4 





No. 3: 
Imitat 
Euclid 
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THESE GOODS ARE 


"= 


IN STOCK—READY TO SHIP 





No. 457—Black Kid Rhoda One Strap, Imitation 
Tip, 13/8 Cuban Heel, Goodyear Welt, Tremont 
Be Geek OP OE dace uecadoncosveds Price $3.75 


No. 458. Same in Brown Kid........ Price $4.25 





No. 442—Patent Rhoda One[Strap, Imitation Tip, 
10/8 Heel, Goodyear Welt, Princess Last. AA to B 
9n0ns0db 000 Sesh be de bed sé 00 Ceeetda Price $4.00 





No. 339—Levor White Kid Alpine One Strap, 
Imitation Turn, Covered Full Spanish Louis Heel, 
Baclid Last AA to C. ....ccccccccces Price $4.50 


Your order for any 
of these styles will 
receive immediate 
attention and go 
forward at once. 


Our catalog shows 
many other num- 
bers which are 
just as good sellers 
as the ones illus- 
trated on this 


page. 


YOU SHOULD 
HAVE IT 
ON FILE. 





No. 478—White Nu-Buck Golf Oxford, Dull Calf 
Saddle, White Rinex Smooth Rubber Sole and 
Heel, Goodyear Welt, Sport Last AA to D...... 

seckiine kd Neane ded cage dOdeceees> Price $3.75 





No. 376—Black Satin Rhoda One Strap, Single 
Sole, Imitation Turn, Covered Full Junior Louis 
Heel, Tremont Last A toD.......... Price $4.35 





No. 338—Black Satin Alpine One Strap, Full 


Louis Heel, Imitation Turn, Euclid Last 


BE GOIDs 66: bavdase ste. os emckseseces Price $4.35 


THOMSON CROOKER SHOE CO. 


C. R. THOMSON, President 


BUFORD H. JONES, Vice-President and Sales Manager 


J. M. THOMSON, Treasurer 


C. H. SULLIVAN, Secretary 


P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 
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ODEASE does not look like other 

comfort shoes because it is made 
in a different kind of factory. For over 
seventy years we have been trying to see, 
not how many shoes we could produce 
but how we could make them /oo4 better 
and fee/ better and fi better all the time. 
Given a thoroughly scientific orthopedic 
design an organization with ability and 
long experience in making beautiful shoes 
and a fixed determination to put into a 
comfort shoe all those qualities of ma- 
terial and finish which we put into other 
Cousins Shoes, and the inevitable result 
was Modease—‘‘a comfort shoe that’s also 
smart.”” Modease is rapidly finding a 
larger and larger public through mer- 
chants who appreciate its intrinsic quali- 


ties as well as its commercial possibilities. 


JI.6T. Cousins €o. 
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HE present trend is toward high 
quality and good value in shoes and 
Modease unquestionably fulfils this de- 
mand. Opportunities are still open to 
secure Modease agencies in towns and 
cities. This is of interest to shoe merchants 


who need a comfort and utility shoe of 


high grade as a permanent feature of their 


stock. For such merchants several styles 
of Modease are on call in a wide range of 
sizes. This is but one of several ways in 
which we co-operate with the merchant in 
building up additional business through 
handling Modease Shoes. We will be glad 


to give further information upon request. 
Liye 


x Ye iN Mp ik 


A TTT 


> \S mie 
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No. 7111—Women’s Finest 
Patent Colt One Strap Pump, 
Flapper Last, 8/8 Celluloid 


Heel, Turn. AA‘to C,'2)4 to 8. 
$4.75 


“FIRST-IN-THE-FIELD-OF-STY LE” 


i ———— io 


-» Stylists 


Forest Buildirg 
PHILADELPHIA, PA. 






—4 
bd 


Always Ready fo Serve 


Spee L Llib A AZZLLES 


BLEECKER SHOE CO.Inc. 
LIVE WIRE_HOUS 





SLUELTL IVETE TLLETL ELT ANAANN NN NNN NTRS 


138-140 DUANE ST. 
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ey 
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No. 7112—Women’s Finest 
Patent Colt_One Strap Pump, 
Newest Pattern and Last, 
13/8 Celluloid Baby Spanish 
Heel. Turn. AA to C, 2% to 
to 8. 





$4.75 




















LLEbLbet LLELEELELL DE 









ME: 


VERA EAA 













“Creators | 
NEW YORK CITY 











SAMPLE ROOMS 


214 Essex Street 
BOSTON, MASS. 


302 Southern Produce Building 
NORFOLK, PA, ‘ 
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Applications for agencies 
for Dr. Adler Scientific 
Shoes for misses and chil- 
dren are now being con- 
sidered. Write today for 
the most desirable shoe 
proposition offered. 


Important Announcement 


Dr. Joseph Adler, a famous orthopedist and manufacturer of the 
Adler Scientific Shoes for misses and children, for many years in 
Brooklyn, N. Y., has transferred the production of his shoes to 
the great ROSENWASSER BROTHERS’ factories in Long 
Island City, N. Y.° 


DR. ADLER 


will hereafter personally supervise the operations of the 


Dr. Joseph Adler Scientific Shoe Division 
of 


ROSENWASSER BROTHERS, Inc. 


This is mighty interesting news for all shoe dealers now handling 
Dr. Adler’s Scientific Shoes. 


THIS CHANGE means that everything which has made Dr. 
Adler’s shoes successful will be continued with the same pains- 
taking care in manufacture, selection and quality of materials 
and scientific building. 


THE ROSENWASSER BROS., INC., enormous equipment, 
both financial and mechanical, are placed back of Dr. Joseph 
Adler Scientific Shoes. 


The reputation, quality and very definite service of Dr. Adler’s 
scientific productions will not only be religiously maintained, but 
constantly improved, with vastly increased facilities at his 
command. 


EFFECTIVE IMMEDIATELY 


Dr. Adler Scientific Shoe Dealers are requested to send future 
specifications, orders and correspondence to 


“Dr. Joseph Adler Scientific Shoe Division’’ 


Rosenwasser Brothers, Ine. 


LONG ISLAND CITY, N. Y. 


Manufacturers of ‘‘Babe’’ Ruth Home Run Shoes for Boys 
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“Worth-While” Styles 





FOR MEN 


Our Newest Sport Style 


Smoked Elk Vamp with Tan or Black 
Tip, Throat Insert and Back Stay. 
Either sport or leather soles. Here is 
snap. and smartness that will appeal to 
your trade. 


DOHERTY BROTHERS 


AVON, MASS. 
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Description 

































































Last 
Men's Blucher Army 
Men’s Blucher Broad 
Boys’ Blucher Army 
Men’s Bal Army 
Men's Bal Broad 

















Width Size 


One 6-12 $1.85 


One 6-12 
One 2%-6 
One 6-12 
One 6-12 

































































































































































































































Heavy Brown mail-bag duck | 
upper. Full duck lining. Gray 
tire-tread composition sole 
and tap. Hood paten- 
ted Pneumatic Heel. 
Fibre insole and coun- 
ter. Leather 
sock lining. 





Price | Description Last Width Size 
















































































































































































































































































































































































Boys’ Bal Army One 2%-6 $1.70 
1.85 | Youth's Bal Army One 11-2 1.55 
1.70 | Women’s Bal Opera D& EE 2\%-8 1.70 
1.85 | Misses’ Bal* Inst. One 11-2 1.45 
1.85 | Child's Bal* Inst. One 











8-10% 1.35 











*Spring Heel 
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=, Vetertown ,Mas*, 





co meoduces c 






































































































































































































































































































































































































18 BOOT AND SHOE RECORDER April 15, 192: 





























rawtord S 


BRANDED OR UNBRANDED 


FOR MEN AND WOMEN 
STOCK STYLES READY NOW 





——— = eee ee ee Sl 


_——— a 





‘ 


OUR NEW STOCK CATALOGUE WILL 
INTEREST YOU. SEND FOR COPY. 





B-108— Women's on SS ag” pe Re Elk k Vemo, 
Top and Ayron. 


heel. End box. Seonge Se ftied. "125 ¢ 
a Widths A to D. Ti 35 


B-109—Women’s tap Oxford. Smoked Elk Vamp 
and sem, A Agee, « Tip and Heel Stay of Gallun’s Color 
4. Leather Sole an 7 Hard Box 


Code— ‘Dore TUEED... -cocccedetie< ° 


Charles A. Eaton Company 


“*The Sterling Shoemakers of New England”’ 


BROCKTON, MASS. 


——— eee ee ee a a a a a a a a a a a a a a a a a a ah ah at at at ate at ak am at at aun "at "uh Tat "ak "ah Tame "am 














a 4 Dxford. Barvett’s Van Ruba Vamp B-972—Men’s Oxford, P. & V. 104 Tan Calf, Single 
sar§Wingfoot Rubber heel. 12 iron sole, Goodyear Wingfoot 
‘ ‘on. a —} box. Belmont last, Rubber Advice” Last. 
on: A to D. Code—“Classic.” De atiaesteti the dadelees sdcinaess S 
FU cosccccecesecetecestcdécovcanh 


B-975—Men’s Gun Metal Calf Oxford. Widths 


A to D. Code enti §$ 
**Our Advice’*’ Last. 5 50 
Price ° 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—226 Peachtree Arcade 














I I I a eo 


IMmooMocy 


Oooo oooooc 


——— = a 
=| 








ALTER aT usta este Tranter TTT ee ee ee a a a a a a a F 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 





A prv 











CImOoOomecir” 


ICICI) 


Se =) 


siesta ieee rate ede et | ED | GD | GED | Ge | ED | 














April 15, 1922 BOOT AND SHOE RECORDER 


GRECIAN SANDALS 


s 





The Psyche 


Barefoot Sandal, Patent Leather, Welt. 
This model will be carried In Stock, May Ist, 
by W. T. Holmes Co., Philadelphia. 


HE above Jones & Thomas creation is a practical shoe 

for outdoor purposes as well as indoor occasions. The 

athletic woman, the woman who acts as hostess—both are 
prospective purchasers of this artistic sandal. 





All leather construction, perfect fit, timely style, and a price 
conducive to speedy turnover characterize every case of shoes 
shipped from our factory. 


The exclusive line of Jones ¢ Thomas 
sport footwear is the result of forty-six 
years conscientious shoemaking endeavor. 








V.K.&A.H. JONES & THOMAS COMPANY 


(INCORPORATED) 
226 BROAD STREET 


LYNN 2.5, MASS. 


25 Boston Office: 141 Lincoln Street 
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[olper 9° Ameri 


al ENGLAND ingenuity —the very 


essence of Lynn footwear production! 
Factory systematization; development of skilled 
craftsmen; contriving of something new and 
different! These are the mighty supports 


beneath Lynn supremacy! 



































mo $s WE? > 


5 P.J. 
nenwessey VW Kiel SER CO. 


WHITE BUCK WELTS 

for GROWING GIRLS. 
OO MISSES and 
wgagiese” p CHILDREN 


























| HII 
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cal) Sipe Making 


Through the swift changing phases of business; 
the kaleidoscopic whirling of styles— Lynn sets 
onward. The regular, normal output of high- 
grade novelty and staple footwear continues to 











fill the demands of progressive merchants. 




















° 

. <e 
{?) fh. fi. 

Gardiner 
Geo. 


¥ cont 


¢> Ss 


























~ 
bo 


(tc 
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In Stock 


Widths A to D 
Sizes 5 to 12 


TUTTI 
















Some of the 
eae popular numbers 
Nei To Cal Bis, in our new book 

13 iron sole, W ingfoot heel Price........ $5.50 of 1922 styles 












Thirty years of making 
shoes for the American 
Gentleman accentuate 
our pride in these—the 
best we are able to 
produce. 












Have You 
Your Copy? 









No. 731—Tan Kid Oxford, Certified Combination 
Last | any widths). white kid lining. 12 iron .sole. 
ee a $6.50 





YYUUUUUUITTTTTEEI CETTE TUTUUULCU0U011 








The only shoe that is strictly hand lasted No. 840—Black velour blucher oxford, Harvard 


and fitted throughout; has fine inner Last, 13 iron sole, light brown leather lined, Wi 
and outer oak soles and is popular priced. el DD ae ae 


$5. 
No. 841—Same in Light Tan Calf. Price. .....$5.00 






The STONEFIELD-EVANS Shoe + at 






Rockford, Illinois : 
PYOOOQUUOIOOONUIOOOTOTTOOOETOOOOT TOOT COTTE TTT 
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SHOUTOUT eT eT ete LT 
= G 
oO = 
: G 
o = 
2 : 
o = 
= ‘and sock lining, 12/8;rubber heel, A to E $3.00 toe, 10/8 rubber heel, C, D and E.........82.40 5 
Oo oN ' No. 452—KID STOCK TIP OXFORD, medium = 
. Se ee oe ee ee toe, 9/8 rubber heel, E and EE........... 92.25 = 
: 5 
5 E 
= G 
o + = 
= Twenty-Six = 
= Styles oO 
5 = 
= No. 205—KID STOCK TIP BLUCHER OXFORD No. #02—KID STOCK TIP OXFORD 12/3 fe 
a gray ete and sock } ee. henge — heel, WUIOG Gy OD BBs opined 6004-5006 vccccc ce = 
= BtoE ° . -83.00 = 
= eI 
5 = 
: IN STOCK : 
5 = 
= | o 
g = 
= fe] 
O No. 202—KID TWO-STRAP SANDAL, medium No. 2083—KID ONE-STRAP SANDAL, medium = 
= narrow toe, press vamp and quarter, gray quarter narrow toe, press vamp and quarter, gray quarter = 
= and sock lining, 12/8 rubber heel, A, B, C and sock beers ~—* rubber heel. A, B, © = 
= NE Be 5s he wdias a0'sd cin eaboesnneeese ness $2.75 and D.. ‘ ..... $265 g 
2 No. 2012—KID SANDAL, > egamm ( toe, ae rubber No. 209—KID SANDAL, medium round toe, 12/8 = 
= heel, C, D and E.. . -$2.10 rubber heel. C, D and E.. bes .$2.00 = 
: o 
o ee ee ete ele eee iiiiielliiiiielll)— = 
= = o = 
= Q a , . = = 
= = Gardiner’s band-turned Quality Comforts possess every feature conducive to complete = 5 
o = foot ease. The well-rounded last, the genuine kid leather, the cushion sole and the rubber heel s = 
= = all contribute liberally to real comfort. 3 z 
5 g For Spring and Summer sales, we have 26 numbers ready for instant shipment. Catalog = 5 
5 = sent gladly. Mail us your address now. = = 
2 5 a 
a 3 H. K. GARDINER COMPANY , fon = 6 
ag = 680 WASHINGTON STREET LYNN, MASS. Ga ray = = 
= z BOSTON SAMPLE ROOM, 134 LINCOLN STREET q = 
FF STO UHHITIHOMITIO HHO OUTCOME Q 
ee Me Ms CU» UL» Un UG = = = = = 
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Our number 264 is an exception- 
ally sheer, chiffon hose made of pure 
Japan silk with a mercerized top for 
added strength. 


It is a ‘“‘semi-fashioned”’ hose 
shaped at the ankle and comes in 
the following colors: black, white, 
polo, suede, champaign, rose beige, 
taupe, gun metal and gray. 


Each pair is wrapped in a separate 
transparent envelope. Boxed one- 
quarter dozens at $12.50 a dozen. 
Delivery May 15. 


Write to Dept. P. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


BROADWAY AT 24TH STREET NEW YORK 


Boston Offfice...............00.+. a ee A: OEE OE CEE eS, RE AI ST 31 Bedford Street 
Philadelphia Offce.................... a ae ee FOUL 
Buffalo Office........ ct ae -.ssss-..- Mutual Life Bldg., Pearl Street 
Chicago 2 36 South State Street 
San Francisco sssvsee-259 Geary Street 











Apr 
rT 
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STETSON : SHOES 











7 


Selling a high-grade shoe means 
more than merely a sale and a profit. 


It means establishing a reputation. 
It means becoming known as a 
quality merchant. Some people can- 
not afford to buy Stetsons but even 
these people are glad to buy where 
Stetsons are sold. 


a 


THE STETSON SHOE COMPANY 
SOUTH WEYMOUTH,:MASS.  - 


BOSTON NEW YORK CHICAGO 
LITTLE BUILDING BUSH SALES BUILDING MA es BUILDING 

Cor. Tremont a nd 130 West 42nd Street earborn and 

Boylston Streets Adam Streets 
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A Welcome Relief 
From Color Monotony 


ae BROWN is a happy, though not radical, relief from the 
comparative monotony of color into which men’s shoes have 
fallen. 

BIJOU BROWN is not a sensationally different shade but one of 
those rare discoveries wherein a very slight variation of color makes 
all the difference in beauty and refinement of appearance. 


Such a shade has long been sought as a means of getting men (and 
women too) away from the habit of making one pair of shoes do for 
all occasions. 


No color we have originated in recent years has awakened such evi- 
dent enthusiasm among our customers and prominent retailers who 
know most about what the public will “‘go to.” 


Of Course You Will Want a Sample 
Cutting at Once 


Glad to send it or co-operate with your manufacturer in providing you with a pair of 
shoes which will show the color and leather to best advantage. 


A. C. Lawrence Leather Co. 


161 South Street, Boston, Mass. 


New York Phi'adelphia Chicago St. Louis 
Rochester Cincinnati Milwaukee 
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“CONSTANT COMFORT” 


**AMERICA’S BEST COMFORT SHOE” 
PUT “CONSTANT COMFORT” TO THE REAL TEST 


The real test is comparison with other lines. We welcome this test 
and are confident that you will find our shoes to be all that we claim. 
Compare sole stock, upper leather, steel shanks, rubber beels, linings, etc. 
All these items make for quality, dependability, and—most important 
of all—service to the wearer. 

No. 144 — Best We carry sixty styles of straps, oxfords, boots and Juliets in Stock. 

Quality ‘Black < be 3 ’ 

Kid Two- Strap Our In Stock service can’t be beat. 


Pump, Imitation 
Perforated Tip 


Black Kid Quarter qn sock Maing 88%" ~~ Ault-Williamson Shoe Co., Manufacturers 


Foot Rubber Heel. In Stock A, B 
Aub LOS ANGELES OFFICE, 109 E. 8th STREET Mai 
Auburn BOSTON OFFICE, 139 LINCOLN STREET Maine 


Kansas City, Mo., Office—Suite “C” Mass. Bidg. 
Minneapolis Office—Room 10, Loeb Arcade Shoe iabeate, Ye 


ORDER 
NOW 


| 


7 So. Fifth St. 


No. 74—High-Grade 
Black Kid Blucher 
-— Oxford, 12/8 Cat's 
No. 87—Black Kid EyoSuup Sandal, 12/8 Paw Rubber Heel, 
Cat's Paw Rubber Heel... $2.35 Gray Ooze Lining. 
2.3 o. 54—Black Kid Coneen Sense Oxford, 8/8 
. EE . $2. 25 


No. 48-——Same style in one strap ‘ $2.25 No. 73—Same ne i in straight lace. 
Both in Stock B, C, D, E. Both in Stock B, C, D, E. Te Rabies Heel. In Stock D, 























¥ renc 
Sole, 


Pick your shoes for men, retailing from $5 to $8, with care. 
Much is expected from shoes within this price range. 


Our record of quality maintained for more than a quarter 
century should have your thoughtful consideration. Weber 
Union Made Shoes will retain the customers you make with 


them. 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 


New York Office; 1328 Broadway. Marbridge Bldg. H. Harris, Rep. 
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REED STYLES 


For Summer 


Sportand Dress Weor 
The new sport styles 


suddest an almost 
limit ess number of 
smart shoes for Spor 
and dress Weor- 
deshing sport shoes, 
stri king combinctions 
and beautiful strap 
effects. 


Like all REZD 
STYLELES- they 
represent galitg in 
eve ry Saket. 








30 BOOT AND SHOE RECORDER 


THe 
erent 2P — - = av Pe ee! ro = SPRL Be . . 4 : ~ 
Be io ——— - ws iinet . 3 at * aashae a ee 
Ba, 2. ee ea eR a a TINT OG RS eee a 
Rieke ee nn en re ne a a 
“we c . 4 wn oe -- ‘ > Y 
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Ready to Ship! 


The after-Easter rush won’t cause you any stock- 
depletion worries if you take advantage of the Bates 
In-Stock service for men’s smart shoes. 
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“No. 12” Rambler Red Calf. 
Grain inner sole and counter. 
Oak outer sole. ‘“Wingfoot” 
rubberheel. “Paramount” last. 
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TYLE 2125 is the type of stunning oxford that creates and holds 


men’s business. It is a strong sales-maker for customers who 





prefer an unperforated shoe. 


ie There is an abundance of this and the dozen or more other smart spring 
ts ‘shoes for men in the Bates In-Stock department—intentionally assembled 
Bs to meet the after-Easter demand from dealers. 

is Send for the Bates In-Stock catalog 
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Advance 
Fall 
Model 


Number 


222 


Made on special orders 
only 


Not carried in stock 
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Schmidt’s Cherry Red “Eric” 
Calf. Piped edges. Shield tip. 
Genwine Rock Oak sole. 
“Brogue” Last with flexible 
toe. 


BD ocd who are style-wise will recognize the ad- 

vanced ideas embodied in this boot. Note carefully 

; its special construction, and note also that it carries 
the famous Rock Oak sole. 


This is merely one of several really new patterns we 
are introducing for Fall. Retailers will do well. to see 
these smart numbers. 


A. J. BATES COMPANY | 


WEBSTER, MASSACHUSETTS 
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‘. Skinner's 
Shoe Satin 





FOR 74 YEARS LEADER IN WEARING QUALITY 





HEN a woman wears satin 

shoes, she wants to look her 
best. And she emphatically wants the 
shoes to give her good service. 


The dealer who specifies Skinner’s 
Satin can be sure of pleasing her on 
both counts. 


Manufacturers who aim at highest 
quality invariably use SKINNER’S 
SHOE SATIN—in black and colors. 





WILLIAM SKINNER & SONS Established 184€ 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in re :lies to a |. «rti ements 
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=|IROCHESTER , U.S.A]; 


al UT THE TEE MMM ce 


A Name Destined to Become 
as Well Known as “KODAK” 


AN ARCH-AID PROPOSITION BACKED 
BY AN OLD ORGANIZATION IN A 
BRAND NEW WAY. 





In other words we have a proposition that may prove of 


utmost interest to you. 


“WHO KNOWS?” 


Write for details to 


THE ARCH-AID SHOE CO. 


ROCHESTER, N. Y. 
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No.1315 


SLIDE BUCKLE 
SIZES 


%a~W%~ 7. In. 


A Slide Buckle that can be assem- 
bled to slipper without looping strap 
around cross bar. It sews on flat 
when machines are equipped with 
attachment for jumping the bar 
while stitching. 


Made in Non Rust Composition and 
supplied in desirable standard fin- 
ishes. 


Samples free upon request 


NORTH & JUDD MFG. CO. 


New Britain, Conn. 


BRANCH SALES OFFICES 


NEW YORK, 127 Duane St 
CHICAGO, 326 W. Madison St. 
ST. LOUIS, 608 Victoria Bidg. 
SAN FRANCISCO, Postal Tel. Bidg. 





“CLIFTON” 


(SPECIAL) 


Shoe Covering Paper 


For covering white and deli- 
cately colored shoe material this 
paper is unsurpassed. 


Time, trouble, and expense are 
saved, as many shoe manufac- 
turers know, who see shoes reach 
the packing room in perfect con- 
dition. 


By special manufacture i is 
made pliable, and so firm it 
holds the stitch. Wherever you 
are we can serve you. Samples 
and prices on request. 


CLIFTON MFG. CO. 


BROOKSIDE AVE., JAMAICA PLAIN 
BOSTON -30-MASS. 


MANUFACTURERS OF “CLIFTON” GEM DUCK 
BACKING AND STAY CLOTHS 





TAG ALONG WITH HOWARD 


meee S Sy 
STEED OQC EERE OH ; » POE KLOADCEI ES 
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Sa 


PART OF 
YOUR ADVERTISING 


The shoe carton label is part of your 
advertising. It is in a sense a guarantee 
to the customer that he is getting his 
favorite shoe. Its appearance counts. 

That is why a great many of the 
largest shoe manufacturers come to us for 
Howard Quality Labels. 

We have thousands of label plates and 
hundreds of thousands of labels in stock 
and from them we sell millions of labels 
each year. 

Our label business is on the increase 
daily, due to quality, deliveries and prices. 

We can reproduce any label that you 
are now using. 


The manager of our label department 
is always at your service. 


THE HOWARD PRINT, INC. 
Quality and Service 
Campello Station, Brockton, Mass. 
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| THE 


HUMAN 
FOOT 


| WATOMY 
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EATMENT 
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Table of Contents 


The Bones. 


a 
The Metatarsals and the Phalanges. 
Arobes of the Foot. 
Soft aon of the Foot. 
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10 Days’ Approval 


Here is a book that every man and 
woman who fits and sells shoes, or who 
attempts to render a foot comfort service 
should have. Of such importance and in- 
trinsic value is this work, that we are now 
offering to send it out to any responsible 
party on 10 days’ free approval. 


We want you to send for the ‘“‘Human Foot,”’ by 
Dr. Wm. M. Scholl, look it over carefully, read it, 
study it, examine the numerous interesting illus- 
trations, and then decide whether you can afford 
to get along without it. You will find many 
individual chapters that are worth more to you 
than the cost of the book. 


Knowledge is Power 


In your case, it means a great deal more—More 
Sales, satisfaction, prestige, reputation and a 
greater earning capacity. The cost is negligible— 
only a little of your spare time (which is usually 
wasted) and you are master of a subject of supreme 
importance to you. 


The Human Foot 


Anatomy, Deformities and Treatment 
By Dr. Wm. M. Scholl 


the recognized foot authority, is the only book of 
its kind ever published. It contains everything the 
shoeman needs to know about the human foot. 
It is complete, thorough, scientific, yet easily 
understood by the man of average intelligence and 
education. There are nearly 400 pages and over 
300 illustrations. 


Send No Money—Just the Coupon 
If you are really interested in making youseett more proficient, 


fill in and — Ay ae the coupon yl yy 
step in the ri tion. You have everything to ga 
nothing to tl, 


The Scholl Mfg. Co 
213 W. Schiller St. Chicago 

Gentlemen: Kindly send me, postage prepaid, mie of Dr. Scholl’s 
“Human Foot ay. ” If itis entirely satisfactory, I will keep it and remit 
$3.50 ($4.50 if in Canada) within 10 days after receiving it. If not satis- 
factory, I will return it, in good condition within 10 days. 


CeeGh BOG iia hes i686 665550 ce Webs ci ar ide ah ens eebs : 


Diets CG OO Ko 05 084 606 08 00 55.00 paee~ae Ves 2. bice ists 
(Scholl Dealer) 
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In Stock 


919 
Sterling Patent Colt One Strap Pump. Argo Last 
14/8 Junior Cuban Heel 
5 Iron Welt Sole, Turn Edge 
AA5-8; A4\4-8; B4-8; C315-8; D314-8 
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719 
Same in Black Kid 


Price $5.50 


La France Spring and Summer Catalog on request. 


Forty in-stock styles illustrated. 


Cn 


(ili 


OTT 





Williams Clark & Co. 
Lynn, Mass. 
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Our LEATHERS contribute STYLE 
and QUALITY to the shoes of ORIGI- 
NAL DESIGN in VOGUE today. 


Prices are reasonable, making possible 


BEST SHOE VALUES. 


If you have not received sample cut- 
tings, write for same. 


MONARCH LEATHER ®. 


CHICAGO Mr cvcodLLINQIS. 


- NEW YORK 
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A new avenue of profit 
for 


Cosy Toes Feltwear Dealers 


Determined to increase our assistance to the Dealer in developing 
profitable sales of felt merchandise throughout every season, we are in- 
augurating year-’round advertising, carrying space in the following pub- 
lications: 

Saturday Evening Post—Twice Monthly 
Ladies Home Journal—Every Month 
Pictorial Review—Every Month 
Delineator—Every Month 

Designer—Every Month 
Vogue—Every Month 


We feel that this effective co-operation will successfully result in Con- 
sumer acceptance and will lengthen seasonal demand to year-’round sales. 
It is obvious that Dealers who sense the significance of this consistent step 
will secure the full benefit of our efforts by co-operating in prominently 
displaying feltwear at all times—throughout every month. Our year-’round 
advertising should also enable the few Dealers who find themselves over- 
stocked to quickly liquidate and restock with fresh 1922 merchandise. 
Watch for the national advertising copy—it will interest you. 


One of our salesmen is now in your territory. Request us to have him 
call and submit the new 1922 line. 


Standard Felt Company 
West Alhambra 


New York Chicago San Francisco 


115 E. 23rd St. 404 S. Wells St. 612 Howard St. 


NEW CATALOG JUST OFF THE 
PRESS 


We have selected from our stocks the styles 
which are the most rapid sellers and show 
these in our new catalog. Write for a copy. 
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He Never Buys in the Same Store Twice 


In Which a Man Who is Just Like Other Men Tells 
Why He and Many Others Are Floaters and 
What They Expect in a Shoe Store 


Br A. B. CHRISTEN 


AM just a man in the street and a friend has 
asked me to suggest some way of improving 
the business of a retail shoe store. 

Psychology begins at home, so I asked myself 
how, when and where I bought my own shoes. In 
doing so I came on the rather startling fact that dur- 
ing the last ten years I have not, as far as I can 
remember bought more than two pairs of shoes at 
any one store. Generally, 
each pair has been bought at 


S Gitterent store in the AAA A a 


3. If not, from how many different stores have 
you purchased shoes? 

4. In buying shoes, which of the following has 
generally been the factor controlling the choice of 
store: 

Price. 

Service given by store. 
Style 

Comfort. 

Convenient location of store 

The result of the vote was 
as follows: Half a dozen 
votes were discarded because 





matter of shoes I seem to be 
a floater, and hence an unre- 
liable and unprofitable cus- 
tomer 


Why All This Floating? 


Before considering whether 
there are other people like 
me in this respect let us find 
the reason for this floating. 

When I have felt the need 
of a new pair of shoes I 
have gone to 4 shoe store— 
any store—and have asked 
the clerk for a certain size 
shoe of a certain width. I 
have specified the color and 
the approximate price. The 
extent of his service has been 
to find the right carton for 
me, to wield a deft shoehorn 
and to lace my shoes. He 
has been an order-taker and 
valet, and not a salesman. 
On rare occasions he may 
have sold me a slightly more 
expensive shoe than I origin- over. 
ally intended to buy, and 


tomers? 


shoe man.” 


Let's Turn the Floater Into 
a Steady Customer 

Did you ever stop to think why a man or 
woman invariably buys shoes from you and 
not from your competitor? 
hand, and this is equally important, did you 
ever try to figure out the approrimate number 
of people in your home town who just shop 
around for their shoes, and what it would 
mean to you if even a email percentage of 
these floaters were to become your steady cus- 


In thie article, Mr. Christen, who is a highly 
trained engineer and to whom analysis is sec- 
ond nature, undertakes to show what factors Pri: votes 
influence people to be floaters or steady cus- > 
tomers. Don’t turn up your nose and say: 

“What does he know about it? He ien't a 


He ia @ mangwho buys 
lhons who 


nature is pretty much the same the country 


the voter had been traveling 
during the period covered 
and hence had of necessity 
bought at many stores. 


i aie die Total number of shoes 


N co of consistent 


weaker of floaters. 
Number of stores patron- 
ized by floaters 


Comfort Comes First 
Controlling factors: 
72 


. 48 votes 


Comfort . . .119 votes 


ages of many 

The above results show 
that in this particular slice 
of the potential shoe market 
the floaters (drifters might 
be better) outnumber the 
steady customers by almost 
three to one. 

An analysis of the ques- 
t from the first 40 





that has been all. 

The certainty that I could 
get just this amount of ser- 
vice—or lack of service—at any store has led me to 
go to any store. That is why I am a wholly unreli- 


able client. 
What Other People Say 

In order to find out to what extent this attitude 
prevailed among other people, I prepared the follow- 
ing questionnaire and submitted it to young business 
men and women in New York City. The proportion 
of men to women was about 2 to 1, No information 
was given as to why the questions were being asked : 

1. In the Inst three years approximately how many 
pairs of shoes have you bought’? 

2. During that period have you bought shoes con- 
sistently at one store? Of one brand? 


A a TAY Consistently 


bought at one store is inter- 
esting, as it shows clearly that shoe comfort makes 
steady customers: 
Number of voters. 
Total number of shoes bought 
Number of stores patronized 
Controlling factors: 

Price 

Service . 

Style .. 

Comfort 

Location 


If I can suggest a means for converting the drifters! 
into steady customers, then_I will have answered my 


An analy si 


3 bought. - 
natenied . 


SHOE RECORDER 


es- 
3 of the ~ 


** 


March 25, 1922 BOOT AND 


friend's question by concentrating trade at the stores 
that adopt my idea. 


What the Author Wants 

I am an engineer by profession, and it is one of 
the attributes of an engineer to visualize ideas as 
if they were accomplished facts. 

I can readily picture to myself the shoe store 
that would get and hold my trade, and I have every 
reason to believe that this imaginary shoe store would 
get and hold the trade of a large number of the 
75 per cent of drifters in the shoe market. 

More than anything else, this store would convince 
me by its policies, its service and its advertising 
that it was more interested in the comfort of my 
feet-than in merely selling me a pair of shoes. It 
would convince me that it understood the importance 
of the human foot in relation to human existence 
It would sell me on the idea back of the goods rather 
than on thé goods themselves. In a word, it would 
put the foot before the shoe. 


Salesmen’s Knowledge Important 


I should expect the salesmen to know a great deal 
about shoes, but more about feet. I should expect 
them to realize that they are not merely openers of 
packages and tiers of shoe laces, but that in pur- 
veying the best kind of covering for the feet they 
are performing a valuable service to mankind. I 
should expect them to be enthusiastic about their job. 

I should expect at least some of the salesmen to 
have local reputations as pedestrians, golfers, 
dancers and otheg sports in which the foot plays 
an important part. In all our large cities there are 
clubs and individuals, mostly among the foreign- 
born population, who walk for exercise and pleasure. 
This store should go out of its way to cater to the 
pedestrian. In this store there should be wall maps 
of the surrounding country. The advertising should 
from time to time feature interesting itineraries in 
the neighborhood. 


Foot Specialist Essential 

A foot specialist should be part of the staff at the 
store. Customers should get free examination and 
advice on the care of the feet. Treatments would, 
of course, not be given. This department would 
operate along similar lines to the Life Extension 
Institute. 

The name of such a store should be an indication 
of its policy. The value of a descriptive name ix 
well shown by the case of the candy stores with the 
name “Happiness in Every Box.” 


Service—and More Service 

I have given a brief outline of the kind of store 
I would like to see. I do not believe for a moment 
that such a store can be created over night. It will 
take much study and much hard work. It will require 
service and yet more service. It will require knowl- 
edge of human nature and faith in it. 

And if | am wrong in my analysis of the situation, 


Piggly-Wig; idea suitable for a shoe store. 





Ww, 
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7 votes 
9 votes 
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This Consumer 
states a lasting need 


The GODING Shoe 








fulfills that need 


In the March 25th issue of the “Boot and Shoe Recorder,” Mr. A. B. Christen, a 
layman who is a confessed “floater” with regard to his shoe purchases, tells why he is a 
floater and why 175 of 237 people to whom he sent a questionnaire are also floaters. 
The first forty who are steady customers of certain shoe stores, asked to “vote” for the 
controlling factors in holding their trade, gave Comfort a wholesome majority—viz.: 


Comfort... ..34 votes Service............9 votes 
Style... 12 votes ee Co 





Because it is lasted to fit and fitted to last 


The GODING Shoe measures up to these requirements in this way: 


—Every GODING last has been put to every test necessary to prove 
Comfort that it fits the foot at every point. A full run of sizes and widths in the 
GODING Shoe gives you a true fit for every normal foot. 


Style —As these illustrations show, Style is not sacrificed in attaining the fiz 


of the GODING Shoe. In fact, the Fit preserves the Style by enabling 
the shoe tc hold its shape through long wear. 


; —The GODING Shoe gives greater mileage for the 
Service same reascn that it gives greater comfort. Because 
it fits evenly it wears evenly. 


Price —The GODING Shoe is the lowest in price that 


fulfills, as it does, these lasting needs. 


Write today for Catalog 12 


No. Y950 
Hazel Brown Calf 
Semi-Brogue Ox- 
ford; La Salle Com- 
bination Last; First 
Grade All — Solid 
Leather; Wingfoot 
Rubber Heel; 
Widths, A, B, C, D 

In Stock 

Price, $5.00 


No. Y657 
Tony Red Calf Bal 
Oxford; Blackstone 
Combination Last; 
Second Grade All 
Solid Leather; 
Wingfoot Rubber 
Heel; Widths, B, 


Cc, D. 
In Stock 
Price, $4.50 
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The right time to buy new 
stocks is at the beginning 
of the season. 


|6zurfoot | 


Stout Ankle Oxfords and Straps 
in — 


























° 239—Black Kid $4.00 
Black and Brown Kid, 238-Brown Kid $4.50 


Patent Leather and 
White Canvas. Sizes 
4 to 10, E and EEE Write for Catalog 


L. F. KUNSTMAN SHOE CoO., 3 tnicsee 


Sizes over 8—25c extra 





S aN PATENTS ARE POPULAR 


THEREFORE THE CALL FOR 


A“SUPERB” PATENT POLISH 


The call is being felt by us daily. We have answered so many 
letters direct, we feel the time ripe to make general announce- 
ment of the fact that we DO make a polish which will keep 
patent shoes in best condition. 


It has been perfected after much experimentation and we do 
not hesitate in saying it is “Superb” for Patent Leather or 
Black Glazed Kid shoes. 


Put up in handy packages as all ‘Whittemore’ polishes are. 
Order through your jobber. If he cannot supply you we will. 


WHITTEMORE BROS. 
Cambridge, Mass. 
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NOT backlasted 




















Backlasted the Nunn-Bush Way 


Snug ankle fit 


Nunn-Bush oxfords conform 
to the outline of the ankle. 


No gapping—No slipping 


NUNN-BUSH & WELDON SHOE CoO. 


MILWAUKEE, WISCONSIN 


Keep your stock prac- 











tically free from dead 
numbers with our 
merchandising plan 
Write us about it. 


2167 
In Stock Now 
Widths A to D 
2124 Rosy Red 
Also } 1111 Black Calf 
In Stock April 20 


$4.70 
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The most bread 
for the least flour 


IN STOCK 


McKAY 5-8 8%-ll 11%-2 2% STITCHDOWN 
610 Gun Metal Instep Strap, wide 800 Blk. Gr. San. Hy. sole 


- toe, wedge 1.05 1.25 
610H Gun Metal Instep Strap, wide 733 Tan Lotus Sandal 


toe, heel J . 1.25 1.40 733H Tan Lotus Sandal, heel 
612 Patent Instep Strap, wide toe, 

wedge j mt. 1.35 2733 Mahogany Elk Sandal 
12 Fagen Instep Strap, wide toe, 1.38 se 88 Cherry Lotus Sendel 
1612H Patent Instep Strap, Eng. toe, yron Process sole 

heel a 126 0 ©6©Cherry Lotus Oxford 
614 Mahogany Instep Strap, wide Byron Process sole 

toe, wedge ° . 
614H Mahogany Instep Strap, wide 791 Tan Lotus Mary Jane 

toe, heel . , : so ii 
1614H Mahogany Instep Strap, Eng. 73@ Tan Lot. Ox. imt. tip, lined 

heel 746 = Bik. Ox. imt. tip, lined 


toe, he 
- “a — Instep Strap, wide 726 Tan Lotus Ox. imt. tip 


’ ge 
616H Black Kid Instep Strap, wide 766 Mahogany Elk Ox uanlin. 
toe, heel 1.50 
1616H Black Kid Instep Strap, Eng. 826H Tan Lot. Ox. imt. tip, Narrow 
toe, heel 1.50 1.75 toe 


HAGERSTOWN SHOE & LEGGING CO., Inc. 


HAGERSTOWN, MARYLAND, U.S. A. 

















Demand for Black and White Effects Nation Wide 


Dealers!—Don’t overlook the most popular last in the country—our ‘“‘Campus”’ 


Here it is, a great seller. “Keith’s Konqueror” 
shoes have a reputation 
for excellence which is a 
valuable asset to the 
dealers selling them. The 
line has proved its supe- 
by number. 821—Black riority as a seller and is 
Calf trimmings. Sizes now the leading line in 
AA-D. many stores. 


one that will tone up your 
stock and make business 
brisk. Full of “Keith's 
Konqueror” quality. Order 











Campus Last, No. 821 
No. 822 (Tony Red Trimmings) 


Write for samples and prices 


The Preston B. Keith Shoe Company 


Brockton (Campello Station), Mass. 
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Don’t condemn this sole too severe- 
ly. It held up as long as any leather 
sole would be expected to do. 
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epee EIDE Cite bas 
same service 

ve, but it has 

Raraly berun to weer will yet 


at least one or two more of 
tho best best ‘cabunanl leather soles. 


If You Were Your Customer— 


Suppose for a moment you are one of 
your customers. 

You come into your store. And you say— 
“I want a pair of shoes that will wear. 

“I want the uppers to have good stuff in 
them, and I want them to have soles that I 
cau wear in mud and water without their 
getting spongy or damp clear through. 

“I want them to have soles that will wear 
a long time without having to be replaced, 
for I find that even before my soles wear 
clear through, when they get thin my shoes 

to lose their shape. 

“And I want these shoes to have soles that 
won’t separate from the welt before their 
time because the threads have given way.” 


customer in this case, 
which of the two shoes shown above would 
ou want sold to you—the one with the 
leather sole or the one with the USKIDE 


If you were your 


re Soles, from the standpoint of appear- 
ance on the wearer’s shoe, from the stand- 
point of comfort and feel are satisfactory in 
every way. They are superior to the usual 
other-than-leather sole. 

They contain none of the thread-rotting acid some- 
times found in leather soles, which causes the outsole 
to separate from the welt. 

They are waterproof and non-slipping. And they are 
vastly superior in — quality to any shoe bottom- 
ing material we know 

Try Uskide Soles on one or two of your sturdiest 
lines this year and ask us to show you how to turn 
them into leaders. 


United States Rubber Company 


USKIDE 
Soles 
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Nothing in the Shoe 
But the Foot 


RIVET 
LOCKING SHANK TO INSOLE 


Let the Shoe Itself Support the Arch 


ANY people in your city are troubled with weak or 


fallen arches. 


You should sell them shoes built with Crawford Arch 


Supporting Shanks. 


Do not let them experiment with 


those contraptions called arch supporter, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 


arch and destroy the shoe. 


A LINE of shoes with Crawford Arch Supporting 
Shanks is a business building asset for any 
lively shoe store. 

The Crawford Arch Supporting Shank is built 
right into the shoe—fitted between the inner and 





Auburn, Me. 

87 Main 
Brockton, Mass. 

93 Centre 
Cincinnati 

708 Broadway 
Chicago 

18 South Market 


306 Broad 
Marlboro, Mass. 
11 Florence 





outer soles and locked to the insole. It preserves 
the shape of the shoe and gives support to the arches 
and ease to the foot. It cannot abrade the skin. 


United Shoe Machinery 
Corporation 


Boston, Massachusetts 














Milwaukee 
258 Fourth 
New Orleans 
216 Chartres 
New York 
37 Warren 
J. K. Krieg, N. Y. 
39 Warren 
Philadelphia 
221 North 13th 
Rochester, N. Y. 
130 Mill 
t. Louis 
1423 Olive 
San Francisco 
859 Mission 
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YOU GET THESE 
SHOES AT ONCE 


Our plant contains machinery of 





most modern design. Our lasts are 
produced by the best known special- 


ists in the country. 


Coupled with these 


‘acts is ~ombine 

f is the combined Style No. 1300 
$5.25 

Patent Leather. One Strap, 


pany ’s executives. The One Button, Plain Toe, 8/8 
Military Heel. AA toC, 3 to8. 


experience of the com- 


result: Goodyear Welt 
Footwear of the high- 


est order. 


Style No. 300 
$5.00 
Black Kid Oxford, Kid Tip, 
Medium Round Toe, 12/8 
Heel. AA to C, 3 to 9. 


These numbers 
are In Stock for 
immediate de- 
livery. Your order 
will be filled ’° 
promptly. 


CROOKER 
,-« No. 1700 | & MORSE Inc. 


$5.25 > ! 
Patent Leather, One Strap Women’s Fine Shoes 


—— yrheriyy a 
tary Heel, to UC, 3 to 8. e 
Bridgewater, Mass. 
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The Absence of This Stamp 


Apri 
wut 


wees 








FEET) COUTURE OTE | CT Oe 











HE absence of this stamp 
upon your shoes, Mr. Re- 
tailer, is an automatic limit 

to your trade. There are 4,000,000 
union men in this country and Canada. 
They buy shoes which bear the stamp of 
their fellow craftsmen, the Boot and Shoe 
Workers’ Union. 


If these men and their families cannot find 
this stamp upon the shoes you have for 
sale, they go to a store which carries them. 


Feature Union Stamp Advertising in your 
Local Papers. 











Boot and Shoe Workers’ Union 


The Union that has an agreement with manufacturers 
setlling all wage differences by ARBITRATION 


246 SUMMER STREET BOSTON, MASS. 


COLLIS LOVELY CHAS. L. BAINE 
Gen'l Pres. Gen'l Sec.- Treas. 


ee O LPL L PLP LHe neni 
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ee 
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No. 600 
Genuine Glazed Vici Kid Comfort 


Sli _ with Leather Insoles and 
Ru Heels. 


IN STOCK 
$1.60 Net 














No. 601 
Same as No. 600, except with two 


straps. 
$1.75 Net 









No. 602 
Genuine Glazed Kid Oxford with 
leather insoles and rubber heels. 


$2.00 Net 










Uy, 


WHEN you see such prices as those 
here quoted, do you remark to 
yourself, ‘‘I’ll have to pay a little more 
than that for the sort of shoes [ want?” 








Well, the Wobst samples will convince 
you that those days are gone — that 
these are the shoes you want. And, 
hereafter, the Wobst prices are the 
prices you'll want to pay. 













You’ve nothing to lose and much to 











No. 304 « 7 . 7 
Patent Leather Tnstep Strap Slipper gain by getting acquainted with the 
and” Heel,” Solid’ Leather "McKay Wobst line. 
—_ IN STOCK . 
Sizes: 1134-2, Heel......... $1.85 Net 
Since: $98, Wedges. ..... 1:55 Net 

No 300 Your samples are ready 

Leather M: Jane, Leather . 

Twoly. and Heel, Solid’ Leather Mo- Write for them today 
Sizes: 1134-2, Heel......... 91.75 Net 






Sizes: 844-11, Wedge....... 
Sixes: oF Wedes 


WOBST SHOE CO. 


411-421 Vliet Street Milwaukee, Wis. 
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No. 578—Patent Leather One Strap with Imitation 
Tip. Made on No. 118 last. 14/8 heel. Medium 
narrow toe. 


No. 855—Combination Patent Leather and Gray 
Buick. One Strap—Imitation Tip. On No. 121 last. 
7/8 Flange Heel. 
Makers of Good Shoes for Many Years 
SEND FOR SAMPLES AND PRICES 


JOHNSON BROS. 


SHOE MFG CO. 
HALLOWELL MAINE 


ess 


"ru al 
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ae 
SA fo a ’ 
praia 


Finns ena 


of the 


Brooklyn 
Footwear Manufacturers 
at the 


Hotel Commodore 
NEW YORK CITY 


on May 15, 16 and 17 


The wide awake dealer will obtain a tre- 
mendously valuable index of the trend of 
style—enabling him to meet competition 
and advertise with confidence his style 
judgment. 

Every dealer should make periodic visits 
to style headquarters—for nowhere else 
can he so quickly gain new merchandising, 
display and service ideas. 
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FORTY YEARS 
AGO AND NOW 











THIS IS A REPRODUCTION OF OUR ADVERTISEMENT OF 40 
YEARS AGO. THE SINGLE TREE MACHINE PICTURED ABOVE 
Herd SUPERSEDED BY THE MILLER TWIN TREEING 


HE first issue of “The Boot and Shoe Re- 
corder” published in April 1882, carried our 
advertisement as illustrated here. Many 

subsequent numbers of the “Recorder” have been 
used to keep the trade informed regarding our ac- 
tivities in their behalf. 

It was a logical step for us to take from the making 
of shoe treeing machinery to the production of shoe 


trees. The importance of one is equal to the ad- 
vantages of the other, for it is necessary that shoes 


made right should be kept right. 


Mr. Merchant, why let profits slip by when they 
can be easily taken by suggesting the purchase and 
use of Miller Shoe Trees to keep fine shoes fit? 











THE BETE TREE 
(Ventilated) 


Ribeun, OS ey Coit pasediau Sienin 
er 
the heel piece has been pushed down, war te te he me shoe, 

ite direction 


—so constructed that it is possible to extend it to any degree 


en a T — 


shortens the tree so that it can be easily removed. 


Our one gives complete description of all Miller Trees. May we send you a 
copy 


opposi 





SHOE TREE DIVISION 


0. A. MILLER TREEING MCH. CO. 


BROCKTON, MASS. 
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TRADE MARK REGISTERED 











No. 760 — “Princess Mary’’ Women’s Oxford, 
White Duck, Full Apron, sizes 21 to 8. .Price $2.00 
No. 764 — “Princess Mary’ Women’s Oxford, 
White Duck, Cut-Out Apron, sizes 2 4 to 8. Price $2.00 
No. 770 — “Princess Mary” Women’s Oxford, Ecru 
Duck, Full Apron, sizes 244 to 8....... Price $2.00 
No. 774 — “Princess Mary’’ Women’s Oxford, Ecru 
Duck, Cut-Out Apron, sizes 214 to 8... .Price $2.00 


Sport Trimmings either Black or Brown 
Ask for Catalogue showing many other styles 
Samples on Request 











PRINCESS MARY 


THE LAST WITH CLASS 


$700 


A TURN CANVAS SHOE OF CHARACTER 
FIBRE SOLES, LOOSE LINING, RUBBER TRIMMING 
STOCK THIS SALES MAKER 


CAMBRIDGE RUBBER COMPANY 


CAMBRIDGE, MASSACHUSETTS 





MANUFACTURERS OF 
RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES 


HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 
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xv RE-NEWS Heel 
~ and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a much-needed ‘‘finish- | 








ing touch to shoes. Favored in 
the home as well as the repair 
shop. It will not soil nor harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 


pagne. 


For sale by shoe findings jobbers 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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| addiliep le Maple Brewn 
ther Scherer celery include 
Wi ie: Hava iA Brew 
Jes tll Gre: Laght Brow , | 
Shdnight Blve Beauly Brewa 
Beltian Blue Champagne 
Booze Blue Terra Ctla 
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Oscar Scherere*Bro, Inc. 


29 Spruce St:New York City 
Factory- Newark, NJ. 
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| THERE IS ONLY ONE VICI 


inten einidio eo 


MARY thousand pairs of shoes 

are annually made of Tobacco 
Brown VICI KID, and we have yet 
to hear of a single complaint of the 
leather fading. 


We have been told of Tobacco 
Brown VICI KID shoes which have 
been given hard wear for two 
years, during which time the color 
has not faded. 


All colored VICI KID is colored 


Se ed 


let 4 
* 


Kilt ue 





nel 


= @ ae Ga 





At? Hw ¥ Ho OR GR Slt a ae. 0 PORE RE BER Boel 


f HERE : NEVER HAS BEEN ANY OTHER 


nw AOS INS PR: 
















= clear through the skin from back to 
os front, and then so finished as to 
et 


preserve the grain and hold 
down the color. 


The result is a kid leather of _— 


1e 


0 color permanence and _ unvarying 
e shade. 
O 


It should be strictly borne in mind that the only VICI KID is 
r made solely by 


ROBERT H. FOERDERER, INC. 


Sole Manufacturers of VICI KID 
PHILADELPHIA 


Ki 
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TWO GOOD STYLES 
IN STOCK APRIL 25th 











These patent leather novelties are dress up 
models that will make a strong appeal for your 


Patent Leather, Grecian Sandal . . 
ee en ee early summer business, being 


Fairy 138—C-D, 3 to8 ....$1.75 
238—C-D.8% toll .$2.15 
338—C-D, 1114 to2 . $2.65 o 

hoes 


TRADE MARK 


They are as good in quality, in workmanship, 
in fit, and in endurance as they are in appearance. 





See these and other styles in our new catalog. 
Patent Leather, Panel Strap ‘ 


Fairy 139—C-D, 3 to8 ....$1.70 
se-C-D. Uses 4050 GRIEB SHOE MFG. CO. 
309 ARCH ST. PHILADELPHIA 























EVERYBODY THAT WEARS SHOES, WANTS LACES 
WITH TIPS THAT CAN’T PULL OFF 


Supply Your Customers with 


“HUBTIP” NO-METAL-TIP SHOE LACES 


Ww ed a 
; | a MUBITIP 
¢ 2 PAT. OCT. 18 104 o 






TIPS NEVER 
PULL OFF, FRAY OUT, WEAR TINNY OR CATCH IN HOSIERY 


Made of Fast Color Braid from TIP to TIP 
TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00; 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20’ 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72in. per gro. Laces. 4.10 


Either Black, Brown or Russet 


Assorted Cabinets Supplied Order from Your Jobber 


FRANK W. WHITCHER CO., Mfrs., Boston and Chicago, U.S.A. 
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Hub Pigskin (ounters are 
made from prime selected 
leather — taken only from 
the Hub ‘Reservation. 


HLB | 











44 
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Lhe Flexibihty of a 
‘Rubber Band 


AKE the Hub Pigskin Counter in your 
hands. Pull it open.as shown in this 
illustration. It will snap back into position 


in much the same way a rubber band contracts when tension 


is released. 


This desirable flexibility is the result of using only prime sel- 
ected leather for Hub Pigskin Counters. They are all cut 
trom the “Hub Reservation” —firm backs and nothing else— 


insuring a counter of the utmost durability. 


The material used and the excellence of workmanship mani- 
tested in Hub Pigskin Counters make them worthy to be a 
a part of the best shoe manufactured. 


A. C. Lawrence Leather Co. niin 
161 South St., Boston, Mass. 
New York Philadelphia Chicago St. Louis 
Rochester Cincinnati Milwaukee 


PIGSKI 
COUNTE 


59 
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TRADE MARK REG. US PAT OFFICE 


KEEPS THE FOOT WELL” 


TWO 
ARCH-PRESERVER 
STYLES 


FOUR WEEKS’ DELIVERY 


HE unlimited style possibilities of the 

ARCH PRESERVER line are here 
portrayed. It is not necessary to carry only 
conservative footwear in order to stock com- 
fortable health-giving merchandise. Your 
customers will be delighted to find such 
stylish high-grade footwear scientifically con- 
structed. ARCH PRESERVER SHOES 


assure you of the return of satisfied customers. 


In Stock New Catalogue 


A long line of about forty 
Arch Preserver styles is carried 
in steck for shipment within 
twenty-four hours after receipt 
of orders. 


Write or wire for our new 
catalogue which is just off the 
press. Full description of 
styles, widths, sizes and prices. 


qT HE SELBY SHOE Co. 


PORTSMOUTH, 0. 
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THERE ARE NO BETTER 


SHOES 


Tu 
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Hn 


° ja Oxford. Brass ~ 
ve . Goodyear 
Ship =f 
6 to 11; C and D, 5 to ll. 


Price $4.10 


No. B-5021—Proxy last. on we Russia No. B-ll No. B, 194 in Gun Metal 
Oxford. Wing tip. Goodyear Wingfoot Rub- ‘o. B-115—Same as No. B, in Gun Meta 
ber Heel. C and D, 5 to 11. with invisible eyelets. 

Price $3.85 Price $4.10 


TTY 
Ie 





Now For The Size-Up 


We know your Easter Business 
on these oxfords has been big. 
Your sizes and widths are bro- 
ken. But we are ready to fill 
your orders from stock so you 
won't lose any after Easter 
business. 


Hn 


any 
Win. 


HT 


No. B-S031—Ace last. Chi - 

Russia Oxford. Goodyear Wingfoot = 

Rubber Heel. C, 6 to it; I: D, $ to11. Wire your orders No, 5033—Same style - Roy i 
Price $3.60 Kid. rice $3. 60 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


TTTTTTEY 
oo 





Ha 
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Manchester 


18 South Wells St. 
New Hampshire 


Chicago, Ill. 


oe 


m1 
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EACON 


| @ | SHOES 


FOR FIT—FOR {STYLE—FOR WEAR 


IN-STOCK 
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No. © -009—Beate tant. Wine Red Oxford. 
stitching. Brass eyelets. Square wing 

tip. id leather heel. B,6 toll. C and D, 
5 to ll. 

C and D, 5 to 11. Price $5.40 


Price $4.60 


Gan You Beat This 
Proposition? 
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For real selling values at popu- 
lar prizes with a stock service 
that helps to keep your sizes 
right—what more do you want 
for a strong appeal to your 
No. B-388—Penn last. Morocco Caf men’s trade. Why not send a No. B.646-—Savoy last. Chigpend 


Oxford. Goodyear Wingfoot Rubber i . Vici Oxford. i 
Heel. 'B,6 to 11;C and D,Ston. trial order by wire? Rubber Hed. Cand Be3 tol 


Price $4.50 Price $5.35 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
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18 South Wells St. = erie ae Ee Manchester 
Chicago, III. Se gee roe Ye KD_ New Hampshire 
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CATERING To A CONSUMER 
Wuo Cannot Buy 


“See My New Toddle Pumps?” 


4 DUCATOR Monosoles and Welts 

are genuine baby shoes. They 
protect and decorate little feet, endure 
rugged wear, and appeal to parental 
judgment. 


Baby Educators are made in many 
styles and patterns and of many leathers. 


They are important and _ profitable 
jmerchandise and always in stock. 


Y ; 

© If you are not thoroughly acquainted 
with this Rice & Hutchins line, notify 
our nearest branch for prompt action. 


DUCATO 
Fours . 


Made also in oxfords and pumps, turns and welts. 
Each pair of Educator Monosoles is cut from soft, mellow South American kid skins and is fitted with a heavy oak sole. 


There is a uniformity of quality in these little shoes that is unusual. Every case in 500 will measure up to the most rigid standard of excellence 


RICE & HUTCHINS, INC. 


BOSTON U. S. A. 


The Rice & Hutchins New York Co. The Rice & Hutchins Chicago Co. The Rice & Hutchins Cleveland Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchin Cincinnati Co. The Rice & Hutchins Baltimore Co. 
The Joseph I. Meany Co. Inc., Phila. The Rice & Hutchins St. Louis Shoe Co. The Atlas Shoe Co., Boston, Mass. 
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Are You Ready for Better Business ? 


Are We Passing Through a Business Revolution in 


the Means and Methods of Merchandising? 


Is any store thoroughly perfect? Certainly not, 

for a really perfect store and staff would be so 
unique as to make all other stores appear antique. We 
are years away from the true service place of the retail 
shoe store. 

Each merchant must discover for himself the things 
which must be done to keep apace of progress. The vital 
energy of the merchant who wants to continue in busi- 
ness ten years hence is being directed at the problem of 
distribution of more shoes, better fitted, and profitable 
to him as well as pleasurable to the public. Fortunate 
the merchant who sees visions. Fortunate the store 
salesman who sees visions of owning a better store, and 
is willing to work for it. 

Do you not feel that this very day is better than the 
one before? Can it be that we are on the very footstool 
of better times, and we don’t know it? Is it not time for 
us to let our minds and visions break away from the old 
routine of “‘grubbing along”’ and to let ourselves plan a 
new way for business? There is enough force and energy, 
developed by a successful Easter week at retail, to kick 
into motion factory wheels the country over, and to 
fatten the purses of labor after a lean Winter. Well, 
let’s go. The “Recorder,” for one, is a believer in the 
greater possibilities of the shoe and leather industry, for 
both service and profit. 

Somehow we take as very significant this mid-week 
in April, celebrating our fortieth anniversary. We feel 
that it marks a change of industrial front. For the 40 
years of great progress just closing, much can be said in 
praise and prosperity. It was the great age of machinery 

—everything dedicated to volume. Maybe we are on the 
edge of a new thought—that the individual man and 
inerchant, woman and worker, is the new unit of prog- 
'ess. That person, who by vision'and work develops em- 
iloyment for others, opens up new comforts or services 


()*: thing is important in all industry—progress. 





to the public in homes, health, apparel and footwear, 
devises new industries or opens new opportunities, is a 
benefactor well worthy of the profit he makes by his 
accomplishment. We should be prepared to encourage 
such ability, and should rejoice in his success. We should 
reward to the full each and every creator of new 
means and methods of merchandising, so that by the 
merchant’s profit he can grow in serviceability to the 
public, and that long line of workers reaching back to the 
raw materials can be made content. 

Make it better. Both footwear and store service. Keep 
everlastingly at it. The dissatisfied merchant is the one 
who wants to make his store and staff more useful to the 
public. There is a vast amount of work to be done in the 
shoe store and nobody knows it any better than the 
retail shoe merchant. When times are hardest, maybe 
the greatest progress is really made, for then things are 
actually as bare as the boards. The struggle made to 
cover the boards profitably is what makes progress. 

Manufacturers are beginning to believe that every 
day the sun rises this world is getting better. They hope 
that the spurt of business brought about by Easter is 
something pointing to substantial progress. They are 
getting their shops in order; every muscle of industry is 
lean and supple, and ready for the work at the mini- 
mum of safe return for the effort put forth. Nothing is 
harder or sharper than the pencils of competition. The 
merchant and the public are the beneficiaries. Because 
the knowledge is broadcasted—the buyer is in the 
driver’s seat. But we should be prepared to pay, not 
only for eight hours of honest labor, but for the brains 
evolving the idea making work and wealth. In an age of 
individualism—let’s reward the creator and worker, 
according to their deeds. 

We view with great significance the fact that far- 
sighted manufacturers and merchants regard shoe as- 
sembling and manufacture as 40 per cent of the prob- 
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lem, and scientific distribution as 60 per cent of the 
busiriess. The great efforts of the future are to be in the 
direction of efficiency of service and style to the public. 
We are just beginning to be a styleful craft, and the 
sooner we realize that a new order of style and service 
has come into shoe stores, the better for our national 
and individual progress. We are just beginning to be 
orthopedically of service to the entire public, for here- 
tofore shoes were expected to hurt until “broken in” — 
before long they will fit like a glove, support like a 
bridge, or flex like a springy muscle, and be as comforta- 
ble as an old slipper from the minute they are passed 
over the fitting stool. We are just beginning to learn 
that a profit is not without honor in a shoe store—for 
the first 30 of our 40 years of usefulness found most 
stores perpetually on the edge of bankruptcy or barely 
making a living by a 14-hour day’s toil. Only within a 
comparatively few years has the merchant justified his 
name as being one “‘venturesome in trade for a profit.” 

Therefore, we herald a new era and we hope “better 
times,”” with particular stress upon both being linked 
up “with a profit.” 


An Advanced Study of 
Merchandising 


HE significant thing in the merchandising of 
T shoes today is the necessity for what might be 
termed “post-graduate” information on the 
various interrelated subjects of distribution to the 
public. The “Recorder” has for many years tried to 
maintain its staff on the basis of having it so efficient 
as to be able to go into almost any shoe store and oper- 
ate that store profitably and systematically, after the 
necessary period of becoming acquainted with stock, 
community and store conditions. 

We have, therefore, started as a regular feature of the 
“Recorder,” to appear once a month, this special sec- 
tion, termed “The Recorder Store—A National Insti- 
tution of Merchandising.” Any article of feature, to 
gain admission to this section, must be in advance of 
common knowledge possessed in shoe stores. We have 
as an outstanding feature in this special section the 
first of a series of articles by Dr. Herman W. Marshall, 
on “What Do You Know About Feet?” Readers of the 
“Recorder” who have read his contributions in January 
and February have a realization of the national impor- 
tance of the study of orthopedics. 

We carry out an ambitious program of store account- 
ing, store advertising, consumer 
publicity and other factors, hav- 
ing new slants in the ever-present 
problem of making a profit. It is 
fitting, in our fortieth anniver- 
sary number, to hit right into the 
future, by a real contribution to 
the advancement of merchant 
and salesman education. 
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A Real Bouquet 


April 12, 1922. 


It is a great pleasure for me to congratulate 
the Recorder on its Fortieth Anniversary. 


The Recorder is certainly a veteran in the 
field, and the shoe retailers of this country 
owe it a great deal for its untiring work in 
helping to build up the Shoe Retail Business 
to its present standing. 

To my mind the most significant develop- 
ment during this period was the creation of 
Trade Associations. It is true that this most 
helpful interchange of ideas in association life 
has increased the usefulness of the merchant to 
the public, and that this offers great develop- 
ment of merchandising in the next ten years 

If I were to have my way, I should fine any 
Shoe Merchant who did not read and study his 
Trade Journal. 

I sincerely wish the Recorder every success, 
and I trust that it may enjoy many more 
anniversaries. 

Sincerely yours, 


C. K. CHISHOLM, President. 
National Shoe Retailers’ Association. 





What New Style Is Coming? 


S the important thing to know. You will find it best 

I interpreted in the “‘Recorder.”’ And at no time in 

the history of the trade has it been more important 

for you to keep in closest touch with Style. If you want 
an answer to your problem you will find it here. 

This is the time for careful buying, proper anticipa- 
tion, a better rate of turn-over and a longer margin of 
profit. There is a great opportunity in the style situa- 
tion if you make it the means of increasing your volume, 
by making it attractive to the customer to buy one or 
two pairs more than the actual staples needed for wear. 
The active merchant who wants quickly to seize a style 
opportunity must first bring his business up to a dis- 

count-taking proposition, so as 
to make speedin delivery aprofit- 
able pleasure tothe manufacturer. 
The “Recorder,” as the Great 
National Shoe Weekly, brings 
equal opportunity to the small 
town merchant and to the bigger 
city merchant, making it possible 
for both to be up with the styles. 
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FIRMLY believe that the tendency 

of business from now on will depend 
as much upon the psychology as upon 
the economics of the situation. 


A depressed state of mind holds back 
the constructive factors that are so neces- 
sary for the beginning of a real permanent 
business upswing. A confident, cheerful 
outlook, on the other hand, will make for 
results that are profitable, cumulative 
and permanent, provided that confident 
outlook is backed up by hard work and a 
practical application of wisdom and in- 
genuity in merchandising. 


From now on, we of the “Recorder” 
staff are going to keep before our readers 
the ARROW INSIGNIA, which is shown 
elsewhere in this issue. We believe in its 
motif. We want you to believe in its motif. 


Nothing but good can come of a sane, 
normal, healthy point of view and what 
thought i is cleaner or better or more logi- 
cal than that of better things in view? So 1 
ask you to adopt this arrow as your own 
mental mascot and pass it along to others 
with whom you come in daily business 
contact. It surely will do much good— 
because it is wholesome—and wholesome 
thoughts are well worth while right now. 
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Getting More Shoes Sold Right: not only “‘more” but 
“right”; sold for the right purpose, to the right wearer, 
in the right fitting, for the right price, at the right pro- 
fit. This is the great problem of the retail shoe mer- 


chants. 


The chief purpose of ‘“The Boot and Shoe Re- 


corder’”’ is to help solve it: for this is the basic problem 
upon which depends the progress of the entire allied in- 
dustries relating to shoes and leather; their production 


and distribution. 


‘Nothing Great Was Ever Achieved Without Enthusiasm” 


ANY’: merchants remember distinctly the past 
forty years and credit them with being the 
golden years of industrial accomplishment, for 

so they were, bringing with them victories over time, 
by machine production of footwear and contemporane- 
ous victories over space, time, earth, sea and sky in the 
use of the telephone, wireless, automobile, submarine 
and airplane. It was truly the age when men solved 
the problem of production. Perhaps we are right at 
the point when in a practical business sense distribu- 
tion is the new problem to be carried on to its practical 
solution. 

May webe given the opportunity of taking a few 
pages of the “Recorder’’ achievement of the past forty 
years and mention them as factors in making a reality 
of profit in the retail shoe merchant's store? 

Let us be given the opportunity of picturing the 
average shoe store as it was forty years ago w the 
“Recorder’’ started, and then switch the picture to the 
modern shoe-selling institution of 1922. How much of 
that great development has been the work of the 
“Recorder, which week by week has served as a useful 
means of interpreting the best methods of merchandis- 
ing so that the progress made could be safe, sane and 
ee Just the picturing of stores and the stimu- 
ant of accomplishments of other merchants as given 
in our pages could be credited with immense results in 
creating in merchants’ minds the vision of what they 
would like to do in their own stores. Each step forward 


comes from imagination—the creator of everything. 


worth while. 


4 outstanding feature of the work of the “Re- 
corder™ is well typified by the creed given above. 
In Forty Useful Years we have tried to perform a 
service to merchants so that they in turn eould be help- 


—Emerson. 


ful to°their public. We are a marketplace where the 
handiwork of many factories and the brains of many 
men are brought together in effecting a service, giving 
the public value for its money. 

the “Recorder” started, the annual production 


of boots and shoes was valued at $156,050,354. The 
last census figures in 1919 give us the valuation of 
—_se Through styles what will it be in 
) 
In 1884, on the recommendation of the “Recorder”’, 
the present system of* industrial reports by United 
States Consuls was inaugurated. 


At the World's Fair in Chicago in 1893 the “Re- 
corder,” realizing the world-wide importance of 
blished each week for six months 
a weekly journal of thirty-six pages, called the ‘‘Colum- 
bian Exposition Boot and ecorder,”’ distributed 
from the Shoe and Leather Building within the fair 
grounds. This great fair brought about many im- 
portant business relations between producer and con- 
sumer in this country as well as abroad. 

The activity of the “Boot and Shoe Recorder” at the 
Paris Exposition in 1900 t it the award of the 
grand prix by the Iaternational Bureau of Awards. 

The Boston Boot and Shoe Club, perhaps the most 
successful social organization in the shoe and leather 
industry, was instituted by the efforts of the “Boot and 


Shoe Recorder” in 1888. 

It was through the energy of the “Boot and Shoe 
Recorder” that the Retail Shoe Dealers’ National 
Association was organized in , February 10, 
1886. Probably the most significant achievement of 
that first national association of merchants was the 
preparaticn of standard measurements of lasts. These 


industrial publicity, 
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standard measurements have continued since that date 
as the official foundation for correct shoemaking. 
Previous to that time, shoes were approximate in 
measurements to the size stamped on the lining. 
Probably no greater achievement was ever accom- 
plished in the standardization of factory and store 
service of an industry. 


HE “Recorder is pleased to have been able to be 

useful in the organization, development and 

progress of the N. S. R. A. since its inception, July 10, 
1911. 

To have been the first exponent of the first.complete 
“footwear” store through the addition of hosiery as a 
profitable department, has been our pleasure. For 
twenty years the “Recorder” has advocated the in- 
stallation of hosiery departments in the shoe stores so 
that now they are a national institution. We have on 
our staff a permanent hosiery expert qualified to guide 
and advise merchants in the selection of the proper 
styles and sizes to make a profit. 

On March 20, 1915, the “Recorder” issued the in- 
dustries’ first color guide and showed in a supplement 
the actual colors then in vogue. 


Bp significance of style as a factor in the sale of 
more pairs of shoes was early acknowledged by the 
“Recorder” and the interpretation of fashion has been 
made a constant part of “Recorder's” work. 

The “Recorder” was first to-organize a Paris Style 
Service with a resident authority in that great city of 
fashion. 

The “Recorder” also organized and managed the 
first European industrial survey of conditions after the 
World War, when manufacturers and industrial leaders 
under the direction of Everit B. Terhune toured in- 
dustrial Europe. The following year, forty exhibits of 
American shoes, leather and allied products were 
housed in a special building at the Foire de Lyons at 
Lyons, France. 

The “Recorder” has, since 1905, kept an index of 
values in the shape of a factory cost sheet showing 
graphically the price situation in all of the component 


rts. 
PeThe “Recorder” was able to be useful in the prepara- 
tion of the first Style Show presented before the 
N. S. R. A. at Chicago in 1918. 
The “Recorder” stood out in opposition to the 
scheme of the standardization of American shoes as 
by Bernard M. Baruch as being a dangerous 
trend toward a common level of mediozrity in footwear. 


MORE recent and vital achievement of the “Re- 

corder™ was its definition of a policy of liquidation 
—urging sell, clean out and cut high-priced stock in 
shoe stores. On November 6, 1920, the “Recorder” 
sounded the alarm, and many merchants, readers of the 
“Recorder,” met the public with a price to move the 
goods. We enabled many merchants to purge their 
stocks and put their businesses on a sound footing for 
the new era of distribution. 

Prior to the style period, shoes were at a compara- 
tively staple and standard valuation. The upsetting 
thing is the item of fashion valuation. Now right 
understanding of the amount that can be charged 
because of the fashion in a shoe is what affords the 
widest ground for net profit in merchandising. 

e have so often said that the term “merchant” 
should be nationally adopted because it implied “‘one 
who ventures in trade." The judgments and responsi- 
bilities of the merchant in the expenditure of his own 
money for sizes and widths on a fashionable article are 
certainly a venture worthy of a substantial profit. 

Now let's go back a period of ten years and think 
about the national average of shoe stores the country 
over. Contrast that average with the type of stores 
today. Look at some of the finest shops on Fifth 
Avenue, Los Angeles; Fifth Avenue, New York; 
Seventh Street, Los Angeles; State Street, Chicago; 
Market Street, Philadelphia, and the fashion “Main 
Streets’ of America. y were not in existence ten 
years ago. What type of store will be in leadership of 
service to the public ten years hence? 

These stores have learned how to coin fashion repu- 
tation. The minting of fashion in footwear in these stores 
has been highly profitable, otherwise these stores would 
not now be on the increase. The expansion of high-grade 
stores is directly attributed to the development of 
fashion in footwear. To all this we have tried to be a 
useful inspiration. 

A leadership in journalism lasting a full generation 
and beyond, has a strong, solid foundation at the 
bottom of it. Genuine success must be earned; and 
success is itself a test. By suggestions we hope to 
assist every shoe merchant in getting more shoes sold 
right. This is our great ambition. 

The “Boot and Shoe Recorder” has stood the test 
and has been inspired by it to better work and higher 
achievements in behalf of the retail shoe merchants. 
The great problem of the retail shoe merchant is 
“getting the right profit.” We feel courageous to 
continue to point out a path of safe business conduct 
in what is perhaps the most trying time in the history 
of merchandise distribution. 
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The first issue of the ** Recorder’ and a recent copy—some of our veleran subscribers have read every issue 


Forty Years of 
Progress in Retail Shoe Merchandising 


Retail Methods Have Kept Pace with Developments 
in Leather Making and Shoe Making 


his cares and responsibilities become heavier. 

As he comes into manhood, the puzzles that 
taxed his mental and physical capacities in his youth, 
pale into insignificance, in comparison with the more 
momentous problems which present themselves for 
solution. Yet it is only through solving the more simple 
that he is enabled to solve the more difficult ones, when 
they come to him. 

As it is with a man, just so it is with an industry. The 
questions which beset tanners, shoe manufacturers, and 
retail shoe merchants of 40 years ago, would seem as 
child’s play, when compared with the vexatious prob- 
lems with which the various branches of the industry 
are wrestling today. 


\ S a boy grows his range of activities widen and 


Tanning and shoe making are not new industries. 
The conversion of raw hides into leather by some pro- 
cess or other, is about as old as history, and shoe-mak- 
ing and shoe-selling, or bartering, dates back to about 
the same age. 

The greatest development, however, in tanning, shoe 
manufacturing and in merchandising methods, has 
come within comparatively few years. 

The shoe merchant of 40 years ago had very few 
leathers to consider, and colors were a worriment of 
which he never even dreamed. Calfskins, kips and split 
leathers, were bark tanned and finished on the flesh 
side. 

Goatskins and sheepskins were also bark-tanned, but 
finished on the hair, or grain side. 
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Serges and mohair in fabrics, about completed the 
list of materials comprising the stock of the average 
retail store. 

Lasts were few and shapes did not change rapidly. 
Men, as a rule, wore leg boots all the year-round, but 
some of the more fastidious, bought low shoes—South- 
ern buckle or Southern ties for Summer. It was not an 
uncommon sight to see a man wearing linen trousers 
and boots, but it was no more inconsistent than satin 
pumps and fur coats. The rural gentleman had to have a 
pair of “coarse’’ boots for every-day wear, and a pair 
of “fine boots” for Sunday. Right here, is where the re- 
tail shoe merchant encountered one of his big problems. 

The shoe merchant was in-direct competition with 
the hand shoemaker. 

Leg boots were hard to fit. It was often a difficult task 
to get a boot with room enough in the toe, and narrow 
enough through the instep and throat. 

Fortunately for the retail merchants, leg boots were 
passing out of fashion, and shoes were becoming popu- 
lar. Then the merchant began to gain a distinct ad- 
vantage over the custom shoemaker. 

Machinery in factories came to his aid, and he was 
soon able to outstrip his rival. 


Desire for Pretty Shoes 


The maiden and matron of 40 years ago, loved beau- 
tiful clothes and pretty shoes, even as their children and 
grandchildren do today, but their ideas of beauty and 
elegance in footwear were different. With long, wide, 
sweeping skirts, footwear was given less consideration 
than other garments, and consequently such a wide 
and extensive variety of materials shapes widths. pat- 
terns and colors, were not necessary. But, even at that, 
the shoe merchant had his problems and his worries. 
He had opera toes, and common-sense toes; he had 
front laces and side laces; heels had begun to be a factor 
that had to be considered. ‘““Concave”’ heels, the fore- 
runners of the Louis XV type, were beginning to gain 
considerable prominence. The successful salesman was 
he, who could make the foot of the woman shopper look 
two or three sizes shorter than it really was. Not infre- 
quntly were women’s shoes lasted with the upper 
longer than the sole, so that the toes of the wearer ex- 
tended out beyond the sole. The concave heel set well 
under the shoe, added to this effect. 


“What Size do You Wear?” 


The shoe salesman of that day was at a distinct disad- 
vantage, because the modesty of a woman who would try on 
a pair of shoes in a store, was ofien seriously questioned. 
Instead of taking off her shoes, measuring her feet, and 
fitting her, he could only say, ‘‘What size do you wear?” 
hand her the size asked for, and trust to the good Lord that 
she had told the truth. 

It was all right for the man to try on his boots. That 
was necessary, but the woman who would sit down in a 

hoe store and raise her skirts high enough to have a 
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pair of 64-inch shoes laced up was—well, she was a 
“flapper,” though the name had not been created. 

It is not so many years ago that the advertising of 
good stores usually carried the caption, “Do not ask 
for your size. Ask to be fitted.” 


A Glimpse at the Old-Time Stores 


With few leathers, few lasts and few patterns, the 
attention of merchants was not so much directed to 
“The Shoe Store Beautiful’ as it is today. 

Men’s and boys’ heavy boots came packed, 12 pairs 
assorted sizes to the case. These cases were usually kept 
under the shelving. Sometimes rollers were used under 
them; to facilitate pulling them out and pushing them 
back. In larger stores, racks were built deep enough to 
accommodate the cases lengthwise. 

Heavy shoes came 12 pairs in a paper or wooden box, 
the shoes being tied together with a string, either end 
of which was fastened through an awl’s hole, in the 
counter. 

Often these shoes were dumped into a drawer or bin, 
and the difficulty in straightening out this tangled mess, 
can readily be imagined. 

Single pair cartons were just beginning to make their 
advent and many lines of both men’s and women’s 
shoes still arrived in the merchant’s store, packed 12 
pairs in a box. Since these boxes were usually light and 
flimsy, heavy substantial stock boxes of paper were 
used. These usually were green and one shoe was left 
hanging to the outside to indicate what the box con- 
tained. 

An upholstered couch of living-room type, a settee or 
bench, or something similar, usually constituted the 
seating. 


Show Windows Lit by Gas and Oil 


The merchant of 40 years ago did not lavish time and 
expense on his show windows as do the merchants of 
today. A large brass fixture, with arms curved in many 
fanciful shapes terminating-in a holder for the shoes 
was quite the thing. As electric lighting supplanted gas 
and oil, show windows and interiors of stores became 
more brilliantly iJluminated and the appearance of 
stores necessarily came in for more attention and 
beautification. 


Improvements in Tanning 


The most noted strides in footwear production, in 
quantity, quality and artistic appearance, have been 
made possible through the progress made by the tann- 
ing industry, and the perfection of shoe-making and 
finishing machinery. 

It is a high compliment to the various branches of the 
industry that footwear, one of the most difficult articles 
of apparel to make and by far the most difficult to fit, 
has not only kept stride with the development of other 
garments, but has actually set the pace. 

Less than half a century ago, the well-dressed man 
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and woman found it necessary to depend upon a custom 
maker to supply their footwear needs, but today only 
certain types of cripples and a few of the ultra-fash- 
ionable, patronize the custom shop, and even in these 
shops, styles to a great extent are determined by what 
manufacturers and retail merchants are showing. 


Retail Merchants have kept Pace 


It is obvious that improvement in leather making and 
shoe-making has necessarily meant an expenson in 
both the obligations and the opportunities of retail mer- 
chants. Shoe merchants have accepted the obligations. 
By a process of evolution, they have, step by step, im- 
proved the appearance of their stores, the old bush-like 
window display fixture, has been replaced by artistic 
stands of wood, in period design, glass and metal, by 
Plateaus and tables of harmonizing, appearance. 

Beautifully arranged backgrounds have replaced the 
multi-colored cheesecloth that formerly hung in the 
back of the show windows. 

Elegant draperies of silk and velour add color and 
attractiveness to the displays. Valances add to the gen- 
eral attractiveness of the window, and conceal from 
view the modern system of lighting that has replaced 
the old oil lamps and gas light chandeliers. 

The interior of stores has been transferred into veri- 
table places of art and provide homelike comforts for 
the shopper. Some of the newer and more modern stores 
or shops really have more the appearance of luxuriously- 
furnished drawing rooms than a store. Ease of body and 
ease of mind are the two big problems the alert mer- 
chant endeavors to solve in modern store equipment. 
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Harmony of colors in pleasing tones and shades, put 
the customer in a more receptive state of mind, as well 
as chairs, in which the prospective customer can repose 
comfortably ; and fitting stools that allow the feet and 
legs of the customer to rest in a comfortable, natural 
position. 

Flowers and in some instances, canary birds are in- 
troduced, in order to add charm to the store and pro- 
mote mental rest for the customer. 


Intelligent Service in Shoe Fitting 


With the improvement in shoe-making, the multi- 
plicity of lasts and styles has come the obligations of 
more intelligent shoe-fitting and shoe selling. 

No longer does the progressive retail shoe salesman 
say “what size do you wear?” ““What price do you want 
to pay?” “What kind of a shoe do you want?” 

Instead, he measures the foot, examines it for pecul- 
iarities, and various ailments—weak arches, meatarsal 
troubles, bunions, etc_—and determines the size needed. 

Through his knowledge of human feet he knows the 
shape and contour of the last best adapted to that 
particular foot. 

Through his knowledge of human nature (and 
if he expects long to succeed as a salesman, he 
must be a competent student of human nature) 
he knows instinctively about the class or grade of 
merchandise the customer will want or should 
buy. 

He ascertains the purpose the shoe is expected 
to serve, the occasions when it is to be worn; with 
his thorough knowledge of garment styles and 
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shoe styles, he is in a position to advise the custo- 
mer correctly, and not only sell shoes, plus serv- 
ice, but to almost do both the selling and the 
buying in that given transaction. 


Grasping Opportunities 


The makers and distributors of wearing apparel are 
rapidly realizing that style, that illusive and indefina- 
ble term, depends upon the customs of the people to be 
served and costumes most appropriate for the customs. 

The shoe industry has not lagged behind in this 
movement. Whenever the customs of people have 
created a need for footwear of a certain type or of 
a particular construction, that need has been 
met. 

With the passing of the ox cart and improvement in 
roads and means of travel, the old leg boot passed out, 
and modern footwear types have taken its place. 


When it became necessary to equip an army of four | 


million men with footwear, the industry arose to the 
occasion and produced the best army shoes the world 
has ever seen. 

We are learning that footwear is a part of the cos- 
tume, and in a general way must follow -the lines and 
harmonize in color and style with the other garments. 

Thus has the retail part of the shoe industry em- 
braced the opportunities afforded it to better serve the 
public and advance to a more intelligent and higher 
ethical plane. 


The New Co-operative Competition 


In the latter-day battle for business, competition has 
taken on a new meaning. The modern progressive mer- 
chant is not a cut-throat price cutter. Competition 
exists; it is fierce, and never was more acute; but it is 
not based on price alone. Price is and always will be a 
factor in getting business, but store attractiveness, 
comfort, store service, all these, and more, enter into 
modern means and methods of gaining and holding the 
esteem, confidence and good will of the public. 


Knowing vs. Guessing 


Along with the advance in styles and sales methods 
has come the necessity for the merchant to know more 
about his business. He cannot ask any price he sees fit 
and get it—his business neighbor sees to that. He can- 
not hold shoes on shelves indefinitely and sell them at a 
profit—the public sees to that. He cannot pay his bills 
just as he chooses—the manufacturers, his bankers and 
his landlord see to that. 

To succeed—to know the percentage of mark-up he 
must have, to know the rate of stock turnover he must 
maintain, to know how money is coming in and how it 
must be paid out—an accurate record of various trans- 
actions are imperative. 


Engineering Methods Prevail 


The modern merchant has stock in his shelves—in 
re-erve, and in transit. It is not possible for him to know 
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by looking at his shelves just which numbers are mov- 
ing rapidly and which ones are sticking. 

Just as the civil engineer, confronted with the prob- 
lem of laying out and estimating the cost of a roadway 
over a rough and rocky country, goes over the ground, 
takes his measurements, runs his levels and then, from 
maps, blueprints and charts, figures the cuts and fills 
and estimates the cost of materials and labor, so must 
the modern merchant, from charts and records in his 
office, calculate the future course of his buying, his sell- 
ing, and his general merchandising methods. 

For the merchant of 40 years ago a few hooks, a few 
spindles, a day book and a ledger would suffice, but he 
was not confronted with the multitude of lasts, the wide 
variety of widths and the almost unending and rapidly- 
changing styles with which the merchant of today has 
to struggle. 


Science Not a Scare Head 


The safety and prosperity of all mercantile business 
lie in more thorough and scientific treatment of the 
problems of production and distribution. 

Until within recent years, business has shied off from 
the word science as being an academic term, applicable 
only in colleges and universities. 

In its simple analysis, science means “knowing” and 

the business man of the future who does not know his 
business is not acquainted with his costs of doing busi- 
ness, and his volume of sales will have little chance to 
succeed. 
Profits must be made through the elimination of 
waste and careful attention to frequent stock 
turnovers. To accomplish this the merchant must 
be in position to know when to buy and when to 
sell, how much he is entitled to purchase for a 
given department, and the styles and grades he 
should buy. 


Records Will Not Serve the Place of Brains 


No systems of records, no matter how well planned 
and kept, will take the place of brains in business man- 
agement. Records are not supposed to do this. Blue- 
prints and charts would not build the road for the civil 
engineer, but they are the best guide and monitors to 
keep him from going astray. They enable him to do his 
work on the basis of knowledge, rather than by guess- 
ing. 


Shoe Retailing a Man’s Job 


Radical changes have come about, both in manufac- 
turing and retail store methods, within the past two 
years. Whether or not present methods of hand-to- 
mouth buying will long continue depends entirely 
upon the trend of business and the trend of styles of the 
future. One thing, however, is pretty certain. So long 
as the present conditions of feverishness, nervousness 
and unrest, prevail in the minds of people generally, the 
world over, there can be no stabilization of styles, and 
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so long as styles remain fickle and unstable, a success- 
ful retail merchant must play his cards close to his 
vest. 

There is really nothing to fear in the future and there 
is every chance of success ahead of the alert, wide-awake 
merchant, the man who studies the game, who visual- 
izes styles as depending upon the customs and costumes 
of the people whom he sells, who concentrates his efforts 
on service to a class of people whose income is within a 
given range, who is satisfied to let the other fellow do 
part of the business and who is willing to sell his mer- 
chandise and service at prices which will seem fair, 
equitable and reasonable to the clientele whose patron- 
age he seeks. 

Time has demonstrated that no man can live unto 
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himself alone. The Golden Rule is receiving a new in- 
terpretation. The successful man in business is realizing 
that he cannot expect people to do something for him 
unless he in turn is willing to do something for them. 
The modern business man has come to look upon this 
old rule as the rule to make gold, and gold means money. 
Rotary Clubs, Kiwanis Clubs and similar organiza- 
tions are bringing home to men in business the signifi- 
cant fact that no individual can long prosper unless the 
community as a whole prospers in like proportion, and 
so the successful merchant of the future will be the 
man who is willing to share his prosperity with his em- 
ployees and with the community, and in return receive 
a just proportion of the prosperity which comes to the 
community in which he is located. 





Style Has Revolutionized Leather Making 


Greater Progress in Scientific Tanning will Come 
Through Electricity 


new leather in the New York market the other 

day. A shoe buyer, who saw it, requested the 
tanner to have made for him 1000 pairs of shoes of 
' the new leather. 

The instance, a most uncommon one, illustrates one 
step in the evolution of the leather industry. The tan- 
ner used to make hides into leather. Now, he makes 
leather to please shoe merchants. 

Merchandising of leather is fast increasing in impor- 
tance. Not that manufacturing is neglected, but the 
tanner who makes leather with no regard for the de- 
sires of shoe merchants is apt to keep his leather. Study 
of style, particularly of color value, has become an im- 
portant daily lesson for the tanner. 

Not that the tanner, who showed the new leather in 
New York is going into the shoe business. Simply the 
shoe merchant was so eager to get shoes of the new 
leather that he gave the order to the tanner. Which 
shows that shoe merchants are glad to encourage tan- 
ners in the making of new and better leathers, because 
leathers contribute to the art of footwear. 


A TANNER showed a sample of a distinctively 


Tanning Progress in Forty Years 


Forty years ago, leather was commonly tanned by 
long-time bark processes, and most of it was made in 
small shops employing seven or eight men, who worked 
by hand. Between 1886 and 1890 the chrome process of 
tanning upper leather came into use, and then began 
scientific tanning, which some call chemical tanning. 
Chemical control of tanning has become one of the most 
important elements of the leather industry. It is mak- 
ing tanning more of an exact science. 

Most everybody is familiar with the story of the in- 
vention and first use of the chrome tanning process, 
and, also, with the common claim that chrome leather 


is the best upper leather ever made. But the “fat 
liquoring”’ or oiling processes have much to do with the 
improved qualities of the leather, especially the wear. 
The process of sulphonating oils, a comparatively re- 
cent discovery, has made it possible for tanners to mix 
oils with water, and to put into the leather exactly the 
right amount of oils to lubricate its fibres and at the 
same time to give it a silky finish. Leather, without oils 
would be of no more use to the shoe man than an auto- 
mobile engine without oil. 

Bark and vegetable-tanning processes are commonly 
used in the making of sole leather. Many of the tanning 
agents are imported. The destruction of American for- 
ests by lumbermen reduces the future supply of bark 
and tanning agents. Some sole leather is made by the 
chrome process. But the use of chrome soles is limited. 


Progress of Machinery in Forty Years 


Contemporaneovs with the development of chemical 
processes was the development of the machinery pro- 
cesses. Now, practically every process in the making of 
leather is done by machinery. The old-time tannery 
worker, who labored by hand, is passing. Even hides 
are carried about beam houses by machine conveyors. 

As chemical and mechanical processes were developed, 
tanneries were built on a larger scale. Today, one of the 
country’s biggest tanneries stretches its buildings for 
more than a mile over the landscape. The business of a 
moderate-size tannery will exceed $1,000,000 a year, 
and the business of a big leather firm will run up to 
$20,000,000 and $30,000,000, and more dollars an- 
nually. Yet so competitive are our industries that a 
tanner making even as few as 50 dozen skins a day can 
prosper, providing his leather is of good quality. 

Electricity is now aiding the leather industry. Elec- 
tricity is commonly used for heating the irons which 


April 15, 1922 














April 15, 1992 





-~ 








BOOT AND 


SHOE RECORDER 


‘75 


DETAILED COST OF MAN’S RUSSIA CALF BAL 
(The Actua’ Factory Sheet) 


Dec. 
1918 
$2.19 


Item July 
1914 
$0.93 
0525 
.055 


045 


Upper stock (3 feet) 
Duck lining No. 25 
Sheep lea. trimmings 
Hooks and eyelets 


095 
045 


Bottom stock—outsole, welt, in- 
sole, heel, box, counter, figuring 
No. 1 heavy Union Back 

Cutting upper, soles and heels, 
fitting, bottoming, finishing, 

.975 

.065 

.055 


treeing, ia — 
Carton. box. . eo 
Royalties. . 


Factory and pee reyes tr labor 
expense. . 


Findings, laces, tongues. . , 1275 25 
Administrative and selling. expense 455 


Discount and interest 115 


1875 


1.4025 


2125 


July Dec. March 
1919 1920 1921 

$4.50 $1.80 $1.50 
21 12 .09 
16 115 .092 


045 05 05 


1.8125 


1.12 
.065 
055 
24 


.2675 .26 .20 
.6275 09 


2475 23 21 





$3.30 


$6.0475 


$9.3525 $6.2575 $5.654 


Actual costs, without additional charges for taxes and pro its 





are used for finishing leather. Even embossing plates, 
which press the fancy grain on leathers, like the alliga- 
tor grain on leather of slippers, are heated by electricity. 
Also, motors are attached to leather-working machines 
and are driven by electricity. 

Engineers are now attacking the problem of 
electrical tanning. Already, it has been demon- 
strated that, by discharging electrical currents 
into vegetable tanning mixtures, the mixtures can 
be made to tan sole leather in six days and upper 
leather in one day. It used to take from three to 
six months to tan sole leather, and several days to 
chrome tan upper leather. 

If these electrical processes are developed on a 
commercial scale, there will be a revolution in the 
leather industry that will exceed, in results, the 
revolution that was caused by the development of 
chrome tanning, and many think that the great- 
est revolution in the history of the leather indus- 
try. 

The Stimulus of Colors 


Merchandising leather has become very important 
as new processes of making leather have been devel- 
oped, and the shoe markets have demanded a greater 
variety as well as a greater supply of leather. 

Up to about 1900, most all upper leather was black 
n color. Now, there are some tanneries that do not 


make a black skin. Often, the color sells the leather, and 
the leather sells the shoe. Colors must be of the mode, 
that is, just what fashion approves and buyers de- 
mand. 

Study of color value will be one of the biggest les- 
sons for tanners the next few years. If brown shades 
too much to the orange, when a shade to the mahogany 
is desired, that orange brown cannot be sold at a profit 
any more than can beaver. bonnets. 

Patent leather, a fashion of the hour, has come into 
popularity within the past 20 years. White leather has 
come into common use during the same period. The 
same is true of brown, gray and other colors. And the 
chemists have other secrets to unlock from nature’s 
wealth of colors. 


Varied Needs of Shee Men for Leathers 


Shoe manufacturers cut up upper leather at the rate 
of nearly 3,000,000 feet daily. They will soon require a 
billion feet annually. Where all the hides and skins will 
come from is a problem, for domestic supplies are slowly 
but surely, decreasing. There are but 40 head of cattle 
per 100 people in this country today, where there were 
60 head, 20 years ago, and, doubtless over 100 head per 
100 people, 40 years ago. Hide and skin buyers are 
scouring the markets of the world for additional sup- 
plies of hides and skins. Plainly, what supplies there are, 
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must be used to best advantage, for people require more 
shoes than ever. 

A small shoe firm may cut up as little as 300 feet of 
upper leather daily, and use but 100 pairs of cut soles, 
and corresponding quantities of other bottom stock 
A big firm may cut up more than 300,000 feet of upper 
leather daily, and use more than 100,000 pairs of cut 
soles, and a corresponding quantity of bottom stock. 

To meet the requirements of the 1300 shoe man- 
ufacturers of the country, no two of whom make 
shoes exactly alike, has compelled tanners to de- 
velop to a high standard their merchandising 
methods, and to employ men of superior techin- 
cal knowledge of the shoe and leather trade, as 
well as an ability, native or required, to sell 
leather. 


Nearly a Billion-Dollar industry 


There are now about 700 leather manufacturing es- 
tablishments in the country, and they produce nearly 
a billion dollars’ worth of leather annually, counting 
belting, bags and valise, fancy, and a score and more, 
different kinds of leather, as well as shoe leather. 

However, figures mean but little, except as a measure 
of progress. It is methods that count most. The com- 
mon story is that American tanners make the best 


leather, both sole and upper, which boast perhaps a 
useless one, has its exceptions. However, it is true that 
American tanners are producing excellent leather, that 
meets the requirement of shoe manufacturers, as well as 
the shoe-wearing public. Some of the tough, old-time 
leather, whose merits are still boasted after 40 years, 
might be useless these days, because they do not fit into 
modern methods. As has already been remarked, an 
upper leather that is “off color” would not be wanted 
today, because no shoe merchant would buy shoes made 
of it. And hard-sole leathers, tanned too hard, would not 
be wanted, because it might break too many needles 
and threads in shoe factories, and channels could not 
be cut and turned and cemented again; nor could bot- 
toms be given their present handsome finish. 


Co-operation, the Key to Progress 


It is the “‘workability’’ of the leather that 
counts, or the facility with which the leather is 
made into shoes in factories, and the leather in 
shoes is sold in retail stores. To secure this ““work- 
ability’, tanners co-operate with shoe manufac- 
turers, and with shoe merchants, too, and this 
co-operation is one of the secrets of the achieve- 
ments of the American industry, as well as a 
means to its progress during the next 40 years. 





What Electricity Has Done 


And Will Do for the Shoe Industry—Have You Utilized 
the Radio-Phone in Your Business? 


in 40 years, and much is hoped from it in the 
next 40 years. 

Electricity has turned night into day in the retail 
store. 

Electricity has made the show windows work until 
the last person has left the shopping district. 

Electricity has made it possible for the retail store to 
sell colors after dark, as well as by daylight. 

Electricity has made the bargain basement possible, 
for the electric light illuminates the basement, and the 
electric fan ventilates it. 

Electricity has provided the telephone, the tele- 
graph, the burglar alarm, and also, X-ray shoe fitting. 

Electricity has made it possible to establish the mod- 
ern repair shop on the busy corner. 

Electricity has brought ‘““The Great White Way,” a 
tremendous stimulus to styles; also, the illuminated 
sign. 

Electricity may enable the merchant to sell 
shoes by radio-phone. But, perish the thought in 
its infancy, it may give the customer a chance to 
talk back to the store, and grumble, when his feet 
are tired at night. 


| et pon has stimulated shoes and leather 


Electricity has multiplied the improved production 
of both shoes and. leather. 

Electricity is encouraging the raising of high-bred 
dairy cattle, whose hides are valuable, because electricity 
is milking cows, and doing a lot of the work of the farms. 

Electricity is taking off hides, better than every they 
were taken off before. 

Electricity may be discharged into tanning liquors 
to improve, and to quicken the tannages. 

Electricity drives machinery in tanneries and shoe 
factories and saves an immense amount of labor. 

Electricity irons skins to remove wrinkles and 
smooth, and improve the grain. 

Electricity presses the stitched seats of shoes, and 
refines the lines of shoes. 

Electricity trees shoes, and improves the finish. 

Electricity heats the irons, which are used for making 
fine edges on heels and soles. 

Electricity heats the wax pots, so that wax will 
spread smoothly and thoroughly over threads. That 
makes stitches stronger. 

And the next 40 years will bring more wonders from 
electricity, to advance the shoe trade, and to benefit 
the wearers of shoes, 


April 15, 192? 











ip 


sellin 
All 
Po 
rust « 
Ru 
paver 
Th 
of the 
Sta 
She 
at lea 
All 
mon | 
Tel 
Me 
Col 
up for 
Ele 


Sho 


en pe 
icturi 














'pril 15, 1922 


BOOT AND SHOE RECORDER 


Master Achievements of Forty Years 


Such Progress Has Been Made That the Future 
Holds Even Greater Promise 


By FRED A. GANNON 


RTISTIC merchandising, or the blending of art 
and sales methods. 
The science of advertising shoes. 

The common use of the size stick, to “get more shoes 
fitted right.” 

Cash registers. 

Modern repair shops, that “make old shoes new.” 

Concrete sidewalks, that make shoes wear out fast. 

Automobiles, that bring customers to the store door. 

Goodyear welt shoes. 

Flappers’ fashions, that bring frowns from reformers. 

Short skirts, that add years to women’s life, and in- 
cidentally, reveal the grace and beauty of the foot. 

X-Ray shoe fitting. 

Bootblack parlors on every corner. 

Stockings, sold with shoes in every first-class store. 

Courteous salesmanship. 

Arch supporters for correcting troubles caused by 
improper shoes, or that are due to the feet being weak. 

Big city stores. 

Yes, more shoes are now sold in city stores than in 
farming towns. 

Laces that won't break nor lose their tips,—a bless- 
ing to the busy business man. 

Trade associations, which bind all shoe men into the 
common task of promoting the trade. 

Selling costs figured at from 35 to 40 per cent of the 
selling price. 

All glass store fronts. 

Policies of quick turns of stocks, so that shoes won't 
rust on the shelves. 

Rubber heels, that provide the jarless tread, on the 
paved trails of cities. 

The hygiene of feet and footwear becomes a branch 
of the trade. 

Stock departments—ship shoes by parcel post. 

Shorter hours for clerks, and stores closed Saturdays, 
at least in the afternoon. 

All glass show cases and fine fixtures come into com- 
mon use for the display of shoes. 

Telephones. 

Merchants learn toplay the “style all the while” game. 

Color value and control of colors of shoes are taken 
up for serious study. 

Electric lights. 


A Change of Vision 


Shoe trade turns from 90 per cent merchandising and 
en per cent merchandising toward 60 per cent manu- 
icturing and 40 per cent merchandising. 


Retailers-carry the run of lengths from No. 1 to 
No. 13, and widths from AAAAA to EEE. 

Flexible shoes become popular. 

Clerks learn to sell more than one customer at a time. 

Stenographers, with typewriters, write letters for 
shoe men, who used to write by hand. 





FORTY YEARS AGO THE COBBLER WAS KING 


Inventive genius has raised the craft from the hours and profit 
standards of the cobbler to the real service of a merchant 


Patterns from Paris appear. 

The perpetual inventory system enables merchants 
to keep their stocks accurately. 

Flapping golashes, and flappers’ fancy 
keep the style makers busy. 

Handsome stores. : 

Manufacturers succeed in making welts in three weeks 
and McKays in twoweeks, the swiftest shoemaking ever. 

Shoe wearers exceed 100,000,000. Shoe stores exceed 
50,000. Shoe production exceeds 300,000,000 pairs. 
Total business of shoe merchants exceeds One Billion. 

All these things have been achieved in the past 40 
years, and the chariot of progress keeps rolling on. 


footwear 
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Perfection in Fitting Shoes 


Last Making in Forty Years Has Progressed, but Perfection 
in Fitting Is Still to Be Solved 


? ASTS have changed a lot in 40 years. But feet 
haven’t changed much. And the fitting of 
shoes has been greatly improved.’ So says 

“Tom” Gardiner of T. W. Gardiner Company, Lynn, 

who has been making lasts for 40 years and more. He 

was 76 the other day, by the way. 

“Customs change,”’ he continued, “and that is why 
lasts have changed, and will continue to change. When 
I was a youngster, most everybody walked. And we 
lads went barefooted, and had a real nature’s tread. 
Shoes were still made by custom cordwainers, who used 
medium, slim and wide lasts, and tacked on bits of 
leather here and there, to get an extra measurement. 
Even were there ‘straight’ last shoes, which were nei- 
ther rights and lefts, but were worn until they were 
broken in to be rights and lefts. 

“But, as I look at the last industry, it seems to me 
more of an art than a matter of mechanics. Volume 
production, the aim of most manufacturing industries, 
is a minor object in last making. A shop might make 
100,000 pairs of lasts in a day, and offer them for a dime 
a pair, but nobody would want them, unless they fit, 
and were stylish. On the other hand, a shoe man will 
pay any price within reason for one good last. 

“We last makers are often called style makers. Truth 
there is in it. We must change the lines of our lasts ac- 
cording to the dictates of fashion. For instance, of late 
we have had to make many low-heel lasts, because 
fashion favored low-heel shoes. And we change the 
shape of the toes occasionally, to please the followers of 
fashion. 

“But our main purpose is to make lasts that fit. We 
have been at it 40 years and more, and I think we have 


succeeded well. We have established standard measure- 
ments. Also, we have some special lasts, now so long in 
use that they are practically standard. But, as a general 
rule, standard measurements fit most feet, and any de- 
parture from standard measurements ‘leads to shoes 
that do not fit right. 


Feet Are Standard—Then and Now 


“Feet strike a general average, and have done so for 
40 years and more. Round up 100 people, in any city 
from the Atlantic to the Pacific, and measure their feet, 
and the measurements will be about the same, age for 
age and occupation for occupation. Some argue that 


feet have grown larger, or smaller, during 40 years. But — 


it takes centuries to make any noticeable change in the 
measurements and shapes of human feet. 

“People have increased their wealth, and their activ- 
ities, and so require a greater variety of shoes, as, for 
instance, a high heel shoe for dancing, a medium heel 
shoe for walking, and a low heel shoe for golf or tennis. 
One person likes a round toe, another a broad toe, and a 
third a slim toe. We have to shape our lasts in much 
variety to please these varying tastes. If we tried to 
make all lasts alike in style, the shoe business would fall 
flatter than a pancake. 

“As for the next 40 years, I will predict that there 
will be a further improvement in shoe fitting. Shoe fit- 
ters, both clerks in stores and model-makers in last 
factories, will continue to study feet, and will find new 
variations in their measurements, and new truths about 
the fitting of shoes to feet, and through gaining this new 
knowledge, they will approach more and more toward 
perfection in the fitting of footwear.”’ 
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The progress of style in footwear is graphically shown over a period of forty years— when shoes were concealed there was but 
little need for style. Do you remember the “‘ Recorder’s’’ campaign, “‘Keep ’em short?”’—ten million dollars’ increase 
in shoe purchases for every inch of shortened skirt was made a reality five and siz 
years ago. Style is increasingly a factor in shoe merchandising 


Looking Toward Fall Styles 


Can Boots Come Back, and Will the Russian 
Type Be an Influence ? 


expressed that something may occur to split the 
year into seasons with a more or less definite 
dividing line between. 

Many manufacturers are of the opinion that if we 
could sell low-cuts for Spring and Summer, and high 
shoes or boots of some sort or other for Fall and Winter, 
that merchandising would be easier and more pairs 
would be sold. 

All over the country retail merchants are voicing the 
same opinion. It may be that this sentiment is stronger 
with the merchants who have a lot of women’s boots on 
the shelves; but one prominent Chicago retail house, 
which does not own a pair of women’s lace boots, is of 
the opinion that it is best to let well-enough alone, that 
it is better to stick to low-cuts as long as women want 
them and keep introducing new patterns to keep up 
buying interest. 

Yearning for Boots 


“There was a time when high shoes comprised 85 per 
cent of all sales in women’s shoes,” says this Chicago 
merchant, “but at that time skirts were long and wide, 
women wore long hair and beauty parlors were far less 
common than they are now. Variety of activities was 
less and styles were far less transitory. 

“When we sold boots all the year round, merchants 
were trying to find some way to break up that continu- 
ous grind. We had our troubles then, just as we have 
now 


“It reminds me of the old story of the Children of 


| en the industry there is the hope 


Israel, who for generations smarted under the Egyp- 
tian yoke and then on their way to the promised land, 
yearned for the flesh pots of Egypt, forgetting all the 
hardships they endured in making brick without straw; 
remembering only that they had fat meat to eat. 

“To be successful we must learn to capitalize condi- 
tions as they exist now, analyze the situation and play 
to the wants and whims of the public.” 


Are Russian or Cossack Boots the Answer? 


Russian or Cossack boots in various combinations of 
leather have created considerable flurry in almost every 
big city, as well as some of the smaller ones, during the 
late Winter months. 

Sales on this type of footwear have slowed up con- 
siderably, since the middle of March, and many stores 
have found it necessary to cut the price, in order to 
move them out. 

Naturally warmer weather has been a big factor in 
slowing up the sales on Russian boots. But will the de- 
mand revive again, when frost comes next Fall? This is 
the question that is puzzling the minds of both the 
buyers who have had them, and those who have not. 

It is the belief of both manufacturers who make high 
style footwear for women and merchants who specialize 
in these wares, that women, at least that portion of 
them who are always looking for the new and novel, 
will welcome something different from oxfords and 
straps, something that is distinctive in appearance and 
that will have at least a suggestion of seasonableness. 
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Maybe the Russian boot, with its wide collar with 
fancy underlays, and its capability of being worn either 
full height or “rolled down” is the answer. But the Rus- 
sian or Cossack boot has many objections, as a general 
article of footwear. 

In the first place, it is difficult to make. To fit prop- 
erly, it must be crimped, and the crimping process is 





Watch for an early Fall Showing of Russian Boots 


tedious and expensive. It “gums up the’ works,” un- 
balances factory operations and slows up production, 
which necessarily makes it expensive—too expensive, 
in fact, to allow it to become generally used. Possibly, 
however, this is a point in its favor, but the danger 
comes in some manufacturers attempting to make boots 
of this character, who are not properly equipped, and 
consequently, a lot of ill-fitting, worthless plunder may 
result. 


New Patterns Sure to Result 


Factories in every style center of the country are 
working on new patterns of Russian boots and various 
modifications of the leg-boot idea. 

A few seasons ago, right in the midst of long vamp 
and pointed toe season, the short vamp, broad toe, 
French last, Theo tie appeared on the scene. 

This particular style of itself did not get very far, 
but it did have a tremendous influence on future lasts 
and patterns. 

When the history of the Russian or Cossack boot rage 
in women’s footwear is written, probably a similar story 
will be told. 

The modifications of the original type will probably 
be a far greater factor in style influence than the original 
pattern itself. 

Some of the new patterns follow in a general way, the 
lines of the type that has proven popular during the 
past few months. 

Energy and effort in some factories are being concen- 
trated in producing a good fitting boot that can be sold 
at popular prices. 

In other factories energies are being bent on producing 
a new type of high boot that will more closely follow the 
lines of the ankle and leg. 

One of the chief objections to the Russian boot in its 
present form is, that being loose around the ankle and 
top, it has a tendency to make a fat ankle look fatter 
and a slim ankle look slimmer. 

The thought of the manufacturers who are working 
on modified patterns is, that if a boot ranging in height 
from seven inches to nine inches can be produced, that 
will have clean-cut, symmetrical lines, and at the same 
time be so constructed that it can be put on and taken 
off hurriedly, it will meet with feminine favor. 


Anyway, Don’t Keep the Old Ones 


t; When the future of the women’s boot business was 
up for discussion in the recent Texas Convention, one 
prominent merchant said that in his opinion the idea of 
keeping boots now on hand waiting for boot styles to 
come back, was like the story of the man who came 
home all liquored up and stood in the middle of the 
floor, waiting for the bed to come around again. 

If boots do come back, as a real-wanted fashion, it is 
a pretty safe bet the styles will be different from those 
now on the shelves. 


Rubber Factories Making New Models 


In several college towns in the Northwest, the fair 
co-eds have been buying rubber boots and wearing 
them “rolled down.” The craze has spread to cities and 
towns where there are no colleges and many rubber 
companies have cleaned up on women’s rubber boots. 

Pattern makers in rubber factories, have caught the 
inspiration and are working on new patterns in Russian 
boots in rubber footwear, with the fancy collar made 
with inlays of contrasting color. 
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OTHING is more difficult or more dangerous than business prognostication. At least, 
N such has been the case in the past few months, when professional optimism has warred 
with an equally professional pessimism, each combatant basing his contention on more or 

less meager and irrelevant scraps of information. 


The time has come, however, when we feel it safe to predict that from 
now on, with occasional recessions, there will be a steady, continuous and 
healthy increase in business generally, throughout the United States. 


The “Boot and Shoe Recorder” bases this opinion on facts, not hope, and, what is equally 
important, on its knowledge of human nature—for psychology has ever played a leading role in 
every broad commercial upswing. Look at the industries of the country, and you find them, one 
by one, emerging from the state of hibernation which many had feared had become chronic. Fac- 
tories are opening. Unemployment is decreasing. Prices are tending upwards. The consumer is 
buying. And the course of prices on the New York Stock Exchange, that unfailing barometer of 

he times, has been steadily upward for many weeks, in many instances reaching new high records. 


And then, if your heart still fails you, glance through some of the basic industry and com- 
\1odity statistics, which we have gathered here, so that “he who runs may read.” 


Turn the page! 
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“The Time Has Come, However, When 
We Feel It Safe to Predict That 
From Now On There Will 
Be a Steady, Healthy 


Business Increase” 
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Roughly speaking, Chicago cash wheat advanced 50 
cents a bushel from the lowest price to the recent peak. 
Applied to the entire wheat crop of 1921, this increase 
would add something like $400,000,000 to the purchas- 
ing power of the farmers of this country. Of course, only 
a small percentage of last year’s crop was in the hands 
of the farmer when the increase became manifest, but 
nevertheless, the fact that increased prices actually 
exist gives great encouragement to the farmer. The 
next question to be answered is whether these prices will 
hold, and we have the word of no less a person than 
John P. Wallace, co-publisher of Wallace’s Farmer, and 
brother of Henry C. Wallace, secretary of agriculture, 
that they will. “The rise, or at least most of it, will 
hold.” he is quoted as saying. 


HOSS 


1913 "pore 1922 
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“Most significant of recent changes,” says a state- 
ment issued by the American Farm Bureau, “has been 
the advance in the price of hogs, which averaged $8.02 
at Chicago, during the month of January, which is $1 
higher than trade expectancy. The top again reached 
$10.05 on February 8, and the average is nearly $9.50. 
If the market remains on this level, the rest of the hogs 
sold during the Winter will net a price for corn high 
enough to more than pay for the cost of producing the 
grain fed to them.” 
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Gilbert Gusler, writing in a recent issue of The 
Prairie Farmer, says: 

“The farmer again has a place in the sun. When most 
farm prices remained in the dumps in December and the 


mystical index numbers came out, showing that average 
prices on farm products during that month had lost all 
of the slight gains made since last June, the landscape 
became black and it looked like a mighty hard Winter. 
But early in January, farm prices began to take an up- 
ward trend. Some of them have already reached an 
altitude which seemed impossible three months ago. 
Evidently the turn of the year has meant the turn of the 
tide of deflation, so far as agriculture is concerned.” 


1922 


A PER TON 


1913 
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No less an authority than the National City Bank of 
New York, a conservative institution, declares that the 
steel industry has made a marked recovery. “The 
United States Steel Corporation,” it is declared, “‘is now 
operating at 70 per cent of capacity, and the independ- 
ent companies. in the aggregate, at probably 60 per 
cent. When it is considered that productive capacity 
has increased about 50 per cent since before the war, it 
will be seen that this is far from a state of stagnation.” 


There is evidence tending to show that the cotton 
acreage will show a substantial increase over last sea- 
son The price of cotton is high enough to encourage 
this increase. The world is going to need a larger crop 
next season for two reasons: first, because the last crop 
was very small; and, second, because the demand for 
cotton and goods made from cotton is steadily increas- 
ing. Another very encouraging feature of the cotton 
industry at this time is the fact that planting interests, 
as a whole, thanks to their better financial position, as a 
result of prices received for the current crop, are not so 
dependent on bankers and merchants as they have been 
for some time. Retail merchants in the cotton belt are 
buying more freely, and a general feeling of optimism is 
manifest. 
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BUILDING 


1913 





$5,529. 


In the first ten weeks of 1922 the value of contracts 
let for building and construction, including public 
works in the 25 states north of the Ohio River and east 
of the Missouri, as reported by the F. W. Dodge Com- 
pany, was $427,267.000, compared with $280,841,000 
for the corresponding period of 1921. March is re- 
garded as the crucial month by which the building out- 


look is to be judged. Contracts for the two weeks from. 


February 24 to March 10 for the indicated territory 
were $118,121,000, compared with $66,264,000 in 1921. 
Bradstreet’s report on building permits shows a total of 
$263,303,000 for January and February, compared 
with $133,516,000 for these months in 1921. Taking the 
country as a whole, building permits for the first three 
months of this year have been 40 per cent in excess of 
those granted in 1921. 
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While the volume of business in both raw and manu- 
factured wool is light just at the present time, a study of 
a curve plotted by the Boston Federal Reserve Bank, 
showing the fluctuations in marufacturing activity, 
tells an interesting story of a remarkable recovery. The 
numbers on the scale used to plot the map ran from 20 
to 120. In January, 1919, we find that manufacturing 
was at 55, and that, during the post-war boom of that 
year, it rose more than 100 per cent to 120 on the scale. 
Then deflation did its worst and from the high point 
which it reached in Jaruary, 1920, it dropped off, until 
it had reached 30 on the scale, even lower than it had 
been at the beginning of 1919. But, starting in Decem- 
ber of 1921, the curve shot upward with almost alarm- 
ing steepness, reaching a point midway between 100 
and 110, in the latter part of last year. Though there 
has since been a slight dropping off in the curve, it is 
generally believed that this is temporary, due mostly 
to labor difficulties and between-seasons influences. 


bi 


During the week ended April 8, more than 200,000 
packer hides were sold, mostly branded and native 
steers and cows. ‘““The branded cows,” says one market 
iuthority, “brought a half-cent advance. The country 
hide market is showing more animation.” The hide 
market today may be described as sensitive. Prices 
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react easily and quickly to any influence which may be 
introduced into the market. An increase in purchasing 
on the part of the consumer would very quickly be re- 
flected in an advance in hide and leather prices. Marked 
improvement in industrial conditions, even taking into 
consideration the textile and coal strikes, is expected to 
stimulate consumer buying in short time. 









SILK: 
1913 = 192 
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“Silk,” says a statement issued by the Federal Re- 
serve Bank of Boston, “was a luxury at $3.75 a pound 
before the war, but advanced to more than $16 under 
the stimulus. of higher wage levels and the increased 
purchasing power that followed the entry of women 
into industry, on a scale hitherto unknown. The price 
fell abruptly when the depression curtailed the demand 
for silk goods, and mill consumption averaged but 13,- 
000 bales per month during the last half of 1920. Dur- 
ing 1921, however, in spite of industrial stagnation, silk 
consumption more than doubled, and the January, 
1922, deliveries to American mills constituted a new 
high record.” Retail merchants throughout the country 
report an increasing demand for silk dress goods.. 
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Based on the be.ief that, with the next sugar crop 
disposed of, a reasonable degree of prosperity may be 
expected in Cuba, Cuban buyers are now in American 
markets placing orders for staple and style merchan- 
dise for island consumption. Their belief is shared by 
American producers of Cuban sugar, who maintain that 
all the sugar Cuba can produce this year will be needed 
here and abroad. In the face of the publication of this 
statement, sugar prices stiffened, and are now firm. 
The minimum estimate of Cuba’s crop is placed at 
4,000,000 tons, while the maximum total requirements 
of the United States and Europe are 4,700,000 tons. 
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Although the production of crude petroleum in the 
first quarter of 1922 was more than double that of the 
same period in 1921, nevertheless so great is the de- 
mand for one of its chief products, gasoline, that the 
Standard Oil Company of New York, on April 11, 
announced an increase of one cent per gallon in price. 
The Standard Oil Company of New Jersey announced 
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an increase of half that. Refiners believe that these in- 
creases were fully justified by the law of supply and 
demand. Leading competitors of the Standard interests 
also met the increase. There is a much-improved export 
demand for so-called cylinder oil, used in machinery. 
The general condition of the market has improved 
perceptibly. 


RUBBER 
1913° 1919 1922 
$.95 PER LB. $495 Per LB. 145 Per LB. 


Demand for crude rubber continues upward, with 
slight recessions from time to time, due largely to sea- 
sonal inactivity in various industries which consume it. 
Importation of rubber into the United States during 
March, according to a statement issued April 11 by the 
Rubber Association of America, amounted to 22,358 
tons, as compared with 14,416 tons in the same month 
of last year. For the three months ended March 31, 
total imports were 73,198 tons, or 35,964 tons in excess 
of those for the same period in 1921. The uplift in the 
automobile business, reflected in largely increased sales 
of pleasure cars, accounts in large measure for the in- 
crease in rubber imports, according to some authorities. 
But it is true, also, that there has been a general in- 
crease in demand for many other rubber products. Wit- 
ness, for one thing, the big increase in the number of 
shoes equipped with rubber heels in this country. 
COPPER i922 


=> 
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Following an extended period of inactivity, it seems 
probable that the copper industry will be re-animated 
by the opening of a number of mines now closed. Fair- 
sized orders recently have been placed-with producing 
and refining companies, despite the prediction, fre- 
quently voiced, that we must await a resumption of 
European and Asiastic demand before prosperity re- 
turns to this field of endeavor. While it is true that a 
resumption of foreign buying undoubtedly would be a 
big stimulus, it is also true that the domestic demand, 
just now coming into view around the corner, will help 
not a little to give employment to many thousands 
now out of work. 


John H. Wilson Elected President of 
Manufacturers’ Association 


St. Louis, April 6—At the regular meeting of the St. 
Louis Shoe Manufacturers’ and Wholesalers’ Associa- 
tion, held at the Statler Hotel, on Friday, March 31, 
John H. Wilson was elected president of that organiza- 
tion, to succeed Paul B. Jamison, who served a one- 
year term. Wilson was vice-president of the association 


last year, and has been a member of the organization 
since its inception. He is the advertising manager of 
McElroy-Sloan Shoe Company, a position he has 
held with that company for a number of years, having 
been previously connected with the Burrow-Jones and 
Dyer Shoe Company, also of this city. 

The principal work of the organization is to foster the 
group exhibit each year at the annual N.S. R. A. con- 
vention. Under the di- 
rection of the associa- 
tion, this phase of the 
work has developed to 
such an extent that 
the exhibition made 
each year by the St. 
Louis group, repre- 
senting the manufac- 
turers and wholesalers 
in St. Louis, has grown 
to be one of the big at- 
tractions at the con- 
vention. 

Propaganda _bene- 
ficial to this market, 
which has for its pur- 
pose the bringing of more market buyers to the city, is 
another of the many phases of the work carried on by 
the association. The other officers elected are C. S. 
Strayer, of Johansen Brothers Shoe Company, first 
vice-president; Alfred Meier, of the John Meier Shoe 
Company, second-vice-president, and Harry Meyer, of 
the Dittmann Shoe Company, secretary and treasurer. 
The members of the board of directors are J. T. Pedigo 
of Pedigo-Weber Shoe Company; A. G. White of 
Brown Shoe Company; Paul Jamison of Friedman- 
Shelby, and Wylie Creel of the Lund-Mauldin Com- 


pany. ‘ 
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Advertising manager of the McEtroy- 
Sloan ‘Shoe Co.. made head of big 
ssocialion 


West Coast Merchants To Meet at 
Pasadena 


Los Angeles, April 11—Arrangements are being com- 
pleted for the fourth annual convention of the Califor- 
nia Shoe Retailers’ Association, June 20, 21, 22—Tues- 
day, Wednesday and Thursday—in Pasadena. Mr. 
Adams, secretary of the Retail Dry Goods Association, 
and his seyeral committees are preparing to give a warm 
welcome and an interesting program to the hosts of 
shoe men who will attend from all parts of the country. 

The large and beautiful Hotel Maryland has been 
selected as the center of activities and the wonderful 
palm garden will house the booths. Incidentally, if the 
palm garden proves inadequate, there is another. large 
room right next to it, which may be requisitioned, and 
if this overflows, the main dining room will be utilized 
also. Reservations have been coming in right along for 
booths. Opportunity will be given those who have dis- 
play booths, if they care to, to have private sample 
rooms upstairs in the hotel, or elsewhere as they choose. 
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One Week Prior to Easter Showed 
a Remarkable Diversity of Styles; 
New Shoes Badly Needed by Many 


= OOT AND SHOE RECORDER” correspond- 
B ents in all parts of the country have com- 
pleted a remarkable survey. Posting them- 

selves at the intersection of the two main shopping 
streets of their respective cities, they made, on April 10, 
a close study, not only of the styles worn by people on 
the streets, but of the condition of the footwear itself. 
What they learned makes mighty interesting reading. 


Here it is: 
* * * * 


Sports Type Much in Evidence in Los 
Angeles 


Without doubt, the sports type of footwear is the 
biggest seller in Los Angeles today. A critical survey of 
the feet of passersby at the intersection of 7th and 
Broadway, in the early afternoon recently, revealed the 
following interesting facts, as tending to show the trend 
of footwear fashion in the Southwest. 

Out of every ten pedestrians of the feminine gender, 
eight wore shoes which fall under the designation of 
sports styles, combining features which have become 
generally worn for out-of-doors and athletic exercise, 


as compared to the drawing-room type. Of these eight 
pairs, probably half were a two-strap saddle pattern in 
two-tone combination. This pattern seems to enjoy 
universal popularity. The lighter shades of suede and 
buck and the various shades of brown were most in 
evidence. These shoes, almost without exception, car- 
ried the moderate walking heel, neither extremely low 
nor yet high. 


Smoked Leathers on the Wane 


The elk and smoked-horse rubber heel oxford with 
contrasting saddle, which has enjoyed such popularity 
here, has evidently waned perceptibly, as very few of 
these were seen on this corner. The one-strap appeared 
quite frequently, but principally on the low-heel flapper 
type, and usually in patent. 


Sandals Nezt in Favor 


Next to sports shoes, Milady seems to favor patent 
sandals. The deep cut instep is most noted, and the in- 
tricacies of straps have given way to the plainer, more 
distinctive models. A number of gray buck straps and 
sandals evidence the growing popularity of this color 
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On these shoes the high Louis or the Spanish heel pre- 
dominate. 

As regards men’s shoes on parade, the balance of 
favor seemed to be toward black and brown calf ox- 
fords, with perhaps the strongest.leaning toward the 
black. Very few sport oxfords were displayed; whether 
the cool weather had any effect or not, is a question. 
The plainer models, without any elaborate punchings 
or decorations, were the rule. 


* * * * 


Tan in the Morning, Says Detroit—Patent in 
the Afternoon 


Some surprising facts have been brought to light 
from an inspection made of the footwear worn by the 
people of Detroit. The inspection was made on April 8, 
when a number of different tabulations were compiled 
from “‘clocking’’ the shoes being worn by the public, 
passing certain points. 

Three different tabulations were made of women’s 
footwear, the results being as follows: 

Tabulation made corner Woodward Avenue and 
State Street, at 11 o’clock in the morning of the women 
shoppers passing this point, gave the following results 
in percentages: Tan oxfords, 30 per cent; black oxfords, 
15 per cent; patent oxfords, 5 per cent; sport oxfords, 
1 per cent; patent strap novelties, 16 per cent; patent 
and gray suede combination, 3 per cent; satin straps, 
5 per cent; black kid straps, 6 per cent; tan kid straps, 
6 per cent; miscellaneous, including high-cuts, 13 per 
cent. ; 

Oxfords 51 Per Cent 

This tabulation shows oxfords 51 per cent. strap 
novelties 41 per cent, and high-cuts 8 per cent, were 
worn at this particular point and time 

A tabulation of the better-dressed women at 3 P.M.., 
was made in front of the David Whitney Building, with 
the following findings: 

Patent leathers and combinations of patent with 
other leathers led, there being 52 per cent of these, with 
20 per cent tan straps and oxfords, and 10 per cent 
black oxfords and straps, 13 per cent satins, with the 
balance of miscellaneous styles and leathers. This tabu- 
lation was made without taking into account the high 
cuts worn, which were, of course, not many, considering 
the fact that only the shoes of the better-dressed women 
were clocked here. 


Lots of Louis Heels 


Patent leather novelties in strap effects were worn by 
36 per cent of the women, and these were found with 
the following heels: 53 per cent with Louis heels, in- 
cluding Baby and Junior Louis, Spanish and Cuban 
heels; 28 per cent military; 19 per cent block heels. 
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Strap novelties predominated, there being 81 per 
cent of these to 19 per cent oxfords. 

A tabulation of the “obviously new” footwear, was 
taken later in the afternoon at this point, with the fol- 
lowing results: 

Tan oxfords, 32 per cent; patent strap novelties, 23 
per cent; patent oxfords, 14 per cent; patent leather and 
gray suede combinations, 9 per cent; sports oxfords, 
9 per cent; black oxfords, 9 per cent; satin straps, 4 per 
cent. This tabulation comes the nearest to what is being 
sold in the stores at the present moment. The following 
tabulation is furnished of one week’s sales (one week 
previous to the clocking of the styles on the streets), by 
a store catering to a popular high-grade clientele. The 
sales were 25 per cent tan oxfords; 10 per cent black 
calf oxfords; 35 per cent black kid oxfords and pump 
novelties; 25 per cent pump strap novelties; brown kid 
oxfords and other styles, only 5 per cent. 

Taking the known conditions existing in shoe stores 
with that indicated from the footwear survey, the fol- 
lowing deductions were made: 

A survey of colors indicated that tans were being 
worn in excess of blacks, at one point the ratio was as 
56 tans to 44 blacks, Two surveys were made in the 
morning at the corner of Woodward Avenue and State 
Street, the one taking in all shoes worn by men, the 
other selecting only the better preserved footwear. In 
the former, it was found that high-cuts included 65 per 
cent and oxfords 35 per cent of the whole. The latter 
developed the following: 

High-cuts, 53 per cent, divided as follows: black 20 
per cent, and tan 33 per cent of the whole; oxfords, 47 
per cent, divided as follows: tan 38 per cent, patent 5 
per cent, and black calf, 4 per cent. A‘ survey made in 
the afternoon at the David Whitney Building, two 
blocks farther up-town, of the better-dressed men, 
developed the following figures: 

Oxfords claimed 61 per cent, while high-cuts showed 
only 39 per cent of actual shoes worn by well-dressed 
men. The detailed figures are as follows: 

Black calf oxfords, 27 per cent; tan calf oxfords, 27 
per cent; patent oxfords, 7 per cent; black high-cuts, 
20 per cent; tan high-cuts, 19 per cent. 


Some Shoes a Year Old 


These figures may Le compared with the following 
figures, supplied by a chain store, selling high-grade 
shoes. Actual sales are in the following proportions: tan 
oxfords, 75 per cent; black, 25 per cent. Other stores 
reported black and tan to be of equal proportions, with 
high and low cuts selling in the same way. These latter 
figures were corroborated at several stores, with a ten- 
dency toward black being strongly indicated. 

It is only fair to remember, in taking a survey of ac- 
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tual footwear being worn, that many are wearing foot- 
wear purchased months ago. The period of depression 
has influenced the sale of footwear. Men who ordinarily 
purchase shoes at least twice a year have been unable 
to buy their Spring shoes as yet, although business is 
beginning to open up, at the present writing. 

* * * * 


Louisville Says Men Have Not Bought for 
Spring 

Inspection made of shoes worn at corner of Walnut 
Street and Fourth Avenue, between hours of 11 A. M. 
and 1 P.M., on April 8. 

Women’s shoes: running strongly to tan oxfords and 
one and two-strap patent pumps, with sprinkling of 
patent oxfords; few sport models and combinations. 
Very few satins in pumps; gray scarce. General condi- 
tion, fair to good. Mostly working classes, office girls, 
etc. Afternoon inspection between 3 and 4 P.M.., catch- 
ing flappers and shoppers of better class, shows larger 
percentage of sport shoes, combinations of gray and 
patent, tan and patent, patent oxfords. Afternoon con- 
dition much better. 


Shoes in “Fair to Poor’’ Condition 


Men’sshoes: General condition fair to poor. Indication 
that men have not bought for Spring, and are conserv- 
ing on shoes. Shoes show evidence of long wear, mostly 
high shoes. Very few patents, fair number of black, per- 
centage running to tan. Styles, English and round-toed 
models. Not so many brogues. 

Easily recognized that women are paying more at- 
tention to footwear than men. Inspector surprised at 
large number of tan oxfords worn by women, percent- 
age running at least fifty per cent, if not higher, as 
percentage of every little group passing ran to tan 
oxfords. 


* * * * 


The Average New Yorker Needs New 
Footwear 


An observer of the throng of people that swing 
around the corner of Fifth Avenue and 34th Street on 
Saturday afternoon is forced to the conclusion that 
the average New Yorker needs a new pair of shoes. At 
this corner probably more of the middle-class people 
pass in an hour than on any other corner in the city. 
It is a little too far down the avenue to catch the bulk 
of the well-dressed crowd, but it more nearly represents 
a cross section of real New York life than any other 
spot in the city. Here Fifth Avenue, the exclusive, 
crosses 34th Street, the popular. 

Random notes made during one hour’s observation 
of the footwear of the people passing this point on 
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Saturday afternoon, April 8, reveal that 70 per cent of 
the women were wearing black shoes and about 50 per 
cent of the men affected black footwear. The other 
men, with the exception of a small percentage, were 
wearing dark tans. 


Plain-Tailored Oxfords 


One curious fact that was borne in was that close to 
40 per cent of the women were wearing plain tailored 
oxfords, mostly black. About 30 per cent of the women 
appeared to be wearing strapped models of one sort or 
another, mostly in black patent leather. The frequency 
with which two and three-strapped models appeared, 
many of them with the high heels, apparently indi- 
cates that these shoes are “hold-overs” from last Fall 
and Winter. The shoes that had the new look were 
mainly black patent leather one-straps. 

The proportion of sport shoes was surprisingly small, 

Under this classification were lumped the brogue 
models with fringed tongues, smoked elk apron oxford 
models, buckskin, ooze, etc. From a hasty count, only 
about one woman in every 15 wore sport shoes. The 
smoked elk rubber sole models were surprisingly few, 
until a party of girls, evidently from some girls’ school, 
came along in a body. Of these girls, about 20 in num- 
ber, all but three or four wore smoked elk oxfords. 


Nondescript Styles on Men 


The men, in the main, presented a variety of non- 
descript footwear. Accurate count was impossible, but 
apparently more than half of the men wore plain shoes, 
with plain tips. The percentage of brogue models was 
small, and only a few tans in the lighter shades were 
visible. Pointed toes seemed to be worn fully as much as 
the rounder toed, newer models. With few exceptions, 
the shoes looked well-worn and old. Glancing up the 
avenue after the walkers passed, it was noticed that 
many of them had had their shoes half-soled. This was 
particularly noticeable among the older men accom- 
panying women, evidently members of their families. 

Another fact that was sharply noticeable was that 
in only a few cases did the footwear appear to come up 
to the standard of apparel worn. Women dressed in 
expensive suits and coats were wearing oxfords or 
tapped shoes of evident age, many of them run over 
at the heel. The same was true of the men, particularly 
the younger men. 

Many ‘obviously ill-fitting shoes also were noticed, 
and many incongruities in matching up shoes and cos- 
tumes. Sport shoes were worn with afternoon frocks. 
Often, with a tweed suit, cape or coat, a woman was 
seen wearing strapped high heel pumps or dressy 
sandals. 
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Black and Tan Run Dead Heat in Cleveland 


The shoes that were seen on the feet of pedestrians 
at two of the principal street intersections of the city 
reflected accurately the financial condition of the 
wearers. 

For several hours the writer stood at the intersection 
of Euclid Avenue and E. 9th Street, which is probably 
the busiest corner in the entire city, and also at Euclid 
Avenue and the Public Square. 

At the first street corner mentioned are to be found 
those of the city whose bank accounts are larger than 
are those of the pedestrians to be found at the Square 
and Euclid Avenue. The shoes worn were, so far as con- 
dition is concerned, at great variance. 


Shoes in Fair Shape 


The average passerby at Euclid and E. 9th Street had 
his shoes shining and bright, while they were rather 
rough at the Square, where most of the people were en- 
route to the bargain sales in the basement departments 
of the larger stores. 

If the persons with the larger bank accounts and 
incomes have felt a strain in recent months, they must 
have kept up their footwear, for the average seen was 
in good condition, though now and then, a rundown 
heel and soiled toe and body were to be seen. It also is 
true that at times soles worn down on one side were to 
be seen, but for the whole, the shoes at this corner were 
in good condition. 

It is stated that the garments worn in a measure re- 
flect the mental state of the wearer. In an era of pessi- 
mism, the wearing apparel is apt to run down, under the 
enervating influence of the worried mind. It is notice- 
able in this city lately that a spirit of optimism has 
come to the front, and when one asks about business, 
the general reply is that “it is getting better.” 


Poorer Section— Poorer Shoes 


Down at the Square the condition of the shoes was 
not so good. 

A lot of them were muddy. Many of the heels were 
run down. Here and there was to be found a hole. 
Shoes of the children were just fair. These were the per- 
sons who have been standing off the butcher and grocer 
for several months, while the head of the household was 
out looking for work. Thousands of men have been 
taken back to work in recent months, and they’re just 
catching up with back bills. When they do, merchants 
figure that the volume of buying will increase greatly. 
To date, there has been no indication of a let-up in 
factory production. 

As to styles, at Euclid Avenue and 9th Street were 
to be seen both oxfords and pumps, with the former the 





dominant model. Black and tan ran a close race as to 
color, with the old reliable black more than holding its 
own. Patent leather is.a strong favorite and is the most 
popular of the blacks worn. Black suede is a strong 
second among the blacks. Oxfords with straps were seen 
almost exclusively, with the two-strap predominating 
largely. Large open vamps, so that there might be a 
liberal exposure of the instep, were seen in large num- 
bers. The high heel was seen now and then on a black 
satin or other afternoon dress shoe, but there were not 
many. 


Black for Men 


As for men, black is still the most popular color, al- 
though tan appears to be more popular than in recent 
years. Oxfords, practically all of the laced variety, were 
worn. 

On the Square, the taste seemed to favor black, al- 
though it was hard to tell which passed in the greater 
number. The two-strap model here also was the best 
bidder for popular favor. Low heels also were worn 


almost exclusively. 
a” * « * 


Quaker City Males Still Wearing High 
Shoes 


First cut-outs (not cut-ups), dainty patents and com- 
binations with suede—mostly one-strap and carrying 
the popular straight low heel—are being worn by those 
whose raiment for the rest of it is a sure barometer of 
the fact that they are snappy dressers. Chiffon hosiery— 
oh, boy!—sometimes so chiffon that it took a second 
look to decide whether to mark a check against the 
barefoot sandal column or not. Sheer, gauzy flesh tints 
of the sheerest, which, like the barbed wire fence down 
on the farm, protected the property, but did not ob- 
scure the view. 

Second, the men are wearing—what do you think>— 
boots or high shoes, or whatever you call them. The 
tramp, tramp of feet belonging to that fast-disappear- 
ing tribe, erstwhile known as “superior man,”’ paraded 
comparatively few brand new oxfords. What’s the 
answer? The observer will not venture an opinion, but 
a further inspection of the notebook, in which were 
carefully checked the divers kinds of foot coverings 
which passed, shows without question that low shoes 
for men haven't arrived, that’s all. 

One noticeable characteristic of the parade past this 
busy corner furnishes the retail merchant with hope. 
Namely, the number of shoes worn, that father ought 
to be thinking of passing along to Jimmy to play shinny 
and kick-the-wicket in. The rubber business ought to 
have been unusually good, because of the predomi- 
nance of “health precautions” worn by the masculine 
crowd. Either man is taking extraordinary darn good 
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care of his health these days, or it is a case of trying to 
get the last hundred miles out of that back tire by 
lacing on a blow-out patch. 

Enough for the heavier brand of footwear—there was 
little worth mentioning by way of a man’s style revue 
a-walking, although the shop windows fairly bulge with 
spiffy models begging to be bought. 


And More Sports 


Back again to the interesting phase of the experi- 
ment, and strolling along Chestnut Street for several of 
busiest blocks, we noticed that the sport models— 
smoked horse with saddle straps of tan, and vice versa, 
along with a goodly sprinkling of smart tan oxfords, 
were being worn with both silk and woolen hosiery. 
Philadelphia is nothing if not traditionally prudent, 
and we just can’t seem to get to the point of putting off 
our woolens, despite the weather man’s declaration 
some time since that “Spring is with us.” 

Boots for women—don’t seem to remember seeing 
any on this trip. 


Low-Culs Rule for Women 


Sally’s trim pumps—quite a few blacks were notice- 
able—a few multiple straps; one pair of smart colonials 
but then, we didn’t see everything; now and again the 
gored effect, and the same proportion of extreme high 
heels. For the most part, the Baby Louis and straight 
heel told the story of preference for this locality. Quite 
a few grays, cut-outs mostly, some plain and some with 
patent trim or white kid inlays. Toes—nothing ex- 
treme, either in the broad-round class or the sharp 
category. Good fitting for the most part, which, after 
seeing some of the last high notes of fashion on the pre- 
season runways, leads us to remark that Philadelphia 
dealers have an eye on the fitting qualities of the models 
they buy. 

* ~ * * 
Pittsburgh Women Seem to Like Patent 
Leather 


Pittsburgh merchants, who have been counting on a 
heavy demand for patent leather shoes for women, have 
not been mistaken. That the warm season now starting 
will see an unprecedented call for that brand of foot- 
wear is the inevitable conclusion, after a studied in- 
vestigation of what people in the Steel City have been 
buying more recently. 

Perhaps a Saturday afternoon close to Easter is not 
he best time to make an authentic survey, especially 
it the principal Pittsburgh street corner, Fifth and 
‘mithfield, but after emerging from an overwhelming 
iaze of one or two particular basic styles, the report is 
:robably as accurate as possible. And besides thus 
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gauging the present trend of women’s shoe wants, the 
result of such survey is to indicate surely that the pre- 
dicted business increase has started in earnest with the 
healthy spurts noted for the month preceding Easter. 


Fuller Toes on Men’s Shoes 

As is the case in women’s pedal apparel, men’s styles 
also display a fundamental sameness, with a very little 
variety in ideas. The strength of tan as the popular shoe 
color, if anything, has gained in the male fancy, varying 
from dark brown and mahogany shades to a greater 
demand for the lighter tan than in several seasons. The 
growing vogue for the French last continues to pre- 
dominate, amended only by more popularity of perfo- 
rations. Quite a few French last patent [eathers with the 
medallion tip were also in evidence. 

The tendency to the fuller toe in men’s styles must be 
of interest to everyone interested in shoe advancement, 
for in that style many have seen an important step 
ahead in the campaign for “better fitting.’’ Current de- 
mand shows an almost steady departure from the ex- 
treme narrow English tip in favor of the broader 
French design. 

The single variance in women’s styles consists of the 
low-heeled sport models. But the low heels on the pat- 
ent leather designs comprise the favorite among Pitts- 
burgh women. The patterns consist chiefly of the fancy 
strap and sandals, although many smoked horse ox- 
fords were noted. Though low heels appear to be the 
chief seller, the high heel in the patent leather is still 


much in evidence. 
~ * * ~ 


Lots of New Shoes Seen on Denver Streets 
An inspection of footwear conditions and character 
of styles worn by men and women on the corner of 16th 
and Curtis Streets, Denver, Colo., brings forth the fact 
that Denver people are buying shoes. New shoes were 
much in evidence, especially in so far as the women are 
concerned, indicating that they have money to keep 
their feet properly shod. At least 90 per cent of the 
women in Denver, according to the inspection, are 
wearing low shoes, with brown oxfords and black patent 
leather predominating Very few high heels were noted. 
Black patent leather one-strap pumps made a good 
showing during the inspection, indicating that that 
style of footwear is going to be worn in Denver thi 
Spring and Summer. ; 

Few low shoes were noted on the feet of the men, 
during the inspection. In the neighborhood of 85 per 
cent of the men wore brown shoes. 

A big percentage of the shoes worn by the people 
passing the corner were of good quality and showed a 
desire for the best in the way of shoes on the part of the 
Denver people. 
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Kansas City Has 20 Per Cent Whose Shoes 
Ought to Be Burned 


The corner of Walnut and 12th Streets, Kansas City, 
is not a fashionable corner, yet it is the principal corner 
of the town. More people pass it. than any other. It is 
rated as one of the five best retail corners in the United 
States, and there is no denying that the majority of the 
people who pass the corner are well-shod. Of course, 
not all are wearing new shoes, only about 25 or 30 per 
cent of the people seem to be in that class. The greater 
portion are wearing shoes that are not exactly new, but 
still are serviceable, and appear to be in good condition. 
About 50 per cent would fall in that class. The other 20 
per cent were shoes that are rather well worn, and show 
it. Badly scuffed, heels run over to one side and poorly 
fitting. On the whole, the women make a better appear- 
ance than the men, although jn many individual cases, 
they show up much worse. It wasnoticed that practical- 
ly seven out of ten of the men needed a shoe shine. The 
women seemed to keep better care of their shoes. 


In the styles of shoes worn there seemed to be no 
limit, especially among the women. Of course, the 
younger women and girls were wearing shoes more 
compatible with the present styles than the older ones. 
The flappers seemed to be the best shod of the lot. It 
was noticed that most of the young girls wore the pat- 
ent leather pump oxford and black satin one-strap 
pump, with the low, broad flapper heel. Many com- 
binations of patent and suede, in various colors, princi- 
pally gray, were seen in the 20 to 30 year old class of 
women, as well as sport styles in the elk saddle strap, 
the black satin pump, the patent leather pump and ox- 
ford. Not so numerous were the plain black kid or 
brown kid strap pumps and oxfords seen. Occasionally, 
something in gray suede and brown suede appeared, and 
a few pairs of boots were seen in that class, very few, 
however. In the matter of heeis, it seemed that the mili- 
tary heel had a little more friends than the lower walk- 
ing heel. The Louis heel was not far behind, if any. 

Among the women of the middle age the conventional 
brown or black oxford in a military heel seemed to be 
favored. Many, however, wore the same styles favored 
by: the younger women. Boots appeared to be just as 
much of a back number with them as with the younger 
women. The choice in heel seemed to be about equally 
distributed between the military and the Louis. No 
flapper heels were noticed, although quite a few low 
military heels were seen. 

Of the men, the brogue oxford seemed to be favored 
by the younger ones. Most of the men were wearing 
shoes that appeared not to be new, but yet looked well. 
Quite a number of English shoes were seen, and quite a 
few of the old blucher type. Straight lasts in calf and 





vici, brown and black, were noted. The majority of the 
shoes were of brown calf, although a surprising number 
of blacks were seen. Now and then a worker would pass, 
wearing heavy elk shoes and “real oak’’ soles, but most 
of the men passing the corner were office employees or 
were “dressed up.” 


* *+ *& * 


Tan Oxfords Lead All in Old Virginia 


Tan walking oxfords are still twice as popular among 
Lynchburg women as any other style of footwear. 
This was demonstrated by an actual count taken for 
about half an hour at the corner of Ninth and Main 
Streets, the most central downtown intersection. Low- 
heeled patent leather strap pumps were second, with 
patent walking oxfords a close third, and sport combi- 
nations making a fight upon the popularity of both. 
The feet of 648 women were checked. Of these, only one 
in 16 wore high shoes, and only four in the lot of boots 
were with high heels. Of the 648, there were 606 low 
shoes and 42 boots. 

Among the low shoes there were 414 oxfords, 165 
strap pumps, and 27 other types, including 15 pairs of 
strap pumps, six barefoot sandals in patent and tan, 
two grays and four hidden under spats. 


College Girls All Dolled Up 


In oxford styles, all but three pairs were with low 
heels. Dark tan walking oxfords made up the largest 
group, numbering 117 in all. There were 40 walking 
oxfords in lighter shades of tan and 44 in black. Of 
patent leather oxfords, 56 were counted. 

Sport combinations, generally in smoked elk with 
darker saddle, numbered 51. A few of these were in 
dark tan with a darker strap. Three pairs of the oxfords 
seen had fringed tongues. Most of these sport styles 
were worn by girls from Randolph-Macon and Sweet 
Briar Colleges, with a few from the city high school 
thrown in. 

The strap pumps ran 106, with low heels and 65 with 
high. Of the 58 patent leather low-heeled pumps, there 
seemed to be an almost even division between the very 
flat heeled one-strap styles, and those with several 
straps and heavy buckles. But few were of low-cut, 
sandal effect. Most of the 18 pairs of combinations 
were in black with gray suede. Twenty-six pairs of tan 
one-strap pumps with low heels were counted. 

Of the high-heeled strap pumps, there were 19 in tan, 
16 in black kid, and the same number in suede, all 
colors included, 15 in patent and nine in satin. 


Nothing New for Men 


Styles for men ran into four general classes: high and 
low, tan and black. Newer patterns for men were not 


apparent. 
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Retail Shoe Women Look Into Future 


What Progress Will the Fair Sex Make in and for the Industry 
During Next Decade?—A Symposium by 
Women Footwear Experts 


UCH has been accomplished by the shoe wom- 
| an in the last ten years. It is true that there 
were a few pioneers as far back as thirty years 


ago, but women as a class did not start into retail shoe 
work in earnest until within the last twenty years. 


ers as proficient as men buyers? My answer is “Yes.” 
First because women understand womens’ likes and 
dislikes better than men; also they are better judges 
of combinations of colors that blend, having long made 
this a study for their own personal use. 


Steadily and surely they have begun 
to forge their way to the front as pro- 
prietors of stores, buyers and man- 
agers of departments, and not one 
of their number has not made good. 
During the World War, when so 
many of the boys in the shoe busi- 
ness rallied to the colors, women 
were called in to fill the gaps, and 
so well did they take care of the 
feet of the home folks that more 
than ever did merchants realize the 
usefulness of women shoe fitters. 

The element of style in shoes has 
also been a strong factor in woman’s 
recognition as a buyer and style 
selector, and as hosiery is everywhere 
recognized now as footwear, with a 
logical place in every shoe store, 
woman has been chosen as the arbi- 
ter of this important branch part of 
the footwear industry. 

A recent trip of the editor through- 
out the country convinced him that 
women’s progress in the shoe field 
had only just commenced, but that 
those who had already entered this 
business arena had been real suc- 
cesses. 

So with all of the above evidence 
before the “Recorder,” it was de- 
cided that an expression of opinion 
would be asked of a group of shoe 
women in executive positions who 
would, with women’s keen intuition, 
give “‘Recorder”’ readers their vision 





MRS. FLORENCE DURNEY 
The dean of Bcston women shoe buy- 


ers. When in the early 1920's she 
commenced her duties as shoe fitter to 
women at Hagan’s, even some of her 
sister customers looked at. her askance 
eee many of them absolutely refused to 
be fitted by another woman. But Mrs. 
Durney had chosen the retail shoe selling 
as her profession and was not to be dis- 
couraged by the frowns which always 
accompany a woman’s entrance ina here- 
lofore strictly man’s field. And that she 
made good ‘is witnessed by the fact that 
she is still at Hagan’s as style authority 
and buyer. Many of the customers who 
at first censured her for ‘‘daring” to 
sell shoes, very soon wrote her letters of 
apology for their conduct—and on 


everyone ee OS faa “3 
yn 


A woman’s perception of individ- 
uality is keener and she seldom 
forces a sale upon a customer unless 
she is confident that the merchandise 
answers the required needs. As a 
whole, she is not satisfied with the 
superficial qualities of an article, but 
figures out the requirements de- 
manded by the customer, and there- 
fore is more capable to satisfactorily 
answer the numerous questions of the 
day. 


Patience a Necessary Virlue 


Patience is one of the most neces- 
sary qualities of shoe people—with- 
out it you cannot advance. Selling 
shoes is very much different from 
selling other apparel. It is necessary 
that you make a study of the foot 
as well as the shoe, and a woman hav- 
ing to wear articles of the same 
nature, becomes as much interested in 
the comfort of the customer as she 
is in making the sale. With that 
expression of interest, she uncon- 
sciously forces the customer to re- 
turn to the same store for other shoe 
needs. 

Selling shoes exercises one both 
mentally and physically. The trade 
must haveastrong fascination for you, 
or you do not remain. It has powers 
to create a desire to learn more and 
more and make a success. Once a 
woman becomes interested and de- 





of what the future holds for them and for the industry, 
through their efforts in the shoe stores of the country. 





As Proficient As Men 
By Ouida Crosby, Shoe Buyer, Denver Dry Gds. Co. Denver 


The question at present before the head of depart- 
ments and exclusiveshoe stores is—are women shoe buy- 


“A woman shoe fitter? 

serving, she should be given responsibility, as responsi- 
bility brings out and develops latent powers which 
make for success. 

The increase in the shoe business has been in the 
immediate past, and will be in the future, largely 
dependent upon style. The average woman purchasing 
a pair of shoes today has in mind style, fit and price. 

(Concluded on Page 96) 
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“About thirty years ago I began selling 
shoes in the same store I am now in and 
the‘Boot and Shoe Recorder’ was a regu- 
lar visitor to the old firm and as a young 
clerk I soon learned that I could gain 
much information by reading it, there- 
fore I have been a consistent reader of 
your valuable journal ever since, and I 
like it better each year. I don’t see how 
any shoe dealer can afford to be without 
it. The table of comparative prices of 
hides and leather that you are publishing 
every week is worth many times the 
subscription price, also your timely 
Editorials on current events pertaining 
to the shoe and leather industry and 
many other articles of interest and in- 
formation. May the ‘Boot and Shoe 
Recorder’ celebrate many more anniver- 
saries."—Tom W. Suerron Sherron 
Shoe Co., Memphis, Tenn. 


“I want to congratulate the ‘Recor- 
der’ and its Editor on its fortieth birth- 
day. A proof that you have fulfilled 
your mission is that practically all suc- 
cessful shoe merchants read the ‘Recor- 
der.’ With best wishes, I remain,” 

P. W. Rurr, 4. Ruff's Son, Butler, Pa. 


“Forty years in the dissemination of 
shoe retailing enlightenment; forty years 
of courageous utterances in behalf of the 
shoe retailers, I am sure is appreciated 
by the merchants of America. Your 
publication was one of the very few me- 
diums, which during the time that false 
and malicious political attacks were 
made upon the shoe retailers came to 
their defense and it will never be for- 
gotten.”"—A_ Kartscuinsx1, Philadelphia 
Shoe Co., San Francisco, Calif. 


“We most heartily congratulate the 
‘Recorder’ on its fortieth anniversary. 
For more than twenty years we have 
welcomed its weekly visit and the mine of 

. information contained within its pages has 
greatly helped to make us more efficient 
and progressive—keeping us fully in- 
formed in the vital things that pertain to 
our business. Nothing has helped more 
than your splendid journal to elevate 
the profession of selling footwear to the 
high place that it now enjoys. With best 
wishes for its continued success, we are,” 
—Lewis & Remy, Scranton, Pa. 








wrt is friendship? Can a silent, 

inanimate ink and paper product, 
such as the Boot and Shoe Recorder, have 
real friends? 

Confession is good for the soul of any 
Editor and we admit that once or twice 
we have pondered some such thoughts as 
the above. 

But never again! Never will there be 
the shadow of a doubt that this publica- 
tion is truly blessed with thousands of 
warm, personal friends, each expressing 
the essence of friendship, which, accord- 
ing to Emerson, “is entireness, a total 
magnanimity and trust.” 

We have read in humbleness of spirit, 
the wonderful, sincere letters here printed 
and we are ashamed of ever having ques- 
tioned the real depth of feeling in our 
subscribers. 

In his essay on “Friendship,” Emerson 
wrote, “Make yourself necessary to some- 
body.” As we have read these friendly 
letters, we have realized that for forty 
years the Boot and Shoe Recorder has been 
steadily making itself necessary to many 
people. 

And in so doing, it has fulfilled its 
destiny. 

“Friendship is a sheltering tree,’’ sang 
Coleridge, and like a little green sapling 
the first issue of the Recorder was ten- 
tatively set out by its venturesome gar- 
dener. Stoutly, it stood against the 
winds of adversity, the snows of business 
depression, the heat of competition. Year 
by year it reached upward, putting out 
branches, making itself necessary. “When 
I was a mere boy, apprenticed at shoe- 
making,” writes one of Fifth Avenue’s 
most successful shoe merchants, “I recall 
having read the first issue of the Boot and 
Shoe Recorder and since have been a 
continued subscriber.” 

Friends? Yes, thank God, the Re- 
corder has friends, “bound to it by hoops 
of steel.””. And poor indeed is the business 
paper without such friends—no matter 
how exquisite its formation—how great 
its circulation. 

A merchant friend in Atlanta, Ga., 
who has one of the most beautiful stores 
in that charming city, writes: “There are 





“We wish to congratulate you on the 
celebration of your fortieth business 
birthday. We have been one of your sub- 
scribers ever since the writer has been in 
the shoe business, and we wish to take 
this opportunity to congratulate you on 
the high standard of your publication. 
With very best wishes, we remain,”— 
A. W. Verner, President, C. A. Verner 
Company, Pittsburgh, Pa. 


“I have heard that your paper is to 
celebrate its fortieth birthday, and I want 
to congratulate you sincerely on the 
wondered record you have made during 
that period and to say to you, as one who 
has been reading your periodical since 
1885, that I have received more benefit 
from it than from anything else, or any 
other agency dealing with the question 
of shoes. I did not have the opportunity 
that others had to learn the shoe business 
and all its dealings, as I have always lived 
here in Tucson and the only knowledge I 
could obtain was by reading your valuable 
paper. May you all be long preserved to 
continue the good work—is the wish of 
your devoted and loyal subscriber.” — 
Harry A. Dracuman, Harry A. Drach- 
man Shoe Co., Tucson, Arizona. 


“I have been reading the ‘Boot and 
Shoe Recorder’ for many years and attri- 
bute the successful retailing of shoes in 
no little proportion to the reading of this 
and other journals. We commend the 
reading of your magazine to our help and 
know it is helpful from every angle.”— 
J. Caesar Hornemer, Hofheimer Bros. 
Company, Norfolk, Va. 


“We have found the ‘Recorder’ always 
up-to-date on news of the trade interests 
and feel that it is a very dependable 
publication.”"—Artuur Burt Company, 
Washington, D. C. 


“During the fifteen years that I have 
enjoyed reading the ‘Recorder’ it has 
been pleasing to note that with each 
passing year this publication has become 
more attractive and profitable to the shoe 
retailer. Each week we look forward to 
receiving our copy, as we are interested in 
your endeavors to get more shoes sold 
right, as well as your treatment of the 
various other timely topics concerning 
our trade.”"—G. P. Gotpen, Golden’s 
Bootery, Facksonville, Fla. 
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“The writer has had access to the ‘Boot 
and Shoe Recorder’ for something Ike 
twenty-two years, although I am only 
thirty-two years of age now. I entered a 
shoe store when I was a very young man 
and to have a week go by without seeing 
my ‘Recorder,’ or someone else’s, would 
make me feel as though there was some- 
thing missing. I believe the “Boot and 
Shoe Recorder’ is the most interesting 
trade journal in existence, and that your 
staff has been very active in making bet- 
ter shoe retailers, and getting more shoes 
sold right. I profit from every sheet, 
including the advertising, and at this time 
I not only congratulate you upon cele- 
brating your fortieth anniversary, but 
hope that the ‘Boot and Shoe Recorder’ 
will remain in existence successfully for 
centuries to come.”—A. F. HeErpen, 
Poe-Herden Shoe- Company, Ft. Smith, 
Ark, 


“It affords me much pleasure to have 
the opportunity of telling you of my 
opinion of the ‘Recorder.’ 

“As you know, Cammeyer has been a 
subscriber for many years, and every 
issue is pursued with much interest. It is 
of great value in ‘Getting More Shoes 
Sold Right.” I wish you continued 
success, and with my kind personal re- 
gards."—Percy E. Hart, “Cammeyer,” 
New, York, N. Y. 


“Your policy of “Getting More Shoes 
Sold Right’ and your publication gen- 
erally is liked by me and I appreciate the 
thoughts that you give. For the past six 
or eight months, if any shoes have been 
sold, they were sold on a basis of ‘sold 
right’ and it has taken real salesmen to 
put them across. Your publication is a 
real benefit to me as a shoe merchant.” — 
C. B. Witson, Walk-Over Boot Shop, 
Roanoke, Virginia. 


“I have been in the shoe business for 
about twenty-four years and during all 
this time, I have been a subscriber of the 
“Boot and Shoe Recorder’ and find it 
one of the most valuable publications in 
regard to the retailing of shoes, that I 
know of. We would hardly know how to 
run a shoe store without the ‘Boot and 
Shoe Recorder."”—C. D. McRag, E. E. 
E. Shoe Company, Memphis, Tenn. 


x x 





people in the shoe business who are living 
in a swamp and cannot see anything 
good in the business. But such a shoe 
paper as the Boot and Shoe Recorder will 
be the greatest help toward bringing 
them out of the swamp and letting them 
see the sunshine of business.” 

Yes, the Recorder has always believed 
that there is sunshine and pleasure in 
business, and with the help of our friends, 
we are going to keep right on believing it. 


* * * * 


“Be Sure You -Are Right Then 
Go Ahead” 


By W. L. Terhune, Founder of the 
Boot and Shoe Recorder 


It is fitting that in these pages dedicated 
to the friendship of merchants with their 
favorite business paper that we refresh the 
memory of veterans in the trade with the 
early achievements of the “Recorder.” ‘We 
are happy to pay honor to William L. Ter- 
hune, founder of “The Boot and Shoe 
Recorder,” who is today hale and heart, 
and although long since retired from the 
“Recorder” staff spends an active life in the 
city of Boston. 

The Boot and Shoe Recorder came into 
existence April, 1882, and was dedicated 
to the interests of the retail shoe trade. 
At that time, there was no business paper 
devoted to the retail shoe industry. 

“When I drew up the dummy for an 
eight-page paper, four columns to the 
page, the total size being 11 34x16 inches, 
I carried with me nine parts enthusiasm 
and one part the sample of what I wanted 
to see develop into the Boot and Shoe 
Recorder, the Great National Shoe 
Weekly. 

“Every morning at 8 o'clock I was at 
my desk to plan the day’s work and by 
5.30 I had made some progress in a most 
difficult mission, even with an advertising 
rate of about $1 an inch. Each night after 
supper I would work until 10 or 11 o’clock, 
and as there were very few typewriters 
in those days, the work was practically 
manual and mental effort, every minute 
of the time. 


—x 
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“We are glad to state that we have 
long since ceased to consider the sub- 
scription price of your magazine as an 
expense. It is one of the best investments 
a shoe merchant could make, we believe. 
Your eternal hammering to get dealers to 
rid themselves of Louis heel boots is 
well worth what we shall ever pay in sub- 
scriptions. We had 260 pairs of these the 
first of September carried over, and now 
have about 50 pairs having sold them first 
at $4.95, then $3.85, and the last 150 we 
were glad to take $1.45 a pair at retail 
and got it. We consider this is money 
picked up and should pass part of the 
credit for this to you. Your articles on 
‘Do You Know the Facts About Your 
Business?’ are going to be especially 
helpful, for to us nothing is more im- 
portant.”—James Pryor Company, West 
Point, Miss. 


“We wish at this time to congratulate 
the ‘Recorder’ on its fortieth birthday, 
and take pleasure in advising you that 
not only do we believe it a very necessary 
publication in the interests of merchan- 
dising footwear, but we watch each week 
with interest and pleasure for its delivery. 
Trusting that its success and usefulness 
will continue.”—D. J. Yerxa, The Eli 
Boot Shop Co., New Haven, Conn. 


“Your publication has been on my desk 
ever since I have been in the business and 
I can remember the ‘Boot and Shoe 
Recorder’ being on my father’s desk 
when I was a ‘little shaver’ and I am 
under the impression that we have been 
subscribers ever since the ‘Recorder’ 
was started. We consider this publication 
one of the most instructive publications 
of the shoe trade. Wishing you continued 
success.”"—Georce E. Peirce, Thomas 
F. Peirce & Son, Providence, R. I. 


‘Please find enclosed $10, give me 
credit for same. Now the boys at the 
store thought this had been taken care of, 
and I am sorry this has happened. They 
thought they were paying for the ‘Record- 
er,’ but instead subscribed for another 
shoe . Now I would not give the 
‘Recorder’ for all of them.” —V. F. Baxer, 
Model Shoe Store, Bedford, Ind. 
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“We take pleasure in enclosing you 
herein our check for $5.00. We regret to 
have overlooked this so long, and assure 
you that we do not feel that we could get 
along without the B. & S. R.”—Wison 
Braver, Sam B. Wilson & Co., Bryan, 
Texas. 


“It might be of interest to you to know 
that we have been a continuous subscriber 
and a constant reader of the ‘Boot and 
Shoe Recorder’ for about twelve years. 
We consider that the ‘Recorder’ is doing 
more than its bit to get “More shoes sold 
right,’ and we should feel that we were 
undergoing a considerable loss if for any 
reason we should be unable to receive our 
copy regularly.”—Erirp L. Hine, Hine’s, 
Winston-Salem, N. C. 


“We think an expression is due the 
“Boot and Shoe Recorder’ for its faithful- 
ness of service and efficiency for forty 
years in the harness. We think very kindly 
of the ‘Recorder’ for its education and 
inspiration to any shoe merchant who 
looks to progress and success. I can 
truthfully say the ‘Recorder’ has offered 
to our store organization much to be 
thankful for.” —Sicmunp S. ScuwerIner, 
Reading, Pa. 


“Forty years of usefulness.’ Were I 
gifted, I know of nothing I had rather do 
than eulogize the ‘Recorder,’ for truth- 
fully there is nothing in the whole gamut 
of necessities to a retail shoe merchant 
more useful than the weekly visit of your 
paper.”"—R. R. Witxinson, President, 
Southeastern Shoe Retailers’ Association. 


“Having been a subscriber to the 
‘Recorder’ for twenty-five years, we can 
truthfully say that it is to the best ad- 
vantage of every shoe merchant to have 
this wonderful trade journal delivered to 
him fifty-two weeks a year. We look 
forward to the delivery of this paper each 
week with much interest, knowing that 
the information given on vital points to 
the dealer will be 100 per cnt efficient.” — 
Artnur G. Brown, Marott Shoe Shop, 
Indianapolis, Ind. 


Xa x 





First National Association 


“The paper started as a monthly and 
grew from its inception. The second issue 
contained 12 pages and the November 
issue in that year contained 16 pages and 
grew in friendship until our New Year’s 
issue contained 18 pages. I then decided 
to make the Recorder a weekly on the 
ground that a monthly paper appeared 
too infrequently to be of the greatest 
benefit to the trade. Then on April 1, 
1883, the Recoraer appeared as a weekly 
of 24 pages and continued with this num- 
ber of pages until 1884, and a holiday 
number of 38 pages and three supple- 
ments was published. This was con- 
sidered a wonderful achievement and 
was the source of much pride to me. 

Realizing that retail shoe merchants 
should be brought closert ogether, the 
idea of a National Association occurred 
to the Recorder, and a convention was 
finally called in Tremont Temple, Feb- 
ruary I0, 1886. 

“The convention lasted two days and 
closed with a banquet at the Parker 
House. The get-together was very well 
attended, nearly 300 being present from 
15 States in the Union. It was through 
this association that the standard meas- 
urements of lasts were adopted 


Consular Service Reports Started 


“The Recorder’s first great achievement 
wa; the establishment of the present 
system of consular industrial reports by 
the United States Consuls. In 1884, 
special instructions were sent to every 
United States Consul in foreign coun- 
tries to prepare a report as to the kind of 
footwear common in that country, its 
cost, and the best means for the intro- 
duction of American footwear there. 
Similar information was also solicited 
regarding leather. 

“Another big achievement of the Re- 
corder was the organization of the Boston 
Boot and Shoe Club. As a result of 
persistent and progressive work, repre- 
sentatives from 87 firms in the shoe and 
leather trade met at Young’s Hotel on 
February 2, 1888, and officially formed 
the Boston Boot and Shoe Club. 





“The progress which you have made in 
the last forty years, and the co-operative 
spirit which the ‘Recorder’ has shown 
toward the retailer and the manufacturer, 
and the untiring efforts of the manage- 
ment and editorial forces has put the 
“Boot and Shoe Recorder’ on the map to 
stay.”—F. E. Battov, Ballou Company, 
Providence, R. I. 


“Reading the ‘Recorder’ has become a 
sort of habit with me. The ‘Recorder’ is 
an asset to any shoe business. It has cer- 
tainly been a source of information to me 
and I believe that it has helped me in my 
business about as much as any other one 
thing. Studying the ‘Recorder’ as all 
shoemen should do, keeps a fellow in 
touch with modern methods employed by 
prominent men in the business. If such a 
thing be, it keeps him informed on the 
style situation. It brings to his attention 
new lines and new ideas. I do not know 
what I would do without the ‘Recorder.’ 
I hope I will never have to do without it. 
Forty birthdays! Congratulations! My 
wish for the ‘Recorder’ is continued suc- 
cess as long as I am in the shoe business.” 
—Cnas. C. Smitn, Smith-Harley Shoe 
Co., Thomasville, Ga. 


“I would much rather give up many 
other good things in my business life, than 
the ‘Recorder,’ for the ‘Recorder,’ to me, 
is a business book of knowledge. The 
editorials and style forecasts alone, are 
worth to me many times the price of this 
valuable magazine.” —Georce F. Breck, 
Breck’s Walk-Over Boot Shop, Des Moines, 
Towa. 


“I have referred to the ‘Boot and Shoe 
Recorder’ for several years as much, or 
more than I do to our daily papers. In 
fact, I go through the ‘Recorder’ from 
cover to cover and find that you cover 
style, etc., and matters of interest to the 
retail shoe merchant. I find the publica- 
tion a great help and every merchant 
should subscribe for your .”"—Mir0 
A. Stave, Slade Shoe Shop, Des Moines, 
Towa. 


x —x 
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“It will not be long until our sub 
scription to your valued journal will 
expire and I have instructed our book- 
keeper not to overlook same, as we would 
not know how to get along without the 
many ideas we get from the pages of the 
“Boot and Shoe Recorder.’ As long as we 
are in the shoe game, we will never be 
without your paper.”—F. M. Ness, 


Atlantic, Towa. 


“Whatever success I have attained in 
the retail shoe business has been largely 
due to the information and inspiration I 
have received from the ‘Recorder.’ May 
your success and usefulness for the next 
forty years be as great as it has been in the 
last forty.” —Tuomas S. Cuitps, Holyoke, 
Mass. 


“*As useful as the ‘Recorder’ has been in 
past years, I think that it has an almost 
unlimited future ahead of it. The ‘Recor- 
der’ brings to the attention of merchants, 
valuable information which we could not 
get except through its pages. The ad- 
vertisements of the various branches of 
the trade are also well worth our atten- 
tion.” —W. W. Wirison, Willson’s Shoe 
Shop, Boston, Mass. 


“You want to know where a certain 
shoe is made—f it’s a live firm, you will 
find them listed in the ‘Recorder’ at some 
time or other. You wish to know who 
makes a particular named style—write 
the editor and you will get your answer. 
Ask for suggestions on conducting your 
business, and you can rely on the editor 
doing his utmost to serve you.”—Joxun 
Monk, Jr., Mohr’s Footwear, Green Bay, 
Wis. 


“Having been a reader of the “Boot and 
Shoe Recorder’ since it was quite a small 
child, having seen it grow in size and use- 
fulness from year to year, having been 
helped by it over many rough places, I feel 
it fills a place in a shoe man’s life; that no 
one in the craft can afford not to read it 
from cover to cover.”—SgaTon ALEXAN- 
DER, Alexander & Co., Wheeling, W. Va. 





x xk 





Shoes Direct to Merchant 


“At the time that the Boot and Shoe 
Recorder came into existence,” said Mr. 
Terhune, “the jobbing trade was the big 
feature; there was only a small per- 
centage of the manufacturers who sold 
the retail trade. One of the great pieces 
of educational work on the part of the 
Recorder was instructing the manu- 
facturers as to the advantages of selling 
the retail trade—the Recorder was the 


first publication to undertake this edu- , 


cational work. 

“At the time the Recorder was started 
if a man wanted an especially nice shoe, 
he had it made at the custom shoemakers. 
He was wont to point at his shoes with 
pride, but I must say that these shoes 
could not be compared in any way today 
with the splendid productions of our 
modern factories. 

“Never did any movement in the shoe 
and leather trade occur but what the 
Recorder kept just a little ahead of the 
movement. My policy was, ‘Let our 
paper stand on its merits. It is sufficient 
for us to know that we are always work- 
ing for the best interests of the merchant 
and the industry.’ 


Always for “Free Hides” 


“I remember many trips with trade 
delegations which went to Washington to 
present arguments for or against various 
legislation. One of these trips stands 
out very vividly in my mind—this was 
the commission appointed by President 
Roosevelt to discuss the tariff on hides 
(by the way, the Recorder always talked 
free hides), and during the entire con- 
ference of one hour I sat within fifteen 
feet of Roosevelt. 

“You ask me what my slogan was in 
the old days. I think that I may say the 
same as that I use now—‘First be sure 
that you are right and then go ahead.’” 


x —x 





“I surely feel that you have fulfilled the 
purpose in helping the dealer to get more 
shoes sold right. I personally, my staff 
also, get a great deal out of your paper.” — 
Sypney Sroxes, Walk-Over Shoe Shop, 
New Haven, Conn. 


“To one who has always been a firm 
believer in “Getting More Shoes Sold 
Right’ your continuous supply of valuable 
information along this line has been an 
inspiration and help to us. We do not 
believe any merchant of shoes can afford 
to be without the ‘Boot and Shoe Recor- 
der.””"—J. C. Amey, Amey & Reed, St. 
Johnsbury, Vt. 


“I don’t feel as though my ‘make up’ 
was quite complete without a ‘Recorder’ 
on my desk, and whenever time permits I 
take great pleasure in reading your timely 
and instructive articles and do believe 
every shoe man should have this valuable 
publication within his reach that he may 
know what ‘the other fellow’ is doing and 
profit thereby.”"—Frep S. Fenner, 
President, Sullioan Company, Providence, 
R. 1. 


“I wish to compliment your publication 
as standing in the forefront as a champion 
of Shoe Retailers’ Associations through 
which the enlightenment and practice of 
better business methods are reaching that 
side of perfection for which the United 
States is pre-eminent.”—A. H. Gevutine, 
Geuting’s, Philadelphia, Pa. 


“Mail orders for the Black Norwegian 
Oxford that we have advertised in your 
‘Recorder’ of February 25th, simply 
poured in this morning. It begins to look 
like last Fall. The prospects for good 
results from trade paper advertising this 
Spring certainly look good.”—Marion 
Snot Company, Marion, Ind. 


x ane 
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MARY L. ROBERTS 
Buyer of the F. R. Lazarus Women’s 
Shoe Department, Columbus, Ohio 


Retail Shoe Women Look Into Future 


(Concluded from Page 91) 
Style and price aree much more important to her 
than durability and comfort. Customers of this kind 
buy only two or three pairs each year, while those 
who buy novelty and style purchase seven to eight 
pairs. This idea of novelty and style should be 
featured by the shoe industry, as it will keep a 
permanent activity in the retail shoe trade. 
Women Are Style Pickers 

The rapid changing of styles in women’s wearing 
apparel has increased the demand for fancy shoes. 
The women’s desire for a number of costumes in each 
style re-creates the desire to have shoes to match, and 
as women are naturally followers of style, a woman of 
the shoe business is better qualified to create and sus- 
tain this idea of style in the customer’s mind. 

The last few years have brought a broader recognition 
of women’s ability in the shoe business, as has been 
shown by the increasing number of women who hold 
responsible positions as heads of departments. 

A few that come to our mind are Miss Calahan, 
Wanamaker’s, Philadelphia; Miss McKenna, Jos. P. 
Horn, Pittsburgh; Miss McCabe, McDougal-South- 
wick’s, Seattle; Miss Haggerty of Wanamaker’s in 
New York, and Miss Saperio, The Emporium, San 
Francisco. 


Massachusetts Merchants Elect Officers 

Boston—The annual meeting of the Massachusetts 
Retail Merchants’ Association, was held at the City 
Club on Wednesday evening, April 12, and the follow- 
ing officers were elected for the year: President, Henry 
E. Hagan; vice-presidents, Daniel F. Sullivan, Fall 
River, and Thomas S. Childs, Holyoke; secretary and 
treasurer, George O. Jones, Boston; directors. Jerry P. 
Wall, North Adams; James T. Schauweker, Springfield; 


OUIDA CROSBY 
Buyer of the Shoe Department of Denver 
Drv Goods Co. 


Hobart P. Shean, Worcester; W. C. Goodwin, Fitch- 
burg; Ira H. Morse, Lowell; Cornelius L. Mahony, 
Lawrence; Amede H. Desjardins, New Bedford; Harold 
F. McNeil, B. C. Goulston, I B Howe and Fred W. 
Small, all of Boston. 

The election committee also represented a ticket for 
special committees, which were voted on as follows: 

Reception Committee: W. E. Wood of Lowell, chair- 
man. Grievance Committee: F W. Small of Boston, 
chairman. Legislative Committee, [.B. Howe of Boston, 
chairman. Auditing Committee, A.W Howe, chairman. 
The General Welfare Committee, which has been in- 
creased by nine new members to take care of the out-of- 
town delegations, now numbers 38. The Boston mem- 
bers are a branch of the General Welfare Committee, 
administered by the officers of the city of Boston. The 
number of directors was increased from 11 to 15. The 
title of Enslyn Gardner, former:y executive-secretary, 
was changed to managing director. The dues of the 
members were raised from $6 to $10 the year. 

It was voted to endorse the National Shoe Travelers’ 
Association proposition to work for the interchangeable 
mileage ticket. It was also voted to ask the co-opera- 
tion of Boston retail shoe merchants to decorate for the 
Boston Centennial during the week ending May |. 

The speaker of the evening was District Attorney 
Thomas A. O’Brien. who spoke on the “Necessity of 
Co-operating with the Public Officials to keep Down 
Crime.” 


Total Membership Now 230 


President Henry Hagan gave a very interesting talk 
in which he took occasion to commend the fine work of 
Managing Director Gardner in the recent membership 
drive. As a result of the efforts of Mr. Gardner, 81 
members were added in four weeks’ time. This now 
makes the total membership 230. 
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How a Retail Shoe Merchant Woke Up 


Not Being Able to Talk the Same Language as the Banker, a 


He Adopted a Simple Accounting Plan 
Which Proved Successful 


As related in the previous article in this series, Mr. John Spauld- 
ing, a retail shoe merchant in an Ohio town, after realizing that he 
was nol in a position to know the facts about his business, had se- 
cured from the Harvard Bureau of Business Research, on the advice 
of the Recorder, a copy of Bulletin No. 2, “Operating Accounts in 
Retail Shoe Stores.”’ Enclosed were sample copies of daily, monthly 
and yearly record sheets, the operation of which was explained in the 
bulletin. 

R. SPAULDING took the bulletin and the 
M record sheets home with him on the evening 
of the day he received them, December 15, 
1919, and spent that and several other evenings study- 
ing the accounting system in order to find out how the 
record sheets should be operated. He reached the con- 
clusion that here was a method of keeping accounts 
that did not require technical bookkeeping training, but 
since he was uncertain as to the amount of work that 
might be involved he decided to try out the sample 
daily record sheet for a day and see how it went. At the 
end of the day on which he used this record sheet he was 
surprised to find that only a few entries had been neces- 
sary, and that to balance his accounts after the store had 
closed, had required no more than fifteen minutes. Ac- 
cordingly, Mr. Spaulding wrote that night and ordered 
a supply of record sheets for a year, the total cost being 
only $3.00. Since the year was drawing to a close, he 
decided to wait until the first of January before in- 
stalling the new system. 

A few days later Mr. Spaulding saw the cashier of the 
bank, who previously had been instrumental in bring- 
ing him to understand the inadequacy of his former 
system of records. Upon hearing that the shoe mer- 
chant was about to put in a system of records, the cash- 
ier was much interested, and borrowed the bulletin to 
see what sort of a system his friend was planning to use. 
About noon the next day he dropped in at the Spauld- 
ing store and expressed his approval of the system in 
view of the fact that Mr. Spaulding was not in a posi- 
tion to install a set of double-entry books. The cashier 
clearly pointed out that to start the year right with this 
system, or any system, a balance sheet or financial 
statement that would show the actual condition of the 
business would have to be made out. Taking a piece of 
paper and a pencil he jotted down the following list of 
assets and liabilities for Mr. Spaulding to use in making 
out a financial statement: 


Assets 


3. Accounts Receivable 
(Amount owed by customers) 


1. Cash in Bank 
2. Cash in Drawer 


4. Notes Receivable 6. Bonds and Securities 


(Amount owed to business 7. Value of Fixtures, Furni- 


by notes) ture and Equipment 
5. Net Inventory of Merchan- 8. Buildings and Real Estate 
dise 9. Other Assets 
Liabilities 
1. Unpaid Notes 3. Other Liabilities 


2. Unpaid Bills 4. Proprietor’s Capital 


The cashier explained to Mr. Spaulding that the pro- 
prietor’s capital was arrived at by deducting total lia- 
bilities from total assets. He also suggested that the 
first thing to be done was to take an inventory of stock, 
since in no other way could a retailer be sure that his 
information about his business was correct. He went on 
further to say that goods on hand should be inventoried 
at what they could be purchased for in the market, in 
case that figure was lower than the original cost. He 
warned Mr. Spaulding, however, that it was not con- 
sidered good accounting practice or conservative busi- 
ness to inventory goods on hand at present market 
value, if that was higher than the cost. “Cost or mar- 
ket,” he said, “whichever is lower, and it does not pay 
to fool yourself as to the net worth of your business, by 
inventorying goods at more than you can buy similar 
goods for in the market today.” 


How to Make Out a Financial Statement 


During the next day or two the proprietor of the 
Spaulding store spent a few hours studying the defini- 
tions of the assets and liabilities’ accounts in the bulle- 
tin. By Wednesday, December 31st, he and his clerk, 
had finished taking the inventory of stock, and on 
Thursday, New Year’s Day, a holiday, he undertook 
to work out a financial statement for his business. He 
first took the list of assets and liabilities made out by 
the cashier and compared the items with the definitions 
given in the bulletin. First was an entry for cash. Look- 
ing up the balance in his bank book and counting what 
was in the cash drawer, Mr. Spaulding discovered that 
his total cash on hand and in the bank, amounted to 
$255.69. Then going over his customers’ ledger he found 
that he was owed $1,192.72 for merchandise. He held no 
notes of customers. The next item was Net Inventory 
of Merchandise, which he found to be $23,972.29. 
Since Mr. Spaulding had no bonds or other securities, 
there was no entry to be made for this type of asset. His 
fixtures and equipment he had decided were worth 
$1,250.00, which he accordingly entered in the space 
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DAILY RECORD SHEET FOR RETAIL SHOE STORES 
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Form SD, Supplement to Bulletin No. 2, Third Bdition, Bureau of Business Research, Harvard University — :g2t. 
Copyright, 1921, Barvard University Press. 


provided on the asset side of the statement. The amount 
of supplies on hand at the end of the year was exceed- 
ingly small; consequently, Mr. Spaulding made no en- 
try for this item. Since he rented his store, there were no 
real estate assets to be considered; and he had made no 
prepayments of bills, such as insurance; so there was no 
asset entry for prepayments. Adding the items which he 
had set down on the asset side of the financial state- 
ment, the shoe merchant found that the total amount of 
his assets was $26,670.70. 

Then on the other side of the statement he put down 
first the item, Notes Payable, $2,000. This represented 
notes which Mr. Spaulding had signed in borrowing 
money from the bank to pay for merchandise and meet 


current expenses. Then looking over the bills that he © 


owed wholesalers and manufacturers, he found that the 
total amount was $5,768.43, which he accordingly en- 
iered as Accounts Payable (Merchandise). He had paid 
all his expense bills to date, and there were no other ac- 
counts payable or accrued items. Adding the notes pay- 





able and accounts payable for merchandise, the retailer 
found that his total liabilities were $7,768.43. Subtract- 
ing this from the sum of the assets, $26,670.70, he 
arrived at the amount $18,902.27 as the balance, or the 
net worth of his business. 

After Mr. Spaulding had filled these figures in on the 
financial statement blank furnished with the bulletin, 
his balance sheet appeared as follows: 


FINANCIAL STATEMENT 
Date December 31, 1919 


Assets Liabilities 
Current Current 

Cash on Hand and NotesPayable(Mer- 

in Bank..;.......$ 255.69"  chandise)........$ 2,000.00 
Notes Receiveable Accounts payable 

SIE ano 44> 90,000 «kip (Merchandise). . 5,768.43 
Accounts Receivable Accounts Payable 

(Customers)... .. - 1,192.72 oy eR eae eer 
Net Inventory of 

Merchandise ..... 23,972.29 Accrued Items..... ....... 
United States Se- 


SEE ahccvcce uxcb oak 
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Other Liabilities: 
Real Estate Mort- 
gage Notes 


Other Assets: 


Net Inventory of 
$ 1,250.00 
Net Inventory of 
eee ; 
Prepayments...... . 
Real Estate. ....... 


Balance. ......... $18,902.27 


$26,670.70 $26,670.70 


The shoe merchant was not at all satisfied with this 
showing, for he could now see clearly that his cash posi- 
tion was weak in view of the amount of his payables. 
He hoped, however, to be able to make a better showing 
after he had been using more accurate methods for a 
time. 

When an Account Is Settled 

Mr. Spaulding’s supply of record sheets arrived 
shortly before the end of the year, and on Friday morn- 
ing, January 2, 1920, he came down to the store ready 
to begin keeping accounts, by means of the record sheet 
system. In the morning mail Mr. Spaulding found two 
checks in settlement of accounts, one for $21.75 from 
James Wilson, and the other for $9.15 from Mrs. Har- 
vey Mason. On the daily record sheet in the left-hand 
column on the first line under Cash Received he wrote 
“James Wilson” and entered the amount $21.75 in the 
column headed On Accounts. Likewise on the next line 
of the same column he wrote “Mrs. Harvey Mason” and 
entered the amount $9.15 in the column headed On 
Accounts. About 10.30 in the morning a customer, 
George Appel, came in and settled his account by pay- 
ing in cash an amount of $16.78. Accordingly, Mr. 
Spaulding wrote “George Appel” on the third line of 
the column under Cash Received, and placed the amount 
$16.78 in the column headed On Accounts. 

Just before lunch Mr. Spaulding took money from 
his cash drawer to pay his regular salesman, Joe Davis, 
and his repair man, Jacob Boll. In the column on the 
right-hand side of the page headed Cash Paid Out he 
wrote on the first line “Wages of Salesforce—Joe 
Davis,” and in the column headed Expense he entered 
the amount $38.50. Then on the next line he entered 
‘Repairing Wages—Jacob Boll” and placed the amount 
$25.00 in the column headed Other, in order to keep his 
repair accounts separate from the record of his mer- 
chandise transactions. 


He Sold Some Bozes 


Early in the afternoon Mr. Spaulding sold some old 
packing cases from which he realized the sum of $2.75. 
After consulting the bulletin he made the entry in the 
column headed Cash Received on the left-hand side of 
the page as follows: “Sundry—Sale of Packing Cases,” 
and entered the amount $2.75 in the column headed 
Other. Shortly afterwards, the afternoon mail arrived. 
In one of the first letters that Mr. Spaulding opened was 
a check for $14.52 from a customer, Bryce Carter, in 
settlement of his account. So Mr. Spaulding wrote the 
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name “Bryce Carter” in the column under Cash Re- 
ceived and entered the amount $14.52 in the column 
headed On Accounts. The other mail Mr. Spaulding 
found to be of no particular importance. 


Taking Advantage of Discounts 


While he was sitting at his desk, it occurred to him 
that an invoice from Henry Garfield & Company 
would have to be paid immediately if he wished to se- 
cure the discount. He located the invoice on his spindle 
and noted that it was for $76.50, the discount of 2 per 
cent for cash in ten days, amounting to $1.53. Mr. 
Spaulding therefore wrote a check to Henry Garfield 
& Company for $74.97. Then in the right-hand column 
of the daily record sheet headed Cash Paid Out he wrote 
“Henry Garfield & Co.” and in the column headed On 
Accounts he entered the amount $74.97. After consult- 
ing the bulletin again, he entered the amount of the 
cash discount—$1.53—on the line after the entry, 
“Henry Garfield & Co.” Wishing to mail the check im- 
mediately Mr. Spaulding looked around for a stamp, 
only to discover that there was none left. Consequently, 
he went across the street to the postoffice and bought 
one dollar’s worth of two-cent stamps. On returning to 
the store he made the entry under Cash Paid Out, by 
writing “Postage,” and placing the amount $1.00 in the 
column headed Expense. 

Somewhat later in the day, the express man delivered 
some shoes, on which the express charge amounted to 
$6.72. In handling this entry, Mr. Spaulding wrote on 
the right-hand side of the sheet under Cash Paid Out 
“‘Express on Incoming Merchandise,” and in the column 
headed Other entered the amount $6.72. 

Meantime, of course, there had been a number of 
customers buying shoes, some paying cash,. but more 
having them charged. The records of the charge sales 
Mr. Spaulding entered in a customers’ ledger from the 
sales slips, where the account of each customer was kept 
separate. Since the first of December, he had been using 
this ledger in place of his previous haphazard method 
on the advice of his friend, the banker. Receipts from 
cash sales of course went into the cash drawer, the 
duplicate sales slips being placed on a spindle. 


Balancing Daily Records 


After the store closed at six o’clock that night, Mr. 
Spaulding sat down to balance his daily record sheet. 
On the left-hand side of the sheet the only entry for 
cash received in the column headed Other was the $2.75, 
realized from the sale of packing cases. This, accord- 
ingly, was carried down as the entry for Total other cash 
received. Then, adding the amounts in the column 
headed On Accounts, Mr. Spaulding arrived at a total 
of $62.20, which he entered in the space provided for 
that purpose. Next came the entry for Tolal cash sales, 
which Mr. Spaulding found to have been $34.65 for 
that day. During the day, $6.75 had been received from 
customers in payment for shoe repair work. This amount 
was entered on the line provided for Tolal cash received 
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from repairing. The sum of the items—Tolal cash re- 
ceived on accounts, Total cash sales, and Tolal cash re- 
ceived from repairing—was $103.60, making the entry 
in the line for Total cash received (today), $106.35. 

Then going across to the other side of the record 
sheet Mr. Spaulding found that the entries in the col- 
umn headed Other, under Cash Paid Out, totaled $31.72. 
This he carried down as Tolal other cash paid out. Next 
he totaled the column headed Expense under Cash Paid 
Out, and entered the amount $39.50 on the line Total 
cash paid for expense. In the column for On Accounts the 
only entry was his check to Henry Garfield & Co., for 
$74.97. This accordingly was carried down as Total 
cash paid on accounts. The sum of these items amounted 
to $146.19, Tolal cash paid out (today). 


A Check Against Mistakes 


At the bottom of the record sheet Mr. Spaulding en- 
tered his cash balance at the beginning of the day— 
$190.65 in the bank and $65.04 in the store—making a 
total of $255.69. On the next line, Tolal cash received 
(today), he entered the amount $106.35, which ap- 
peared as the total of the entries on the left-hand 
side of the sheet. Adding these two items he en- 
tered the sum $362.04 as Total cash to be accounted for 
on the next line. On the fourth line, Tolal cash paid 
out, he entered the sum of the entries on the right-hand 
side of the sheet—$146.19. Next he balanced his check 
book and counted up the money on hand in the store, 
finding that he had $115.68 in the bank and $100.07 in 
the store. He then added Total cash paid out (today) to 
the Cash balance al end of day, and got the amount 
$361.94 as Tolal cash accounted for. This did not check 
with the entry of $362.04 as Total cash to be accounted 
for. Evidently something was wrong. Mr. Spaulding 
went over all his figures and could not discover any in- 
accuracy; he was, therefore, finally forced to conclude 
that he had made a mistake in making change, which 
had caused his cash to be short ten cents. Accordingly, 
on the right-hand side of the sheet, he made the entry 
$0.10 on the line for Cash short, and changed the figure 
for Total cash paid out from $146.19 to $146.29. He also 
made this change on the line Total cash paid out at the 
bottom of the record sheet, and then his Total cash 
accounted for came out $362.04, balancing with the en- 
try for Total cash to be accounted for. 


Fifteen Minutes’ Work 


The work on the daily record sheet had occupied 
scarcely fifteen or twenty minutes all told, and Mr. 
Spaulding found that he had a complete record of the 
day’s transactions, with the totals all ready to be trans- 
ferred to the monthly record sheet. 

(In a subsequent issue will be told how Mr. Spaulding 
used the monthly record sheet). 


“So this is peace,” said Rip Van Winkle, looking 
things over. ‘“Well, all I can ray is a rose by any other 
name would smell! as bad.” 
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The Nature Lover 


April Showers 
Bring May flowers. 
Dandelions, too, 
For my home brew. 


A pessimist sees the dirt on the window 
pane; the optimist—only the sunrise. 


“Drive for $1 haircut” in New York. 
Hurrah for $5 shampoos—with the accent 
on the “sham.” Next! 


Business paper says “Jazz Business 
Gone for Good.” Good is right. 


Flappers are shrinking little creatures. 
Hair and skirts, for instance. 


Looks as if it would be a wireless world 
before it is a warless one. 


**37 Murdered in New York ir One 
Month.” Go East, young bad-man, go 
East! 

The Guild of American Humorists should 
extend a vote of thanks to Henry Ford 
and Volstead. 


“Stock Market boils”—sure sign some 
one is going to get his fingers burned. 


Never too late to learn—and the night 
schools are proving it, too. 


The early bird catches the worm—and 
fishing season’s near, too. 


There may be nothing to the theory of 
Evolution, but it’s a sure bet the politi- 
cians are making moakeys of us all these 
days. 

Conscience—and 
cowards of us all. 


tax {| reports—makes 


Sign says ‘Bermuda onions 10c each” — 
read ‘em and weep! 
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Sales Slips Made in Advance 


A System That Eliminates the Necessity of 


IME is recognized as a big element in every busi- 
ness, and ways and means of conserving time 
constitute one of the principal studies in modern 


industrial conduct. 


There are times when the few minutes necessary to 
make out the ordinary sales slip is very valuable, and 


could well be employed in 
waiting on the next custom- 
er. There are other periods 
when the same amount of 
time could well be spent do- 
ing that work. 


Sales Slips a Necessity - 


A sales slip in a retail store 
is an absolute necessity in 
checking up the stock and ia 
checking the sales against 
money taken in, but if the 
principal part of the sales slip 
can be made when the few 
minutes required to do the 
work are not so precious as 
they are in the rush hours, 
then just so much headway 
is gained. 

In the modern retail shoe 
store every carton must have 
a labei, cr something of the 
sort on its face to identify the 
shoes which it contains. The 
Hill & Eggert Shoe. Co. of 
Spokane has devised a way 
of combining the sales slip 
and the front label on the 
carton and of making the 
principal part of this at a 
time when the few moments 
spent in doing it can well be 
devoted to this work. 


A Card Insert 


The device consists of a 
card made of light board 
seven and three-quarters by 
three and a half inches. When 


filled out, these cards contain. 


Making a Detailed Slip When the 
Sale Is Completed 


By E. C. LOGAN 
Western Editer of the ‘‘Boot and Shoe Recorder” 


all the needed information about the shoe and the 
transaction when it is sold. 
In the H. & E. chain of stores, as in all well-regulated 


stores, a private stock number system is in vogue. When 
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SALES SLIP AND CARTON LABEL 
These cards, slipped into a concealed pocket in the carton, 
show only that portion of the card which identifies the shoe 
and the retail we Spiny Pulled from this pocket when a 
sale is made and filled out, partly by hand parily by the 
cash t eae printing device, they give the complete sales 
record. 


a shoe is bought, it is given a stock number, and this is 
recorded in a book kept for the purpose. Any time 


thereafter these cards, which 
become the front label and 
later the sales ticket, are 
made out and held in readi- 
ness for the shoes when they 
come in. 

The card shows the stock 
number, the size, width, cost 
and selling prices, and by 
code the date when the shoe 
was put in stock. When the 
sale is made the card is taken 
tothecash register, and at one 
insertion all of the informa- 
tion not put on the card when 
it is originally made is 
printed on it in two places. 


Sales Slips in Three Parts 


Multiple drawer National 
cash registers are used in 
these stores (each salesperson 
having his own cash drawer), 
on which there is a printing 
device which stamps the 
store number, salesman’s 
number, the selling price. 
consecutive number of the 
sale and the date of the 
transaction. It also shows 
whether it was a cash sale or 
a charge sale. A star, as 
shown in the illustration, in- 
dicates a cash sale. In the 
event of a charge sale “ch” 
shows up in place of the star. 

The card is then torn on 
perforated lines into three 
pieces. The top part goes in- 
to the salesman’s drawer in 
the ‘cash register to check 
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against the cash. The middle part goes to the office as 
an official record of the transaction. The third, or lower 
part, which is almost a duplicate of the second part, 
goes to the customer. It will be noticed that the serial 
number which appears on the record that goes to the 
office does not appear upon the part that goes to the 
customer. This serial number indicates the date that 
this particular pair of shoes was put into stock. In the 
card reproduced here, “1121” indicates that the shoe 
was put into stock in November, 1921. 


Building a Mailing List 
It will be noticed further 
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advance, are slipped in between the front and false 
front of the carton, so that the stock number, size and 
width and selling price are plainly visible. 


Cashier Is Unnecessary 


The part which shows is a part of the record which 
the customer gets. It takes only an instant to insert 
these cards in the cartons and the boxes are all ready to 
go in stock. When the sale is completed, another second 
provides the necessary time to record the part of the 
transaction on the cash register and the salesman is 
ready for the next customer. 

Through ‘the cash register 





that the code cost “BL” 
which shows on the ticket 
that goes to the office is 
marked “Lot” on the part 
that goes to the customer. 
The only writing the sales- 
person has to do is the name 
and address of the customer 
and the amount of money re- 
ceived. The latter part is im- 
portant because it eliminates 
any argument as to the cor- 
rect amount of change being 
given back to a customer. 
It would not be necessary 








system the services of a cash- 
ier are dispensed with, un- 
necessary expense is elimi- 
nated and time with the 
salesman is saved when time 
is valuable. 


No Extra Expense for Cartons 


So far it has not been nec- 
essary for the H. & E. Shoe 
Co. to spend any money for 
cartons. Inasmuch as the 
manufacturers are not put to 
the expense of printing and 
pasting labels on the front of 








to write the customer’s name 
excepting in the event of a 
charge sale, but the H. & E. 
stores insist on having the name and address of the cus- 
tomer, even if it be a cash sale, since these cards, pre- 
served and transferred to a card index record, provide 
the best possible mailing list and also a definite means 
by which they can keep in touch with customers and 
more satisfactorily adjust any complaints that may 
arise. 


carton pocket. 


Special Cartons Used 


Another particularly good feature of this system is 
that it prevents the possibility of a salesperson writing 
the wrong stock number, the wrong size or width, or the 
wrong price on a sales ticket, which frequently happens 
in rush hours in almost every shoe store. 

The card system of record and sales slip is not par- 
ticularly new since it has been used for a number of 
years with the various modifications in a good many 
stores. In most instances, however, these cards have 
been folded over the front of the carton and fastened on 
with a clip. 

The shortcoming of this plan is that the cards do not 
lie down flatly against the front of the carton and when 
the corners get turned up they give the shelves a ragged 
unpleasing appearance. In the H. & E. stores a special 
carton is used, having a cutout, one and three-quarters 
square, near the lower left-hand corner. The carton also 
has a false front. 

When the shoes arrive they are unpacked and the 
specially-prepared cards, which have been prepared in 


Showing the sales slip as it appears when inserted in the 


the carton, they have been 
willing to furnish the cartons 
with the cutout in front and 
the false partition, at no additional expense. 

Cartons of uniform color are used throughout all the 
H. & E. stores and uniform sizes are used respectively 
for men’s, women’s, boys’ and youths’, misses’ and 
children’s. 

With the uniform insert label the stores present a 


clean, attractive, neat appearance, which is not possible 


with stores using vari-colored cartons and labels de- 
signed by various manufacturers. 


Slip-On Boots 
A New Term for Russian Boots 

“If we had named them Slip-on boots instead of 
Russian boots,” remarks a designer, ““we would have a 
new name, descriptive of some advantages of the Rus- 
sian boots. 

“They can be slipped on or off, in a jiffy, if the lasts 
and patterns are right. And that is a time-saving ad- 
vantage to be considered. No busy woman wants to 
stop to lace and unlace boots, nor to button or unbutton 
them. Many wear low-cuts to save themselves the 
trouble of fastening and unfastening lace or button 
boots. But the Russian boot, as I’ve said before, can be 
slipped on and off in a jiffy. 

“Besides, the Slip-on boot fits comfortably around 
the leg. It does not bind, like a high lace boot, which, as 
is often the case, is laced so tight that it raises a welt on 
the flesh.” 
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The Recorder Ad-Visor Service 


When There’s Reason In Your Prices 
You Ought To Let Your Trade Know It 


mands value, and none more so, perhaps, than 


VERYBODY appreciates value. Everybody de- 
the ones who buy at the lowest prices. 


These who are perpetually hunting for low prices are 
the very ones who will trade here, there and every- 
where because after all they themselves remember only 
the amount of satisfaction they got from their shoes 
and not the prices. They are forever regretting ill- 
chosen “bargains” and endlessly seeking for what 
doesn’t exist, something for nothing. 


Below certain prices no merchant can give a cus- 
tomer what that customer is entitled to. Low prices 
are the result of a short cut somewhere, and short cuts 
will in the end reflect unfavorably on the merchant who 
depends for sales on price. 


Merchant Not Expected to Lose Money 


The only way to make satisfied customers is to make 
a profit in order to stay in business. It’s nothing to 
hide. Rather it’s something to talk about, for nothing 
succeeds like success. Their opinions of your business 
are important, too, otherwise the talk of today regard- 





ing terrific profits in the shoe business would not get 
such a hold on people from just hearsay. 


Don’t Leave It to Outsiders 


If outsiders who know nothing of your business can 
create such widespread opinions as to your business, 
just think what you yourself ought to be able to do in 


this respect. 


How much more authentic your statements will be. 
How much more readily believed. How clearly they 
will appeal to reason. And how certain you will be to 
reap the benefits in sales and prestige of simple, under- 
standable explanations as to the value of your mer- 
chandise. 


Desire Makes Buyers 


After all, it is desire that actuates any one to buy 
anything. Of course, if you talk of nothing but price, 
how can they think of anything else, and once having 
formed a desire for the goods you carry, they will have 
nothing else to influence a decision but price, and the 
prices lowest gets the business. You have reduced the 
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Blank Shoe Company _ 
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From Texas’ plains comes sole leather. From faraway India 
or Russia or South America, upper leather. Our sunny Southern 
cotton fields contribute cotton. Belgium supplies linen, and 
bonny Scotland spins it for linings and stitching thread, Austra- 
lian’s kangaroo is used for tongues. Heel pack and tongue lin- 
ings are made of wool from Ohio’s sheep. Connecticut's share 
is eyelets and hooks, Sweden's, nails, and Brazil’s rubber for heels. 


Wool oil from Michigan makes uppers soft and glovelike. 
Moisture-proof cork for between soles is obtained from Portugal. 
Box toes are made from Texas’ hides—counters from South 
American hides. Dyes and bark for tanning may come from 
Tennessee or Siam. 


Over 175 operations are necessary in making material gathered 
from all parts of the world into the shoes you wear. 


The manufacture of a shoe is rich in romance of the seven seas, 
and the utility-value of a shoe depends upon where the material 
originates. 

That is the service that you must look to your shoe merchant 
to perform. 

To supply you with the best that the world affords in shoe 
leather at a price you will consider fair is our unceasing purpose 
in business, and we feel that in view of the service expected of 
footwear there is no article of clothing that gives so much for so 
little. Had you ever thought of it in that way? 
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Recorder Ad-Visor Service 





whole thing down to its lowest terms—price, when 
price after all means nothing unless it’s written over 
your name. In fact, too low a price will many times 
prevent a thing from selling. Attractive enough in 
itself, still it is a breeder of doubt when presented to 
those capable of reasoning for themselves. 


Price Appeal Is Usually Poor 


It is being proved every day that there is money in 
localities where price hysteria seems to possess every 
merchant. It has been proved right along that com- 
parative prices, are not essential to influencing folks to 
buy. 


Therefore, isn’t it a very logical proposition to 
approach the matter of desire by first building a firm 
foundation of frankness? Wouldn’t your customers 
listen to reason? You can convince every one you talk 
to of the fairness of your prices or you can at least give 
them something to think about which will impress 
them with the importance of good footwear at fair 
prices and the next step is to do the same in your 
advertising. , 


Then there’s the very important consideration of how 
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you conduct your business; the principle upon which 
your business has grown and what it means to the 
buyer on every purchase. 


How You Handle Dissatisfaction 


If you are scrupulous about handling causes of dis- 
satisfaction it’s something that every one ought to know 


Dissatisfaction loses a good deal of trade for any 
merchant every year and therefore if you are giving 
particular attention to this phase of good-will building 
it would be a good plan to capitalize your efforts. All 
things being equal you'd trade at a store where you 
felt everything was being done to please you much 
quicker than one where you felt your interests were 
not considered as vitally important, and if you feel so 
others will also experience such tendencies without 
exactly realizing why they traded at one store rather 
than at another. Preference is a potential sales builder 
that ought to be recognized by every merchant. Such 
recognition will certainly place you in the vanguard of 
merchants who lack the imagination to picture just 
how such an invisible force may be making their read 
a harder one to travel. 


Which Are Yours? 


The story of a shoe’s value is told in people’s feet. 
You can’t see the feet, but more often than not 
you can see the effect. 


Youth Measured By Step 
How often youth is measured by one’s step. A springy 
step is possible regardless of age—and with it comes correct 
posture, ability to walk hard, to stand long without tiring, a 
keen enjoyment in being active—a desire to do things attri- 
buted to youth and health. 


Youthful health and vitality and well-preserved feet are 
inseparable. Good shoes well-fitted give you both. 


Be Fitted to Our Shoes 
That is one reason why you should be fitted to a pair of our 
shoes. Carefully lasted they fit well from the first day and 
hold their shape until worn out. 


Your Full Money’s Worth 


You cannot ‘get your money’s worth out of an ill-fitting, 
poorly made shoe. 


We look forward to fitting you with shoes that will give 
you complete enjoyment every minute they’re worn; that 
will wear long enough to make you want a second pair; and 
that will keep your step elastic. 
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Such Ads Must Be Sincere 


In such copy there is always, of 
course, a danger of making state- 
ments which will not ring true and 
which, therefore, will appear ridic- 
ulous. Anything savoring of an ex- 
cuse might be looked upon with 
more or less incredibility and induce 
one to treat such statements in a 
humorous way. That, however, is 
nothing against the mmportance of 
restoring your trade’s confidence in 
your desire to be of utmost service 
in supplying good footwear at a 
price any one can afford to pay. 


Direct Mail Insurance 


Recorder Ad-Visor Service 
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Facts Not Fancies 


The advertising of this store is based on 
Fact. 

We have no excuses to offer for over- 
enthusiasm ever. 

Whenever there occurs an opportunity 
for passing on to our customers a rare 
bargain there is always a well-founded 
reason for it—doubtful quality never! 


What Does This Mean to You? 


Doesn’t such strict truthfulness appeal 
to you? Isn't it better to trust eed: ym 
such an important matter as footwear 
selection to the store with a record for 
dependability? 

That is the basis upon which wei nvite 
you to trade with us. 

Before we ask any one to buy our shoes 
we have put our money into them—and 
that shoes our belief in their value to you. 


Exploit Truth of Your 
Advertising 


If you have a definite rule in your 
store probhiting salespeople to mis- 
represent goods in the slightest de- 
tail and if you never advertise one 
article in the newspapers only to try 
to substitute something else, once 
a person comes into your store, or 
if you take shoes from the cases 
and display them in your window, 
thus assuring one against any form 
of disappointment you ought to 
make this known. Some stores 
don’t do any of these things, and 
the one that does stands in a very 





The proper records will tell you 

how fast you are losing customers. If you get the 
names of customers who buy of you and have their 
names on file you can tell how long a time has elasped 
since they have ordered of you, when you can send 
them a letter couched in such a way as to make 
them feel confident you are most earnest in getting 
their business and that you will do your best in pleas- 
ing them. 
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favorable position, if capital is made 
of such principles. 


Correct Fit Is Paramount with Men 


Once you've fitted a man satisfactorily he’s your 
friend and more than likely his friends are too. Style 
is important; in fact, that is one of your best selling 
points yet fit and wearing quality to a man means 
almost everything. If there’s any way that you can 
keep constantly before your men patrons the fact that 
you carry the same lasts season after season it ought 
to be done. Name your lasts and build up your men’s 
department on sure-fit-every-time. Vary the style 
often as you will. 


No Real Satisfaction Here 


“Good enough for the money” is a poor way to cover 
up lack of satisfaction. 


There isn’t such a thing as a “bargain shoe” unless 
it is'a good shoe marked down. . 


And good shoes do not have to be junked to be sold. 


You may be sure that if a shoe won’t survive a care- 
ful fitting they are not worth takiag home. 


Regardless of what price is asked for a shoe here— 


You get the benefit of a shoe adapted to your foot. 

You know that it is constructed of dependable material. 

You may be sure that you will not be disappointed with 
your purchase. 


If those are the things you demand, then here is 
where you ought to buy your footwear. 


Our prices are low enough to guarantee our cus- 
tomers complete satisfaction in wear as well as price. 


<_$_$_$_$_$_$_$_$_$_$_$_$_$_$_ $$ _ <_< 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 


A series of condensed medical articies with numerous illustrations have been prepared 
by the writer for the “Boot and Shoe Recorder.” They are direct results of a question- 
naire on shoes and feet thal was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 


few shoe men at least will say that they are not 

interested in such medical stuff. Some physi- 
cians undoubtedly will remark that a little medical 
knowledge is dangerous, and that shoe clerks should 
not be encouraged to learn facts of 
medical character that may lead 
them to attempt unjustifiable 
things not belonging properly to 
their sphere of activity. The 
writer himself was opposed de- 
cidedly at first to the idea of a 
series of articles until careful con- 
sideration compelled a change of 
viewpoint. 

A little medical knowledge may 
be dangerous for shoe clerks, but 
entire lack of medical knowledge is 
even more dangerous; because 
shoe clerks must fit feet with shoes, 
and feet will continue to be regu- 
lated in their functions by definite 
scientific physiological principles. 
If shoe fitters do not know these 
underlying principles they cannot 
fit shoes most skillfully in uniform 
manner. Knowledge of foot de- 
formities and of bones of feet are 
insufficient. 

Let it be supposed for sake of 
presenting worst possibilities that 
many shoe fitters imagine that 
they are real doctors because of 
increased understandings. There 
will be others who will apply their 
increased knowledge more skillfully in the fitting of 
customers without attempts at becoming pseudo- 
physicians. They will appreciate limitations of shoes 
better, as well as favorable possibilities of footwear; 
and they will advise physicians’ opinions being received 
more frequently, quickly and discriminatingly than 
those with no appreciation of medical principles. 

There are bound to be some risks incurred in what- 


Pe awae can be made in advance that a 





Figure 1— X-ray of an average adult foot 


ever course is adopted. Encouragement, therefore. 
should be extended to progressive careful members of 
the shoe trade and of the medical profession in their 
efforts toward closer co-operation, rather than attempt- 
ing the minimization of medical abuses by discourage- 
ment of all medical knowledge 
among laymen. 

Many shoe retailers in the past 
may have been interested mainly 
in selling shoes with little thought 
of medical problems, or of subse- 
quent tendencies of footwear on 
their customers. Today is another 
day and every retailer is looking 
ahead intently. New tendencies 
are crystallizing in these unsettled 
times, and hints of future lines of 
progress are in evidence already. 
Numerous progressive shoe men 
are showing lively interest in un- 
developed medical possibilities of 
their business, more skillful ap- 
plications of medical ideas by 
themselves in the fitting of shoes 
and greater co-operation with 
suitable members of the medical 
profession. 

There is increasing familiarity 
with orthopedic ideas concerning 
footwear,—erroneous notions, as 
well as correct ideas,—in nearly all 
aad circles of society. The group of 

Ey progressive shoe merchants seems 
likely to constitute a so-called 
“bloc” that will swing the pres- 
ent delicate balance of opinion toward new profitable 
lines of future growth. 

Perhaps it is fair to say that some of the most ad- 
vanced members of the shoe trade today wish to know 
all that can be learned of practical medical matters 
and yet who desire to restrict themselves more per- 
fectly to their business of fitting and selling shoes for 
the more complete satisfaction of their customers. 
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Also it seems fair to say that physicians who are 
advanced in their profession realize their own limita- 
tions, and desire to remain more closely within their 
own spheres, yet are eager to learn about topics 
poorly understood by them with which shoe merchants 
are familiar. 

Medical men have to learn that there are as many 
important differences among members of the shoe trade 
as there are differences among regular medical prac- 
titioners and various special medical cults. Shoe men 
have to learn to distinguish between orthopedists, 
osteopaths, chiropodists, general practitioners, physio- 
therapists, and others. 

Orthopedists from many cities of the United States 
answered the writer's 
questionnaire on shoes 
and feet; and well-known 
shoe merchants, as well 
as the Editor of the 
“Recorder” have ex- 
pressed the opinion that 
a series of articles should 
follow naturally by the 
writer after so many per- 
sons have contributed 
their opinions. For these 
reasons he will try mod- 
estly to execute his part 
in the program by con- 
tributing the following 
list of papers which will 
appear regularly in the 
“Boot and Shoe Re- 
corder.” 

(1) A few features of 
foot development. 

(2) Certain details of bone growth. 

(3) Bunions. 

(4) Enlargements about great toes. 

(5) Policeman’s heel. 

(6) Foot tendons and tendon troubles. 

(7) Sesamoid bones. 

(8) Hammer toes. 

(9) Circulation and circulatory disturbances of feet. 

(10) Nerves of the feet. 

(11) Muscles that move the feet—general arrange- 
ment of foot muscles. 

(12) Muscles that move the feet—minute structures 
of muscles. 

(13) Muscles that move the feet—muscle physiology. 

(14) Flexible shoes, stiff shoes, arch supports. 

(15) Ligaments, joints, bones. 

(16) Front parts of feet and of shoes. Aboriginal feet. 

(17) Influence of foot posture on symptoms in backs, 
hips and knees. 





Figure 2— X-ray of feet of five-year-old child, showing unusual 
variations in bones 
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A Few Features of Foot 
Development 


IFFERENT shapes of feet are familiar, also X-ray 

appearances of feet; pevertheless, much still 

needs to be generally understood by shoe men about 
bony development. 

An average adult foot is shown as it appears in X-ray 
in Fig. 1. Bones have attained their complete size and 
final form. It is hardly necessary to call attention to 
the narrow clear spaces between bones, and to explain 
that they represent joints lined with resistant smooth 
cartilage. Cartilage does not show in X-rays, owing to 
its peculiar structure. It is tough and well suited to 
stand wear and tear of 
continual sliding of hard 
surfaces over each other. 
Cartilage is attached firm- 
ly to adjoining bone on one 
side, while its opposite 
free surface is in contact 
with cartilage covering 
the bone on the opposed 
joint surface. 

Fig. 2 shows a less 
common appearance in 
the feet of a five-year old 
child. Notice that there 
are not as many bones 
showing clearly as in the 
adult, also that spaces 
between bones are very 
much greater. Feet in 
infancy are soft and car- 
tilaginous. True hard 
bone appears first as 
small spots in some of the 
soft cartilaginous bones before birth. And these 
spots, or ossification centers as they are called 
technically, grow gradually in size and numbers 
until all bones contain them in some stage of growth. 
There is more than one ossification center in 
many completely finished bones, for when growth 
is approaching completion, some centers fuse with 
adjoining ones. An illustration is furnished in Fig. 2, 
where it may be seen that usual sections of great 
toes. have an additional bony disc at the base of each 
joint. These latter will become united completely with 
the longer sections later. Such arrangement is needed 
to permit the bones to grow in length easily as the 
individual grows. 

Normal feet that have never been restricted by shoes 
may develop into the condition represented in Fig. 3. 
These South Sea Islanders presumably have been 
guiltless of wearing foot coverings. Notice how broad 
and well developed have become front parts of their 
feet. The toes are evidently very serviceable. Arches 
of the feet are low. Modern civilized customs tend to 





110 BOOT AND 


protect the feet too much very often, and feet are 
squeezed in all directions into smaller space for the sake 
of neat appearance. Persons may slowly cripple them- 
selves without even knowing that they are doing so, 
because the crippling process is very gradual and with- 
out pain. Practically everyone unconsciously is under- 
going such changes. Comparison of one’s feet with the 
feet of these uncivilized individuals may show how far 
the crippling ten- 

dency has ad- 

vanced, fel 

The process of 
ossification, or bony 
hardening, is com- 
pleted by the time 
that an individual 
has attained the age 
of eighteen to twen- 
ty years. During 
early life obviously 
feet should be al- 
lowed to expand 
freely and to grow 
as their nature in- 
tended them, yet 
how frequently is 
this need  disre- 
garded. 

Fig. 2 was chosen 
because it shows 
another very im- 
portant fact about 
bones. They may 
vary in number as 
well as size and pro- 
portions of individ- 
ual bones. This 
youngster was born 
with three toes only 
on each foot for 
some obscure rea- 
son. He is a lively, 
normal individual 
in all other respects. 
Sometimes there are 
more than five toes, 
and rarely theremay 
bé as few as a sin- 
gle toe. Obscure processes that produce these results 
may be likened to defects in flower buds that pro- 
duce imperfect blossoms of variable degrees. Theories 
will not be discussed, but the fact should be dwelt 
on that there are many natural bony variations in 
numbers, sizes and shapes of foot bones, and that 
dividing lines between normal and abnormal appear- 
ances are not always clearly defined when variations 
are slight. 

Bones of the right and of the left foot shown in Fig. 2 
can be seen to differ a little. The left foot at this stage 


Photograph by J. W. Beattie 
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Figure 3—Soloman Islanders from the South Seas, showing foot types 
developed in healthy barefooted individuals 


Re-published by special permission 


tended to toe in badly, and the heel would not reach the 
floor readily on account of a short heel cord. There 
was a correcting adhesive strap attached to the foot 
that exerted a constant slight pull in a direction favor- 
able for straightening the foot. The adhesive strip 
extended upward on the outer side of the leg. Thus 
were modified pressures and tensions under which 
bones developed, and they responded by growing more 
perfectly in desired 
directions. In this 
instance it became 
necessary also to 
cut and to length- 
en the heel cord 
a little, in order to 
release the foot 
sufficiently, and to 
assist it in assum- 
ing the usual pos- 
ture held by nor- 
mal feet. 


Factory Out- 
put Census 


Arthur B. But- 
man Reports for 
February 


The monthly cen- 
sus of the February 
production of boots, 
shoes and _ slippers 
(other than rubber) 
shows the factories 
are maintaining, if 
not exceeding, the 
output standard of 
the previous quarter. 

The manufactured 
productsf or Febru- 
ary, 24,900,185 
pairs, on a basis of 
24 working days, 
would indicate the 
average daily out- 
put approximated 
1,037,507 pairs; 
January, on a 25 
working day basis, averaged 1,006,927 pairs; December 
‘25 working days) 969,669 pairs, and November (25 
working days) 943,704 pairs. 

The number of pairs of boots, shoes and_ slipper- 
manufactured in February exceeds the monthly avers 
age of 1914 (25,388,872 pairs) by 2.9 per cent. The 
February export trade in 1914 consumed 3.4 per cent, 
and February, 1922, only 1.6 per cent. 

The export trade in this industry in February was 
20.3 per cent greater than in January of 1922. 
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Every Time You Compromise You 
Are Licked 


national fame by his activities in the wheat mar- 

ket, is now chairman of the executive board of the 
Citizens’ Committee to enforce the Landis Award in the 
building trades of Chicago. 

“Jim’’ Patten has ever been known as a fighter and 
now, although he is past seventy years of age, is still in 
the fight. His firm jaw and square chin mark him as a 
natural-born fighter. 

It has always been his method to map out his cam- 
paign in advance, make a survey of conditions, deter- 
mine the proper modus operandi, and then proceed with 
his plan. 

In a recent address before the Chicago Trade Press 
Association he said, ““Before accepting the place on the 
board I determined that the wage scale, working condi- 
tions and other features of the Landis Award were fair, 
just and equitable to the workers, the contractors and 
the public.” 

This determined, he and the other members of the 
board, seven in all, proceeded to map out plans to put 
the conditions of the award into effect. 

When the strike or lockout in the building trades was 
put into effect the first of May last year and arbitration 
was decided upon, the union heads chose Jiidge Landis 
as arbiter, and agreed to accept and abide by his award. 
Some of the unions did accept the award and no fight 
has been made upon any of these unions. No fight has 
been made on any workman in any trade who has been 
willing to work under the award. 

The fight has been waged against slugging, bombing 
and shake-downs It is not so much a fight for a lower 
wage scale as a fight for clean conduct in the building 
trades. 

In the course of Mr. Patten’s address, he made this 
significant statement, which every business man can 
well take home to himself: “I have learned both from 
observation and experience that every time you com- 
promise you are licked.” 

This, of course, does not mean that wages should not 


Bp PATTEN, who a few years ago gained 


be adjusted, that working conditions should not be 
altered, that adjustments should not be made on mer- 
chandise, that a man should not change his opinion, but 
it does mean that when a man has determined what is 
right, honest and just, he should stick to that course and 
in the words of another of the world’s great fighters, 
“Fight it out on this line, if it takes all Summer.” 

A plan, ‘a method, a mode of procedure is either mor- 
ally right or morally wrong. Every man with a well- 
balanced brain knows right from wrong. 

If his plans and methods are morally right and are 
backed with sufficient gray matter, they are pretty sure 
to succeed. It may require a hard struggle and take a 
long time. There may come dark nights and stormy 
days, the going may not always be easy, but the final 
outcome is pretty well assured. 

Grant won his campaign and it didn’t take all Sum- 
mer either. But he assured himself it was right. Lincoln 
said, “I would rather be right than be President.”’ Being 
right, he won the presidency and everlasting love and 
fame. Had he compromised with principle, he would 
probably have won neither—he would have been licked. 

There has never been a time when the moral stamina 
of retail merchandising, and business of every sort for 
that matter, was on trial, as it is right now. 

We are, unfortunately, going through a period when 
men are inclined to doubt not only the ability but the 
honesty of other men with whom they do business, and 
in a time like this the man who stands four-square, nat- 
urally draws to himself the aid and support of those 
with whom he comes into contact. 

The man who is really honest does not necessarily 
need to advertise the fact; the public knows it probably 
aswell as he does. In fact, the really honest man is about 
as unconscious of his honesty as he is of his breathing, 
and his neighbors know whether or not he is breathing. 

In this time of financial stress the value of a good 
name is above estimate, and the man who hopes to gain 
and hold the esteem and good will of those with whom 
he does business cannot afford to compromise. 
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Permanent Headquarters Established 
By N.S. R. A. In Chicago, 
New Work Outlined 


Even Though Many Months Must Elapse Before Next Convention, 


tional Shoe Retailers’ Association located in the 

Railway Exchange Building, 224 South Michi- 
gan Avenue, Chicago, are commodious, well lighted, 
well furnished and in every way very attractive. 


Te new permanent headquarters of the Na- 


Secretary George M. Spang- 
ler and the members of the 
office force are busy, but not too 
busy to extend a friendly greet- 
ing to every merchant who 
visits the new home of the asso- 
ciation. The latchstring is al- 
ways out to shoe merchants 
when they are in the city. Mr. 
Spangler is anxious to have 
merchants come to headquar- 
ters. He wants to shake hands 
with them, learn conditions 
first-hand, know the problems 
merchants are facing, because 
only by knowing the problems 
is it possible to render aid in 
solving them. 


What Headquarters Has to Do 


Every day hundreds of let- 
ters are received from mer- 
chants, manufacturers, whole- 
salers and shoe travelers. It re- 
quires a tremendous amount of 
research work to answer the 
correspondence, but the office 
force is on the job constantly, 
striving to render the best pos- 
sible service to the members of 
the craft. 

Headquarters is constantly 


in touch with the N. S. R. A. style committee 
and similar committees in the textile trade in 


Committees Already Are at Work 


Fighting for 
Free Hides 


The fight for free hides, to be waged on 
the floor of the Senate, is not to be car- 
ried on solely by the manufacturers. The 
N.S.R.A. has thrown itself whole- 
heartedly into the fray and, as the first 
gun of the retail merchants, has 
launched a broadside of 200,000 circu- 
lars to members and non-members in 
the retail trade. 

The circular, signed by Secretary 
George M. Spangler, calls on every one 
who receives the circular immediately to 


get in touch by letter with the two sena-* 


tors from his State and with the congress- 
man from his district, protesting against 
the proposed imposition of a 15 per cent 
duty. The argument follows the lines of 
the circular issued recently by President 
Frank R. Briggs of the National Boot and 
Shoe Manufacturers’ Association. It is 
pointed out first that the American Farm 
Bureau, composed of most of the farmers 
of the United States, has filed a brief with 
the Senate opposing the proposed duty; 
and, second, that any increase in the 
price of hides, such as would result if the 
duty is actually levied, will increase the 
price of shoes to the consumer in this 
country. On the back of the circular is 
given a list of senators, by States. 





Council of Arbitration 
Semi-annually, the association issues color cards 
with the idea of harmonizing garment shades and 


footwear shades. To many merchants this service 
has been of great benefit. 


During the past few years 
many misunderstandings have 
arisen between manufac- 
turers and retail merchants. 
The N.S. R. A. has sponsored 
a plan of arbitration by which a 
great many of these misunder- 
standings have been adjusted 
without access to courts of jus- 
tice. This service has not only 
saved a lot of money for both 
merchants and manufacturers, 
but has promoted good will be- 
tween the two branches of the 
industry. No charge is made to 
either party by the headquar- 
ters’ office for any part they 
take in bringing about an ad- 
justment of these differences. 


A Representative at Washington 


Since the beginning of the 
war Congress has been more 
active in legislation pertaining 
to business than during any like 
period in the history of the 
country. 

The association is not “agin 
the government”; on the con- 
trary, it is with the government 
and for the government, but in 
order to render the most effi- 


cient aid, both to Washington and its membership, 
time has demonstrated the wisdom of maintaining 


order to furnish the best possible information representation at the National Capitol. 


on styles and fashions to members of the asso- 


ciation. 


Through this activity alone, the N.S. R. A. has ren- 


dered a service to the retail shoe merchants of the coun- 
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try that is of inestimable value. Helping the recent in- 
vestigation of the joint commission of agricultural in- 
quiry is a case in point. 

Through questionnaires sent out to a thousand shoe 
merchants, the pertinent facts of cost of doing business, 
mark-up and profits from 1913 to 1921 were ascer- 
tained and laid before the commission. 

The form of the report and the concrete information 
which it contained brought forth the highest praise and 
commendation from the commission. 

In the near future the government will give publicity 
to this report which will enable every shoe merchant to 
compare his costs of doing business with other mer- 
chants in his locality and throughout the country, and 
will undoubtedly clear the retail merchants of any 
charge of profiteering. 


What Goes with the Money 


When firm membership pledges 
are asked for,merchants frequently 
wonder what the money is being 
spent for. 

A very short time spent in head- 
quarters’ office visualizing the 
wide range of activities partici- 
pated in by the association will 
furnish the answer to most any 
fair-minded merchant. It will do 
more than this—it will make him 
a more enthusiastic “go-getter” 
and booster. 


The Next Convention 


Right now the headquarters’ 
office is busy on plans and arrange- 
ments for the next annual conven- 
tion to be held at the Coliseum, 
January 8, 9, 10 and 11, 1923. 
Contracts have been made with the Coliseum Company 
and space has already been engaged by over 300 manu- 
facturers and wholesalers. Anybody who has ever had 
any experience in staging a convention attended by 
12,000 people, where approximately 400 lines are on 
exhibit, realizes that this of itself is a big job. When con- 
nected with this convention and exhibit a style show or 
correct costume revue of the magnitude of the one 
which will be staged next year, the job grows to a colos- 
sal undertaking. 

General convention committees and special commit- 
tees are being arranged and merchants and manufac- 
turers can be assured that the 1923 convention and ex- 
hibitions will not fall short of last year’s effort. 

National convention committees, appointed some 
lime ago, already have organized and are at work on 
plans for the 1923 gathering in Chicago. The person- 
nel of these committees is as follows: 

Executive—F. E. Foster, general chairman, F. E. 
oster & Co.; A. F. Martin, vice-chairman, Martin & 
Vlartin; F. T. McLoney, treasurer, Hanan & Son; John 
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O’Connor, O’Connor & Goldberg; Otto H. Hassel, 
Hassel Shoe Company; H. A. Rosenbach, The Rosen- 
bach Company; G. M. Spangler, secretary. 

Finance Committee—John O’Connor, chairman, 
O’Connor & Goldberg; A. E. Taylor, Hassel Shoe Com- 
pany; I. B. Rosenbach, The Rosenbach Company. 

Booths and Displays—O. H. Hassel, chairman, Has- 
sel Shoe Company; J. Spalo, The Hub; Harry Silber, 
O’Connor & Goldberg. 

Footwear Styles Revue—J. A. Goldberg, chairman, 
O’Connor & Goldberg; A. F. Martin, Martin & Martin; 
F. T. McLoney, Hanan & Sons; O. C. Adams, Carson, 
Pirie, Scott Company; O. H. Hassel, Hassel Shoe Com- 
pany. 

Publicity—H. A. Rosenbach, chairman, The Rosen- 
bach Company; F. I. Grossman, 
Grossman Shoe Company; Harry 
A. Rogers, Chas. A. Stevens & 
Bros.; H. L. Kisker, The Shoe Re- 
tailer; E. C. Logan, “Boot and 
Shoe Recorder.” 

Reception—A. J. Ruby, chair- 
man; O. D. Strayer, The Nettle- 
ton Shop; P. Selzer, The Boston 
Store; Clarence J. Stevens, C. H. 
‘Wolfelt Company. 

Hotel—Harry Levinson, chair- 
man, 822 W. Madison Street; Al 
Ackerberg, Rothchilds; Charles 
Feltman, Feltman & Curme. , 

Registration — Frank Hough, 
chairman, The Stetson Shop; Carl 
B. Fleissbach, 105 S. State Street, 
A. J. Metzel, Cutler Shoe Com- 
pany. 

Entertainment — H. A. Meyer, 
chairman, 55 E. Monroe Street; 
R. B. Martin, Martin & Martin; 
C. M. Schaaf, Florsheim Retail Boot Shop; F. R. Wil- 
son, The Fair; L. M. Grossman, Grossman Shoe Com- 


pany. 


Styles Varies with Location 


Novelty Unsalable Proves Quick Seller in 
Other Section 


Sometimes it takes salesmanship to complete the 
style. For instance, two merchants, whose stores are 
not a thousand miles apart, each bought gored pumps. 
After a while, the first merchant wired back to the fac- 
tory: ““We cannot sell gores here; will you take them 
back? We'll take a loss on them.” 

But the other merchant came to the factory himself, 
and said: “We must have more gores at once. Where 
can we get them? We are selling them fast.” 

Over the wire, the manufacturer bought back the 
shoes of the first merchant. He sold them to the second 
merchant, who resold them at a profit. 
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Shoes displayed in a charming stone-walled garden of cherry blossoms and bright-hued flowers of the daisy family. 
The cards call attention to the Spring footwear styles. This trim was displayed recently by the White Shoe House of Fort 


Worth, Teras. 


Matching the Season in the Shoe Window 


Fort Worth, Texas, not alone by the display of 

new and attractive modes but also by a very lit- 
eral blossoming out of Spring styles. A pleasing effect 
has been produced by the bright flower decorations of 
the show windows and display rooms. One catches the 
subtle feeling of Springtime on every side. The careful 
attention to detail is one of the marked characteristics 
of this store. Coupled with a thorough knowledge of 
business, accumulated by years of experience, is the 
knowledge that attractiveness in a store and in the 
appointments is of paramount importance. 


Sor V is evidenced at the White Shoe House of 


Making It Easy to Buy 


It would be unnecessary to tell a woman when she 
had reached the second floor that this was the depart- 
ment arranged especially for her. Instinctively she 
would know it. There is much the same appearance as 
the well-arranged rest-room. There are comfortable 
chairs, beautifully decorated cases, and a most attrac- 
tive hosiery department. Mr. White says he has learned 
that women prefer exclusiveness in purchasing shoes 


and hosiery. The salesmen of this department are able 
to give advice, not only upon correct style, but upon 
suitability of modes. While all the shoes displayed are 
the new and popular styles, the salesmen recognize that 
discrimination in choice must be made as in millinery. 


Must Watch Style Closely 


The entire first floor of the White Shoe House is given 
over to the merchandising of men’s shoes. George W. 
White, owner of the White Shoe House, in talking of the 
shoe business, said that knowing how and where to ob- 
tain correct styles and qualities was a matter of great 
importance. A buyer must exercise discrimination, for 
the women’s shoe business today must be followed as 
closely as the millimery business, if one is to succeed. 

Advertising means much in the shoe business, as in 
all other lines. Mr. White thinks that the past year has 
seen the greatest waste in advertising departments in 
the shoe stores everywhere. Advertising should be 
bought with greatest care and discrimination. By the 
advertisements a merchant should seek to create inter- 
est and confidence in his merchandise. 
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Milwaukee 


Retail Volume Is Increasing 


Revival of Demand From Men Is Encouraging and 
Children’s Shoes are Moving Exceptionally Well 


ILWAUKEE, like most other cities 

in the northern tier of States, is 
experiencing what in this zone is real, 
Spring weather—sunshine, mist, rain, 
perhaps a little snow, some sleet, and sun- 
shine again. With the weather in this 
erratic mood, boot and shoe business 
affects peaks and valleys in its course. 
But the aggregate volume is increasing 
every week. Trade at this time is gen- 
erally reported to be in excess of a year 
ago. A revival of the demand from men 
is helping greatly to provide volume. 
Children’s goods are moving exception- 
ally well. 

In virtually every large center of popu- 
lation in Wisconsin there have been held 
in the last two to three weeks “Style 
Shows” of more or less pretentiousness. 
Following the example set by the retail 
merchants of Milwaukee in conducting a 
most impressive Civic Style Week, with 
an elaborate Atlantic City Board Walk 
Exposition, the merchants in at least a 
score of cities in the interior of the State 
banded themselves together for similar 
purposes. The character of the style 
shows varied widely, but the effect of all 
was to stimulate retail demand for Spring 
wearing apparel of all descriptions, and 
the shoe trade has come in for its just 
share of the stimulation. 


Demand of Wide Range 


Expressions made by representative 
Milwaukee merchants at the monthly 
meeting of the Milwaukee Retail Shoe 
Dealers’ Association, held Thursday eve- 
ning, April 6, at the Association of Com- 
merce rooms, show that the demand con- 
tinues to be of exceptional extent, in so far 
as there is no particular kind or type of 
shoe to select as “the best seller.” It is of 
course true that the women are buying 
low cuts, and concentrating on the novel- 
ties, but the styles of these, broad as they 
are, produce no favorites. There has never 
been perhaps a period in the history of 
the shoe business in Milwaukee when the 
call has covered so large a range as this 
Spring. 

Prospects Considered Good 

While trade is now active and of ex- 
cellent proportions, local dealers look for 
even a bigger and better season, as soon 
as weather conditions become more settled. 
In the opinion of a leading merchant on 





Grand Avenue, oxfords look like the 
“best bet’”’ and the sport oxford will take 
the lead. Low heels have: taken a pre- 
ferred position. The military heel is good, 
but the three-quarter-inch heel is steadily 
taking first place. Even in patents this 
mannish heel is holding an unprecedented 
vogue. Suedes, naturally, are not moving 
so well as in Winter. The simpler strap 
styles have outdistanced the many- 
strapped oxfords and pumps. In sport 
goods, the elkskin oxford in light tan, 
with brown saddles, is the best seller. 
The sport oxford with a tip in addition 
to the saddle is gaining ground as sport 
goods are being accepted more and more. 


For Ad Club Entertainment 


The retail shoe trade has made a very 
important contribution.toward the fund 
of $75,000 being raised by the advertisers’ 
division of the Milwaukee Association of 
Commerce for the entertainment of the 
visitors who will attend the annual inter- 
national convention of the Associated 
Advertising Clubs of the World here, 
June 12 to 15. This will be the largest and 
best of all the Ad Club Conventions yet 
held, and Milwaukee business men want 
visitors to go home with the most 
pleasant recollections of their visit to 
“the most hospitable city in America’’— 
Milwaukee. 


Production is Increasing 


Reports from boot and shoe factories 
throughout Wisconsin indicate that the 
expected revival in orders from the retail 
trade is developing. In the past week to 
ten days especially, new orders have been 
of a most gratifying nature, and some fac- 
tories have been obliged to increase their 
working forces to meet delivery specifica- 
tions. It cannot be said that orders are 
plentiful, but there seems to be a very 
healthy buying spirit in the retail trade. 
The fact that work and service shoes are 
in much better call is probably the most 
encouraging feature of the situation, for 
this is a division of the industry that has 
been rather weak for several months. 
Merchants are not anticipating their 
needs very far in advance, but seem to be 
getting away from a strictly hand-to- 
mouth position in ordering goods. 
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Form Permanent 
Organization 


Milwaukee retail merchants who as- 
sumed the responsibility of the relatively 
gigantic undertaking represented by Civic 
Style Week and the Atlantic City Board 
Walk Exposition and Style Revue at the 
Auditorium, March 20 to 25, feel so 
gratified over the results that they have 
effected a permanent organization, known 
as the Milwaukee Style Exhibitors’ Cor- 
poration. The exposition this year was 
conducted by outside promoters, but 
hereafter the local merchants expect to 
handle such events directly. Erwin H. 
Breithaupt, general chairman of the 
Civic Style Week, has been elected presi- 
dent of the new corporation, and A. B. 
Caspari, of Caspari & Virmond, 61-63 
Wisconsin Street, who served as vice- 
chairman, becomes vice-president. C. G. 
Laeler is secretary, and H. C. Toepfer, 
treasurer. Next Spring the entire Audi- 
torium will be used for the style revue, 
instead of only the main arena. 


New Luedke Officers 


The Edward A. Luedke Shoe Company, 
317 Mineral Street, Milwaukee, formerly 
the Luedke-Schaefer Shoe Company, has 
reorganized its official personnel following 
the change in interest and name. Edward 
A. Luedke, Sr., one of the founders, re- 
mains president; S. S. Stinson becomes 
vice-president as well as treasurer; J. 
Schaefer, who was vice-president and 
factory superintendent, has retired. Ed- 
ward A. Luedke, Jr., has been elected 
secretary. 


Goes to Factory Trade 


C. F. Youmans, for the past year mana- 
ger of the Fond du Lac, Wis., store of the 
Newark Shoe Store group, has resigned to 
become associated with the Menzies Shoe 
Company of Fond du Lac, as a traveling 
representative in Western territory. Mr. 
Youmans was engaged in the wholesale 
business before joining the Newark 
organization. 


Transit Facilities Improved 


The Goodrich Transit Company, operat- 
ing freight and passenger steamers be- 
tween Milwaukee and Chicago, has 
acquired the vessels in the same service 
from the Chicago, Racine and Milwaukee 
Line, and on April 3 started daily service 
between Milwaukee, Racine and Chicago. 
For some time boats have been running 
only on alternate days. Milwaukee manu- 
facturers as well as retail merchants are 
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gratified over the extension of lake service, 
which provides considerable relief from 
the delays in railroad service, growing out 
of the congestion of the Chicago rail 
terminals. 


New Manitowoc Store Open 


The Houfek & Lonsdorf Shoe Company, 
Manitowoc, Wis., for two years located 
on Washington Street, has reopened for 
business in its new quarters on North 
Eighth Street, where it shares a large 
building with the North End Clothing 
Company. 


Opens Store at Conrath 


Conrath, Wis., has a new general 
ladies’ and men’s furnishings store. It is 
owned and managed by F. W. Sadlek, 
formerly of Chicago, who is carrying a 
complete stock of boots and shoes, cloaks 
and suits and other wearing apparel. 


Convention Interest Growing 


Shoe merchants in all sections of the 
State are being kept in close touch with 
arrangements for the fourth annual con- 
vention of the Wisconsin Retail Shoe 
Dealers’ Association, which will be held at 
Appleton, on August 8, 9 and 10. The 
local committee at Appleton has matters 
well in hand and is already able to prom- 
ise the trade one of the most interesting 
and instructive conventions that has yet 
been held in this State. One of the distinct 
features will be the Exposition and Style 
Show, in which the Wisconsin Shoe 
Travelers’ Association will play an im- 
portant part. 


Sheboygan Trade Augmented 


Julius Hessler, for 20 years engaged in 
the retail shoe trade in Sheboygan, Wis., 
has opened his new store at 1624 Indiana 
Avenue with a complete line of new goods 
for women, men and children. The new 
store also embraces a complete repair 
shop, equipped throughout with the latest 
types of electric motor-driven machinery. 


Change in Management 


O. C. Anderson, county clerk of Clark 
County, Wis., has been appointed mana- 
ger of the Withee Co-operative Store at 
Withee, Wis., succeeding Mrs. E. E. 
Nielson, who has retired. The company 
conducts one of the largest general mer- 
cantile establishments in Northern Wis- 
consin and does a big volume in boots and 
shoes, a department which the new mana- 
ger intends to develop particularly. 
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Karstens a Novel Store 


The new Karstens store at Madison, 
Wis., opened in the Vroman block on 
North Carroll Street, by Fred W. Karstens 
formerly in the department store business 
in the same city, stands out as a novel 
establishment. Karsten’s is essentially a 
men’s store, handling clothing, hats, 
caps, furnishings, in addition to boots and 
shoes. It has gone farther than that, how- 
ever, for one of its most attractive depart- 
ments is a women’s department, handling 
shoes and hosiery exclusively. V. C. Nic- 
cum is manager and buyer of the men’s 
shoe section; L. G. Morrison, ladies’ shoes 
and hosiery; Oscar Spersrud, children’s 
shoes. 


Boon to Leather Industry 


An endowment made by the late Arthur 
H. Gallun, well-known member of one of 
Milwaukee’s largest tanneries, who died 
several months ago, has enabled the 
tanning course at Columbia University, 
New York, to engage in scientific research 
that is heralded as the forerunner of a 
course teaching the proper preparation of 
leather. Columbia’s “tannery,” the gift of 
Mr. Gallun, occupies a space no larger 
than a library table. This miniature plant 
is complete in every detail and is equipped 
with diminutive machinery and replicas 
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of equipment enabling the university to 
make an exhaustive study of the processes 
of manufacturing leather. The matter of 
leather dressings also is coming in for it= 
proper share of attention. The laboratory 
is under the direction of Prof. Arthur W 
Thomas, who was a close friend of Mr 
Gallun. 


Creditors In Charge of Donley 
Shoe Co. 


Affairs of the Donley Shoe Company of 
Kenosha, Wis. have been placed in the 
hands of a committee representing the 
larger creditors, who are seeking means of 
conserving the assets and maintaining the 
business as a going concern. The members 
of the committee are: J. T. Jeffery, of 
Gutman & Co.; A. J. Thomson of the 
Shoe and Leather Mercantile Agency; 
George W. Taylor, attorney, Kenosha. 


C. A. Davis Dead 


C. A. Davis, for many years a traveling 
representative of Selz, Schwab & Co., 
Chicago, died suddenly at the Jefferson 
House in Jefferson, Wis., on March 22, 
at the age of 70 years. A severe cold 
developed into pleuro-pneumonia. Mr. 
Davis was one of the best known shoe 
travelers in the northwest. 





Chicago 


Retail Trade Fairly Good 


In Spite of Generally Poor Weather Conditions, Volume has 
Held up Well, Particularly in Women’s Footwear 


we it rains all day Monday and 
Tuesday and the program is re- 


peated when, on Wednesday and Thursday 
snow is mixed with the rain in a con- 
tinuous downpour and Friday snow falls 
all day long, and the streets are wet and 
sloppy, then on Saturday the sun comes 
out bright and warm and the stores are 
filled with the throng of shoppers—“‘Oh 
boy, ain’t it a grand and glorious feelin’.”” 

With apologies to Briggs this is the 
story of the last week of March in Chicago 
retail stores. As a matter of fact, March 
proved a double-headed lion; it came in 
like a lion and made its exit in the same 
way. Very little lamb-like weather pre- 
vailed during the month. But, with all 
that, retail trade has been fairly good. 
The women’s stores have been the busi- 
est. Naturally so, because with the ap- 
proach of Easter women give more 


thought to something new for that 


occasion than do men. 


Patents in the Lead 


There has been little change in the 
class of merchandise sought by the public 
excepting that probably patents have been 
more eagerly sought than heretofore. 

Low heels in the new strap effect are 
being featured in advertising of prac 
tically all of the loop stores and yet sales 
continue to be pretty evenly divided 
between the real low heels and heels 
running 12-8 to 15-8. 

The lighter and more airy types seem to 
be gaining prominence over the heavier 
and more mannish types. However, there 
is quite an active demand for oxfords and 
one strap flappers to be worn with tweed 
and other jacket suits of wool cloth. 


————— go —_“_— 
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Outlook Is Brighter 


The outlook for business shows con 
siderable improvement. Building permits 
for February were about 40 per cent in 
excess of those for February, 1921, while 
the permits issued during the month of 
March are greater in number and con- 
template the expenditure of more money 
than during any other one month on 
record. The nearest approach was in 
April, 1910. 

As money finds its way into building 
operations, payrolls will naturally increase 
and retail business will be stimulated 
thereby. 

In the outlying section, steel manu- 
facture still shows improvement and the 
merchants of Hammond, Gary and South 
Chicago are already feeling the result of 
this increased activity. 


Wholesale Business Fair 


In the wholesale section little change is 
to be noted. Orders in fair volume continue 
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be a plan that is growing by retail mer- 
chants. This, in the opinion of one whole- 
saler on Monroe Street, is an indication 
that merchants are determined to get a 
more frequent stock turnover and are 
watching their stocks more carefully than 
ever before. In his opinion this indicates 
a healthy condition and, although conserv- 
ative, will lead to a more substantial 
credit basis. 


Doyle Juvenile Shoe 
Company Retires 


The following announcement has re- 
cently been sent out to the trade: 

“The retirement of the Doyle Juvenile 
Shoe Company jobbers, specializing in 
children’s Goodyear welts, has been an- 
nounced. The liquidation of the stock on 
hand is now under way. All accounts re- 
ceivable will be payable to the Doyle 
Juvenile Shoe Company, 18 S. Wells 
Street, Chicago, Ill. Future plans of 





to be received from road men and mail Thomas J. Doyle, Jr., are not an- 
orders. Weekly sizing of stocks seems to nounced.’ 
Cleveland 


Busy Selling Shoes for Easter 


April 8 Proved Banner Day for Cleveland Merchants; Bulk 
of Trade Came from Women 


HE Saturday before Palm Sunday 

was an ideal one, so far as the 
weather was concerned, and the merchants 
had their first big day for the Easter 
parade. 

The day opened with a drizzling rain, 
but shortly the clouds dispersed and warm 
sun shone most of the day. The atmosphere 
was so delightful that overcoats were 
discarded, low shoes were put on and 
those who didn’t have them went to the 
shoe stores and purchased. 

Saturday, April 8, was certainly a very 
good one for the merchants. Those in the 


downtown shopping district were busy all . 


through the day. Some found that they 
had hardly sufficient chairs to accom- 
modate the patrons. 

Good Business in the Outskirts, Too 

In the outskirts business was reported 
very good also. It was the best Saturday 
that the merchants in these residential 
districts have had this year, and they are 
certain to be in the market for new shoes 
to replace stocks that were drawn upon 
rather heavily. 

In some of the downtown stores, the 
proprietors left their easy chairs at the 
back and went down on the floor, whefe 


they hustled with the other clerks. Other 
merchants put on extra clerks for the day. 


More People Employed 


The trade came largely from women, 
the men not going into the market so 
heavily. Stores in the districts that are 
inhabited by men and women who are 
employed in the factories reported that 
trade was very brisk. Men and women 
who had been out of the market for months 
because of economic conditions came 
back with a rush. 

In the larger stores that cater to per- 
sons that have better incomes, men and 
women who have been curtailing their 
buying because of cautious habits were 
the purchasers. A feeling of optimism has 
come to the front with a rush, and every- 
body seems to be getting the idea that 
things are going along all right and no 
calamities are coming, so what's the use 
of worrying. 

The assortment of models was never 
more varied than it is this year. Patrons 
of Cleveland stores are fairly appalled at 
the assortment of attractive models that 
are paraded before their eyes. 
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Wide Assortment of Novelties 


Among the most attractive styles 
shown and undoubtedly among the best 
sellers are the following: 

A brown calfskin blucher oxford witb 
perforated back, foxing and lace stay. 
Tipped with center perforations. It is a 
sensible walking shoe with light welt sole. 

A new sport oxford with tip and saddle 
of brown or black calfskin is another big 
seller. This model is perforated heavily 
and the heels are low and broad. 

Coming down to another style, there is 
an all patent leather sandal with a low 
vamp and two buckled strap at the instep 
that is taking a strong hold on the hearts 
of the Cleveland women and misses. They 
like the large diamond cut-outs at the 
sides that leave the shoe nearly open. A 
low flapper heel is another appealing 
feature. 


Low-heeled Patents Sell Well 


Patent strap pumps with one broad 
strap at the instep is going well also. The 
heel of this pump is low and broad and the 
tip and quarter are heavily perforated. It 
has Goodyear welted soles. 

Gray and black is one of the most 
popular color combinations in this city. A 
gray and black pump with a vamp of 
patent leather and a quarter gray buck is 
going well. The instep straps of this 
model are bound with gray French cord 
and there are the new Spanish heels. 

Fawn and black pumps make an at- 
tractive bid for popular favor from their 
places in the display counters. It is a 
beautiful combination with black dia- 
mond calf vamps and fawn buckskin in a 
low pattern pump with one broad strap. 
The new Spanish heels add the right 
smart touch. 


Gored Models Effective 


A suede and patent leather slipper with 
vamp of patent leather with light gray 
suede forming the quarter and covering 
the Louis heels; a single strap fastening 
the shoe at the instep and smart slashings 
at the side are effective. 


“Wait Until After Easter” 


Merchants in this city have been re- 
ceiving an interesting letter from M. M. 
Stellmack, sales manager for the Diamond 
Rubber Company. This company has 
taken the position that the average shoe 
merchant needs to get some money from 
his Easter sales before he ought to be solic- 
ited for Fall and Winter shoes. This is the 
season of the year when the salesmen go 
out for Fall and Winter orders. Some of 
them are going into their home offices for 
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Fall samples; others have been in and 
have made trips. 

There is a psychology about this letter 
that has appealed to many merchants, 
and they have commented favorably on 
it. For instance, the merchant is in a much 
better humor right after Easter than he is 
before. He is certain to have a rush in 
trade, the last six or seven days before 
Easter, and his stock is down some. 
Right at this point the Diamond people 
plan to go after him. The letter reads as 
follows: 

“I am purposely delaying my trip for 
Fall and Winter booking. In the mean- 
time the house is perfecting plans, so that 
both prices and styles will have the last 
minute touches. When I reach you, the 
proposition will have provided for the 
market's best. The extra selling features 
of our quality footwear will inspire con- 
fidence in the advisability of going into 
our lines stronger.”” Then follows a state- 
ment about the attention that is being 
given to styles and other appointments. 
The merchant is asked to wait for the 
visit of the salesman. 

Undoubtedly, the sales manager has 
sized up the mental state of the average 
shoe merchant. He is slow to buy for the 
Fall and Winter, because of the kaleido- 
scopic changes that have been coming in 
both styles and prices. The larger mer- 
chants, of course, will buy early. But 
there are many of the smaller ones who 
will have to see their stocks of Spring and 


Summer goods cleared away before they 
will plunge very heavily into the buying 
for Fall and Winter. 


Changes in Sales Forces 


The Spring is the annual season for the 
organization of sales forces and the em- 
ploying of new help. Many changes are 
being made in Ohio. At Lima, O. S. Kitch- 
en, formerly of the Walk-Over store at 
Lima, has taken charge of the shoe depart- 
ment of the Deisler Company, and his 
many friends in the trade have been 
congratulating him, as the new position 
means a promotion. 


New Store for Sidney, Ohio 

William Crusey & Son, of Sidney, have 
opened a new and beautiful shoe store in 
their home city, and they are enjoying a 
run of trade that indicates they have the 
confidence of the people of their home city 
to a high degree. Mr. Crusey had been 
with a department for many years before 
opening the new store. 


Mrs. Woodruff Recovered 


Mrs. George Woodruff, wife of one of 
the best known shoe salesmen in Northern 
Ohio, has returned home, much improved 
in health, after undergoing an operation 
in the Mayo Bros. Hospital at Rochester, 
Minn. 
shoe merchants will close the pre-Easter 
week this year, with very healthy records. 





Cincinnati 


Good Weather Brings Business 


Merchants Get Desired Volume on Novelties When Sun 
Shines; Public Needs Footwear Badly 


URING the past week, warm and 
Spring-like weather in this vicinity 
has demonstrated clearly that this was all 
the local retail shoe merchants needed to 
bring forth the desired volume of business. 
Spring styles, including virtually every 
new pattern, showed a greater degree of 
popularity. In volume of pairs, however, 
the demand seems, still, to be centered 
around the tan trimmed sport oxford. It 
is selling in the cheaper grades. The better 
trade is leaning more towards semi-sport 
styles, such as a dark brown calf oxford, 
plain toe, with a darker brown calf apron. 
A pattern called the sport one-strap, made 
in patent with a black calf apron and 
strap is also being accepted in the better 
grades. Black patent and gray combina- 
tions are in better demand. 


Saturday, April 8, a Big Day 


Saturday of last week was an excep- 
tionally large day at all of the downtown 
stores, and it is the opinion of the larger 
operators that their pre-Easter business 
will by far exceed that of last year, pro- 
vided the weather continues good. There 
is no question that the general public is in 
need of footwear at this time. A survey of 
the condition of footwear seen on one of 
Cincinnati’s main streets a week before 
Easter, revealed the fact the feet of the 
masses are not well-dressed, that the 
public is making their old shoes last as 
long as they possibly can. Some of the 
styles noted actually dated back as far as 
three years to the colonial ribbon tie. So 
there is little doubt but that the local 
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In Business for Himself 


Emil Bauer, manager of retail store 
service of the advertising department: of 
the Krohn Fechheimer Company has 
resigned his position and has gone into 
business for himself. He is now president 
of the Bauer-Krehbeil-Small Company, 
with offices at 137 West Fourth Street. 
His concern will specialize in direct mail 
advertising. Mr. Bauer’s years of ex- 
perience in newspaper work before going 
with the Krohn Fechheimer Company 
makes him especially fitted for service to 
manufacturers wishing to develop appeals 
of an intensive character. 


Marcus Fechheimer Weds 


Marcus Fechheimer, son of Marcus S. 
Fechheimer of the Krohn Fechheimer 
Company, recently became a_ benedict 
and is now spending his honeymoon in 
Europe, where he will remain several 
months. Mr. Fechheimer married Miss 
Caroline Pritz Freiberg of one of the lead- 
ing families of Cincinnati. During the 
past year, Mr. Fechheimer has spent con- 
siderable time working in the various 
departments of Krohn Fechheimer factory 
He is a graduate of Harvard University 
and expects to follow in his father’s foot- 
steps in the manufacture of shoes. 


Southwest in Good Shape 


Val Duttenhofer of the Duttenhofer- 
Stevens Company recently returned from 
an extended trip throughout the south- 
west, where he was making a thorough 
study of conditions. He called on a great 
number of retail merchants and found that 
generally they are in fairly good shape 
with,conditions in that immediate section 


_of the country rapidly improving. Mr. 


Duttenhofer is very optimistic over the 
business outlook for the remainder of this 
year. 


Sebel Enlarges Holdings 
Joseph Sebel who owns a shoe store at 


' 338 West Fifth Street, recently enlarged 


his real estate holdings on Court Street 
through the purchase of a four-story stone 
front building just east of Vine Street. 
The property was purchased for approxi- 
mately $25,000. This addition gives Mr. 
Sebel a total of 38 by 70 feet immediately 
adjoining the southeast corner of Court 
and Vine Streets. 


Shoe and Leather Club Names 
Outing Committees 


The regular monthly meeting of the 
shoe and leather club held last Saturday 
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at the club rooms brought out that fact 
that the club’s kitchen is operating on a 
paying basis. Under the direction of the 
new committee put in charge of its opera- 
tions, of which Harry Wiechman is chair- 
man, the patronage of the dining room has 
greatly increased in one month. Aside 
from the regular routine of the meeting, 
the committee in charge of the manu- 
facturer’s outing given each year to the 
shoe workers was named as follows: 
Harry Wiechman, chairman, W. S. 
Muehlenkamp, Robert R. Rickelman, 
Wm. Sullivan, Wm. H. Grafe, R. Stix, J. 
Waid, N. Auer, R. Mooreman, Ed Limle, 
F. X. O’Brien, Louis Homan. The date 
for the outting has been set for June 10. 
The committee in charge of the prepara- 
tions for the annual outing of the Shoe 
Leather Club was named as follows: Jack 
LeMontre, chairman, Frank Green, Har- 
ry Wiechman, E. H. Hoinke and James 
McDonald. 


Reach 2000 Pair Production 


H. N. Lape of the Lape & Adler Shoe 
Company, Columbus, and also of the 
Julian & Kokenge Company, Cincinnati, 
states that the first year’s operation of the 
Lape & Adler factory has proved to be 
extremely satisfactory. He is highly 
gratified with the way the retailers have 
accepted the L. & A. line. They are at 
present turning out more than 2000 pairs 
daily. 


Sally Sandal Good 


The low heel Sally sandal is one among 
the patterns that is expected to have an 
unusually good run at the local stores 
during the next few weeks. The Potter 
Shoe Company did a very healthy busi- 
ness on it just prior to Easter. They offered 
it at $6. Some of the local style men be- 
lieve that it will be-more popular this 
Spring than it was last Spring. 


Dun Sees Improvement 


R. G. Dun & Co.’s weekly review of 
local trade conditions stated last Satur- 
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day that “improvement is shown in gen- 
eral retail trade. The approach of Easter, 
together with the seasonable weather, is 
having a stimulating effect. There is a 
better demand for millinery, shoes and 
women’s apparel, and men’s wear is also 
selling more freely.” 


According to H. C. Volrath, manager 
of the H. & S. Pogue shoe department, 
seasonable weather was all that the Cin- 
cinnati merchants needed to add the 
desired impetus to their business. He says: 
“‘Now that warm weather is here, we are 
sure to do a good business. The idea, of 
course, is to do a volume of business, 
equal in dollars and cents to the volume 
for the same period last year. This means 
the sale of a greater number of pairs and a 
quicker turning of thestocks.”” Mr.Volra h 
states that he has done a good business 
during the past few weeks on a run of 
brown suede oxfords trimmed in darker 
shades of calf. They have been bought for 
early Spring wear with the tweed suits. 
Patents are still very strong sellers in the 
Pogue department, and they are expected 
to hold their own for a few weeks longer, 
according to Manager Volrath. Like most 
other large buyers, Mr. Volrath has an- 
ticipated a very large white season, which 
is expected to get well under way by May 
15th. 


What About Boots? 


A prominent member of the local trade 
made the statement recently to the effect 
that: if the Russian boot does turn out to 
be the vogue next Fall, the regular high 
shoe will be next in order. This may be a 
true prediction, but it is hard to find 
anyone who is willing to take a chance on 
the boot’s return as a seasonal proposi- 
tion. The local manufacturers are at 
present preparing to send out their sales 
forces the latter part of April. Some are 
already out, and in their lines of samples 
they do not attempt to place the boot on 
the board as one of the sure things for 
Fall. 





Denver 


Business Is Steadily Improving 


Denver Merchants Hold Style Show That Gives Impetus to 
Business—New Shoe Store Opens 


USINESS in all lines is showing im- 
prov. ment ‘n Denve: and vicinity at 

this time. A canvass of retail shoe stores 
here brings forth the fact that Spring 


business is well under way with brown 





shoes, as well as black patent leather 
leading in sales. As far as the women’ 
trade is concerned it looks as though 
patent leather pumps are to command a 
ready sale this Spring and Summer. 
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Brown oxfords for women are also selling 
well at this time. Brown seems to be the 
favorite color as far as men are concerned. 


Style Show Speeds Business 


On March 30 and 31 a Spring Style 
Show was featured by merchants in the 
downtown business section. The affair 
was extensively advertised via the news- 
paper route, as well as by other methods, 
such a3 street car posters, direct mail and 
the like. During the two nights of the 
show the principal downtown streets were 
lighted by colored electric lights, band 
concerts weve given and the like, and 
thousands of people passed up and down 
the streets viewing the display windows of 
the stores taking part in the fashion show. 
The retail shoe merchants, of course, did 
their part in making the event a success, 
and came in for some good publicity as a 
result. Before the show arrangement 
committees were appointed. Harry E. 
Fontius of the Fontius Shoe Company 
was made chairman of th> committee to 
take charge of shoe displays. Other men 
on the committee were Robert H. John- 
ston of the Johnston Shoe Company and 
Thomas J. Morby. Black satin and gray 
suede slippers; green, gray and black 
oxfords, and a special slipper with patent 
leather toes and gray suede uppers were 
featured in shoe tore displays. Tober’s 
shoe store wa; the only shoe store to 
make use of living models. Other stores 
making especially attractiv d splays 
were the Fontius, Walk-Ove , Broad- 
hurst-Young, Weaver and Johnston Shoe 
companies. Prizes were offered for the 
best window display during the style 
show. The first prize offered for shoe store 
windows wa won by the Broadhurst- 
Young store, which window was decorated 
by Billy Reeds of that firm. Second prize 
went to th Johnston Shoe Company, with 
Frank A. Hardy of that firm the decora- 
to . The show was a big success and will 
be made a semi-annual affair. 


New Shoe Store Opens 


Denver now has a new shoe store known 
as the M. B. Wise Shoe Company, and it 
is located at 507 Sixteenth Street. The 
store was thrown open to the public by 
its proprietor, M. B. Wise, April 6, with a 
large number of visitors. Mr. Wise under- 
stands the shoe business from A to Z and 
should make a success of his new venture. 
For the past 11 years he has been con- 
nected with the Florsheim Shoe Company 
here. The store has obtained the exclusive 
representation of the Geo-ge B. Baker 
shoe for women and the Stentson shoes for 
men. 
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Kansas City 


Trade Given Mented Tonic 


Warm Weather Brings Out Buyers in Force—Sport Effects 
Very Much in Evidence 


ALMY Spring weather in the latter 

portion of the month of March and 

in the first week of April has proven a 

regular Spring tonic for the shoe business 
in Kansas City. 

The warm days and mild nights resulted 
in an appreciable increase in business, in 
addition to creating a strong demand for 
the Spring styles, hitherto delayed by late 
flurries of snow and accompanying cold 
snaps. 

The weather has made it possible for 
the feminine portion of the population to 
step out in their new toggery, new milli- 
nery and new shoes. A predominance in 
sport effects in shoes is noted, probably on 
account of the predominance of tweeds 
in the new suits. Most of the Spring foot- 
wear seen is of the low heel strap pump 
variety. The shoes chosen show that the 
flat “flapper” heel and the military heel 
are about equally favored. 


Patent Leather Also Strong 


Sport effects, however, are not the only 
styles being sold. The patent leather one- 
strap pump in all of its varieties, of which 
it has more than Mr. Heinz, still retains 
popularity, both in the military and Louis 
heel, as well as in the flat heel. The vari- 
ous combinations of patents with gray 
and faun suede also have been in demand. 
The principal seller among the latter has 
been the patent vamp with a gray suede 
back in the military heel. 

Another style which has been in de- 
mand, especially in the last week, has 
been the black satin one-strap pump with 
the flapper heel. It is “all the thing” 
among the flappers and the number being 
sold increases daily. 

The favored style in sport effects thus 
far has been the faun colored elk with a 
brown saddle strap, either in the low 
walking heel or in the military heel. 


Brogue Popular with Men 


In the men’s business the brogue still 
reigns supreme, although the merchants 
note a swing toward the less highly per- 
forated variety. 

Warm weather is also bringing out the 
golf bugs, of which Kansas City has its 
share. Dealers who carry lines of golf 
shoes have been doing a good business in 
the last week or so. The golfers seem to 
be getting away from the idea that it is 
necessary for them to wear the same type 


of shoes as worn in the mines, in order to 
brace themselves for a drive, and as a 
result the heavily spiked heavy shoes 
demanded in the past are giving way to a 
slighter type with the corrugated rubber 
sole. 

Practically all of the merchants report a 
substantial increase in business over the 
preceding month, and many report an 
increase over the corresponding period 
last year. 
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One of the factors which has operated to 
bring about a feeling of optimism and 
increase business generally throughout 
this section is the fine conditions in the 
wheat country. The predictions of wheat 
bureaus and State agricultural bureaus 
are that a bumper crop will be harvested 
next Fall—meaning more money to the 
farmer and a more prosperous era for 
everyone. 


Another factor not to be overlooked is 
the fact that the fruit crop of this section, 
normally one of principal assets, promises 
to mature. In the last two years late 
frosts killed the buds, but so far this 
year—so far—the frost has kept away 
and indications of a record yield are 
seen. 





Los Angeles 


Whites Are in Good Demand 


Brocaded Satins Also Selling Well on West Coast—Merchants 
Fearful of Russian Boot 


HE outstanding feature of the last 
week’s business is the run on sport 
oxfords. Scarce’y anything else is seen on 
the streets. Although the weather con- 
tinues changeable, with more or less fog 
in the mornings, the sale of footwear goes 
right on and most of the shoe stores re- 
port a satisfactory business. 

White is in good demand, both in can- 
vas and buck, and especially in kid. In the 
high-grade footwear the heels are either 
the new low heel or the high Louis, or 
Spanish. The two extremes characterize 
the newer shoes. Satins, especially bro- 
caded, are selling well. 

Some curiosity was exhibited in the new 
Russian boot, but everybody is afraid of 
it. It is not generally thought that this 
style will be worn here, and few stores 
have stocked any. The side gusset is 
another feature that has not seemed to 
take much with Los Angeles women. 


New Store for Women 


The Women’s Shoe Store is the latest 
addition to the many new shoe stores 
which have been opened during the past 
few months. The new store is located on 
Hill Street, near Sixth, and the proprietors, 
E. E. Speicher, formerly of Salt Lake City, 
and Geo. L. March, formerly of Fresno, 
are experienced shoe men, having 25 years 
of successful business dealings behind 
them. Mr. Speicher still retains his in- 
terests in’ Salt Lake City. On the opening 
day, the store was crowded and a rush 
business§reported. A pair of silk hum- 


ming bird hose was given away with each 
purchase of a pair of shoes and this offer 
continued until the Ist of April. The in- 
terior of the store is very attractively 
arranged and the many floral offerings 
attested the interest Los Angeles friends 
and well-wishers gave the new venture. 


New Star Store Opens 


The Star Shoe Store has opened an- 
other store in the new Loew’s Theater 
Building, corner of 7th and Broadway, 
one of the best locations in the city. A 
short flight of steps lands you on the 
second floor, right into the store. Both 
Star Shoe Stores are upstairs, the one in 


‘the Parmalee-Dohrmann Building, and 


the one in the Loew’s Theater Building. 
Mr. Schoen, manager, states that they 
expect to extend operations in the future 
and gradually establish a chain of shoe 
stores. The new store is a corner room 
with lots of light and high ceilings, and the 
shelving and woodwork are gray, with 
black and gray checkerboard floor. 


Two Stores Consolidated 


Magnes Bros. have consolidated their 
two stores into one on 7th Street, next to 
Bullock's, discontinuing the one in the 
Brack Shops. 


Robert H. Johnston, head of the John- 
ston Shoe Company, Denver, reports 
business showing improvement at this 
time. Mr. Johnston states that higher 
priced shoes are commanding a good sale. 
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Louisville 


Business Conditions Better 


Bank Clearings Show Increase and Easier Money is Reflected 
in Increase in Retail Sales Volume 


OOD weather with high tempera- 

tures is resulting in much better 
sales of general lines of Spring merchan- 
dise, and shoes are now moving freely, 
according to reports of several retail 
merchants, while the departments of the 
leading stores are quite busy. Demand 
continues good for dark tan oxfords, also 
patent oxfords and one-strap patent pumps. 
Combinations of patent and gray, and 
tan and gray are very fair, and sport shoes 
are going well. Some of the houses are 
showing early arrivals in white shoes, 
principally sport models. Easter buying 
is coming strong now, and the next few 
days should prove big ones. 

General conditions in Louisville are 
much better. Bank clearings are running 
within a quarter of a million dollars of the 
total for the same period of last year. 
Several large building contracts have 
been let the past few days, and prospects 
are for a very active Spring building 
campaign, which should keep labor busy. 


Big Style Show Popular 


Starting March 31, and running through 
April 8, the Style Show Association has 
handled its second annual Style Show and 
Merchants’ Exhibit at the Jefferson 
County Armory, this affair proving even 
bigger than that of 1921. The matinee 
performances have been fairly well at- 
tended, while night crowds took up all 
available seats, general admission being 
55 cents at box office and 25 extra cents for 
reserved seats. Seats could be had from 
merchants at 35 cents, not including 
reserved privilege. 

The show this year included general 
wearing apparel for men, women and 
children, shown on live models, and also 
in booth displays around the sides and 
ends of the building, the stage and run- 
ways being in the center of the building, 
with reserved seats around the runways 
and stage, and several thousand general 
admission seats on the balcony. While 
considerable interest was shown in wom- 
en’s shoes, and some in men’s shoes, the 
larger interest probably went to the 
amateur models, the kiddies. These little 
youngsters, of from four or five years 
upward, showed to great advantage, 
many of them being from the leading 
lancing classes of the city. 





Shoe Houses Participate 


The Queen Quality Boot Shop and 
Walkover Boot Shop and Byck Brothers 
were the principal exclusive shoe houses 
showing on live models, although the 
men’s house of J. C. Hero had an attrac- 
tive booth display, as did the Queen 
Quality and Walkover. The former had a 
live model in its booth, showing shoes 
and hosiery, with a drop so set that only 
the feet were visible. The shoe models 
on the stage wore bloomer suits, but with 
capes. The professional models showing 
general lines, in many instances showed 
shoe, clothing, millinery, etc., all from 
one house, but in combinations of several 
houses in some events. The Durand 
Perry Co., Kaufman Straus Co., J. 
Bacon & Sons, Husch Brothers, Levy 
Brothers, Crutcher & Starks, Herman 
Straus & Sons Co., H. P. Selman & Co., 
Loevenhart & Co. and several other 
houses were among the exhibitors. 

Edwin Perry of the DuRand Perry 
Co., Jesse Loevenhart of Loevenhart & 
Co., Noel Lyons of Byck Brothers Co. 
and several other store managers reported 
that the show had proven a far greater 
success than had been anticipated, and 
that the general feeling was that it had 
been a big success, and would aid business 
materially. 


Store Destroyed by Fire 


Fire at Sturgis, Ky., on March 29, 
destroyed the store of Bennett Winston 
Company, operating a dry goods, shoe 
and department store, along with several 
other buildings. Most of the stock 
was carried from the building before 
the fire reached it. The stock was valued 
at $40,000, with insurance of $20,000. 
Much stock was damaged in handling, 
and by rains after it was placed outdoors. 


Polk with Emerson Co. 


Burley Polk, an overseas veteran, was 
recently added to the force of the Louis- 
ville Emerson store, filling a vacancy 
caused when John Herle went to one of 
the Detroit stores. Guy L. Bogard, 
brother-in-law of Polk, formerly’ with the 
Regal organization in New York and 
Louisville, has recently joined the force 
at the Up-Stairs Shoe Market. 
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Stewart Official Resigns 


A couple of changes have been an- 
nounced in the official family of the 
Stewart Dry Goods Company, Louisville, 
whereby C. E. Brett, president and treas- 
urer, has resigned, planning to return 
East and re-enter department store work, 
taking over a large financial interest 
shortly in some store in New York State. 
W. J. Weiser, of the Powers Mercantile 
Company, Minneapolis, comes to Louis- 
ville as president, and J. E. Trideay, 
former secretary of Lord & Taylor, New 
York, becomes treasurer. Brett came to 
Louisville in June, 1914, from Hengerer & 
Co., Buffalo. All of these stores are links 
in the chain of the Associated Dry Goods 
Company. Brett proved quite successful 
in Louisville. 


Regal Lease Sold 


Announcement has been made in Louis- 
ville of the lease sale of the Regal Shoe 
Company to an adjoining cloak and suit 
house which is planning expansion. The 
Regal Company after 30 years in Louis- 
ville is withdrawing, and is also closing its 
store at Nashville, Tenn. J. H. Chapman, 
manager at Louisville, was recently sent 
to one of the Minneapolis stores, and 
Assistant Manager J. T. Violette will 
remain in charge here until the store 
closes on April 15th, when he will proceed 
to ship the stock elsewhere. The com- 
pany is opening five new stores in Chicago 
and planning to concentrate on the larger 
cities, disposing of their stores in smaller 
towns and most of their agency business. 


Capital Is Increased 


Amended articles have recently been 
filed by Kaufman Straus Company, one 
of the leading department stores which 
has the Sorosis line of shoes, in which the 
capital is increased from $750,000 to 
$950,000. Ben Kaufman is active head 
of the company. 


Gives Stilts to Boy Customers 


The Boston Shoe Company is getting a 
heavy volume of business, and has been 
quite crowded on bright days for the past 
few days, business having started coming 
much stronger after April Ist. The com- 
pany has just offered a pair of stilts with 
each pair of boy’s shoes at four dollars or 
more. 


May Close Hour Earlier 


There is considerable discussion in 
Louisville at the present time of business 
concerns starting an hour earlier in the 
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morning and closing an hour earlier in the 
evening as a result of a State law pro- 
hibiting daylight saving. However, it 
would be impossible for most of the retail 
stores, although it is reported that some 
of the houses are discussing that plan, or 
earlier evening closing. 


Men’s Sports Being Pushed 


The Rodes Rapier Company, Louis- 
ville, is featuring men’s sport shoes in 
interior display cases, and slip-ins sent 
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out with recent bills, and also in news- 
paper and window advertising. At ten 
dollars it is offering a smoked elk sport 
oxford, with tan Eric grain saddle, leather 
sole and rubber heel, and the same shoe 
duplicated in tan Eric grain calf. Another 
model is a pearl elk sport oxford, black 
Eric grain saddle, leather sole and rubber 
heel, and the same shoe duplicated in 
black Eric grain calf. In addition it is 
showing some buck trimmed in patent, 
and other sport shoes which should prove 
popular for club use. 





Portland 


Retail Business Picking Up 


Notable Improvement Seen Since First of March; Shoe 
Dealers to Meet in April; Lumber Industry In Better 
Shape 


FTER the longest siege of cold 
weather that Portland has ever 
seen at this time of the year, the skies 
are finally clearing away their rain clouds, 
the sun appears and Portland has Spring 
upon her once more. Due to the long 
Winter season, business was virtually 
suspended, owing to the fact that the 
lumber industry is helplessly crippled 
when the weather is stormy and snow lies 
in the hills. Portland dealers are now all 
reporting a noticeable pick-up in business. 
“Business has been very good since the 
first of March,” reports E. P. Skidmore, 
manager of the Walk-Over Shop, “and 
noticeably improved over that of Feb- 
ruary.”” Strap model patents with walk- 
ing heels are taking the lead at present, 
Mr. Skidmore states, particular favor 
being given a smart two-strap model with 
walking heel and plain toe, priced at $9. 
“Combinations of sand and suede with 
Russia calf are in wide favor, at the 
popular selling price of $10,” says Mr. 
Skidmore, adding that blacks are selling 
as good as browns, in men’s and women’s 
both. The Walk-Over sells more men’s 
oxfords than shoes at present, mainly in 
square toes, priced around $8. A new 
member of the Walk-Over sales force is 
M. Gates, formerly with Mcllhenny’s. 


Buying More Freely 


“Business started picking up on the 
first of March,” smiles J. R. Straight, 
manager of the Edwin-Clapp store, “and 
with a continuance of the present favor- 
able weather, we look for a highly satis- 
factory season. Now that shoe prices have 
lowered over the war-level stage, people 
seem more leniently inclined when pur- 
chasing shoes.” 


“We are indeed glad to welcome the 
long-delayed warmer Spring weather. 
Since the first of March, business has 
picked up noticeably,” says W. J. Harbke, 
of the Phillips chain store system. Mr. 
Harbke states that in the women’s lines 
the biggest volume of sales is carried on 
in one-strap patents, with low heels, 
priced at $7. Next comes a black kid one- 
strap with high Louis heel at $6, followed 
closely by satins and suedes. Phillips is 
showing the patent and gray suede com- 
binations, which were held back in sales 
while the rainy weather was in effect. 
“Oxfords are moving better than shoes 
for men,” adds Mr. Harbke. “Brown, 
with narrow English toes, priced at $7, 
take the lead. Brogues are not in as great 
demand as plainer styles. In high topped 
shoes we are selling mostly calf in brown, 
marked $5 and $6." Mr. Harbke believes 
that the shoe retailers ought to protest 
against the misleading manner in which 
the newspapers announce factory cuts in 
the prices of shoes. Not knowing that the 
cut is scarcely over 25 cents on a pair, the 
public is informed that the price of shoes 
is coming “down,” and feels disappointed 
not to find them at least a few dollars a 
pair cheaper. 


Novelties Are Featured 


“Business looks a great deal better 
than it has for some time,” says V. E. 
Moore of the Lipman-Wolfe shoe depart- 
ment. Lipman-Wolfe sells mostly patents, 
next black satins, mostly in strap effects, 
their popular selling prices being from $10 
to $15. “Our biggest volume is done at 
the between. price of $12.50,” reports Mr. 
Moore. “Goring oxfords at $15 are popu- 
lar, and novelty Grecian sandals in satin 
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arid ooze priced at $13.50 and $15 are 
exceptionally good.”” Mr. Moore is show- 
ing a wide. variety of sport models in com- 
binations, and golf shoes that are priced 
to sell at the popular figures of $8.50 to 
$12.50 per pair. 


From $10 to $16.50 

From $10 to $16.50 were the price 
tickets on the big new showing of Spring 
models at Knights. Every shoe bore a 
neat ticket with the price and name of the 
shoe. Plain and fancy oxfords were shown 
priced from $10*to $15, and white kid 
oxfords in covered military and high 
Louis heels were marked $10 and $12.50. 
Particularly beautiful was a LaVelle and 
Lo Proti gray suede Grecian sandal, with 
small side buckle of hammered silver, 
extremely desirable by fastidious women, 
and priced at $16.50. A patent “Bombay” 
htree-strap front buckled sandal, elabo- 
rately cut, was ticketed $12.50. E. P. Reed 
elastic side with smart Spanish heel was 
marked $10, while a more elaborate 
elastic model, the ““Gater,” with cut-out 
work and several front straps, was priced 
at $12.50. Gordon hose was shown in wide 
variety, in silk and lisle, two-color mix- 
tures for $2.50, in all silk of the newer 
shades for $3.25 and in solid color, mock 
seam for $1.25. Men’s shoes, mostly in 
oxfords, were shown priced from $7 to $15. 
There were smart Bannister oxfords in 
plain and brogues, with both London and 
French toe. A Stacey-Adams oxford, in 
Crisco calf, was featured at $11 with French 
toe. High topped shoes of surpass kid in 
Stacey-Adams were priced $15, while 
novelty designs, in a fancy ball strap and 
English toe, bore the popular selling figure 
of $7, in Lund-Martin make. Men’s silk 
hose and golf hose were featured to match 
various styles of shoes, among which was 


‘ a particularly new patent oxford of 


Bannister make at $15. 


Gored Shoes Popular 

Staiger’s are showing the latest creations 
of faun colored straps with tan calf trim- 
mings and walking heels, irresistible 
models with patent vamps and beige 
quarters in both plain and sandal effects, 
and many fetching new numbers in ooze 
calf in full line of colors and combinations 
with both Spanish and box heels. Univer- 
sal sandals are still in strong favor and 
Mr. Staiger has added red and green to 
the assortment of colors in this popular 
flapper novelty. “Elastic sides have kept 
up their popularity of late Winter and 
early Spring,” says Mr. Staiger. 


Association Meets April 16 


Thursday, April 6, was the date of the 
last meeting of the Oregon Association of 
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Retail Shoe Dealers. Plans were discussed 
to stimulate and create enthusiasm to 
such an extent that the membership will 
increase. Oregon dealers realize more than 
ever the value of the work of the National 
Association, particularly with regard to 
class legislations and other important 
subjects brought before Congress, and 
knowing these things it is the work of the 
local association to make every dealer 
feel it his absolute duty, not only to the 
trade in general but to the betterment 
of his own business, to co-operate wholly 
with the active workers. 


Use Movie Publicity 


In spite of the fact that Secretary 
Zingleman finds time to work whole- 
heartedly and unceasingly for association 
welfare, he still finds time to use utmost 
energies to finding effective channels for 
advertising the Greenfield Shoe Company. 
His latest stunt is a tie-up with Screenland 
Weekly, which releases to 90 motion pic- 
ture houses in the State of Oregon. Green- 
field’s shoes, in stunning new models are 
shown in fashion depictions, made by 
co-operation with Portland’s leading spe- 
cialty houses. Advancing the unique idea 
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of showing a different shoe on each foot, 
Zingleman has neatly doubled the value 
of his advertising stunt, which is backed 
by one of the most elaborately staged 
window displays of shoes that Portland 
has seen. 


Shops Change Managers 


Roy L. Turnham, formerly manager of 
the two Rosenbush chain system stores in 
Portland, the Mode-Art and the Boston, 
and also former secretary of the Oregon 
Association of Retail Shoe Dealers, was 
recently transferred to the Mode-Art, 
Tacoma, his place in the Portland Mode- 
Art being taken by G. E. Lowry, formerly 
of the Tacoma house. Dave Mills, who 
formerly assisted Mr. Turnham at the 
Mode-Art, now has charge of the Boston 
shoe store. Mr. Lowry reports a big vol- 
ume of business being done on low-heeled 
strap pumps in patents at $7.75. The 
Mode-Art is featuring a wide assortment 
of popularly priced junior oxford, sandals, 
Mary Janes and play oxfords. 

The Florsheim Shoe Company made an 
effective window showing, using flame 
colored taffeta, shot with gold and red for 
drapes. 





Detroit 


Business Shows Improvement 


Industrial Situation Picks Up; 
Less Price Haggling Noted 


ONDITIONS in shoedom are con- 
siderably better than last month. 
April business is reported from all quar- 
ters as much improved and especially the 
business of the last few days. The weather 
has had its usual effect on business, but 
with brighter days and Easter activities, 
shoe merchants are busy and optimistic of 
better days ahead. 

The adoption of a 40-hour, 5-day week 
at the Ford Motor plant as a permanent 
feature will give over 3000 more workers 
employment. All employes will receive a 
minimum wage of $6.00 daily. 


Money Easier to Gel 


Another hopeful sign is seen in the 
greater ease with which money for build- 
ing can be secured from the banks, one 
large Detroit bank having loaned over 
33,000,000 for this purpose in one week. 

The farmers of Michigan are buying 
farm machinery and similar articles aid- 
ing the workers to keep busy and adding 
to their earning power. 


Lower prices in foodstuffs and wearing. 
apparel, and indeed in all living expenses, 
has made it easier for workers to satisfy 
their needs without sacrificing on the 
altar of future bankruptcy. All these 
things tend to make the shoe business 
better and are expected to make it con- 
tinue to get better as the weeks pass. 


Less Price Haggling 


A very noticeable change in the attitude 
of the customer to the price situation is 
seen in most stores. Where formerly 
there was a constant haggling over prices, 
the customer now accepts the shoe deal- 
er’s prices as fair, according him the right 
of making an adequate profit on his wares. 


Convention City to be Chosen 


The Board of Directors of the Michigan 
Shoe Retailers’ Association held a meet- 
ing on March 29 at the Hotel Wolverine. 
All officers and directors were present 
with but two exceptions. 

One of the pleasing features of this 
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meeting was the very optimistic reports 
made by the various delegates in regard 
to conditions throughout the State. More 
activity in business was the unvarying 
report, with prospects looking much 
brighter than it has for the shoe dealers 
for many months. 

A committee, consisting of J. E. Wilson, 
Detroit; A. Timmins, Grand Rapids, and 
Thos, J. Jackson, the president, were 
given charge of the matter of selecting a 
place and time of meeting for the next 
State Convention. Flint, Grand Rapids 
and Ottawa Beach, near Holland, were 
suggested as likely places, the latter being 
favored by the committee as affording an 
opportunity for the merchants to com- 
bine a holiday with the business of the 
convention. The convention dates will 
be set for some time early in September. 


Radio Craze Hurts Business? 


Detroit and vicinity has been caught in 
the waves of a mighty ocean of radio 
activities. Vacant stores in Detroit are 
being rented in the down-town localities, 
drug stores, hardware stores, electrical 
stores, and others are establishing radio 
departments. It is estimated that there 
are in the neighborhood of 300 depart- 
ments and stores selling radio outfits and 
supplies today, where three months ago 
there were probably not three. 

In the men’s stores located in the midst 
of the new radio center of activities, busi- 
ness is reported as not being up to the 
mark, and it is believed that the fascina- 
tion for radio equipment and outfits is 
taking the dollars that would otherwise 
be spent for shoes. Just how far this new 
business in radio supplies will cut into the 
shoe and apparel budget of the men, both 
young and old, remains yet to be seen. 
Radio outfits run in price all the way from 
a few dollars up; the average price of the 
outfits being purchased is estimated to be 
about $25. If hundreds of thousands of 
sets are purchased, it can easily be seen 
that a considerable amount of the earnings 
of the men will be diverted into a new 
channel. It is estimated by some that 
every home in Detroit will eventually be 
equipped with some kind of a radio outfit. 
Builders of apartments for rent are wir- 
ing them as part of the regular equipment 
as an inducement to offer tenants, while 
home builders are also wiring and in- 
stalling outfits during the process of 
building. 

One merchant shaking his head and 
looking grave, said, “‘“See those men going 
into the radio store across the street. 
These men are spending the money for 
outfits that should be spent on clothing 
and shoes. 
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Columbus 


Patent Novelties in Lead 


Cut-Outs, Straps and Operas Among the Patterns Sold by 
Leading Retail Merchants 


HE past week has been a very good 
week in sales of footwear, and with 
continued warm weather there is no 
doubt that business will continue to im- 
prove steadily. Patent leather in both 
plain and novelty styles in strap effects 
are very good at this time. Many styles 
in straps and fancy cut-out patterns are 
being sold. The Union Company is 
having quite a demand for a patent opera 
pump trimmed with gray suede and made 
with a military heel, while the A. E. Pitts 
Company is selling many of the patent 
cut-out styles. The Dunlap Shoe Com- 
pany and the Browning Shoe Company 
are having about an equal demand for 
both plain and fancy straps and cut-outs. 
The demand seems to be for any new 
stylish display of footwear that is shown. 
Several local merchants have displayed 
several of the late styles of last season 
and have made many sales of them, cus- 
tomers seeming to think that they were 
this season’s newest styles. There was no 
attempt on the merchant's part to deceive 
the public. 


Spring Style Show Held 


Morehouse-Martens Company had 
many models in a pageantry of Spring 
fashions at the James Theatre the week 
of April 3d. All the newest styles of 
Spring and Summer footwear were dis- 
played to good advantage on these models, 
and many-commrents were heard as to. the 
many pretty styles of gowns and footwear 
displayed. 


Shoe Club Elects Officers 


At the annual election of officers of the 
Columbus Shoe Club, which was held on 
the evening of March 29th, the following 
officers were elected to guide the club 
through the ensuing year: 

Louis Bamberger, president of Brown- 
ing Shoe Company, was elected president; 
Harry Zavits of Petots, vice-president; 
Frank Evans of the A. E. Pitts Shoe 
Company, secretary, and Geo. W. Hacken- 
berg of The Boston was re-elected treas- 
urer. All these men are well known for 
their executive ability and it is safe to say 
that the coming year will be a successful 
year for the local retail organization. The 
meetings will continue to be held once a 
month as an evening dinner meeting. 


Meetings of directors will be held at 
the call of the president. No doubt the 
directors will meet once a week at noon- 
day luncheon to take up any official mat- 
ter that comes before them. President 
Bamberger will launch an intensive cam- 
paign to get the remaining few of the 
retail who are not members of this organ- 
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ization to become affiliated with this live 
wire club. 


Wholesale Trade Brisk 


Reports from wholesalers in this locality 
are very optimistic. They are now selling 
many styles of women’s and men’s low- 
cuts, retailers requesting that they be 
“rush at once. It is expected that 
this Summer will be a “tennis” year. 
Many more orders for rubber sole outing 
shoes are being booked and shipped this 
year than last. Owing to the greatly 
reduced prices on this style of footwear, 
many more sales are contemplated. 





St. Louis 


Retail Trade Picking Up 


First Warm Saturday of April Brought Out Crowds of Shop- 
pers Who Spent Fairly Freely 


HE gloom which Jupiter Pluvius 

cast over the retail shoe business 
during the earlier part of the week was 
easily offset by the effects of old Sol on 
Saturday, April 1, when the retail shopping 
district became a swirling mob. The side- 
walks were so packed with shoppers that 
walking became difficult and people were 
using the streets to make progress. It was 
an ideal day for shopping and came on the 
first day of April, which to a great many 
was pay-day. 

All the stores were selling to capacity 
and the “Recorder’’ correspondent wit- 
nessed many prospective purchasers stand- 
ing in the aisles, waiting a chance to be 


“fitted when a vacant chair was available. 


This activity was observed, not in a few 
stores, but all of the stores could have 
used many more extra men and additional 
chair space. 
Retail Trade Generally Good 

Contrast this with the forepart of the 
week when it rained, and one day snowed 
the greater part of a day. This wet and 
gloomy atmosphere held little incentive 
for Spring buying. In spite of conditions, 
however, some stores reported an ex- 
cellent week, and general satisfaction was 
expressed in most institutions as to the 
business done during the six days. The 
women’s business has shown an increase 
continually and this has aroused many to 
believe that it will follow this trend right 
on through until Fall. The only “fly in 
the ointment” that is giving concern to 
many of the retail shoe merchants is what 
will happen after Easter. 


What's Coming After Easter? 
The question being asked by almost 


everyone is “what will be worn and will 
they buy an additional pair?” 

Some are of the opinion that sport shoes 
will “carry on.”” So strong has this con- 
viction been that many have bought this 
way. Smoked horse trimmed with patent 
in sandal effects is predicted to be popu- 
lar in June. Already patent strap sandals 
with the flimsiest kind of cut-outs and 
nothing but the shell of a toe have made 
their appearance. Just enough quarter to 
hold the heel of a woman’s foot in the 
shoe is about the only description ap- 
plicable to that particular part of the shoe. 
The straps are cut right down to the 
shank. This is the type of patent strap stuff 
that some say will dominate the patent 
field during the summer. White will be 
sold of course. Not many are willing to 
risk an opinion as to what proportion will 


_ be sold, compared with other colors and 


leathers. Few have ventured to state that 
they don’t believe it will have the pres- 
sure it experienced last year. 


Rubber Bottoms Not So Popular 


All rubber bottoms on sport stuff are 
slipping in the call. Rubber heels are still 
wanted, but preference is being shown to 
leather soles. The sport shoes have 
definitely cut into the sales of tan calf 
oxfords considerably. The present buying 
is still strongly favorable to patent. Satia 
remains a substantial second, with the 
sport shoe making a fine race in third 
position. Lace oxfords in patent have lost 
considerable prestige since the cut-out 
strap effects in patent have become so 
popular. Goring effects are dying rapidly. 
In fact, some doubt if they ever existed 
as a real style factor. 
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Do you realize your responsibility 


When you put off buying the things you need and can afford to buy? 
Bebidas ie ere Foe 
ning on full tifne by just buying the things you need when you need them 
This is a mighty vital thing to consider right NOW and it 
affects your own prosperity and the prosperity of the nation 
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our factories are closed today § There's no good réason for 
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you have a want to fill: 


that There's every good reason for buying 
now. 
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.forces is the 
problem we face today and that the 
center of the struggle lies in the United 
States.” 

‘One big way that YOU can help is‘ by 
buying the things you and your fami 
need now. 
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The illustration above, and the article printed 


at the left show how many industries you help 
when you buy a pair of,shoes. 


el*e 
Via 
z 
iy 
tt 
ue 
i 
sacha 
at 
uh 


Fike 
th; 
* 


Ae 
iia 
ay 
Av 
ti} 

‘i 


i 
z 
3 
a 

get 
ut 





if 
0 
\ 
i} 
ui 
it : 


And the same thing holds true.in a greater or less 
degree when you buy a suit, dress, coat, rug, fur- 
niture or ariything that you cr your family ‘need. 
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BUY NOW the ‘things you need. Help re- 


open the factories and give every individual a 
full measure of prosperity. 
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THE BOSTON HERALD 


cr 18es the understanding of all people in the intrica- 
cu of business. 


the first of the series of full-page advertisements pre- was happy to be of some assistance in the preparation 
pared by the Boston Herald. of this copy. 
Now we have the opportunity of displaying the 
good work for the benefit of our retail merchant readers 
Ve favorably commented in our April 1 issue, upon 


If all newspapers would do as the Bosion Herald is 
so that they, in turn, may bring it before the public of 
other cities through*the*newspapers. The ** Recorder" 


doing, what an impulse towards betier business we 
would all experience. 
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—HANN 


SUMMER 


ice $3.00 
Black Satin f Imitation Turn 
Flapper, Low Flat 9/8 
Heel, Wide Strap-Slide 
Buckle, Leather Lined. 
Silk Grosgrain Bound. B 
toD. 244-8. 


No. B 1145 

Price $3.25 
Black Satin, One 
pep. 12/8 Baby 

Half Louis Heel, 

Rhinestone Button, 
Leather Lined. A 
to D. 24-8. 

No. B 1110 
Same 


as abo 
except 16/8 He alf 
is Heel 


No. B 700 

Price $3.35 
Black Satin, One Strap, Jet 
Beaded Ornament, 16/8 
Half Louis Heel, Leathe er 


Lined. AtoD. 2%-8 


2 


AZ=<A4 T4noOs 


No. B 711 
Same as above except .14/8 
10 Jr. Half Louis Heel. Silk 
Button 


No. B 705 js 
Same as above except 12/8 Terms 2% 


Baby Half Louis Heel Net 30 


: HANNAHSON? 


HAVERHILL, 


Lit nt NM 


Shoe Recorder will appreciate your mentioning the publication in replies to advertisements WNMUNLAHN 
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OVELTIES 


WHITES 


No. B 659 
Price $2.35 


White Whipcord Tu n Flapper, 11/8 Military Heel. 
AtoD. 24-8. 


No. B 565 

Price $1.85 
White ay | Imitation 
apper, Low Flat 9/8 
Heel, ide Strap, Slide 
Buckle. B, C, D. 2%-8, 
In stock about April 25° 


In stock about May 1 


No. B.515 
Price $1.75 


White Canvas, Grecian 
Strap, Imitation Turn, —_ 
Cuban Heel. B, C, 
21 
No. B 365 4-8. 

Price $1.75 
White Canvas, Two But- 
ton, One Strap, Imitation 
Turn, 12/8 Military Heel. 
AtoD. 2%-8. 
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Minimum Orders 
Twelve Pair 


SHOE COMPANY 


MASSACHUSETTS 


Recorder will appreciate your mention in rep ~* to advertisements 
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Something New! 


A'MAN’S 3/8 HEEL WHICH LIGHTENS THE SHOE 
HIGHEST QUALITY FOR LESS MONEY 


Did it ever occur to you that every grade shoe should have a heel 
to match it? Why pay as much for a heel on a cheap shoe as you 
pay on a high-grade shoe? 


Panther Rubber Manufacturing Co. specializes in making a heel for 
every grade shoe. Individual in Design, More Quality for Less 
Money, combined with Perfect Service. 


Panther Brands—TIGER TREAD 
SURE STEP 
PANTHER TREAD 
PANCORD 
PURITAN 


Ask your shoe manufacturer or jobber for a Panther Brand 


on your orders. 


Service Our Motto—Stock Always On Hand 


Panther Rubber Mfg. Co. 


STOUGHTON, MASS. 
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Have You Sei Oar Latent: Chee Fs Aric? 
CARL F.. SCHMIDT &.CO. Inc. 


DETROIT, MICHIGAN 
veo of the Schmidt Calf Leathers 


DRAOLGCOOLAIDSDOTIOREO || 
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SCHMIDT'S Comat Ren ATinio 
Something New for Men and 
Women of Discriminating Taste - 





CARL tSeseiane oT 
Tanners of the Schmidt Calf Leathers 
DETROIT. MICHIGAN v BOSTON. MASS. 


REPRESENTATIVES 
H. B.ALTENDERFER A.J. & d.R.- COOK 
Philadelphia San Francisco 


GRAND Prize 
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Leather Prices Remain Stationary 


Little Change, Furthermore, in Volume of Business Done 
—Activity Confined to Materials Used in 


HE interest in the leather markets 
at this writing appears to be more 
largely in the inquiry as to the exact state 
of the market, with a view to orders for 
the next season. There is no special change 
in the matter of volume or price, over the 
past few weeks. Shoe manufacturers are 
for the most part cleaning up their Easter 
and early Spring business, and are not 
large buyers of leather. Some kinds of 
leather are moving with more activity 
than others from the nature of shoes being 
made, such as sport shoes and the low one- 
strap patent leathers. The factories mak- 
ing women’s shoes are still finishing up 
large quantities of these low heeled patent 
leathers, mostly of the one-strap variety, 
but some two-strap and center-strap and 
other designs. The quality of these varies 
so that cheap patent leather is used to 
quite as great an extent as the finest varie- 
ties; in fact, more so, because of the bulk 
of such goods. 
Waiting for Next Season 
The upper leather situation as a whole, 
is not as good as could be desired at this 
period of the year, but improvement is 
looked for after Easter week. Everything 
seems to hinge upon the starting of the 
new season, and manufacturers are in some 
quandary as to what the outcome will be 
then, owing to the slow responses from re- 
tail merchants and wholesalers, as well. 
The sole leather situation has been in a 
quiet state for weeks and no sales worthy 
of mention, excepting the regular deliver- 
ies going to large factories. There has been 
some talk of larger sales of hemlock leather 
to go to England. 
Calf Leather 
In the calf leather market the volume of 
sales has been quite similar to that of the 
past few weeks, although at this writing 
there is a better feeling among tanners and 
dealers, owing to the prospect of the open- 
ing of the new season. The colored smooth 
finishes are the most wanted and for choice 
stock quotations still range up to 45c per 
foot for full grain colors. Good leather is 
available at less money with average quo- 
taiions from 30c to 40c for second and 
third varieties. There has been considera- 
bl. leather sold at less than 30c. Suede 
le..thers bring anywhere from 50c to 65c 
fo: the best grades and downward, accord- 
ins to quality. 
Side Leathers 
“here is a fair call for the various fin- 
ishes of side leather, particularly on the 


Sports and Straps of Patent 


finishes and grades which go into sport 
footwear. Manufacturers begin to believe 
that the end of this business is in sight for 
this season, although combination leathers 
are still wanted. The better grades of full 
grain chrome side leathers range from 25c 
to 30c a foot. Good grades are available 
at around 20c to 25c and lower selections 
10c to 20c. There is a good call for buck- 
finished leathers at prices ranging from 
38c to 42c for the best. Genuine buck, 
however, brings anywhere from 55c to 75c 
per foot. The job lots of side leather have 
been fairly well cleaned up in the Eastern 
markets, but buyers of leather are still in 

clined to shop about. 


Patent Leather 


The patent leather situation has been 
one of the best of the upper leather mar 


kets for some weeks and some of the lead- 
ing producers of patent leathers are turn- 
ing out thousands of sides daily. The top 
grades of sides bring from 38c to 45c per 
foot, medium grades 32c to 35c, and No. 2 
and No. 3 grades from 22c to 28c and 30c 
per foot. There is also some call for colored 
patent leather, but this is usually a better 
seller abroad than here. 


Glazed Kid 


The kid market is on a fairly active 
basis, with the better selections in good 
call—also the lower grades of colors and 
black. The price range is very wide, top 
grades of colors bringing from 65c to 80c, 
with good grades of kid selling at from 50c 
to 60c. The medium grades rarige from 
30c to 45c and the lower grades from 10c 
to 20c for trimmings and cheap slippers. 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War 
$0.32 @$0.35 
.30 


Calf, suede, top grade........ 
Calf, smooth, colored, top grade 
Calf, smooth, black, top grade 
Side leathers, colors, top grade 
Side leather, black, top grade. . 
Genuine buck. . 

White buck, top grade(side le lea. a) 
Elk, heavy side. . ‘ 

Kid, colors, best fancy.. 

Kid, colors, top grade. . 

Kid, black, top grade 

Kid, medium, colors......... ‘ 
Kid, medium, black. . 
Kid, cheap... 

Chrome patent s sides. . 
Patent kid. . 
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Hemlock No. 1 32 @ 
Union. . oy: 

No. 1 oak backs. . <a 38 @ 
No. 1 oak bends, shoe mfrs.’ use 46 @ 
No. 1 oak bends, finders’. use. iy 


Peak 
$1.40 @$1.50 
1.40 @ 1.50 
1.30 
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"Sole edie (price per pound) 


33 = @ 58 
36 on 
39 ‘92 @ .%5 
47 98 @ 1.05 
48 1.15 @ 1.25 


Raw Hides vial Skins (price per pound) 
(1913 Av.) 


Native steers, as used in sole 
leather, harness, etc.. 

— Texas steers, for sole 
ea 

~— ae Ape for side up- 


eather. 
No 1 buffs for heavy upper and 
side lea 
No. 1 Chicago City calfskins 
for fine calf leather 
a for upper leather. . 
ago A. hides, for hemlock | ‘sole 


18% 
18 ~. @ 
17% .. @ 
MY, 

1S 

16% 

.30 


52 @ 55 
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Year Round Profits 


Many dealers are finding it profitable to “ 
sell a pair of rubbers with every pair of 
shoes, the whole year round. 


U. S. Rubbers have new lasts and n 


improvements to make them sell more d 

quickly than ever. There is a type to fit st 

hb any style of shoe for men, women and - 
a children. If you sell a pair with every sl 
pair of shoes, a well balanced stock of “ 

U. S. Rubbers will greatly increase your i 

year round profits. u 


United States Rubber Company 
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A Record Year for White Footwear 


Canvas Rubber Soled Shoes, with Patented, Insulated Innersoles, Are 


Comfortable and Cool on Summer Days. 


Much After- 


Easter Ordering Expected by Factories. 


HE great popularity of white can- 
vas footwear, which has been in- 
creasing by leaps and bounds, particu- 
larly over the last two or three years, is 
due to cause a record demand during the 
next five or six months throughout the 
entire country for this type of shoe. Such 
is the consensus of opinion as expressed 
by leading shoe manufacturers, jobbers, 
and retail merchants everywhere. 
White shoes have always been worn to 
a great extent in the Summer, but, of late 
years, the gradual and seemingly perma- 
nent trend toward sport clothing, both 
for men and women, has brought with it, 
quite naturally, an immense demand for 
white and sport shoes. Present showings 
of Spring and Summer clothing indicate 
that this tendency is stilt on the increase, 
and that sport suits and shoes will be 
with us in even greater numbers than ever 
this season. 7 
For Every Occasion 


To meet this demand, the rubber shoe 
manufacturers have developed their can- 
vas rubber-soled shoes to an extent un- 
dreamed of ten years ago. From the 
sneaker, worn mostly by youngsters and 
by grown-ups only at Summer resorts, 
there has sprung a type of rubber-soled 
shoe to fit every occasion; trim, colored 
sateen bathing shoes, 
and basket-ball shoes, heavy duck upper 
work shoes, little cross-strap sandals for 
the children in brown and white, regular 
tennis shoes, and the attractive sport 
trimmed dress and leisure shoes for 
women. Cuts of two of these canvas 
shoes, made by one of the larger manu- 
facturers, are shown on this page. 

For the retail merchant, this canvas 
rubber-soled footwear is a profitable item 
all the year round and in the Summer 
should be pushed to the utmost. A large 
portion of any up-to-date store can well 
be devoted to the sale of this type of shoe, 
together with hosiery to match. Most 
manufacturers will furnish attractive 
show cards, hangers and electrotypes, and 
one concern has brought out a particu- 
larly attractive metal display fixture in 
maroon and gold, about which an ideal 
vacation window can be arranged. This 
stand is given away free with every rea- 
sonably assorted order of rubber-soled 
canvas shoes. 


- ALelter Sells Extra.Pair. 


: The wide-awake retail merchant real- 
izes the good profits to be made on this 


sturdy athletic. 


type of footwear, particularly in the Sum- 
mer, and advertises it extensively at the 
same time, mindful of the fact that he 
must place his orders early in order to 
get his goods in time for the demand. A 
well-known fact that may be realized on 
by the retail merchant is that the aver- 
age youngster of from six to eighteen 
years will wear out at least two pairs of 
shoes in a Summer from the hard usage 
he gives them, playing ball, et cetera. A 
little record kept by the retail merchant 





Women's agut oxford, made in while duck 4 per 





with red or black sport tr 


and p 
Made by Hood Rubber Products Co. 


of every pair sold, together with the date, 
would enable him to anticipate the cus- 
tomer’s need for a second pair, in which 
case a short letter would be almost sure 
to bring in a repeat sale for him. 


Non-Conductors of Heat 


The old objection toward rubber-soled 
shoes—heating the feet—has been en- 
tirely overcome by the introduction of the 
patented innersoles, which are non-con- 
ductors of heat, and which insure coolness 
and comfort on the warmest day. 

Prices on these shoes have been ad- 


justed downwards several times since the 





Uiee dah sumer ond ghar tule oak 
insole.—Made by Hood hs indigo Kee 
peak in 1920, and are now on a basis which 
compares very favorably with pre-war 
rates, while the quality and workmanship 
are decidedly better. The alert merchant, 
who is alive to the fact that canvas rubber- 
soled footwear will make large profits for 
him during the Summer months, will take 


advantage of whatever time remains to 
him to get his stock in shape to meet what 
promises to be the largest “white” year in 
history. 

A familiar message from the retail shoe 
trade to rubber and canvas rubber-soled 
shoe salesmen who have visited their 
stores during the past few weeks, has been: 
“We will see you right after Easter.” So 
with the coming week, the salesmen will 
again be “right on the job.” The rubber 
factories in general have been running at 
full speed on canvas rubber-soled foot- 
wear, both on orders which have already 
been received in goodly numbers and 
those which they anticipate will be forth- 
coming from “Right After-Easter” or- 
dering. 


All-Rubber Bathing Slippers 


One of the surf bathing shoes made 
popular last Summer is made of colored 
rubber without fabric, and cured on a per- 
fectly-modeled last. The stock is calen- 
dered with an imitation leather grain. The 
sole and vamp are of the same quality of 
rubber; the inner surface of the sole is 
faced with white rubber. The trimming 
strips also are of white rubber. 

Evidently the shoe was not designed by 
a shoemaker, or the upper would have been 
joined with a heel seam, rather than in the 
center of the vamp where faulty workman- 
ship more easily mars the appearance of 
the goods. 

These bathing slippers are made in six 
different colors, in sizes from child’s No. 11 
to men’s No. 11. 


Rubber Soled Bathing Shoe 


Another shoe for the surf that is being 
made for Summer swimming is of a mer- 
cerized fabric, and has light rubber sole, 
thick enough to keep the feet away from 
the pebbles of the beach, but not heavy 
enough to stop the wearer from having a 
good swim. Both Roman and American 
patterns are used. Some of the Roman san- 
dals, of colored fabrics, with white straps, 
are fascinating. Some one-strap pumps are 
of red, blue, green and black fabric, and 
have white bindings. 


Big Rubber Heel Demand 


There seems no abatement in the-de- 
mand for rubber heels on shoes, and man- 
ufacturers continue fo attach such heels, 
and only pray that buyers will permit 
them to exercise some judgment in the 
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The New 


ARMORTRED “WEDGE” HEEL 


Allows the shoe to set flat and tread flat 





The ARMORTRED WEDGE HEELis 
especially designed to give perfect tread 
and balance to the now much demanded 
low heeled styles for men. 


By graduating the heel from back to 
breast as shown in Figure A, a leather 
base of the proper thickness can be used 
which will give exactly the proper pitch 
to the heel. 











Note the contrast between illustrations 
Band C. B shows how ordinary heels 
tend to rise and strike at the breast but 
not at the back; C how the Armortred 
Wedge Heel corrects this trouble and 
gives the shoe a perfect tread. 


This is just another instance of our con- 
stant study for improving 
ARMORTRED HEELS and service 
wherever we can. 


QUABAUG RUBBER CO. 


NORTH BROOKFIELD, MASS. 























[ «6H iad of dio Ipee See al | 
° ' 
} 




















ARMORTRED 


SOLES AND HEELS 
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selection of heels, and not insist on the use 
of all of the 200 varieties of rubber heels 
that are now on the market. 

There are two main points about rubber 
heels—one is that they should be of good 
quality rubber, while-the otheris, that 
they should be attached in a workmanlike 
manner. -If.a rubber heel is so. attached 
to a shoe that it treads out of true, that 
heel is an impediment to the foot, and not 
a cushion for the.foot. 

By the way, a number of years ago, one 
Lynn shoe firm had a method of inserting 
a rubber cushion into the heel seat of the 
shoe, so that the heel of the foot tread di- 
rectly on the rubber cushion. Many 
thousands of such shoes were made, but, 
somehow or other, the idea did not prove a 
permanent success. 


New Heel and Sole Machines 


For working on rubber heels and rubber 
or fibre soles in shoe factories, there are 
some new machines. One of them is for 
roughing rubber heels before they are 
attached to shoes. The machines rough the 
surface of the rubber heel and of the heel 
seat of the shoe, so that they will fit tightly 
and stick very tightly, providing that a 
good adhesive is used. 

For cleaning rubber heels, there is a bris- 
tle brush, which rotates at high speed, and 
removes wax, or cement, by frictional heat. 
A new rotary guard, on a heel shaving ma- 
chine, saves the operator the task of wip- 
ing heels with an oil rag, to prevent fric- 
tion as the knife goes around the heel. It 
is said that this guard enables an operator 
to shave as many rubber heels as leather 
heels in a day. 


U.S. Rubber Sole and Heel 
Department Now Part of 
Footwear Organization. 


An announcement of significance made 
recently by the United States Rubber 
Company carries the information that the 
company’s sole and heel department, in- 
stead of operating as a separate unit in the 
company as in the past, has been made a 
part of the footwear organization and will 
be under the supervision of William F. 
Enright, general manager footwear 
sales. 

The new policy insures that the sole and 
heel problems will be handled by old-time 
footwear men whose acquaintance with 
the problems of the footwear trade through 
years of association gives them a special 
ability to appreciate and grapple with the 
problems of shoe manufacturers, shoe 
dealers and the findings and repair trade. 

The. footwear activities of the United 


States Rubber Company are directly un- - 


der the supervision, both as to sales and 
manufacture, of Vice-President Homer E. 
Sawyer, who has been one of the best- 
known figures in the footwear world for 
many years. Others in the footwear organ- 
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ization who will give especial attention to 
the rubber heel and sole problems of 
the company are Second Vice-President 
George H.Mayo and Charles W. Barnes. 
H. A. Derry is manager of the sole and heel 
department. 


Goodyear Report 
Encouraging 


A bright spot in the page of current 
business and one indicative of a return to 
better conditions over the country gen- 
erally is the report of President E. G. 
Wilmer, of the Goodyear Tire and Rub- 
ber Company, to the stockholders at the 
annual meeting during the week ending 
April 1. 

Net sales for the ten-month period since 
the reorganization of the company 
amounted to $82,195,550. Net earnings 
available for interest and fixed charges 
were $9,640,235. After deducting interest 





The feature of this new rubber heel, the inven- 
tion of Levi McMillian of Wilmington, N. C., 
are three-sote leather plugs (see large circles in 
heel), which are inserted in the rubber, and held 
in ptace by the nails used in attaching the heel 
to the shoe. The inventor claims that these 


leather plugs nt the heel from wearing 
down as quilcky as it otherwise would. 


and fixed charges, including miscellaneous 
investments, there remained a net balance 
to surplus of $3,620,043. Cash and U. S. 
Treasury Certificates were $23,892,820. 
Although current liabilities included ac- 
crued interest and premium on bonds, 
amounting to $1,371,574, the ratio of cur- 
rent assets to current liabilities was over 
10 to 1. 
Owes Nothing to Banks 


Neither the company nor its subsidi- 
aries have today any indebtedness to 
banks. ‘ 
The Goodyear Tire and Rubber Com- 
pany of California, and the Goodyear Tire 
and Rubber Company of Canada, Ltd., 
continue to show satisfactory current earn- 
ings; and export business, after adjust- 
ments, due to depressed exchange abroad, 
has been conducted at a profit since 
January. 

Directors of the company were elected 
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as follows: E. G. Wilmer, Roger Hyatt, 
P. W. Litchfield, Grayson M. P. Murphy, 
J. R. Nutt, Russell L. Robinson, Robert 
C. S. Schaffner, Armin A. Schlessinger, 
A. H. Scoville, Francis Seiberling, H. H. 
Springford, G. M. Stadelman and Ralph 
Van Vechten. 

The directors on the same day re-elected 
the following officers: E. G. Wilmer, presi- 
dent; G. M. Stadelman and P. W. Litch- 
field, vice-presidents; H. H. Springford, 
assistant to the president; P. H. Hart, 
treasurer; P. H. Le Roy, assistant treas- 
urer; C. A. Stillman, secretary; W. D. 
Shilts and C. F. Stone, assistant secre- 
taries; C. H. Brook, comptroller; and 
C. L. Weberg, H. D. Hoskin, and A. F. 
Eggleston, assistant comptrollers. 


New Rubber Heel Company 


The Bloomingdale Rubber Company of 
Butler, N. J., recently started manufac- 
turing rubber heels. This concern has an 
entire new layout of machinery and equip- 
ment, and is spoken of as an ideal rubber 
heel plant. The selling is handled by John 
J. Batterman, who was formerly sole sell- 
ing agent on the Plymouth Rubber Com- 
pany’s heels. The firm has a Boston ware- 
house and an office in the United States 
Hotel Building. 


The Rubber Market 


There was a strong tone to the planta- 
tion rubber market on Saturday, April 8, 
notwithstanding indications of more dis- 
position to sell. Moge or less inquiry was 
in evidence, but the usual Saturday half- 
holiday influences operated to prevent 
business of any consequence. In general, 
both sides seemed to be disposed to wait 
for what may happen today. 


A New Comfort Slipper 


A new and interesting member has been 
added to the felt slipper family—a slipper 
made by the Tracy Process, controlled by 
the Boston Felt Slipper Company, Inc., 
at 289 Congress Street, Boston.’ 

The chief feature of this new slipper is a 
chrome leather welt-sewed bottom sole, 
with an inner cushion sole of hair;to which 
is sewedia-2/8-inch thick felt lining cover. 
There are spring heels inside the shoe. 





The toe varies from the ordinary soft 
sole slipper, in that it is reinforced on the 
front and sides by felt straps, which tend 
to prevent bulging and stretching in daily 
service and to hold form. They are made 
in.a wide range of color combinations. 
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—~ THE BEST]! 


“DECIDEDLY BROCKTON SHOES” A 


. 


KEPT HUMMING ON PRODUCTIONO( 








A NEW ONE FOR MEN 


WHERE WE PRODUCE THEM 


MEN’S, WOMEN’S AND BOW 





WHAT THREE YEARS HAVE DONE 


Three years ago this month, we started manufacturing shoes in a 
small portion of this factory on the top floor, with an output of less than 
three hundred pairs a day. 

Today we are occupying the entire factory, manufacturing three 
thousand pairs of men’s and women’s fine welt shoes per day, with a 
weekly pay-roll of more than $13,000. 


Our shoes in three short years have found general distribution through- Ching: 
it 
Trento: 
with ty 
Englan 
You 


out the country. This acccrrplishment was due only to the merit of our 
shoes; also to our manufacturing insight, making shoes of genuine 
worth, every number one of value. 

Retailers who have been willing to try out our shoes by test order, 
have found them to be real Brockton shoes, made of choicest material, 
latest style; workmanship of Brockton standard. All in all, footwear 
for stylish men and women who want to dress well. 


BROCKTON SHOE 


Makers of Welt Shoes 
BROCKTON, (Ca 
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‘FOR LESS— 


\f SO SATISFYING, OUR FACTORY IS 
)N000 PAIRS ISOUR DAILY AVERAGE 


if 
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HOW WE SPEED UP SERVICE 


oF WELTS OUR SPECIALTY 


Our factory system employs no non-productive labor, allows no waste. Quantity buy - 
ing and large production keep our cost at a low ebb. 
, Our low overhead places us in a position to manufacture Brockton shoes in competition 
‘S IN 2& with footwear made in any section of the country. 
ss than The picked personnel of our organization is recruited from leading manufacturers. All 
executives and workmen come to us only after they have proven their ability. 
- three Pon the convenience of our customers we have established offices in the leading shoe 





with &9 Ou Main Office and Sales I oon oat ag 117 Lincoln St., Boston 
ie  . SEE Gs age 0 6 6:9 6.48 0 Dit 'y ve OS 303 Fifth Ave. 

rough NP OS EERE 411 Forrest Bldg. 
Re aie SSL ear et er 305 Lees. Bidg. 
GOO oct EE os wa ee ee 46 Rowland Bldg. 
sompuenien Giaes 5. i boo eetodie sysctl: « » sleveyele aamyeia~ a 204 Academy St. 
eS — live-wire salesmen in the South, one in the Middle West and one covering New 

and. 


order, You should see “DECIDEDLY BROCKTON SHOES.” 


terial, They sell well because they are made well. They are priced right to you, so that you 
yt weal @ can price them attractively to your trade. : 
MR. RETAILER, the slogan today is as it should be, “Quality at a price.” SOME CLASS FOR WOMEN 


G.. COMPANY, INC. 


yes Hetail at $5.00 and $6.00 
‘amp Station) MASS. 
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This editorial appeared 
ina recent issue of the 
Dry Goods Economist. 


Lacing Hooks for 
Children’s Shoes 


OME manufacturers are featuring lacing 
hooks prominently on juvenile footwear. 
From the viewpoint of practicability 

much might be said in reference to these 
time-saving hooks; they add to the ease of 
lacing and to the adjustment of the shoe to 
the youthful foot. 





Youngsters are prone to break their shoe 
laces, to pull off the tips and to do other 
things that make the operation of dressing a 
slow process. ..... 


With lacing hooks on the shoe, a boy or 
girl, can fasten a shoe with a knotted lace 
and get along until a new lace can be ob- 
tained, when such action is necessary. 





These and many otber points about the 
selling of children’s shoes with lacing hooks 
make welcome the news that shoes so 
equipped are now being considered by manu- 
facturers as, an item for their new lines. 


Ve oe URERS can readily supply your child- 

ren’s footwear with the handy shoe hook. Merely 
specify shoe hooks on your next order and you will be 
certain of meeting the popular demand. Insist on hav- 
ing what you want. 


Lacing Hooks for Men’s, Women’s and Children’s Shoes 
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LINCOLN SHOES 


for Boys and Girls 
CARRIED IN STOCK 








Catalogues of Spring 
Styles are ready for 
your inspection up- 
on request. 


Smoked Elk, Mahogany Saddle Strap 

Sport Oxfords. Goodyear Welt. 

Sizes 

eS eee 
1101. Misses’ Mahogany Whole Quar- 
ter Lace Oxford, Wingfoot Heel, Single 
Sole, Goodyear Welt, Simmons Toe, 
1114-2, B, C and D wide....... .. .$2.60 
3540. Boys’ Mahogany Side Whole 
No. 1161 Quarter Lace Oxford, Perforated Vamp, 


Style and Wear 
is what Counts 

















Wingfoot Heel. Single Sole, Goodyear 
Welt, Lafayette Toe, 1-6, C and D No. 3540 


Oe rere? ee 

1103. Growing Girls’ Mahogany Whole 
Quarter Lace Oxford, Wingfoot Heel, 
Single Sole, Goodyear Welt, Smith Toe, 
214-7, B, C and D wide........... $3.00 

3542. Boys’ Mahogany Side, Whole 
Quarter Lace Oxford, Perforated Vamp, 
Wingfoot Heel, Single Sole, Goodyear 
Welt, Princeton Toe, 1-6, C. and D 
WH At Sab dew eau victies stacey 


ooo 
eee 





MARSTON & TAPLEY CO. 
DANVERS pr srenepnrean Mass. | 


Boston Office, 111 Lincoln Street 
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EVANGELINE 


(Reg. U. S. Pat. Off.) 


Goodyear Welt Shoes for VWomen— 


. 


**American Beauty’ 
Stock No. 4678 
Black Kid 1 Strap 


34 Inch Strap 
92 (Comb.) Last 


$3.50 





Send for Catalog 


‘ 


**American Beauty’ 
Stock No. 4679 


Patent Leather 1 Strap 


95 (Comb.) Last 
1% Inch Heel 


3% Inch Strap 


$3.50 


Delivery in 3 Weeks 




















Made by 


A. H. BERRY SHOE CO. Portland, Me. 


Boston Salesrooms :—428-430 Albany Bldg. 
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Albert Doyle in the 
Ring 
From Shoe Traveler to Head 


of Firm, Through 
** Reliability ” 


The subject for our leading story this 
week is an inspirational one. It furnishes 
encouragement to the young shoe traveler 
in the thought that he, too, may climb to 
the top by a genuine liking for the pro- 
fession of shoe selling and hard work. 
Albert Doyle, whose face appears “in the 
ring” this week, furnishes one of the most 
brilliant examples of successful shoe trav- 
elers. He commenced at the lowest rung 
of the ladder and with “reliability” as his 
slogan has now reached the top as presi- 
dent of the Wall, Streeter & Doyle Co. and 
vice-president of Wall, Doyle & Daly, Inc. 
He still spends much of his time in making 
trips to see his customer-friends in various 
sections of the country, and a large portion 
of his remaining time is spent at his 
factories in carefully supervising the mak- 
ing of his shoes. On other occasions, he is 
usually found at his Boston office, 207 
Essex Street, where he is kept busy greet- 
ing buyers. 


In Chronological Order 


But to commence at the very beginning, 
we would state that Albert Doyle first saw 
the light of day in Boston. He was one of 
a family of eleven boys, sons of Eliza 
Doyle and William Doyle, who was for 
many years associated with P. Ware Sons 
& Co., Boston, makers of fine shoes. Mr. 
Doyle is a graduate of the Gifford School 
and Brockton High School, and after 
courses in chemistry, botany and materia 
medica, entered the drug business with 
Charles R. Stillberg & Co. in Campello, 
where he formed many acquaintances 
among the shoe and leather men. 

He was then offered a position as first 
traveling salesman of the Boston Blacking 
Co., giving him first introduction in a way 
of possibilities in the shoe industry. 


BOOT AND 








To the Boys of 1882-1922 


In this our Fortieth Anniversary Num- 
ber of the “Recorder's” Shoe Traveler 
Department, it seems fitting that we should 
pay tribute to the pioneer travelers of 
1882, who with stout hearts braved the 
inconveniences of travel in the various 
sections of the country in those early days 
and secured orders that kept the wheels of 
the home factories turning merrily to the 
tune of millions of dollars in the pockets 








A. W. Gage, one of the boys of 1882-1922. He now 
represents the Kendall Shoe Co. and other special slip- 
per lines al Room 318, 207 Essex Street, Boston. 





of manufacturer, wholesaler, merchant 
and the public in general. Many of the 
boys of 1882 have long since made their 
last trip, but there are also many more who 
are still active, either on the road or in 
some shoe office near by home, or as retail 
shoe store proprietors. 

That “Grand Old Man” of the 80's, 
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Starts with Churchill & Alden 


The same day Arthur L. Copeland, then 
connected with Churchill & Alden Co., 
offered Mr. Doyle second territory in 
Pennsylvania, and arrangements were 
made at about one-half the salary then 
being received by him in the drug busi- 
ness. Trade came rapidly and with it a 
good knowledge of the “gentle craft’’ and 
acquaintance with buyers and makers of 
shoes. 

After several years Mr. Doyle acquired 
one-third interest in the Wall, Streeter & 
Doyle Co. business in North Adams, now 
a highly prosperous concern, which owns 
and operates a large plant at North 
Adams, making men’s fine. shoes for the 
retail trade. Mr. Doyle is now president of 
the firm of Wall, Streeter & Doyle and 
vice-president of Wall, Doyle & Daly, Inc., 
Brockton, Mass., where they own and op- 
erate the old W. L. Douglas Co. (later the 
T. D. Barry factory at Warren Ave. and 
Pleasant Street), making high-grade shoes 
for the jobbing trade. 


“* Uniformity” for Continued Sales 


Mr. Doyle believes that» the stock-in- 
trade of any salesman is covered with one 
word, “reliability,” and that the continued 
sale of a shoe is guaranteed with one word, 
“uniformity,” and a uniform product 
sold by a reliable salesman is a combina- 
tion sure to win. 

Mr. Doyle makes his home in Brockton, 
Mass., where with his charming wife and 
little son he takes a prominent part in the 
civic and social life of the big shoe city. 
He is a member of the Commercial Club, 
and spends much of his time while there 
with the bowling team, in which he is an 
active. participant. He is an emthusiastic 
golfer and automobilist. 


Of Pleasing Personality 


Perhaps his most forceful characteristic 
is his pleasing personality, which with a 
kind heart and philanthropy as its founda- 
tion, has been further enhanced by much 
reading and travel. Albert Doyle is a 
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gevtleman in every.sense of the word, 
courteous alike to the workmen in his 
factories and to the trade. His customers 
have the utmost confidence in Mr. Doyle’s 
wise counsel as to style and what will best 
meet the requirements of their buying 
clientele. 


Clever Publicity Man 


He is a good advertising man and is 
the originator of clever publicity “‘stunts.”’ 
One of these, which he “pulled off” at 
the Milwaukee N. S. R. A. 1921 Style 
Show, was the offer of a pair of men’s 
shoes with gold eyelets, hooks and laces, 
and a ten dollar gold piece in each heel, 
to the most popular retail shoe salesman 
attending the style show. 

Mr. Doyle is a firm believer in “the 
right shoes for the right occasion”’ and 
practises what he preaches. He is a careful 
dresser throughout, not only as to shoes, 
but to every article of his wearing apparel. 


A Poet of Merit 


And we must surely mention that he is 
a writer of merit. His principal literary 
productions have been short poems, which 
have been given national publication. We 
reprint.one wherewith from a former issue 
of the “Recorder.” 


THERE AIN’T MUCH POETRY 
IN A SHOE 


By Albert Doyle 


“There ain’t much poetry in a shoe,” 
Said Hiram Keith to John Ballou. 
“Last night the parson at the kirk 
Spoke of the poetry of work; 

The rhythm of the whirring wheels, 
The coiling smoke, the gliding keels; 
Of ardent minds that bring to birth 
The necessary things of earth. 

But I can’t see it. Here I sit 

From starting time till time to quit, 
With my eternal tick, tack, too. 
There ain’t much poetry in a shoe.” 


“No poetry?” said John Ballou, 

“TI think there’s plenty in a shoe; 

In my mind’s eye I've often seen 

The Steppes, the Ind and Argentine; 
The fields of France where cattle graze; 
The prairies wide whereon we raise 

Our own supply of needed hides. 

Great ships come sailing down the tides 
From Africa, Asia, many lands, 

To bring the product to your hands, 

So you may tick and tack and too, 

I think there’s poetry in a shoe. 


“Have you not read that song of pain, 

‘Boots Marching Up and Down Again’? 

And have you not with Hans Sachs 
laughed 

“The laureate of the Gentle Craft’? 

Our own New England Larcom, too, 

Wrote of poor Hannah and her shoe. 


And'through our childish days there scoots _ 








To the Boys of 1882-1922 


Joel C. Page, known also as “the Pioneer 
of Traveling Shoe Men,” was in 1882 
fifty years old and as hale and hearty as 
the youngest traveler. From Mr. Page’s 
book, entitled “Recollections of Sixty 
Years in the Shoe Trade,” the portraits 
and biographical sketches of which were 
furnished by A. W. Gage, or “Gagey,” 
one may learn much about the travelers 
of forty years ago. 

And the shoe travelers of that day had 
their national association, although not 
organized to the state of perfection of 
that of 1922—still the same ideal of a high 
standard of integrity and business uplift 
was the motive which prompted the “get- 
together.” 


Boot and Shoe Travelers’ League of 1885 


The first association of traveling shoe 
salesmen of which there is record was 
founded in the Spring of 1885 by a dozen 
or more of the boys who happened to be 
in Boston, and the suggestion was made 
that an organization be formed. A few 
days later a temporary association with a 
temporary membership list and officers 
was drawn up. 

Some of the boys who participated in 
that first gathering were: J. Harry Col- 
burn, Fred Lemon, David Williams, James 
Estabrook, Joel C. Page, Frank Wilder, 
Oliver M. Fisher, R. W. Fitzpatrick, 
George W. Hall, J. C. Hunt, E. H. Lewis, 
J. Rush Green, E. J. Pierce, S. Preston 
Moses, C. C. Robinson, Fred Weldon, 
Harry Ripley, Charles J. Shriner, William 
Noll and A. W. Gage. A week later a 
permanent organization, known as the 
“Boot and Shoe Travelers’ League,’’ was 
formed, with the following officers: 
President, Robert Sawyer, vice-president; 
Joel C. Page; secretary, Frank L. Wilder; 
treasurer, George W. Hall. The League’s 
first social gathering of any consequence 
was an outing and dinner during the Sum- 
mer of 1885, with Downer’s Landing, on 
the south shore of Boston Harbor, as the 
objective; between 75 and 100 men at- 
tended; a dinner was served, several of 
the boys were called upon to make speeches 
and a general good time was enjoyed. 


Joel C. Page Elected President 


In February, 1886, new officers were 
elected, with Joel C. Page as president.; 
Mr. Page served two terms. W. H. 
Huntington was elected secretary. 

In 1887, a spirited election was held, 
which resulted in the following: President, 
Joel C. Page; first vice-president, J. Rush 
Green; second vice-president, Fred: P. 
Baker; secretary, William H. Huntington; 
treasurer, George W. Hall; executive 
committee, Fred Lemon, N. H. Redpath 
G-F. Blake, D. F.’ Williams, J. B. Spen cer 








iat 
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The fantasy of seyen-leagued boots, 
And that important Puss who wore 
Boots never purchased in a store. 
Poem, story, song and fable, too, 
Prove there is poetry in a shoe. 


“Last night as we sat, wife and I, 

I watched and saw her softly cry. 

I took her hands, and she held there 

Her baby’s shoes, the only pair 

He ever wore—he died so young. 

She wept, but when she found her tongue 
‘’Tis baby’s birthday, John,’ she said. 
Poor baby! Fifty years you’re dead 

And still your little crumpled shoe 

Has pow’r to turn time back to you.” 
“I’m proud to know you, John Ballou,” 
Said Hiram Keith. “Tick, tick, tack, too.”’ 


To Walk-Over Boys ’Cross 
Seas 


Walk- Over Factory Prints of recent date 
takes occasion to compliment its shoe 
travelers in foreign lands, as follows: 

“No little credit is due to our American 
salesmen and store managers who, as 
Walk-Over representatives, are living and 
working under strange conditions and ex- 
posed continually to hardships of many 
kinds, in order to build up the prestige and 
sale of the product of Walk-Over factories 
in every nation on the face of the globe. 

‘“‘Among them are the Baldwin Brothers 
on opposite sides of the globe—Warren in 
India and Walter in Italy. The former is 
making a sales trip that will register 
twelve thousand miles and consume eight 
months before he is back in Shanghai. 
Nearer home, we have Herbert Dalton 
and John Packard, both fluent Spanish 
interpreters, as well as excellent shoe sales- 
men. The former is now in Cuba on a sales 
trip which is very satisfactory in spite of 
unfavorable conditions there. Packard is 
at the factory, between trips to Mexico. 
His usual trips to South America have been 
omitted on account of conditions. 

“Space does not permit the mentioning 
of the names of the men who in Shanghai, 
Naples, Buenos Ayres, Honolulu, Havana, 
as well as in the 25 British and French 
Walk-Over Stores, are playing their im- 
portant part in the Walk-Over game. 


In Fifty-F ive Countries 


“Last year we shipped goods to fifty- 
five different countries, including Norway, 
England, France, Belgium, Greece, Switz- 
erland, Denmark, Holland, Malta, Italy, 
Sweden, and Turkey in Europe; China, 
Straits Settlements, Java, Asia Minor and 
Persia in Asia; Egypt, Bathurst, Lagos, 
Cape Colony, Portuguese East Africa and 
Sudan in Africa; Australia, New Zealand 
and many islands of the Pacific Ocean; 
practically every country in South, Cen- 
tral and North America and every large 
sland in the Carribean Sea.” 
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S. Mendelson Says “Start 
Buying” 


S. Mendelson represents the Luedke- 
Schaefer Shoe Company in Eastern terri- 
tory. which he knows thoroughly from 17 
years of intensive study and careful atten- 
tion to the wants of his customers. Mr. 
Mendelson is now on the road and writes 
that the business outlook is bright. ‘““The 
merchants in my opinion,’ writes Mr. 
Mendelson, are gathering up courage and 
endeavoring to forget wartime hardships. 
We are on the highway of recovery from 
the long period of illness which has existed 
throughout the country. I have always 
advised my various friends to the best of 
my ability, and for the past number of 
years they have always followed my ad- 
vice. My advice to them now is to start 
buying, as business conditions are begin- 
ning to look prosperous. 

“T, personally, am starting out with my 
line of ‘Milwaukee King’ work shoes and 








~ 


Samuel Mendelson, who travels for Luedke-Schaefer 
Shoe Company in Eastern territory. 





semi-dress shoes, the merits and durability 
of which I have no need of mentioning, and 
am covering my regular list of stores, 
where I hope to meet my friends, give 
them a glad hand-shake, and show them a 
wonderful line of merchandise.”’ 


Neuman Covers Missouri, 
Kansas, Iowa and Nebraska 


\. C. Newman, whose portrait was pub- 
lished in the “Recorder” Shoe Traveler 
Department of April 1, covers Missouri, 
Kansas, Iowa and Nebraska for Alden, 
Walker & Wilde. His territory does not 
include Arkansas, as was stated. 








To the Boys of 1882-1922 


W. H. Balkam, Jr., T. H. Chamberlin, 
A. H. Atherton. 


The headquarters of the club were first 
on Devonshire Street; they then moved 
to Bosworth Street, off Tremont Street, 
where they had billiard and pool tables, 
plenty of card tables, and other furniture 
for comfort and convenience. 


League Suspends Activities in 1895 


In 1893 the League rooms were moved 
to Bedford Street, not far from Summer 
and Lincoln Streets, so as to be nearer to 
the shoe and leather district. Here the 
rent was pretty high and this, with other 
increased expenses, caused the suspension 
of the League’s activities in 1895. Later 
when the Boston Shoe Travelers’ Asso- 
ciation was formed, Mr. Page, who was 
on the committee to nominate the first 
set of officers, suggested William Noll for 
secretary. He was elected and has re- 
mained until this day the popular and 
efficient secretary of the Boston boys. 
The late Thomas D. Barry, head of the 
house of T. D. Barry & Co., was the first 
president of the Boston Shoe Travelers’ 
Association. 


The Big Idea Lived 


In the interim between the suspension 
of the Boot and Shoe Travelers’ League 
and the formation of the National Shoe 
Travelers’ Association in 1911, the years 
were spent in more or less local association 
work, and the big idea which sprang 
into existence in 1885 was not lost during 
its sixteen years’ lapse, but was brought 
into its full fruition in 1911 and has with 
every succeeding year developed, until 
today, April 15, 1922, the N. S. T. A. is 
100 per cent in its scope of work. 


The Onward March 


And with the shoe travelers of 1882 has 
marched the “Recorder,” hand in hand. 
In the words of the first shoe traveler—the 
late Joel C. Page—(from his book of 1916): 
“The trade journals have grown, in my re- 
membrance, to become powerful influences 
in the trade, and I appreciate their many 
courtesies to me and recognize the large 
place they occupy in the estimation of the 
traveling salesmen. The ‘Boot and Shoe 
Recorder’ was the first to start—I re- 
member it very well, over thirty years ago. 
‘The Boots and Shoes Weekly,’ now the 
‘Shoe Retailer’ followed soon after,” 

‘Yes, from 1882 until 1922 the “Boot 
and Shoe Recorder’’ has ever been at the 
service of the boys on the road, and will 
so continue in their service as their 
staunch friends and “boosters,” until the 
last word of the last chapter of the “‘Re- 
corder” shall have been published. 
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Engel Leaves Plant Brothers 


Arthur C. Engel, former New York 
salesman for Plant Brothers & Co., with 
headquarters at 127 Duane Street, has 
severed his connections with this house. 
Mr. Engel is going into business for him- 
self in Haverhill, as a manufacturer of box 
toes and counters. 


Weiss Joins Plant Brothers 


Arthur H. Weiss succeeds Mr. Engel as 
representative for Plant Brothers & Co.'s 
line in greater New York, with headquar- 
ters at 127 Duane Street. Mr. Weiss is 
very well known in the New York trade, 
having gained a valuable experience with 
his father, who is present New York man- 
ager for the Dolgeville Felt Shoe Company. 


Melvin Kelley With Menihan 


Melvin J. Kelley, recently with the 
W. L. Douglas Shoe Company, and for 








Art Luft, who formerly traveled for, the Retort 
Wise Company of Cincinnati in Northwest, 
now representing Ault-Williamson Shoe Co., of 


connected with 
“Twin Cities.’ 


several of the largest firms in the 





several years on the selling staff of the 
Regal Shoe Company of Whitman, has 
arranged to represent in New England 
territory the Menihan Shoe Companyfof 
Rochester, N. Y. 


Johnson With J. E. French 


Edward A. Johnson, who has joined the 
selling staff of the J. E. French Company 
is to carry the well-known French line in 
Ohio, Kansas and Michigan. He was for- 
merly with Alden, Walker & Wilde. 
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The Saturday Evening Post carries our advertisements regularly, thus popu- 
larizing “Arnold's Glove Grip Shoes” and stimulating demand for styles 
in stock. Keep your store in line with our advertising for success. 






IN 
STOCK 





ARNO ILD 


GLOVE -GRIP . SHOES 


Our New 499. A Smart Two-Tone Sport Style 
Brisk Business on This Model Is ‘Assured 


ORDER YOUR SIZES TODAY 


Note the trim and neat effect of the above 
model. It’s a seller. Appeals to all lovers 
of sport footwear. Tan Elk Vamp, Cocoa 
Calf Saddle, “Glove Grip” Vacuum Cup 
Sole and Heel. AA-A, 7 to 11; B, 6 to 11; 
C, D, E, 5 to 11. 


PRICE $G.OO 


All “Glove Grip” shoes are strikingly beautiful. They are selling today at a rate which 
exceeds all precedents. The beneficial effect of wearing “Glove Grip” shoes once reatized, 
is always wanted. Price is the last thought of wearers. It is the style, the fitting quality, 
the comfort which is sought and is always found in this nationaily advertised line. 


Send for Catalogue of All Stock Styles 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


New York Representative, A. V. Rooney, 127 Duane Street, Office Days, Wed. and Fri. 
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“Jim” Cox with Dugan & 
Hudson 


Jim Cox, well-known Rochester shoe 
salesman, has been appointed as Pacific 
Coast representative for Dugan & Hudson 
and will leave the factory shortly to call on 
the trade. “Jim.” as he is known to every- 
one, has long been identified with the shoe 
industry, having been with the Bolton 
Shoe Company as general representative 
for 18 years, and with Wright & Peters for 
ten years. In all, “Jim’’ has put in about 
30 years selling shoes on the road. 

Another salesman appointed by Dugan 
& Hudson is B. M. Johns, formerly with 
Rice & Hutchins, who will cover Wiscon- 
sin, Minnesota, North and South Dakota, 
Nebraska, Illinois except Chicago. and 
lowa. 


BOOT AND SHOE RECORDER 


Raphael Writes of Phila- 
delphia Doings 


“A rattling ‘bang-up’ time these days. 
Saturday, April 1, proved to be a great day 
for the monthly meeting held at head- 
quarters, the Saint James Hotel. A fine 
luncheon was served to 21 real hungry 
members at one o'clock, and they sure 
kept the waiters on the jump. 

“Promptly at two o'clock, President 
Scanlon called the meeting to order, and as 
usual. presided in his suave manner, which 
has made him so popular. With his frank 
and up-to-the-minute remarks, he dis- 
posed with business old and new, in rapid 
succession. 

“Introducing F. H. Krantz, sales-man- 
ager for the Eastern branch of Swift & 
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Western’ tactics. A splendid performer 
with the lariat he used this means of get 
ting them together, for the sole purpose of 
having them become members of the 
association. Naturally. he received a great 
ovation, and in due time these salesmen 
were elected to membership. 

“Chairman McClellen of the Member 
ship Committee presented the names of 
George A. Grace, with the O’Sullivan 
Rubber Company, New York; Alex Kess- 
ler, with the Penn Shoe Manufacturing 
Company, Philadelphia; R. E. Ashen 
fedder, with Simon Miller Sons, Philadel- 
phia; these gentlemen also being duly 
elected to membership. Six new members 
enrolled for the month of April. Good 
work for the Membership Committee. 

“Member A. Minie reported change of 











_Guy H, Cummings er the Feliz Moccasin 
Co. in New England. He started April 1 to cover 
Maine, New Hampshire and Vermont with Kiddie- 
moz moccasins and slippers. A recent trip which he 
made through Massachusetts, Connecticut and Rhode 
Island was very successful. 








D. Armstrong & Co.’s Boys 


Salesmen for D. Armstrong & Co., Inc., 
of Rochester, a subsidiary of the Geo. E. 
Keith Company, who have been at the 
factory for samples, are encouraged by 
reports of improving business conditions 
and look forward to an excellent selling 
season in their several territories. The 
Armstrong selling staff this season will in- 
clude two new members, R. Clayton Hult- 
gren, formerly of Dugan & Hudson Co., 
and Earl E. Ganung, who sold the Wil- 
liams, Hoyt & Co. “Pla-Mates” line a 
number of years and later traveled for Joy- 
Clark & Nier, Inc. Mr. Hultgren will 
have Northern Michigan, Wisconsin, 
Minnesota, North and South Dakota, Ne- 
braska and Iowa. Mr. Ganung will travel 
in Kansas, Missouri, Oklahoma, Ken- 
tucky, West Virginia, Southern Illinois 
ind Southern Indiana. 





Arthur S. Raphael, Chairman of Publicity and 
Educational Committee, Philadelphia Shoe Travelers 
Association. 





Co., President Scanlon left it to this gen- 
tleman to tell the members real facts, 
which proved very interesting. 

“His remarks on salesmenship were very 
effective. ‘Order-takers,’ said he, ‘are a 
thing of the past. Real producers must be 
the salesmen of today, with ability and 
energy, for the selling of merchandise can 
only be accomplished in a scientific way.’ 
His talk was well explained, and Jeft much 
food for thought. 


“Wild West” Tactics 


“Genial Frank Straub, popular man 
about town, connected with Paul Brothers, 
well-known Philadelphia shoe jobbers, 
caused a hurrah when he marched into the 
meeting with three of that firm’s selling 
force—namely, Herman Jeungling, William 
C. Clement and Charlie A. Fricklenberg, 
explaining his purpose of bringing them in. 
Briefly he told how he used some ‘Wild 





J. P. Schlesinger, who has represented Thompson- 
Crooker Shoe Co. in the South for the past sixteen 
years. Mr. Schlesinger left on his Fall trip April 3. 
He is now making the larger points South and is 
ably assisted by Clifford Reese, who is looking after 

small towns. 





his line. He is now representing’ the well- 
known firm, Rosenwasser Brothers, New 
York. Good luck be with you, Al. 

““Member C. R. Bond has become asso- 
ciated with the well-known firm of Mc- 
Elwain-Hutchinson & Winch. Here’s to 
C. R. B.’s success. 


Success to Paul Lippincott 


“Member Paul S. Lippincott, Jr., who 
for years represented the firm of DeCou 
Brothers, Philadelphia, and who resigned 
his position with that firm the first of the 
present year, has connected with the well- 
known firm of Dixon-Bartlett, Baltimore, 
Md. Mr. Lippincott is one of the most 
widely-known shoe salesmen in his terri- 
tory, is idealized by the trade, and every 
one with whom he comes in contact. 
Paul is absolutely the finest type of man- 
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The Elimination of Guess in Foot Fitting 


In recent years great stress has been laid upon the necessity to 
human health for shoes to be properly fitted. Free toe room, 
proper balance and correct support are a boon to good health. 
The Simplex Foot X-Ray Machine which is operated with the 
utmost of simplicity permits any one to see the actual bone rest 
in the shoe. It’s use is the most practical method of fitting 
shoes. 


This equipment has been a great aid to those making a study 
of arches and conditions of the foot, for the anatomy can be 
examined and photographs easily made. Let us tell you what 
others think of this machine, the equipment you will eventually 
need in the following of your profession. 


A great time saver—A wonderful advertiser— 
A getter of new business 


Do not confuse the Simplex Foot-X-Ray Machine with any 
other X-ray outfit. 


THE SIMPLEX FOOT X-RAY MACHINE 


Manufactured by 
THE GENERAL INDUSTRIAL X-RAY COMPANY 
246 WEST WATER ST., MILWAUKEE, WISCONSIN 
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hood, sterling in quality and personality. 
Continued success be with him. 

“To one of our members Mr. DeRois, 
we are extremely sorry to have him leave 
us as a member. He leaves for his new 
territory, the State of New York, to repre- 
sent McElwain-Hutchinson & Winch of 
Boston, Mass. The association extends 
the heartiest of good wishes to him in bis 
new field of endeavor. 


“Daddy” Earle in West 


“Arthur C. Earle, better known as 
‘Daddy Earle,’ with Laird Sehober & 
Company, of Philadelphia, left April 5 on 
his Western trip, showing his Fall lines for 
that firm. The association is unanimous 
in extending the best of good wishes to 
him for a very successful season, topped 
off with continued good health and spirils. 

“David Hirst of the George H. West 
Shoe Company, Philadelphia, has been 
confined to his bome through illness. The 
association as well as his friends wish him 
speedy recovery to good health. 

“The Philadelphia Shoe Travelers’ Asso- 
ciation has been very fortunate to obtain 
splendid accommodations for their month- 
ly meetings and Juncheons at The City 
Club, 313 South Broad Street, and in the 
future will bave headquarters there. 

“As is generally the way in an organiza- 
tion, someone always wants to bring an 
interesting meeting to a close, and for fear 
the boys would be called upon.to give an 
accounting for a late homecoming, as 
usual, it was up to good ole Eddie Me- 
Comb to move for adjournment. Thus 
ended a very enjoyable meeting.” 


A Group of Southern Hustlers 


E. A. Terhune, who travels Southern 
territory for Reynolds, Drake & Gabell Co., 
was “cheer leader” for a little band of 
boys who started out from the Selwyn, 
Charlotte, N. C., on April 3. This group of 
“braves” was as follows: Louis L. Owens, 
with Johnson-Baillie Shoe Company; 
“Billy” Leavitt, with Preston B. Keith 
Shoe Company; William F. Mallonee, 
with A. H. Colmary Company; J. M. 
Byron, with Stephen Putney Shoe Com- 
pany; E. L. Rankin, with Slater & Morrill 
Co.; I. Byam, with Slater & Morrill Co.; 
Dave Wolf, with Wolf Brothers Company, 
Cincinnati; W. P. Waddy, with Wolf 
Brothers Company, Cincinnati; “Jack” 
Spicer, with F. M. Hoyt Shoe Company; 
C. F. Getsinger, with Excelsior Shoe Com- 
pany; G. M. Ward, with A. W. Tedcastle 
Company; N. T. McCaskey, with Boyd- 
Welsh Company; John Whitfield, with 
Corbin & Co.; M. Covington, with F. 
Mayer Boot and Shoe Company; L. M. 
Harvey, with Dyanshine Shoe Polish 
Company. These hustlers are all prime 
favorites with their retail shoe store clien- 
tele and it is a safe bet that “the bacon 
will be brought home” in the shape of a 
good bunch of orders. 
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Vice-President Weber on 
" Trip 


Frank J. Weber, vice-president of the 
National Shoe Travelers’ Association, and 
salesman for Weber Bros. Shoe Co., North 
Adams, Mass., is now on the road, cover- 
ing his trade in the Middle West. Mr. 
Weber is most optimistic as to the future, 
having outlined in a conference with many 
of the salesmen of the Weber Bros. Shoe 
Co. his policy for the coming season. 

Prior to leaving on his trip Vice-Presi- 
dent Weber issued letters to the secretaries 
of the various affiliated organizations of 
the National, requesting them to advise 
the members of their associations to keep 
their eyes open in reference to trade con- 
ditions, hotels and railroads. 

Mr. Weber is very thorough in every- 
thing that he does and has requested that 
all salesmen observe the treatment accord- 
ed them by hotels; also that they make 
notations of hotel and transfers of baggage 








Frank J. Weber, Vice-President of the N.S.T. A. 





conditions to see if they fulfil the law in 
every respect. Included in observations 
on hotels, Mr. Weber wishes salesmen to 
note if the rules of hygiene and fire escapes 
are obeyed; also if sample rooms are 
properly lighted, and if rooms are re- 
arranged in proper order after the de- 
parture of each guest, and if courteous 
treatment is accorded the traveler. In- 
cluded in observations of transfer com- 
panies, the shoe traveler should make a 
note as to his prompt and proper treat- 
ment by these companies and if any over- 
charge is imposed. 


Kelly with Brockton Shoe 
Mfg. Company 

Leon Kelly, formerly of the Three K Shoe 
Company, has been engaged by the 
Brockton Shoe Mfg. Company to cover 
New England. Mr. Kelly has traveled 
New England for ten years and knows the 
trade there thoroughly. He will have head- 


_quarters at the company’s Boston office, 


117 Lincoln Street. 
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LeFavor Fifth Wedding 
Anniversary 


Harry Le Favor, who travels for Zeigler 
Brothers Company, left Boston for Phila- 
delphia on Sunday evening, April 9, but 
before going he had a real party at his 
home in Braintree, Mass. The big time was 
occasioned on account of the fact that on 
Friday, April 7, “Harry” celebrated his 
fifth wedding anniversary. Music, both 
vocal and instrumental, a reader, and a 
dainty collation, made invited guests feel 
right at home. Mr. LeFavor left for the 
Quaker City in the best of spirits. While 
visiting some of the places of business in 
Boston, he noted that there are still some 
men who are having their derby hats 
turned on the wrong side and reblocked at 
a possible cost of $1.50, against $5 for a 
new lid, and that there are also many 
who persist in enriching the shoe repairers, 
thus enabling them to maintain tiled-floor 
establishments, and purchase valuable 
property, but he feels that this class of 
people is gradually diminishing in num- 
bers, and that all things considered, pros- 
pects are brighter for better business. “And 
human nature is the same always,” said 
Mr. LeFavor. “Women dress to please 
themselves and quite often to startle their 
neighbors—men dress to please other 


” 


men. 


Baxter Working for Reduced 
Railroad Rates 


John D. Baxter of the Lounsbury- 
Mathewson Company, with headquarters 
in New York City and territory in New 
York and New England, was in Boston re 
cently, calling on his trade and incidently, 
taking an active part in the progress of in- 
terchangeable mileage and the railroad 
bill for wholesale mileage. Mr. Baxter is 
one of the most active workers for 
these measures in the shoe fraternity; has 
given much of his valuable time and has 
more than once dug into his pockets for 
personal contributions. He has been in 
conference with many of the congressmen 
and senators in New York, New Jersey 
and New England States in reference to 
the bill now pending in Congress. 

At the present time, he is exerting every 
possible influence at his command to bring 
influence to bear, so that Congress shall 
view these bills as a source of stimulation 
on present business conditions. Mr. Bax- 
ter feels that with reduced railroad rates, 
the more travel will take place, and the 
more merchandise shown and explained, 
resulting in more purchasing. 

Mr. Baxter follows along the idea of the 
N.S. T. A., in this matter—that it is not 
a special concession to shoe travelers, nor 
is it a local issue, but on the contrary it is 
of national benefit to every industry re- 
quiring traveling salesmen, and to the 
public who travel. 
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Carried 


in 
Stock 
Ready to Ship 


Spring 
Oxfords 


Imp. Bd. Black Calf Ox. 
580 $7.00 Harvard 


Tony Bro. Calf Ox. 
580 $7.00 Harvard 


Tony Bro. Calf Ox. 
360 $7.00 Yale 


Vici Kid Blucher Ox. 
390 $7.25 Dartmouth 


Havana Brown Kid Blu. 
Ox. 


390 $8.00 Dartmouth 











Snap - Shots 





It is an absolute proven fact—that a man 
never fully knows the real pleasure there can 
be in wearing shoes until he has been per- 
fectly fitted to a pair of handsome Arch 
Preserver Shoes. 


Arch Preserver Shoes eliminate once and 
for all these unsightly “weather marks.” 
They preserve all the qualities and good looks 
demanded by style critics. They provide a 
firm and easy tread-base that cannot settle, 
pull loose or break down. They are the first 
and only shoes with double-anchored steei 
shank, embodying the scientific principles of 
bridge construction. 


The Arch Preserver Shoe for Men—Keeps 
Good Feet Good—Providing an even tread-base 
which meets with the specifications and de- 
mands of the foot as it is today and at the 
same time permits the making of shoes hav- 
ing a style and appearance acceptable to men 
of refined taste. For use upon all occasions and 
for all purposes. 


Arch Preserver Shoes embody an entirely 
new principle of shoe construction, and an 
entirely new realization of true value. It is 
the first and only shoe which recognizes the 
right—yes, the demand of the foot to have in 
a shoe the same unyielding tread-base that it 
enjoys when the unshod foot is placed upon 
the floor. 


The real mission of the Arch Preserver Shoe 
is to “Keep Good Feet Good,” but at the 
same time they materially help those who are 
suffering from one of the many prevailing 
foot-ails of today. 


April 15, 192: 








The Shoe 
with 
An Anchored 
Arch 


























E. T. WRIGHT & CO.,, Inc. 


ROCKLAND MASS. 
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“B.A. T.S.S.’’Are Winners 


One of the best attended and most sat- 
isfactory gatherings of the season was the 
last of the regular monthly Juncheon-meet- 
ings of the Buffalo Association of Traveling 
Shoe Salesmen, held April 1, at the Iro- 
quois Hotel. Of particular interest to the 
boys was the announcement in connection 
with the efforts made to obtain rate reduc- 
tions from both- the hotels and railroads. 

Reports from the National Association’s 
committees on railroads and hotels were of 
a decidedly optiimstic type, giving rise to 
the hope that the goal the “Bats” have 
long fought for is almost within their 
grasp, namely, a substantial reduction in 
mileage books, lower excess baggage 
charges and a fairer charge for hotel ac- 
commodation. This is good news to many 
of the boys who have been making many 
trips of late practically “for their health.” 
They find it necessary to keep in touch 
with the buyers during the present depres- 
sion, but few relish the idea of paying war- 
time rates for the rrivilege. 

While the April 1 meeting would, in the 
ordinary course of events, be the last of the 
monthly gatherings until September, it is 
believed a special meeting will be called 
within the next month or six weeks, when 
some definite results may be looked for, 
in the direction of relief from excess ex- 
penses on the road. 


Business Conditions Greatly 
Improved 


“Jim” Stoner, who for the past five 
years has been covering the Eastern terri- 
tory for the Boyd-Welsh Shoe Company, 
but since January 1 was made district 
sales manager and is only making about 
eight large cities from Detroit to San An- 
tonio, has just returned from a research 
trip through the South and reports busi- 
ness conditions greatly improved. The 
past two or three weeks of: warm weather 
have greatly improved business activities 
in the retail stores and have made them 
look like the shops of the “good old days.” 

When questioned at the Retail Shoe 
Merchants’ Convention in Kansas City, 
Mo., of March 13-15, in regard to business 
conditions, he stated that the same condi- 
tions prevailed everywhere. The shops that 
were doing business were giving the public 
what they wanted, when they wanted it. 
In this age of automobiles and flying ma- 
chines, there are no “backwoods mer- 
chants”; the girl of the small town who 
reads Vogue and other fashion magazines 
knows just what she wants as well as her 
city cousin, and when she can’t purchase 
same in her own home town, she orders 
from the larger cities. 


Talk Style, Fit and Quality 


“Many merchants are under the impres- 
sion,” said Mr. Stoner, “that people want 
cheap shoes, but this is a mistaken idea. 
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Deidesheimer Changes Lines 


The Ault-Williamson Shoe Company of 
Auburn, Maine, has been fortunate in 
securing the services of Henry Deide- 
sheimer of St. Louis, who for the past 11 
years has been with the W. H. McElwain 
Company in Missouri and Illinois terri- 
tory. Previous to that time he was for 20 
years with the Geo. F. Dittmann Boot and 
Shoe Company of St. Louis, with whom he 
started as bill clerk, then traveling sales- 
man, and afterwards he was buyer for 
them, which position he held for 15 years. 
During 1908 he was president of the St. 
Louis Shoe Manufacturers’ and Jobbers’ 
Association. 


Salesman’s Luck 


“Yes, there is such a thing as 
luck,” remarked a salesman. “For 
instance, I was just finishing up a 
good trip, and was feeling contented 
with the world as I rambled along 
the street to look things over. 

“A new store, off the main street, 
caught my eye. I went in, on the 
spur of the moment, and before I 
left I had sold that store a small 
order for my low priced line of 
shoes. 

“Within three years, that store 
was one of my best customers. 

“So you see,”’ continued the sales- 
man, “‘you never can tell when the 
fish will bite.” 





People do want good shoes cheap. Don’t 
talk price, but Style, Fit and Quality, at 
the ‘sweetness’ of low prices never equal 
the ‘bitterness’ of poor quality and bum 
service, and the product where value is 
known and appreciated by the customer 
is the thing which brings sales today and 
which will bring larger sales tomorrow. A 
price enjoyed today may be wiped out to- 
morrow, but a place in the good will of the 
public is the exclusive property of him 
who holds it. The merchant who gives up 
his high-grade business to the selling of 
cheaper shoes will soon be in the rut of the 
shoe merchant of years gone by, and will 
soon have the old idea of buying them at 
$1.60 and selling them for $2.00.” 


Leading Street Styles 


In regard to the leading street styles, he 
stated that he found a large run on low 
heels, which will possibly continue for 60 
to 90 days, but looks for high heels a little 
later in Summer and Fall. Patent leather 
still has the lead, with satins making a close 
second. Sport and fancy dress and sandal 
effects continue good for early Spring. Very 
little hope for boots, with the exception 
of a few Cuban heels and possibly quite a 
few Russian boots in the fancy effect. 
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Craddock-Terry Sales Con- 
ference 

The shoe travelers of Craddock-Terry 
Company and George D. Witt Shoe Com- 
pany met for their semi-annual conference 
at the Virginian, Hotel, March 29, when 
past records and future possibilities were 
gone over by company officers of the two 
firms, which are allied with the McElroy- 
Sloan Shoe Company of St. Louis and the 
Harsh-Chapline Shoe Company of Mil- 


waukee. 


President John W. Craddock told of the 
company’s gain of over 300 per cent in 
sales for six years, from a business of $5,- 
000,000 in 1915 to over $15,000,000 in 
1921. During that time the capital stock 
in the company has increased from $2,400,- 
000 to about $7,200,000. The company 
now employs 3755 people actually mak- 
ing shoes and 426 in selling, shipping, and 
other departments, making a total of 4181 
with a payroll of over $4,000,000 a year. 

After pointing out that the company has 
not been able to ship all shoes that have 
been ordered, Mr. Craddock said that the 
allied companies will now make it possible 
to fill all orders. Better business was an- 
ticipated. 

Charles G. Craddock, general manager 
of Lynchburg factories, outlined develop- 
ments of the two buildings leased from the 
creditors of the Jobbers, Overall Company. 
A. P. Craddock, vice-president, and T. M. 
Terry, vice-president and treasurer, spoke 
briefly. 

New Honor Salesmen 

Gold watch fobs were presented by the 
president to four new salesmen who have 
attained distinction during the year by 
joining the ranks of those whose orders 
have reached the hundred-thousand mark. 
These were Bland Terry and W. T. Cullen 
of Craddock-Terry and J. I. Gilliam and 
Box Carr of the Witt forces. 


A. C. Golden with Zeigler 
Brothers 

A. C. Golden has recently made ar- 
rangements to represent Zeigler Brothers 
in New England and part of New York 
State. It will be remembered that 
“Goldie’s” home town is Peekskill, N. Y., 
where the merchants all call him by his 
first name and where he started in the shoe 
business as a retail salesman in the old 
store of J. R. Decatur & Sons, now De- 
catur, Posey & Yellott. “A. C.” is a hust- 
ler from A to Z, and his enthusiasm over 
the new Zeigler line is most marked. “Oh 
boys,” said he to a group of shoe salesmen 
who were comparing notes at the office of 
the national secretary, “they are babies.” 
It is related that “Goldie” is such an ad- 
mirer of his new line that he is constantly 
unpacking his grips while en route to take 
“just another glimpse”’ at his samples, and 
when he arrives at a hotel, be the time ever 
so short, he always takes out a few shoes 
for further admiration. 
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No. 730—Ladies’ White 
Canvas Flapper One Strap 
with Buckle. Flexible}Mc- 
Kay. Sizes 3-7, 3-8,34-7, 
4-8. 

Frice 21.60 

; Sold 36 Pr. Case lots 





No. 115—Ladies'@Canvas 
One 2 Military 
Leather Heel. Sizes 3-7, 
4-7, 3-8, 4-8, 5-8. 

Price” $1.151 
Sold 36 Pr. Case Lots 


No. 120 
- No. 120—Ladies’ Canvas 
Two Strap, Military Lea- 
ther Heel. Sizes 3-7, 4-7, 
3-8, 4-8, 5-8. 
Price $1.15 


No. 10 — Misses’ Canvas 
Two Strap. Sizes 12-2. 
Price $0.95 
No. 15—Child’s Canvas 
Two Strap. Sizes 8'4-11. 
Price $0.90 
Sold 36 Pr. Case lots 


All these shoes are 
freshly made and 
wonderful values 
at the prices quoted 


—_——— 
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“King of Jobs— 


WHITE CANVAS SHOES 


For At Once Shipment 


No. 739 ORDER BY NUMBER No. 55 











No. 55—Misses’ Canvas 
Oxfords. Leather Heel. 
Sizes 12-2. 
Price $0.95 
No. 60—Same as above 
in child's. Sizes 8'4-11. 
Price $0.90 
No. 50—Same as above 
in Misses’ English toe. 
Sizes 12-2. 
Price $0.95 
Sold 36 Pr. Case Lots 



















No. 85—Ladies’ Canvas 
Oxfords, Military Leather 
Heel. Sizes 3-7, 3-8, 4-8, 
5-8. 

Price $1.15 


No. 90—Same as above 
with Rubber Heel. 


Price $1.20 
Sold 36 Pr. Case Lots 


No. 145—Growing Girls’ 


Canvas One Strap. Rub- No. 145 
ber Heel. Sizes 244-6, 3-7, 
4-7, 4-8. 


Price $1.20 
No. 150—Same as above, 
with wide toe. Sizes 2'4- 
6, 3-7, 4-7. , 

Price $1.20 
No. 20—Same as above 
in Misses’. Leather Heel. 
English. 

Price $0.95 

Sold 36 Pr. Case Lots 













Speci 
pecial— 

No. 6150—Men’s Tan Elk Out- 
ang Sate, Grain Leather Inner 
Soles. Solid Leather Outer 


Soles. Made to fit and wear. 
Sizes 6-9, 6-10, 6-11, 7-10. 


Price $1-5° 
Sold 24 pr. case lots only 








S. Rosenberg & Son 





144 Essex St, Boston, Mass. 
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F. J. Brown a Philosopher 


F. J. Brown, one of the active workers 
for the Detroit branch of the N.S. T. A., 
and who represents Hamilton-Brown Shoe 
Company, with sales office at 208 Bowles 
Building, Detroit, is somewhat of a philos- 
opher and has recently penned the follow- 
ing thoughts: “Mind is the all-creative 
power. Therefore, build progressively and 
persistently, feeling assured that your will 
to achieve success will accomplish success. 
Although business has been hard hit dur- 
ing the recent business depression, I find 
that the wave of doubt and lack of confi- 
dence is fast receding, and that improved 
business and prosperity are coming up in 
the horizon, like the morning sun. 

“If we will all put forth our best efforts, 
using common sense in both buying and 
selling, we shall soon reap the harvest of 
old-time success. Mother Earth and hu- 
man ingenuity will continue to produce, 
and our products will continue in demand, 
as sure as children come into the world 
without shoes or clothing. 

“My trade is surely improving. Mer- 
chants are buying many Spring novelties 
in shoes, as well as in other commodities. 
There is increased employment, and the 
wheels of industry are turning more stead- 
ily. There is business for all, according to 
the faith, energy and determination which 
we, as a united people, put into our busi- 
ness lives. Prosperity is largely a state of 
mind and the determination to accom- 
plish.”” 


Davis and Kalisky at 703 
Security Building, Chicago 


Dave Davis and Joe Kalisky, repre- 
senting Thompson Brothers Shoe Com- 
pany in the Middle West, will on May 1 
move their offices from 35 South Dear- 
born Street to Room 703 Security Build- 
ing, 189 West Madison Street, Chicago. 

Both Mr. Davis and Mr. Kalisky are 
popular and well-known shoe travelers. 
Mr. Davis is treasurer of the National 
Shoe Travelers’ Association and Mr. Kal- 
isky is a former president of the Shoe 
Travelers’ Association of Chicago. 

Dow at 408 Security Building 

Charles G. Dow, representing Stone- 
field-Evans Shoe Company, and E. J. Mc- 
Laughlin, representing Marston, Tapley 
Shoe Company, who formerly occupied 
Room No. 703, will move to Room No. 
408. 


Pulker in Security Building 


Bert Pulker, another prominent mem- 
ber of the Shoe Travelers’ Association of 
Chicago, is opening a Chicago office, rep- 
resenting Howard & Foster. He will oc- 
cupy Room No. 1106 Security Building. 

C. F. Heer, with the Shelby Shoe Com- 
pany, will on May 1 move to Heyworth 
Building at Madison and Wabash Streets. 
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“Get a Good Start” 


The theme of the March 30 letter of the 
McElroy-Sloan Enthusiast is—“Get a 
good start.’’ This message is a stimulating 
one. Excerpts from same are as follows: 
“There was never a better theme in the 
world. To get a good start means to know 
your line, as Mr. Sloan has said, and if you 
know your line, you know that we have 
the greatest line of combined specialties 
that was ever sold out of a set of trunks. 
All through our line it is just sticking out 
with values, and such men as ‘Dig Dili- 
gently’ Lynch, who know the shoe busi- 
ness and who have been trained by the 
hard knocks of experience, are quick to 
take advantage of this. 

“Usually, Arch Jennings sends in the 
first large orders. He came pretty near 
doing it this time, but if the writer is cor- 
rect, David D. Lynch did it this time, and 
he is out hustling more than ever this week 
with the biggest trade in America. Arch 
Jennings is somewhat of a Spartan. Out in 
breezy Oklahoma there is something that 
develops the stolid character, something 
like the character of the red man, and Arch 
Jennings says little and does much. P. M. 
Harris is three. Pratt has some wonderful 
trade in the country that is under the spot- 
light of American shoedom, and you will 
find our shoes in the best stores in that 
territory. C. L. McCain is four. At the 
banquet Mr. McCain spoke on ‘Normalcy.’ 
Normalcy means getting back to the usu- 
al state of affairs. We do not know of any- 
body who is more normal than Mr. Mc- 
Cain, and his usual state of affairs is a good 
bunch of orders every week. We know why 
Mr. McCain does business, because he is 
thinking about business all of the time. 
He likes to have a little recreation, but has 
sense enough not to jump the track. It is 
only the weakling that jumps the track. 

“A. O. Bryant is five. Have you noticed 
the last six months how Bryant has perked 
up? He is doing business every week. H. G. 
Giberson is six. We are glad to see Giber- 
son up in the ‘Big Bugs.’ Hehas the ability. 
F. L. Craddock is seven. Frank is always 
working and scheming to get orders. Next 
week we expect to see him in with a great 
bunch of orders, likewise J. W. Rutland. 
Tom Crowder is nine and J. P. McElrath 
is ten. 

“We have six ‘Scotchers.’ They proba- 
bly are just winding up, getting ready to 
put it over the plate. We have 39 ‘Also 
Rans.’ They also are no doubt warming up. 
We hope that they are at the post just 
waiting for the signal for the race. We hope 
none will be left behind. With our wonder- 
ful values we shouldn’t have an Also Ran 
for a long time.” 


Card with P. B. Keith 


Joseph Card of Brockton, Mass., who 
for the past year has conducted a retail 
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shoe business in Brockton, has joined the 
sales staff of the Preston B. Keith Shoe 
Company. He will cover New York State 
and New Jersey, and has recently taken a 
preliminary trip to Connecticut and New 
Hampshire. 


Roberts, Johnson & Rand 
Sales Conference 


The entire sales force of the Roberts, 
Johnson & Rand Shoe Co. were in the 
house recently for a week’s conference. The 
200 travelers have returned to their terri- 
tories with their Fall 1922 line. The meet- 
ing was divided into various subjects on 
each day. There was a style meeting, an 
advertising meeting and a sales meeting. 
Rubber footwear and findings also came 
in for their share of the discussion. 


W. A. Kirkpatrick Dead 


W. A. Kirkpatrick, for many years an 
active member of the Ohio Association, 
died Friday April 7. His death was caused 
by heart affection. He is survived by his 
widow, Mrs. Harriet Kirkpatrick, and a 
daughter, Miss Jean Kirkpatrick. Mr. 
Kirkpatrick was 45 years of age and had 
resided in Columbus for many years. At 
the time of his death the family home was 
located at 1111 Westwood Avenue. 


Mr. Kirkpatrick represented J. P. Smith 
Shoe Company of Chicago, IIl., in this 
territory, and his friends will be sad to 
learn of his death. 

Besides the Shoe Travelers’ Association, 
he was a member of Goodale Lodge of 
Masons and the Community Church in 
Granview. 


Jackson with Brockton Line 


John A. Jackson has taken the Brockton 
Shoe Mfg. Company’s line of men’s, 
women’s and boys’ welts for Chicago and 
vicinity, and has opened a new Chicago 
office at 305 Lees Building. Mr. Jackson 
has for 25 years covered that city and 
vicinity, and is thoroughly familiar with 
the needs of the trade. He has received his 
new samples and is already calling on the 
merchants. 


Rushing on Sport Shoes 


Traveling shoe salesmen who are out 
with new samples from Brockton for shoe 
manufacturing concerns report that mer- 
chants are buying carefully. Orders are 
mostly for seasonable styles for deliveries 
during the next few weeks. Sport shoes 
figure largely in these orders. “‘Rush’”’ is the 
word. There is a tendency toward stand- 
ardization in sport footwear, both in men’s 
and women’s styles. 
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SSS SSL 


Send your order and ask for catalogue of 
our complete in stock line of popular 
numbers. 


No. 800 S—Patent Colt, Two Strap Buckle No. 800—Patent Colt, Two Strap Buckle 
Center Strap, Grecian Sandal, 3 cut outs on saneer Strap, Grecian Sandal, Imitation Turn 
Vamp, 30 Last, Imitation Turn Sole, 9/8 Edge, 30 Last. Width D. 9/8 Rubber Heel. 
Rubber Heel. Width D. Sizes 3 to 7. Price Price $2.50. Sizes3to7. Can also be had 
$2.75. Can also be had with Button. with Button. 


No. 655 S—Patent Colt, One Strap Button, No. 651 B—Smoke Elk, Blucher Sport Oxford, 
3 cut outs, Sally Sandal, 30 Last, Imitation Mahogany Tip, Apron and Back Stay. McKay 
Turn Sole, 9/8 Rubber Heel. Width D. Welt, Leather Sole, 10/8 Rubber Heel, 3 Last. 
Sizes 3 to 7. Price $2.75. Can also be had Width D. Sizes 3 to 7. Price $2.75. Can 
with Buckle. also be had in Rubber Soles. 

Terms, 7%, 10 Days 

F. O. B. Everett or Boston 
Sold in 36 Pair Cases 


Bunker Hill Shoe Company 


Everett Manufacturers Mass. 





The Right Fixtures pe 


to give r Bese Footwear 
your | |\"raimil Dressings 
windows toni that 
tui Sell 


There is a marked difference in shoe dis~ 
play oy If yours are “‘Decorators 


a a, Oe ee Ss The use of our complete line 


right materials, rightly 
made and finished. 
They are architecturally 
correct. 


Catalog T shows them 
in ae | handsome de- 
signs. In this book you 
will find plenty at 
harmonize with your 
permanent window fit- 
tings. 


Write for 


Catalog T 


DECORATORS SUPPLY(CO. 


2553 Archer Ave. 


CHICAGO 





your favor. 
They are of the : Lb by America’s largest manu- 


facturers have made us the 
largest manufacturer of Shoe Finishes in the 
world. This is why the Boston Blacking 
Company’s line will sell in your store. 
BOSTON White Heel and BOSTON White Canvas 
Edge Stain. Dressing. 
BOSTON White Canvas BOSTON Nubuck Powder. 


Cream. BOSTON Imperial Cream 
Friction Polish. 


And our complete line of shoe dressings 
If your jobber cannot supply you—write to us 


Boston Blacking Company 
Specialty Department 
East Cambridge Mass. U. S. A. 
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NOVELTY WHITE TURN SLIPPERS 


IN STOCK 


(IMMEDIATE SHIPMENTS) 


SELLERS and PROFIT MAKERS. ORDER YOURS TODAY 
WE OFFER YOU VALUES THAT CANNOT BE BETTERED 





Terms, 2 per cent off ten 
days. Sold only in 36-pair 
_case lots, of one width, in 
sizes as specified. We are 
able to reduce prices by 
this method of selling. 
















Style 204 Style 201 


$2.10 $2.20 
Style Hp. 0s .~ aa one Style No. 201—Same as 204 with 
strap. ther quarter linings yuaranteed . - . 

counters. Imitation French cord bindi Junior Fall Louis covered heel. 
Good soles. Natural bottom finish. 12 8 B, 3-8, 3%-7, 4-8; C, 3-7, 24%-7, 


Military covered heel. Fresh water pearl but- 3-8; D, 244-7, 3-7. Price $2.20. 
ton. rik eh gg Say edie 214-7, 3-8; 
D, 244-7, 3-8. Price $2.1 





Style 206 Style 205 Style 200 
$2.10 $2.10 $2.20 
Style No. 206—Same as 204, carry- Style No. 200—Sa 204, 
ing 8/8 Military covered heel. Style No. 205—Same as 204, also ing. 15/8. Full Louis covered heel. 
B, 344-7, 3-8; C, fall -8, 3-8, 3-7, same sizes and widths. Price $2.10. B, 3-8, 34%-7; C, 3-7, 3-8, 244-7 
2%-7; D, 24-6, 3-7. Price $2.10. Price @ $2.20. 


KARELIS SHOE COMPANY 


HAVERHILL, MASS. 
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For Forty and Six Years 


ESTABLISHED 1876 


No. 461 





Tan Waterproof Veal Blucher tip, cloth lining, 
half bellows tongue, three soles, fair stitched 
standard screw, Munson last. 


To order—5 to 12 D, E and EE. 


In stock—6 to 12E. 





Stock No 192 


Tan Waterproof Veal Balmoral, cloth lining, half 
bellows tongue, three soles, fair-stitched, standard 
screw, Granger last. Stock, 6 to 12, EE, FF. 

















From the first—Bass shoes were 
made for Hard Service. Good 
leather and thorough, substan- 
tial workmanship at once se- 
cured a reputation for strength 
and durability. To maintain 
these qualities and extend this 
reputation has been the con- 
sistent aim of the G. H. Bass Co. 
these many years. 


For farming and all outdoor and 
indoor work in wet places these 
shoes are unexcelled. Their 
quality is evidenced by the 
number, of imitations on the 
market. Wearers who want the 
best will seek the original. 


Makers of Rangeley and Woc- 
O-Moc moccasins. 


G. H. Bass & Co. 


SHOEMAKERS 


Wilton - Maine 
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No. 254 
Tweed Last 
Smoked Elk Sport Oxford. . .$5.10 
Leather Sole and Heel 
A to D wide. 





No. 250 
Tweed Last See other issues for Men's 


Pearl a Oxford : 
mek Dede Ried Soh and Women’s Sport Shoes. 
and Heel A to D wide. 


THE DALTON COMPANY, Inc. 


MAKERS OF MEN'S FINE SHOES 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 





183 Essex Street 651 Marbridge Bldg. 706 Security Bidg. 
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THIS COMPANY WAS ESTABLISHED IN 1868 


Their product is the result of long experience and intimate knowledge of making the kind of 
white shoes that meet and satisfy the popular demand. 


Manning “Meadow Brook” White Shoes are Nationally Advertised 


A long step is taken in helping you to move the shoes you buy from us. Our stock service 
helps you to keep your sizes in proper shape to hold your trade, 


No. B2395—A to D $4.00 No. B2034—A to E $2.40 No. B2014—AtoD................ $2.40 
Sport Oxford. White Polar Kloth, Turned, White Imperial Ck oth, Turned, Half Louis “Flapper” Last. One Strap Pump. White 
Black Trimmings, Military Heel $4. 00 Heel $2.40 Imperial Cloth. Turned Sole. Low 
No. B2394—Same, except Tan Trim- No. B2323—Same style, other grade. $3.50 aa ee $2.40 
mings $4.00 No. B2205—Same style, other grade. $3.35 


MADE IN OUR HAVERHILL FACTORIES 


OUTING SHOE COMPANY, 530 Atlantic Ave., Boston 9, Mass. 
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CLEAN, POLISH AND PRESERVE 
SMOKED ELK SPORT SHOES 


WITH 


pt 


vn # Griffin Neutral Lotion Cream 


BOOTS “SHOES 
me viens (For All Shades) 
ESuaie Oo 
USED BY GOLFERS FOR YEARS 
If shoes are very dirty, we recommend using Griffin Quick Cleaning 
Price Fluid before applying Lotion Cream. 
$21.60 per gross 


1.90 per dozen If your jobber cannot supply you 


WRITE 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET NEW YORK, U.S. A. 


SHUUUCSUNUUUNNANLLUCAUUUANNAAROEALNAEOOCSICROOLOOUNACSUNAISOOOUEIDUTEREOOOOLOOCUDUUINENNEDOE0U108ERIOCDERIAEDIOUEOCUIEEIOSDIOUICUUUIISENOBUUCE0OUISERISOCSENEBIOONIOIC2I1 
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JOHN SULLIVAN, eres W.T. DICKERSON, vice prec WM. J. SULLIVAN, SEcY. & TREAS. 
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ESTABLISHED +8672 


PRETTY SHOES, = 


WOMEN - 


Cincinnati, © USA. 
April 1, 1922.. 


SOUNDER BUSINESS and not SILK-SHIRTED SPECULATION. 








We shall not send our salesmen on their fall selling trip 
until May first because of the following reasons: 


lst. Production costs will be reduced downward and estab- 
lished definitely for the ensuing year beginning May lst, 1922. 


2nd. We shall possess definite knowledge of the season- 
able styles and materials that will be in demand for the retail: 
selling period, July 15th to December lst. 


3rd. Authentic styling and thorough cost adjustment will 
necessitate but one trip for our salesmen, thereby materially 
reducing the selling expense, 








4th. Loose "hit-and-miss" methods in styling and buying 
are writing "bankruptcy" across the books of concerns that 
should otherwise succeed. 


Sth. We believe it is time to stop "guessing" and adopt 
the simple plan of gathering, step by step, all the facts, and 


then proceed safely and sanely, enjoying the benefits of "sen- 
sible security”. 


6th. We are looking forward and not backward, preparing 
for. the prosperous period ahead, realizing that if we build on 
a foundation of facts it will mean a larger and surer profit 
for you and the avoidance of over stock and loss from malad- 
justment resulting from promiscuous and injudicious styling. 


Very respectfully, 
THE P. SULLIVAN. COMPANY 
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White Linen Pumps and Oxfords 
IN STOCK 





SIZES AND WIDTHS 


No. B-491—White Linen 3s No. B-438—White Linen 
Strap Pump, 222 Last, ag Te aC: Oxford, 223 Last, Ivor 
14/8 Covered Wood Cu- Ch emanate ice: Sole 12/8 White Heel, 
ban Heel, Welt. ; ‘ Welt. 


$4.50 $4.15 


Terms: Net 30 Days 











Write for Stock Catalog 


C. P. FORD & CO., Rochester, N. Y. 


New York Office, 127 Duane St., E. H. Talbot, Jack Galway 
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nan Price? 


Grede Shoe 








In Stock No. 410 If we were to quote prices those 

= who know us would think this 
shoe could not be our regular 
quality. In omitting price we 
have created a little surprise for 
all, sending in orders now. This 
Shoe (and others in our stock 
line) represents equal value to 
Barnet’s No. 18 Russia Calf Oxford: any we ever produced. 


“Vassar” Last; Perforated Cap, Vamp, 
Lace and Top; Tan Kid Lining; Invisible 


Eyelets; 10-8 inch Heel. Whitman & Keith Co. 
Sizes AA 414-8; A 4-8; B, C and D 3-8. Brockton (Campello) Mass. 
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Here's News! 





Patent Applied For 


A Welt-Sewed Felt Slipper Which 
Will Out-Wear Them All! 


The new, improved comfort slipper you’ve been 
waiting for! Made by the Felt-Welt Tracy Process. 
THE SOLE: Of Welt-sewed chrome leather, with 
a 2/8 inch inner cushion sole of hair, to which is 
sewed a felt lining cover. Spring heels 
on inside of shoe. 
THE TOE: Is reinforced and held in 
lasting shape by felt straps with tape- 
bound edges. Straps are in contrast- 
ing colors, also plain colors. 


Worn—7 Months! The Tracy Process Slipper 
rn— ; 


is handsome, made of the finest felt money can buy 
A photograph of a Tracy Process : ? 


slipper which has been, worn and of other materials which are strictly first grade. 
every day for seven months as a . . ae 

hous diaper, Mun alanine It is so strong, light, supple and shape-retaining that 
supporting felt straps on the it will outwear any ordinary soft sole felt slipper 
toe, notice how the welt construc- three to one 

tion has held the shape and good . 


looks of this slipper. Because the flexible leather sole, which gives abso- 
lute solidity and foot-protection, Tracy Process 
are used for house slippers as well as in the bedroom. 
Hence—they are year ’round sellers. 
Can be ordered in any color combination. 
Every one guaranteed by us—imperfect goods re- 
placed free of charge. 


They are already so popular we advise an IMME- 
DIATE order NOW—when we can ship promptly. 





The Boston Felt Slipper Company, Inc. 
289 Congress Street, Boston, Mass. 
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OUR NEW NUMBER 


Oo-La-La! 
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j= $4.50 


A style that fits in as a High Novelty 
Sport at a Wonderfully Low Price. 


Wire your Orders 


Established 1880 


B. FRIEDMAN, 145 Duane St., New York City 
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Oo-La-La 

Novelty One Strap 
Levor’s White Grain 
Kid, Patent Trimmed, 
and Underlaid Wood 


——— 
ee eee ae ae ee ee ee a 


Celluloid Heels. 
Sizes and Widths: 
A 4 to8 
B 3 1-2to8 
€ 2 1-2 to 8 
D 3 to 8 





a a a a a: 
SOC ee a I ee 

















——————-———8<—-— =e eee ee ee Oe Oe ee ee 











———— ee a a a a a a a a a a a a ae a 





































































OUR RECORDER AD 
OF FORTY YEARS AGO 
IS A REMINDER OF 
WHAT WE CAN DO FOR YOU 
TODAY 


Many are the shoe 
manufacturers we 
have had the pleas- 
ure to serve. We 
feel it reflects cred- 
itably on the char- 
acter of our service, 
to still enjoy the 
business of those 
who have prog- 
ressed with us 
through forty and 
more years. 


We mourn the re- 
cent passing of 
Mr.E. W.Walk- 
er who for more 

























“Before” 


“After” 





than forty years 


Have you any boots or low shoes that you would like to dispose of? 
The Brooklyn Shoe Remodeling Co. will help you. We are most 
experienced in this particular line. Our prices are the lowest and 
our workmanship cannot be equaled. 

Send a a few samples at once, and we will convince you what we 
can do. 


BROOKLYN SHOE REMODELING CO. 
205 ROCHESTER AVE., BROOKLYN, N.Y. 











was the guiding 
spirit of this 
business. 







——_= 







BROCKTON STAY CO. 
BROCKTON, MASS. 
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WHITE SHOES 


for this season 





A tremendous season for White Fabric Shoes is in 


progress. 


Have you ordered as many pairs as your demand will 
require? Have you allowed sufficient time for their 


manufacturer to have them ready for this demand? 


If not, Order Now and Specify 


OLAR-KLOTH 


the White Shoe Cloth Par Excellence 


Quality only has always been the policy governing the production of 
Polar-Kloth. Long staple cotton, 3-ply fine count yarns, manufactured 
carefully into a heavy weight fine-faced fabric, mercerized and finished 
in a lustrous mellow white, Polar-Kloth for five years has been the basis 
for high grade shoes of beauty and wearing qualities combined. 


The price is not excessive. You can safely specify it with the 
assurance that your manufacturer will deliver shoes of real value. 


Thomas Lake & Whiton, Inc. 


179 South Street Boston, Mass. 
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Newest Type Women’s Sport Shoe 
IN STOCK 


Ready To Ship May Ist 


On Our 467 Last 


Women’s Red Boarded Calf, 
Goodyear Welt Sport Oxford. 
Smoked apron and back stay. 
Imitation shield tip. Leather sole. 
7/8 Rubber heel. 
B:2-1/2 to7. C3 to7. 


Price $4.50 





Federation Shoe Company 
Haverhill, Mass. 
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The Jordan Marsh Company’s shoe department round table of the Retail Shoemen’s Institute, which met on April 4th at the Boston Shoe 


Trades’ Club. In this group are seen the instructor of the class, Arthur L. Evans. On Mr. Evans’ lefi are, William A. Brown of James A. 
Banister Company; also B. W. Woodbury salesman of the Elkin Turn Shoe Company; also just back of Mr. Evans is H.G. Lewis, for Zewler 
Bros. Company ;Manager of the shoe departments of Jordan Marsh Company. On Mr. Evans’ right in the front row are: E. J. Andrews of 
Zewler Bros.; Frank Guinivan, President of Zeigler Bros.; Major Cahill of the United Shoe Machinery Company; T. A. Delany, Secretary of 
the N.S.T.A.; Rollins Mazwell of the Thomas G. Plant Company, Harry Le Favor of Zeigler Bros, Walter G. Dennison, Chairman House 
Committee of the Boston Shoe Trades Club; also in front row is S. S. Laird, Jr., of Laird, Schober ¢ Company 





Tremont Street. We remained at 145 for 
10 years, and from thence moved to 160 


Boston 


Boston’s Growth—1882-1922 


Biggest Shoe and Leather Center in World Shows Record 


of Progress. 


ty Church Green, at the corner of 
Summer and Bedford Streets, in the 
heart of the snoe and leather district of 
Boston, was the birthplace of the 
“Recorder” 40 years ago. Around this 
section was clustered the New England 
offices of shoe and leather manufacturers, 
and just a little way around the corner on 
Summer Street, at 469 Washington Street, 
located Boston’s oldest 
shoe store—T. E. Moseley Company, 
which is still in existence at 160 Tremont 
Street with a 76-year record of achieve- 
ment behind it. 


was exclusive 


Many Custom Shoemakers 


The well-known and modern shoe 
stores of 1882 could be counted on a per- 
son’s two hands, and a stretch of the 
imagination might bring the 
number up to 15. In the little company 
were: T. E. Moseley Company, H. H. 
Tuttle Company; Thomas H. Bell, Hobbs, 
W. H. Pearson, Josiah Hobart, (later 
also Hobart & Smith); the Graham Shoe 
Company, and W. T. Faunce & Son. There 
were also a few small stores on Court 
Street. Of custom shoemakers, there were 


possibly 


During Last Forty Years 





Current Events 


many. These supplied the trade of Bos- 
ton proper. The folks in the metropolitan 
district and near-by suburban towns had 
their footwear made for the most part by 
their home town custom shoemakers. 
Many of the shoes sold in the high-grade 
exclusive shoe stores were imported from 
France and England. No department 
stores or general stores carried shoes 40 
years ago. 

A review of Boston’s early shoe men and 
merchandising by J. H. Woodbury, 
manager of the men’s department of T. 
E. Moseley Company, may be of interest. 


Some Early History 


**T. E. Moseley, who founded the house 
of Moseley, started in business on Wash- 
ington Street, under the old Marlboro 
Hotel, 76 ago; the store then 
moved to the other side of Washington 
Street, then 204—now 406; thence to the 
corner of Summer and Hawley Street, 
where we were located from 1856 to 1869; 
from there to 469 Washington Street, 
where we remained for 30 years. We then 
moved to 145 Tremont Street, and we 
were the second shoe store to locate on 


years 


Tremond Street, our present location. We 
have been here not quite 14 years. 

“T. E. Moseley was a very high-grade 
man. He had two boys, Frank and ‘Ed,’ 
but neither of them went into the shoe 
business. A little later on, George S. Mer- 
rill and C. H. Spencer were associated 
with Mr. Moseley. Mr. Merrill died whea 
the store was at 145 Tremont Street. 
C. H. Spencer has been dead for seven or 
eight years, and C. W. Spencer, the son 
of C. H. Spencer, is now the head of this 
house. 


When Shoes Sold at $4 


“Forty years ago, low shoes were con- 
fined almost entirely to Summer wear— 
in those days we had real Winters. Leg 
boots were sold to men—some were mostly 
imported—and we also imported a large 
number of French boots and slippers for 
women. There was a manufacturer in 
Woburn by the name of Kidd, who manu- 
factured a very fine quality of slippers 
and his product was sold almost entirely 
in Boston: Another manufacturer named 
Bancroft made men’s hand-turned shoes. 
These were bought by us at $2.50 and $3 
and in those days we sold as good a shoe 
for $4 as you would have to pay $14 for 
now, and during war days they would 
have run up to $18 and $19. In the old 
days, we sold Johnston & Murphy men’s 
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Where to Buy 


Women’s Shoes 











The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 

In Stock Specialists of 

Women’s Shoes, Party 

Slippers and Novelties. 





Write for Catalogue 











COLLINS 


STAPLES 

akers of 

Hand Turned Low Cuts 

Patent leather, % inch one 

strap with slide buckle on 

our a Growing Girl's 
it. 









118 Phoenix Row 
Haverhill, Mass. 
183 Essex St. 
Boston Room 306 


COOUEEEGUOUOORERDOOOORROROOOOREE 





BLEECKER STYLES 


Are the last word in footwear 
for stylish women 





























Specializing in Medium and+ 
> APUIGH GRADE ; 


84, Botorr Suppers 


a ; 
dll styles made of Dometic and 


Imported Satin Brocadesand Metal Cloth. 
$2.25 per pair and ap 


west MGUSTIN © 





NEW YORK 











FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 
PRICE $1.35 
Women's Quality 

Satin Boudoir 


Colors—Black, Old Rose,” Copen, Orchid, 
Lavender, Alice Blae 


FREEMAN & THOMPSON SHOE CO. 
Manufacturers “Comforts” St. Paul, Minn. 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
76 RiverSt., Haverhill, Mass. 
Boston Office 
207 Essex Street 
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fine siippers for $3, and we sold French 
low shoes imported from France for $6.50 
to $8, and English low shoes at from $8.50 
to $9; the old English shoe was a very 
fine product. 


First lo Import ‘‘Waukenphast Shoe” 


“We were the first ones to import the 
*‘Waukenphast’ shoe. T. E. Moseley and 
H. H. Tuttle were very good friends. (By 
the way, the firm of H. H. Tuttle Com- 
pany started just alittle after we did on 
Washington Street, three or four doors 
below Winter Street. They then moved to 
the corner of Winter and Washington 
Streets. At first they had their men’s shoe 
department upstairs and their women’s 
department downstairs, and the men did 
not mind the climb one bit. Tuttle came up 
to Tremont Street just a little while after 
we moved up there. We had the agency 
for the English shoe. Mr. Tuttle had 
made up his mind that he wanted these 
shoes. He met Mr. Moseley and said: 
‘Tom, I will get the ““Waukenphast”’ shoes 
direct if I cannot get the agency.’ Mr. 
Moseley told him that he was perfectly 
willing that he also should carry the 
“‘Waukenphast’ and that the fact that 
Moseley had the prior right would make 
no difference. 


Vien Were Particular in '82 


““Men were very particular as to their 
footwear 40 years ago. They liked the 
plain toed Congress boot and were par- 
ticular as to its fit. Much fitting was 
necessary. I have seen a man stand up 
and take hold of the boot’s straps and 
jump and jump to get his foot down into 
the boots. We had one customer in Fall 
River with whom we had the hardest 
time. The great trouble was that the 
shoes were obliged to shape themselves 
to the foot. There was never a time when 
the high-grade shoe business has been 
any too easy. Women wore more sensible 
shoes in those days—there were fancy 
slippers, of course, for party wear, but 
these were made to order more frequently 
than now. 

“We could get along 40 years ago with 
less than half of the stock we are obliged 
to carry now. One shoe last for men we 
have had all these years, and itis as much 
in demand now as 40 years ago. This is the 
Tremont Last with a broad toe; the shoe 
is made by Johnston & Murphy. 

“A man with a shop under the old Globe 
Theatre made all of the actresses’ shoes 
and fancy shoes for women of 40 years 
ago. 


When New York Buying Commenced 


“John Kimball of 62 Sudbury Street 
manufactured nearly all of the women’s 
shoes of the conservative kind sold in 
Boston. After a while he made up his mind 
that he wanted his name stamped on all 
of his shoes, but the merchants ‘would 
not stand for it,’ and told him if he in- 
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sisted that they would not buy his shoes 
Mr. Kimball persisted in urging his re 
quest and the retail shoe merchants per 
sisted in refusing to accede to Mr. Kim- 
ball’s wishes. Mr. Kimball’s business 
accordingly dwindled away. This was full, 
40 years ago, and this marked the com- 
mencement of buying shoes in New York 
and outside markets.” 


Net Results in 1922 


From a little over a dozen shoe stores in 
1882, Boston proper can now proudly 
boast of 620 exclusive shoe stores and 

(Continued on next page) 
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One of Boston’s oldest shoe stores al 204 
Washington Street now located at 160 Tre- 
mont Street and which on April 1, 1882. 
when the “Recorder” was born, was located 
al 469 Washington Street. By its doors 
ofien walked the famous shoe cobbler, Hiram 
Sawtelle, or “Yankee Doodle,” who flour- 
ished in the 80's. He was wont to trudge 
the business streets of Boston, with a big slick 
over one shoulder, from which were suspend- 
ed boots which he had solicited for mending. 
While he walked along, he whistled “* Yankee 
Doodle,” thus heralding his approach. 
Often to save time, folks would rush oul with 
the boots and hang them on his long stick. 
When he had his stick full, he would walk 
down Washington Street to his little shop in 
the South End. Sawtelle amassed quite a bit 
of money, but his last days were nol happy 
ones on account of the tragic death of his two 
sons. With the passing of the elder Sawtelle, 
a quaint figure and a quaint custom passed 
oul forever from Boston's thoroughfares. 


April 15, 19.2? 

















hig 
alse 
mos 
ind 
sho’ 
try 
fact 
R 
show 
whe 
the 
repr 
oltic 
brat 
loca 
T 
is a 
cen! 
\ si 
tine 
of tl 
leat 


Re 
Si 
shoe 
tion 
seen 
deci 
new 
calle 
day 
for 
shoe 
a tr 
tom 
Mor 
ing, 
jing 
rath 
weel 
Fi 
Apri 
busi 
the 
hist 
or a 
ever 
brag 
and 
hope 
in y 
be a 
grea 


“Th 


R 
R. I 
repo 
won 
does 
this. 
it § 
with 
fon 
weel 


veel 














wil 15, 1922 
high-grade shoe departments. Boston can 
‘I have the largest and 
most manufacturing 
ndustry that any part of the world can 
how, with a co-ordinated tanning indus- 
try and a great variety of kindred manu- 


ilso say with pride, * 


concentrated shoe 


factures.”” 

Right here practically all of the great 
shoe and leather 
where upward of 1000 concerns engaged in 


industry is centered, 


the allied shoe and leather industry are 
represented by factories, warehouses or 
this mumber includes agencies or 
establishments 


ollices; 
branches of shoe 
located outside of New England. 


The commercial capital of New England 


meny 


is also an important export and import 
center for the shoe and leather industries. 
\ single shipment of hides from the Argen- 
tine, unloaded in Boston the early part 
of this year, was estimated to farnish sole 
leather for 1,000,000 pairs of shoes. 


Retail Business ““Humming” 


Saturday, April 8, the shoe stores and 
shoe departments of Boston found condi- 
tions very much to their liking. It would 
seem as if everyone in the world had 
decided that she or he must buy a pair of 
new shoes or stockings. Many extras were 
called in and customers kept coming all 
day long, while retail salesmen sweltered, 
for the day was exceedingly warm and 
shoe fitting in unexpected Summer heat is 
Another 
upon 


a trying job. avalanche of cus- 


tomers descended the stores on 
Retail shoe merchants are smil- 
for the dollars 


jingling into the cash drawers after the 


Monday. 
ing, and well they may, 
rather general slow period of the past few 
weeks made indeed a merry tune. 
Filene’s took Monday, 
April 10, to advertise their big Saturday’s 
“Last Saturday 


occasion on 
business. The ad stated 
the Filene store had the biggest day in its 
history. Bigger than any Christmas Day 
or any Easter Day, or any day whatso- 
We publish this, not in a spirit of 
brag, but as an inspiration to optimists 


ever. 


and a discouragement to pessimists. We 
hope you may have the same experience 
And this ad could well 
be answered by Boston merchants in the 
the reply, 


in your business.” 


great majority ef cases by 


‘The same to you.” 


Boots Are Selling 


R. L. Upton, assistant manager of the 
R. H. White Company's shoe department, 
the week of April 3 
boots commenced to sell. He 
does not know just how to account for 
this. But last Saturday, 17 pairs of boots, 
it $9 and $10 a pair for the most part 
with walking heels and for the most part 
‘o middle-aged women, sold. This is one 

eek’s record against last February's four 

eeks’ record of only 14 pairs. 


reports that with 
women’s 
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Jordan Marsh Round Table 
Meets 


The Jordan Marsh Company's shoe 
department round table met on April 4 
at the Boston Shoe Trades’ Club, half a 
hundred strong. With them was Manager 
W. G. Lewis and Instructor Arthur L. 
Evans, for this group is taking the course 
of the Retail Shoemen’s Institute and 
had devoted the evening of April 4 to a 
“big time.’ Major Cahill, one of the good 
angels of the round tables, 
films of the United Shoe Machinery Com- 
pany on shoemaking, showing that there 
are 210 operations in the making df a 
Rollins Maxwell of 
the Thomas G. Plant Company showed 
the welt, McKay 
making, and Frank Guinivan, 
of the new firm of Zeigler Bros. Com- 
pany, gave a talk on “The Adaptation of 
the Shoe to the Foot.” Mr. 
illustrated his talk by charts showing a 
stone arch and proving that you cannot 
raise or lower the top of the arch without 
proper support. Mr. 


showed the 


woman’s fine shoe; 
and turn shoes in the 
president 


Guinivan 


giving its base the 
Guinivan made the statement that prob- 
ably 90 per cent of the public suffer from 
some form of abused feet, on account of 
poor fitting. He said that it was necessary 
for shoe salesmen to know the types of 
shoes, and which are best adapted for the 
foot. He said that the customer depends 
upon the retail shoe sales reople—that 
the salesman is the doctor and should 


know what is best for each individual 
person. 

Others present were: S. 8. Laird, Jr., of 
Laird, Schober & Co.; William A. Brown, 
of Jas. A. Banister Company; T. A. De- 
lany. secretary of the N.S.T.A.; B. W. 
Woodbury of the Elkin Turn Shoe Com- 
Harry and “Ed” 
Andrews, who have recently joined the 
sales force of Zeigler Bros., and Helen M. 


Haney of the “Boot and Shoe 


pany, and LeFavor 


Recorder.”’ 


Gun Metal Silk Hosiery 


One of the charming hosiery 
styles was recently Hanan & 
Sons Shoe Store, in a gun metal silk lace 
clocked stocking. This came in a chiffon 
weight, another in a heavier weight was 
noted. These were priced at $6. Other 
pretty lace effects were noted in beige, 
bast and Miss E. C. 
Anderson is the new woman hosiery de- 
partment buyer. It was her opinion that 
silk and lisle hosiery would be worn all 
also English stockings in all 


most 
noted at 


almond shades. 


Summer, 
lisle. 


W. H. Morgan Goes to New 
Haven 


W. H. Morgan, president of the Boston 
Retail Shoe Salesmen’s Association, and 
who until recently has been one of the 
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Priced 
the Best, 
Quality 
the Rest! 
Send for catalogue 
MAID-RITE FELT SLIPPER CO., Inc: 
35 York St., Brooklyn, N. Y. 


\EDCCEEERGGOOUEEROGEOUEERSCOGUEREODUOOREOROtONEROeoetenReeecaaegeeceenaenogenee 


Lower 
than 
Better 
than 














EA. & M.C. Witherell Co. 


Manufacturers 
Women’s Turn 
Boots and Slippers 
Factory 
Haverhill, Mass. 
Boston Office 
Rice Bidg. Room 406 





FERN & POOR CO., Inc. 


Manufacturers 


Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 














WOMEN’S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, 
and production is “hitting on high.” The 
high-quality standard will be better main- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 


VOUUEEORSEOEDEOOCEERROOUOO EEO NOOOUERECOOOUNEESEOOUEEESOOGOOGEROOOOEGRROREOOOOEERET 





Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 
Inquiries Promptly 
Answered 
Samples on Request 
Felstiner-O’Connell 
Shoe Co., Inc. 
41 Washington St. 
Haverhill, Mass. 
Boston Office, 92 Beach St. 











Harding Shoe Co., Inc.™ 


Makers of Women’s Turn_Shoes Specializing 
in High-Grade Novelties 
















BOSTON 
215 Essex St. 
Bernard L. Durgin 


NEW YORK 
D. F. Mellen 
Factory 


Haverhill, Mass. 





— 


STOCKBRIDGE SHOE COMPANY 


~~ — SS 


HAVERHILL, MASS. 
 —ZUSA 











Getting New Trade 


is mainly a matter of going after it. Write 
our Dealers’ Service Department for new 
ways of bringing customers to your store. 


BROOKS SHOE MFG. CO. 
1731-41 N. 6th St. Philadelphia 
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Men’s Shoe» 
mEnOErT © OLEASON. enorme: 0 O.cASON 
THE 
JOHN MN RPHY 
SY SHOE 
errice ano ractory wan vonn orness 
“or 22-28 Waar" aT, 














TRewson BROS .SHOE ( 
FINE SNOEMAKERS 
BROCKTON 


Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 





























“For Men Who Care 
To Dress Well” 


4 Sample Order for 
a Pair or a Dozen 
Will Start You Right 


T. D. BARRY CO. 
Brockton - - Mass. 











= Gentlemen’s | 


elton Shoes 
SHOE A.E. Nettleton Co. 


SYRACUSE, N.Y. 
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most popular salesmen at Hanan & Sons 
shoe store, left on Sunday evening, April 
9, to take charge of the new A. E. Nettle- 
ton Company’s store at New Haven, 
Conn. This is a brand new shoe store, and 
will cater especially to the college trade. 
One of the features of the store’s opening 
will be the distribution of packages of 
Egyptian cigarettes to men customers, 
which they may smoke on the premises if 
they so like. 


Retail Salesmen Meet 


The April meeting of the Boston Retail 
Shoe Salesmen’s Association was held at 
Dupont’s, 40 West Street, on Monday 
evening, April 10. This time the weather 
man seemed to vent his wrath on the 
group by making the weather so torrid 
that it prevented a quorum being present. 
Twenty is the number required to do 
business, and the absence of one person 
made only 19 or just one short of the re- 
quired number. The meeting was there- 
fore adjourned until April 24 

Although unable to act on the amend- 
ments to the Constitution and By-Laws, 
the group was entertained aad instructed, 
after a very fine dinner by Frank Cheever, 
salesman for C. E. Wilson Company, 
Lynn. Mr. Wilson gave a very able 
presentation on shoe styles and their 
development, in which he stressed the 
fact that the retail shoe salesmaa is the 
strongest force for, or against any shoe 
as he said no one has greater experience 
than he as to what is best for the public. 

An interesting discussion took place as 
to “How Styles Originate, and How I So 
Successfully Pick Styles,’’ which was led 
by Messrs. Hollis, Upton, Thayer and 
Creed. 

Mr. Cheever said in part, “A very large 
percentage of styles comes from you, 
gentlemen, you are in contact with the 
public; you get in touch with the shoe 
traveler; the traveler tells the factory; the 


Brockton 


April 15, 1922 


manufacturer takes it up with the pattern 
maker, the final question is, “Will the 
style sell?’ We are in your hands and if 
we can succeed in picking one winaer oui 
of 10 styles suggested, we have made the 
rabbit come out of the hat.” 

Mr. Thayer suggested that Messrs 
Kuhlen, Chalmers, Hollis, Currier, Man- 
ning, Girard and Glover, constitute a 
committee to arrange for the second meet- 
ing of the Round Table Alumni which get- 
together might be held in June. Mr. 
Upton and Mr. Thayer presented plans 
to secure a better attendance in the 
future. 


Increase Selling Facilities 


Julius Kallman, president and founder 
of the Julius Kallmaa Company, (receatly 
changed to the new firm name of Kallman- 
Newcomb Company) has been elected 
treasurer of H. S. & M. W. Snyder, Inc., 
tanners of glazed kid and upper leathers. 
Late last year, H. S. & M. W. Snyder, Inc., 
placed the selling end of their business in 
the hands of the then Julius Kallman 
Company, devoting their exclusive atten- 
tion to the tanning and producing end of 
the business. This arrangement greatly 
increased the distributing facilities of the 
Snyder Company as the Kailman-New- 
comb Company have large offices and sales 
rooms on South Street, Boston, Mass., a 
branch office in Cincinnati and excellent 
representation in St. Louis and Mil- 
waukee. This affords a good outlet for the 
Snyder leathers and the Kallman shoe 
goes both East and West. Julius Kall- 
man, the newly elected treasurer, is well 
known as a successful and progressive 
business man. His vice-president, Mr. 
Newcomb, has long been prominent in the 
shoe and leather field both East and West. 
Harry S. and M. W. Snyder are well 
known as successful tanners and mer- 
chants who built up a large business from « 
small beginning. 


Many Order for At-Once Delivery 
Companies Carrying In-Stock Lines Forced to Re-stock on 
Many Numbers—Biggest Demand for Sport Shoes 


FEATURE of the trade in Brock- 

ton shoe factories is the large num- 
ber of orders that are being received for 
immediate delivery, this with especial 
reference to factgry in-stock departments. 
Men’s and women’s welts in novelty and 
staple styles are carried by numerous shoe 
manufacturing houses. During the past 
few weeks, these concerns have, from the 
very large number of orders received, re- 
peatedly restocked various numbers: 
and are continuing to do so. Sport shoes 
are having a wonderful sale from in-stock 
as well as advance order departments. 
Brockton manufacturers are quite sur- 


prised at the volume of business which 
has developed in men’s and women’s sport 
footwear. Merchants are buying from 
day to day, and in this way the factory 
stock department serves a practical pur- 
pose, one which merchants are depending 
upon more each season. Fall orders are 
light thus far, but following Easter all 
Brockton salesmen are in their respective 
territories with newest samples. Business 
conditions are reported as improving, and 
there is every reason to believe that 
Brockton factory representatives will 
secure a substantial amount of Fall busi- 
ness in addition to orders which they 
receive for immediate delivery. 
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Larger Payrolls at Brockton 
Factories 


The Home National Bank of Brockton 
recently published figures, showing total 
payrolls of 18 representative Brockton 
shoe manufacturing concerns for the 
months of January, February and March, 
1922. These figures showed a substantial 
gain over the same period in 1921. The 
total amount of these payrolls for the 
first three months of 1922 was $2,403,986, 
as compared with $1,933,989 for the first 
three months of 1921. A banking official 
states that practically 100 per cent of 
these 18 factories show a payroll increase 
for the months of January, February and 
March of this year, over a similar period of 
1921. Brockton bankers say that figures 
don’t lie, and they believe that this pay- 
roll increase will be further enlarged in 
line with general business improvement. 


Men’s Factories on Full Time 


Following a recent announcement by 
George E. Keith Company that the 
women’s factories of that concern were to 
go on full time production, Superintendent 
Moore announces that indications war- 
rant the men’s factories also going on full 
time, beginning immediately. Thus, both 
men’s and women’s Walk-Over shoes are 
now being produced at full capacity in 
the plants in Brockton and elsewhere. 
It is of interest to note that in the sample 
room of the executive building of Geo. E. 
Keith Company there are 1300 different 
designs of men’s and women’s Walk-Over 
shoes. These are constantly being changed 
and new styles added. Each shoe has its 
place and one man’s time is fully occupied 
in looking after this remarkable exhibit of 


footwear. 


BOOT AND 


Second-Class Shoe Rate 
Wanted 


The Brockton Chamber of Commerce, 
through the chairman of its transporta- 
tion department, is seeking a second-class 
freight rate on shoes moving in carload 
lots. Heretofore, all shoe shipments have 
been made on a straight first-class rate, 
whether in lots of one or two cases or car- 
loads. If the new rate is granted, carload 
shipments of 20,000 pounds or more will 
take the second-class rate. This would be 
of importance to shoe manufacturers in 
Brockton and the Brockton district. 


Shoe Manufacturer a 
Candidate 


Elwin T. Wright of E. T. Wright & Co., 
Inc., shoe manufacturers of Rockland, 
who is now Massachusetts State Senator 
from the Norfolk-Plymouth district, is a 
candidate for Massachusetts Governor’s 
Council. Senator Wright is one of the best 
known citizens in the South Shore district, 
and one of its most prominent and suc- 
cessful shoe manufacturers. His popular- 
ity in the district in which he resides gives 
practical assurance of his nomination and 
election. 


Shoe Factory Plan Abandoned 


The Baronet Shoe Company, which 
several weeks ago inaugurated a campaign 
for the purpose of taking over the plant 
of the Brockton Ideal Factory Associa- 
tion, has given up the plan and vacated 
its Brockton offices. A. Pickens 
was named as president of the Baronet 


Roscoe 


company. 


Haverhill 
Business Outlook Is Good 


Orders Being | Received Already for Summer and Even Fall 


Footwear 


E ASTER Saturday is the big day of 
_4 the year with retail shoe merchants 
everywhere. Favorable weather on that 
day and for several days preceding, brings 
a tremendous aggregate volume of busi- 
ness. Haverhill manufacturers who have 
been rushing out orders for the Easter 
trade are now looking forward to after- 
Easter business. With stocks depleted by 
Easter trade, merchants are now in posi- 
tion to place substantial following orders, 
not only for immediate but for future 
leliveries. 

Encouragement from the Easter trade 
3 a big factor, manufacturers say, in this 
direction and one which is already mani- 
festing itself in orders for Summer and 
all footwear at Haverhill factories. The 
white season is now at its height as re- 


White Season at Its Height in Factories 


gards manufacturing. Many of the Haver- 
hill factories selling the retail trade are 
now carrying goods in stock, and these are 
reaping a substantial harvest of business. 
Altogether there is a promising outlook 
for Haverhill-made footwear during the 
next few months. The reputation which 
the city has for novelty styles and prompt 
delivery is an-important factor in the 
development of business and securing new 
customers. 


Will Make European Tour 


Joachim D. Rickard, treasurer of the 
Rickard Shoe Company, Haverhill, sailed 
April 11th for a two months’ trip in 
Europe. It is his plan to make a thorough 
investigation of shoe styles in the various 
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THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 
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[UNION SHOE CO.] 
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; Men’s and Women’s 
Sport and College Shoes 


Worcester, Mass. 


Boston Salesroom 
207 Essex Street 
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HENRY + IL LY CO. 
88-90 Reade St New York 
AUCTION TRADE SALES 
OF 
SHOES AND RUBBERS 


Every Wednesday and Friday 
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Where to Buy 


Ballet Slippers 
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i 
NCH MAGe 
BALLETS 
ORGER SAMPLES 
132 W. BROADWAY 
“Ew Yoo 
6 W.MONROE ST 
CHICAGO 











TURKISH SLIPPERS 
IN STOCK AGAIN 


No. 101— Sofia Turk- 
ish Slippers Import- 
ed from |Constanti- 
nople. All Sizes and 
Colors for Immediate 
Delivery 


K. M. STONE COMPANY, Inc 
12-14-16 E. 22nd St., 0. 


Write for 
Sample and 
Price—Dept. B. 
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Boys’ Shoes 
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Marston & Tapley Co. 
DANVERS, MASS. 
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countries which he visits, and to obtain all 
possible information in regard to the 
trend of footwear designs and styles in 
Europe. In addition to the interests of the 
Rickard Shoe Company, he will act as 
official representative of the New England 
Shoe and Leather Association. Mr. Rick- 
ard, although a young man, has made his 
mark in the local and national shoe in- 
dustry. He has developed to a high degree 
style ideas in women’s fine grade welt 
footwear, and the concern with which he is 
associated is recognized as one of the 
Mr. Rickard is a close 
and 


leaders in that line. 
student of financial affairs at home 
abroad, and not the least of his attention 
will be given to such matters while he is on 


tour. 


Should Be 
Packed 


Haverhill manufacturers have 
from the New England Shoe and Leather 
Association bulletins urging them to pay 
close attention to the packing of shoes 
that are to be shipped by steamers to 
domestic or foreign ports. This is urged 
for the purpose of obtaining protection 
against stealing of shoes from cases, an 
abuse which of late has grown to extensiv: 
proportions. 


Shoes Securely 


received 


Member of Executive 
Committee 


Lurad H. Downs, general manager of 
Chas. K. Fox, Inc., was elected a member 
of the executive committee of the Boston 
Boot and Shoe Club at the recent annual 
meeting of that organization. Mr. Downs 
in New 


has been for many years active 
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England and national shoe organizations 
and is one of the most progressive and 
energetic members for the local 
industry. 


shox 


Specializing on Men’s Slippers 

Chesley & Rugg, for many years identi 
fied with the production of men’s turn 
slippers, are having a large production of 
this class of goods, including several 
novelty patterns. This concern is making 
these demand from the 
wholesale next few 
months. 


goods for the 


trade during the 


from a Business 


mn: 
rip 

Phil English, Jr., president of Witherell 
& Dobbins Co., returned this week from 
an extensive tour of the far Western and 
Middle States. Mr. English called on 
wholesalers in many of the principal 
cities, showing the latest novelties in the 
“W. & D.” lines of women’s turn and welt 
footwear. He reports a decided improve- 
ment in business in the localities which 
he visited and encouraging prospects for 
the coming season. 


Returning 


Factory Operating At 
Capacity 

The Hartman Shoe Company, which 
recently added another factory to its 
plant in Haverhill, is operating at capacity 
on the production of women’s fabric 
novelties. The white season is now at its 
height with this concern. 


Brooklyn 


‘Rush Delivery’ 


Calls for Shoes to be Made on Special Order, However, 


Sales Good 


Con- 


tinue Light; Sport Footwear the Strong Feature 


ITTLE change was noted in the 

Brooklyn situation as April opened. 
Production and sales continue spotty. 
Manufacturers maintain in-stock 
departments report good calls for imme- 
diate delivery, but calls for shoes to be 
made up on order are said to be light. 
Some revival is expected immediately 
after Easter. 

Sport shoes continue as a strong feature 
with those manufacturers who are turn- 
ing out this type of footwear. The white 
business also is showing considerable 
expansion, with a stronger trend toward 
solid white effects than was at first an- 
ticipated. In addition to the white fabric 
oxfords that are being ordered, there is a 
strong call for white kid. 


who 


Revival of the sandal style for Summer 
wear seems an assured fact, judging by 
orders now going through the Brooklyn 
factories. One of the larger factories re- 
ports considerably more than half of its 
new business is on sandals with 8-8, 9-8 
and 10-8 heels, cut out in both the vamp 
and quarter. While black patent ferms 
the bulk of the sandal orders, many calls 
for white have been received. 

Patent: is still a leader in almost 
all types of footwear. The broad one- 
strap with low heel is still called for 
and some orders for two-straps are 
being received. In the higher grade fac- 
tories the trend is toward less decoration. 
it is said, although perforations continu: 
fairly strong. 
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Rochester 


Weather Good; Sales Also 


Patent Leather Pumps Expected to Give Most Volume During 
April 


thy weather during the first week in 

April was uniformly good, and 
business in the local shoe stores picked up 
materially. Most of the stores report a 
demand for sport effects in both men’s 
and Patent leather 
pumps are extremely popular, and mer- 
chants feel that patent leather will go big 
during the next month. 

That names help to sell shoes, especially 
is the opinion expressed by 


women’s oxfords. 


to women, 


many merchants. Shoes called ‘The 
Flapper” have been featured extensively 
in the advertising of one merchant, who 


reports that customers do call for it by 


name and that it has been a big seller. 


Re-building Service Popular 

Myers’ Shoe Store is featuring Young- 
ster shoes made by Truitt Bros. of Bing- 
hamton, N. Y., who have recently in- 
augurated a factory rebuilding service, 
whereby a customer can have a pair of 
Youngster shoes sent back to the factory 
and rebuilt for $1.35. 


Should Educate Public 


“It is high time that Rochester’s retail 
merchants got together,” said Alvin E. 
Dodd, head of the domestic distribution 
department of the Chamber of Com- 
merce of the United States, speaking at 
the dinner meeting of Retail Merchants’ 
Council of the Chamber of Commerce. 
“Retailers the country over have been 
altogether too backward about telling the 
public how they do their job. What the 
public needs is to be told the inside prob- 
with which the retailer is con- 
fronted.” 

He said the recent period of high prices 
brought about an insistent demand that 
people be shown why the cost of an article 
doubled or tripled between 
producer and consumer. “The public 
not only suspects that profits are too large 
but that too many persons are getting 
them. What the public wants is an under- 
standing of distribution that is com- 
parable with its understanding of pro- 
duction,” he continued. 
discussion he included 

employment matters and a 
cr-dit bureau. “Wages, during the war,” 
! Mr. Dodd, “reached a high point and 
in uced a high rate of expenditure among 
p«: sons who had previously held the worth 
of dollar in high respect. Also, the sign- 
inv of the armistice brought about a 
fer ng of relief that was reflected in an 
or: of spending. If the upward move- 
me t of prices was due to profiteering, we 


lems 


should be 


'n_ his store 


protection. 


g 


must now find a new word with an op- 
posite meaning to cover a charitable act 
to be agreed upon by merchants and 
manufacturers, which will lower prices in 
order that a continuance in business will 
be justified. 

“The most clamorous problem which 
faces the retail merchant today is to offer 


justification for not selling commodities 


for less than they are forced to pay for 
them. The general that 
every article offered for sale by merchants 
in this time of price readjustment should 
be a bargain. merchants may be 
blamed for this condition of affairs, for 
the reason that they have educated the 
public, by attempts to create sales, to look 


impression is 


Some 


for bargains. 

“Absurd claims and exaggerated state- 
ments in advertising, which only lead the 
customer to learn that he is being im- 
posed upon, are responsibe for lack of 
confidence toward the retail merchants, 
but in every city you will find retail 
stores which have established a reputa- 
tion for truth accuracy in adver- 
tising and they are certain of a steady 


and 


flow of customers. 

“T am sure that the reason many retail 
merchants do not respond to the demand 
for information on the matter of prices is 
because many do not know what the cost 
of distribution is. We know that retail 
distribution is no longer a gallery of 
secrets. There is nothing in your affairs 
which might not be announced from your 
tallest buildings. | hope to see the day 
when retailing will have reached as high 
a plane of ethics as has been reached by 


medicine, divinity or law.” 


To Hold Fashion Revue 

A Rochester Fashion Revue will be held 
at the State Armor yon Monday, April 24. 
In co-operation with the merchants of the 
city, the Rochester Ad Club has arranged 
a revue which will include 36 displays, 
using 15 models. These displays will 
feature everything that goes to make up 
milady’s wardrobe. Each model as she 
makes her appearance will step out of a 
huge style book onto a promenade run- 
ning down the center of the Armory floor. 


Leaves on European Trip 


Philip E. Blum, secretary of the Blum 
Shoe Manufacturing Company of Dans- 
ville, sailed Thursday on the “Adriatic” 
of the White Star Line for a trip of several 
months in Europe. He was accompanied 
by John Blum, his nephew and the oldest 
son of Mr. and Mrs. Frank J. Blum. On 
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Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Ca. 
ROCHESTER, N. Y. 
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“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


Rochester, N. 
Boston Office, 181 Essex x Street 
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Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 
ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 
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ee AND —r MORE. GOODS | 


Electric Cost about 3cents aday Capacity over [50 Ibs. 
Five Year Iron Clad Guarantee -~° Special Price by Mail .. 
ELECTRIC WINDOW SALESMAN CO. 2.commme 
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cleanser for 


Prices on request. 


Cleaning Compounds Mfg. Co., Inc. 
Sole Licensees of ig Bigocher Co. 
empstead, Y. 
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Shoe Ornaments 


3.) SHOE BUCKLES 
* DETACHABLE STRAPS 
— SHOE BEADING 
Seaoeo METAL HARNESS BUCKLES 
FASHION ORNAMENT CO. 
'S MYRTLE AVE 


BROOKLYN NY 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. 1. 








For All the Latest 
CONVERTING STRAPS, 
BUCKLES, LEATHER 
BOWS or BEADED 
ORNAMENTS 
Write to 


Vanity Novelty Works 


913 Gates Avenue 
Brooklyn, N. Y. 














BEADED 
BUCKLES 


AND NOVELTY EFFECTS 


PARISIAN BEADING WORKS CO. 
4@£ WALNUT STS., PHILADELPHIA 














No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
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All the Time 








their arrival at Liverpool or Queenstown 
they will tour England, Ireland and 
Scotland, thence going to the continent, 
where they will purchase a car to visit the 
battlefields in France, where the younger 
man served in the American Expedition- 
ary Forces. They will also go to Italy and 
Germany. 


Negotiating for Buffalo Store 


If negotiations that are now under way 
for the acquisition of a store in Buffalo are 
successful, E. W. Edwards & Son Com- 
pany will open a new store in that city. 
E. W. Edwards & Son Company conduct 
a department store in Syracuse, and two 
stores, the Burke Store and E. W. Edwards 
& Son Company in this city. 


New Shoe House Incorporated 


Incorporation papers have been filed 
with the secretary of State for the W. J. 
Arlidge Company, Inc., to deal in boots 
and shoes. The incorporators are W. J. C. 
Arlidge, Charles F. Marks and Byron A. 
Johnson of Rochester. 


Frank A. Doohan with Regal 


Frank A. Doohan, well-known retail 
shoe man, has joined the sales force of the 
local Regal store. Mr. Doohan has long 
been identified with the shoe business, 
having been with Gould Lee and Web 
ster, in charge of their orthopedic shoe 
department, and previous to that with 
Wm. Eastwood & Sons. 


Ballot on Daylight Saving 


To determine the sentiment of the 
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members of the Chamber of Commerce « n 
daylight saving for Rochester, this sum)- 
mer’s vote of the membership is being 
taken. Rochester did not have dayligiit 
saving last year, but if the majority of 
the Chamber members and the people in 
general, want it the Common Council will 
be asked to adopt an ordnance that will 
provide for daylight saving this Summer. 


Merchant Holds Style Show 


On Thursday and Friday of last week 
McCurdy’s held a shoe style show in their 
windows and in the shoe department. 
Miss Martha Allen, known as the Kodak 
Girl, and her associates who are familiar 
to all who attended the convention of 
the National Shoe Retailers’ Associa- 
tion, exhibited the newest Spring foot- 
wear daily from 2:30 to 4:30 P.M. 

Two notable features of the display 
were Russian boots and tweed sport 
Oxfords. The Russian boots were shown 
in 13 color combinations. The tweed 
sport oxfords featured were of tweed 
cloth, trimmed with colored leather, 
chosen to match the new tweed suits. 


Business Expansion 
Campaign 

Shield’s Boot Shop of 7 East Avenue 
announce in their newspaper advertise- 
ments that they are out to increase their 
turnovers with popular prices on newest 
footwear. The new featured price is $6.50, 
for which they offer one-strap pumps with 
turned sole and Baby Louis heels in satin, 
mat kid, or patent leather. Two-strap 
pumps in the same leather, but with full 
Louis heels arealso featured at this price. 





New York 


Sports Good Despite Weather 


Also They Have Enabled Many Retail Merchants to Double 
Up on Sales; Demand Shifting to Leather Soles 


HE retail shoe trade here now rises 

and falls with the weather. Given 
an even break on weather, leading mer- 
chants say they will do a_pre-Easter 
business fully comparable to that of last 
year. The weather so far, with the excep- 
tion of a few days, has not been of the 
sort to create a demand for purely Spring- 
time styles. It has not, however, dimin- 
ished the demand for sport shoes, which 
has been the leading feature of the Spring 
season up to the present. Although some 
complaints are registered against the 
sport shoes on the ground that they are 
replacing regular footwear for street 
service, many of the retail merchants are 
strong defenders of them, asserting that 
the vogue has stimulated business where 
it ordinarily would have been dull under 
existing economic conditions. 


The wide range of sport shoes now being 
sold has enabled many of the merchants 
to double up on sales to individuals. The 
smoked leather oxford with the plain 
apron seems to be giving way to more 
elaborate styles, such as the strapped 
apron over colored calf. A good call for 
gray and beige sport shoes is reported in 
some stores. Others find the darker shades 
of buck, to match up tweed suits, skirts 
and dresses are going well. 


Rubber Soles Not So Popular 


Practically all merchants agree, how- 
ever, that the bulk of the demand is now 
shifting to leather soled sport shoes and 
away from the rubber soled types that 
ushered in the vogue. 

In the dressier footwear the sandal 
shows a strong tendency to come back. 
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Although black satin is a leader at pres- 
ent, the sandal style is being sold in 
colored leathers and in satin. Along with 
the sandal the lattice work front straps are 
having a good run. Lord & Taylor are 
showing some particularly attractive 
styles in this type of footwear, fashioned 
of beige ooze and fastening with a single 
button at the side. Franklin Simon & Co. 
are exploiting a ladder front style that 
fastens at the side with two small buckles. 
Another style that is shown by several 
stores is a broad strap, beginning in three 
or four straps at the shank of the shoe, 
crossing over and back of the ankle and 
fastening at the side with a buckle. The 
straps are usually of a contrasting leather. 

J. & J. Slater are showing an attractive 
gored model on the sandal type and also 
of the ladder style. Cammeyer recently 
brought out a new patent kid oxford type 
with an apron of gray suede lattice work, 
open-work inset and broad ball strap of 
the same. Another successful Cammeyer 
model is a low 6-8 heeled sandal with a 
welt sole. The vertical strap is rather 
broad. The vamp and quarter carry 
perforations and underlays. It comes in 
all white buck, patent vamp and gray 
buck quarter and with Russian vamp and 
fawn buck quarter. 


Style Importance Increasing 


The growing importance of style in 
footwear and of shoes as style merchan- 
dise was stressed at a recent meeting of 
fashion writers of consumer and trade 
papers here called by J. J. Floherty, an 
advertising man who has specialized on 
styles. Mr. Laird of Laird, Schober & Co., 
the Philadelphia manufacturers, and Har- 
old Hart and Mr. Jacobs of the Cam- 
Fifth Avenue store were the 
principal speakers. The style trend was 
illustrated by Cammeyer models worn 
by a mannequin from Lucilles. A feature 
of this was the proper match of costumes 
and shoes, the discordant note being 
illustrated by the model appearing in two 
different types of footwear with each 
gown, a proper and an improper style. 

Mr. Floherty sketched the growth of 
footwear as a style article and said that at 
present shoes vied with hats and gowns 
in style importance. He went into tech- 
nical details in explaining the origin of 
some of the trimmings and ornaments on 
shoes, showing that they all had at first a 
practical use. 


meyer 


Hart on Designing 


\ir. Hart spoke on shoe designing and 
its difficulties and explained the manner 
in which.new styles are created. Often. he 
said, four or five models of a certain style 
are made before the proper effect is 
achieved, and then it may turn out to be 
somewhat different from the creator’s 
oriinal idea from which the style was 
inspired, 
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Where to |] 
Standard Shoe Materials 


The sport shoe as a vogue for street 
wear, in the opinion of Mr. Laird, will be 
short lived, partly because of its inap- 
propriateness and partly because it has 
become so popularized and has reached 
the lower classes of footwear. 

In a discussion following the showing 
of the various shoe models, the opinion 
was expressed that if the longer skirts 
prevail in women’s fashions next Fall and 
Winter, it will lead to a revival of high 
heels. 


Gidding Adds Footwear 


J. M. Gidding & Co., the well-known 
Fifth Avenue women’s specialty shop, has 
added a boot and shoe department to its 
establishment. The new department is 
under the direction of S. T. Benedict, 
former buyer and manager of the shoe 
department for B. Altman & Co. depart- 
ment store. 

The department fixtures and settings 
are in keeping with the rest of the store 
that Gidding recently opened in his own 
new building. The woodwork is of Cir- 
cassian walnut, with fixtures and chairs to 
match. 

The new department marks the second 
such department inaugurated in specialty 
shops on the avenue in the last few 
months. Stewart & Co. added a shoe 
department several months ago. 


New Store Opened 


Another exclusive footwear store has 
opened in the upper Madison Avenue 
shopping section, under the name of the 
Delman Shoe Salon. The new store is 
located at 558 Madison Avenue, near 
Fifty-Seventh Street. 


Lion Shoe Company Moves 


The Lion Shoe Company, formerly of 
78 Reade Street, New York City, has 
found it necessary to have more floor 
space, and has moved to 107 Reade 
Street, between Church and West Broad- 
way. The new location is a store and base- 
ment 40x100 ft. where they will carry their 
regular lines of women’s novelty footwear, 
and men’s and boy’s shoes, and will add a 
full line of misses’ and children’s shoes in 
McKays and Welts. 

“Ike” Rosenbaum, 
president of the concern, reports a big 
improvement in their new home. They 
have added to their sales force L. E. 
Westerfield, who for a number of years 
was employed by McElwain, Morse & 
Rogers, who will cover the State of New 
Jersey. J. Weinberg, well known to the 
trade, will look after his friends in Brook- 
lyn and Long Island. Julius Rosenbaum 
will cover the borough of Manhattan and 
Bronx. Joseph Levy, secretary and L. 
Goidberg, president, will look after their 
regular trade, which they have had the 
pleasureof calling on for a numberof years. 
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Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. ff 50%'" Sycst 


Tanneries at Danversport 
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95 South Street, Boston 
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Manufacturers of 
Wood Heels and 
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Machinery 
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93 Essex Street 
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COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 soar St. 


Formerly Welpulo Ste Shoe Supply Co 





Colored 
Chrome 


Beggs & ‘Cobb, Inc., Boston, Mass. 








MAX H. BERGER 
Manufacturer of CUT Soles 
From the Best Tan ed Leather 

Men's outer soles and Grai inner soles 


Men's grain counters 
Men's and women’s underlifts 


MAX H. BERGER 
Brock 


12 Everett St. ton, Mass. 
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“ERWOOD & PREG 


SHOE ILLUSTRATIONS 
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Engraving and Printing 
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COLOR PRINTING DESIGNING 
‘ 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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> ATLANTIC PRINTING CO. 
Shoe Printers 


: Tear out this ad and mail for details of 
our Special Printing Service for the 

A Boot and Shoe Trade 

: 201 South Street, Boston, Mass. 
: Telephone 1960-14961 








1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 











Where to Buy 
Wanted Styles 


An extra editorial service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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Lynn 


Colored Sport Shoes Appear 


“Dandelion” and 


“Ocean Blue” 
Summer Girls and Beach Sandals, too; 


and Sport Gray Shoes 
Fall Samples 


Begin to Appear 


YNN is making up new samples for 
the after-Easter trade, as well as 
selling shoes from stocks to fill the shelves 
that were depleted by big sales of Easter 
week. 
“Dandelion” 
for after Easter, are of white calf leather, 
with trimmings of “dandelion” calf, a 
leather of gold yellow, like the color of the 
dandelions of the field. 
Another number in the same class is the 
“ocean blue” shoe, a white, blue, trimmed 
shoes are of boarded 


shoes, the newest novelty 


pump. “Sport gray” 


calf, with white trimmings. 
Patent Still Good 


Patent leather shoes continue to sell 
briskly from stock and on order. Sales of 
white shoes increase, too. Some pick the 
all white shoes, others prefer white shoes 
with trimmings. Patent leather seems the 
most popular trimming. A little colored 
patent leather, white, brown or gray, also 
is used. 

Patterns continue to show new cut-out 
effects. Apparently, extreme styles in 
Summer shoes will approach the barefoot 
sandal. “Beach” sandals, by the way, are 
the new bathing shoes of fancy patterns. 


New Fall Samples Appear 

New Fall samples are appearing and 
some orders have been booked on staple 
styles, like black and brown kid oxfords, 
and black kid boots. Patent leather will 
be staple in the Fall, it is believed. 

New gray leathers, like silver and mist, 
are being tried in pumps and oxfords. 
Grays sold this Spring and some think 
they will run again the coming Fall. 

Browns are popular and they range 
from the Chippendale, the darkest of the 
mahoganies, to morro, a copper shade, and 
thence up to gold pheasant, which is 
even a lighter color than the familiar 
golden brown. Tanners are already get- 
ting out some fine samples of brown 
leathers for Fall. 


Combinations Being Made 

New samples of shoes show combina- 
tions of light and dark brown colors in 
both pump and oxford patterns. Samples 
of boots, so far shown, are of solid colors. 
Patent leather boots will be shown. 

Russian boots are an exception, for they 
present a variety of combinations of 
colors. It is said, by the way, that some 
firms will undertake to produce the Rus- 
sian boot at popular prices. 

Lasts for Fall and Winter are a trifle 
higher in forepart and also higher of 


heels. A 12-8 heel is an average height for 
Fall low-cut shoes. Soles are heavier on 
Fall samples and edges are wider and a 
number of them are fair stitched. 


Pressure on Better Grades 


“We feel a pressure for better grade 
shoes,”’ says a manufacturer. 
our customers tell us they are tired of 
cheap stuff. But, while they ask us for 
better grade shoes, they insist that we 
make it at a price. 
accommodate them and sometimes we 
compromise with them.” 

“I have my doubts about Louis heel 
shoes for Fall and Winter,” 
designer. “There is, it is plain, a trend 
toward higher heels. But I think it will 
end with Junior Louis, or Cuban heels, 
14-8 high. Full Louis heels there will be in 
the dress lines. 


“Some of 


Sometimes we can 


says a Lynn 


Doubtful About Louis Heels 


“But the Fall isn’t the right time for 
full Louis heels. Too many shoes are worn 
under arctics or rubbers in the late Fall 
and Winter. Or they are worn with spats. 
Conditions are not quite right for a revival 
of Louis heels. Indeed, some retailers still 
remember their experience with Louis 
heel boots. They remember it with pain. 

“So I expect that Louis heels won't lead 
again until next Spring.” 


Some W. C. Co. Shoes 


At the factory of Williams, Clark & Co: 
they are preparing new samples of Fall 
shoes, as well as shipping shoes from stock 
for the right-after-Easter trade. 

Sales of Rest-Cure shoes, or health 
shoes with a rigid shank, are running 
ahead of previous records. They are made 
of white canvas, as well as of black and 
tan kid. Also, some Rest-Cure shoes are 
made of patent leather and Russian calf 
on special orders. 

For after Easter, Williams, Clark & Co. 
have a new patent leather one-strap. 
carrying a 148 Junior Louis heel. They 
expect that this style will run into the 
Fall. Also, they have quite a variety of 
white shoes. 


‘A Few Boots in Fall Line 


Fall samples, already prepared, show a 
few boots of black and tan kid and calf 
leathers. Some 814 inches high, some 8 
and some a trifle lower. Also there are 
among the Fall samples patent leather 
and black and brown kid and calf oxfords 
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and pumps. One oxford presents a com- 
bination of Barnet’s Victoria, a light calf, 
and Van Ruba, a dark calf. 

Incidentally, Williams, Clark & Co. 
are making some shoes with 18-8 Louis 
heels. But they are for the export trade. 


Quick Style Making 


It may seem as if new styles were made 
over night. But it often takes as long as a 
week to make a new style. For instance, a 
Lynn manufacturer wished to make some 
new shoes to match a new color in dresses. 
So he got samples of the dress goods at a 
department store and sent them to a 
tanner. The tanner made some sample 
skins of the new color and the shoe man 
made sample shoes of the new skins. All 
this took a week. And it took another day 
to get the samples in New York. They 
arrived there in the morning and orders 
for them were booked before night. 


The “‘Dandelion”’ Shoe 
they have 
shoe, a 


At the Watson factory, 
brought out the “dandelion” 
dressy sport style of white glazed calf, 
trimmed with “dandelion” calf, a new 
gold color. Also they have “sport gray”’ 
shoes or pumps of gray calf with white 
calf trimmings. 


““Beach Sandals” 

Judging by the way orders are coming 
to the, C.°R. Whittredge Company, 
there will be more girls on the beaches the 
coming Summer than ever before, and a 
host of them will wear “beach sandals,” of 
two colors, like sport shoes and also of 
strap patterns. 

Incidentally, the “beach sandals” have 
light rubber soles. 


Comfort Styles Are Crowded 


“Comfort shoes are getting crowded,” 
remarks a Lynn designer. “Low heel 
novelty style shoes are crowding them 
hard. 

“Notice, if you will, how many women 
who used to wear comfort shoes are now 
wearing the popular low heel novelty 
styles on the streets. 

“Indeed, styles of heels are the same for 
16 and for 60. And you will see many a 
grandmother trotting along the street 
wearing low shoes of the novelty style 
that have low heels. They are comfort- 
able, as well as stylish.” 


The Pull on Counters 

As a general rule, a strap style shoe 
should have a very good counter, because 
the strap pulls may pull hard on the 
counter and heel seat. Besides, heels are 
fitted snug these days and the average 
girl is apt to step into a pump, instead of 
dipping it onto her foot with the aid of a 


AND 


shoehorn. By stepping into it, she breaks 
down the counter. 


Strong on Patents 


“Patent leather pumps and oxfords 
continue our best says Mr. 
Lally, sales manager for Mitchell, Caunt 
Company. “And it looks to me as if they 
would continue to sell right in to the 


Fall.” 


sellers,” 


Boots Every Day 


A Lynn firm has shipped boots from its 
stock department every day for years, and 
continues to ship them every day. 


Pittsburgh 
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Name in Both Shoes 


A Chicago buyer used to content him- 
self with having his name embossed in 
gold letters on the lining of but one shoe 
of each pair, and that the left shoe, be- 
cause he has the notion that the average 
person puts on the left shoe first for luck, 
as did great Caesar. That satisfied him in 
days when prices were high, and even the 
cost of embossing a name in gold letters 
seemed expensive. But these days, the 
buyer insists on having his name in gold 
letters in both the right and the left shoe. 
so there will be no chance ot its being over- 
looked. And the Lynn manufacturer ac- 
commodates him. 


Retail Merchants Optimistic 


Wax Enthusiastic Over Prospects at Joint Gathering With 
Traveling Men 


ESTERN Pennsylvania shoe lead- 

ers can see nothing but prosperity 
ahead. In certain emphatic words, a note 
of confidence was sounded by a group of 
prominent shoe men at a joint gathering 
of Pennsylvania travelers and Pittsburgh 
retail shoe merchants, held at Hotel 
Chatham, March 29. The serious at- 
mosphere that suddenly enveloped some 
200 of them, who assembled primarily 
for a stag smoker and banquet, as they 
listened to a careful delineation of condi- 
tions at every scale of the industrial 
ladder, and to a definite promise of bet- 
ter times, unless all signs fail, proved they 
had every confidence in that promise. 
And a brilliant display of enthusiasm 
that followed the conviction gave every 
assurance that Western Pennsylvania 
shoe men, producers, distributors and 
dealers alike possess the faith that begets 
results. 

Out of the maze of the most elaborate 
smoker and banquet ever tendered the 
organizations, the whole gathering took 
time to forget a wonderful feast, Havana 
smokes, and a riot of entertainment to 
listen to their co-workers praised and 
laughed at and to presage a continuance 
of good fellowship among the ranks, 
regardless of rivalry; and of co-operation, 
in an effort to hasten prosperity by giving 
the buying public the most modern and 
best that it wants. 

B. F. Williams Toastmaster 

For such reasons, will the occasion go 
down as the most important held so far 
by any conclave of shoe men in Western 
Pennsylvania, especially since general 
industrial conditions at this time are 
wavering between progress and disaster. 

Ben F. Williams, Pittsburgh represent- 
ative of the H. C. Godman .Company, 
introduced the toastmaster, after reading 
regrets from Congressmen Kelly and 
Campbell, both of whom had been listed 


as features. Mr. Williams had advanced 
A. N. Foster of Uniontown as the next 
president of the State Shoe Retailers’ 
Association, and referred to Simon Beigel, 
a recent daddy, “who got another rebate 
off his income tax,” and had reminded 
Red Martin that the package he left with 
the hotel clerk was reported dripping. 
The toastmaster, after being referred to 
as “one of the best fellows that ever 
lived,” arose in the person of Cal Mensch, 
head of the Pittsburgh Walk-Over Com- 
pany and one of the most prominent of 
shoe leaders of the country. That the 
crowd was in accord with Williams’ senti- 
ments regarding Mensch was evidenced by 
prolonged applause, that the toastmaster 
was forced to bow to. Mensch thought it 
only proper first of all to pay tribute to 
the instigators of the affair, and made 
everybody who had had a finger in the 
pie rise to receive part of the plaudits. 
Then the toastmaster shared in the fur- 
ther appreciation of the mob after a sound 
and at times witty discourse on present 
conditions, and had the honor of being 
the first of the speakers to present the 
poignant platform of the day, which he 
said consisted of three inseparable units 
working together—cheaper prices, better 
values and faith in the desired prosperity. 


Ludebuehl Makes Address 


After the head of the Pittsburgh Shoe 
Retailers, Chris Ludebuehl, 
duced, he immediately told the gathering 
of the great pleasure the occasion afforded 
him, how inspiring it felt to be able to ad- 
dress a group of such intelligent men— 
“for,” he added, “‘you must all have been 
intelligent to tide through the recent days 
of depression.” Two original poems of his 
had been read previously and the son of a 
Pittsburgh pioneer shoe retailer left to a 
great hand. 

The principal speaker of the occasion 


was intro- 
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styles and complete S1zeS TURN SHOES—IN STOCK 
and widths on each style FOR AT ONCE DELIVERY Pate 


than to have many styles 
with. broken sizes and A’ 
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No. B 106 B 

. i h l b h All Potent Leather, One a 
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1 to 5, Half Sizes... . $0.90 Strap Sandal, Turn Sole. 
4 to 8 Spring Heels . . . $1.70 often a 


large and small mer;r- No. B 135 814 to 11 Spring Heels 2.25 ow 


Same in Brown Patent ” 
Leather. No. B 379 Com 


chants in keeping a Same in Ai Bowe Poet | 
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The Stetson Shoe Company oe Penta Hlecls. $138 fentdenns a 
to 5 No Heel. .....3!- 
SOU EY No. B 163 4 to 8 Soring Heel 1'30 
SOUTH WEYMOUTH, MASS. Same in Ail White Buck. 814 to 11 Spring Heel. 1.65 
3-5 Spring Heels. .. .. $1.50 
BOSTON NEW YORK CHICAGO 514-8 Spring Heels... 1.55 


LITTLE BLDG. BUSH SALES BLDG. MARQUETTE BLDG. ) 
Cor. Tremont and 130 West 42nd St. Dearborn and M MAS | ER jami 
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was A. Donovan, of Rockland, Mass., 
whose address was masterly, convincing 
and sparkling in its wisdom and humor. 
Knowing that many of his auditors were 
connected directly with the selling end, 
be delivered pearls of advice on modern 
selling methods. “The successful sales- 
man today,” he said, “must sell himself. 
He must love his goods and his work, and 
the requisite enthusiasm is the only key to 
results.” He produced statistics to show 
that every lost customer meant a loss of 
$1.12 to the storekeeper, and in pleading 
for the right spirit at all times from the 
shoe workers, warned against drifting 
back to sub-normal times as of 1913. ““The 
modern platform,” he said, “‘must be 
service, sizes and time to put the sizes on.”’ 
He imparted advice further to avoid 
“hugging excess merchandise too long,” 


and a more homely point to “quit step’ 
ping on cigar butts” as ruinous to shoe 
leather and “despoiling a steer that had 
good pedigree.’ He sat down to a tumult 
of applause, and was forced to a couple of 
extra bows and arising voteof appreciation. 
Though seven female singers and a 
quartet of males, besides a five-piece band, 
had previously kept things moving at a 
swift pace, a fancy dancer was dished 
out as the piece de resistance of the enter- 
tainment following the speakers. The maid 
was comely and well trained in her art, 
but bothered by shoulder straps that 
wouldn’t stay up; she was almost the 
cause of the already full cup of enthu- 
siasm overflowing. Outside of that one 
incident, the special stunts proved nothing 
sensational, but won unstinted appre- 
ciation, for they were the best talent 
procurable in Western Pennsylvania. 





Lynchburg 


Few Changes in Easter Styles 


Patent Leather Still Leads in Dress Shoes; Men Buying 
Plainer Patterns in Low Cuts 


LTHOUGH low shoes have not been 

as popular among men during the 
Winter as among women, they have been 
staging a come-back recently and are now 
rating high in popularity. While light 
tans and blacks both show signs of in- 
creasing favor they have not by any 
means supplanted the hold of the dark 
tan oxford. 

Brogues have almost entirely gone out, 
and are seldom shown. Square toes and 
flange heels are marks of the types most 
often asked for by the better-dressed class 
of the younger men. 

Combinations in sport oxfords are not 
being worn, except when they are being 
used for actual sport wear. 


Sport Shoes Going Strong 


Easter’s arrival has found little change 
in the demand for shoes for woraen from 
that which has prevailed for several 
months. Patent leather is still the dress 
leather and is being worn in a variety of 
styles, with single strap pumps with flat 
heels leading in popularity. 

wet oxfords in combinations still 
en to be a favorite for all sorts of wear 


‘s. B. K. Farnham Dies 


_\.y York, April 5.—The wife of Ben- 
Jami: King Farnham, local representative 
of t! Irving Drew Shoe Company and 
the \\ \Ik-In Shoe Company, with offices 


with the younger generation, especially 
with the college trade. The low cost of 
many models shown brought this type 
into a sudden vogue which as yet shows no 
signs of waning. 


Shipments Increase 


During March, 1922, Lynchburg shoe 
companies shipped 6,576 more cases of 
shoes than in the same month a year ago. 
The figures for all shoe concerns in the 
city compiled at the Chamber of Com- 
merce show that 14,777 cases were 
shipped in March, 1922, against 8201 
cases in March, 1921. 


Beasley Is Honored 


Walter C. Beasley of the Beasley Shoe 
Company was elected president of the 
Lynchburg Association of Credit Men at 
the annual meeting. R. G. Wood of the 
George D. Witt Shoe Company 
named vice-president, and R. T. Clark, 
manager of the Credit Interchange and 
Adjustment Bureau, secretary-treasurer. 


was 


in the Bush Terminal Sales Building died 
suddenly this morning. Mr. Drew and his 
two children have the deepest sympathy 
of his fellow craftsmen and friends in 
their sad bereavement. 
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Business Better in 
Providence 


INCE the advent of 1922, retail 
business in Rhode Island has been 
very quiet. With the arrival of Spring, 
however, business has picked up con- 
siderably. Most all merchants in the down- 
town sections who were interviewed had 
experienced an increased demand for 
Spring shoes. In men’s shoes the demand 
has not been so good as that experienced 
in the children’s and women’s departments. 
Sport shoes with flat heels are pre- 
ferred in the biggest percentage of the 
sales. There is a tendency toward a slow- 
ing up in the plain toe effects, especially 
in the smoked horse and elk leathers. 
Combinations in this number with tip and 
apron and trimmings on the backstay sell 
much better than the plain toe effects. 


Combination Effects Good 


Combination effects have been in 
demand the past week, with patent and 
gray suede quite popular, mostly in the 
one-strap style with rhinestone button 
ornament. Patent leather one-strap low 
heel “‘flappers” seem to take well, with 
beige and patent also in the call. Silk 
hosiery of the better grade sold well the 
past week. 


Employment Gains Shown 


In the face of labor troubles in the tex- 
tile trade, employment in Providence 
increased 67 per cent in March 
February, according to the industrial 
survey for March made by the employ- 
ment service of the Department of Labor. 
Of 65 cities listed, Providence ranked fifth 
in gains on the list. 


over 


Buys Manchester Store 


O’Gorman, (R. I.), Inc. announces the 
purchase of L. M. Folsom Company’s 
store in Manchester, N. H. The deal was 
completed recently and _ the 
taken over. It is said that a line of medium 
grade women’s shoe departments will be 
installed. William O’Gorman will assume 
the management of the new holding. 
Other stores are in Providence and Paw- 
tucket, R. I. 


business 


Olneyville Merchants Meet 


The April of the Olneyville 
Business Men’s Association, Retail Mer- 
chants’ Division, was held April 10 at the 
Olneyville Hotel at noon. William Meikle- 
john of Pawtucket, prominently identified 
with business activities in that city, was 
the speaker. 


session 
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“MYRTLE” 





In White Kid with patent 
trimming for Summer 
Wear 


Also in Gray Kid with patent trimming. 


DEGEN - LIPP, Ine. 


Makers of 
Women’s ‘Best Turn Footwear 


New York Showroom: 
607 Marbridge Bldg. 


Factory: 
133-143 Floyd Street, Brooklyn, N. Y. 


Tao a ae eae ene ee Pa ea | 
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Men’s and Women’s 
Sport Oxfords 


MAHOGANY SADDLE STRAPS 
Rubber - Golf - Soles and Heels 





Men's All Smoked Elk Oxford. 


Box Toe and Tip. 


C and D ‘ wet , $4.25 
2763—— Men's Smoked Elk Oxford. Mahogany Tip and Heel 

Foxing. Box Toe. C and iow 4.25 
2215— Men's Smoked Elk, Goodyear Welt. C and D 4.00 
3000—Women's Smoked Elk, Goodyear Welt. B,C and D 4.25 
2304— Women's Smoked Elk, Goodyear Welt. B,C and D 3.85 
2976— Women's Smoked Elk, Am. Welt. B,C and D...... 3.50 


Send in Your Order Now. 


They will be big numbers for you 


Chipman, Harwood & Co. 


564 Atlantic Ave., Boston, Mass. 








Groping in the Dark 


Time was when the purchase of advertising 
space was a “blind groping in the dark.” Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often 


these figures were unreliable. 


In six years the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 
methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of verified 
facts takes its place. Space buyers no longer 
find it necessary to grope in the dark. 


. 
There are no dark spots in the Boot and 
Shoe Recorder circulation. Our records are 
audited by the Audit Bureau of Circulations. 
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FOOTWEAR of DISTINCTION 




















We cordially invite you to visit our 
Factory and Showroom when you 
are in the city. Many new patterns 
await your inspection. 





“Lax zAbowitz 


Ladies’ High Grade Bench Turn Footwear 


“THE DELTA” 


Factory and Showroom 
17 SMITH STREET BROOKLYN, N. Y. 


Phones: Triangle 6169, 5112 



































IN-STOCK 


READY NOW 


“BABBIE”’ 






IN-STOCK 





B-101 
ar ae MOST POPULAR MODEL 
t wi 
Wood Cuban Heel, All. Patent Leather OF THE SEASON 
eo. as above, al) sizes, AA, A, 


PRICE $4.75 NET 


Only a limited quantity ‘of’ these shoes 
will be stocked, and all orders will be 
filled according to the date of receipt, 
so mail yours TODAY. 





IN-STOCK 
B-102 
HAZEN B. GOODRICH & COMPANY Patent Leather Vamp, with Gray Ouse 
HAVERHILL, MASS. Combination, as above, all sizes, AA, A, B, 
Also in Stock: Our Year Round Seller: Men’s Patent Leather Oxford, " 
A, B, C, D Widths, Sizes 6-11, Price $5. PRICE $5.00 NET 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 








Buyers’ Easy Reference Directory 








SPECIALS 
IN STOCK 


Smoked Elk Oxford, with tan 
Lotus Saddle, Chrome sole and 
insole. Infants’ and children's 
sizes with spring heel. Misses’ 
sizes with rubber heel. 
BiG icone cévcsiictccevcctscenetsescenevente 
Children's, 8 }4 to 11 
Misses‘, 1134 to 2 


Terms 2% 10 days. Send for samples of other lines. 


THE BROOKLYN SLIPPER CO. 


397-411 Osborn Street Brooklyn, N. Y. 








BOSTON SHU-STICK 
RAPID CLEANER 


(The Big Stick with the Felt Buffer) 


Cleans, Re-Colors and Re-News all white Black 
colored shoe fabrics—Canvas, Duck, 


Gross, 

White retails at 15e stick. Colors, 25c. 
White put up in 1-4, oG and 3 goes " 
Colors in 1 and 2 dozen boxes. Terms 5 per Autumn 
ceat 10 days. Order from your jobber or jo 


U. S. Specialty Mfg. Co. Brown. 


African Brown 
Size 1x 4in West Somerville, Mass. 








Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. 


BOSTON, MASS. 


—GREELEY’S BOUDOIRS— 
FOR THE WHOLESALE TRADE 
PROMPT DELIVERIES 
The kind you'll like. 


Quality our strong- 
wine & te for 
samples an ices. 
We will — em 


inquiries to the near- 
est wholesaler. 


A. W .—_——— 
GREELEY 
“taaverhill, ia St., 


Newton, N. H.” 




















The*Bee‘that pats the Buzz in Business 
Wonderful Increase in Sales 
using Success Shi Dopey 
Ruished in Suite, French gray oF old ivory, ond 
oak, mahogany or mission stains. 





Success Manufacturing Co., Inc. 
Wash. 


‘ormerly{Success Seed Grader.Co., Inc. 
- “ Spokane, Wash. 














Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 


Strictly Fine Full-Grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U. S. A. 

















APPROVED BY 
MEDICAL MEN 
no tr rr tga 
Fie shee, she Barking outed Fox 
surgeons recommend its use. 
Make your stock of 
VENTILATIONS children’s by abeoe 
fF Biases Tiss 
for immediate action. 
BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 











BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to 
take for granted the things the owner said, and then wait for experience 
to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would 
show his ancestry and race and give you an idea of the animal's capacity 
for speed and endurance. 

It’s the same in buying advertising space. Some publications sell 
“just a horse” and you have to take their circulation statement with a 
pinch of salt. 

The Boot & Shoe Recorder is blooded-stock. An 


A B C statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 
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MISCELLANEOUS 





Celebrated — a 
oS 


oS 
Wood ll 
Catalog No. 14 
Artificial Flowers 
Catalog No. 19 
Window Valances 
_ Stock 
Pluck a 6 Window — 
Samples 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 


Chicago 





NEW JORk Sam omow, \ pee 
est 36th 
Just East of estes 

















WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
| attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone Williamsburg 3410. 














Statement of Ownership, Management, etc., o 
the “Boot and Shoe Recorder,”’ published weekly at 
New York, N. Y., for April 1, 1922, required by the 
act of August 24, 1912. 

Editor: Arthur D. Anderson, 207 South Street, 

Boston, Mass. 

Business Manager: Everit B. Terhune, Brookline, 

Mass. ; 


Publisher: Boot & Shoe Recorder Publishing Co., 
Boston, Mass. 

Owners: United Publishers’ Corporation. 

Stockholders :— 
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lst day of April, 1922. 
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My Commission expires December 28, 1928. 
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Strong Association Planned 
By Buffalo Merchants 


| pasos retail shoe dealers at their 
regular monthly meeting, held in 
the Iroquois Hotel, April 5, decided on a 
drastic departure from the time-worn 
custom of holding their gatherings in the 
evening. In the vernacular of the street, 
they are going to “step out.” 

Steady decline in attendance has finally 
brought the officers of the city association 
to the realization that something must be 
done to revive interest in the activities 
of their organization. At the suggestion of 
C. H. Barton, president of the State 
Association, it was decided that for the 
next few months at least the experiment 
of holding their meetings in conjunction 
with a noonday luncheon will be given a 
trial. 

Committee to Push Plan 

This plan, it is believed, will stimulate 
new interest in the association through 
bringing out the representatives from 
the Main Street stores, who have been 
the chief delinquents in failing to regularly 
attend meetings. It is felt that a noon- 
day luncheon served in one of the local 
clubs at a nominal cost—the Ellicott 
Club or Chamber of Commerce seems the 
most likely selection—would have a gen- 
eral appéal in other parts of the city as 
well. 

The committee named to make arrange- 
ments for the next meeting, which will be 
held on May 3, comprises C. H. Barton, 
J. F. VanDeventer and C. I. Lanich. It is 
intended to bring to Buffalo for the 
occasion some speaker of national repute, 
probably an officer of the National 
Association. This, it was believed, would 
lend further interest to the meeting and 
result in a turn-out of large proportions. 

One of the most important items to 
come up at the next meeting will be the 
outlining of plans for a great membership 
drive, with a view to sending a great 
delegation to the State Convention next 
September. The city will be divided into 
zones and a “live wire” member designated 
to line up dealers in his locality. The same 
person would be made responsible in 
seeing that members afterward attended 
meetings regularly. 

The Buffalo Retail Shoe Dealers’ 
Association has wired Senators Wads- 
worth and Calder and Representatives 
Dempsey and Mead to oppose the pro- 
posed tariff on hides and leather, which 
shoe men here feel will mean higher 
prices and be detrimental to their in- 
terests. C. H. Barton, as president, did 
likewise on behalf of the State Association. 
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WANTED TO PURCHASE 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 
having a short term to run taken over. 
Established 25 years. 
I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








CAS EB PAL DD 


for shoe stores or surplus stocks of shoes or 
for other merchandise. taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New Y | 
Phone Spring igo S16Lsie 








We buy se 
= ~~ quedbantiee. Quantit no object. 
“hr ‘or sod gd D yoess our specialty. . 
BROOKLYN PURCHASING SYNDICATE 

FRANK WA Proprietor 
610 Broadwa rookl 
Phone 1757 
The NEW YORK EXPORT 
PURCHASING CORPORATION 


596 Broadwa 
New York City, N. Y. 


WILL Slow Sellers 
BUY Surplus Stocks 


Entire Stocks 














FOR 
CASH 


Milbradt Rolling 
Step Ladders 





2416 No. 10th St. 
ST. LOUIS, MO. 














MISCELLANEOUS 








SHOE STORE 
CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 
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“Recorder” 
page per issue: 
Space 1 time 7 times 
1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
3 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





rates for space less than one-eight 


13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 
Minimum amount accepted, seventy-five cents. 
“Want” advertisements, seven cents word 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


be 
Answers to ads must be sent under 























SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








SALESMAN WANTED by Western house mak- 
ing medium- ‘iced line of children’s, misses’ 
and growing girls’ Goodyear welts, in States of 
Missouri, Texas, Oklahoma, Michigan, 
New York and Pennsylvania. We pay 7 per cent 
commission on net shipments, settlements monthly. 
Address D-177, care Boot and Shoe Recorder, 189 
West Madison St., Chicago, Il. 


ALESMEN WANTED—Manufactureres’ be ms 

infants’, children’s and misses’ ee ge 
turns. Most complete line on the market a, = 
unusual value. Stock pr ition. 6 per cent com- 
mission paid weekly. = territories. References 
and lines carried. dress D-175, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 














ANTED — SAL a > CALL 
ee Chik 
AC “TER LIVE 


GOOD 
AND WELL. ry, SQUAINTED 

PLY STATE AGE AND ALL PART TIC ue 
LARS AS TO CAPABILITY. ADDRESS 
D-181, CARE BOOT AND SHOE RE- 
CORDER, 207 SOUTH ST., BOSTON, 

















GALESMEN’S OPPORTUNITY—To sell as a 
side line the best and longest wearing boys’ and 
girls’ shoe made in America. Salesman must be 

in company. We invite your investi- 
gation. Address D178, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








A FEW GOOD TERRITORIES OPEN ~ 
for salesmen, must be well 
acquainted with shoe trade in territory you 
apply for. Complete “wr of work and 
semi nailed and Goodyear welt 
shoes. State by rere evicusly oy agers 


and references. 
SHOE CO., my , EDWAE We 














ALESMEN WANTED—To carry our line of 
women’s welts and McKays in connection with 
another non-conflicting line on strictly commission 
in Southern and Western States. Shoes are 
baw priced, and good selling styles are in stock 
ready for i Replies must con- 
tain full information as to territory covered, line 
you are now carrying and annual volume of busi- 
ness. Address D-174, care Boot and Shoe Recorder, 

207 207 South St., Boston, Mass. 


Want®. SALESMEN—Quality work shoe 
for side line. 7 per cent commission. 
L. W. Shoe Co., Chippewa Falls, Wis. 











SEVERAL CHOICE TERRITORIES 
OPEN FOR EXPERIENCED SALES- 
MEN WITH RECORD - PROVING 
ABILITY TO DEVOTE ENTIRE 

TIME SELLING 
Our snappy, high-grade dress welts 
(solid leather) to retail at $7.00—5 
lasts, 5 shoes, 9 oxfords, genuine calf- 
skin (Russia tan, black and che 
red). Also Havana Brown and Blac 
Vici. Also to sell our solid leather 
Franklin Fox line—4 shoes and 4 ox- 
fords in high-grade chrome. Small 
kip sides to retail at $5.00. Give age, 
length of time in territory pref 
and previous record. 

OGDEN SHOE CO. 
Milwaukee, Wis. 





WAITED Sermo he satin Seno 
cisco or 

girls’, misses’ and children’s ee for Cah- 
ornia, le ~ and a per cent com- 
Halifax Shoe Co., Halifax, Pa Pa. a 


WANTED—Salesmen to to handle + | 
of Rochester-made infants 
Big getters. so Atieactivay 


priced. Write us any 
sired and ref re) _gossying ere * 


Rochester, . 6 awe 


Wente 8 eries salesmen to carry a side 
line of to the w 

Address D- }—s care and Shoe 

South St., Boston, Mass. 

















LINE WANTED 














ARE you a salesman? Then this is your oppor- 
tunity to represent one of the largest leather 
and shoe findings concerns in the country, selling 
the well-known Fairy Tale shoes manufactured by 
the Juvenile Shoe Corporation, complete line of 
leather, shoe findings and shoe store cnagiae. Ter- 
ritories still open in Tennessee, Carolina, 
South Carolina, Southern Mississippi and Ala- 
bama. If yn are not willing to invest brains and 

for the > opportunity in store do not answer 
this ad, otherwise give all details in your first 
letter. Address D-195, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


ED SALESMEN—Short side line of felt, 

leather and satin slippers for men, women, 
misses and children. Commission 5 per cept. 
Men selling to department stores and large re- 
tailers. All territories open. Answer with refer- 
ences and lines carried. Address D-196, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








SIDE LINE SALESMAN 
WANTED 

ai Milwaukee manufacturer wants men 
to carry as a side lirte six samples of a 
high-grade line of work shoes at popu- 
lar prices. Liberal commission. Ad 
dress D-188, care Boot and Shoe Re- 
corder, 207 South St., Boston, Maas. 











GALESMEN WANTED—For an in-stock line of 
women’s we “turns.” 6 per ye ht 
commission. producers need a ‘ ix 
D-197, care Rost ont Shoe Re- 





ALESMEN—Our new additions and increased 

output are going to allow us to use the services 
of a few top-notch salesmen. If you are one and 
are looking for a real line of work shoes and out- 
ings, backed by the most modern up-to-the-minute 
tannery and factory, get in touch with us at once. 
References will be requ Michigan Shoe- 
makers, Rockford, Mich 


Sor children’ WANTED—Western manufacturer 

of children’s and growing girls’ welt shoes has 

for nm; one in nsylvania, two m 

Middle i F.. drawi account on very 

liberal comm: A D-194, care Boot and 
Shoe Recorder, 20° 207 South St., Boston, Mass. 





Address 
— 207 South St., Boston, Mass 


(OPPORTUNITY FOR SALESMEN—We want 
in every State to sell Ballet sli 

to the retail trade. ge stock insures immediate 

delivery. Commission 10 per cent. Lowest prices. 

Best quality merchandise. Factory formerly sup- 

plying j . Address D-198, and Shoe 

ecorder, 207 South St., Boston, M. 

ee eet SHOE SALESMAN wanted 

fill vacancy in Ohio, Maryland, Virginia 

and West Viegas. - ae be man - calling on best 

Address 


commissions. 
Tweedie Boot Top le St. Louis, Mo. 











W ANTED—Manufacturers’ line of popular- 
priced women’s shoes for Central West, Ili- 
nois preferred. At present yyed as a a 
manager for chain stores. ddress D-190, care 
Hoot and Shos Recorder, 207 South St., Boston , 
Vass. 





Ls WANTED FOR pw akg COAST— 
Experienced salesman is desirous of securing a 
line of men's or women’s deetwenr for the Pacific 
Coast territory. Have represented pas of the 
leading manufacturers in this territory and can 
furnish best of credentials as to ability, character, 
ete. For further information address D-191, care 
a and Shoe Recorder, 207 South St., Boston, 








TO RENT 


© RENT—A department suitable for tigi dies® 
ladies’ and misses’ shoes in connection wi 

largest. ready-to-wear and = store in a 

city of 25,000 population. In the best location. 

Address all communications = Potlitzer Brothers, 

505. No, Broadway, Pittsburg, Kans. 


ros. RT -Ciething seers. ~—y— over 
thirty-five years a joing a business . 
Located in a prominent pone F in Philadelphia: 
—— sublet space for a shoe Tye my peg 

D-202, care Boot and Shoe 
he ay 207 South St., Boston, Mass. 














FOR SALE 


R SALE—Brooklyn welt shoe manuf 
Overhead small. Good 














A SMALL factory just s ating to expand with 
a proven line of infants’ t shoes, size 2/6 
want sev salesmen to handle the line on a 
7 per cent commission. Sf fe TO 
furnish satisfactory references, this line will 
you the money. Give territory, references and a 
in first letter. Address D-201, care 
and Shoe Recorder, 207 South St., Boston, 


Mieputation desires of long menting and good 
= desires to get into communication 

shoe salesmen with trade follow- 
oo ne ct non-competitive. i, * readily. 
Sam; it, easily carried. jection to 
rome a as side line. Liberal commission. State 


s coumection ond ive references. Address 
Briss, * Boot and Shoe , 207 South St., 


OPPORTUNITY 


a gw ee gn sales work and 

dvertising. Confiden’ vate business 
and private 

of Seo or individuals looked after. Claims ad- 

_ Bushee SERVICE Bureau, Shelbyville, 
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Cable Address BOOTRECO 





AND 


merchants. The chief purpose of 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


SHOE 


Per copy, 25 cents 


RECORDER. 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “‘more”’ but “‘right”’; sold for the sight punpese, | to the 


wearer, in th ht fitting, for the ht price, at the right profit. 
pt "The Set f “The Bot end Shoe Recorder” is to help solve it; for this is the basic = upon 


which depends the progress of the entire allied industries relating to shoes and leather; their production and dis 


Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One Year 


Root Newspaper Ass'n. Member of Audil Bureau of Circulation. 
Entered at the Post Office, Boston, Mass., as second class matter. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


This is the great problem of 


Canadian, $6.00 


Foreign, $10.00 





Printed in U. S. A. 
ie 











HELP WANTED 


POSITION WANTED 








SIMON BROS. LTD. 
DEPARTMENT STORE 
Alexandria, Louisiana, 











ANTED—A-1 shoe man to take char; et ees 
t. Must Be qed Stee See 
and men’s shoes. 
pas. eines ox enaartel, 
- orking if tisf: 
mence w wages are satisfactory. 
M. Bh Blum, Rice Lake, Wis. 


State in first let = 
, num- 
of experience, how soon you could | com- 





Brager of Baltimore 
Wants a Shoe Buyer 


A live man who knows the ma 
mote ‘al sales and ma bald 


‘ull particulars in your 
Rpts’ giving to ioe A. Stanley Brager, 


BRAGER OF BALTIMORE 
Baltimore, Maryland 








SHOE BU YER AND SALES MANAGER 
= experienced shoe man to buy 

and manage our men’s, women’s and 
children’s shoe department; one who 


volume of 





al opportunity = te future to the 
vee t man. 
THE Le ee co. 
Richmond, V: 


WANTED—By yume man of 30, positon as 
cutting-room foreman. Have had 15 years’ 
cutting-room experience including the past — 
years as stock ed, be and assistant foreman. 

t wish to make ye wall 


Shoe 
, 207 sontn St., Boston, Mass. 


potty as WANTED—Enuropean agent, thor- 
oughly American shoe man, 38 years 

of age, educated in Germany, to Eu this 

season. Has connection in Danzig, 

Berlin, Hamburg, London. Has been with best 

houses in the shoe trade for - years buying and 

selling. Position as buyer 

Address K-583, care Boot and 5 

Duane St., New Yo York, N. 


er WANTED—By an mn qupesinnsed retail 
manage. 

Will, go any place. yrs D- 93, 5 Boot and § Shoe 

Recorder, 189 West Madison St., Chicago, Ill 

















PROPOSALS 


PROPOSALS FOR INDIAN SUPPLIES: De- 
went 





ba x 

envelope: * class 
poe By ytd. 8 to the 
“Commissioner of Indian Affairs, 310 Elm Street, 
St. Louis, Mo.,” will be received until 10 o'clock 
A.M., pa com of the following dates and on the 
class of supplies specified, and then opened: Hard- 
ware, soa 1922; Furniture, May 10, 1922; 
Har: 2: Ma 19, 39, 3935; Tinware, 

oes, Ovi 

ao Oils, etc., May 10, 19235 
May 12, 1922; Carbide, etc 
speeaies op 





ledine Ww 
Louis and San F i 
serves the right to ‘any or all bids, or any 
part — any bid, to post tented or 


Bong Danie subject i correction 


Soe re- 


























“Where to Buy” constitutes a 
source of knowledge so that he who 
er on re may read 
—and learn. 





INFORMATION f=. Ses 























PUBLISHED WEEKLY IN THEtINTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas: 
GEORGE W. R. 

Hat AER GR ie tras 
SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 

ARTHUR D. ANDERSON, Editor 

E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 
PUBLISHER’S NOTICE 
ae yy my pete ‘s00 yen 
Boot and Shoe Ri —~ = 
advance, which pete judes 
United States, = Hewalien, Islands, 
ilippine Islands Mexico. The price 
for ada i is $6.00 a year including postage. 
heey ~ SUBSCRIPTION—The price to all 
foreign countries the above is $10.00 
ae yee yous, ie including postage 
bscriptions are ey ee in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 








OFFICES IN 





BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. HILL, Manager. Telephone 507 


CHICAGO oh bg A 189 West Madison St. 
Telephone Main 1089. B.C. Bowen, Manager. 
ST. en, OFFICE: 1627 Locust St. B. C. 


NEW YORK OFFICE: Room 101, Graham Bidg., 
27 Duane St. H. Walter Scott, Manager. 
Telephone 2425 Canal. 
PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 


HAVERHILL be ae Chamber of Commerce 
a ational Bank Bldg. Geo. 


CINCINNATI OFFICE: 810 Second Nutional 
Bank Bldg. H. M. Bowen, Manager. Tele- 


ROCHESTER OFFICE: 609 Powers 9 

L. Seward, Western New Y: 

Representative. TT Stone 6314. 

LYNN OFFICE: Fred A, Gannon. 

MILWAUKEE OFFICE: Leonard S. Meyer, 

. C. Bowen, ), 405 Broadway. 

‘elephone Broadway 18: 

WaeRGTOM OFFICE: " William L. Daley, 
816 Fifteenth St. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 


Lospes OFFICE: John = Carty = Manager, 
1 Haymarket, London, 8.W., 1. England. 
AUSTRALIAN OFFICE: oo "Lit. Collins St., 

jerie is Manton, Manager. 
CONTINENTAL ore William —— 


Mosege, 2, Vi 

=: INA? Buenos Aires, Rivedevia, 2721, 

BRAZIL: ant Tein’ S, Fitch, 88 Rua Generel 

CHILE: tiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomes, Corrales, 2A Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wagen, 


SPAIN: G . Leoncio de Miguel, Librero 
Editor, 20 Fuencarral, Madrid. 





184 BOOT 


AND 


SHOE RECORDER 





INDEX TO ADVERTISERS IN THIS ISSUE 





BOOTS AND SHOES 


Arch Aid Shoe Co., Rochester, N. Y......--- 33 
Arnold, M. N., Shoe Co., No. Abington,Mass. 146 
Ault-Williamson Shoe Co., Auburn, Me... .28 


B & P Footwear Co., Oswego, N. Y........- 171 
Barry, T. D., Co., Brockton, Mass.........- 168 
Bartlett-Somers Co., Lynn, Mass.........- 21 
Bass, Geo. H., Co., Wilton, Me.............156 
Bates, A. J., Co., Webster, Mass......... .30,31 
Berry, A. H., Co., Portland, Me............- 140 
Bleeker Shoe Co., New York City........ 14-166 
Blum Shoe Mfg. Co., Dansville, N. Y....... 166 
Brockton Co-operative Shoe Co..........- 169 
Brockton Shoe Mfg. Co., Brockton, Mass136, 137 
Brooklyn Slipper Co., Brooklyn, N. Y....... 180 
Brooks Shoe Mfg. Co., Philadelphia, Pa.... . 167 
Boston Felt Slipper Co.............-.+++5+ 161 
Boyd-Welsh Shoe Company, St. Louis Mo.. 6 
Bunker Hill Shoe Co., Everett, Mass... .. .. 154 
Burkley Shoe Co., Brockton, Mass.......... 180 
Cambridge Rubber Co., Cambridge, Mass... 51 
Chipman-Harwood Co., Boston...........- 178 
Clapp, Edwin H., Co., E. Weymouth, Mass. .168 
Collins & Staples, Haverhill, Mass.......... 166 
Coon, W. B., Co., Rochester, N. Y.........- 4 
Cotter Shoe Co., Lynn, Mass............... 20 
Cousins, J. & T., Brooklyn, N. Y.. . 12,13 
Craig, Read & Emerson, Inc.............- 170 
Creighton, A. M., Lynn, Mass.............- 5 
Crooker & Morse, Inc., Bridgewater, Mass.. 45 
Dalton Co., Brockton, Mass...............- 157 
Degen-Lipp, Inc., Brooklyn, N. Y.........- 178 
Doherty Bros., Avon, Mass..............++- 16 
Doyle, Mullins, Brockton, Mass............ 169 


Duttenhofer, Val., & Sons, Cincinnati, O. ..142 


Eaton, Chas. A., Co., Brockton, Mass...... . 18 
Fd ds Shoe C y, Mil k Wis., 

Front Cover 
Edwards, J., & Co., Philadelphia. ... . 4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y.....171 





Ensign Shoe Co., The, Belfast, Me......... 170 
Federation Shoe Co., Haverhill, Mass...... . 164 
Felstiner-O’Connell Shoe Co., Inc......... 167 
Fern & Poor Co., Ime...................1..167 
Field & Flint Co., Brockton, Mass.......... 14“ 
Fisher, A., & Son, Lynn, Mass............. 21 
Ford, C. P., & Co., Rochester, N. Y......... 160 
Freeman-Thompson Shoe Co., St. Paul, 
BE, os é cs cvccncvedcssbesetubetsevbeace 166 
Friedman, B., New York City. ............. 162 
Friedman-Shelby Shoe Co., St. Louis, Mo. 
3d Cover 
Gardiner, H. K., Co., Lynn, Mags........ 21-23 
Goding Shoe Co., Chicago, ITl............ 38, 39 
Goodrich, Hazen B., Co., Haverhill, Mass. ..179 
Greeley, A. W., Co., Haverhill, Mass....... . 180 
Gregory & Read Co., Lynn, Mass.......... 3-20 
Grieb Shoe Mfg. Co., Philadelphia, Pa. ..... 56 
Gustin Co., M., New York City........ 166-169 
Hagerstown Shoe & Legging Co., Hagers- 
SOU, Bil <040000 cananneeceancenesnntaes 42 


Hannahsons Shoe Co., Haverhill, Mass. .126, 127 
Harding Shoe Co., Inc., Haverhill, Mass. . . . 167 
Harney, Tracey & Crehan Co., Lynn, Mass. 21 


Harney, P. J., Shoe Co., Lynn, Mass... .... 20 
Hennessey, Maxwell & Hennessey......... 20 
Hood Rubber Co., Watertown, Maas... ..... 17 
Howard & Foster Co., Brockton, Mass... .. . 169 


Hoyt, F. M., Shoe Co., Manchester, N. H. .62, 63 


Johnson Bros. Shoe Co., Hallowell, Me..... 48 
Johnston & Murphy, New York City....... 168 
Jones & Thomas, V. K., & A. H., Co., Lynn, 
se ee cocce 3D 
Juvenile Shoe Cosp- ., Carthage, Mo.. oooet 


Karelis Shoe Co., Haverhill, Mass..........155 
Keith, Preston B., Co., Brockton, Mass..... 42 
Kiely, T. J., & Co., Lyon, Magsy........... 2 


I, Bic Gis Ged cdcccesscpenncsyeces 9 
Kunstman Shoe Co., Chicago, Ill........... 40 
La France, Lynn, Mass...............-.+++ 20 
Lax-Abowitz, Brooklyn, N. Y............--- 179 
Lilly, Henry, New York City..............- 170 
MacMaster, J. J., Rochester, N. Y..........176 
Maid-Rite Felt Slipper Co., Inc........... 167 
Marion Shoe Co., Marion, Ind.............. 2 
Marshall, C. S., Co., Brockton, Mass........ 1 
Marston & Tapley Co., Danvers, Mass. .139, 170 
Martin, A. H., Co., Rochester, N. Y........ 171 
Musphy, Gorman & Waterhouse, Lynn, 7 
Nessistem, A. E., Syracuse, N. Y............ 168 


Ne b-And Shoe Co., Rochester. .. 171 
a a ~o & Weldon Shoe Co., Milwau- = 





BR, WOE cc cncceseetcrvesesenencossdeedet 
Olenick, I., New York City................- 181 
Outing Shoe Co., Boston. .............++.- 158 
Packard, M. A., Co., Brockton, Mass. .. 185, 168 
Peck, Frederick S., Worcester, Mass........ 170 
Phillips-Cram Corp., Haverhill, Mass...... . 166 
Ramsey, E. J., Co., Brooklyn, N. Y......... 8 
Reed, E. P., & Co., Rochester, N. Y......... 29 
Rice & Hutchins, Inc., Boston............. 64 
Rosenberg, S., & _—™ PE ccesoucceces 152 


Selby Shoe Co., Cincinnati, O.............. 61 
Smith-Briscoe Shoe Co., Lynchburg, Va... .169 
Smith, Wm. Sumner, Chicago............. 170 
Stacy-Adams Co., Brockton, Mass.......... 168 
Standard Felt Co., West Alhambra, Cal... -. 37 
Stockbridge Shoe Co., Haverhill, Mass. ..... 167 
Stetson Shoe Co., So. Weymouth, Mass., 

25, ‘16, 169 
Stockbridge Shoe Co., Haverhill, Mass... ... 167 
Stonefield-Evans Shoo Co., Rockford, Il.... 22 
Stone, K. M., Co., Inc., New York City... ‘T1770 
Sullivan, P., & Co., incinnati, _* Sauam 2159 
Tessier & Bowdin, Haverhill, Mass... ...... 167 
Thomspon Bros. Shoe  Dasckeen, Mass. 168 
Thomson-Crooker Shoe hoe Co., Boston........ 
Union Shoe Co., Brockton, Mass............ 169 


United States Rubber Co., New York City, 
43, 132 


Watson Shoe Co., Lynn, Mass.............. 20 
Weber Bros. Shoe Co., No. Adams, Mass... . 28 
Westcott-Whitmore Co., | % ae 
Whitman & Keith, Brockton , Mass... .. 160, 168 
Williams Clark Con. Lyna, ela eat 36 
Witherell, E. A. & M. Cc... co. ae. . - 167 
Wobst Shoe Milwaukee, Wis........... 47 
Wright, E. T., & Co., Inc., Rockland. Mass. .150 


LEATHER AND OTHER MATERIALS 


Beggs & Cobb Co., Inc., Boston............ 173 
Berger, Max H., Brockton PEM dacocstees 173 
pane ye, postsbes cosecess 173 
& Cook Gor » Rane RE 173 
Foerderer, Robert H., Inc., Philadelphia, Pa. 
54, 55 
Hunt-Rankin Leather Co., Boston......... 180 
Zomas Gang Be Bre BAGG. isc diviticccviscccecs 173 
Kistler, Lesh, Imc., Boston. ................ 180 
Lawrence, A. C., Leather Co., Boston, 
26, 27, 58, 59 
Monarch Leather Co., Chicago, Ill. ........ 36 
Panther Rubber Co., Stoughton, Mass... ... 128 


Quabaug Rubber Co., No. Brookfield, Mass. 134 
Scherer, Oscar, & Bro., Inc., New York City 53 
Schmidt, Cari Co., Inc., Detroit, 


E., & op oe 
eee Fyn Ree dig 129,130 
Skinner, Wm., & Sons, New York City. .... 32 
Thomas, Lake & Whiton Co., Boston. ..... 163 


Vaughan, Geo. C., Peabody, Mass .......... 10 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston.............-.- 57 
Boston Blacking Co., Boston..............- 154 
Brockton Stay Co., Brockton, Mass........ . 162 
Cincinnati Last Co., Cincinnati, O.......... 173 
Cleaning Compound Mfg. Co., New York 
Ge cen cscicccdcccvcesectecsevectiveees 171 
Griffin Mfg. Co., New York City........... 158 


New England Wood Heel Co., Haverhill, 
North & Judd Mfg. Co., New Britain, Conn. 34 
Tubular Rivet & Stud Co., Boston......... 138 


United Fast Color Eyelet Co., Boston... ... 186 
United Shoe Machinery Corp., Boston. .44, 52 


Whittemore Bros. Corp., Cambridge, Mass. 40 
Wiechman Pattern Co., Cincinnati, O...... 173 


FINDINGS AND SHOE STORE SUPPLIES 


Clifton Mfg. Co., Boston. ..........+++0+++ 34 
Coultas Co., D. W., Providence, R.1........ 173 
Decorator’s Supply Co., Chicago, Ill........ 154 
Elastic Tip Co.. Boston............-+e0+0++ 171 
Ellis, W. E.,Co., Haverhill, Mass........... 172 


Emery & Beers Co., Inc., New York City... 24 
Fashion Ornament Co., Brooklyn, N. Y. . ..17: 


Hecht Fixture Co., Chicago, Ill............. 181 
Kahn, Edw. E., Co., Brooklyn, N. Y........ 172 
Milbradt Mfg. Co., St. Louis, Mo..........- 181 
Miller, O. A., Treeing Machine Co., Brock- 
Cem, REaew. 2 os cc ccccccsccvesccsoccvecsess 50 
Myers, F. E., & Bro.,Ashland, Ohio....... .. 181 
Onken, Oscar, Co., Cincinnats, Ohio........ 181 
Parisian Beading Works Co., Philadelphia. .172 
Scholl Mfg. Co., Chicago, Ill. ............+++ 35 


Simplex Foot X-Ray Co., Milwaukee, Wis. . .148 
Success Manufacturing Co., Spokane, Wash. 180 


BEEGR. nconp cones pc oasennceencoeneconacese 180 
Vanity Novelty Works, Brooklya, N. Y..... 172 
Whitcher, Frank W., Boston............... 56 
Window Decorators...........-+-+++se005 171 
Wizard Lightfoot hgglianee Co., St. Louis, 

BD <enceddcvccct cuacstcenavetnecest 2d Cover 

MISCELLANEOUS 
Atlantic Printing Co., Boston.............. 174 
Blacher, Chas., New York City......... «++ 181 
Boot & Shoe Workers’ Union, Boston... .. . 46 
Brooklyn Purchasing Syndicate... ........ 181 
Brooklyn Footwear Manufacturers... ..... 49 


Brooklyn Remodelling Co., Brooklyn, N. Y. 162 
Calderwood & Preg, Inc., Boston...........174 


Hooper Printing Co., Boston.............-- 174 
Howard Print, The, Campello, Mass........ 34 
Kalter Cerf. Co., Max, New York.........-. 181 
New York Export Purchasing Corporation, 
Mew Vash Gigecc desc cccccaddccpdee a 
Rent Co., F. B., Bastam,.....ccccoecccesecs 174 
Tolman Print, Brockton, Mass.......... 6, 174 
University Electrotype Foundry..........-. 174 


April 15, 192: 




















April 15, 1922 BOOT AND SHOE RECORDER 185 


POCONO POCONO 


NOW 
IN STOCK 















No. 78 No. 77 
Women’s Snow White Elk Sport Ox- Women's a Buck S 
ford, Patent Leather "ye Rubber ford, Russia eyrat Piueer 
Sport Sole. A, B, C, D, 34-8 Sport Sole. A, 5 C. D, 3 
. THE 
POCONO 
No. 79 POCONO 
w ‘s Pearl Elk Golf Oxford 3 
Russia, Saddle, Rubber Golf Sole. Women’s Tan | Norwegian. eiete 
-8. uu 
A, B, C, D, 34-8 gy at sant > Black , 
gian. 
ma 
All styles on this 
page will surely 
help to increase 
your business. 
REGIS 
No. 595 





No. 520 
35 Russia Philadelphia Oxford. Tony Red at oe Tetrth Oxford. 
B, C. D. 6-11. 
No. 521 


Same style as above = t* Velour 
Calf. B, C, 6-11 


No. 81 
No. 80 Same otyte im Golf 
Pearl Elk Cot Outed, & 7 <- Golf Bal. C, D, 6-11 











ORMOND WIRE 

 - ORDERS 
ehaher M. A. PACKARD CO. NOW 

BROCKTON, MASSACHUSETTS Rush Service 
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HETHER flashing from beneath the heavy brocaded gown 
and multitudinous petticoats of a Madame Pompadour of 
Louis XV’s Court, or proudly displayed on the slim, trim foot of the 
maid of the moment, attractive footwear has always held the interest 


of the wearer and observer. 


It is the wise retailer who leads his critical feminine patron to that 
which is always triumphantly distinctive—the shoe with the Dia- 
mond Brand Fast Color Eyelet. 


United Fast Color Eyelet Company 


Boston, Massachusetts 
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ow ABOUT THE MOOD OF 
IUR SHOE DEPARTMENT ? 


ES IT REMIND ONE OF LICHT- 
ESS, YOUTH, AND VARIETY ? 


















OX SLIPPERS, PUMPS, AND OX- 
ORDS IN BLACK AND COLORS, 
XPRESS CAIETY AND LIFE. 





OX FOOTERY CHEERS A SHOE 
DEPARTMENT, IN APPEARANCE 
ND IN SALES. 








harles K. Fox, Inc. 
averhill, Mass. U.S.A. 


DSTON; 54 LINCOLN STREET. NEW YORK: MAR. 
IDGE BUILDING, BROADWAY AND 34TH STREET, 
POM 632. CHICAGO, GREAT NORTHERN BUILDING. 
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Stock No. 355 


‘tr 
~~ 
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White Saint Regis Cloth Flapper, Wingfoot Rubber 
Heel. Timed with the countrywide style movement. 


$3.40 


Less 5° 30 Days. 


Made up in A, B and C widths. 


Send for folder showing seven 
quick-selling styles in stock. 


3 
a0 |) 


an 








Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, MASS. 
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THE POPULAR COLORS : 
have greater value in ww 
: a 


STANDARD KID 


STANDARD 











KID 


GUARANTEED SELECTIONS 


WHITES 
HAVANAS 
GOLDEN BROWN 
CHAMPAGNE 
CAMEL 


You, the retailer, receive both the complaints and 
compliments on the shoes that someone else makes. 
As a self-protective measure you should know some- 
thing about the leather which goes into your mer- 
chandise. 


Where STANDARD KID is used, a legitimate bid 


has been made for the customer’s good will. 


STANDARD KID is for those good-shoes-at-a- 
popular-price. It is the leather that gives pleasure 
to the observer and “value received” to the wearer. 


Samples sent for your selection and inspection. 








THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 
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Tony Red Calf 
Newport Last 
12 Iron Edge 
Wingfoot Heel 


$5.00 














IN STOCK 


A to D 


MARION KNOWN FOR HER SNAPPY STYLES 


The season’s leading number for men who wear high shoes. 
Attractive light perforations. That popular Tony Red 
color. One of our best fitting lasts, the Newport. 


It will pay you to keep a run of sizes always on hand. Mail 
your order today. 


MARION SHOE CO., 


MARION, INDIANA. 





























\_ I" WESTERN OUALITY DEASTERN STYLE J 
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EWPIE [WIN 


SHOES for CHILDREN 


REG. U. S. PAT. OFF. 


The Highest Grade Line of Double 
Sewed Goodyear Stitched Footwear 
Made In United States 


The Finest of Upper Stock Including John R. Evan’s Ruby Kid and Patent 
Leathers—Carl Schmidt’s Fine Calfskins and a Fine Grain Line of 
Elk—Solid Leather Counters—Solid Leather Box Toes— 

Wood Pegged Leather Heels—Flintstone Oak 
Bends for Outersoles—Flexible Insoles— 

Juvenile Strong Wear Lining 


A FULL LINE OF PATTERNS 


45 j 
38 
24 ‘ 
20 30 
40 


BOOTS LOW SHOES 
2-2C,D,E 8%-11%C,D,E 5-8D,E 2-5E 12-2C,D,E 8%-11%C,D,E 5-8D,E 2-5E 
2.85 2.50 2.25 1.75 2.50 2.30 2.10 1.60 


Write for Information Regarding Sales Agency 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, MISSOURI 


Williams Marvin Company, San Francisco and Los Angeles, are our Pacific Coast Agents 
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STYLE 41] 


IN-STOCK 





























IMMEDIATE SHIPMENTS 


WHITE BUCK OXFORD 


Goodyear Welt—Welted and Stitched Heel Seat 
Width A to D—Pnice $4.50 


MUNN A 


‘Follow the Creighton Line” 


A. M. CREIGHTON LYNN, MASS. 





OT 
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A Capital issue? 


It may seem sc—but—it’s not so important at present. 


Forget the ‘Fall and Winter Shoe Winter.’’ 
With the White Season Going Strong, insure your Re-orders now. 


Specify 
The UW Rilest Whites 


White Levor Grain Kid—Cabretta 
White Levor Grain Goat—Chevrettes 


Producers 


CS Sevor + Cor Ine 
The Whitt Nourse of Lmertica 


NEW YORK GLOVERSVILLE, N. Y. BOSTON 


Distributing Force: 
ARTHUR S. PATTON LEATHER CO. GEO. W. NEWMAN LEATHER CO. 
ST. LOUIS CINCINNATI 
McGAW & ATKINSON EDWARD ZOHRLAUT 
CHICAGO SAN FRANCISCO 











The Boot and Shoe Recorder will appreciate your mentioning the valiibenthens in dialtone to advertisements 














BOOT AND SHOE RECORDER April 22, 1928 - 
y pre 


Just In Time! “!5° Showing Pity 
Ready-to-Ship on 


Our line of White Shoes this season is so comprehensive and varied 


624—White Reinskin Cloth Oxford, with white kid s 
apron and tip, perforated exactly as illustrated— 612—White Reinskin Cloth Oxford, stitched exactly 
as illustrated—lightweight Goodyear. welt sole—white 


Goodyear welt sole—white welting clear to heel seat— J 
10/8 military white enameled heel welting clear to el seat—13/8 covered military heel 



















—white rubber top lift—a wonder- —white ivory top lift—a 
ful seller. AA, A, B and C; 24% ot smart  eradlion B and 
bcc sawionsecascodcoeeede $3.85 C, 2% to 8.........$3.85 





610—Exactly same style as 
above, except 10/8 white 
enameled heel with white 
rubber top lift. ..... .$3.60 
















617—Exactly same 
style as above. wit 

black calf apron and 
tip. $3.85 
618—Exactly same style as above, 
with patent apron and tip. . . 33.85 





622—White Reinskin Cloth Oxford—white kid 90 

stripped tip and white kid stripped in back of eyelets yt I ye ce hive sel a 
and quarter—perforated exactly as illustrated— O78 ye «Ang t sole—white ting wat 
Goodyear welt sole—white ivory welting clear to heel 1 oS eas enameled hee H ae wubber top lift— 
seat—10/8 white enameled heel—white rubber top nic! ckle—very popular —A, B and C, 24 A+ 
lift—a big number—A, B and C, 2% to 8..... $3.85 615—Exactly same style as above ° 13/8 “ 
tary covered heel and white ivory top lift. ...... $3.85 






















0300—White Reinskin Cloth “Flapper” Pump—pat- 0100—White Reinskin One Strap Button Pump — 
ent tip, collar strap and quarter—perforated exactly tent tip, strap and a perforated exactly as 
as illustrated—Goodyear welt sole—white welting illustrated—Good year welt —white welting clear to 
clear to heel seat—8/8 black finished heel seat—11/8 white enameled heel —white rubber top 

heel—black rubber top lift—large lift—A snappy number —A, B, 

nickel slide buckle—a good sport num- and C, 244 to8........ $4.00 

ber—A, B and C, 2% to 8...... $3.35 sea wits Reinskin Cloth 

One Strap Button Pump—cut- 

3422—White Reinskin Cloth out quasiee—baw’ turned sole 

Strap Button Pu mp—hand- ey Spanish Louis covered 

turned sole—13/8 military heel —A, B and C, 2% 


covered heel—A, B and C, OD Giencesesecsoad $3.75 
2% to 8 $3 


teens 50 3720—Same as 3722 in 
Sains ee Se $4.85 


TOBER-SAIFER SHOE COMPAN¥o; 


Novelty Footwear in Stock 


1312 Washington Avenue St. Louis, Mo. 1319 
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lvles of White Footwear on the Floor 
’ pt of Your Order 


an supply your most exacting demand. SEND US YOUR ORDER. 


White “Eve” Cloth Oxford—Goodyear welt 67 —White Canvas Oxford—hand-turned ote te 

hite welting clear to heel seat—12/8 white ere covered heel—a fast selling number 

d heel—white rubber = lift—a practical D, 
and D widths, 3 to8............-- $2.50 














706—Exactly same sty’ le as 
above in White Canven—94 
white enameled heel—white 
_Tubber top lift—C and D, Sues 
2. 


wag et 





53.60 | 
mili- White Canvas One-Strap Button Pump—hand- 1350—White “Polar” Cloth One Strap B Butto “FI | 
83.85 —a shoe for — per” Pump—hand-turned sole—8/8 covered - ‘fla t heel : 
Prerererer eT eter ere ae in big demand—A, B a 34 2 4,08 te 52. -e 
“Exactly musneap bo oon, omnes _— —Z Cloth—C and D widen te s0 above in = -aseuet 





3674—White Reinskin Cloth “Flapper” 

65—White “Polar” Cloth Three-Strap Pump—silk P kle—f 
French corded all over—hand-turned so! 13/8 mili- rifevible sole—-8/8 ——- ee ade — 
tary covered heel—a dressy mer ing style—A, B and C, 2% to 8...... $3.60 


C_and D, 3 to 8.........++-+- 

70—Exactly same style as 
72—Exactly same style as above, ex- 
my = Edel meee 4a'as above in White Canvas—C and 















\TOBER-SAIFER SHOE COMPANY 


Novelty Footwear in Stock 


1312 Washington Ave. St. Louis, Mo. 





lo. 
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| | A V AN N A Jungs 4 " oe, Sees 
The Holters Company of 
Cincinnati designed this 


extremely modish “ one 


NEW CASTLE KID strap” of all Havana 


Brown NEW CASTLE 


€ . > y Kid. 
The Outstanding (olored Leather Surety 
On Which There Is No Speculation 


= 
wry 


Swen 


a Ps gt 
“UubkindhdaSe? Abded 


Sketched on Pennsyloania 
Avenue 


({({ (| 


One of the most richly 


(( (1 


styleful Easter costumes 





\\\ 


ii \ 


noted in the Washington 
“style parade.” 

Made of a dark tan wool 
fabric with sleeves fin- 
ished in fine ornamental 
tucking. Shoes of Hav- 
ana Brown Kid —NEW 


CASTLE, of course. 
; RUE aristocracy in leather, as in human 


beings, mani‘ests itsel’. It can be quickly 


recognized. 


Many prominent users have termed 
NEW CASTLE Havana Brown Kid 
“the aristocrat of colored kid leathers.” 
However deserved this name may be, it is 
highly significant that New Casile Havana 
Brown is more widely employed in the 
manu‘acture of shoes of the highest type 
than any other kid leathers in brown 
shades. 


NEW CASTLE LEATHER CO., INC. 


NEW YORK Bb 
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RENCH.SHRINER & URNER 


MENS SHOES 


























HE Derby (shown above) sells successfully in com- 
petition with even the highest-priced custom-made 


shoes. 
It is a straight model, with flat forepart 


and a slightly receding toe. 


Our dealers have found that its ultra smart lines, extreme 
comfort, and long wearing qualities,—‘built in’”—with 
characteristic French, Shriner & Urner thoroughness, have 
made this shoe one of the most profitable they have ever 


carried. 
No. 52 Gallun’s No. 11 Russia Oxford 
No. 189 French Calf Oxford 
No. 71 Cordovan Oxtord 


Immediate Deliveries from Stock 


FRENCH, SHRINER & URNER 


Factory and Salesrooms 
63 Melcher Street, Boston, Massachusetts 




















Superiority Built in, ieee Not Rubbed On 
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“Just as good, or 
the same as’’ 


LOTUS 


Reg. U.S. Pat. Off. 


eATTEMPTS to imitate leathers which have won the 
recognition of shoe manufacturers and retailers, because 
of their superior qualities, are numerous. | 


Statements similar to the above have been made by 
salesmen trying to sell shoes and leather of questionable 
quality in comparison. 


Are you willing to sacrifice the quality of your shoes? 


LOTUS is the registered trade name for our full- 
grain boarded colored leathers, made in calf, kip and 
sides. For years LOTUS has been the standard for 
high grade footwear. 





Because of its wearing qualities and lasting appear- 
ance, leather buyers always give it the preference. These 
leathers enjoy an enviable reputation, because of their 
distinct superiority. 

Pfister & Vogel Leather Company are the originators 


and sole producers of LOTUS. When buying leather or 
shoes, be sure that you get LOTUS, because it will not 


bear imitation. 


PFISTER & VOGEL LEATHER CO. 


MILWAUKEE WISCONSIN 
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THESE GOODS ARE 
IN STOCK—READY TO SHIP 


No. 457—Black Kid Rhoda One —- Imitation 
Law 'AA 13/8 A wo Doe Heel, Goodyear Welt, Say 


No. 442—Patent Rhoda One Strap, pasitation Ti 
10/8 Heel, Goodyear Welt, Princess Last. toD 
Prine $4. 00 


No. 447—Peters White Reignatin One! One Strap Bote. 
White Kid Trim, 10/8 Ivory Rubber Heel, € 
year Welt, Princess t. AAtoD.. Price 0a00 


Your order for any 
of these styles will 
receive immediate 
attention and go 
forward at once. 


Our catalog shows 
many other num- 
bers which are 
just as good sellers 
as the ones illus- 
trated on this 


page. 


YOU SHOULD 
HAVE IT 
ON FILE. 


No. 478—White Nu-Buck Golf Oxford, Dull Calf 
ced ddle, White Rinex Smooth Rubber 
Heel, Goodyear Welt, SportgLast AA + D +.38 
Price . 


No. yyy Mey rid Strap Imitation Ti 
Single Sole 10/8 Heel, Princess Last... -Price $3.30 
No. 355—Same style in Black Kid. AtoD. 

Price $3,30 


No. 476—Peters White Reignskin Pattern, 
One Strap, Patent Saddle Strap, 1¢ vory Rubber 
=. vo te Ivory Sole, Goodyear Welt, va ean 


THOMSON CROOKER SHOE CO. 


C. R. THOMSON, President 


BUFORD H. JONES, Vice-President and Sales Manager 


J. M. THOMSON, Treasurer 


C. H. SULLIVAN, Secretary 


P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 
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) The Proper Dressing 


APYTOY, 


es 6 ee oe  ee -  e 


TURN SHOES for Smoked Horse 


nenipeapmiiy oni Smoked Elk 


SPORT SHU Cleaner Dressing is 
the original dressing used by shoe 
manufacturers. At their request, 
we have placed it on the market. 
so that retailers may obtain it. 











HHO 


Style 253B Patent Leather wor} 


Sandal. Price, per pair, $1. 


SUPERIORITY = 
We manufacture for the retail trade exclusively a ; — 
complete line of children’s superior quality flexible | yl 


i 


turn shoes. Sizes—full and half 1 to 5. Every 


shoe sample lasted and 
GUARANTEED | = 
ALL LEATHER : ! | 


Soles cut in our own factory from highest grade 
flexible oak-tanned bends. Highest quality leather 
counters, insuring longest possible wear. All styles 
made with mock heel. 

















Pg. 


— da ‘ 


Jp 








Insist that jobbers give you 
SPORT SHU Cleaner Dressing. 
Dressings not designed for Smoked 
Horse and Smoked Elk are unsat- 
isfactory and costly in the long 
run. 


SPORT SHU contains no turpen- 
tine, naphtha, or other strong’ in- 
jurious solvent. 





Write today for a sample dozen. 
The price is moderate—$2.00. 


NEW ENGLAND 
hi, BLACKING CO. 


CHILDRENS SHOE 24 Binford Street 


ROCHESTER  —_ NEW YORK ( 



































‘AOU 
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HANNAHSONG 


IN STOCK IN STYLE 
OTOL L LL LLL MADE IN HAVERHILL ee MeL 


No. 565 


$1.85 


B-565—White Canvas 
Just as Brockton is known side Phrickle, 978 fat om 
throughout the country for the 1 DES. 5 Ce 
%, . B657—Same as above, ex- 
manufacture of men’s fine shoes sat gue Gea . oe 
Haverhill is famed for its Wom- 
en's footwear. 
Ever since the earliest Colonial 
days the manufacture of foot- 
wear for women has been Haver- 
hill’s leading industry. The skill 
of the father has been passed 
along to the son for generation 
after generation, until today the 
workers in her shoe factories are 
literally “born” shoemakers. 
I No. B810 
Hannahsons’ shoes are made 835 ig —_ 
> tin 7recian 
by these skilled workers. When 14/8 Spanish, J 
leather lined. 
you buy them you get well-made, 244-8. 
stylish shoes at popular prices, B815—Same as above, ex- 
° . > cept with 12/8 military 
A trial order will convince you. heel. 
Send it today. 


No. B515 

$1.75 

— ine one , 
trap, military heel. 
B, roi D. 2-8. 

No. eg as above, 
except with 14 Spanish 
Jr. heel, a 


B775— om Satin -Flap- 
Pec, 9/2 he one-strap flat 
ay _ heel. B, ( 
$3.00 


B785—Same as above, ex- 
cept genuine turn. . .$3.35 


HANNAHSONS SHOE CO. HAveERHILL, MASS. 


MAMI Mel MeN Mel ele MULLIN? LULU ULLAL Sob Lab 
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CEDAR. CL 


; “ — el nS 


\\ | ; 
Distinctive |in Its Quality | | | 
| 


Cedar Cliff Satin is superior 
because of the superiority of the 
raw materials used 
in its manufacture. 


Superiority of workman- 
ship brings about that 
richness of lustre, fine- 
ness of texture and 
wearing quality which 
are distinctive Cedar 
Cliff features. 


Established 1888 


The Cedar Cliff 
Silk Company 


251-255 FOURTH AVE. 
NEW YORK N.Y. 
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Made Especially for Satins 


Footwear in which Cedar Cliff 
Satin is used holds ‘its shape 
longer, wears longer and looks 
better. The reason—Cedar Cliff 
Satin is made 
especially for use 
in Satin Shoes. 


Attention to all little details 
of manufacture, however 
slight, makes them combine 
the rich lustre, beauty, 
strength and _ durability 
which manufacturers and 
merchants alike have come 
to recognize as true Cedar 
Cliff qualities. 


Zeer 


eee, 
<i SZ 


Established 1888 


The Cedar Cliff 
Silk Company 
251-255 FOURTH AVE. 
NEW YORK Pus We 
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Consider the cost 
of a counter 


N advantage of Mousam Counters is their favorable pnece. 
But it isn’t price that sells them. It’s the uniform high 
quality which shoe manufacturers have come to accept as 


the standard. 


Of course there are many counters which sell at a lower price than 
Mousams. While the difference in price is paltry, the difference in 
value is great. There is no economy in counters which sell at a lower 


cost than Mousams. 


Mousam Counters are the Standard. Standard in price—Standard 
in quality. They are favored by shoe manufacturers and merchants 
for their uniformity—their style—their fit—and their service. 


MOUSAM 


COUNTERS 


GUARANTEED TO OUTWEAR THE SHOE 


ROGERS FIBRE COMPANY 


Mousam Division 
121 BEACH STREET BOSTON, MASS. 


Philadelphia Cincinnati St. Louis Milwaukee 
1024 Filbert St. John C. Rupp Co. Dennott & Prince Fred A. Hollis 
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No. 22—Black Satin, turn sole, 
Covered Cuban heel—$7.25 AAA toC 
No. 24—White Beechtex, turn sole. 
Covered Cuban*heel—$6.50 AAA toC 
No. 34—Patent Leather, turn sole. 
Covered Cuban heel—$7.75 -AAA toC 











No. 20—Patent Leather, turn sole. No. 29—Black Satin, turn sole. 
Covered Spanish heel—$7.75 AAA toC Baby Louis heel—$6.75 AAA;to C 


No. 30— White Beechtex, turn sole. No. 28—Black Satin, turn sole. 
Covered Spanish heel—$6.50 AAA1toC Louis LXV heel—$6.75 AAA to C 


IN STOCK 


The styles illustrated and listed above are tested by leading sell- 
ers in our own shops and Miller agencies throughout the country. 

They are in stock, ready for your use. Shipments can be made 
immediately. 

Shoe cuts and newspaper ads are supplied for each style. 
The beautiful styles of I. Miller help greatly to establish an enviable 
clientele. 


Write for brochure of white styles now in stock, and other 
beautiful models for future delivery. 











) 


CHICAGO OFFICE 


MR. D. J. SILVER 
North American Bidg. 


| 


t/, Brooklyn 


et 














4 | New York 
| <i) 





<< 
—— 


= 
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HEN carefully selected stock and good work- 

manship go into a shoe, there is no longer any 
question what brand of eyelets should be used. For 
a well-balanced shoe, you need Diamond Brand Fast 
Color Eyelets. They're trim in appearance and 
easy to lace. 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 
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This shoe merchant says 


“Hosiery—in my store—pays the rent!” 
(Ed. Neal, of Warren, Ohio) 


Hundreds of shoe stores have reduced overhead ex- 
penses by adding a line of “‘ankle-wear.’’ Hosiery at- 
tracts new customers—you sell more shoes. Two 
sales and two profits instead of one. And it requires a 
surprisingly small investment to make your store 
“Hosiery Headquarters.”’ 


We'll gladly give suggestions on how to install a com- 
plete hosiery stock at minimum expense, and show you 
a method that insures success. Send for the free book- 
let—*‘Passing Along a Business Building Idea.”’ 


Everwear Hosiery Co. Chicago Office 
Dept. B 


Republic Bldg. 
Milwaukee, Wis. State and Adams Sts. 


Boston Office and Stock 
Room 
110 Summer St. 


San Francisco Office 
and Stock Room 
130 Bush St. 


COME TO THE WORLD’S ADVERTISING CONVENTION 
IN MILWAUKEE, JUNE 11-15 





Stock Some of these Quick Selling Numbers: 


No. oe ain inch silk boot, 240 needle, fine gauge, 12 thread silk. Colors: Cordovan, Mahogany, Champagne. Price, 
need ue thread silk. Geen: Black, White, ber ‘sine. ~ my Mn kode GRie 00e-6nddsecoeksed $6.25 
inc, Cordovan, Mahog: any, Sussian Navy, Silver No. 5—Men’s 220, fine mercerized lisle. Col- 

bail sects Navy, Silver and a Price, $13.00 an ao ag me Smoke, Pearl, White, Cor- 

$8.65 o. 55—Men’s 11-thread silk hose, 240 needle. dovan, Mahogany, Champagne. Price, per 

No. hoa Lhe 22-inch silk boot, 240 a Black, Navy, Smoke, Pearl, White, GE dahe c00n60 deebs 0bsorpeeseaqel $3.25 
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: ESS LAST 
No. 5. IN STOCK No. a IN STOCK 
Bik. Kid 
One Strap 


Blk. Kid One 

Strap Sandal 

-D Sandal 
*-D 


C 
244-9. Rubber 
Heel HIGH QUALITY BLACK GLAZED KID 
. 202. 


mo Turn Comfort Shoes 


As above 
“Cheaper Finest Workmanship 
Grade C-I ORDER Our 
214-9 “ Extra Heavy Turned Soles Terms are No. 206. 3 Weeks Delivery As 
TODAY Ready to Ship Now rine han above. Cheaper ns py 
“0 o a . 


IN STOCK Heel. $2.10 


No. 15. IN STOCK DRESS LAST 
No 29 


1 > 
Bik. Kid Twe IN STOCK 
scree. Sandal >. 
B-C-D 2%-9 Bik. Kid. 
Rubber Heel Two 
$2.35 Strap 











Rubber Heel 
$2.05 


Sandal 
B-C-D 


No. 8. IN STOCK 
2.8 No. 203. DRESS LAST 
Leather IN STOCK No. 34. IN STOCK 
Gray 


Blk. Kid Pl. Toe Oxford. 2%-9 
7%-9 J 
Lined. Rubber Heel. B-C-D 24-9. As above. Cheaper Grade. C-D Rubber Heel. Bik. Kid Imt. Tip. Oxford 
$2.45 Ooze Lined. Rubber Heel. B-C 


No. 12. 3 espe Delivery 2%-9. Rubber Heel. 
As above. Cheaper Grade. Nature’ ha Oomntore: Shoes combine 205. 3 Weeks Deli ” No.'38. 3 Weeks Deli 
° e Vv 0. ° ver. 
No. 6. 3 eee Delivery Style, Quality and Service at a As above. Cheaper Grade. _ . : 
reasonable price. $2.25 As above. Blk. Leather Lined. 
No. 40. 3 bry Delivery 


$2. 
As above. Stk. Tip. Cheaper MADE BY 
As nore. ecenaper Grade. 


Grade. 
Nom. .1y stock NATHAN, MORPHY & CO., Inc. i 35 Sexson’ 
As above. Cheaper Grade. C-D LEWISTON, MAINE (3 peiiebeal * Bao Gente. 


2% 9. Rubber Heel. 




















Seasonable— 
For Spring and Summer 


IN STOCK 











ALL WHITE CALF BUTTON, 
TURN, REG. CUT 

D. 4+8....$2.45 TRADE MARK 

This brand on the sole of a child’s or misses’ shoe 

means a high standard of shoe making — 

The best materials — correct fit— real style and 

a reasonable price — 

Hundreds of shoe merchants know this to be a 

fact —do you? 

The numbers illustrated are in stock now — 


SEA ISLAND{CANVAS ; 
MARY JANE—TURN Others in stock styles shown in our catalogue. 


eR eee GRIEB SHOE MFG. CO. 


233. D. 83-1... 1.65 
ioe +s) See 309 ARCH STREET, PHILADELPHIA 


333. D. tl 


Fairy 101. C, 

















Ma 


Pp to adver 





The Boot and Shoe Recorder will appreciate your mentioning the publication in 














April 22, 1922 BOOT 


AND 


SHOE RECORDER 





Wonderful for callouses or 
tender spots on sole 


Stops the pain instantly by 
removing the cause 


Special shape for bunions. 
Easily applied. Will stay 


in place 


Dr. Scholl's Zino-pads are medicated, pamaee, ¢ adhesive 


The Big Zino-Pad 
Advertising Drive 
Is On 


We want you to cash in on this nation-wide magazine 
and newspaper campaign. It takes no special effort 
to sell Dr. Scholl’s Zino-pads. 


to bring them to the attention of your customers, 


All that is necessary is 


practically all of whom have corns, callouses or bun- 


ions, and the sale is made. Zino-pads give such uni- 
versal satisfaction that dealers everywhere find them 
a wonderful trade builder. On each sale there is a 


liberal profit, and as a repeater they have no equal. 


Free Samples, Display Cards, News- 
paper Electros and Imprinted In- 
serts Help you Build Sales. 


If you have no stock of Dr. Scholl’s Zino-pads, order a 
supply today and with our Free Advertising Helps you 
will be surprised how your sales on this article will 
multiply. If you have a stock on hand, let us help 
you move it off your shelf. Our advertising and our 
help plus your co-operation will make Dr. Scholl’s 
Zino-pads the fastest seller you ever handled. 


Use the coupon below for quick results. 


Retail price, 35 cents per box. Wholesale, $2.80 per 


Order Coupon 





THE SCHOLL MFG. CO. 
213 W. Schiller St., Chicago. 


Gentlemen—Please ship at once the following goods and advertising 
material: 


————dozen packages Dr. Scholl’s Zino-pads, Corn Size. 
Callous Size. 
‘ Bunion Size. 
’ Free Advertising Material (Mark with X) 
{J Samples of Dr. Scholl’s Zino-pads. 
(_] Newspaper electros. 





Gece. made in shapes to fit corns, call 
are scientific, sure and safe. 


Zino-pads are waterproof, h 
and will not irritate the tenderest skin. 


They brin: 
lief by removing the pressure which is the CA 
ealing, soothing, easil: applied 


SE of corns. 


instant re- (CD Display Cards. 


0 Inserts imprinted with your name. 


PUT ONE ON--THE PAIN IS GONE' 
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Two New “HarrISsBURG’”’ 
STYLES 
THAT YOU WILL NEED 

















Them Now Delivery in Five Weeks 


No. 210. White buck and patent apron oxford, Goodyear 
welt, 8/8 rubber heel. Widths, AA to D; sizes, 2% to 8. 


No. 220. White buck, one buckle sandal. Perforated collar 
and strap, imitation tip. Design on toe. Goodyear welt, 8/8 
rubber heel. Widths, AA to D; Sizes, 24% to 8. Price $3.30 


Terms 5%-10, 4%-30. Case Lots 7%-10 Prox. 


Garrishurg Shor Manufacturing Company 
Shoes for Women and Children 
Garrishurg, Pa. 


“Sane Styles and Sound Values” 
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Makers of 
High-grade Shoes 
for Women 

for 74 Years 














THE COMFORT SHOE THAT'S ALSO SMART 


J6T: Cousins Co New York 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 
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No. 144 


No. 144 — Best 
Bealiey Black 
Kid Two- oe 
Pam, 13/8 Tip P 
mp, | . - ‘ - 
No. 78—H Grade Black Kid Oxford 13/8 No. 47—Black Kid Two-Strap ‘Sandal, 12/8 
— - $3.25 Wing Foot flee Cat's Paw Heel $2.25 
N ot Senge gage | with ape toe. | 5 No. 84—Sane ig in Tone strap. ~. » 
Stock A, B,C, D. Stock A, B, C, D 


“CONSTANT COMFORT” 


‘*AMERICA’S BEST COMFORT SHOE” 
FEATURES 
Quality---Dependability---Service 
SIZE YOUR STOCK NOW 


Ault-Williamson Shoe Co., Manufacturers 


le. 62.—Black Ki 2/8 Cat’ $ ANGELES OFFICE, 109 E. 8th STREET ‘ 
No. 68, — Sat Eid Onterd, 12/8 Cat's Pow Auburn fosToN OFFICE, 139 LINCOLN STREET Maine 


Heel, Gray Ooze Lining nthe 
No. 66—Sa tyle with stock t Both I Kansas City, Mo., Office—Suite “C idg. : 
Stoc ok B.C "D. E i aw Soe ae °$2.60 Minneapolis Office Room 10, Loeb Arcade Shoe edhene, No.7 7 So. Fifth St 


No. 62 

















Bs, 


»; VANCES ss 
“CURE 


The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and arch and 
self adjusting movable stiff 
shank give support to the 
needs of the individual foot. 


These points make La 
France Rest Cure Shoe 
our biggest seller. 


In Stock NOW 


AA-D. Sizes up to 10. 


653-Black Kid Oxford 5.00 ~~ ee" 
983-Brown Kid Oxford 5.50 oe Williams Clark & Co. 


353-White Fabric Oxford 4.35 a Lynn, Mass. 
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Lacing Hooks For 


Children’s Footwear 





ADVANCED style models for 1922 
in Children’s Footwear Feature 
Lacing Hooks. 


They insure easy lacing 
—quick lacing 

—even lacing 

And make it simple for the 


child to “Lace His Own 
Shoes. ws The novelty feature of this shoe 


is seven hooks above the seven 
eyelets. This compensates, in 


H ence t h e y a p p @a l t O speed of lacing, for the height 
° of top. 
mother and child! 


Lacing Hooks Are Found On Advanced 
Models In Footwear For Men, 
Women, and Children 


Specify Lacing Hooks and Insist 
On Having What You Want 
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| A Heel At Every Price 


NS 
ro 
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To grade the heel of the shoe to conform to the 
grade of the other parts of the shoe is the sure 
way to level production costs. 


From our thirteen brands of “Panther” rubber 
heels you can select the grade best adapted to 
the shoe you make. Let us know your wants. 
We can supply them promptly. 


The “Panther” Proposition 


A heel at every price 
A heel for every shoe 


24 Hour Service 
Panther Rubber Mfg. Co. 


STOUGHTON, MASS. 
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- Arch Preserver Oxford 


Always Make Some One Happy 











An example 





Ss 





of the stylish 








appearance 





of the “‘Arch 


= 














Preserver’’ 





shoe. 


Last No. 580 
A NEW STANDARD OF 


Shoe Value That Keeps Men Fit 


FOR BOTH WORK AND PLAY 











Arch Preserver Oxfords Carried In Stock 


155 Imp. Bd. Black Calf Ox. 580 $7.00 
160 Tony Bro. Calf Ox. 580 7.00 
162 Tony Bro. Calf Ox. 360 00 
340 Vici Kid Blucher Ox. 390 25 
440 Havana Brown Kid Blucher Ox. 390 00 


Harvard 
Harvard 
Yale 
Dartmouth 
Dartmouth 
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Send for Catalogue 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to 





MATT 


advertisements 

















~ ~ 
TASAAAMAAAAAAABAAAAARAAARAAAAAAABAASAAALAAAB1 AA41004RA0 41002 Riess A eei esses Ss RASAABASABAS RAL RAARIAAARASSARS 














~ 4 us build an entire 
s) Children's Dept 
for You 


HE Jelly-Delaney Shoe Co. can supply you with every- 
thing essential to the building of a money-making 
children’s department. 
*Jel-Del” Shoes are made up in standard leathers of popular 
shades, in sizes ranging from infant’s to growing girl’s. 
Four kinds of “‘Jel-Del” solid leather welts In Stock ready 
for instant shipment, any number of pairs. This is the serv- 
ice we can render to every merchant. Model No. 31 here 
illustrated is an excellent example of “Jel-Del” children’s 
numbers. 
Your name and address on a card brings complete In-Stock 
offerings. 


STYLE 31 STYLE 31—WELT l _— 
ve . ; . | iD DE 
Russia Calf Lace Oxford. Medium Shade. 














Perforated Vamp—Lace Row and Quarter. 
MADE TO GUIDE 
244-7, Last 20, 7-8 Heel, AA-D... . $3.85 THE GROWING FOOT 


ae nS, toe Oot 8S... OS JELLY-DELANEY SHOE CO. 


LYNN. MASS. 





























the “‘short”’ for shoe ornaments which are 
unsurpassed for ingenuity in design and 
maximum attractiveness at the minimum 


price. 


The ornaments which appeal to you on the shoes of leading manu- 
oe facturers are probably “Dalco” designs. Unbranded as they are, 
Ornament hai they can be told, for they stand out in marked contrast to the 
commonplace. ‘“Dalco” craftsmen rival in skill. This’you will 
concede when you inspect samples. Write for them. 


“Dalco”’ strap ornaments, now so popular, are 
making extra profits for shoe merchants. 


stone strap ornament. Wil Dalrymple-P ulsifer Co., Haverhill, Mass. 


completely conceal the but- 
ton. 





ing the publication in replies to advertisements 
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The Saturday Evening Post carries our advertisements regularly, thus popu- 
larizing “Arnold’s Glove-Grip Shoes’’ and stimulating demand _ for styles 
in stock. Keep your store in line with our advertising for success. 





Models to be Advertised in Saturday Evening Post, April 29 





The nationally advertised ‘“‘Glove-Grip” shoes 
are daily increasing in popularity. People read- 
ing our advertisements in the Saturday Evening 
Post are becoming impressed with the exclusive 
and excellent features of ‘“Glove-Grip” shoes. 
We know this publicity is creating business for 
“Glove-Grip” dealers. Why not get in line? 


THE *“AVALON”’ 
Model S-63 
This shoe is on a new last, a modification of the brogue 
which has been so popular. Made up in high-grade tan calf 
with snappy saddle. 


NOT IN STOCK 


ARNO ILD 


GLOVE ~GRIP SHOES 














Two Fine Numbers For Your Store 
Splendid Styles Which Have Already 
Proved Popular with the Public 


You can make the first sale easier, and be most 
certain of repeating to the customer, when you 
sell “‘Glove-Grip” shoes. These shoes fit like a 
glove, and are all that shoes can be, in fashion 
and fit, worth and wear. No other shoe is like 
them, for our “Glove-Grip” feature is patented. 
You have not experienced the real joy of shoe 
retailing until you have sold this high-grade 
New England product. 


THE “VASSAR” 
Model S-80 


The most popular model we have turned out. This shoe is 
made up of selected tan calf and carries a 15/8 Cuban heel. 


NOT IN STOCK 


Send for Stock Style Catalogue and Prices on Above Styles 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


New York Representative, A. V. Rooney, 127 Duane Street, Office Days, Wed. and Fri. 
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No. 578—Patent Leather One Strap with Imitation 
Tip. Made on No. 118 last. 14/8 heel. Medium 
narrow toe. 


No. 855—Combination Patent Leather and Gray 
Buck One Strap—Imitation Tip. On No. 121 last. 
7/8 Flange Heel. 


Makers of Good Shoes for Many Years 
SEND FOR SAMPLES AND PRICES 


——_ JOHNSON BROS. 
: Mr 
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That the present phenomenal demand for wool 
hose will continue in a large way is more than 
a reasonable expectation. 


In placing orders for CENTEMERI imported 
wool hose the element of hazard is reduced to 
the vanishing point. But the merchandise man 
and buyer who are to develop their business 
aggressively for fall must make ample 
provision now so that mills may have sufficient 
time to execute production on the high 
standard set by CENTEMERI. 


Earnest endeavors are made to keep in New 
York a stock of CENTEMERI Wool Hose in 
which sizes, styles and weights are well 
assorted. CENTEMERI Wool Hose, 
however, are of a character and quality not 
manufactured in this country—they come 
from England. The best interests of retailers 
will be served by placing orders at this time 
for fall delivery. 


Action now will remove the risk of an 
inadequate stock of superior merchandise at 
the time when next season’s business should 
yield a splendid return. 


Cb cy, Made in . 
Great prion 


WOLSEY 


Gentral Office . 
Leicester England 


4doo Fifth 







No. 5015 


For Women 
No. 2660 


For Women 


Avenue 








; 


© ettect of high prices reacted 
upon men no less than upon women. 


An opportunity is at hand to plan a 
speeding up of wool hose sales to men 
by offering a line which at a glance 
shows the unmistakable qualities of fine 
merchandise and which can be profitably 
priced at a comparatively low figure. 


In keeping with the times, men need 
stylish wool hose not only at home but 
also in golf club and yacht club lockers. 
Local advertising and sales talk should 
dwell upon the fact that social activities 
of customers require them to have an 
ample supply of wool hose. Men will 
respond by plunging when they see that 
quality is up and price is down so as to 
assure them splendid value. 


CENTEMERI offers No. 2246, an 
incomparable wool hose for men. The 
placing of advance orders not only 
assures a supply, but gives the retailer 
a material saving in cost price. 


Maden , 
G al By ttai 
WOLSEY 


, COMPANY Ltd 
\ Gentral Office . 


Leicester England 


4oo fFitth 


Wool Hose 





No. 2246 
For Men 
Advance Orders 
24.00 
Three Shades 


Avenue 





4 ee 


ff 


y | , 
Cc entemel 
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Youth was first to demand the pleasure and 
good service of wool hose for every day. A 
quick dash from school to play without a 
wasted moment for change of clothing—that 
was one of the original motives in the universal 
adoption of wool hose. 


CENTEMERI imported wool hose is made 
to serve youth with the same _ superior 
merchandise that is produced for grown-ups. 


The exquisite texture and superb finish of 
British wool and British manufacture are 
appreciated to the full by juniors. 


Their fine sporting instincts and pride in 
appearance give them the keen sense of 
discrimination that quality and style alone 
can satisfy—and their mothers know that 
quality gives the greatest return in service. 


CENTEMERI turn-over-tops for children 
are an important factor in hosiery sales and 
a splendid business can be cultivated by 
catering directly and enthusiastically to 
children’s trade. 


It is advisable and profitable to place advance 


orders for fall. 
No. G146 
For Juniors 


Nadein , 
Greal Briavr 


sighs WOLESEY 


For Juniors COMP. Ltd 
Central Office . 
Leicester England 


4doo fifth Avenue 
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ARCH-AID Proposition 
is Attractive and Appealing! 


When our representative comes your way, 
welcome him--listen to his story. It is 
based on facts. It is as good as it is true. 





If your patience will not permit you to await 
his arrival, signal us by mail, wire, radio. 





The Arch-Aid Shoe Co. 


ROCHESTER, N. Y. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 
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OUR NEW NUMBER —<. 
Oo-La-La! 


IN STOCK NOW 
Tf $4.50 Neer | 


Kid, Patent Trimmed, 
and Underlaid Wood 


A style that fits in as a High Novelty Celluloid Heels 
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Sport at a Wonderfully Low Price. reer gsers 
: to 8 
Wire your Orders = fae 

D 3 to 8 


Established 1880 


B. FRIEDMAN, 145 Duane St., New York City 
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The Famous me 
lehier, 


tt 3 = ms Shoe forNen Ate 
y In Stock 
; HIS very popular style is Rosaceae Sei 
ready for your “rush” or- Wingfoot Rubber Hew width Sil. 





der. Buy it with our assur- 
ance that it will give your cus- 
tomers the value they expect. 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 


Price $3.40 
Net 30 days 



































~ 
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EXCLUSIVE STYLES 
INSTANT SHIPMENT! 








OODYEAR Welt Foot- 
wear of prime quality 
and correct style. This is 
the standard by which we 
measure each case of Crooker 
& Morse Shoes. Consumer 
satisfaction and rapid turn- 
over prove the worth of such 
a standard. 


No. 
800 





ok menue’ .. $5.00 


Ne. 8600 ..... ee 
Smoked Elk Oxford 
Dark Brown Calf Cuff and Backsta 
Rubber Sole, 6/8 Spring Heel. 
AA to C 3t 











| Women’s Fine Shoes 





The Boot and Shoe Recorder will appreci 


Crooker & Morse In Stock 
service operates promptly 
and unfailingly at all times. 
Your order, great or small 
receives careful attention. 
We'll gladly send name and 
address of representative 
who will see that your needs 


are filled. 


No. 








ee ee rr $4.00 
White Reinskin Oxfor 
Leather Sole, White We It, 578 | Iv 
Heel. Corded Ti ip and _ 
AA to C 


CROOKER & MORSE, Inc. 


Bridgewater, Mass. 
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> Number 12 






U7r Individuality 


ALLUN’S RAMBLER RED, a leather of 
distinctive tannage, possesses a shade pe- 
culiar to itself. Its economical cutting qualities 
and all-round attractiveness recommend it 
strongly to manufacturers of stylish footwear. 


To meet present demands, RAMBLER RED 
can be secured in either Aztec or Viking Calf. 
There are various grades and weights to fill the 
requirements of manufacturer and merchant 


alike. 


-A.F. Gallun & Sons Co. 


Milwaukee Wisconsin 


AE GALLUN & Sons: Inc. 
H.A-Elyp Manager; 11 East. Bosfon. 


TU TH 


. 
eR ao S 
‘ 
ts. we ~ . a 
Br ‘\ ge 
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Popularly Priced 
Goodyear Welt Sewed Soles 
Perfect Fitting Lasts 










IN STOCK 
AS SPECIFIED 





In stock about May 1 
A181—Women’s ‘‘Barbara 
Brown’’ Smoked Elk Sport Lace 
Oxford, Mahogany calf saddle 
strap, plain toe, 1-inch rubber heel, 
welt, Bab Last, A width, sizes 
34-8; B width, sizes 3-8; C width, 
sizes 214-8...... . $4.00 





In stock 


Gl161—Women’s White Suede 6- 
Eyelet Blucher Oxford, imitation 
short wing tip, l-inch rubber top 
heel, Ivory welt, Sport Last, A 
width, sizes 314-7; B width, sizes 3-7; 
C and D wedi, sizes 244-7. .$3.85 


In stock about April 15th 


A134—Women’s “Barbara 
Brown’’ Patent Sport Lace 
Oxford, Grey Suede trimmed, 
plain toe, 1l-inch rubber heel, 
welt, Bab Last, A width, sizes 











RUBBER SOLE Rope, 3144-8; B width, sizes 3-8; C 
a width, sizes 244-8........ $4.50 
In stock about May 10 In stock about May 1 

A185—Women’s ‘‘Barbara A1l86—Women’s ‘‘Barbara 
Brown’”’ White Cloth Sport Lace Complete Catalog Brown’’ White Cloth Sport Lace 
Oxford, Mahogany Calf trimmed, d Sal Oxford, patent leather trimmed, 
rubber sole and spring heel, welt, an alesman l-inch rubber top heel, welt, Bab 
Country Club Last, Awidth, sizes on Request Last, A width, sizes 314-8; B width, 
314-8; B width, sizes 3-8; C width, sizes 3-8; C and D Decne: sizes 
SR Ss 6600.06 nc cw eed cars $3.85 214-8 .. $3.50 








Wwswes Vnos Gouge, 


First Successful Shoe Manufacturers in St. Louis. Founded 1878 
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. * 
id ‘ P 
‘ Confidential - 
a = 
— ° ° ° . 
« , ! ‘HE ideas of our customers which they confide to = 
a us for development are strictly and sacredly 4 
= -— 
= protected. P 
This is one species of information in which the United = 
Last Company’s branches are not permitted to share. = 
On the other hand, our own ideas gathered from the . 
best thoughts of our designers in every leading shoe s 
= center are available at any United Last Company = 
showroom or factory for the benefit of the entire shoe. = 
= manufacturing industry. *, = 
i 
= / 
= eee Vi eee = 
= 
= 
SIX SHOW ROOMS, iF 
BS dda = 
803 Sycamore St. =} 
ST. LOUIS | 
Adv. Bidg., Rm. 303 = 
Wells Bldg. Rm. 40 @ 
eis . an > —4 
PMS Arch St. = 
MILWAUKEE 
10 Metropolitan Bldg 


TEN FACTORIES 

















BROCKTON ROCHESTER 
NEWARK HAVERHILI 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 
HEADQUARTERS BOSTON 
ing the publication io replies to advertisements 
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Me FLORSHEIM SHOE 
| 4) ~ 

















Style S-39—In Stock 


Tony Red Calf Oxford; “Hampton” last, old gold stitching, 10-iron single 
sole, rubber heel. Width A-6 to 1I—B, C, C-5 toll. Price $6.25. 


Less than three pairs a style from stock, 
20c per pair extra. Stock goods net. 


HERE never was a time when the need for a strong, de- 

pendable line was as keenly felt as today. There never was a 
better opportunity of allying your store with this popular line and 
increasing your business, just as thousands of other dealers are 
doing. One live dealer can obtain exclusive sale in each commu- 
nity where we are not already represented. A Florsheim salesman 
is now in your territory with the complete line. 


Booklet of Stock Styles mailed on request to merchants in towns where we are not represented. 


THE FLORSHEIM SHOE COMPANY 


Adams and Clinton Streets . ° Chicago, Illinois 
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IN STOCK 
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1116—Smoked Horse Tan Apron 
and'Tiv. Rubber Sole. AA to C. Tip. Leather Sole. AA 


$5.00 $4.75 


PUDEORADUDAOEOROORRROROREROSOOOIONI i) 











Tan Elco Calf Apron and 
Wing Tip. A . 


No. 1136. Leather Sole . . $4.75 


No. 1131. Rubber Sole... .5.00 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
IS NORTH FOURTH ST. PHILADELPHIA 


egg 
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1118—Two Tone Tan Full oe 
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CINCINN 
**Master Shoemakers” 





_——— = a 














—— 
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Patent Leather Vamp and Fox Gray 
Kid Collar, Two Buckle, Two Strap 





A Crowning Creation 


Makers of 


CINCINNATI 


Master Shoemakers” 
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LO 
C.H.ALDEN CO 


Us.h 





ONCENTRATION of our efforts has | 
enabled us to offer that which the | 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 


° ° 9° ° ° 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 








The above is one of the styles that can be delivered 
promptly 
Lot No. 220 
Men’s Black Glazed Calf Oxford 
806 Last 
Medium English Toe 








FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET i 
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ohansens 
U feeture Arch 
~ Jj 
UEXIBLE RiciD SHAS 





Is a perfect two-in-one shank—rigid 
downward, flexible upward, and com- 
bines, without their attending faults, 
the virtues of both rigid and flexible 
shank shoes. When the weight of the 
body is put upon the arch 











It is absolutely rigid: 


Because the shank is made in two 
pieces and the weight of the body inter- 
locks them forming an unyielding sup- 
port for the arch. The moment the 
weight is released 





It is completely flexible. 


ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 
Saint Louis. 
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“Onyx” Hosiery 


Reg US Pet Orrice 


Our number 264 is an exception- 
ally sheer, chiffon hose made of pure 
Japan silk with a mercerized top for 
added strength. 





It is a ‘‘semi-fashioned”’ hose 
shaped at the ankle and comes in 
the following colors: black, white, 
polo, suede, champagne, rose beige, 
taupe, gun metal and gray. 


Each pair is wrapped in a separate 
transparent envelope. Boxed one- 
quarter dozens at $12.50 a dozen. 
Delivery May 15. 





Write to Dept. P. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


BROADWAY AT 24TH STREET NEW YORK 
Boston Office “J roth cindbdjnebicadieniastiitihesiitmenitibiatilae di nn an sn 
Philadelphia Office rool ' hisan ienitncinestimnmetilledeilh 1033 Chestnut Street 
Buffalo Office...... iniicicniaiei eed st sailenieiaia Mutual Life Bldg., Pearl Street 
Chicago . disciaesiaiaaaiens Navitiphhciladinna .......36 South State Street 
San Francisco sihshesintsiprncinsiainetinntehatediigdlien.<accstubtlaideactan a anne 
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the Lucinde 


A one-buckle strap style 
shown in Grey Ooze Colf 
with Gun Metal Calf wing 
tip foxing vamp strip and 
co lar strip. Made over 
hfe our popular 4126 last 

| Ry carrying a 7% Leather 


So} heel. 





Can be made on order 


within 30 days. Not in stock. 


B at Price *5.50 less 3% 30 days 

‘© MOORE- ATAFER’ 
i WHOE * MFG’ CO° 

BROCKPORT. NY.UAA. 













































«ACS NeW YORK OFFICE 545-547-549 MARBRIDGE BLOG, 8 WAY aT 54eST. 
% ae JACK E.JESTER, MGR. 
\ | » ea SS 1 
\ Y tip end 
71) ar a Wy Sa er || Ks 
+ - 
t Pat est aN a Rens 
-<eeeemmnan NS  c came eT A at 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a much-needed ‘‘finish- 
ing touch to shoes. Favored in 
the home as well as the repair 
shop. It will not soil nor harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 


pagne. 






For sale by shoe findings jobters 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 


a i ccc cc 
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What the Dealers 
Want Now— 


S to be absolutely sure of the trade of their regular | 


clienteles. With that assured, they can brave 
the present era of uncertainty with no difficulty; 
without it—what? 


Dugan & Hudson dealers are now reaping to a 
greater extent than ever the benefits which accrue 
to a persistently honorable manufacturing policy. 


There has been no letting-up in the Dugan & 
Hudson methods of manufacture to meet the so- 
called demand for low priced shoes. On the con- 
trary, standards were never more rigid nor prices 
ever more reasonable. 


Women want good shoes. In most instances they demand the 
best—which explains the inevitable success of Dugan &¥ Hudson 
dealers. 


Makers of fine shoes for women and the famous 
‘Iron Clad”’ line for children and growing girls. 


DUGAN & HUDSON CO. INc. 


Shoemakers for over 40 Years 


ROCHESTER,N.Y. 




















a ’. yy Pied 
Oe Bre eros 


e 
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| Are Yoy Coming 


to the Style Revue held by the Shoe Manufa- 
turers’ Board of Tradeon May 15th to 18th? ) 
If so, let the Claridge make you comfortable. 


FOR pleasure, the Claridge is especially 
fortunate in location. For business it is a 
practical base of operations. Shoemen find it an 
interesting point of observation ——for men and 
women of fashion throng its lobbies and 
restaurants. 





Entertainment, good food, every modern com- 
fortand genuine hotel hospitality combined in the 
preferred New York headquarters of shoemen. 








Hotel —— 
CLARIDGE 
BROADWAY a¢ 44th. STREET 


LM Boomer, Pres.-Fred A Reed. Man Director 

















Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


| we | 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 





The ideal of comfort and service in oo ~4~y for dry 
s ar, and sible “‘pal’’ f owing lad. s ! 
a ee Write for Dealers’ Price and 


Catalog 


W. C. Russell Moccasin Co. k 
Berlin, Wis. 








-7 
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WHITE! WHITE! WHITE! 


The Call for White Shoes Grows Louder 
E & M White Styles are Going Big. 
Each Model Unbeatable 
Value. 











These styles co 

made up on fi. a 

order only. 
White “Eve Cloth” one-strap White “Eve Cloth” ‘one-strap 
Adelphia turn, carrying 14-8 turn, carrying 10-8 Military cov- 







ered heel. 


Retails at $4.00 


at iy 
» 
.* un 
» oe 
2) i aks ee S e 
ve bY ~™ 
E 


covered Junior Louis wood heel. 
Retails at $4.50 








Not In Stock 








White Sea Island welt buckle 
one-strap, with white welt and 
white enamel 10-8 Military 
heel. 


Retails at $4.00 


Your attention is called to the Jow retail price 

at which these shoes sell. Every dealer’s profit 

is attractive. Get in on these rapid retailing 

specialties. You can make your turnovers big 
and profitable. 


Emery & Marshall Co., Haverhill, Mass. 
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Grede Shoe 


In Stock No. B 415 























“Surpass” Black Vici Kid Oxford; ““Theda” 
Last; Perforated Vamp, Lace and Cap; Tan 
Kid Lining; 6 Midget Eyelets; 18-inch Heel. 
Sizes AAA 5-8; AA 414-8; A 4-8; B, C and 
D 3-8. 

Same in Havana Brown Kid No. B 416. 





Price? 





If we were to quote prices those 
who know us would think this 
shoe could not be our regular 
quality. In omitting price we 
have created a little surprise for 
all, sending in orders now. This 
Shoe (and others in our stock 
line) represents equal value to 
any we ever produced. 


(See Recorder Ad April 15 for picture and 
description of our Stock Style No. B 410) 


Whitman & Keith Co. 
Brockton (Campello) Mass. 




















| 
| 





| LADIES’ FULL FASHIONED SILK HOSIERY 


THE HOSIERY WITH 
THE BLUE EDGE 


PRopPER /4 


HOSIERY \ 





Chiffon Hosiery in 
All Shades 


SILK HOSIERY MILLS, 


INCORPORATED 
(Holland Bidg.,) 


PROPPER 


276 Fifth Ave. NEW YORK 


Manufacturers of 





MILLS AT LONG ISLAND CITY | 





SHOE LACES 


“OLD RELIABLE’’ Brands 


Trade Mark Reg. U.S. Pat. Off. 


‘**The Kind That Sells” 


“DUDLEY” 


(Trade Mark) 


**RADCLIFFE”’ 
(Trade Mark) 
“VALE” Co” 

(Trade Mark) (Trade Mark) 
NARROW, FLAT AND ROUND LACES 
72 Pair Per Box 


MANUFACTURERS 


FRANK W. WHITCHER CO. 228723 U. S. A. 





— 
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You will improve your line of shoes 
by using 


ACE RED 
ACE BROWN 
ACE TITIAN 
A 73 
ACE 8:08 
ACE 24 


ACE 909 
























































J. S. BARNET & SONS, Inc. 


“Maintains a Standard Reputation” en Satewecme, 98 South Se. 
LYNN, MASS., U.S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS ‘“‘TENRAB"” 
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Three Popular White Numbers 


IN STOCK 


No. B 713. All white cloth five eyelet oxford, outside tip, narrow space 
vamp and lace stay, white ivory sole, welt and heel, 27 last, 13-8 heel. 


$4.15 
Ne. B 714. All white cloth one buckle — corded imitation tip, 
white ivory sole, welt and heel, 25 last, 9-8 heel . . .. $4.25 


No. B 715. White cloth Cambridge, perforated patent leather strap, 
white ivory sole, welt and heel, 25 last, 9-8 heel. . ... .§4.65 














Sizes AA, 4% to 8; A, 4 to 8; B and C, 3 to 8. 
Terms: Net 30 Days. 











BURROWS SHOE CO., Inc. 


ROCHESTER, N. Y. 
N. Y. City Sales Room: 604 Marbridge Building 






































WASHABLE 
WHITE BUCK 


Is Carried In Stock 





Specify it in your orders for White Shoes 
and be sure of prompt delivery 











C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, Hl. 
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F()Daniel Green) 


PATENTED JULY 


Zi 
7ayS 


GENUINE 


Comfy slippers 


i) 
TOU 




















FOLLOW THE GREEN LINE 
TT 


a) ) 





Don’t Wait Too Long 


T is both unsafe and unfair to depend on 

our “in-stock” service to cover your Fall 
needs. This service is maintained, not to 
take care of late buyers, but to enable early 
buyers to build up an all-year business on 
Daniel Green Comfys. 


Experience has enabled us to estimate 
pretty closely the amount of stock neces- 
sary to meet the 1922 size-up orders of our 
customers who order early. When we reach 
that amount, no more will be made. 


Last year a number of dealers who waited 
too long before ordering Daniel Green 
Comfy Slippers had to turn to cheaper and 
inferior lines to complete their stock. These 
dealers, who offered felt slippers with noth- 
ing but price to recommend them, are now 
feeling the reaction in the poor service these 
slippers gave their customers. 


Cheap Merchandise Endangers Your 
Business 


More and more dealers are recognizing 
the value of selling quality and only quality 
lines. A cheaply built felt slipper not only 
disappoints your customers, but gives them 
a bad impression of your entire stock. You 
can’t build business soundly on _ inferior 
merchandise, no matter how cheap the 
price. 


Genuine Comfy Slippers are now figured 
so that you can sell them at a reasonable 
price. Place your order now, and be sure of 
your fall stock, and you will not be forced 
to turn to inferior goods. It takes years to 
build a reputation for quality, but it can be 
lost in a single season by selling inferior 
merchandise. 


Write for our Green Book, which describes our 
national advertising for 1922 and the merchan- 
dising helps we give you to boost Comfy sales. 


DANIEL GREEN FELT SHOE CO. 


New York Salesrooms: 
116 East 13th Street 





General Offices: 
Dolgeville, N. Y. 


Chicago Sales Office: 


1107 Security Building 


4 
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Shoes, 


Gloves, 


Leggins and a 


variety of 


other seasonable merchandise are included 


in the 


May 4th Auction Sale at Atlanta, Ga. 


A choice assortment of very useful clothing and equipage, in quantities 
that appeal to every buyer, whether his requirements are small lots or 


_ fl. 


ul 


bulk, will be disposed of at this auction. 


To obtain a full realization of the enormity of this sale, it will be well 
worth your while to send to the address‘given below for catalog contain- 


ing a complete list of the commodities. 











i] 
OTHING 
EQUIPAGE 


A Few Representative Items: 


SHOES—GLOVES 


Shoes, russet, recl. 
Gloves, O.D. Wool 


LEGGINS—SUSPENDERS 


Leggins, canvas, foot 
Suspenders 


SOCKS 
Socks, light wool 


MISCELLANEOUS 


Shoe brushes 
Razors, Durham Duplex 


This sale will also include a variety 
of dry goods, medical and hospital 
supplies, leather and harness ma- 
terials, subsistence, hardware and 
other useful articles. 


Are you keeping in touch with the series 
of Auction Sales now going on at At- 
lanta? Millions of dollars’ worth of ma- 
terial, of interest to the shoe trade, is 
being disposed of from time to time. 

It will be well worth your while to have 
your name placed on the Atlanta Cata- 
log mailing list. This gives full report 
of the material to be auctioned at each 
sale. Write to the address given here- 




















4 


Send for Catalogue 
Giving Complete List 
of Material Offered 


For Catalog and Full Information, Write: 


‘Commanding Officer 


Q. M. Intermediate Depot 
Candler Warehouse 
Atlanta - - Ga. 
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Nothing in the Shoe 
But the Foot 


Let the Shoe Itself Support the Arch 


ANY people in your city are troubled with weak or 
fallen arches. 


You should sell them shoes built with Crawford Arch 
Supporting Shanks. Do not let them experiment with 
those contraptions called arch supporter, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 


arch and destroy the shoe. 


A LINE of shoes with Crawford Arch Supporting 
Shanks is a business building asset for any 


lively shoe store. 
The Crawford Arch Supporting Shank is built 
right into the shoe—fitted between the inner and 


Autuem. So. outer soles and locked to the insole. It preserves Milwaukee 
87 Main the shape of the shoe and gives support to the arches 258 Fourth 
Brockton, Mass. 2 New Orleans 
93 Centre and ease to the foot. It cannot abrade the skin. 216 Chartres 
Cincinnati New York 
708 Broadway 37 Warren 
Chicago J. K. > 8. 
H ~ Spall, M. = U it d Sh M hi Philaselpii 
aver’ , Mass. elphia 
145 Essex nite oe wiachinery M21 North 13th 
a TET? City, N. Y. = er, N. Y. 
4 Main 
Lynn, Mass. C 
an, Mass orporation 
Marlboro, Mass. San Francisco 
859 Mission 


II Florence Boston, Massachusetts 
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Volume Sales—Profitable Turnover 


I 
il 




























































































; = Beacon Oxfords have selling qualities that 
= make possible volume business. Our stock 
= service helps you to make a quick 
turnover; this means profitable 
3 merchandising. Wire your 
e orders and cash in on the 5 
= big spring demand. — 
== dale Russia Oxford. year — 
—=S=— Wingfoot Rubber Heel. C-6 to 11; — 
D-Stoll. Price ........... $3.60 ned 
B No. B-5032—Same in Gun Metal =le 
2 = 
<a No. B-194—Swag last. Morocco Russia Oxford. — — ~1 
—_— Brass eyelets. Goodyear Wingfoot Rubber Heel. B- —— 
—— 6toll;C and D-Stoll. Price............... $4.10 Se 
——- No. B-115—Same as: No. B-194 in Gun Metal with = 
No. B-5030— King last Chippen- invisible eyelets. . .. iwdimevenedsacenee ae 
= dale Russia Blucher Oxford. Good- . 
5 2 year Wingfoot Rubber Heel. D 
2 R: and E-5 to 12. Price ....... $3.60 All Oxfords Sold 5) 
= io. B-5033—S style i c No. B-5031—. i B 
_—- Posy Kid Price ee ao ae Branded and Unbranded dale 4 Oxford.” pom == 
= Wingfoot Rubber Heel. C-6 to 11; — 
= D-5 toll. Price.......... $3.60 = 
=: F. M. HOYT SHOE CO., Manchester, N. H. = 
= = STOCK DEPARTMENTS LOCATED AT —s 
* = 18 South Wells St. Manchester = 
a Chicago, Ill. 5 arte New i I 
> Ta —-- . | | re 
valli al ie Ne 
if Why. ie 
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A Letter From One Of America’s Famous Retailers 








“‘We have just telegraphed you regarding future 
supplies of TONY RED for our immediate 


needs. 


It is necessary for us to figure our May and June 
requirements immediately, and you must come to 
our aid. 


Changing a factory is suicidal to the con- 
tinued selling power of a line, and chang- 
ing from a successful leather is certain to 
result in reduced sales. 


We wish you would wire us what hope you can 
hold out of a sufficient supply of your TONY 


RED to keep us going.” 


TONY RED 


Reg. U. S. Pat. Off. 


CALF 


Manufactured Exclusively By 









ee Ee ee 


2 ooo OOOO CC ee i a ee ee a 


———————= ee 











CREESE and COOK COMPANY 





SALESROOMS 
195 SOUTH STREET, BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St. Louis, Mo. 








; TANNERIES 
DANVERSPORT, MASS. 


WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 
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Mary Jane: 


All Patent. . .. $6.50 


Patent vamp gray suede 
quarter...... ; 7.00 


All white kid 7.00 


Ruth, also with buckle 
All patent leather. . $6.25 


Patent vamp, gray suede 
quarter......... . 6.75 


Patent vamp, white kid 
quarter............. 658 


All white kid.......... 6.75 


@ GOLDSTEIN SONS 


and LORIO Inc. 


BENCH-MADE 
SHOES 


Designed on special lasts 
to fit the arch and the 
narrow heel, these shoes 
sell with surprising ease 
and are meeting with 
popularity wherever 
shown. For this reason 
the line is confined to 
one high-grade retailer 
in every town. 


Delivery within four 
weeks. 


GOLDSTEIN SONS 
and TORIO Ine. 


199 Lafayette Street 
NEW YORK CITY 























Onin 


Fixtures 
that 


Sell Shoes 


The more readily a passerby 
can differentiate your store 
from others, the more quickly 
he or she will be converted 
into a customer. 

Window fixtures play a most 
important part in building up 
a definite personality for the 
store. 

We originate fixtures of the 
sort which you will be proud 
to have as distinguishing marks 
for your store. 


Write for Catalog T 


A 64 page book full of fixtures and 
decoratives of real character 


DECORATORS 
SUPPLY CO. 


2553 Archer Ave. CHICAGO 


VOUMMMMNOMUAMNOUMNUOUM OOM 
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DAVIES 
KICKS FOR KIDS 








Are Real Bargains, We Have Them 
on the Floor Ready to Ship 








Stock No. 956 


Goodyear Welt. Mahogany Veal Uppers Overweight Oak Soles 
No. 956—Little Gents’. Sizes 9 to 13% — 
No. 838—Youths’. Sizes 1 to 2 wee 2.65 
No. 738—Boys’. 2% to 5%. : 2.95 














Stock No. 756 
Mahogany Veal Uppers. Overweight Oak Soles. 
No. 756—Boys’. Sizes 24 to5% . hom $2.95 
No. 856— Youths’. Sizes 1 to 2 : seuniaal 2.65 


Davies Shoe Mfg. Co. 


Racine, Wisconsin 











WE GUARANTEE EVERY PAIR 





LE ON) ee le 
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KVANGELINE 


(Reg. U. S. Pat. Off.) 


Goodyear Welt Shoes for Women— 


’ 


*“‘American Beauty’ 
Stock No. 4678 
Black Kid 1 Strap 


34 Inch Strap 
92 (Comb.) Last 





In Stock 
B—P 


$3.50 


Send for Catalog 


“American Beauty” 
Stock No. 4679 
Patent Leather 1 Strap 


(95 (Comb) Last 
1% Inch Heel 
34 Inch Strap 


$3.50 


Delivery in 3 Weeks 











Made by 


A. H. BERRY SHOE CO. Portland, Me. 


Boston Salesrooms:—428-430 Albany Bldg. 

















Pa itins 
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BOOT AND 


One of a Series 


how, when or where the wearing 

of shoes began. It can only be sur- 
mised that some contemporary of the 
stone age, finding his way beset with 
stones or strewn with thorns, thought 
to fasten about his feet the raw hide 
of the animal he had slain, and that 
then was born the germ of utility that 
through the centuries has evolved into 
the perfect modern shoe. 


[' cannot be stated with certainty 


The earliest shoes worn in the north- 
ern part of Europe were undoubtedly 
shaped like the moccasin of the Ameri- 
can Indian, and were made of raw hide 
with the hair outside. 


They covered the whole foot and 
partly enclosed the ankle,-about which 
they were fastened with thongs that 
laced through slits in the hide. Such 
were the shoes worn by the ancient 
Germans and the Celts of Brittany. 


oF 


The most modern of all shoe laces—the 
stiffened braid formsthetip, small, smooth 
and permanent—no metal. 














FOR SALE BY FINDINGS JOBBERS 
EVERY WHERE 


The Hutmacher Braiding Co. 
Braiders of Good Shoe Laces 
PATERSON, N. J. 
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Cool, Comfortable, More Attractive 
than felt and wonderful sale getters 
for Spring and Summer. 


IN STOCK NOW 


READY TO SHIP 


Boost your sales with these attractive 
high quality House or Boudoir Slippers, 
made of high quality cool cloth in as- 
sorted colors. Beautiful harmonizing 
colors with ribbon trimming, soft fluffy 
pompoms., High quality leather soles 
and cushion -heels. Water absorbing 
insoles. 





Order Pink by No. W2901. 

Order Baby Blue by No. W2902. 
Order Lavender by No. W2903. 
Order China Blue by No. W2904. 
Order Fawn by No. W2905. 
Order Copenhagen by No. W2906. 


Sizes 3 to 8 
Price $1.25 5% 10 Days 


WEIN SHOE CO. 


33 So. Wells Street 


Chicago Illinois 
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Comfortable and Stylish 


The Vulco-Unit End Box, although allowing full flexibility of the toe, 
permanently retains the shape of the toe by reenforcing its 
lower walls. For Soft Toe Golf and Sport Shoes 


The Genuine “VULOCO-UNIT" BOX TOE is made and sold only by 


ert hanes aa G ora 








The Boot and Shoe Recorder wil! appreciate your mentioning the publication in replies to advertisements 








66 





No. 800 S—Patent Colt, Two Strap Buckle 
Center Strap, Grecian Sandal, 3 cut outs on 
Vamp,30 Last, Imitation Turn Sole, 9/8 
Rubber}Heel. Width D. Sizes 3 to 7. Price 
$2.75. Can also be had with Button. 


No." 655 S—Patent Colt, One Strap Button, 
3 cut outs, Sally Sandal, 30 Last, Imitation 
Turn Sole, 9/8 Rubber Heel. "Width D. 
Sizes 3 to 7. Price $2.75. Can also be had 
with Buckle. 
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n Stock 


Send your order and ask for catalogue of 
our complete in stock line of popular 
numbers. 





No. 800—Patent Colt, Two Strap Buckle 
Center Strap, Grecian Sandal, Imitation Turn 
Edge, 30 Last. Width D. 9/8 Rubber Heel. 
Price $2.50. Sizes 3 to 7. an also be had 
with Button. 


No. 651 B—Smoke Elk, Blucher Sport Oxford, 
Mahogany Tip, Apron and Back Stay. McKay 
went Leather Sole, 10/8 Rubber Heel, 3 Last. 

Width D. Sizes 3 to 7. Price $2.75. Can 
also be had in Rubber Soles. 














Terms, 7%, 10 Days 
F. O. B. Everett or Boston 
Sold in 36 Pair Cases 


Bunker Hill Shoe Company 


Everett Manufacturers Mass. 











SUCH OOOO OOOO OOOO 


CLEAN, POLISH AND PRESERVE 
SMOKED ELK SPORT SHOES 





Griffin Neutral Lotion Cream 


(For All Shades) 
USED BY GOLFERS FOR YEARS 





If shoes are very dirty, we recommend using Griffin Quick Cleaning 
Price Fluid before applying Lotion Cream 
$21.60 per gross 


1.99 per dozen If your jobber cannot supply you 


WRITE 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET NEW YORK, U.S. A. 


SOODVAADUENDCOAEDAEANED COREA ALAND OPAPP 
PTONTITIII@MI@eliiiiiieniiiiiieliiiiiiieniiiiiieniiiiiieliiiiiieliia 


mm nn ene 
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SHOES FOR TENDER FEET 
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Style No. 3253 


Kid Oxford on No. 316 Last, 

Medium Toe, Plain Box Toe, 

Turn Sole, 114 inch Heel. 
A toE IN STOCK 


Price $4.75 


J. J. Grover’s Sons Co. 
LYNN, MASS. 


Boston, 80 Boylston St., Littl#®Bldg. 
New York, 47 West 34th Street 
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They Will 
Be Popular— 


and at the price listed they are excep- 
tional bargains. 


Made from small select Kip skins over 
our popular, well-fitting English last. 
Solid leather throughout and _bot- 
tomed with firm, clear oak bend soles 
—counters and toe boxes of heavy sole 
leather. 


Carried in stock in an excellent run of 


sizes and widths. 
95 


AA 4 -8 
A3 -8 $ 
B, C, D, 2-8 











Write or wire your order today. These 
are subject to previous sale, and orders 
will get prompt attention and imme- 
diate delivery. 


The L. D..STICKLES 
SHOE COMPANY 


Manufacturers 


REDWING, MINN. 
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Individual Chairs Improve the of Your Store 





































‘Ir is worth a good deal to have a store that people 
feel athome in. The chief factor in creating this ~ 
atmosphere is the Individual Chair. ~ ~ —~ ~— ~~ 


Ler us suggest a seating plan to harmonize with 
your present store fittings. We make chairs of all> 
types and periods, with fitting stools to match. For 
many of the attractively furnished stores that you re- 
cently have read about in this paper, the Individual 
Chairs were designed and executed by us. ~ ~ > 


THE cost is in line with sound business judgment. 
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How Much of the Public’s Dollar Is 


Merchants Reaped a Mighty Easter 
A aninsesvakechoatisess tans 74 


Remarkable increase in pair volume report- 
ed by Recorder subscribers. 


The Arrow Still Points Upward. . 77 


Further improvement noted in basic 
industries. 


And Now Come Whites! ............ 78 


What promises to be the best white season 
on record will soon be here. 


Making the Shoe Is Only 40 Per Cent. .81 


The remainder, says prominent manufac- 
turer, should be devoted to achieving dis- 
tribution.| 


Change in Tariff Schedule of No Bene- 
fit to Our Industry............... 86 


Attempt to influence favorable opinion on 
hide taz is nailed by Chas. H. Jones. 


The American People Get the Kind of 
eames Tike Welle... occu css:. 87 


But the trouble is, that having got them, they 
don’t want to pay maintenance charges. 


? 





A baker who eats his own cake is a good 
baker. 


We of the Recorder staff are a modest 
people, but there is an exception to every 
rule. 


I have just finished reading the “Bet- 
ter Business” number of the Recorder, 
the April 15 issue. And I’m mighty proud 
of it, immodest as it may seem for me so 
to express myself. 


There is more real merchandising in- 
spiration packed in this one issue than 
in any one copy of a business publication 
I have ever read. 


And it’s only the beginning of the good 
things we are going to give our readers 
from this time on. 


Weare entering into a great NEW ERA 
of American business. The Boot and Shoe 
Recorder will be a new era:leader. 








69 
































70 BOOT AND SHOE RECORDER April 22, 1922 











SAND PILES 


AND 


AFTERNOON 
PARTIES 


HANA 


HN 


ht 


l 





Peerless Consumers of Shoes—the little 


tots in kindergarten and the early 


DUCATOR 
grades. E SHOE® 
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Because of their many social activities, 


which range from complete exploration OUR NINE AMERICAN 
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How Much of the Public’s Dollar Is Yours? 


Your Skill as a Prophet on Styles 
Is the Deciding Factor of the Day 


sell all of the shoes that he could make. Today 
he finds out that he can easily make all the 
shoes that he can sell. 

Not so many years ago the shoe buyer figured out 
what the shoe cost him, then put on his regular 30 to 
40 per cent mark-up based on the selling price and 
left it up to the store selling staff to move the goods. 
Today the buyer finds out the price at which the pub- 
lic will buy shoes and then puts it up to the manu- 
facturer to aid him in meeting that price with some 
profit in it for both, if possible. 

Not so many weeks ago the Recorder said, “A Big 
Easter Business Ahead. People are in need of good 
shoes. You can sense this yourself if you stand on the 
corner of a busy thoroughfare and study footcoverings. 
The big thing to look to is the condition of the footwear 
of the general public and then to estimate what that 
condition means to your store. The temper of the public 
towards buying has improved.” 

Many merchants when they read the above paragraph 
in our issue of March 18 figured it out as so much 
optimistic “bull.’’ Others said, “It sounds reasonable 
that a study of footwear made on six of the principal 
streets of New York City at different hours, indicated 
that the people of New York needed shoes and that 
this salient fact might be paralleled in our own town,” 
so they put in more saleable and stylish shoes for 
Easter selling. 

One manager of a shoe department who had pleaded 
with his principal for the opportunity of buying $10,- 
000 worth of attractive shoes, to be on hand in the two 
weeks previous to Easter, had used all of his persuasive 
powers in emphasizing the argument that if they were 


N | OT so many years ago the manufacturer could 


not sold before Easter he still could move them in 
April and May, was hit hard through having three 
customers leave the store, for every one sold. He esti- 
mated that he could have sold every pair and then 
some, for the public “sure did buy.” 

We have a news feature in this week’s issue in the 
shape of a National survey of Easter business taken by a 
telegraphic census, so that merchants and manufactur- 
ers might be enheartened to a better business policy 
for the next six weeks. A taste of good business has 
encouraged many stores to open up ordering and to 
swing into the mid-season with attractive shoes at 
reasonable prices. The call for quality was an apprecia- 
tive note in the Easter business, and will in all proba- 
bility continue. 

Many stores thinking that the sport shoe feature 
was at its crest were caught short on some of the 
common numbers in smoked horse and brown apron 
effects. Isn’t it a lesson in the study of the public’s 
purse, as well as the public’s taste to hold on to a good 
style until the majority of the public has had an oppor- 
tunity to purchase new types of footwear? 

The life of a style is often months longer than 
the critical analysis made by the factory and 
buyer. This was revealed last season by the fact 
that in July sandals were said to be dead by the 
high stylists, yet they ran the whole season and 
have opened up this year with the possibilities of 
being the mid-season’s “‘one best bet” in whites 
and combinations. 

A frank statement by a conservative authority on 
economics is significant. Dr. Hadley, former President 
of Yale once said, **the success or failure of a man 
entering into manufacturing, transportation or 
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into agriculture depends more upon his skill as a 
prophet than upon his industry as a producer.” 


There will always be merchants who buy and sell 
for a profit. They are the men who are keenly aware of 
the time and place of certain styles, for prices and for 
publicity’s stimulation. 

We would not be a bit surprised to see the totals run 
up to $75,000,000 of business-that-might-have-been 
placed with shoe merchants if the stores had the new 
and wanted styles on hand. There is nothing as dead 
as a last season’s style, and too many stores had only a 
sprinkling of new goods to tempt Easter business. 
When the sizes were shot and widths were few, it was 
folly to keep the new numbers in the window because 
customers were disappointed in not being able to get 
the shoes they wanted. 

We believe that it is true that the shoe industry was 
short of shoes in the shoe stores on wanted styles in the 
fifteen days prior to Easter and that this shortage 
dates back to the indecision of last December and 
January. Eventually the lesson will be learned that 
some anticipation is a good thing in the buying of shoes. 
All stores cannot play as close to the factory as the 
overnight buyer in New York City. 

We look for a growing interest in attractive shoes 
for the next three months. We will continue to chart 
the condition of the public’s feet so as to get the 
national pulse on the need of shoes. Then, if we can get 
favorable indications as to wages and employment, we 
need but to reconcile the two to get a positive forecast 
that more shoes will be sold providing the merchant 
has them. 

Competition for the public purse today is not 
so much one shoe store against the other, but the 
shoe store against an attractive field of items 
ranging from millinery to fancy garters. The big 
thing for the shoe industry to consider is “chow 
much of the public dollar can it get in competi- 
tion with the field.”’ 

Shoes for utility mean mighty few pairs per person, 
while shoes for the satisfaction of being smartly dressed 
often means more pairs of shoes per person than a 
dozen pair of feet could wear out on a cinder path. Our 
hat is off to the merchant who sells shoes for some- 
thing other than their intrinsic value as leather and 
foot covering. We credit him with getting a profit- 
making business and pleasing the customer 
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The Jobber in Jeopardy 


HERE is more dynamite hidden in the Clayton 
4% Act than appears on the surface as is evidenced 
by three recent decisions. The possibilities of 
action preventing typing clauses was not unexpected, 
while the ruling that agencies for a patented product 
cannot be made exclusive by legal enforcement was 
somewhat along the same line, but the surprise comes 
in the order issued through the Federal Trade Com- 
mission in the Mennen case. This particular test case 
has its bearing on the place and utility of the jobber in 
the complex fabric of business. 

According to the order in question, the Mennen 
Company, a well-known manufacturer of toilet goods 
of various kinds, has violated the Clayton Act, which 
went into effect just about six years ago. To put the 
order in the simplest and briefest terms, the Mennen 
Company has been called upon by the Commission to 
cease and desist from discriminating among its cus- 
tomers by classifying them as jobbers, wholesalers or 
retailers, and giving to wholesalers or jobbers a lower 
price or larger discount than it gives to retailers when 
they buy the same kind of goods in the same quantity. 


Here is the provision of the Clayton Act under which 
this order has been issued: 


Sec. 2. That it shall be unlawful for any person engaged in 
commerce, in the course of such commerce, either directly or 
indirectly, to discriminate in price between different purchasers 
of commodities, which commodities are sold for use, consumption, 
or resale within the United States or any Territory thereof or the 
District of Columbia or: any insular possession or other place 
under the jurisdiction of the United States, where the effect of 
such discrimination may be to substantially lessen competition 
or tend to create a monopoly in any line of commerce. 


It should be noted that the law further provides that: 


Nothing herein contained shall prevent discrimination in price 
between purchasers of commodities on account of differences in 
the grade, quality, or quantity of the commodity sold, or that 
makes only due allowance for difference in the cost of selling or 
transportation, or discrimination in price in the same or different 
communities made in good faith to meet competition, 


and the law contains this further proviso, 
That nothing herein contained shall prevent persons engaged in 
selling goods, wares or merchandise in commerce from selecting 


their own customers in bona fide tranactions and not in restraint 
of trade. 


The rightness or wrongness of the Commission’s order 
turns, it would seem to the layman, on the question 
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whether the effect of the lower prices or larger dis- 
counts made to the wholesalers did have the effect of 
substantially lessening competition or tending to create a 
monopoly. 

This point the courts, we understand, will be called 
upon to decide, and inasmuch as the case will first go 
to a United States Court and from there, in all proba- 
bility, to the Supreme Court of the United States, a 
considerable period will elapse before the Commission’s 
order will be confirmed or dismissed. 

Meanwhile, the seriousness of the contingencies in- 
volved in the Commission’s action is obvious. It strikes 
at the heart of the wholesale or jobbing business. As 
said, no one knows what was the intent of the framers 
of the Clayton Act. One may be satisfied, however, 
that it was not their intention to wound or destroy a 
most important branch of the country’s trade and one 
which has to do with the handling of the great majority 
of commodities. 

The order strikes not only at the wholesaler or job- 
ber. If sustained, it will have a most injurious effect on 
the business of many manufacturers. Not every pro- 
ducer by any means can afford to maintain his own 
selling organization, nor is his doing so desirable from 
an ecoriomic standpoint. The wholesaler maintains 
close contact with all the dealers in the territory 
tributary to his center. He can send out his road sales- 
men at a minimum of expense, in many instances using 
motor vehicles and thereby making three towns per 
day, where only one could be made by train. His in- 
timate knowledge of the local conditions is a most 
valuable factor in safely extending credit. And he 
handles so many lines that he is not like the manu- 
facturer, with ‘‘all his eggs in the one basket.” 

It is not surprising then, that many manufacturers 
sell their entire production through wholesale concerns. 

As to the manufacturer who sells part of his product 
through wholesalers and part of it direct to retail shoe 
merchants, it is obvious that to such a producer, again, 
the jobber is a necessity. 

This, again, is just one of the conditions which cause 
this Federal Trade Commission order to be a menace to 
the retail merchant. Even the largest retailers find it 
idvisable, at times, to buy from wholesale houses. 
specially is this true when scarcity prevails. As has 
‘een proved over and over again, the wholesaler at 

uch times is apt to have the goods and make prompt 
/eliveries, although the mill may be behind on orders. 
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For the medium-sized and smaller stores the whole- 
sale house is a necessity. Where are merchants of that 
class going to get goods if the wholesaler’s activities 
are curtailed by law? We have already shown, and our 
readers well know, that in few instances can they buy 
direct from the manufacturer. 


We do not believe that the Commission’s order will 
stand the test of the Courts. Price discrimination by 
manufacturers between wholesaler and retail mer- 
chants, far from lessening competition, tends to in- 
crease it. The Commission’s ruling, tending as it does 
to the elimination of both the wholesalers and the 
smaller retail merchants, would accomplish exactly 
what the Clayton Act seems to have been intended to 
prevent. 

It is today generally conceded that the whole- 
saler of merchandise is a necessary part of the 
business fabric. He serves numerous manufactur- 
ers in marketing their product more efficiently 
and more economically than they could them- 
selves; he also enables retail merchants, especial- 
ly the owners of moderate-sized and small stores 
to buy, to merchandise and to finance their busi- 
ness in a way which without the wholesaler they 
would find impossible. 


Full Liberty to Radio 
AKE the Recorder useful to yourself in every 
possible way and use freely its features in pub- 
licity to the public. How often have we said 
this—but repetition helps spread the fact further that 
the Recorder is here to be made doubly useful to mer- 
chant and to the public. 

One merchant writes for 200 copies of the article, 
“How many hides will buy a pair of shoes,”’ another 
for the privilege to run in his local paper the story, 
“Country Hide Prices vs Shoes,”’ and another wants to 
radio from his local broadcasting station the story, 
“Telling the Public.”’ All these came from our issue of 
April 1.‘ Another merchant wants cartoons for his 
circular and clips out a “Paul Brown.” Still another 
wants a lecture to read before his Rotary Club. 

If there is anything in a spirit of usefulness—it is 
100 per cent the ambition of the Recorder to be nation- 
ally useful to the merchant and his public. So if you 
want articles, or cuts, take them as you will. 
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Public in a Buying Mood and Shoe 
Merchants Reaped a Mighty 


Easter Harvest 


Increases Ranged All the Way from Ten to 100 Per Cent in 
Pairs and There Were Many, Even Who Sold More 
in Dollars and Cents Than Last Year— 
Straps the Best Patterns and Patent 
the Best Selling Leather 


ELEGRAPHIC reports received by the Bool 
sg and Shoe Recorder from representative retail 

shoe merchants in all parts of the country, 
prove beyond the shadow of a doubt that the week 
before Easter witnessed a revival of buying on the 
part of the public far in excess of the expectations of 
many of our most optimistic prophets. 

While the increases, as recorded in dollars and 
cents, do not loom large, nevertheless that was to 
have been expected because of the decline in 
prices during the beginning with Easter 
Sunday, 1921. 


year 


It is the pair increase to which we must 
turn for an accurate guage of the public’s 
mood and here we find that, almost 
without exception, a remarkable showing 
was made. Increases ranging from 10 to 
100 per cent are reported by merchants 
from the Atlantic to the Pacific and from ~ 
the Gulf of Mexico to the Great Lakes. 


The exceptions were found on the west coast, Los 
Angeles reporting that the weather conditions had 
militated against the expected improvement in show- 
ing; and Portland, Oregon, merely holding its own. 

An analysis of the telegram shows that of the many 
patterns now on the market, the best sellers were the 
Of the leathers, patent ran far ahead of any 
other. Patent in combination with gray and other 
colors, came along in second place. In the other 
models no particular type loomed much larger than 
any other. 

Here are the telegrams as received: 


straps. 


Largest of Any Week 
In Our History 


Easter business was enormous. Saturday sales the 
largest of any single day in the 39 years of our busi- 
ness career. Easter week the largest of any week ever 
recorded by us. Increase over Easter week last year 
amounted to 26 per cent dollar volume. We attribute 
this to the fact that we had seasonable merchandise 


on hand and we advertised this fact broadcast also 
because men have again started buying. The largest 
single seller ladies department was a combination of 
gray suede quarter and patent vamp strap sandal 
followed closely by a similar style in all-over white 
kid—Krupp and Tuffly, Inc., Houston, Texas. 


* * * * 


Exceeded Last Year By 
*““Comfortable Margin” 


Easter period exceeded last year’s same period by 
very comfortable margin due to Easter being three 
weeks later and very favorable weather conditions. 
Women’s straps of patent with box wood heels the 
one best seller.—A. H. Geuting Co., Philadelphia. 


* * * * 


Easter Volume As Good 
As Last Year 


Volume for Easter was as good as year ago because 
we had plenty of up-to-date strap effect with high 
and low heels. «Patent trimmed with camel color; 
gray and white hand-sewed high heels were best 
sellers. No Spanish heels.—Knight Shoe Co., Portland, 


Oregon. 
* * * * 


Stormy Weather Played Hob 
In Los Angeles 


Volume about 5 per cent less than last year, weather 
being unusually cold and stormy. Oxfords and straps 
in sport effects received greatest call especially in fawn 
or beige trimmed with brown or tan. Had weather 
conditions been ideal this would have equalled if not 
surpassed last year’s business.—Wetherby Kayser Shoe 
Co., Los Angeles. 

+ * * * 
Nineteen Per Cent Increase 
Average Price $13 


Easter week this year largest in hisotry of business 
in both stores. Increase 14 per cent money and 19 
per cent pairs. Average price $13. Patent straps 
with inch heels first. Patent fawn combinations next. 
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Twelve-eight Cuban heels good in fancy —— 
Napiers Booterie, Minneapolis. 


* * * * 


Even Weather Couldn’t 
Keep Business Down 


Easter week business same dollar volume as year 
ago, but 7 per cent ahead second week April year ago 
last week in spite of competition from new store 
opened here and two separate snowstorms and cold. 
Patent strap pumps with low heel at $10 led. Louis 
heels best sellers in better grades.—The Broadhust 
Young Shoe Co., Denver, Colo. 


* * * * 


One Hundred Per Cent 
Over Last Year 


Business Easter week great. Expected, prepared for 
and got a hummer. One hundred per cent over last 
year. Expect a banner 1922. Best sellers women’s 
patent one strap 12/8 heel. Our factories all going 
and the great non-union coal field which can coal the 
world operating six days a week. Everybody optimist 
here. Get the spirit! Let’s go!—Henry Shoe Co., 
Huntington, W. Va. 

ok * * * 
Stability of Prices Brought 
33 Per Cent Increase 


Had increased Easter business of 33 per cent. 
Reasons were stabilized prices, buying confidence re- 
stored, greater number employed, optimistic propa- 
ganda regarding financial outlook, increased effort in 
advertising, desirable merchandise and competent 
sales organization. Patent leather straps and oxfords 
welts and turns our best sellers for women and chil- 
dren—A. E. Pitts Shoe Co., Columbus, Ohio. 

* * * a 
Saturday’s Business Doubled 
Last Year’s in Dollars 


We sold $5000 last Saturday against $2500 same day 
last year. Our business is in a healthy condition. 
Women’s patent straps with low heels the one best 
style—Fred S. Steward, Atlanta, Ga. 

* * a * 
Slightly Better Than Banner 
Week Last Year in Dollars 


Easter business slightly better than our banner 
week of year ago at high prices. Women bought in 
order given—patent turn strap, satin turn strap, patent 
welt oxfords, tan calf and tony red welt oxfords. All 
Cuban and low heels. Public better satisfied to buy 
at the reduced prices.—Marott Shoe Shop, Indiana- 
polis, Ind. 


* * * * 


Patent Leather Sold Best 
To Women 


Easter week this year two per cent less than Easter 
veek year ago. We are playing a strictly style game. 
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Women’s all patent and patent in combination with 
beige or gray ooze sold best in one-inch heel sandal 
effect.—Turrell Shoe Co., Seattle, Wash. 

It is not clear whether this means less in dollars or in pairs, probably the former. 


—Ed. Note.) 
* * * * 


Twenty Per Cent Increase 


Made In Pairs 


Sales this year 10 per cent more than last. Pairs 
20 per cent more. March last year better than March 
this year. April this year much better than April last 
year. Easter dates and weather conditions make dif- 
ference. Patent leather straps, low heel, best seller. 
Brown oxfords and brown straps second. Gray very 
good.—T. W. Sherron, Memphis, Tenn. 


* * * * 


Thirty-four Per Cent 
Pair Increase 


Volume Easter business over year ago increased in 
dollars 1 per cent and in Pairs, 34 per cent. Increase 
due to late season and general brightening of business 
conditions. Best women’s seller low heel one strap 
flapper pump in patent; also patent vamp with gray 
suede quarter.—C. M. Stendal, Minneapolis, Mina. 


* * * * 


New York Showed Pair 
Gain of 15 Per Cent 


Volume of Easter business was 2 per cent behind a 
year ago in dollars and cents but 15 per cent ahead in 
pairs. Best selling style was patent leather instep 
strap, block heel, sandal.—Percy E. Hart, Cammeyer’s, 
New York City. ; 

* * * * 
Abnormal Increase Reported 
From Middle West 


Compared with six days preceding Easter in 1921, 
sales show increase 30 per cent. Business had been 
held back for six weeks with very unfavorable weather. 
This probably was the biggest factor in the abnormal 
increase. Think, however, retail business is improving. 
Patent straps the big thing.—Robinson Shoe Co., 
Kansas City, Mo. 

* * * * 
More Than 60 Per Cent Increase 
In Dollars and Cents 


Easter volume more than 60 per cent ahead of last 
year in dollars and cents and this means for all our 
stores. Days preceding Saturday show gain also. 
Dark shade brogue oxfords best seller for men. Patent 
one-strap, low heel sandal best in women’s. Think 
prospects in shoe business brighter than ever.—Ralph 
P. Levey, Po Korney’s, New Orleans, La. 

* * * + 
396 More Pairs In 
Oklahoma City 


Our dollar volume for Easter was up to last year 
which means we sold 396 more pairs than a year ago. 
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Ninety per cent of sales on patent straps with low 
heels.—E. Lecompte, Oklahoma City, Okla. 


* * * * 


At Least One-Third 
More In Pairs 

Increase in sales for Easter week of 1922 over Easter 
week of 1921 was one and two-tenths per cent. The 
percentage would have been much greater but for the 
fact that prices are much lower. Number of pairs sold 
this Easter at least one-third more.—F. W. Dabney 
and Co., Richmond, Va. 





* * * & 


Greater This Season 
Than Ever Before 

Our Easter business was greater this season than 
ever before in our history. Sold fully 30 per cent 
more pairs and volume in dollars and cents great deal 
better than ever before. A variety of straps in every 
description was sold. No one style stood out in 
prominence.—O’Connor and Goldberg, Chicago, II. 


a 


Louisville Reports A 

Healthy Increase 
Volume of Easter week business this year figures 
one and two-fifths per cent less than last year occa- 
sioned by reduced prices of merchandise. Number of 
pairs greater than last year. Best selling style this 
year patent low heel one strap.—Byck Bros. and Co.. 


Louisville, Ky. 
* * * * 


Business On Par 
With Last Year 
Easter business on par with last year. Weather 
ideal. Patent strap best seller. Gray with patent 
vamp next. Smoked horse next. A little higher heels 
coming fast. White and black sports and white oxfords 
next. Kill the Russian boot for fall. Very dangerous 
style.—Stone Shoe Co., Cleveland, Ohio. 


” * * + 


Pairs Show Increase; 
Outlook Encouraging 
Volume of business Easter week 13 per cent below 
Easter week of last year, because of lower prices but 
sales of unit pairs were greater. Patent leather strap 
pumps with medium Cuban and low heels predominated. 
Good demand for same shoes with suede quarters. 
Outlook for future encouraging.—Sommers and Kauf- 
man, San Francisco. 


Shoe Machinery Tying Clauses 
Declared Void 


Washington, April 17—The “tying” clauses in the 
leases of the United Shoe Machinery Corporation and 


its associated companies, challenged by the govern- 
ment under the Clayton Act, were today declared 
invalid by the Supreme Court in an opinion delivered 
by Justice Day. Justice McKenna dissented and Jus- 
tice Brandeis did not participate in the consideration 
or decision of the case. 

“This system of ‘tying’ restrictions is quite as effec- 
tive as expressed covenants could be,” the court 
declared, “‘and practically compels the use of the 
machinery of the lessor, except upon risks which 
manufacturers will not willingly incur. . . . The power 
to enforce them is omnipresent, and their restraining 
influence constantly operates upon competitors and 
lessees. The fact that the lessor in many instances fore- 
bore to enforce these provisions does not make them 
any less agreements within the condemnation of the 
Clayton Act.” 

Referring to the contention of the corporation that 
the form of lease it adopted after the Clayton Act 
became effective is free from the restrictive and tying 
clauses and is, therefore, unobjectionable, the opinion 
pointed out that those leases are terminable upon 30 
days’ notice and stated “they were evidently framed in 
view of the Clayton Act and litigation likely to arise 
over the former leases in view of that enactment.” 


Statement Issued by President Brown 


Boston, April 17—President E. P. Brown of the 
United Shoe Machinery Corporations today made the 
following statement with reference to the decision of 
the Supreme Court: 

“The company is in receipt of word by wire that the 
Supreme Court has decided under the Clayton Act 
adversely to the company, Justice McKenna alone dis- 
senting. Just what the next steps will be we are unable 
to say until we have had opportunity to read and con- 
sider the opinion of the court, which we have not as 
yet received. 

“While surprised at the outcome, methods will be 
worked out which will enable the company to continue 
its business along satisfactory lines in accordance with 
the ultimate decision of the court, whatever it may 
be.” 

The company manufactures some 325 machines, of 
which about 70 are leased and seven or eight afford the 
company its main revenue, these few machines covering 
the major shoe manufacturing operations. The other 
machines are supplied chiefly as a matter of conven- 
ience and service to the manufacturers or shoe repair- 
ers, the shoe machinery company also keeping its 
machinery in répair as a part of the lease plan. 

It is understood that the company had anticipated 
an unfavorable decision in the preparation of a new 
form of lease which will comply with the requirement: 
of the law in conformity with the Supreme Court 
decision and which will be offered presently. 


April 22, 192: 




















April 22, 1922 

















BOOT AND SHOE RECORDER 


77: 





The Arrow Still Points Upward 


Continued Improvement Is 
Noted in Basic Industries 


2 XPORT business at present is increasing 

EH; and has been increasing for some time. 

It is getting back to where it was before 

the war. It is getting back to the highest point. 

There is reason to expect that all our business will 
increase. 

“Business conditions have been improving. I 
read in the paper that there has been an increase 
in business of 9 per cent. The steel business has 
doubled in volume in the last year. 

“We are operating at present up to 75 per cent 
ingot capacity and about the same or a little more 
as to iron capacity. The corporation has made 
steady, persistent and intelligent progress from 
the time it started. We have fortified our position 
and become stronger. We have added to our capi- 
tal and to our wealth.””— 


From address made April 17 by E. H. 
ing of stockholders of the United States Steel 
* * * * 
Southern Railroad to Buy New 
Rolling Stock 


The Southern Railway on April 17 applied to 
the Interstate Commerce Commission for au- 
thority to issue $9,300,000 of equipment trust 
certificates payable in thirty semi-annual install- 
ments of $310,000, with interest at the rate of 5.5 
per cent, the money to be used in providing itself 
with new rolling stock. 

* * + * 
Structural Steel Orders Increase 77 
Per Cent 


Contracts placed in March for structural steel 
throughout the United States totaled 139,326 
tons, according to figures announced yesterday by 
George E. Gifford, secretary of the Bridge Builders 
and Structural Society. This was equivalent to 77 
per cent of the capacity of the bridge and struc- 
tural shops of the country. It is a gain of 60,626 
tons over February, or a gain of 77 per cent. Last 


before meet- 
‘poration. 


month orders were booked at the rate of 4314 per 
cent of shop capacity. 

Conspicuous among the awards were those for 
hotels, piers, bridges, apartment houses, office 
buildings, subways and elevated line extensions. 
April shows no falling off in demand and the 
month’s figures are expected to show about the 
same tonnages placed. Many builders stepped into 
the market last month because they realized that 
prices for structural steel had reached the bottom. 


* * * * 


Santa Fe Road Shows Net Gain of 
$3,301,281 

The report of the Atchison, Topeka & Santa Fe 

Railway Company for the year ended December 

31, 1921, shows net railway operating income of 

$41,268,307, as compared with $37,380,590, an 

increase of $3,887,716. While the total operating 

revenues were reduced by $25,323,931, this was 

more than offset by a reduction in operating costs 

of $31,484,223 to $173,217,915, bringing the rail- 

way operating income up to $40,793,568, a net 
gain for the year of $3,301,281. 
* * * * 

Silk Demand Increases; 
Price Advances 15 Per Cent 

A price rise of approximately 15 per cent was 

registered in raw silk. Thrown silk reflected the 

rise also, which was said to be due to actual spot 

demand for considerable quantities of stock. The 

approach of the season’s end was also spoken of 


as a factor in the price advance. 
* * * * 


Southern Mills Refuse to Accept 
More Orders 
The firmness of some southern mills in turning 
down business on wide print cotton cloths has 
surprised some of the buyers. They had assumed 
that the mills would sell on almost any bid around 
a basis of 714c for 64 x 60s. 
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And Now Come Whites! — i 


Why Not Follow the Lead of the Hatter and Milliner and Have 
a Definite White Shoe Season as a Break 
Between Spring and Fall 


a factor in Summer footwear sales. Throughout 

all of these years, they have gradually grown in 
favor with women and children. Within the past two or 
three years, they have reached the point when they 
usually constitute a season. 

As the hatter looks forward to straw hat season and 
prepares for it, so does the shoe merchant prepare for 
white shoe season. Some white shoes sell all the year 
around. White kid and white satin always have their 
place for evening wear, but the volume is comparatively 
small. White for street and general wear is essentially 
warm weather footwear. 


YOR twenty years or more, white shoes have been 


Can the White Season be Marked On 
the Calendar? 


It always has been thought that a specific date 
cannot be fixed for the opening of the white season the 
country over, since temperature and climatic condi- 
tions must be reckoned with. The hatters, through their 
concerted action, have decreed that the straw hat 
season shall open May 15, and close August 31, and 
they have “put it over.” Of course, some sections of the 
country cannot well adhere to the calendar limitations 





of straw hat season, but in a general way it is wel 
observed. 

A few seasons ago, Iowa merchants tried out the 
plan on white footwear and succeeded surprisingly 
well. Since white footwear has taken such strong hold 
upon the women of the nation, it is entirely possible 
that through action of the National Association what 
was accomplished in Iowa through the concerted efforts 
of the State Association could be made practically 
nation-wide. Suppose that May 15 was decided upon 
as the opening of the white shoe season and merchants 
all over the country put forth all possible energy in 
“ridding”’ their shelves of other footwear cleared their 
windows and display cases; and advertising proclaimed 
the advent of the White Season, and every sales effort 
was concentrated on white until August 31. 

On August 30, all white footwear would disappear 
from windows and casés and new Fall footwear would 
be put in its place and advertising would be switched 
to Fall footwear. 


Provide for a Break in Seasons 


If such a program could be arranged and generally 
adhered to, it would solve one big problem—the ending 
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of the Spring and Summer season and the beginning 
of the Fall season. 

There is a well-defined feeling throughout the trade 
that there should be some way to make a break in the 
seasons: that some plan should be arranged whereby 
Fall and Winter footwear can be distinguished from 
the Spring and Summer vintage. Is it a definitely 
defined white shoe season the answer? 

Retail hatters are convinced that men buy more 
hats per year because of the distinct and well-defined 
straw hat season having come into vogue and being 
generally observed. 

If you think it doesn’t work, just watch it this year 
in any metropolitan city—or most any of the smaller 
ones that pride themselves on being classy. Watch 
derbies, fedoras and others of the felt tribe disappear 
and bright new straw “lids” take their place simul- 
taneously with the advertising and display of straws, 
the week of May 15. Then watch straws disappear and 
new, never-before-seen felts ride serenely back into 
favor almost over night when the bell during rings the 
week of September 1. 


The Four Seasons of Millinery 


The manufacturers of millinery some years ago 
worked out a program of four seasons a year. Each 
season has its distinguishing shapes, materials and 
shades all worked out in advance so that every retail 
milliner from Fifth Avenue to Main Street knows 
when to begin and when to end a certain season. True, 





Black and 
White 










Fabric Trimmed with 
Patent Leather. 
Sacks Shoc Co., Cincinnati. 








there are a variety of shapes, colors and materials each 
season to gratify the tastes of the individuals, but the 
point is there is a definite beginning and ending of 
each season and the milliner knows, just as the hatter 
knows, that it is wise to close the season with prac- 
tically no left overs. 


A Lesson in Stock Turn-Over 


The milliner knowing that left-overs are practically 
vorthless, speeds up selling and gets a stock turnover 
iat would make a shoe merchant turn green with 


envy. 
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We apparently have reached a point in the shoe in- 
dustry where footwear fashions are about as fickle and 
changeable as millinery and left-overs are about as 
worthless as millinery or last year’s straw hats. The 
shoe merchant is in a more precarious position than 
either the hatter or the milliner because of the long line 
of sizes and widths with which he has to contend. His 
problem of turn-over is thereby made doubly difficult, 
and yet his actual net profit is dependent as much on 
the frequency of the stock turn as it is upon the per- 
centage of mark-up. 


Other Than White Not Necessarily Eliminated 


It might not be possible and in fact probably would 
not be desirable to confine sales of white shoes entirely 
within the season between May 15 and September I, 









Fabric Shoe of All 
White Fabric with 
Inslep Strap fasten-ed with 
Buckle of Nickle. 











but if the display and advertising were confined within 
these limits it undoubtedly would go a long way 
toward a break in the seasons and encourage the habita 
of clearing up women’ sRussia calf, gun metal aZd other 
leathers which are better adapted to Fall weather and 
early Spring. Other materials that are seen to be 
slipping could likewise be cleared up and the money 
and shelf room be utilized for Summer needs. 

There is no indication that boots will sell to any 
great estent for Fall, so there can be no break between 
seasons from this cause, but the white shoe season 
might be utilized for the purpose in which even clean- 
up sales on oxfords and other low-cuts in leathersi 
would be held the first of May, rather than the middle 
of July or the first of August. 


Estimating Quantities and Patterns 


In determining the quantity of white footwear that 
will be needed for this year, big stores invariably make 
a careful analysis of last year’s business. The first 
diagram usually shows the number of pairs of white 
buck, white kid and white fabrics sold each month 
during the Summer season.. In the second analysis, 
each material is classified as to style and patterns. 
That is the number of pairs of buck oxfords, fabric 
oxfords and white with colored trimmings are listed 
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AS Weil designed foot- 
‘ wear of white fabric 

will sell weli. 

This from the line of 

Roberts, Johnson § Rand, St. Louis. 





The strap effects are classified. Each classification is 
divided into grades. 

Each store has its own method of determining the 
quantity of each material and each style that should be 
purchased, but the style tendency is one big factor 
always taken into consideration. 


Following the Style Trend 


For instance, for the past few months, oxfords have 
been slipping and strap patterns gaining in favor. 
This naturally has been considered in the purchase of 
white footwear. Last year, large quantities of white 
oxfords were sold. Few merchants bought enough and 
when the height of the season was reached, it was 
almost impossible to purchase white fabric oxfords of 
any kind. 

As a result of this experience, merchants generally 
placed orders for liberal quantities of white fabric 
oxfords for delivery in April and May of this year. 

Nobody seems to think that purchases were too 
heavy, but merchants who have carefully watched the 
trend of styles have been buying fewer oxfords and 
more straps for delivery after May 1. 


A Big White Season Ahead 


Everybody has faith in white footwear. Merchants 
the country over are looking forward to one of the 
biggest white seasons in the history of the shoe busi- 
ness. 

Viewed from one angle the outlook for a record white 
business is well assured, but purchases for delivery 
after May 1 are largely for strap effects, rather than 
oxfords, except when repeat orders are being placed for 
middle sizes or oxford styles which were bought early. 
No doubt oxfords will sell and sell big in both all white 
and white trimmed in black and some other colors, but 


the tendency away from oxfords in Russia and patent _ 


and other materials is certain ‘to be reflected in both 
white leather and white fabrics. 


Patterns in White and Combinations 


The patterns in white buck and ooze with and with- 
out colored trimmings tend towards sport strap styles 
with low heels and welted soles, although quite a 
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A Suggestion of the | 
cand pattern is 
seen in this model. Made 
Selby Shoe Co., Portsmouth, O. 








variety of styles in white ooze with patent trimmings 
in turn soles and 14-8 to 16-8 heels are shown. These 
to a great extent, are made in the sandal type, having 
an open space in the shank between the vamp and 
quarter. 

White kid and light weight white calf with bright. 
but soft finish are used extensively in these patterns. 
both plain with cut-outs, and patent trimmed in the 
high-grade lines. 


Piping and Saddles 


Where black or other colored leathers are used as 
trimming on white footwear, the trimming material 
varies all the way from a light, delicate piping to heavy 
saddles, but the apron or saddle effect is being light- 
ened by slashing the trimming material, so the body of 
the shoe shows through. One particularly attractive 
strap pattern is the “Zebra.” Over the white kid or calf 
is an overlay of patent forming a collar and being cut 
into strips about a quarter of an inch wide and running 
over the toe, over the ball and over the quarter. In fact, 
Zebra is right for it is really a striped pattern. 





-—_— 
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Black Patent 
and Calf 


Black sole and heel 
in beautiful contrast 
: with near pear! shade 

of calfskin. The Val Dultenhofer Sons Co., Cincinnali. 


| 


Kid and green are used to a considerable extent for 
trimming materials, both in sport effects and in the 
higher heel dress patterns. However, patent leathe: 
is most used as trimming materials for white foot- 
wear. 
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Making the Shoe Is Only 40 Per Cent 


From Now On, Says Manufacturer, New England Must Devote 
at Least 60 Per Cent of Its Time to 
Achieving Distribution 


_ By ALFRED W. DONOVAN 
Of E. T. Wright ¢ Co., Rockland, Mass. 


years, I find that the shoe manufacturers of New 
England have believed it absolutely necessary at 
all times to devote a very great percentage of their 
time to the production of their shoes, in order that the 
quality which New England has so long stood for 
should be maintained. 
This quality has become an inherent factor in the 
mind and product of the New England shoe worker, 
and because of this fact I believe it is more necessary 


OOKING back into the history of the past forty 


What New England Is In Danger of Losing 

For almost all of the forty years during which the 
Recorder has been published the shoe industry of New 
England has centered its attention upon the art of shoe- 
making, and has delivered the so-called finished product 
to the jobber or retail merchant of the sections into 
which shoes have been sent for distribution, not as we 
would have distributed them, but as others saw fit to 
distribute them, the result being that New England in 
a great measure has become primarily a shoe making 


than ever for the New England 
shoe industry, if we are to 
maintain our present lead and 
strengthen our position, to 
view the problem more and 
more as one of manufacturing 
in its widest extent rather than 
as one of actual shoemaking. 
By manufacturing 1 mean the 
entire problem of buying, pro- 
ducing and distribution. 


Correct Ratio Defined 


1 believe that, because of the 
development of the art of shoe- 


The Importance of Distribution 


“For almost all of the forty years during 
which the ‘Recorder’ has been published,” says 
Mr. Donovan, “the shoe industry of New 
England has centered its attention upon the 
art of shoemaking and has delivered the so- 
called finished product to the jobber or retail 
merchant of the sections into which shoes have 
been sent for distribution, not as we would have 
distributed them but as others saw fit to dis- 
tribute them, the result being that New England, 
in a great measure, has become primarily a 
shoemaking unit and has lost sight of the 
relative importance of distribution to the indus- 
try as a whole.” 


unit and has lost sight of the 
relative importance of distribu- 
tion to the industry as a whole. 

I believe that, in order to 
provide for a continuation of 
our supremacy in the shoe in- 
dustry, it will be positively 
necessary for the directing 
forces to give not less than 
sixty per cent of their effort to 
the proper distribution of their 
product. 

Briefly the New England 
shoe manufacturer today should 
find the territory in which his 





making in New England, and 


“because of the almost inherited 


skill of the shoe worker, the problem of shoemaking is 
now not more than forty per cent of the one hundred 
per cent of so-called shoe manufacturing. From the 
viewpoint of a managing director of a shoe manufactur- 
ing corporation I believe that the time which the direc- 
tor devotes to his affairs should be divided rather dif- 
ferently now than it has been in the past. 

Given the conditions as they exist in New England 
it is now not only possible, but profitable, and to my 
belief necessary, that the managing directors of the 
New England shoe industry devote at least sixty per 
cent of their total time and effort to the proper dis- 
tribution of the manufactured product, first because 
quality in this district is inherent, second because 
quality from this district is expected, and third 
because of long experience of quality workmanship 
the rank and file of shoe workers in the New 
England section will automatically deliver the high 
quality of workmanship, which is so manifest in New 
England shoes. 





shoes can be,most profitably 
distributed, also the type of 
shoe which can be used by the dealers, and should de- 
vote, in my mind, at least sixty per cent of his time and 
energy to this purpose, allowing the remainder of his 
time to be devoted to the standard of quality which he 
has already attained. By so doing I feel that in a great 
measure the supremacy of New England as a shoe 
manufacturing center will be assured. 


18,000 Pairs Per Day 


During January, 1922, Endicott-Johnson Corpora- 
tion was running full time, turning out every full work- 
ing day .approximately 18,000 pairs of shoes. This 
January production was nearly 10 per cent of the total 
amount of shoes produced in the United States during 
that month. Figures for this statement are based upon 
the data compiled from reports received by the De- 
partment of Commerce through the Bureau of Census, 
Washington, D. C. 
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forty Useful - Years 


The ‘Boot and Shoe Recorder” 
Printing the following Letters from Some of Its Good Friends 


7 E have taken the Recorder for several years 
W and not only get much good out of the articles 
therein, but derive even greater direct benefits 

from the ads. Through the ads we see the current 
styles in shoes illustrated and also see what maker has 
them to deliver. The paper thus serves as our “Easter 
buyer. “—J. H. BROWNE & SON, Norton, Kansas. 

* > * * 

“We consider it the best publication for our business 
and get a great deal of good from reading it weekly. "— 
MERRITT & TOMPKINS, Pontiac, Mich 

ad * * 7 

**The Recorder has been a constant visitor in our store 
since we opened up 16 years ago. It is read ‘From Kiver 
to Kiver’ by ourselves as well as our clerks. It is one 
publication that has always served the retailer with 
good, helpful ideas and practical information, interest- 
ingly written. May you have many more happy birth- 
davs “—W. L. NICHOLS, Mason City, lowa. 

S$ © es 6 

“| believe the Boot and Shoe Recorder is indispensable 
to the successful shoe retailer. We look over every issue, 
perhaps not reading everything, but certainly digest 
the articles that will help us sell more shoes right. We 
are the third generation of our family in the shoe bus- 
ness and the t and Shoe Recorder has been coming 
to our family since it was first published, which | think 
was 1882.""—L. S. WYNES, Moline, Ill 

* . 7 * 

“| have been a constant reader of the Recorder for 
years and feel that | have received a great deal ct good 
from it. I should feel lost without it. "—O. L. INGLE- 
DUE, Marshalltown, lowa 

* + * * 

“While rather young in an institution as old as 
‘Pokorny's’ | feel that my fifteen years experience has 
been greatly assisted as a result of my weekly invasions 
of your newsful columns. In addition to this, I believe 
we have built up in our organization a reasonable 
amount of interest through the passing around of your 
~— among our employees, of such articles as we 

elieved would be helpful, instructive and interesting. 
Our good wishes go forth to you on this occasion, and 
you may be assured that we will continue to give you 
whatever support is within our power. "RALPH P 
LEVEY, New Orleans, La. 

* * * * 
I have subscribed for and,'read the Boot and Shoe 
Recorder for the last twenty years, and consider it one 
of the best trede perers rublished “—The RIKE- 


Takes Particular Pleasure in 


KUMLER COMPANY, J. C. SCHAFFER, Dayton, 

a * * * «& 

“Without the Recorder we would be' lost, for it cer- 
tainly does keep us in touch with the market. A service 
itself that is worth many times the price of our sub- 
scription and the articles that appear from time to time 
have helped us in ‘Getting More Shoes Sold Right’ 
than we are willing to admit, for we like to retain some 
credit ourselves. re is not one issue that is not read 
from cover to cover by all our organization and many 
shoes, slippers and other articles have we purchased 
through the pages of the Recorder's advertisers. We 
wish for the Recorder a continued success and pros- 
perity even greater than has been theirs in the past 
forty years. —GARDNER & GERHEIM, Johns- 
own, Pa. 

. > 7 . 

“Fair, fat and forty hearty congratulations on your 
valued publication. It is a household necessity with 
Smart and Waddel. May we express the wish that you 
may go steadily forward in your good work of getting 
more shoes sold at right prices..—SMART & WAD- 
DELL, Marion, Ohio. 

. * * * 

“As a satisfied patron of the Recorder for more than 
twenty-five years, permit me (on this its fortieth birth- 
day) to congratulate you and your associates on the 
very efficient service you have rendered the craft dur- 
ing these years ot both prosperity and depression, also 
your earnest endeavor to get more shoes sold right and 
make merchants instead of storekeepers is surely 
9 of mention. "—M. B. HUGHEY, Watkins, 


* * * * 


“| have been a constant reader of the Recorder for a 
number of years and look forward to arrival of same 
each week and know that it has been a great help to me 
from the information | gain in having ‘More Shoes Sold 
Right.” I do not feel I could be without the Recorder 
and the information that I gain from same."— 
E. A. AL, KINNAMAN & NEAL. Warren, Ohio 


“Getting more shoes sold right, is keeping more men 
on their tip-toes today than anything else. | mean real 
shoe men. The live shoe Journals appear to the shoe 
man like the sun does to a man who has been in a 
swamp. Everything looks cold, dull and dreary as long 
as he lives there; but when he comes out and sees the 
sun shine and begins to live, he even forgets that there 
was a swamp. Now by this I mean that there are people 
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in the shoe business who are living in a swamp and 
can't see anything good in business. But such a Shoe 
Paper as the Boot and Shoe Recorder will be the great- 
est help toward bringing him out of the swamp and 
letting him see the real sunshine of business. You may 
be enhoner graduate of the biggest college in the world, 
but if you don't keep up with daily events of your line, 
you will soon be what we call a ‘dead one.” When you 
get your Boot and ~—. UY epee 4 read it and pass it 
algng to your men. Don in the manger. — 
CHAS. P. BRODY (GEO. Or US CLOTHI COo., 
Atlanta, Ga. 

7 * + * 

“Your paper is without a doubt the best on the mar- 

ket today.”"—H. W. JONES, Ogden, Utah. 

* * * * 

‘To be brief, the Wetherhold & Metzger Store might 
just as well try to successfully merchandise footwear 
without footwear as to get along without the Boot and 
Shoe Recorder. We look forward with anticipation, 
week after week, to this great publication, izing 
the fact that now as never before to successfull y dis- 
tribute footwear requires thought and more action. 
This the Boot and Shoe Recorder gives week after week.” 
—WETHERHOLD & METZGER, Allentown, Pa 


“When I was a mere boy, apprenticed at shoemak- 
ing, I recall having read the first issue of the Boot and 
Shoe Recorder and since have been a continual sub- 
scriber. The Recorder has always been, not only pro- 
gressive, but a most useful benefactor to the entire 
shoe trade and has achieved a merited and wonderful 
success, and I wish you continued prosperity. There- 
fore, it affords me very great pleasure in congratulating 
you on the an of the fortieth birthday of its 

blication and many happy returns." —ALFRED A. 
OHN, Fifth Avenue, New York, N. Y. 


“Tr our ee, a merchant who does not read and 
study the Recorder from cover to cover, editorials, 


advertisements and everything, cannot keep abreast p C. 


of the times as to style, change in price and market 
conditions and is an antiquated merchant.”—GOOD- 
SPEED BROS. CO., Fort Worth, Texas 

7 * . . 

“| desire to extend to the Boot and Shoe Recorder my 
sincere appreciation for the great work which it has 
done during the forty years of service. I personally feel 
that everyone associated with the retail shoe business 
who reads your columns is benefited thereby, the good 
that it has done to elevate the shoe business is beyond 
measure and I wish more years of continual 
success.’ "—PARK- RANNOCK COMPANY. Ernest 
N. Park, Treas., Syracuse, N 


“Every week I make it a point to give two or three 
hours to the reading of your valuable trade paper and 
gain much benefit from it. In keeping track of the 
trend of the shoe business, would feel out of the 
world if I did not have such a magazine to look to. It 
has fulfilled its purpose in my estimation."—L. H. 
ro RICHMOND'S TERY, Bismarck 


* * * * 


“Permit me to extend my heartiest congratulations 
for the fortieth birthday of your publication, which 
has been to my mind, a long period of progress. Progress 
not only in the development of your publication, but 
progress of the many readers who have derived an 
inspiration -“s, oe in all these years of your work. I 
sincerely be HY ecorder has been a wonderful hel 
to me. OLBY-SHER WOOD SHOE CO., John 
Sherwood, Pres., Waterbury, Conn. 


* * * * 


“We have been a reader of the Boot and Shoe Recorder 
for twenty years or more, and can truthfully say that 
we would rather miss reading some -_ azine. Watch- 
ing the style proposition in shoes and dress goods are 
great factors in aiding the shoe merchant to get more 
shoes sold right. The articles about the shoes that are 
selli y rm ay sections of the country <a 
also to all retailers.’"—FRANK 
NISSEN, Sissent g WALK-OVER BOOT S 
Port Clinton, Ohio. ft a gc 


“We enjoy the Recorder every week and think you 
are doing good work to promote = poled. eats ‘Getti 
More Shoes Sold Right.” "—B. 

SON CORP., Belfast, Maine 


* * * * 


“Have been reading the Recorder many, many years 
and it has always been of great benefit to me. I look 
forward to the arrival of same each week and would 
not like to be deprived of a single issue as it always 
contains so much of value to retailer.""—Joseph 
Strasburger, JOS. STRASBURGER CO.. Washington, 


* * + * 


“So it is with the Trade Journals and in this case 
with the Recorder. For years I have been helped by it. 
In depression it has cheered me on to more hopeful and 
brighter days. In success it has sounded the warning 
which comes with success. In ordinary business times 
it has challenged me to renewed efforts and larger 
vision. In all times it has been a cementing influence 
in our craft, drawing and holding the different ele- 
ments together. May it live long and like the air and 
sunshine, continue many years to bless us as it has 
-~ = the past. = WM. IDGEON, JR., Rochester, 
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General view of Children’s department in store of Stern Bros., New York City 


Get the Children’s Trade and That of the 
Mothers Will Follow 


A Reversal of the Theory Usually Adopted Is Being 
Given a Successful Trial by Stern Bros. 
in New York City 


YOUNG art student, standing watching a 

master working exquisite colors into the can- 

vass suddenly asked, “With what do you mix 
your paints, sir?”” To which the master replied, 
“Brains.” 

Which is by way of introducing an old, yet new 
thought on the retailing of children’s shoes as exempli- 
fied in the new department opened by Manager A. A. 
Aronson of Stern Brothers, New York. Mr. Aronson 
has mixed his shoe selling with brains, or psy- 
chology. 

“It used to be said,’”’ commented Mr. Aronson, 
“that if you got the women’s trade, the children’s 
trade naturally followed. I think that a reversal of 
this process is nearer the truth. 


Making the Department Distinctive 


“To the average layman or laywoman, children’s 
shoes are merely children’s shoes. Few of them realize 


differences in quality, fit, etc. Therefore, to get the 
kiddies we have to do something different that makes 
our department stand out in distinction from others.”’ 

The children’s department is on the same floor with 
the women’s department and occupies a section about 
50 feet square. Special wall cases, surmounted by glass 
display cases and interspersed with mirrors, form the 
side walls on three sides. The front is left open, opening 
into the women’s department. 


General Last Adopted 


A fitting platform with small chairs is placed on each 
side of the space and around the walls are other small 
chairs, regular sized cane benches and chairs, and the 
children’s toys, which are shown in the accompanying 
photograph. 

The department carries shoes from the cack up to 
size 2. A general last is being adopted that will be 
carried through all sizes and will be advertised under 
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the name of “Sternbilt.”. This trademark, with the 
words “for growing feet” will be stamped on the 
shank of every shoe. 

“Proper fitting,”’ said Mr. Aronson, “will be our 
strong feature. I am adopting a motto for the depart- 
ment along the line of ‘rather lose a customer than give 
a mis-fit,’ which will be a rigid policy. Since coming to 
New York I have seen that fully 80 per cent of the shoes, 
women’s and children’s alike, are not properly fitted. 
In my children’s department, at least, I am going to 
try to enforce as near 100 per cent perfect fitting as 
possible.” 

Style a Pulling Feature 


Style also will be a strong feature in the department. 
Many of the styles now prevalent in women’s shoes 
have been adopted in the children’s shoes carried in the 
department. One of these is a two-strap brocaded 
dress slipper that has all the lines and beauty of a fancy 
dress slipper for grown-ups. It comes in both silver and 
gold. A two-strap instep combined with an ankle strap 
is another new style and an extensive line of sports 
shoes, oxfords with saddle and apron straps in buck, 
fabric and smoked leathers is carried. 





Making Black Shoes Help to 
Sell Tan Ones 


Chicago, April 18—Tans are still selling heavier 
than blacks, but there seems to be a decided tendency 
toward blacks in all men’s stores. Right here, in the 
opinion of Carl Fleissbach, General Manager of the 
Walk-Over Stores of Chicago, is a situation which 
should have the careful consideration of both retail 
shoe merchants and shoe manufacturers. 

If men buy black shoes and wear them where blacks 
belong, he argues, then there will be an increase in 
pairs sold because the man who wears black shoes in 
this way will undoubtedly demand a medium light 
shade of Russia calf for street wear. Especially is this 
true during the warmer months wher black looks hot 
and dusty as compared with a medium light shade of 
tan. 

If, however, manufacturers, traveling men and retail 
salesmen push black to the exclusion of tan then the 
net results will be fewer pairs sold because history has 
definitely proven that when men wear black shoes only 
they purchase by far a smaller number of pairs per 
year than when they wear a light colored tan for busi- 
ness wear and black for formal and semi-formal 
occasions. 

Most stores today are heavily stocked with dark 
brown Russia calf in their men’s departments. A sud- 
den switch to black would mean a tremendous loss to 
merchants while, on the other hand, if men can be 
impressed with the idea that they need both tan and 
black shoes this stock on hand can be moved without 
loss and more pairs sold on an average to each man. 
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Jack and Jill went up the hill 
To fetch a can of hooch. 

Jack fell down 

And broke his crown, 

But Jill—she lost her “‘spooch.” 


Zythun was an ancient beverage made 
from malt and wheat. 

Remember that ancient beverage made 
from hops and malt? 


“Interest on $100 Loan in 1897 Runs to 
Trillions.”’ 

How about that $5 you’ve owed since 
1900? 


And many men are so busy looking - 


backward they haven’t time to look for- 
ward. 


What’s become of the old-fashioned 
man who buttoned his wife down the 
back? 

He’s taking a vacation with the chap 
who buttoned up his wife’s high shoes. 


American Snuff Co. earns 7 per cent on 
year’s operation. Not to be sneezed at. 
An optimist is the bird who makes lem- 
onade at night out of the lemons handed 
him during the day. 





The modern young man has an advan- 
tage on the old-time beau in selecting 
his best girl: at least he has an oppor- 
tunity of sizing up the chassis before 
choosing. 


If there’s anything sillier than a fat 
man with a bass voice trying to call 
the family cat, it’s the fat wife of the 
fat man trying to insinuate a number 6 
foot into a number 5 shoe. 





\Life’s Little Troubles 


Rich man, poor man, revenue chief; 
Doctor, lawyer—end is brief! 











J 








2 
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Change in Tariff Schedule of No 
Benefit to Our Industry 


“Our Objection,’ Says Charles H. Jones, ‘‘Is Fundamental, and No Variation 
of Rates or Charges in Method of Assessing Duty, Will Reconcile 
Any Member of the Trade to a Tax on Hides” 


HAT is characterized as “an eleventh hour 

W\ effort on the part of the Senate Finance 

Committee to make more intelligent” the 
proposed tariff schedules relating to hides, is exposed 
in a broadside issued by the New England Shoe and 
Leather Association, signed by Charles H. Jones of 
the Commonwealth Shoe and Leather 
Company as chairman of the com- 
mittee having in charge the fight 
against the imposition of any such 
duty. 

After pointing out that the revised 
schedule, copies of which went to all 
members, “‘perhaps indicates a desire 
to commend the schedules to the 
favorable consideration of the trade,” 
Mr. Jones first points out that this 
purpose, if it exists, will be a com- 
plete failure and then continues: 

“Our objection is fundamental, 
and no variation of rates, or changes 
in methods of assessing the duty will 
reconcile any member of the trade 
to a tax on hides. From this time 
forward, the efforts of our committee 
will be devoted exclusively to the 
removal of this tax from the bill. 


be reminded of the tremendous 
losses which have been suffered by 
the tanning industry since the collapse of values in 
1920. Many prosperous concerns were ruined, and 
practically all of them received such a staggering blow 
that the industry has never yet recovered. 


Politicians Not Business Men 


“The lack of knowledge in regard to business condi- 
tions, and the needs of the business community on the 
part of politicians has never been more painfully illus- 
trated than in the schedule in relation to our industry 
as it now stands. During the past year, the best of the 
tanners have been obliged to greatly curtail operations. 
Many tanners have been without courage or without 
resources to enable them to work any hides that, when 
turned into finished leather, would be in competition 
with the large stocks of packer-owned leather, and on 
which a profit in the ordinary course of business could 
hardly be expected. 





CHARLES H. JONES 
“‘We want lo bury the hide taz so deeply,” 


“No member of the trade needs to ¢ says, ““nogroup of politicians will have 
the temerity to revive the proposal in the 


future.” 


“While the industry is in this critical condition, 
awaiting an increase in the demand for shoes, and for a 
more settled and profitable market, the proposal to 
put a tax on hides, and in this way, give the complete 
control of the industry to the packer, is practically a 
death blow to the makers of heavy leather, and the 
independence of the industry. 


Adding Insult to Injury 


“If anything were needed to make 
this result sure, and the destruction 
complete, it has been furnished in 
this bill by the proposal to increase 
the duty on sumac, quebracho, saf- 
fron and other tanning materials 
from 11 per cent ad valorem as pro- 
vided by the House to 25 per cent ad 
valorem. From a business point of 
view, thir proposal is wholly without 
excuse. To double the protection on 
this material can accomplish only a 
trifle, if anything, for any American 
industry, while it would increase the 
cost of tanning in this country, as 
compared witb other countries, to 
such an extent as to make it prac- 
tically impossible for the tanners 
here to successfully compete with 
tanners in other countries where 
these products are free. 

‘“‘As the shoe and leather industry has never been 
known to be generally prosperous, and the labor 
fully employed, except at times when there was a free 
export movement of these commodities, it looks 
as if the Congress had deliberately undertaken 
to perpetuate the stagnation and unemployment 
which have characterized the industry for the past 
year. 

**The slogan of the party of the last election of 
‘More Business in Politics’ seems to have been 
dropped completely out of sight. It is now the 
plain duty of this trade, in all its branches, and 
through all its membership, to make such a de- 
termined objection to this pernicious legislation 
as will speedily accomplish its defeat. We want to 
bury the hide tax so deeply that no group of 
politicians will have the temerity to revive the 
proposal in the future.”’ 
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The American People Get the 
Kind of Stores They Want 


‘N religion, in politics, in municipal, state and 

| national government, the American people usually 

get about what they want, but they never get 
better than they want. 

Murmurings and complaints are frequent, but when- 
ever the complaints reach the proportion of a protest 
and the protest is loud enough, then conditions begin 
to improve and changes are made in accordance with 
the public demands. 


Just so long as there are no protests, public affairs 
take their natural course and that natural course is 
very apt to be downward, but in the end the people 
get what they want, or at least what the majority of 
them signify to be their pleasure. 

The same principle applies to private enterprise, in 
which the public is a big factor, as well as to religious, 
political and educational projects. The American 
public has set its stamp of approval upon better stores, 
better service, and more beautiful wearing apparel, 
including hosiery and shoes. 

Looking back through the years it is seen that when- 
ever a store in any community has been refitted with 
new show windows, more attractive display fixtures 
and better appearing merchandise, that store has in- 
creased its business provided a sufficient amount of 
real service, confidence and good will have been built 
into the business with the other improvements. 

The one big thing which people generally do not 
seem to comprehend is that these improvements cost 
money and must be paid for, bit by bit, in the mer- 
chandise dispensed in that store. 

Draperies fade, become soiled and wear out. Fix- 
tures go out of style and must be replaced. Even store 
fronts are constantly changing in type and have to be 
changed to keep step with the times. 

Charge accounts, free deliveries, returns and ex- 
change of merchandise and the hundred and one other 
services, which have grown to be important factors in 
modern business add very materially to the over- 
head expenses of the store and must be considered 


in the rate of mark-up maintained by the mer- 
chant. 

If the public wants these things (and by accepting 
them and patronizing the stores who go farthest in 
extending these services, they have demonstrated 
that they do want them) then by all means they should 
have them, but they should be plainly told and made to 
realize that these extra services are included in the 
purchase price of the merchandise. 

Nobody loves to pay taxes and every man in every 
walk of life feels that he has been overcharged when he 
gets his tax statement and yet, as a member of society, 
he is constantly demanding more and more from his 
municipal, state and national government. He wants 
more street lighting, better police service, and better 
educational facilities for his children. All these things 
cost money and necessarily make taxation rates 
higher. 

The churchman demands a more highly educated, 
and a more efficient pastor, he wants better music, he 
wants the church to look more beautiful, he expects it 
to be constantly extending its activities in community 
betterment service, and then wonders why the trustees 
of that institution are constantly asking him to increase 
his contribution. 

The same principles apply in retail merchandising. 
If the public were satisfied with mere shoes, without 
any additional expenses made necessary by beautifica- 
tion of stores, by the extra service entailed in main- 
taining credit departments, the losses which a mer- 
chant shoulders by the exchange of merchandise 
which has been worn until it is soiled and then taken 
back and new merchandise given in exchange, then 
footwear ‘and all other merchandise could be dis- 
tributed at considerably lower prices, but the mer- 
chant who would today attempt to do business on a 
plan of this sort would have about as much chance of 
building up and expanding his business as would the 
town which eliminated improved streets and police 
protection. 
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Sunny Weather Brings Sunny Smiles 


Business on Saturday Before Easter Excellent—Less 
Attention Paid to Price than for Many Weeks 


MADE-TO-ORDER Saturday, the 

day previous to Easter brought 
throngs of shoppers into the stores for 
Spring outfitting. People bought with en- 
thusiasm, paying less attention to price 
than for some weeks past, the sunshine 
seemingly vivifying both lagging spirits 
and belated desires for Spring finery to 
wear on Spring’s holiday. 

Shoe shops, as well as department stores 
in the loop district, enjoyed an especially 
good business. Stores in the outlying dis- 
tricts were busy evenings as well as day- 
times. Merchants were very well pleased 
with the volume of business transacted, 
and every one is optimistic in regard to 
Spring and Summer outlook. It is the 
general belief that now that the weather 
man has decided to let us have sunshine 
for daily diet instead of rain, there will be 
a continued steady improvement in daily 
sales. 


Men's Business Good 


Men evidently turn their attention to 
footwear at the Easter season, though per- 
haps not to the extent that their wives and 
daughters do, for there has been a good 
brisk demand in the men’s lines. Plain 
effects in black, patents and the lighter 
shades of tan are best sellers, with the 
demand for tan shades predominating. 


Walking Heels Lead in Easter 
Parade 


The walking heel seems to have taken a 
firm hold on feminine fancy. Patent leather 
and taupe gray suede seem, for the pres- 
ent, to be taking the lead, with walking 
heels. Patent and suede combinations are 


also good. The one-strap patent “Flapper” 
is having a heavy call, especiaily among 
the younger members of feminine society. 
Fancy straps in the dressier models are 
still being sold in large quantities. Black 
satin holds its own though its popularity 
has been superseded somewhat by patent. 
The women’s shoe business has been good 
and retailers feel sure it is going to con- 
tinue so, as the bright sunny days increase. 
Brown Russian calf oxfords are selling in 
fair quantities, but this demand is easing 
to a considerable extent. One sees the 
younger girls on the streets wearing the 
sports type of shoe with their polo coats 
and tweed suits. 


General Improvement in 
Conditions 


A general improvement in business con- 
ditions is evident, not only in the shoe 
trade of the city, but in many of its princi- 
pal industries. Everyone agrees that good 
steady Spring weather, with bright sun- 
shine and balmy breezes is all that is 
needed to bring Spring business in all lines 
of wearing apparel on, with a rush. 

Industrial conditions throughout the 
State have improved, and a general de- 
crease in the number of unemployed is 
reported. Chicago’s building boom is 
growing by leaps and bounds, under the 
favorable conditions insured by the Landis 
award and enforced by the Citizens’ Com- 
mittee. Operations in the steel industry 


are increasing and future prospects are’ 


more encouraging because of this in- 
creased demand. Alltogether, business is 
looking up and going ahead. 





ST. LOUIS 


Business Good Despite Weather 


Men’s Business Shows Greater Gains Than Women’s, Accord- 
ing to Retail Shoe Merchants, who Argue that Weather 
Has Less Effect on the Footwear 


UPITER PLUVIUS made a_ per- 

sistent effort during the past week to 
discourage prospective buyers of foot- 
wear by making his presence felt almost 
every day except Saturday. The torrents 
that fell throughout the week could 
scarcely be called April showers. In most 
cases the worst effect of the inclement 
weather was felt in the women’s end of the 
business. Most stores were generally 
satisfied with the men’s business done 


during the week. One exclusive men’s 
store stated they had an excellent week. 

The calls in this particular store was 
for the higher grade shoes, although a 
cheaper line of shoes is carried. Contrast 
this story with that of the manager of a 
store where the biggest end of the business 
is done in the women’s division, who 
stated that the rainy weather had de- 
prived them of at least $6000 or $7000 
worth of sales. The damp weather was 
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little incentive for women to venture 
downtown for retail shopping and few of 
them did. 


Easter Saturday Good 


Saturday, however, was a beautiful 
day. Fair and sunshiny and the buying 
spirit was rampant. The stores were sim- 
ply inundated with customers attempting 
to be fitted. Particularly was this true of 
the women’s business. A visit to a num- 
ber of the stores in the “shoe-belt found 
many women standing in the aisles. This 
in spiteeof all the extra men put on to 
meet the onslaught which most of the 
stores anticipated. 


The biggest business was done in the 
medium-priced stores. In one of the in- 
stitutions an officer of the company stated 
that when the day’s receipts were counted 
he was positive they would break the 
record in point of sales. Majority of stores 
will show many more pairs disposed of 
this pre-Easter week than a year ago. 
Few, however, will show a gain in the 
dollar and cents column over pre-Easter 
week of last year. The business done 
during the last six days has bred opti- 
mism and all are of the opinion that 
business will continue good, at least until 
the early part of June. 


Patent Still in the Lead 


Patent straps still remain the one big 
bet in the call. The one-strap with low 
heel still remains the favorite in the selec- 
tion of patterns. Sandal effects in patent 
are forging to the front rapidly. Cut-out 
toes very little backs, a side buckle strap 
with a front strap appears to have the 
most prominent showing for the present. 
There is a variation in the straps; some 
are two-button types, but there is a 
strong tendency toward the regular bare- 
foot sandal in most of the patterns. Low 
heels prevail on these styles. Patent ox- 
fords are passe. One of the largest stores 
has placed a 25 cent P.M. on the few re- 
maining pairs. 

Women have not as yet tired of satin, 
and the pressure on this type of footwear 
is sufficient to give its second place in the 
demand. Fancy strap effects are popular 
as well as the broad one-strap with low 
heel. Some combination of patent and 
satin has been observed but of very little 
consequence. Combinations, especially in 
beige and gray quarters with patent 
vamps are having increased patronage 
each succeeding week. They have shown 
slight gain in the call during the week. 
Sport stuff has passed the flurry stage. 
Many pairs are being sold and will be 
sold, but the opening salvo has been fired 
and from now on they will just hold the 
prestige gained in their surprise attack on 
the style field. 
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Men’s Business Good 


The men’s business has been good dur- 
ing the past week and Saturday found all 
of the stores crowded. The rain had little 
effect on the sales in this particular 
division. A check-up recently on one of the 
most prominent corners in the city proved 
that the men were still making their old 
shoes last a while longer. In the survey 
very few pairs of new oxfords were ob- 
served. There is still a lot of men’s busi- 
ness to be done. While the business has 
been of a substantial character and all 
are of the opinion that it will continue so, 
it is highly evident that many pairs are 
yet to be bought to shod the feet of the 
male gender who actually need new foot- 
wear. Tan continues to be the favorite 
color and the French-English last is the 
preferred pattern. Little or no trimming is 
being demanded in the call. Brogue effects 
no longer command attention, but the 
more conservative types are the choice 
of the majority. Soft tips have been 
asked for in dull black leather patterns. 


Brandt’s Robbed of $2400 


Between $2400 and $2500 in cash and 
checks totaling about $500 were taken 
from the safe of the J. G. Brandt Shoe 
Company on Monday, March 27th, about 
8 o'clock in the evening. A policeman at 
8.20 o’clock discovered that a rear door, 
which had been secure an hour before, 
had been forced open. Entering he found 
that the combination of the store safe 
which was on the balcony had been bat- 
tered off and the inner door pried open. 
E. H. Bickel, manager of the store, gave 
the estimate of the loss, which were the 
Saturday receipts of the store. It was 
reported that the loss was covered by 


insurance. 


Swope Salesmen Taking 
Course 


The salesmanship course being given 
under the auspices of the Advertising 
Club of St. Louis was taken up enthu- 
siastically by the Swope Shoe Company. 
Thirteen members of the selling force are 
attending the lectures which are given 
every Wednesday evening in the club 
quarters in the Statler Hotel. The Swope 
group is the largest attending from any 
of the retail stores. 


Reid’s Opening Announced 


Tuesday, March 28th, was the opening 
day of the new store of the T. J. Reid 
Shoe Company. While the store has been 
occupied since March Ist, the official wel- 
come had been postponed until the 28th. 
Many flowers were sent by manufactur- 
‘rs and retail merchants. A hosiery depart- 
ment has been added. 


BOOT 


AND 


Sensenbrenner’s Add Arch 
Shoe 


Sensenbrenner’s have just announced a 
corrective footwear department which 
will feature “Foot Friend Shoes.” Good 
size copy was run in the newspapers intro- 
ducing the various features of the shoe. 
The new line of footwear is priced at $7.50. 


Star Movie Children at Reid’s 


Jane and Katherine Lee, famous movie 
children from film land, who have been 
appearing at a local theater, gave a re- 
ception at the J.T. Reid Shoe Company, 
to which all the St. Louis children were 
invited. The invitation was extended by 
“Buster Brown” on behalf of the Brown 
Shoe Company, through the T. J. Reid 
Shoe Company, which handles the Buster 
Brown line in St. Louis. The children 
appeared between the hours of 11.30 and 
12.30 and many kiddies were on hand to 
have a look. 


A. W. Lutz On Buying Trip 

A. W. Lutz, manager of the Walk-Over 
Stores here, was in Chicago for four or five 
days this week on a Spring buying trip. 
Lutz stated that he found business con- 
ditions about the same there as in St. 
Louis. He has recently been elected pre- 
sident of the St. Louis Shoe Retailers’ 
Association. 
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Brief News Notes 


Davis & Halperin have opened a shoe 
store at 3413 Hastings Street. 


The E. & R. shoe store at 161 Michigan 
Avenue held a clean-up that brought the 
customers into the store in quick order. 
Shoes were offered at $3.45 a pair—two 
pairs for $5.00. Naturally everyone 
bought two pairs. 

William H. Jones, Chicago, but for- 
merly with R. H. Fyfe & Co., is to be the 
manager of the new Hannan & Sons shoe 
store to be opened shortly. 


A change in the appearance of the R. H. 
Fyfe & Co., store is taking place. For- 
merly the cartons were of a dark wine 
color. These are being replaced by car- 
tons of a light gray. The brighter effect is 
very noticeable in the women’s depart- 
ments where the installation is com- 
pleted. 

J. E. Wilson’s Shoe Den is a marvel of 
complete club comfort and is being visited 
by the shoe fraternity who are extending 
the glad hand to “Jim.” 


At the R.H. Long Factory Shoe Store at 
Woodward, near Congress, cheesecloth 
drapes are looped at each side of the 
windows and tied back with a pink 
ribbon, just like the curtains in the home, 
and makes a very pleasing change in the 
appearance of the whole store front. 
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Easter Trade Better Than 1921 


Larger Number of Pairs Sold and Even Increase In Dollars 
and Cents Volume Reported by Some Stores 


(op result of the pre-Easter buying at 
the local retail shoe stores was so 
satisfactory in volume, according to the 
reports of the merchants themselves, that 
a most obvious improvement in the gen- 
eral condition of the footwear seen on the 
streets here can be noted. Virtually all of 
the pre-Easter business was done during 
the week included by Saturday, April 8 to 
Saturday, April 15. It has been quite 
apparent that in most instances the con- 
sumer has left shoes to be bought among 
the last of the necessary wearing apparel. 
Thus, the pre-Easter week showed an 
aggregate of business greater than the 
pre-Easter week of last year. Records 
generally show that a greater number of 
pairs moved from the shelves, and not in a 
few instances did the volume of business 
in dollars and cents show an increase. 


Patents, Satins and Sports 


The bulk of the business in ladies’ foot- 
wear was donein patents, satins and sports. 
Patent leather is not, yet showing signs 
of weakening, and the same is true in the 
case of the tan-trimmed sport shoe. 


Retail merchants, of course, know that as 
the Summer approaches, patents will be 
replaced by whites, and as previously 
stated, it is the opinion of many astute 
buyers that the tan-trimmed sport shoe 
will die soon, yet it is selling and selling in 
increasing quantities. 

In men’s lines 75 per cent of the busi- 
ness was in tan shoes and 25 per cent in 
blacks. In some of the downtown stores 
there was a perceptable leaning towards 
blacks. The broad square toe with plenty 
of fancy stitching:; was found most popu- 
lar in the medium priced lines. Rolled 
soles and extension heels continue strong. 
In the better grades, plainer styles seemed 
to be in order. Men are taking well to 
dark brown sport shoes with an apron of 
the same color or possibly a shade darker. 


Potter Business Exceptional 


Business at the Potter Shoe Store was 
exceptionally good for the week previous 
to Easter, according to Harry McLaugh- 
lin, manager. He comments that their 
business for the first quarter of the year, 
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including January, February and March, 
was a little off when compared with last 
year, but that the healthy volume of 
business done in April will make up the 
loss. He further states that the aggregate 
of sales for the week previous to Easter 
was far in excess of the sales for the same 
week last year. In ladies’ footwear patents 
were first in demand at the Potter Store. 
Satins came second, and sports were 
third. In the children’s department it was 
interesting to note that an unusually 
large number of strap, cut-out effects 
were sold. In these lines patent was also 
strong, but according to Manager H. S. 
Gordon a very large business was done on 
brown calf and kids. A good business was 
done on tan-trimmed sports carrying the 
rubber sports soles and heels. 


Dress Shoes Sold Best 


H. A. Pauli, manager of the Smith- 
Kasson shoe department reports a very 
satisfactory pre-Easter business. He found 
that the people wanted dress-up shoes, 
and as a result the demand was decidedly 
in favor of patents. Shoes that retailed at 
prices from $5 to $7 made up the volume 
of pairs sold. The Smith-Kasson Economy 
basement as a result, did a business that 
is without precedent since it was opened. 


Window Displays Elaborate 


The H. & S. Pogue Company shoe 
department added to its business for 
Easter with an elaberate window display, 
which besides showing their finest pat- 
terns, suggested the use of more ornamen- 
tations. Rhinestone clusters placed over 
the button or buckle on a black patent or 
satin one-strap, in many instances ma- 
terially aided in bringing out the real 
beauty of the style. 





Business Good Since Jan. 1 


Manager J. M. Smith of the Florsheim 
store here, reports a very healthy business 
ever since the first of the year. He says 
that he has been fortunate enough each 
month to show a good percentage of gain 
in dollar volume over the corresponding 
month of last year. This is noteworthy, in 
view of the fact that prices are on an 
average of 25 per cent lower this year. 
Mr. Smith says that his sports business is 
growing every day. 


Cincinnati Notes 


Stanley Duttenhofer, of the Val Dutten- 
hofer Sons Company, after having spent 
the past eight months at Asheville, N. C., 
for his health, returned April 10, and is 
now spending his entire time at the fac- 
tory. Carl Duttenhofer, in charge of sales 
for the same company, was operated 
upon, April 8 for appendicitis. He is 
rapidly recuperating and expects to be 
back at his desk within a few weeks. 
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Henry Duff, who recently became in- 
terested in the Feder Gregg Shoe Co. here, 
has been spending the past week at the 
factory. Mr. Duff is in charge of the 
entire southern territory. He states that 
conditions in the South are rapidly im- 
proving. 


C. E. Petot, well-known retail shoe 
merchant, was a visitor in the city this 
week. Mr. Petot is making plans for the 
opening of a new store here within the 
nextfew months. It will be at 28 East 
Fifth Street, and is to be known as the 
Petot Shoe Company. Charles Hardebeck 
is to be manager. 








New Last Co., Organized 


Harry J. Rakel, who just recently 
organized the Cincinnati Last Co., 
started his career with the Rehbun Last 
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Co., Cincinnati, about 18 years ago and 
worked up through all departments. ‘He 
then went East for five years where he 
acquired an additional knowledge of the 
methods of last making and remodeling 

After servirg two years as a sergeant 
in the army be returned to Cincinnati, 
and soon discovered the wonderful 
opportunity of saving lasts as a result of 
the rapidly changing styles. 


The Cincinnati Last Co.'s plant is 
located at 717 Main Street, Cincinnati. 
The factory is equipped with all the 
latest improved machinery. including 
the new Reed Heel and Toe machine. 
Although only started a short time ago, 
the factory is now running to full capacity, 
and lasts from the largest factories in the 
country are passing through the works. 
Mr. Rakel personally supervises his large 
force of well trained men. 





MILWAUKEE . 


Big Rush On Saturdays 


Day 


Before Palm Sunday and Day Before Easter Were 


Banner Ones for Retail Shoe Merchants 


N° week this year has developed so 
much activity in the boot and shoe 
trade of Milwaukee as the present one, 
for as usual, the period just before Easter 
means a generous outpouring of dollars 
for holiday finery. The previous week 
also was an active one, although it cen- 
tered largely upon boy’s and girls’ foot- 

wear so far as the bulk of the call is con- 

cerned. This was due to the needs of the 

young folks for Palm Sunday, with its 

confirmation exercises in churches of 

various denominations. Parents also 

bought shoes to serve for Palm Sunday, , 
as well as Easter. On the occasion of both 

holidays the big rush came on Saturday, 

and all stores were compelled to put on 

extra selling help to handle the crowds. 


Heavy Call for Patents 

The patent pump and patent oxford 
with flat heels proved to be a relatively 
enormous seller to young girls buying for 
confirmation, while other young women 
of an older range of ages likewise bought 
patents in various styles. Otherwise the 
run of demand covered an unusually wide 
variety. For every-day wear the women 
bought mostly oxfords in tan calf, ties 
going better than strap effects as a general 
rule. For dress patents and satins moved 
well. It remains a striking thing about 
the shoe business here, that the call covers 
an unusually wide range of styles in the 
low-cuts, of course. Few boots are being 
sold, save to the more conservative 
element. 


Men's Business Improves 


The spirit of the Easter season and of 
Spring, with good weather interrupted 


only by the customary April showers, 
has put new life into men’s shoe business. 
In the past week oxfords have sold very 
well. The more conservative styles of 
perforations, without much gingerbread 
effect, were in best call. More than 80 
per cent of sales are in tan and chocolate 
calk, kangaroo and kid. Blacks move best 
in boots, sales of which are running weli 
into the Spring season. Sport shoes are 
being shown, but so far sales have been 
small, although prospects are excellent. 


Takes Dr. Kahler Line 


The boot and shoe section of the Boston 
Store, Milwaukee, has been appointed 
exclusive local representative of the Dr. 
Kahler shoes, which are being widely 
advertised as a comfort shoe with style. 
A foot specialist from the Kahler factory 
spent the past week in Milwaukee to 
assist the Boston Store in an introductory 
campaign. The store owns a Foot X-Ray 
machine made by the General Industrial 
X-Ray Company of Milwaukee, which is 
especially helpful in fitting comfort shoes. 


A New High Grade Shop 


Karsten’s, a new apparel shop for men, 
women and children at Madison, the 
capital of Wisconsin, which was formally 
opened late in March, is making a distinct 
feature of its boot and shoe department, 
under the management of Harvey B. 
Dyer. His assistants are L. Morrison, 
ladies’ section; V. C. Nicum, men’s section 
and Oscar Spersrud, children’s section. 
The ladies’ section features the Whitman- 
Keith Company line, and has specia 
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facilities for selling hosiery with Luxite 
and Van Raalte the leaders. The men’s 
shoe lines include the Stacy-Adams, 
Bostonians and Ground Grippers. For 
children the Buster Brown is handled 
exclusively. Hood rubber goods complete 


the lines. 


Cody Opens Branch Store 


Charles Cody, manager of the Cody 
Shoe Company, Antigo, Wisc., operating 
Cody’s Economy Shoe Store has estab- 
lished a branch store at Ironwood, Mich., 
a city of 15,000 in the heart of the iron 
mining belt of the Upper Peninsula. It 
will be operated as the Economy Boot 
Shop. Mr. Cody will supervise both stores, 
but devote his main attention to the 
Antigo shop as before. 


New Store at Fond Du Lac 


The Trade Mark Shoe Company of St. 
Paul, Minn., conducting a group of retail 
shops in Minnesota, Wisc., and neighboring 
States, has leased the former Co-operative 
Store building at First and Main Streets 
in Fond du Lac, Wisc. This is being re- 
modeled and fireproofed for immediate 
occupancy. 


New Manager in Charge 

E. L. Lueblow of the Newark store 
organization in Milwaukee, has been pro- 
moted to the position of manager of the 
Newark Shoe Store at Fond du Lac, 
Wisc., succeeding Charles Youmans who 
resigned April 1 to join the traveling force 
of the Menzies Shoe Company of the same 
city, manufacturing ‘Men’s Eaze” and 
“American Boy” shoes. 


Chippewa Valley Active 


The seven large boot and shoe factories 
at Chippewa Falls, Wisc., are running 
from 65 to 75 per cent of capacity and are 
getting orders which indicate that a steady 
increase in operations may now be ex- 
pected. During the past week a crew of 
experts of the United Shoe Machinery 
Company staff, under Edward Wick of St. 
Paul, Minn., overhauled the equipment of 
all seven plants in preparation for a 
heavier run through the coming season. 


Many Style Shows Held 


Retail merchants in many large and 
small communities are conducting Spring 
style shows, some of them for the first 
time. At Wausau, a large city in northern 
Wisconsin, all merchants combined to 
hold Spring openings identically. Porath 
& Schlaefer, shoe merchants, made an 
especially elaborate display and pre- 
sented 17 girls and children models on a 
special runway built around the store. 
The revue was of real metropolitan caliber. 
The Bootery, Tress & Oldenburg, Berg & 
Sabatke, B. Silberstein and the C. B. 
Mayer Shoe Company also offered special 
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displays, window trims and inside fea- 
tures. At Fond du Lac, Wisc., the week of 
Feb. 3 to 8 was observed as “Style Week.” 
W. F. George, a prominent shoe daeler, 
served on the executive committee. The 
Harris Bootery, Quality Shoe Company 
and other shoe merchants of Waukesha, 
Wisc., made an impressive joint Spring 
style showing in association with dealers 
in other lines of wearing apparel last week. 


New Industry for Racine 


The Venus Arch Support Company of 
Chicago has been reorganized as a Wis- 
consin corporation, known as the Venus 
Foot Appliance Company, capitalized at 
$200,000, following the decision to move 
the plant and headquarters to Racine, 
Wisc., where it will occupy a large part 
of the Terminal building. The incorpora- 
tors of the new concern are Ben E. Ander- 
son, -Joseph Schroeder and William C. 
Hood, all of Racine. Besides continuing 
the manufacture of the Venus arch sup- 
port, the line of products will include 
Renu stock shoe cleaner; Renu water- 
proof, and Renu shoe dressing for leather 
and fabric. The Venus support is used in 
the Adenature shoe and contracts have 
been taken from other interests, insuring 
business to keep the new plant in Racine, 
with 25 employes, busy for a long time 
forward. 


New Store at Delavan 
J. Wien & Son of Burlington, Wisc., 
dealers in boots and shoes, men’s and boys’ 
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clothing and furnishings, etc., have leased 
the Opera block at Delavan, Wisc., and 
are opening a store of similar character. 


Becomes a “‘Lion’”’ 


S. J. Thompson, proprietor and mana- 
ger of the Rivoli Boot Shop at La Crosse, 
Wisc., is a charter member of the new 
“den” of the International Association of 
Lion Clubs formed in that city as one of 
400 affiliated clubs. Like the Rotary and 
several other clubs, the Lions admit but 
one representative of each line of business 
or profession and membership is acquired 
only by invitation. 


Narrow Escape for Luedke 


Fire believed to have developed from 
spontaneous combustion in leather caused 
a small loss in the plant of the Edward A. 
Luedke Shoe Company at 317-323 Min- 
eral Street on Apri] 6. Operations were not 
interrupted, however, the damage being 
closely confined and not affecting opera- 
ting departments. The Luedke plant is 
protected by insurance of more than 
$325,000. 


Pioneer Shoe Man Passes 


Frank R. Hibbard, who for many years 
conducted one of the leading downtown 
shoe stores in Milwaukee, on the site of the 
present department store of Gimbel 
Bros., died at his home in Dousman, Wisc., 
on April 5, aged 84 years. Mr. Hibbard 
was a prominent Mason. 





SAN FRANCISCO 


West Coast Feeling Fine 


Retail Business Good; Building Operations Open Up; Con- 
ventions Are Scheduled 


T is easy to see that a more hopeful 
tone is beginning to prevail among 
boot and shoe men in this city. The 
Easter trade has been slightly better than 
was anticipated; extensive building opera- 
tions have put more money in circulation 
and the fact that San Francisco is to be 
quite a convention city during the coming 
Summer is adding considerably to the 
feeling of hopefulness. H. L. Bilsborough, 
of Bilsborough’s shoe Store, speaking of 
the conventions, said: 

“We are going to see good business 
during the Summer, because of the visi- 
tors coming to the Shrine National Con- 
vention in June, the K. P. Convention 
and the National Real Estate Convention. 
Numerous Rotarians will come here on 
their way to the National Convention in 
Los Angeles. I don’t mean that the 
people who come from the East to these 
conventions will rush into an orgie of 
shopping. It is the people from the sur- 
rounding country who will sieze the 
opportunity of being in the city to shop. 
Especially will the Shrine Convention 


draw visitors from the surrounding coun- 
try and they will all be animated by the 
festive spirit. If the parade is in the morn- 
ing, these visitors will shop in the after- 
noon, and if the big doings are in the 
afternoon, they will shop in the morning. 
Whichever way the attractions run, these 
visitors can be counted on to wedge in a 
lot of shopping.” 


Katchinski Teaching Sales- 
manship 


Al Katchinski is talking in all the San 
Francisco high schools, at the request of 
the Board of Education on “Salesmanship 
and Merchandising,” his lectures having 
especial reference to salesmanship and 
shoe prices. One lecture is being given in 
every high school in the city, as part of 
the regular commercial course. The talks 
are proving very interesting to the stu- 
dents, who seem to appreciate the speak- 
er’s pithy way of addressing them and the 
interesting array of facts he has mar- 
shalled. When questioned regarding them, 
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Mr. Katschinski said: “The lectures 
reach hundreds of young folks who did 
not understand shoe prices and are now 
able to explain to their parents the reason- 
ableness and justice of shoe prices.” 


Men Buying More Freely 


Men’s shoe stores in this city, seem to 
have been doing a good Easter trade. 
“We are having a big trade in oxfords, 
both black and tan, especially with square 
toes.” was the statement made at the 
Florsheim-Schaefer Shoe stores. 

“Spring business is opening up very 
satisfactorily” was the opinion expressed 
at the Hahn & Miller shoe store, 928 
Market Street. Other stores devoted 
exclusively to men’s shoes, also gave a 
good account of the Spring trade. 


New Front for Economy Store 


A number of changes and improvements 
have been made at the Economy Shoe 
Store, 1013 Market Street. The width of 
the window has been increased by eight 
feet and an entirely new front has been 
installed of Verdi marble, copper corner 
and plate glass with all cemented angles. 
A. Cohnreich, the proprietor of this es- 
tablishment, has been in business in the 
same location for the past seven years and 
has built up quite a following. 


City After New Industries 


Seventeen business men of San Fran- 
cisco, members of the new Industries 
Committee of San Francisco, have pledged 
themselves for a period of six months to 
the service of bringing new industries to 
the city. Eli H. Wiel, President of Buck- 
ingham & Hecht, is chairman. 

California Briefs 

T. L. Jarrell became manager of the 
city of Paris shoe department early in 
April. Mr. Jarrell was formerly manager 
for the upstairs shoe department of the 
Emporium. 

J. E. Fleming has just got back from 
the Eastern market, which he visited on 
his first trip as manager and buyer for the 
Emporium. His assistant, O. Wagner 
stated that Mr. Fleming enjoyed his trip 
and got a lot of stock for the department. 

H. A. Baker, the new manager and 
buyer for the Frank Werner Company is 
leaving for the East with W. Russell 
Werner, manager of the men’s department. 
They will start about May 15th. They 
plan to return via Los Angeles, in time to 
attend the convention of the Retail Shoe 
Dealers. 


Walk-Over Business Good 


H. J. Brisbin, manager of the Walk- 
Over, says that all three stores have been 
enjoying satisfactory Spring business. 
There has been quite a run on light tans 
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for men and on patent leathers for women 
at the Walk-Over stores. 

Harry Gibson, manager and buyer for 
the White House Shoe department, has 
been paying his second trip to New York 
this season. He is expected home in a few 
days. 

H. A. Ballentine, manager of Hanan & 
Sons, Geary Street, planned to return 
from his Eastern buying trip in time for 
Easter. 


C. H. Wolfelt of the C. H. Wolfelt 
Company has gone back to New York 
after visiting the San Francisco Bootery. 
G. O. Allen of this firm stated that the 
Broadway, Los Angeles establishment 
has been holding a big sale, preparatory 
to closing in June. The new Los Angeles 
Bootery is on West 7th Street. 

A new shoe factory for the Manker 
Shoe Manufacturing Company is about 
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to be constructed at Colton, Cal., the 
contract having already been awarded. 


Herman Frankel Dies 


Herman Frankel, secretary-treasurer of 
Rosenthal’s Inc. Shoe Company, 151 
Post Street, passed away very suddenly 
on March 23rd. Heart trouble was the 
cause of this well-known business man’s 
decease. Mr. Frankel was 51 years of age 
and had been with Rosenthal’s for the 
last 35 years. He was a nephew of I. L. 
Rosenthal and was almost as dear as one 
of his own children, Mr. Rosenthal 
having practically brought him up. 
Speaking of him Mr. Rosenthal said: “He 
was without an enemy in the world.” Asa 
business man, Herman Frankel was highly 
regarded. He was a Shriner and was 
active in the Masonic fraternity. He was 
unmarried. 





CLEVELAND 


Bad Weather Didn’t Hurt Business 


Pre-Easter Trade Showed Decided Gain 
Over That of Last Year 


HE Easter trade in Cleveland, not- 
withstanding disagreeable weather is 
better this year than it was a year ago, 
according to reports of representative 
merchants. This is true with practically 
every retail shoe store in the city that has a 
stock of the latest models and styles, and 
is not relying on old stock, purchased for 
the 1921 trade. 
The two weeks before Easter witnessed 
a substantial increase in buying. It started 
on Monday, two weeks before the great: 
religious day of the year and continued 
without let-up through to closing time on 
Saturday, April 15. 


General Business Better 


The business condition in Cleveland 
generally, has improved steadily since the 
first of the year, and this has been a great 
help to merchants. The first half of April 
has been the best period from the stand- 
point of volume of business in all lines 
during the present year. 

Merchants were rushed on the Saturday 
of the week before Easter, and in anticipa- 
tion of even greater business on the day 
preceding Easter, they made extra prep- 
arations. For the first time in months, ads 
for shoe salesmen to work extra, appeared 
in all daily papers. 


Ideal Easter Weather 


When Saturday dawned merchants 
smiled, for a warm sun shone down from 
the heavens, the air was clean and quiet. 


The weather was ideal for Easter business. 
Trade started off with a rush early in the 
day. Women and children started out 
early and they occupied the time of sales- 
men in the early hours of the day. 

Men and girls from offices and shops 
augmented the throng of shoppers when 
the half-holiday started at noon. The de- 
mand was for the latest, and there was a 
general loosening of the purse strings. 
Better goods were demanded than has 
been the rule. Every one wanted to appear 
in good wearing apparel. 


Patent Leather Led 


Merchants here reported that for Easter 
wear, patent leather was the leading color. 
Tans were next in order, and it is the first 
time in years that more of the black goods 
were sold for an Easter parade. 

Oxfords, of course, were the ruling fav- 
orite. Every one, with few exceptions, 
wanted low heels and straps. The decorat- 
ed shoes, those that shone resplendent in 
perforations and buckles, made an im- 
pelling appeal to women and young ladies, 
and sales of these models were large. 


English Toe Popular 


The English toe has take a great hold 
on the hearts of women and salesmen were 
kept busy supplying this demand. Men, 
however, have not taken so strongly to 
this model toe, as have the members of the 
feminine sex. 
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Now for Whites—Big Trade 
Expected 


Shoe merchants here are looking for- 
ward to an excellent season in white goods 
and sports. Of course, the period for sales 
of the heavier class of low shoes, will not 
end with Easter, and advertising cam- 
paigns will be carried on to dispose of sur- 
plus stocks, yet buying for decoration Day 
will start. 

It has been the policy of merchants here 
not to push white goods immediately after 
Easter, but to let them take their course, 
while efforts were concentrated in dispos- 
ing of surplus stocks of low leather shoes. 


Still Room for Colors 


This is to be the rule for the present. 
There has not been much warm weather 
and merchants figure that there is to be 
considerable buying of oxfords, and vari- 
ous other models of low leather shoes. 

There has been considerable buying of 
sports and some white shoes have been 
disposed of. The demand, despite no effort 
to sell this class of goods, induces mer- 
chants to figure on good trade during the 
Summer. 


Building Strike Settled 


Another development that has caused 
the hopes of merchants to rise like the 
mercury in the thermometer with the rise 
of the sun, was the settlement here, the 
middle of April, of the strike of building 
employees. 

These workers are among the best-paid 
in the city, and they have been idle for six 
weeks, while their leaders negotiated with 
employing contractors about working re- 
strictions and wages. It is estimated that a 
weekly payroll of $250,000 was suspended 
while the strike lasted, and the families of 
men, of course, did not enter the markets. 
With a new payroll of one million dollars a 
month added to those that have been 
putting money into circulation, shoe mer- 
chants expect a quickening of their trade. 

Banks have added a tone of optimism 
to the general feeling in this city, with the 
statement that the whole economic ma- 
chine here is moving forward, and is gain- 
ing momentum. Payrolls are increasing, 
unemployment is decreasing, prices of 
raw material are going up slowly, and in- 
terest rates are falling. 


New Store in Kent 


Gensemer Brothers have entered Kent, 
Ohio, with a department store. One of the 
departments is devoted to the sale .of 
shoes, and the brothers report that trade 
has been very good. The Gensemers’ have 
for some time operated stores at Creston 
and Wadsworth. 
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LOUISVILLE 


Style Show Attendance Breaks All 
Records 


INAL reports on the second annual 
Louisville Style Show & Merchants 
Exhibit showed that the attendance this 
season ran over 100,000, or about 20,000 
better than for the show last season. 
Exhibitors and officers of the association 
have announced that they were more than 
satisfied with the showing made, and that 
the show would hereafter be an annual 
affair. There is also some discussion of 
having a Fall show as well as a Spring one, 
which would aid sales of evening gowns, 
furs and heavier wraps materially. 

Easter business in Louisville is reported 
by local merchants to have been extreme- 
ly good, the volume being higher than 
anticipated, the rush during the last week 
being especially noticeable in men’s and 
children’s shoes, and in medium-priced 
lines. On Friday and Saturday stores were 
packed and jammed in spite of rainy 
weather. 


Wholesalers Had Good Business 


Jobbers report good fill in orders from 
the district, especially the far South, 


there having been some orders wired in 
just prior to Easter, where sales were 
better than had been anticipated. So 
far retailers haven’t done much toward 
placing their Fall business, as they are 
awaiting the outcome of the Spring clean- 
up. 

In women’s shoes, sport shoes are 
better all the time, and will hit their real 
stride within the next few days. Demand 
continues strong for dark tan oxfords for 
street and business use among women, 
while tan shoes in the lighter shades are 
somewhat better than they have been, 
Patent in both strap pumps and oxfords. 
and in combinations are good. 


Retail Clothiers to Meet 


Announcement has been made that the 
Kentucky Retail Clothiers Association 
will hold its annual meeting in Louisville, 
June 20 to 22. A number of good speak- 
ers are being arranged for. This organiza- 
tion is composed of the men’s stores of the 
State. 





New Comfort Slipper 


California Concern Enters Market 
With Line Called “‘Nesl-in”’ 


“Nestle in” is a new phrase to be com- 
mercialized in connection with a line of 
comfort slippers produced by the Just 
Shoe Company of West Alhambra, 
California. L. A. Wolff, president of the 
thriving shoe company and who was for- 
merly sales manager for the slipper depart- 
ment of the Standard Felt Company is 
now busy calling upon Coast trade show- 
ing the first samples of the distinctive line. 
As adopted by the company the name will 
be spelled “‘Nesl-in.” 

Mr. Wolff declared that the policy of 
the company will be to produce felt mer- 
chandise exclusively for western states 
trade and no attempt will be made to 
extend sales activities to the East at the 
present. Lasts and patterns were created 
by L. F. Clark, who for many years was 
the designer and production manager of 
another West Alhambra felt slipper con- 
cern. The “Nesl-in” line is to embody 
both staples and novelties. Only one 
grade is to be produced. Both leather and 
soft sole models will be made and the color 
range will embrace 16 shades. 

The mammoth daylight factory of the 
West Alhambra concern, considered one 
of the finest manufacturing establish- 
ments of its size in the West, has just been 
completed in preparation for active pro- 
duction. The plant, 300 feet long, is built 
of steel and concrete with the entire sides 


of glass. Provision has been made to adjust 
the production facilities to permit any 
volume desired, insuring prompt deliveries 
even at peak season. In addition to pro- 
ducing “‘Nesl-in” slippers the factory is 
doubling its production of Little Pals 
juvenile footwear. 


Celebrate Thirtieth Birthday 


The Shaft-Pierce Shoe Company of 
Minneapolis and Faribault, Minn., re- 
cently celebrated their thirtieth birthday, 
sending out the following beautifully- 
engraved announcements to their cus- 
tomers and friends: 

“From 1892 to 1922 we have consis- 
tently specialized in children’s good shoes. 
It is with pleasure that we recognize your 
share in our steadily increasing patronage. 
We shall continue to maintain and im- 
prove the value and quality in Acrobat 
patented double welt and Minnehaha 
shoes.” 


Miller Shoe Co. Factory 
Location 


Cincinnati.—Charles H. Miller, who 
recently organized the Miller Shoe Co., 
has acquired a large portion of one of Cin- 
cinnati’s large machine tool plants, known 
as the Oesterlein Building, 3321 Colerain 
Avenue. Mr. Miller has practically com- 
pleted his line of samples, and will soon 
have his men in the territory. His capacity 
will be from 500 to 700 pairs a day. 
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SALT LAKE CITY 
Weather Conditions Hurt Business 


Snowstorms Are Frequent—Industrial Situation Hopeful— 


Big Demand for Novelty Shoes Certain—Auerbach Has 
New Line—Other Notes 


UST as business was beginning to pick 
up, a heavy, wet snowstorm came 
and knocked it all to pieces. At least that 
is the experience of the big majority of the 
dealers, although one of them told the 
writer he has been enjoying a good busi- 
ness right along. Since this storm there 
has been several others and at. this writing 
it looks as if “Spring will never come!”’ 


Industrial Situation Hopeful 


There is, however, one cheerful topic 
that we can discuss in the present letter, 
and that is the industrial outlook. It 
would be no exaggeration to say that it is 
more satisfactory than it has been for the 
past 18 months or two years. The mines 
and smelters are in operation again on a 
small scale, which is likely to increase as 
the Summer advances to somewhere near 
normal. 


Demand For Novelty Shoes Increasing 


Local retail merchants who cater to the 
women’s shoe trade, say they have never 
known such an interest in novelty shoes 
as there is this year. Ralph Featherstone 
of the Walker Bros. Shoe department told 
the writer that the demand for novelty in 
footwear is extreme this year. He declared 
that if any one is going to make money 
out of shoes it will be by handling novelty 
merchandise. T. P. Hunter of the new 
Hunter-Thompson Company, Mr. Feath- 
erstone’s predecessor at Walkers’, spoke in 
a similar strain. “There is no such thing as 
a special style today,”” said Mr. Hunter. 
“Shoes are becoming more like millinery. 
Women are demanding something ‘dif- 
ferent’—they want exclusiveness.”’ 


Auerbach’s Have New Line 


Manager Staiger of the Auerbach Com- 
pany has secured the exclusive agency for 


Burns’ Universal Sandals, and present 
indications are that they are going to be 
among the “best sellers,’ as the pub- 
lishers say of their books. Mr. Staiger 
told the writer that his March business 
showed a substantial gain over March of 
last year. 


Other News Notes 


The Walker Bros. Shoe department is 
to be made still more attractive in the 
near future, according to Manager Feath- 
erstone. 

Manager Staiger of the Auerbach Shoe 
department has just returned from a buy- 
ing trip. It appears that he made a special 
point of calling at Boston where he found 
a wonderful bargain—a bride. The lady is 
Miss Georgia D. Scates, daughter of Mr. 
Scates of the Emerson Shoe Company. 

The Walker Bros. Shoe department 
recently had a very interesting exhibition 
of acrobatic shoes. The shoes were shown 
in their different stages of construction 
and attracted a lot of attention. The 
exhibition was made possible through the 
co-operation of the Shaft-Pierce Shoe 
Company, Faribault, Minn. 


The Scholl Mfg. Co. 
Takes On More Space 


To meet the constantly increasing ex- 
pansion of this firm’s business, they have 
found it necessary materially to increase 
their manufacturing facilities. As a result, 
another entire floor in the building at 213 
W. Schiller Street, Chicago has been 
added to the large space which they have 
previously occupied. The Scholl Com- 
pany now utilizes practically the entire 
building at the above address. 





Co-Operative District Dollar 
Sale a Success 


Seattle.—Co-operating with the other 
merchants in their suburban district, ten 
shoe merchants of Ballard (North Seattle) 
on March 4 put on a one-week dollar sale. 
The shoe retailing firms participating 
included J. E. Frank Heart Shoe Co., 
Halvorson’s, J. H. Olberg, O. W. Johnson, 
Archambeault’s Pincus Bros., Sankey’s and 
Charlie Olson. Dollar articles, worth 
much more, were put out as leaders, also 


there were combinations for a dollar or a 
dollar plus. Heart Shoe Company had an 
additional variation: $1 was paid for the 
shoes the customer wore into the store, 
provided he wore the new ones on depart- 
ing, regardless of the condition of the 
old ones. The sale was pronounced an 
excellent business stimulant and will be 
repeated from time to time 


E. B. Quilleash Now With: 
Younker Bros. 


Sioux City.—E. B. Quilleash, who for 
number of years has been buyer in charge 
of the shoe department for Davidson 
Bros., Sioux City, Iowa, has recently 
resigned to accept a position with Younker 
Bros., in Des Moines. 

Mr. Quilleasb will have complete 
charge of all shoe departments of Younker 
Bros. His thorough knowledge of modern 
retail shoe merchandising methods, and 
his own personal popularity are going to 
be big assets in his new connection. 


Duane Shoe Co. Head 
Plans European Trip 


New York.—Henry W. Lederer, head 
of the Duane Shoe Company, with his 
wife and family, will sail on the “Homeric,” 
on May 6th for a four months’ stay abroad. 
Mr. Lederer will motor through France 
and Germany, spend some time in Prague 
and Jugoslavia, his boyhood home, and 
will also visit Vienna and Carlsbad, and 
touch parts of Italy and Switzerland, 
making his final stop at Ostend, the sea- 
side resort in Belgium. 


Hosiery Concerns Consolidate 


Bay City, Mich.—The Lebeis Hosiery 
Co., established in 1918 at Chippewa 
Falls, Wisc., has disposed of its entire 
interests to the Evenknit Hosiery Mills of 
Bay City, Mich., the consolidation being 
effective March 1. All of the machinery, 
stock, equipment and fixtures have been 
transferred to Bay City. Oscar, Fred 
and Walter Lebeis will be associated 
with the Evenknit Company, in which 
they have an important interest. Walter 
Lebeis remains a resident of Chippewa 
Falls and in charge of Wisconsin business. 
Oscar will take the Chicago territory, and 
Fred is locating in Minneapolis to handle 
Minnesota and Iowa trade. 


Dallas Shoe and Leather Club 


Dallas.—Dallas shoe travelers have 
recently organized a local body to be 
called “The Shoe and Leather Club of 
Dallas.” This club was formed in the 
Oriental Hotel on Saturday, February 18. 
Twenty-seven charter members were 
enrolled, including some of the pioneer 
travelers of the Southwest. 

The club will be primarily a business 
organization and will have as one of its 
cardinal objects the establishment of a 
registry and bureau of information for the 
benefit of shoe travelers and merchants 
alike. 

Officers for the year are J. E. Miller 
president; O. B. Hardcastle, vice-presi- 
dent; Lee Lassetter. secretary-treasurer. 
The headquarters will be at the Oriental 
Hotel. 
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Theatrical footwear featured by models employed by the Boyd-Welsh Shoe Co., St. Louis 


The Models with 4-B Feet 


Professional Work on Run-Way and Laboratory Testing of Lasts and 
Patterns for Fitting Values 


PROFESSIONAL model is not a new feature of 
A the shoe industry. The professional model, how- 

ever, is useful only to a degree of a publicity 
item in the display of footwear at style shows. 

The news item went the country over of a want ad in 
a Cincinnati paper for a stenographer with a 4-B foot 
All sorts of conjectures came to the minds of newspaper 
humorists. They all overlooked the fact that the 4-B 
feet were wanted for the practical testing of the shoes as 
made in the factory, prior to the last and pattern 
being incorporated in the line and sold to the 
merchant. 

This practical method of modeling has been going on 
for many years. Young women and men whom nature 
blessed with model feet were used to test new lasts and 
patterrs. It is not unusual in a factory putting in a 
new line of patterns or a new last to make up two 
dozen pairs of shoes for workers in the factory, to test 
out as to fitting values. 


Testing for Fit 


This laboratory work is something that every factory 
encourages, if it has a sincere interest in final sale of the 
shoes over the fitting stool to the shoe trade of the 
country. 

The professional model, as a Style Show feature, is 
the development of the past five years. The shoe trade 
well remembers the efforts of the late R. J. Walsh, 
who was Boston sales manager of the Dayton Last 
Works, who always made it a point before selling a 
new last to a shoe manufacturer to have a model 
demonstrate its fitting features in his sample room. 
So successful was the demonstration that when he 
went to other cities he would advertise in the local 

\ewspapers for a 4-B model to delineate his samples. 
lie then worked out the practical idea of the Boston 
shoe Style Show, with its characteristic runway. The 


first Style Show launched by the retail shoe merch 
ants was in the nature of an interpretation of the foot- 
wear of all ages, with the particular emphasis on 
modern footwear. So successful was the initial show 
that a long line of Style Shows have followed since. 


A General Feature of Shows 


The Style Show and the living model have now be- 
come a characteristic feature of conventions and market 
fairs. In fact, no big footwear exposition would be com- 
plete without a full quota of living models. At the 1922 
N.S. R. A Chicago convention, the models numbered 
over 300, including those or. the runway and in sample 
rooms of hotels. Moreover, to the progressive shoe man, 
the showin z of footwear on the foot of a young woman is 
a strictly professional procedure. In the old days in 
choosing the model, quite an amount of consideration 
was given to her pleasing facial characteristics or form, 
but today. if she does not have beautiful feet, she can- 
not qualify. This is as it should be—and is only added 
proof that the shoe trade is working toward practical 
ideals. 

There is now in process of arrangement the 
Brooklyn Shoe Manufacturers’ Style Show of May 
15-1 and the Boston Shoe Style Show of July 10, 11, 
12, 13, with the possibility of every other market center 
having mid-summer style showings. 


Try a Store Style Show 


The “Recorder” has noticed with much interest the 
development of style shows in shoe stores. The Spring 
opening in many cities had all of the paraphernalia of a 
big style show, namely, the models, runway, orchestra 
and printed invitations. It is a novelty feature of fasci- 
nating interest, which should not be kept alone as a 
style show to merchants, but should be translated into 
a medium of showing styles to the public. 








96 BOOT AND 


Me oath 
ia a 
PIES oP VST aes 


SHOE RECORDER 





ft 


Bs 


st OREO (ens, rege 


The windows are floored with walnut and covered with thick glass plates 


Attractive Shoe Store Opens in Boston 


The Geo. H. Wirth Company Has “Picture’” Windows with Glass Floors 
and Bronze Borders in Unique Effect 


VERITABLE $ gem in shoe store beauty and 
A practicability made its appearance on Boston’s 

“Fifth Avenue,” when the George H. Wirth 
Company opened its doors at 272 Boylston Street, 
March 25. 

The first feature strongly to appeal to the thousands 
of well dressed women who daily pass this store is the 
artistry of the 16-foot store front. This is built of 
Nashville marble, with iron work in bronze effect. 
The entrance is 5 feet and a gradual slope of a foot 
on both sides makes a 3-foot doorway. 

The windows are about 7 feet deep and have as 
their background Circassian walnut panels rising to a 
height of 51% feet. The window floors are of Circassian 
walnut overlaid with glass 5-8 of an inch in thickness. 


A border of bronze extends around the four sides of 


the glass. ; 
° Slogan is “Footwear of Wirth” 


“Footwear of Wirth” is the slogan adopted by this 
store. It appears on all of the store’s literature, car- 
tons, and advertising; and the trade has been quick to 
adopt the idea, for already shoe shipments are being 
received addressed simply—**‘Footwear of Wirth, Boyl- 
ston Street, Boston.” 

In addition to the attractive shoe models in women’s 
and children’s shoes, hosiery to match and harmonize 
is artistically posed and here and there a rhinestone 
ornament gives just the right touch of brilliancy. 

The valances for this window are in old blue 
velour, bordered with gold fringe and similar val- 
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ances are draped over interior wall mirrors and show 
cases. 
In Soft Brown Tints 

The general color scheme is a soft brown, with wood 
work in Circassian walnut. This is relieved a bit by 
harmonizing shades of sand, beige and gold—a delight- 
ful contrast being obtained by the old blue of the 
velour draperies. For instance, the Wilton rug has 
been woven in silky squares of soft brown and sand; 
the silhouetted frieze, extending above the stock carton 
sections to the height of three feet and six inches, is 
painted in old gold; the cartons are of a warm shade 
of brown. 

Store is Well Lighted 

The store is 20 feet wide x125 deep, and 13 feet, 
6 inches high. The stock sections run up 9 feet, 3 
inches. There are nine rows of cartons, two to each 
row. There are four rows from the floor to the ledge, 
which divides the stock sections. The ceiling is of 
white and suspended therefrom with golden chain are 


14 lights, 7 on either side, and extending downward- 


to the same level as the top of the carton sections. 
There is one light allowed for each section of six chairs. 

The store runs through to Providence Street, and 
the rear entrance also has its show window, in which 
shoes and hosiery for women and children are displayed. 

Between the rear of the selling space of the store 
and the Providence Street entrance is a large stock 
room, where 4000 pairs of shoes can be accommodated. 


Altractive Reception Room 


As one enters the store, a five-foot display case on 
the left marks the confines of a little 16-foot reception 
room. The reception room appearance is further 
heightened by a Colonial extension gate leg table of 
mahogany, over which a golden plush scarf has been 
thrown; two chairs of Circassian walnut finish, uphol- 
stered in old blue plush, are placed one on each side 
of this table and golden shaded candelabra are affixed 
two on each side of the large paneled mirror. 

On the opposite side, at the right of entrance, is the 
hosiery department, 14 feet deep, presided over by 
Miss M. E. Blanchfield. The only stock appearing 
in the hosiery department is that on display in its 
large floor display case. The stock is kept in cartons 
entirely hidden behind the sliding paneled door and 
large wall mirror, corresponding with the opposite 
side of store. Underneath the sliding panel and mirror 
are a set of drawers which take the rest of the hosiery 
stock. 

Seats Arranged in Groups 


The store really commences after one passes the 
reception room. On both sides of a wide center aisle 
are placed 42 seats, arranged in groups of six, each 
set of three placed back to back; with little Circassian 
walnut counters on the tops of the groups. There are 
21 on each side and enough space is allowed between 
the ends of the seats and the wall, so that the sales- 
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men may comfortably pass to and fro and get stock 
from the cartons. There is also ample fitting space 
between the seat grouping. 

There are four-foot mirrors on both sides of the 
store, and it matters not where the customer may sit, 
she can comfortably view her feet from any position. 

The stock sections are harmoniously relieved with 
two well lighted wall cases on both sides of the store. 
These four wall show cases are lined with mirrors and 
contain plate glass shelves. They are lighted by Frink 
reflectors placed at the top, which diffuse the light 
and yet are so arranged that the reflectors are not seen. 


A Shoe Shining Stand 


At the rear of the selling space, on the right hand 
side, is a shoe shining stand, containing two chairs, 
which is in charge of the store’s porter. Just back of 
the shoe shining stand is the office, with paneled door— 
and next to that on the same side a customer’s dressing 
room, with mirrors, settees, and a white tiled floor. 
On the opposite side is the cashier’s desk. 


Four in Sales Force 


The customers of this store are looked out for by the 
following expert retail shoe salesmen—with George H. 
Wirth at their head—Horace P. Bryant, P. C. Hinckley, 
John A. Anderson, Fred A. Fellows. 

Mr. Wirth has leased the entire five story building 
—the third, fourth and fifth floors are already occu- 
pied and he expects within a short time to rent the 
second floor to some one in a business that will cor- 
respond with his merchandise. 

No introduction of Mr. Wirth. is really necessary 
but we might say that he for twenty years has beep 
well known ‘to-the -Bosten-public -as one ‘of ‘the most 
popular retail shoe salesmen and women’s shoe buyers 
at the T. E. Moseley Co., and to the shoe travelers as 
a buyer who thoroughly understood shoes. 

The architect was Henry Bailey Alden of Boston. 


L. M. Taylor Given Important Post 


Louis M. Taylor of New York City has been ap- 
pointed new national councillor for the National Shoe 
Wholesalers’ Association of the United States to repre- 
sent that organization in the Chamber of Commerce 
of the United States. 

The National Council of the Chamber of Commerce 
of the United States consists of one representative each 
from the more than 1400 commercial and industrial 
organizations making up the National Chamber’s 
membership. It serves as an advisory body to the 
National Chamber’s Board of Directors. The Council 
holds a special meeting preceding the annual conven- 
tion of the National Chamber to pass on the program 
and to select a nominating committee. The councillors 
also act as chairmen of the delegations representing 
their organizations. 
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Here Is The Combination! 


Ask your customers what they want in 
a shoe for outing, sports, and general 
street service. 


Sure footing, they will tell you, and 
springy comfort, waterproofness, and a 
tough resistance to wear. 


These are the qualities of the new 
Goodyear Sports Bottom—a combina- 
tion of Goodyear Wingfoot Heels and 
Goodyear Nedlin Soles. 


Made with a gripping and firmly resili- 
ent tread, the Goodyear Sports Bottom 
insures sound footing at golf, on the 
boardwalk, the lawn, the beach, or the 
pitching deck of a yacht. 


The low, regularly shaped spring but- 
tons of the Nedlin Soles are molded in- 
tegral with the sole itself, and arranged 
to give complete foot comfort and a 


SPORTS BOTTOR 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 


full, even pressure on turf or pavement. 


Matching this wonderful sole is the 
Goodyear Wingfoot Heel, which seats 
closely, looks good, and wears with a 
last'ng resilience. 


The entire shoe bottom has the splendid 
qualities of Goodyear Wingfoot Heels 
and Goodyear Nedlin Soles—durable, 
waterproof, comfortable. 


Your customers will want this combina- 
tion. Goodyear will advertise it in the 
34,800 street cars of 564 cities and towns. 
Representative manufacturers already 
have made up nearly 200 sample sport 
models with it. 


Buy your 1922 sports and general serv- 
ice models with the new Goodyear 
Sports Bottom. Your manufacturer can 
supply you. 


April 22, 1922 
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oday’s Sellers for Quick Delivery 


Mr. Merchant! Anticipate your wants 
for our Turn Novelties so that you may be 


assured of having these goods when needed. 


































No. 150 





No. 150—Black Patent Chrome 

“Wizz” Pump. Cut-out No. 2. 8-8 
Military Heel. Sizes: A, 3-8; B, 26-8 
C, 2-8. Price. . a 


(May 10th Delivery) 


No. 141—Black Patent Vogue One 
Strap with Perforated Throat of Vamp, 
16-8 Louis Heel. AA to C. Price, 


$5.00 
(At Once Delivery) 


No. 144—White Beechtex Aida One 
ae | 8-8 weve Heel. A -- o 


"(May Ist Delivery) 


No. 149—Black Satin Aida e (ihe 144) 
One > 14-8 a Afto C. 


(At te Delivery) 


No. 145—White Beechtex Janet One 
Strap, l-in. Slide bespens 14-8 Mili- 
tary Heel. Price... . $4.10 


(May 10th Delivery) 





No. 146—White Beechtex Rena Two 
Strap, 148 Junior Louis Heels. A to 
Cc. ice. +e ’ . $4.40 


(May Ist ‘Deliv my 


No. 147—Patent Aida One Strap, with 

Cut-out , 14-8 Military Heel. 

A to C. | REP Re 
(May 8th Delivery) 


No. 148—Patent Aida One Strap, with 
Cut-out , 148 reenid Heel. 
A to C. tic ie . $5.00 


pores 8th Delivery) 


HOPKINS & ELLIS 








Haverhill, Mass. 
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IN STOCK Ready to ship to-day 


White shoes made for dealers who de- Black kid shoes are preferred by some 
mand quality in fabric footwear. High- women for Summer wear. We are ready 
grade construction throughout. = care of your wants with proven 
sellers. 





Fine White “Eve Cloth” One Strap. Heavy No. 856 


turn sole. Military heel. Widths AA to D. S ss Black Kid One Strap. Heavy turn sole. 
Full Louis heel. 


PRICE $2.75 PRICE $3.25 
TERMS 2% 10 DAYS 


ELLIS, EDDY CO., Lewiston, Maine 











BLOODED -STOCK 


If you were buying a horse and he was just a horse you 
would have to take for granted the things the owner said, 
and then wait for experience to show if he had spoken the 
truth. 


But if you bought a horse of blooded-stock that had a 
pedigree, you would not need to take the man’s word for it. 
The pedigree would show his ancestry and race and give you 
an idea of the animal’s capacity for speed and endurarice. 


It’s the same in buying advertising space. Some publica- 
tions sell “just a horse” and you have to take their cir- 
culation statement with a pinch of salt. 


The Boot and Shoe Recorder is blooded-stock. An A BC 
statement is the pedigree that tells you what to expect in 
the way of speed and endurance. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in 
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Have You Seen Our Latest~Cherry Red A-Eric? 


CARL [.. SCHMIDT 6& CO. Inc. 
DETROIT, MICHIGAN 


Tanners of the Schmidt Calf Leathers 
NDPAFOLGCNOGNDSOOTQLOL ZO 




















SCHMIDT'S CHERRY RIC 
Something New for Men and 
Women of Discriminating Taste 





CARLE.SCHMIDT6.CO. Inc. 


Tanners of the Schmidt Calf Leathers 
DETROIT. MICHIGAN v BOSTON, MASS. 


REPRESENTATIVES 
H. B. ALTENDERFER A.J. 6 d.R- COOK 
Philadelphia San Francisco 
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Leather Market Featureless 


Volume of Business is Light And Expected to Remain So 
Until More Orders Are Received By 


HE volume of leather business has 

been rather light, as shoe manu- 

facturers have been finishing up 
their run of Easter and early Spring goods. 
The market. has been devoid of features 
and trading has been at a low ebb, ex- 
cepting in certain specialties on which 
shoe manufacturers are still running 
strong. 

The price situation, at the same time, 
is not unchanged from the past few weeks 
and, although trading has been dull, 
there is no tendency towards a lower basis 
of prices. Orders for the most part have 
been small, although the aggregate is suf- 
ficient to make a fair volume of leather 
business. The question now seems to be 
the outlook for business to follow the 
Easter period. A good many shoe manu- 
facturers have orders booked ahead, 
which will last them well into June. There 
are many shoe salesmen on the road at 
the present time and the Spring and 
Summer business will depend largely on 
reports from them during the next few 
weeks. 

Tanners Buying Cautiously 


Tanners are purchasing cautiously and 
are not inclined to lay in sizable stocks of 
raw skins, particularly with buyers of 
leather holding low views as to price. 


The Calf Leather Market 


During the past season there has 
been a considerable volume of the medium 
and lower-priced leathers cut. The mar- 
ket on calf leather has been pretty well 
worked down and tanners are not carry- 
ing burdensome supplies. There has been 
a fair call for suede finishes of calf. Stand- 
ard tannages of smooth finished calf in 
full grain colors are stil] quoted at around 
10c per foot for the top grades, 35c for the 
medium and 30c for the third. There is 
fairly good leather available at from 22c 
to 30c which is classed as fourth grade. 


Side Upper Leathers 


The market on side leathers is in about 
the same position as it has been the past 
few weeks. The call is practically gone by 
for the smoked elk and horse finishes for 
sport shoes. The demand is settling down 
into the staple grades of smooth leathers, 
the imitation of the calf finishes and also 
the heavy waterproof side leathers—veals 
and kips—for the heavier classes of foot- 
wear. Side leathers are quoted all the way 
irom 15¢ and 18c up to 28c. The best 
grades of grain side leather in colors bring 


Shoe Manufacturers 


26c and 28c per foot. Snuffed leather, 
which cuts well but comes trom the lower 
classes of raw materials, bring from 15c 
to 20c per foot and the lower grades as 
low as 12c. 


Patent Leather Most Active 


There has been more activity in patent 
leather proportionately than any other 
grades of upper leather of late. There is a 
large amount of this stock still being cut 
for women’s low shoes and it has been the 
best one for patent leather experienced in 
some years. The top grades of patent colt 
and kid bring from 60c to 75c per foot, 
with second qualities from 50c to 60c. 
Full grain chrome patent sides, from the 


best raw stock is quoted at 40c for the top, 
35c for the medium and 25c for the lower 
grades. Snuffed chrome patent sides are 
quoted as low as 15c, with considerably 
many job lots sold. 


Glazed Kid Firm 


There is little change in the glazed kid 
situation. There has been a fair aggregate 
of business right along, but not up to a 
volume which tanners and dealers are 
equipped to handle. Tanners have been 
slow in purchasing raw goatskins of late, 
owing to high prices at point of shipment. 
This has a tendency to keep the market 
firm and prices remain on the same basis 
as during the past few months. 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak Today 

Calf, suede, top grade... ... $0.32 @$0.35 $1.40@$1.50 $0.60 @$0.70 
Calf, smooth, colored, top 

pret ihr nd ara .28 @ .30 1.40 @ 1.50 40 @ 42 
Calf, smooth, black, top 

ees AA ay aes 0% 26 @ .28 1.30 @ 1.40 35 @ .38 
Side | sepemae colors, top 

Bog mew 18 @ .22 75 @ 1.00 .22 @« .28 
Si leather, ‘black, ‘top grade 16 @ .20 65 @ .90 .20 @. .26 
Genuine buck. . 45 @ .50 140 @ 1.60 60 @ .75 
White buck, top grade (side 

leather). . 28 @ .30 .90 @ 1.00 35 @ .40 
Elk, heavy side. . whe 24 @ .26 65 @ .70 22 @ .24 
Kid, colors, best fancy... Ree tes 35 @ .40 140 @ 1.65 70 @ .85 
Kid, colors, top grade... .. . 28 @ .30 1.35 @ 1.60 60 @ .75 
Kid. black, top grade....... 28 @ .30 1.35 @ 1.50 60 @ .70 
Kid, medium, colors....... . 20 @ .24 70 @ 1.10 30 @ «4.45 
Kid, medium, black. . 18 @ .22 .60 @ 1.00 25 @ .40 
Kid, cheap. . aS .06 @ .12 20 @ .36 ons. re. 
Chrome patent s sides. . 25 @ .30 85 @ 1.05 30 @ .42 
Patent kid. . 40 @ 140 @ 1.60 60 @ .80 

“Sole Leather (price per pound) 

Hemlock No. 1.. eS ier 33 @ 33 56 @ 58 -26 @ .27 
Union. : reiuchecasd <a ae 9 @ .... 45 @ .50 
No. 1 oak backs. . ee i ak 38 @ .39 92 @ .% 47 @ .52 
No. 1 oak bends, shoe mfrs.’ 

i iidnews ae tick oka hs. 46 @ A7 98 @ 1.05 60 @ .65 
No. 1 oak bends, finders’ use — & & 115 @ 1.25 65 @ .75 

Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc.... .. ie > See 52 @ «.55 .. @ 13% 
Heavy Texas steers, for sole 

leather. . @ .18 i ee ae oso 18% 
Light native cows, for ‘side . 

upper leather os @ ate a ae 10%@ .11% 
— cows, for light ‘sole 

eather @ 17% @ .50 @ .10% 

No 1 buffs for heavy upper 

and side leather.......... @ .15 45 @ .50 08 @ 08% 
No. 1 Chi ome: ae 

for fine calf leaths Luseadal ..- @ AM 80 @ 1.02% 10 @ .15 
Kips for upper a. Ra * -. @ .16% 65 @ .80 10 @ .14% 
B. A. hides, for hemlock sole 

MUNUNNG 3 Xs5a 45055650 5% ao @ 42 @ .46 15%@ .16 
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SNUG-LERS 


Building a trade with 
children is an investment 
for the future. These 
merry, comfortable nurs- 
ery Snug-lers will attract 
youngsters and increase 
your profits. 


Snug-lers include a wide 
variety of fast selling felt 
footwear models for men 
and women as well as 
children. 


United States Rubber Company 
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That “Swagger” Rubber Shoe Demand 


Young Women of Country Have Evidently Decided That They Want 
Russian Boots—First They ‘Invented’? One All by Them- 
selves—Now the Cavalier Gaiter Appears 


HE evident desire of the young 
women of the country for a Russian 
rubber boot brought about some interest- 
ing innovations during the past two 
months. The Northwest was the first 
section heard from, with the startling 
news that retail shoe merchants had made 
a “clean-up” on a “rubber Russian boot,” 
with regulation cuff effect—in black, or 
red, or white. 

Madison, Wisc., gave birth to the fad 
during the latter part of February. At 
that time there were about 12 inches of 
snow in that college town and the girls in 
the University of Wisconsin decided that 
a woman’s short rubber boot of 13 inches, 
could be adapted to the prevailing mode of 
leather boots by simply turning over the 
top until a cuff of five inches was produced. 
These girls for the most part, wore low 
shoes and readily pulled their rubber 
“Russian” boots over their oxfords and 
pumps. When they arrived at school, it 
was a very simple process to kick off their 
boots and lo, and behold, they were all 
equipped for their indoor work. 


One Merchant Sold 6000 Pairs 


From Madison, the vogue visited the 
Twin Cities and little later, the feminine 
population of Indianapolis were “‘in- 
fected,” by the Russian rubber boot style 
“bug.” The young ladies purchased for 
the most part small sizes, ranging from 1 
to 4 in a woman’s boot, and 1 to 2 in a 
misses’ model and they liked best the red 
lined bo.te. They wore them in storm 
and in sunshine. One Northwestern retail 
shoe merchant sold 6000 pairs of the Hood 
Rubber Products Company’s women’s 
short rubber boots, while the fad lasted, 
and other retail shoe merchants sold out 
every pair they had, or could obtain. 


“The Cavalier” Appears 


Almost simultaneously with the story 
of the above-mentioned episode of the 
Northwest, came the news from the head 
office of the United States Rubber Com- 
pany, New York, that the prevailing cus- 
tom of wearing women’s gaiters unbuckled 
and turned down had brought forth a new 
gaiter—the Cavalier—in which the cuff 
idea has been linked with a flaring upper. 
The Cavalier is of Jersey cloth and is of the 
same height as the four-buckle gaiter. It 
will be made in two colors, one all black 
and the other a light fawn color, with black 
cuff and black foxing and sole. Both styles 
are black fleece lined. There is one buckle 


= 


at the instep. A cuff at the top is turned 
down about two inches. The gaiter can be 
worn open at the top, and a graceful flare 
upward from the instep buckle, gives the 
swagger effect so much in favor. 

The Cavalier may also be worn closed 
at the top, an invisible snap fastener, 
being so arranged, that when the arctic 
is to be worn closed, the top can be drawn 
in to a degree commensurate with the 
take-up of the instep buckle. 





— 











_| 





The new Cavalier gailer, showing the flaring top. 
Securely fastened al instep with buckle. Made 
by United States Rubber Co. 


The new gaiter provides a type of over- 
shoe now so popular with young women, 
and at the same time, when necessity re- 
quires, can be made into a warm, snug, 
good-looking means of protection in 
stormy weather. 


The new Cavalier gailer ciosed at top, with 
invisible fastener, giving cuff effect 


Gaiter Style in Ascendancy 


Keen observers of shoe styles are of the 
opinion that the popularity of gaiters will 
increase rather than decrease as the years 
go by. While there are many elements of a 
mere fad in the fantastic way gaiters are 
being worn today, the young women of the 
country are learning, through the daily use 
of gaiters, that they are a warm, cozy pro- 
tection for the feet during the Winter 
months, and their use is certain to increase. 

And thus runs the argument of a rubber 
man: “It is safe to predict the women’s 
skirts for street wear, will not come down 
below the approved length of seven to 
nine inches, at least for another season. 
This means the continued popularity of 
leather oxfords and pumps throughout the 


~ Fall and Winter of 1922-1923. With these 


low-cut shoes, women will want to get 
gaiters that will be both attractive and 
practical.” 


Price Is a Factor 


Said another well-known rubber man: 
“The four-buckle gaiter fad has acquainted 
thousands of women with the fact that for 
a five-dollar bill, or slightly less, they can 
buy at retail a women’s four-buckle gaiter, 
which for utility of purpose, comfort and 
wear, is the most serviceable and satisfac- 
tory article of footwear they have ever had. 
We expect an increase on our women’s 
four,-five-and six-buckle gaiter business 
over that we normally have, and in addi- 
tion to that, a large plus business, due to 
the continuation of the low shoe popular- 
ity and the gaiter fad. 

“In the old days we always carried the 
three and the four-buckle arctics, but for 
the coming season we shall carry the four- 
buckles and no three buckles. We have 
noted a growing demand for the six-buckle 
gaiters, and so will carry more six buckles 
than formerly. The six-buckle has always 
been a good seller through northern New 
York—Rochester, N. Y., and other city 
stores which cater to the country and 
northern New York Winter sports trade.” 


From Russian to American Type 


And this rubber man has another 
thought on the Russian boot demand— 
whether it be of rubber or jersey, or leather 
—that this is going to be the big seller for 
Fall, 1922. He cites as a strong point in his 
argument, that a leather shoe salesman 
has just sent an order into his factory for 
500 cases of Russian leather boots. He 
feels that the Russian boot of leather is 
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Our latest 
“Flapper”? model 
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JN our great new plant in South Bos- 
ton, we are daily adding to the style 

achievements of Allen-Goller-Leighton 

Co. 

Modern equipment and systematiza- 


Improved Facilities - 


Increased Output 


Latest lasts and patterns, careful 
workmanship, plus efficient service 
insure quality production and prompt 
shipments. 


You are cordially invited to visit us 


and view shoes in process, or we will 


tion make possible a maximum capac- 
send samplesand quotationscheerfully. 


ity of 4000 pairs daily. 


Our factory is organized under the 
Boot & Shoe Workers’ Union. This is 
a practical guarantee that your deliv- 
eries will be well taken care of, as all 
labor difficulties are adjusted by the 
State Board of Arbitration under 
signed contracts. 
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going to be the intermediary step for the 
shoe manufacturer to the women’s regula- 
tion leather boots of 81% or 9 inches, and 
that the last mentioned type of footwear, 
will be helped to popularity for the Fall 
and Winter of 1923 by the Russian boot 
of the Fall and Winter of 1922. 


Scholarships and Fellowships 
Offered 


For the third consecutive year Harvey 
S. Firestone, president of the Firestone 
Tire & Rubber Co., Akron, Ohio, offers a 
four-years’ university scholarship to high 
school students for the best essay on ‘““How 
Good Roads Are Developed in My Com- 
munity.’’ All students of high school grade, 
including both public and private schools, 
are eligible to compete, the scholarship 
being valued at not less than $4000. Those 
wishing further details should communi- 
cate with The Highway and Highway 














K. W. WOLCOTT 
Manager sole and heel de, i Goo Ti 
and Rubber Car cinta 





Transport Education Committee, Willard 
Building, Washington, D. C. 

The Firestone Tire & Rubber Co. and 
The Goodyear Tire & Rubber Co. are 
offering at the University of Akron, dur- 
ing the academic year 1922-23, two fellow- 
ships in the study of rubber chemistry. At 
the conclusion of his year’s study, each 
successful applicant, who must previously 
have been graduated from a standard 
American college, agrees to enter the em- 
ploy of the company, providing the fellow- 
ship. Those interested may communicate 
with C. R. Olin, secretary of the Munici- 
pal University of Akron, Akron, Ohio. 


Rubber Market Conditions 


About the most important develop- 
ments of the New York market for the 
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week ending April 15, was found in reports, 
apparently well authenticated, that man- 
ufacturing consumers have been in the 
market for a considerable tonnage, their 
activities. however, not being immedi- 
ately reflected in the general market, be- 
cause of the fact that they were conducted 
through channels with which the general 
trade is not in direct touch. From London, 
Singapore and Colombo have also come 
reports of more active inquiries and some 
actual buying for American account on a 
good scale. That such a demand would be 
felt at this time was not generally ex- 
pected, as the heavy importations since 
the beginning of the year have filled up the 
manufacturers and it had been believed 
that they would wait awhile before mak- 
ing fresh commitments. It is known, how- 
ever, that very few of them have any 
part of their last half of the year require- 
ments covered, and therefore it was be- 
lieved that a buying movement in this 
direction within the next month or so 
could be counted upon confidently. That 
it appears to have started so much sooner 
than anticipated is considered to be signifi- 
cant. 


Rubber Quotations 


Plantations— 


First latex, crepe, spot..... 164@.. 
cee ee 164%@.. 
May.. 1634@. . 
June.. ....-- 16%@.. 
July- September. . s5. ee 
July-December. . 17%4@.. 

Ribbed, smoked sheste, pa 164@.. 

|  . apcucaalechataias 164%@.. 
May.. 163%4@. . 
June.. ss ——- 6 6ClU 
July September. . .<> i 2 
July-December. . .. lkhe.. 
Osteber December. ee 18 @.. 

Brown crepe, thin, clean... 144%@.. 
Rolled. . 13{%@13% 
*Amber No. LL -- 15%46.. 
hetes Mai8..........+: 1 @.. 
Amber No. 3............ 144%@.. 

Para—Up-river, fine....... 19 @.. 
*Up-river, coarse........ 134%@.. 
*Island, fine. . aden! Oe 
Island, coarse. oh 91%4@.. 
Caucho, ball, upper...... 13%4@. . 
Caucho, ball, lower. . 114%@. 
Cameta. . ‘ @ 914 

“Condeale—Castate.. - @10 

Menneehe 5 oes. <co ccs os @10 
*Mexican scrap......... @ 9% 
*Guayule, wet.......... @13 
*Guayule, dry.....:.... @26 
*Balata, block, Ciudad . . @55 
*Balata, block Colombian @42 
*Balata, Panama........ .. @40 
*Balata, sheet........... 68 @70 
*Benguella, No. 2....... 7 @9 
*Kassal, prime black..... 4 G.. 
*Kassal, prime red....... 10 @12 





*Nominal. 
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Scrap Rubber 
There is nothing new to be said con- 
cerning conditions in this department, 
which is still waiting for a substantial 
rise in crude rubber to afford opportunity 
for a market for the reclaimed product. 


Boots and shoes........... 2%4@.. 
Arctics, trimmed.......... 1%@.. 
Arctics, untrimmed....... . 14%@.. 
Inner tubes, No. 1......... @ 3% 
Inner tubes, No. 2 @ 2% 
Hose, steam, fire.......... 4@ % 
Tires—Automobile......... 4@ %&% 


New Shoe Stores Open 


Waterville, Me—N. Hillson & Sons 
opened another shoe store at one of the 
best locations here, on March 25, in which 
footwear for the entire family is sold. This 
store is under the management of Sam 
Hillson, who has recently been in the 
Boston market buying some new lines. 

This store has a new front and is newly 
equipped throughout. The firm of N. 
Hillson & Sons now has three stores, the 
old Gallert Shoe Store here, and the first 
established, which Isaac Hillson has been 
conducting for the past ten or twelve 
years, and which, prior to that time, had 
been owned by its former proprietor, Mr. 
Gallert, for about 50 years. The second 
store is at Bar Harbor and carries men’s 
shoes only, and in addition, men’s cloth- 
ing. This is under the management of 
Nathan Hillson, the father of Sam and 
Isaac. Ail three stores have hosiery de- 
partments. Sam Hillson has as his assist- 
ants at the new store two shoe salesmen 
and three extras, on Saturdays. 


Dies from Shock When 
Told Store is Burning 


Washington, April 14—Samuel M. 
Lewis, 56 years old, manager of The Fam- 
ily Shoe Store, 310-12 Seventh Street, 
died here yesterday from shock, when 
informed that the store with which he has 
been connected for 34 years, and manager - 
for 18 years, was on fire. 

When the fire was discovered in the 
shoe store, Mr. Lewis was called at his 
home about 8 o’clock last night, and told 
that the store was on fire. He hurried to 
the scene of the conflagration and on 
arriving was about to enter the building 
when he sank to the pavement uncon- 
scious, dying a few hours later at his home. 

Few buyers and shoe merchants had a 
wider circle of acquaintance in the shoe 
trade than Mr. Lewis, who has devoted 
practically his entire life to the industry. 
He leaves a wife; two sons, Max and 
Henry, and a daughter, Gertrude Lewis. 

Damage to the store was slight, esti- 
mated at $2000 to the shoe stock and 
fixtures. However, there was approxi- 
mately $5000 damage in the hose depart- 
ment from fire and water. 
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WHITE EVECLOTH 
SPORT OXFORD 
PATENT SADDLE BAND 
TIP AND HEEL STAY 


VAUCHAN’S 
IVORY SOLE AND HEEL 


WHITE BUCK 
MILITARY HEEL 
BUCKLE STRAP PUMP 
PATENT LEATHER TRIM 


VAUGHAN’S 
IVORY SOLE AND HEEL 


Palm Beach Certifies 
These 


Newest Sport Styles 


Women’s Welts and Mc Kays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


BOSTON OFFICE 
195 ESSEX STREET 


FACTORIES 
407 BRIDGE STREET 


Two Faclories 


Capacity 5500 Pairs Daily 
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“Jack” Jones, Himself 


His Motto Is: “Work Hard and 
Work Hard All the Time” 


“Jack” Jones, or officially A. F. Jones, 
is the oldest salesman, in point of service, 
with T. D. Barry Company, as his affilia- 
tion with that firm dates back fully 22 
years, to the time when this house was 
selling the jobbing trade. His territory is 
Illinois, Missouri and Kansas. 

We could very briefly and graphically 
introduce “Jack” to those who may not 
know him, by saying that he is a typical 
New Englander. We can elaborate that 
statement by adding that he is of rugged 
build and a hard worker, one who seem- 
ingly never knows when the day is over. 
His success in shoe selling has been due, 
not only to his knack in picking good sel- 
lers for his trade, but also, because of his 
keeping everlastingly at work. In talking 
with the younger fellows who are starting 
on their shoe careers, Jack always says: 
“Boys, you cannot get business unless you 
work—and you have got to work all the 
time.” 

His idea is to sell his customer something 
which he can sell and profit by, realizing 
that his customer’s interests are his own. 
He believes in talking common sense, 
never lies down on the job and keeps 
plugging all the while. 


Introduced to Shoes at 14 Years 


To go back to the very beginning, we 
would state that A. F. (“Jack’’) Jones, 
started in the shoe business way back in 
1883, when as a lad of 14, he was intro- 
duced to shoes at the jobbing houses of 
Edmonds & Mayo, 52-54 Pearl Street, 
Boston. This firm sold the men’s fine, 
hand-sewed shoes made by J. B. Farrar 
of Holbrook, Massachusetts. The shoes 
had black shanks and red foreparts. They 
were made of French calf and came packed 
flat, 12 pairs to the case, with nothing but 
tissue paper sheets between them, and 
these hand-made sboes actually sold for 
$3.50 the pair. 
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In the November following, his connec- 
tion with the Edmonds & Mayo establish- 
ment, he started on the road through 
Michigan and Indiana, which territory he 
covered for six years. He then made ar- 
rangements to represent W. R. McKey & 
Co. of Devonshire Street, Boston, a whole- 
sale commission house, selling everything 











CHARLES A. BOND 
Has recently become associated with Cahn, Nick- 


elsburg Co., wholesale shoe and rubber mer- 
chants of San Francisco, as director of sales and 
advertising. Mr. Bond was for many years con- 
nected with Nathaniel Fisher of New York 
City, and more recently has been sales manager 
for Pennington-Crowell Shoe Company, Man- 
chester, N. H. He has had wide experience in 
the merchandising departments of the shoe indus- 
try, and is well known to the retail merchants. 
Mr. Bond is an enthusiast on California and 
writes in glowing terms of this section of the 
United States. He has been in San Francisco 
now for about weeks and is well started on 
some big work for Cahn, Nickelsburg ¢ Co. 





in boots and shoes. He remained with that 
house for three years traveling through 
Pennsylvania, New York and the larger 
cities of the country. At that time, the 
policy of this house was to pick up job lots 
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from factories, which were unable to keep 
running—they would buy up the whole lot 
of shoes in the making, perhaps, and finish 
them up as best they could; they also 
bought shoes made at the Charlestown 
State prison. : 

His next affiliation was with the house 
of S. Keith & Co. of Boston, formerly the 
Harvey Keith Company of Louisville, Ky. 
For this house, he served in the capacity 
of general manager, buyer and salesman; 
they were jobbers and “Jack’’ sold the 
retail trade of Ohio, Indiana and Ken- 
tucky. His next “love” was Myron F. 
Thomas of Campello; this firm made men’s 
medium fine shoes and sold the wholesale 
trade of the United States, and for whom 
he covered the retail trade in Indiana, 
Ohio and West Virginia. 


Barry Salesman for 22 Years 


After a short connection with this house, 
he changed to the T. D. Barry & Co. line, 
which concern he has represented ever 
since. His first trip for the house of Barry 
was exclusively to the wholesale trade, but 
with his next trip, he devoted himself to 
the retail trade, which he has been con- 
scientiously covering for this house, during 
22 years of uninterrupted service. 

“Jack”” has some interesting reminis- 
cences about the jobbing trade of that 
time—for instance,—the custom with 
many jobbing houses was to take the fac- 
tory output and advance the factory 60 
percent of the value of their shoes; the 
idea being to keep the factory going in 
case it should find itself tied up by lack 
of cash. 

“Jack”? Reminisces 


“And, oh,by the way,” said Jack, “the 
trunks of those days were not the fancy 
wardrobe trunks of the present time. 
Salesmen carried two trunks, minus trays. 
All shoes were packed flat with layers of 
cloth at the bottom of the trunk, and thin 
paper between each layer. In order to 
show a merchant one shoe, a salesman was 
obliged to take out his entire line of sam- 
ples. And it worked to very good advant- 
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White Buck Hebe cut-out pump, 
prompt deliveries on order. 
Price, $4.35 


The purpose of the artist is to create. Plant Brothers artistry 
finds its expression in advance style creations of which the above 
model is typical. It is made according to the Plant Process—a 
Goodyear Welt as flexible and light as a turn yet with the wear- 
ing qualities of a welt. 


PLANT BROS. & COMPANY 


MANCHESTER, N. H. 
General Sales Office, 10 High Street, Boston, Mass. 


Branch Offices: Chicago New York San Francisco Baltimore Minneapolis Atlanta 


GOODYFAR WELTS 
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age. A traveler would go to a retail shoe 
store, open up his trunks and put on dis- 
play there, his entire line, consisting prob- 
ably of fine patent leather shoes, kig boots, 
brogans, Don Pedros, misses’ and chil- 
dren’s shoes, rubbers, etc. The merchants 
would be much interested in a line coming 
from the East, and Boston-way, in particu- 
lar—and so they would buy the entire 
line, from A to Z. 


Highest Hotel Rates $2 Per 


“At that time the highest rates at hotels 
were $2 a day, including meals, and hotel 
proprietors were delighted to see the trav- 
eling man. Sample rooms were given to the 
travelers free, and the proprietors would 
consider it a pleasure to bring in enough 
kindling wood and coal to keep the fire 
going, as long as the guests were there. The 
hotel keepers were also very solicitous that 
every man went away thoroughly satisfied 
with the food provided.” 


True to His Trade 


There is perhaps no man on the road 
who is more true to his trade and his house, 
than is Jack. He likes to get up early in the 
morning and it has been often said that no 
train runs too early, nor too late, for Jack 
to make. No customer is too far away, 
neither is he too large nor too small, for 
Jack to call on, and the number of ac- 
counts which Jack has on his books is suffi- 
cient evidence of his qualifications as a 
salesman, his wide acquaintance and the 
solidity of the friendship of his following. 


“The Mayor of Silver Beach’’ 

“Jack” may be found during the Sum- 
mer season at his Silver Beach cottage, 
Cape Cod, where “Jack”’ is known as ““The 
Mayor of Silver Beach.” It was through 
his influence that the town became sold 
on the idea of electric lighting; it was 
through his legislative wire pulling that a 
sea wall was erected, which protects lives 
and property; it was through his efforts 
that a smooth stretch of state road was 
laid through the town, and of extra width 
in front of his own house. 

When everybody in his territory has 
been sold for Fall, “Jack” hurries to Dor- 
chester, Massachusetts, and gets out his 
“buzz’’ wagon—or rather his Kissel car— 
after due inspection, it is full power ahead, 
for Silver Beach. On arriving at his Sum- 
mer domain, this big, strong “huskey”’ 
gets out his high-speed motor boat of 
goodly dimensions, the larder of which is 
ever filled with all the good things in their 
proper seasons. “Jack,’’ by the way, is 
considered an expert fisherman in deep sea 
and still waters, and there is scarcely any 
stream or lake on Cape Cod, but what 
have contributed some of their large, 
finny denizens to Jack’s fishing basket. 
His skill as an angler is not surpassed by 
his ability in the culinary art. As a cook, 
Jack is a pronounced success, two of his 
specialties are clam chowder and quohaug 








Get Busy on 
Interchangeable 
Mileage 


Enlist Co-Operation of 
Manufacturers and Em- 
ployers—Ask Them to 
Write Congressman 
Winslow 


The interchangeable mileage bill, 
which provides that railroads shall 
issue a mileage book, good on any 
road, at the rate of two and a half 
cents a mile, is now before the 
House. It will be remembered that 
this bill has already been approved 
by the Senate. 

The one big man in the congres- 
sional committee to be “‘sold”’ on the 
idea is Congressman Winslow. The 
congressman states that if this bill 
should be passed, it would be creat- 
ing preferential legislation to which 
he is strongly opposed. He says 
that in his opinion, should salesmen 
be given preferred rates in the way 
of interchangeable mileage, at rates 
lower than those established by the 
Interstate Commerce Commission, 
he would feel that school children, 
as well as doctors, lawyers, etc., 
should be given preferential rates. 
Mr. Congressman Winslow claims 
that the adoption of the plan sug- 
gested by the salesmen would cost 
the railroads possibly $50,000,000, 
and that he feels the salesmen are 
thinking only of themselves, and 
not of other factors, which ought to 
be considered. 


Immediate Action Necessary 


The congressman claims that he 
has never yet been approached by 
any employer or manufacturer, 
urging the passage of this bill. The 
National secretary’s office has 
taken due cognizance of the situa- 
tion and has already gotten in touch 
with N.S. T. A. executives, urging 
them to enlist the co-operation of 
their employers and manufacturers. 

Ask your manufacturers to call 
upon Chairman Winslow—deluge 
him with petitions. 

Special Trips to Washington 

The “Recorder” has sent a 
delegate to Washington on this 
matter. Letters have also been 
sent by us to all leaders urging 
them to “start something” in the 
various industries. 
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stew, and these concoctions have been 
officially pronounced about as fine as 
human being ever tasted. And he has a 
good many tasters, for he is a prime enter- 
tainer and likes to be surrounded by his 


friends. 
“Jack” is a Style Man 


Jack’s knowledge as a style authority, 
is evidenced by the reputation that T. D. 
Barry Company has won on their young 
men’s line. ‘Jack’s” great hobby is to 
cater to the young men—and it is possible 
that his opinion may be as highly valued 
this season as to the young women, as he 
spent much of his vacation making a very 
strong line of “real fine shoes for high- 
grade, gentle ladies.” 

Says T. A. D.—‘‘When Jack takes this 
line on the road, it will surely be sufficient 
warning that all other ladies’ lines must 
step aside, because if he ever goes into 
the women’s trade as strongly as he has 
into the men’s, competitive lines will be 
stragglers.”’ 

Jack is past president of the Boston 
Shoe Travelers’ Association, and a good 
booster of the National Shoe Travelers’ 
Association. He has never been known to 
miss any meeting, banquet, or outing of a 
shoe travelers’ association. 

Mr. Jones left Boston on April 19 with 
the T. D. Barry Fall line. 








The Traveling Man 


Consider now the traveling man, 

With his smile; with his hustle; 
his grips; 

Could you be good-natured as he 
always is, 

If you had to make so many trips— 


And see the same faces, 
And hear the same jokes, 
And catch midnight trains, 
And give away smokes? 


And write up your orders, 
And hear hard-luck tales, 
And ride on mixed trains, 
With a pace like a snail’s? 


And stop at hotels 

That are dismal and dank, 
And eat food that’s awful, 
Drink coffee that’s rank? 


And get home on Sunday, 
All tired and worn, 

And rest up so you 

Could go out Monday morn? 


If you stop to consider the traveling 
man, 

If he looks sorta tired and tough, 

Remember the road he is traveling, 
son, 

Is mostly up-grade, and dern rough. 

—From the Nettleton Association 

News. 
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For the Dress Shoe 
Jet on White Metal 





Beautiful and Brilliant Parisian Designs in High Grade 
. | Strap Ornaments, Hand Engraved on}White Metal 


Kelly Green, Artillery Red and Violet 


Priced from $4.50 to $13.50 per dozen pair. Send for Sample Assortment. 
Send for Sample Assortment No. 1 priced from $1.50 to $4.50 per dozen pair. 
Send for Catalogue 


W.K.CHANDLER, Inc., |25Summerst, Boston,Mass. | 


For the Sport Shoe 

















GILCO 
RETAINERS 


should be in your store 
for THREE GOOD 
REASONS—They help 
you sell shoes—they 
make pleased customers 
by giving them a better 
fit—they add profitable 
sales to your findings 
business. 





a * astic 
\ 





PREVENT PUMPS FROM SLIPPING AT HEEL 
Price $1.75 per dozen pair 


Colors: Black, White, Tan and Gray. 
Seld for 25 cents everywhere. Ask your jobber for 
them. If he can't supply you, send us his name. 


We Need a Few Good Side-Line 


Salesmen 


WRITE FOR CATALOGUE OF 
SHOE STORE SPECIALTIES 


E. T. GILBERT 


lco MFG. CO. 


228-36 Seuth Ave., Rochester, 


Registered Specialities New York 


eV 7201 10h tte : Shoe Sdge 











————ny 


**MADE IN U.S. A.” 


> White Shoes Do 


Create a Demand 


For a Preparation that 
will restore that new look 
to Heels and Edges of 
White Shoes by a Simple Application. 














Brings back the beauty to rubbed heels and 
edges that have become soiled by shelf wear 
or use. Is chemically correct. Dries quickly 
and very hard. Will not powder off. One ap- 
plication covers. Equally good for rubber, 
fibre or leather soles and heels. No waste 
whatsoever 

Sample jar sent to Dealers, on request. White enamel 

caps. Easily removed. Brush in ev: tails 


ery Re 
at 25c. Two — 7 Dozen. Postpaid. Twenty-twe 
Dollars per Gross. Postpaid. 


Manufactured by 


J. W. JOHNSTON 


New Arts Building Rochester, N. Y, 














(Dept. B. & S.) 
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Martin McDonough Joins 
Marion Salesforce 


Martin McDonough, a_ well-known 
salesman in Pennsylvania, has joined the 
Marion Shoe Company’s salesforce. Mr. 
McDonough has traveled in Central and 
Eastern Pennsylvania for several years, 
and his wide circle of friends there, will be 
glad to know of his new connection. 
“Mac” is as proud as can be of his new 
sample line and said he: “I am going to 
tell my trade that I saw the handwriting 
on the wall which means that Western 
quality shoes will soon predominate in 
my territory, so I took the Marion line in 
preference to a dozen others which were 
offered to me.” “‘Mac” also says that 
Marion’s Eastern style in shoes “made in 
the West, out of the best,” is a wonderful 
combination. He has the best wishes of a 
host of friends. 
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the many good values and novelties 
offered by his firm. Asking him how busi- 
ness is coming along, one will receive the 
answer, “Not so good, still not so bad.” 


Parsons & L. & S. Boosters 


William H. Parsons of Denver, with 
head quarters at Los Angeles, has been a 
member of the traveling force of the Lunn 
& Sweet Co., for the past three years. 
Prior to that, for one year, he traveled for 
the A. J. Bates Company ““W. H.”’ has had 
considerable experience in the retail shoe 
trade, having been connected with the 
Denver Dry Goods Company, the Bon 
Marche of Seattle, and Harris & Frank, of 
Los Angeles, and the May Company of 
Denver. Mr. Parsons is a typical western 
booster, and predicts that when the next 
census is taken, Los Angeles will be found 
to be the third biggest city in the United 
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Jack Little Plays Real Golf 


The Marion Golf Club at the annual 
meeting held recently, re-elected Jack 
Little, president. Other officers named 
were: Mrs. George Webster, junior vice- 
president; Dr. B. C. Dale, secretary, and 
Archie Price, treasurer. J. H. Deakin, Mrs. 
John Wells and Mrs. Charles Taylor were 
named on the board of directors. 

The dues were fixed at $18, which are 
the same as last year. Arrangements were 
made to have a big party before the Winter 
ends, the plans to be announced later. 
Plans were also discussed for the season 
and officers both for the social program, 
and the playing season. 

Says Sales Manager C. A. Sabine: “The 
members of the Marion family play real 
golf and ‘Jack’ is a worthy head of a cham- 
pion tea. All the executives in the Marion 
family are golf enthusiasts.” 




















MARTIN McDONOUGH 


Who travels in Central and Eastern Pennsyl- 
vania for the Marion Shoe Company 





Mr. McDonough is a thorough shoe- 
man, having received his early training 
in a New England factory, where he ac- 
tually made shoes. He is an athlete of 
considerable note and served Uncle Sam 
in the Tanks Corps. 


Mulhauser’s Typical Answer 


Fred C. J. Mulhauser, one of the live- 
wires of the Philadelphia Shoe Travelers, 
is the district sales manager for S. Halle 
Sons, Inc., of Baltimore, in Eastern 
Pennsylvania, including Philadelphia, 
New Jersey and Delaware. His local head- 
quarters are located in the Forrest Build- 
ing, 119 South Fourth Street, Philadel- 
phia. Here, his many friends and ac- 
quaintances in the shoe trade, make 
weekly pilgrimages to see and purchase 





WILLIAM H. PARSONS 
Lunn § Sweet representative, with headquarters 
at Los le: 


Angeles 





States. He, like all other coast men, sells 
sunshine and prosperity wherever he goes. 
He is one of the type that should you visit 
his city on a dark and gloomy day, will 
convince you that this weather is very un- 
usual for the coast; moreover that his 
country is God’s own country, around 
which every other part of the world re- 
volves. 

“Will” is a live wire, full of “pep’’ and 
vim. He knows shoes and knows them 
thoroughly. He drives a Stutz. 


Foley with Putnam Shoe 
Company 


Joseph E. Foley, who for some reasons 
covered New England for the Lunn & 
Sweet Co., has now become associated 
with the Putnam Shoe Company. His 
territory is from Cleveland to Denver— 
South as far as St. Louis, North as far as 
Minneapolis and St. Paul. 





JACK LITTLE 


A Marion Shoe Company traveler, recentty 
re-elected President of of the Marion Calf Club 





Burns a Nettleton Hustler 


John F. Burns, who last season took 
over the territory made vacant by the 
death of Mr. Platt of the A. E. Nettleton 
Company, is a “plugger from the word go”’ 
and started out on his second trip deter- 
mined to dig out every available order. 


William Legg an Order Taker 


William Henry Legg, travels Pennsyl- 
vania, not including Pittsburgh and Phila- 
delphia, for the Lunn & Sweet Co. Mr. 
Legg has been with this house for some 
years and is a strong supporter of this line. 
He is a good order taker, as is evidenced by 
the big bunch of business which he is con- 
stantly sending in to the Auburn factory. 
“Bill” drives a five passenger Buick. 
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Style 
with 
Flexibility 


Formative 


Shoes 


for Women 
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Made of White 
Beechtex. Leather 
sole and hee! with 
rubber top-lift. 


$4.10 


HE description “orthopedic” does not 

fully apply to Formative Shoes. True, 
they have the high, flexible shank and 
scientifically-shaped forepart; but they 
have much more. 











They have real style. Along with the 
pliant, fine-fitting arch they have attrac- 
tive heels—Cuban style for those who 





want them. Made of fine Black ! 
Kid. Solid leather | 
And from the ball points forward For- $5.00 


mative Shoes have the prettiest, best- 
fitting lines of any shoes of their kind. a a ery 
except made of 


Formative dealers are measuring in Brown Kid. 


their cash boxes the value of these Forma- $5.85 
tive features. 
All Styles Carried in Stock Stvl | 
e 
Send for Literature and Full Details All ty s In Stock 


COTTER SHOE COMPANY 
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Dougherty with Field & 
Flint Co. 


H. T. Dougherty, until recently buyer 
for John Wanamaker, New York, now 
associated with Field & Flint Co. of 
Brockton. 

Mr. Dougherty went into the Wana- 
maker store in Philadelphia, as a salesman 
in 1895 and in a short time was made 
assistant in charge of women’s shoes, 
under A. C.McGowin. In 1909, he resigned 
to take charge of the shoe business of 
Hutzler Brothers Company of Baltimore. 
Just one year later he was invited back 
into the Wanamaker organization in New 
York, as associate buyer with Mr. Frank 
Tesson. Since 1915, Mr. Dougherty has 
been the sole chief of the Wanamaker 
shoe business, a notable part of his work 
being the institution of a basement de- 
partment that has grown to a volume of 
business equaled by few stores in the 
country. 

Feeling that the close confinement was 
injuring his health and that he could not 
do justice to the business or himself, with- 
out a radical change, Mr. Dougherty re- 
signed in December and went for rest and 
change to California. 

Mr. Dougherty says he now feels like a 
two-year old and is eager to get into action 
again. 

Said Mr. Dougherty: “Field & Flint Co. 
(successors to Burt & Packard), have been 
known for good shoes for nearly 75 years. 
For several years they have been making 
women’s shoes in a limited way, but have 
not pushed this end of the business, be- 
cause, as Mr. Field says, “they did not 
want to mix their men’s and women’s 
business.” 


Carte Blanche on Women’s Shoes 


Under the new arrangement Mr. 
Dougherty is to develop the women’s 
business. He is to develop new lasts and 
patterns, to give such supervision as is 
necessary at the factory and assume the 


sale of the women’s shoes, distinct from * 


the men’s business. 

Plans are already drawn for a separate 
wing for the manufacture of the shoes and 
Mr. Dougherty has been given carte 
blanche in the building of the new 
line. 

Mr. Dougherty will have his head- 
quarters in the Marbridge Building, New 
York, and for the present will personally 
look after the trade from Boston to and 
including, Chicago, adding other men as 
the need arises. 

Although a retail merchant, Mr. 
Dougherty is not a novice in the produc- 
tion end of the business, having for the 
past ten years been associated with the 
Anatomik Footwear Company, as treas- 
urer and vice-president, in the manufac- 
ture of corrective footwear. 
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A “Business Analysis” 


R. E. Olive of Louisville, Ky., who 
travels for a house making women’s high- 
grade shoes, writes from Hutchinson, 
Kansas, as follows: 

“It seems to me that some one should 
write a little on the subject of “Business 
Analysis,’ as it pertains to the shoe indus- 
try. I think it is time that the manufac- 
turer made a partner of the retail shoe 
merchant. Just now it seems to be the 
opportune moment for consultation as the 
retail shoe merchant, the patient, is ill and 
there should be some scientific diagnosis 
of bis case, and a remedy procured and 
administered as speedily as possible. 

The retail merchant stands today as cne 
lost in a jungle—he knows not which way 
to turn to free himself. Rapid change of 
style has given him a “Buck Ague”—in 
fact, about made of him a fit subject for a 
sanitorium for nervous disorders. 








WILL McLAREN 
Who has been yy eel the State of California for 


the Rice § Hutchins Chicago Company 





“Last Fall we salesmen sold our cus- 
tomers oxfords, and a few straps, for 
Spring, never forgetting to forcibly im- 
press on him the fact that oxfords were the 
only thing. What was the result? Oxfords 
are not worth a tinker’s d-m today. The 
merchant has been almost driven frantic 
in his pursuit of the new and ever-changing 
style, while his good money is lying idle in 
oxfords, which no woman wants. What is 
the result? He is either forced to borrow 
money to pay for those oxfords, or else let 
his good credit take a slide. 

“The manufacturer could have sold 
more oxfords and kept his factory going, 
had they continued to make oxfords. 
Women will buy style, so why not make 
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oxfords the thing for women’s footwear, 
thereby cooperating with the retail mer- 
chant in the disposal of his stock of ox- 
fords in which his money is tied up. The 
retail merchant must sell these oxfords 
before he can give any volume of business. 


Too Rapid Style Changes 


“This rapid changing of style must be 
brought to a stop, and shoes must be made 
in a way that a merchant can dispose of 
his future purchases or he is not going to 
place future orders. 

“‘What are we as salesmen, going to sell 
the retail for Fall? Can we sell him witb 
the assurance that his purchases now will 
be the prevailing style for Fall wear? We 
cannot, if we are honest with ourselves. 
Then how are we to exist? If this every- 
week change of style continues, it means 
that every factory must stock some shoes, 
as a style bought today, for six weeks’ de- 
livery may be a dead one*when the retail 
merchant receives it. 


Formulate Future Plans 


“It is high time that the manufacturers 
were getting together to. formulate some 
plan whereby they could send their sales- 
men on the road to sell future orders, with 
the positive assurance to the retail mer- 
chant that the purchases he made would 
be good when he received the goods, as 
well as the season through. 

“TI am sure when that is done we, as 
salesmen, manufacturers and retail mer- 
chants, will experience a rapid recovery 
of the now very sick shoe industry.” 


Harry Nation with Lunn 
& Sweet 


Harry H. Nation of Madison, Wis., 
travels Wisconsin and upper Michigan for 
Lunn & Sweet Co. Mr. Nation left Boston 
last week with a line of Fall shoes. “Harry” 
is one of the well-known shoemen of that 
territory and has made a decided success 
of his work. Practically every store in his 
territory carries his line of shoes. He makes 
Madison his home, because of his esthetic 
ideas on education. One of his sons is a 
student at the University of Wisconsin and 
has already begun to follow his father’s fine 
precision of manners and speech. Alto- 
gether “Harry’”’ is a very high-grade sales- 
man, unassuming, and not over-assertive, 
yet of the convincing type who sells mer- 
chandise on his reputation of honesty to 
his trade. 

“Harry” always looks to what is of ben- 
efit to the retail merchant, with an eye on 
the future, so that he may hold his trade 
through integrity and honesty. 

He travels in a seven-passenger Paige 
sedan, in which he visits his customers, 
who, when they see the familiar “outfit” 
speeding toward them say: “Here comes 
Friend Harry.” 
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We Make ’Em 


All Kinds of Straps, and Beaded 


and Metal Ornaments 


TOCOVER YOUR BUTTONS 


-: 


4C—ALL LEATHERS—$3.00 PER DOZ. 














1284—Combination LaVallier Strap Ornament. . .. .$2.25 doz. 
1290—Beaded, made in all Colors of Beads........... 6.00 doz. 
1289—All Colors of Metal.................. . 1.00 doz. 
1286— Made in all Metal Combination... . 2.25 doz. 


Vanity Novelty Works 


“ 913 Gates Avenue, Brooklyn, N. Y. 

















IN STOCK 
WHITE POLAR KLOTH TURN ONE STRAP 


READY NOW 





Number 210 Number 200 
12/8 MILITARY HEEL 8/8 MILITARY HEEL 
$3.15 $3.15 
Widths A, B, C Widths A, B, C 





SILK FRENCH CORD —SOLE LEATHER COUNTERS 
Number 215—14/8 JUNIOR LOUIS HEEL 


$3.25 
Widths A, B, C 
Send your orders in as early as pt deliv- 


ery, as we already have lar; ge orders on these numbers. 
Terms 5% ten days. 


COLLINS & STAPLES 
HAVERHILL, MASS. 

















PA A nae RII” 


TAG ALONG WITH HOWARD 





SEDO ROSTER 


5m 


ITLL PABRPRA NIE BOW OIE 


oo 
rd 


BOP RIG AGS OK 


Sorex 


Oe Sr OE EOIN Dit ODEN 


GET THIS NEW 
“FLAPPER” 
TODAY 









OUR cus- 

tomers will 
buy this “Flap- 
per” readily. lt 
attaches easily 
—no thread, no 
staples. Simply 
thread the lace 
through two 
holes conven- 
iently punched. 
Will fit any lace oxford of stylish design. Bound 
to create a sensation. We make them in “A” 
grade leathers only. 


MADE IN 
EVERY 
FASHIONABLE 
SHADE 


Send for samples and prices 


C. R. WHITTREDGE & CO. 
245 BURRILL STREET SWAMPSCOTT, MASS. 


FPOELORD SENDS 


PART OF 
YOUR ADVERTISING 


The shoe carton label is part of your 
advertising. It is in a sense a guarantee 
to the customer that he is getting his 
favorite shoe. Its appearance counts. 

That ss why a great many of the 
largest shoe manufacturers come to us for 
Howard Quality Labels. 

We have thousands of label plates and 
hundreds of thousands of labels in stock 
and from them we sell millions of labels 
each year. 

Our label business is on the increase 
daily, due to quality, deliveries and prices. 


We can reproduce any label that you 
are now using. 

The manager of our label department 
is always at your service. 


THE HOWARD PRINT, INC. 


Quality and Service 
Campello Station, Brockton, Mass. 
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The Pot and Kettle Boils 
Again 

“The Pot and the Kettle Story,” as told 
by Clarke B. Rowley, secretary of the 
Rochester Association of Traveling Shoe 
Salesmen, in the Recorder of February 25, 
proved so interesting to readers that we 
are publishing herewith a second instal- 
ment of Mr. Rowley’s views on the some- 
times-controversies which come up be- 
tween shoe manufacturer and retail shoe 
merchant. Says Mr. Rowley: 

“The writer has always been a strong 
and ardent supporter of the retail mer- 
chant’s position, when that position con- 
forms to sound business ethics and is a de- 
cided stand for his just rights, and the 
manufacturer who ignores these rights is 
fast becoming obsolete as a result of the 
wielding of the aforesaid club of patronage. 


The Kettle Now Sings 


“So much for the ‘Pot,’ now for the 
‘Kettle.’ The kettle says you have lost 
your discount; the pot says your goods 
were not in, and I refuse to discount any 
bills until I have examined the merchan- 
dise. The decision in this case must be in 
favor of the retail merchant, and no manu- 
facturer with a reputation for fairness will 
refuse to extend the discount period suffi- 
ciently to allow the merchant to examine 
the shipment, but these adjustments are 
trivial, compared with some of the ‘pills’ 
the manufacturers are asked to swallow, 
without a drop of water. 

“I asked a prominent manufacturer 
what he considered the greatest violation 
of fair play on the part of his customers, 
and he answered without a moment’s hesi- 
tation—the absolute lack of conscience on 
the part of some retail merchants to accept 
an order as a contract and keep the mer- 
chandise bought in good faith and deliv- 
ered according to contract. This breach of 
faith was especially prevalent on the fall- 
ing market, as they evidently did not apply 
the rule by which they accepted the same 
class of merchandise when the market was 
skyrocketing and a pair of shoes bought at 
$5 was worth $6.50, before it reached the 
merchants’ shelves. And all this in the face 
of the fact that the goods were 20 per cent 
to 40 per cent poorer in quality at the 
higher figures. 


The Harmony “ Producers”’ 


“There is no law of ethics or logic which 
can justify the retail merchant in forcing 
his losses upon the manufacturer and still 
it has been done in a vast number of cases, 
as a trip through the returned goods rooms 
of any of the women’s large shoe factories 
will demonstrate. Now, what is the remedy 
for this disease? The manufacturer holds 
the key to the situation in a carefully-kept 
list of these violations, especially the re- 
peated violations, and suddenly the 
offender awakens to the fact that his old- 
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Carrying Hurley Line 


Lawrence T. Hord is now in the South 
with the Hurley line, covering the old ter- 
ritory, which was handled by James P. 
Smith for many years. Mr. Smith is now a 
member of the Conrad Shoe Company of 
Brockton, Mass. 

Mr. Hord was born in Hopkinsville, 
Kentucky, and had his early training in 
the retail stores in Memphis, Tenn. As a 
good judge of styles he was a big success 
as buyer for the Shop of Culture in 
Memphis. He was for a long time anxious 
to become a salesman and carry the Hur- 
ley line. 

His first experience on the road was 
with Richards & Brennan Co. of Ran- 
dolph, Mass. He represented them in 
Kentucky, Tennessee, Mississippi and 
Alabama, to good advantage. 








LAWRENCE T. HORD 


Who covers Southern territory for Hurley Shoe 
mpany 





Knowing the Southern trade and under- 
standing conditions there, it is not sur- 
prising that he has received a big welcome 
from the trade throughout that district. 

Mr. Hord is a great believer in the 
Hurley line and the officials of the com- 
pany feel that their shoes are in good 
hands throughout the Southern district. 


Sympathy to “Ben” Farnham 


Brother shoe travelers and the trade 
have been extending their heartfelt sympa- 
thy to Ben Farnham, well-known shoe 
salesman, in the death of his beloved wife, 
Etta Hopper Farnham, who died on April 
4. Funeral services were held at her late 
home, 15 Cortland Avenue, New Rochelle, 
New York, on April 7 last. 
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time salesman from that house has not 
called the next season, and some morning 
on his way to his store, he sees the sales- 
man’s truck in front of his competitor's 
door. He pretends that he does not under- 
stand the situation. He remembers return- 
ing some goods, but there was no controv- 
ersy of a very arbitrary character, and he 
received his credit memorandum, and sup- 
posed that relations were still amiable (all 
of this to the salesman—he always tries to 
see the salesman first, if possible). And 
allow to insert here (without throwing any 
bouquets at the fraternity to which I be- 
long) that there is no one connected with 
the delivery of an order, from the girl who 
writes the tickets to the cartman who de- 
livers the goods, who works more inces- 
santly for complete barmony than this 
same salesman. 


Personal Contact the Remedy 

“He will condemn his firm if the goods 
are not up to standard, and he will with- 
draw his support from the best customer 
who repeatedly returns merchandise with- 
out sufficient cause. 

“I could recount enough cases of viola- 
tions of the rules of justice and fair play to 
fill this issue, both on the part of ‘Pot’ and 
the ‘Kettle,’ but what we are after is the 
remedy, and to one who in 16 years of 
close contact with both factions, has 
(through a lack tact on the part of one or 
both parties) seen business relations 
broken off which could have been con- 
tinued with profit to all, it appears evident 
that a large majority of these abuses can 
be eliminated by a closer personal contact 
where possible, and the establishing of a 
greater degree of confidence, coupled with 
a conscience with sufficient moral stamina 
behind it, to fulfill a contract, even though 
a losing bargain is the result. 

The retail merchant or the manufac- 
turer who follows the Golden Rule, as it 
is applied to his own individual case, is the 
one who builds on a sure foundation, and 
none of us are pessimistic enough to be- 
lieve that there are not a goodly number of 
these in the industry to which we belong. 

““My advice to both parties in case they 
are dissatisfied with the treatment they 
are receiving from one another, is the tak- 
ing on of new business connections, mak- 
ing sure that they are reliable, and then 
treat them the way you would be treated. 
Your troubles will then be over and there 
will be no occasion for the ‘Pot to call the 
Kettle Black.’ ” 


Marston with Moore-Shafer 


M. P. Marston, for several years with 
the Leach Shoe Company, of Rochester, 
bas joined the sales force of the Moore- 
Shafer Shoe Mfg. Company of Brockport, 
N. Y., and will cover the states of Ohio 
and Pennsylvania. Mr. Marston just called 
at the Recorder Rochester office, after a 
visit to the factory and is very enthusiastic 
about the new line. 
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McElroy-Sloan Salesmen 
ake Merry 


McElroy-Sloan Shoe Company culmi- 
nated its salesmen’s conference with a 
banquet held at the Statler Hotel, Tues- 
day evening, March 21. About 200 people 
were present, including the entire sales 
force, many house emp!oyees and all offi- 
cers and executives of the company. An 
elaborate dinner was served while a bril- 
liant entertainment was rendered. 

W. M. Sloan, general manager ot the 
company, was the toastmaster, and ad- 
dresses were made by W. F. McElroy, 
Chas. G. Craddock, W. B. Yater, leading 
salesman, who paid high tribute to his 
organiaztion; G. M. Phillpot, a character- 
analyst, who scientifically read the char- 
acters of the six leading salesmen. Other 
speakers were D. D. Lynch, C. L. McCain, 
F. L. Craddock and J. C. Espie, who spoke 
on the business prospects for 1922. 


Song “Billiken Blues” 


A clever song written especially for the 
company, entitied “The Billikea Blues, ’ 
was introduced with enthusiasm. The hit 
relates to the unhappiness of kiddies who 
do not wear “Billiken Shoes,” the chil- 
dren’s line manufactured by the company. 

George Mahan, noted attorney, made 
the principal address of the evening, and 
eloquently described the good derived from 
disappointments. He stated that the great- 
est things were usually developed out of 
profiting by some mistake. 

John H. Wilson, advertising manager, 
was in charge of all arrangements, and 
everywhere received congratulations on a 
most successful party. 


The Lund-Mauldin Line-Up 


E. L. Bass, Mississippi and Western 
Tennessee; T. J. Becker, Southern Mis- 
souri and Northern Arkansas; W. R. 
Bloomquist, North and South Dakota and 
Minnesota; J. E. Boyd, Eastern Texas; 
W. H. Brockway, Wisconsin and Michi- 


gan; George Chapman, Kansas and 
Northern Missouri; W. W. Curtiss, South 
Carolina; C. F. Denman, Kentucky, East- 
ern and Middle Tennessee; C. T. Foreman, 
Indiana; M. F. Goodloe, Eastern Penn- 
sylvania and New Jersey; P. W. Hardman, 
Western Virginia; G. W. Hewitt, Illinois; 
R. C. Herbert, Oklahoma; Milton Ikard, 
Western Texas; H. W. Klos, Michigan; 
Hal E. Laundy, Western Pennsylvania; 
B. W. Lipsey, Louisiana and Southern 
Arkansas; J. A. Lord, Jr., Alabama, 
Florida; W. O. McDonald, Georgia; F. C. 
McGriff, California, Ariozna and Nevada; 
Ralph Siewers, North Carolina; W. W. 
Skinner, Ohio; N. W. Violette, Washing- 
ton, Oregon and Montana; K. C. Wert, 
Iowa and Nebraska; Geo. M. Yeatman, 
Colorado, Utah and Wyoming. 
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Whittemore Brothers Increase 
Sales Force 


Several new men have been added to the 
sales force of Whittemore Brothers, the 
shoe polish manufacturers of Cambridge, 
Mass. Mr. Hannum, sales manager for the 
firm, sees business in sight and plans to go 
get it. Said Mr. Hannum: “When times 
were different, the factory was pressed to 
get production out; the necessity for close 
attention at the distributing end was un- 
necessary. With a new polish for sport 
shoes, a special polish for patent leather 
shoes and all the old stand-bys, I feel that 
Whittemore is now in position to give 
service.” 





ARTHUR H. WEISS 
Greater New York representative of Plant Bros. 
. Mr. Weiss writes the “ Recorder” that he 
i. rthur A. Weissenfels, are 


127 Duane Street, Ge Yer , we are 
pared to show our friends a hig line of fancy 
and staple shoes” 





ARTHUR A. WEISSENFELS 


who represents Plani Bros. 
¢ Co. in New Jersey 
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Ault-Williamson Hustlers in 
Territories 

The salesmen of the Ault-Williamson 
Shoe Company are now in their territor- 
ies. List of men and territories covered 
are as follows: 

R. T. Bowman, West Virginia and 
Kentucky; J. T. Carroll, Maryland, Dela- 
ware, District of Columbia, and Penn- 
sylvania; A. J. Eastman, Texas and Okla- 
homa, and New Mexico; C. W. Emrich, 
Missouri and Kansas, and Colorado; 
James T. Forrest, Maine, New Hamp- 
shire and Vermont; O. E. Hamilton, Iowa; 
W. K. Hartzell, North Carolina, South 
Carolina and Virginia; P. R. Howard, 
Michigan; W. S. Johns Shoe Company, 
Los Angeles, Cal., California, Arizona, 
Utah, Nevada; A. W. Luft, Montana, 
Nebraska, North Dakota, South Dakota, 
Wyoming; Gordon McDaniel, Alabama, 
Georgia, Florida and Tennessee; A. J. 
Minshall, Massachusetts, Connecticut 
and Rhode Island; W. C. Olds, New York 
and New Jersey; O. L. Rappleye, Illinois 
and Iowa; David Shelton, Ohio; E. F. 
Smith, Louisiana, Mississippi and Ar- 
kansas; Fred Snyder, Minnesota and 
Wisconsin; J. M. Voorhees, Indiana and 
Ohio; J. J. Ward, Washington, Oregon, 
Idaho. 


New R. & H. Men 


Rice & Hutchins St. Louis Shoe Co. has 
recently added to the staff George L. 
Remington, Frank Carrick and C. A. 
Roquemore. Mr. Carrick will cover East- 
ern Oklahoma, and Mr. Roquemore, 
Western Oklahoma and the Pan-Handle 
District of Texas. 


Semi-Annual Walk-Over 
Conference 


George E. Keith Company’s executives 
and salesmen met in conference at the 
Walk-Over Club House, March 2, prior to 
the traveling representatives leaving for 
their repsective territories. Members of the 
concern present were: President Harold C. 
Keith, Vice-Presidents George H. Leach 
and Oscar C. Davis, Treasurer Walter E. 
Johnson, Director of Production Chas. E.- 
Moore, also the following directors: Harry 
Dunbar, Herbert T. Conner, Louis H. 
Carr, W. Everett Shaw, Edward A. Keith, 
David Perkins. 

An honored guest was George H. Wood- 
man, now retired, who opened the first 
Walk-Over store in London, England, 
about 20 years ago. The all-day session 
was occupied with addresses by executives 
and heads of departments on various sub- 
jects pertaining to manufacturing and 
selling Walk-Over shoes. The program and 
conference concluded with an inspiring 
message by President Keith. 








a 
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Apologies to Albert W. 
Meley 


In our issue of February 18, Shoe Trav- 
eler Department, we credited “1922 Style 
Pointers” “from Excerpts of Report of the 
Chairman of Style Committee N.S. T. A., 
at Philadelphia Convention,” and their 
continuance in our issue of March 4, to 
“F. J. Meany.”’ This name was incorrectly 
given—it should have been Albert W. 
Meley. 

Albert W. Meley is one of the Laird, 
Schober & Co.’s salesmen, and is a style 
authority. Mr. Meley was the chairman 
of the Style Committee of the N. S. T. A., 
and made a report at the Philadelphia 
national convention, which made the shoe 
industry “sit up and take notice.” 








A. C. GOLDEN 
Who => for Zeigler Brothers in New Eng- 


land and part of New York Stale 


AND 


George H. Russell a Likable 
Chap 


George H. Russell, with the Turner- 
Tompkins organization, 26 North Third 
Street, Philadelphia, wholesale distribu- 
tors of men’s, boys’ and little gents’ shoes 
of merit, is a likable chap. Now that 
““George”’ has started out to sell his wares 
to the retail merchant, his fellow-travelers 
wish him well. For many years he had 
experience in shoe factories, starting from 
the bottom and working his way up to 
good advantage, so that when he talks 
shoes he knows what he is talking about. 


Kushins with Harney, Tracey 
& Crehan 


Harry S. Kushins of Lynn, has become 
salesman for Harney, Tracey & Crehan, 
Lynn, manufacturers of welt shoes for 
women. He has returned from a trip West 
and South, and the shop is now going to 
full capacity. al 


Mennes an Enthusiast on Far 
West 


Otto M. Mennes for years with the 
D. J. Donohue Company, department 
store of Missoula, Montana, but now a 
member of the sales force of the Lunn & 
Sweet Co., covering Montana, Wyoming 
and Idaho, was in Boston April 13. Mr. 
Mennes may be described as a young man, 
fully six feet tall—a typical “Montana- 
ite.”” He is a most enthusiastic salesman 
and speaks in glowing terms of what Mon- 
tana, Wyoming and Idaho are doing at 
the present time. He says that conditions 
out there the past season have been ex- 
ceptionally good and that he has no doubt 
but what the coming season will be far 
ahead of past seasons, because of that sec- 
tion’s wonderful irrigation system, re- 
cently opened for the better raising of 
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crops. He says that the mines around 
Butte are in better shape than ever before. 
Mr. Mennes makes his home at Boise City. 


Robert Wise Men 


The Roster of the Robert Wise Com- 
pany’s salesmen now in their territories, is 
as follows: M. J. Clay, lowa and Nebraska; 
Walter Greenebaum, Indiana and Illinois; 
B. McWhirter, Southwest; Leo Marks, 
Pacific Coast; F. X. Owens, sales manager, 
Jarge cities; Chas. H. Phillips, Southeast; 
N. Sachs, Virginia, West Virginia, parts of 
Pennsylvania, Maryland and Washington, 
D. C.; B. E. Sims, Central South; J. Snat- 
tinger, North and South Dakota, Minne- 
sota and Wisconsin; Fred Yates, Ohio, 
Michigan, parts of Pennsylvania, New 
Jersey, New York. 











GEORGE A. BLACKALLER 


Who represents the Tweedie Footwear Corporation 
and Tweedie Boot Top Company 





Crooker & Morse 
Men 
Crooker & Morse, Inc., TRAVE 


have lined up the follow- ~ 
ing men: W. J. Walters, & 
Pacific Coast; J. G.§ 
Brown, Minnesota, Iowa, 
Wisconsin and Dakotas; 
L. R. Record, Illinois, 
Missouri, Kansas and 
Nebraska; J. T. Winsor, 
New England and New 
York; R. S. Maclean, 
Pennsylvania, Ohio, New 
Jersey and Maryland; 
L. G. Gaffney, Mich- 
igan, Indiana and Ken- 
tucky. 





BOOT & SHOE 
LERS 
GUE 





——, 


200 MEMBERS 






/ 
/ 





30 
MEMBERS 


Regarding J. P. 
Smith Salesmen 


Ellwood Adams, who 
has represented J. P. 
Smith Shoe Company of 
Chicago in Missouri, will 
now take care of the 
Southern part of Illinois, 


heretofore covered by 
E. E. Woodward. 
“Dan” Sundell, who 


has been representing J.P. 
Smith Shoe Company of 
Chicago in Wisconsin, 
willrepresent hiscompany 
in Northern Illinois terri- 
tory, formerly covered by 
E. E. Woodward. 


O 
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What is Your Assur- 
ance of Quality to 
Your Customers? 


When you sell a pair of 
shoes to a_ particularly 
exacting customer, what 
positive quality assur- 
ance have you to offer? 


You may talk price, 
style, fit and all that. 
But people are beginning 
to demand more than- 
that. They want Money’s 
Worth in Wear. 


Many who have had poor 
service from the soles of 
their shoes want some 
assurance that they will 
get better wear from the 
new pair. 


Show these persons the 
“Rock Oak” stamp and 
say—‘‘Here is the mark 
of quality vouching for 
the sole of the shoe. A 
concern with over forty 
years’ history of fair and 
square dealing stands be- 
hind that mark.” 


You are safe in talking 
quality when you can 
show the “Rock Oak” 
stamp—Founded on In- 
tegrity. 

Have you written for 
that sample of Rock Oak 
sole? 


Rock Cak” 


Trade Mark Reg. U. S. Pat. Off. 


The AMERICAN OAK 
LEATHER COMPANY 


Boston 
St. Louis 


Cincinnati 
Chicago 








Live and Love 


“Live a little, love a little, 
As you pass along; 
Cheer the hopeless and the weary 
With a friendly word, a song; 
Smile the more when clouds are lying 
Low upon the misted hills; 
Soothe the souls all sadly sighing 
Love will heal a whole world’s ills. 


“Live a little, love a little, 

Laugh a fancied pain. 
Close your eyes and dream of flowers 
Sweet and fragrant after rain. 
Ease the load of burdened shoulders, 

Do the very best you can; 

Sure, ’tis love that breaks the boulders, 
Love of God, and love of man.”’ 








JOHN WHALEN 
Who covers Pennsylvania, Maryland, Virginia, 
West Virginia, Washington, D. C., and New 
State for Barney, Capen & Denham Co. 





**500 Live Three-Centers 
Wanted!” 


“Five hundred live three-centers 
wanted!” writes “Billy” Noll, secretary- 
treasurer of the Boston Shoe Travelers’ 
Association. And this by way of explana- 
tion: A circular letter has recently gone 
forth to members of the Boston Shoe 
Travelers’ Association, boosting member- 
ship in the Boston Shoe Trades’ Club. 
“Billy” has calculated that here is a busi- 
ness men’s club, with large room for recre- 
ation and reception purposes, a good res- 
taurant, billiard room, writing and reading 
room, a first-class barber shop, shower 
bath, cigar stand, telegraph and telephone 
service, and a postoffice, all in the heart 
of the shoe and leather industry, for only 
three cents a day. There are 2000 live 
members now on the roll, but 500 more 
are wanted. 
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The Beacon Roster 


The roster of F. M. Hoyt Shoe Com- 
pany’s salesmen and territories covered 
are as follows: 

Harry Adams, Chicago; G. L. Baker, 
New York State; A. E. Bartlett, Massa- 
chusetts, Rhode Island and Connecticut; 
Harry Buchanan, South Ohio; D. A. 
Campbell, Chicago; I. W. Cates, Texas; 
W. O. Dabney, Virginia, Delaware, Mary- 
land; W. A. Damer, Pennsylvania; J. A. 
Edmonds, Kentucky; Max M. Falke, 
Pennsylvania, West Virginia; C. H. Geiss- 
ler, Large Cities (men’s); E. E. George, 
California; R George, Chicago; JB. 
Glasser, Louisiana; J. H. Glidden, Ver- 
mont, Maine, New Hampshire; A. S. 
Goodman, Alabama; Lou S. Hall, Ohio; 
M. D. Hall, West Pennsylvania; E. E. 
Hargroeder, Tennessee; R. A. Hearne, 
Texas; W. A. Heim, Ohio; Clinton Hitz, 
New Jersey; Jos. L. Hitz, New Jersey; 
Robt. Kenngott, Wisconsin; J. G. Lee, 
Massachusetts; J. H. Lively, Iowa; L. W. 
Mosson, Missouri; J. C. Murray, North 
Illinois; C. N. Neilus, Chicago; Chas. 
Oberfield, Philadelphia; I. F. Oberfield, 
Pennsylvania; A. L. Peterson, North and 
South Dakota. East Montana; O. W. Pitt- 
man, Mississippi; Louis Plessner, Arkan- 
sas; Jno. D. Reaves, Georgia; B. B. Roach, 
Kansas; J. P. Shipman, Washington, Ore- 
gon; B. H. Simons, New York City; Har- 
vey E. Skillman, Michigan; Slater Bros., 
Utah, Idaho; J. C. Spicer, North Caro- 
lina; J. A. Soll, Minnesota; Lawrence 
Thomas, New York State; L. C. Turner, 
Florida, Georgia; H. O. Warren, Indiana; 
G. M. Wilcox, Nebraska; M. B. Wilkins, 
Chicago; E. H. Witbeck, South Illinois. 


Foreign Salesmen 
Luis Felipe Chaoul, Mexico; Francisco 


. Diaz, Cuba; Marinus Jensen, Norway and 


Sweden; Chris Mogensen, Denmark; 
Sergio Penagos, Cuba; Enrique Perez, 
Cuba; H. I. Rosenblum, Cuba; J. H. 
Rupin, Central and South America; Jack 
Ryan, Philippine Islands and Far East. 


W. H. Mairs Dead 


W. H. Mairs, who for the past 15 years 
has covered Maryland, Virginia, West 
Virginia, North Carolina and the river 
towns in Ohio, for the Charles A. Eaton 
Company, passed away on Saturday, 
March 4, at his home in Baltimore, Md. 
The sad news of Mr. Mairs’ death was a 
great shock to his firm, who, although they 
had known of his nervous breakdown dur- 
ing the latter part of his recent trip, felt 
that he was surely going to recover. Mr. 
Mairs had a wide circle of friends in the 
territory he covered and was held in high 
esteem by the Charles A. Eaton Company, 
and brother travelers. He was a member 
of all Masonic bodies, including the 
Shriners. Besides a wife, he leaves two 
daughters. 
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“The Shoe Business Is Getting Better’ 
Says Head of Shoe Wholesalers 


‘There Can Be No More Slump,” Declares C. L. Dooley, 
President of National Association; Southern 
Organization to Meet in Knoxville, 


Knoxville, April 18—The Southern Shoe 
Wholesalers’ Association will meet in 
Knoxville, June 7 and 8. It will be the first 
convention of the organization ever held 
in the South, these usually being held in 
Boston. Knoxville was selected because 
of its central location, the association’s 
field covering from Richmond, Va., to 
Dallas, Texas and Charleston, W. Va., to 
Charleston, S. C. It is probable that 
meetings will continue to be held annually 
at some point in the South. 

Knoxville jobbers have already begun 
preparations for the convention. They 
expect to show visitors every possible 
hospitality. A banquet on the night of 
June 8 at Whittle Springs Hotel will be 
one of the entertainment features. 


Noted Men to Speak 


Among speakers expected are John W° 
Craddock, of Lynchburg, Va.; J. H. Orr 
of Atlanta; L. M. Taylor of New York; 
and Malcolm McDermott of Knoxville. 
C. L. Dooley, President of the National 
Association is a Knoxvillian, and of course, 
will speak. He will discuss the relation of 
the regional associations to the national 
organization. 

Herbert E. King of Bristol, is President 
of the Southern Association and will pre- 
side at the convention. The program has 
not yet been prepared, but it will be one 
of the best ever given. 


Change to be Gradual 


Mr. Dooley is well pleased with pros- 
pects for the shoe business. His genial 
face brightened when asked regarding the 
outlook. He had been arranging a display 
of shoes in the sample room of Henegar- 
Dooley Company, but paused for a few 
minutes when the question was put to 
him. 

“The shoe business is getting better,” 
he replied. “The return to better condi- 
tions is gradual. It is going to continue 
slow, but there can’t be any more slump. 

“The change will be so gradual that it 
will hardly be noticeable—only by com- 
parison in fact."” Mr. Dooley confidently 


Tenn., June 7 and 8 


predicts that there will be a liquidation of 
labor and efficiency and will be increased, 
which will be a great help to conditions 
returning to a more normal basis. He 
spoke of the manufacturer with his ma- 
chines ready and the importance of em- 
ployes putting more effort into their work 
in order that with the same equipment 


production may be increased; thus with a 
greater output of shoes at no increased 
expense, the manufacturer would be able 
to sell for even less and make a profit. 

A decrease in wages with decline of the 
price of commodities is to be expected, 
said Mr. Dooley, but the purchasing power 
of the dollar wil] remain up. 





BROOKLYN 


New Factory Business Only ‘“‘Fair” 


But Outlook is Promising—Little Change Noted in Post- 
Easter Styles 


NEW business coming into the Brook- ° 


lyn factories immediately after 
Easter was characterized by most manu- 
facturers as only “fair.” Some demand 
for shoes out of stock was recorded and a 
few orders for nearby delivery were 
booked. Salesmen started on the road 
with new samples, but early response was 
not particularly encouraging. The outlook, 
however, is promising, according to trade 
leaders. 

Much is being banked on the apparent 
stabilization of prices. Further cuts in shoe 
prices, particularly in the Brooklyn sec- 
tion appear to be impossible for some time 
to come. The wage agreement with the 
union in this district is to come up again 
for discussion on May 1. It is recalled 
that upon the ratification of the agree- 
ment made on November 1, in which a 
10 per cent cut was awarded, that a new 
scale was to be inaugurated on May 1, 
if the cost of living in New York as de- 
fined by the Department of Labor of the 
U. S. showed a drop. It is estimated that 
the cost of living has declined about 6 
per cent in the period, but whether the 
wages of the shoe workers will be cut this 
amount is still undetermined. Manu- 
facturers are reluctant to discuss the 
problem, but it is evident that few of 
them expect wages to be changed at this 
time. In fact, many of them feel that 
there should be no change at present. 

Patent Straps Hang On 
Styles continue much along the same 


lines that have prevailed for some time. 
Orders now going through the factory 
center on strapped patent leather models, 
in low heels, ranging mostly from an inch 
to an inch and half in height. Solid leather 
and the wood Cuban heels are both used. 
According to several manufacturers the 
vogue for patent leather will continue 
through the Fall. 

Sandal models in patent leather and 
patent with bright colored leather trim- 
mings are good sellers. I. Miller & Sons 
are doing a large volume of business on an 
extremely low-heeled model from 4-8 to 
5-8 in height, with very broad toes and 
rather large cut-outs. Sandals are being 
made by most of the other factories in the 
district, both in welts and turns. 


Stronger Demand for Better 
Grades 


A little stronger demand for the better 
grade shoes and less of the drive for “shoes 
at a price’”’ is reported by several of the 
highest grade producers in Brooklyn. It is 
felt that the reaction against low quality 
shoes actually has set in, and that the 
trend toward top grades will grow stronger. 


Four-Day Delivery 
Inaugurated 


Quick deliveries are the salvation of 
many of the smaller manufacturers here. 
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Where to Buy 


Women’s Shoes 











The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
@ .<« In Stock Specialists of 


: Ww ’s Shoes, 
! ada \ omen’s Shoes, Party 
Qos 


Slippers and Novelties. 
Write for Catalogue 











COLLINS & STAPLES 


Makers of 
Hand Turned Low Cuts 


Patent leather, 
strap with slide le on 
eae Girl’s 


our new, 
— Phoenix Row 
Haverhill, Mass. 


183 Essex St. 
Boston Room 506 








BLEECKER STYLES 


Are the last word in footwear 
for ie women 











in Medium and+ yp 
1GH GRADE Lids 
OR SLIPPERS AS 
all styla* made y Dometic and 


we Satin, Drocaseyend Metal Clot 
ame. mM GUSTI IN ic 





NEW YORK © 4 








FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 

PRICE $1.35 
Women’s Quality 

Satin Boudoir 


Colors—Black, Old Rose, Copen, Orchid, 
Lavender, Alice Blue 
FREEMAN & THOMPSON SHOE CO. 
Manufacturers “Comforts” St. Paul, Minn. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
76 RiverSt., Haverhill, Mass. 
Boston Office 
207 Essex Street 
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AND 


Some of the little fellows are now opera- 
ting on a four-day delivery basis. Shoes 
ordered on Tuesday are ready on Friday. 
Cutting rooms are kept at work until 
midnight or in some cases later when 
special rush orders come in. 


Doremus Defends Louis Heels 


While most manufacturers regard the 
Louis heel as “dead’’ at present, one 
defender for it has risen in Louis C. 
Doremus of the George W. Baker Shoe 
Company, who feels that a_ two-inch 
Louis heel will be a good seller for Fall. 
He also favors combination models for 
Fall. Extensive alterations have been 
made in the office quarters at the Baker 
factory. A new series of private offices 
have been provided and the main office 
has been moved from the wing, formerly 
housing the offices to the main building 
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adjoining. The entrance to the offices 
remains the same. 


Pincus & Tobias Factory 
Being Re-built 


Work on rebuilding the Pincus & Tobias 
factory which was burned some months 
ago, is going forward rapidly. The side 
walls are being rebuilt and new flooring 
laid. As soon as the roof is on the in- 
stallation of new machinery will begin. 
It is expected that actual production in the 
factory will be resumed in July. The com- 
pany will show a line of styles in the 
Brooklyn Style Show in May. The various 
departmental foremen have been retained 
on the payroll and the work of designing 
and producing samples will go forward in a 
room above the company’s temporary 
office on Lexington Avenue, across the 
street from the factory site. 





LYNN 


Anklettes and Sandals are Selling 


Periwinkle Blue Follows Dandelion Calf as a Color Novelty: 
Patent and Gray Suedes are Good 


NKLETTES appeared strong in 
Lynn lines this week. New Grecian 
sandals also appared. Designers are ap- 
proaching the barefoot Sandal, yet are 
keeping enough material in the shoe to 
call it a shoe. Pumps are cut out on the 
vamps, and are cut away on the sides. 
Straps are of many new patterns. 

Patent leather continues to gain. 
Patent vamps with gray suede trimmings 
are selling. Collars, as well as straps, 
make up the trimmings. The combination 
of patent vamps and gray suede quarters 
continues good. 

White shoes are of calf, kid and cabretta, 
some plain and some with trimmings of 
Periwinkle blue, dandelion or sport or 
silver gray. Black satin strap pumps are 
selling. Two new Fall sample lines show 
not a single pair of boots. Pattern makers 
are producing models of Russian boots 
for Fall. New lasts for Fall have a new 
round toe. Heels continue to move toward 
higher levels. 


Novelties All the While 


“It is novelties all the while,” says 
“Ed” Hyde of the Watson Shoe Com- 
pany. “Quick style changes are wanted 
by our customers. They are buying in 
small lots, and are frequently repeating 
their orders, and each time they pick and 
sell something different. It keeps us busy. 
Lucky for us, it is that the style resources 
are still rich. The tanners, the last and 
pattern makers and others still have 


many, many ideas for us shoe men to 
put into practise. 

“Periwinkle blue is our newest leather. 
It is a distinctively new shade of blue, of a 
fine grain calf leather. We use it in com- 
bination with white calf, making a white 
calf shoe with blue trimmings or vice 
versa. Or we use it for trimming patent 


leather shoes. 


Cut-Outs a Feature 


“With patent leather shoes, trimmed 
with red, you are familiar. We are inlay- 
ing fine lines of red calf in tips and along 
lace stays. Also we are covering heels with 
red. 

“Cutaways and cut-outs are the leading 
features of Summer shoes. We like the low 
sides, the strap fastenings and the per- 
forations. But we will keep away from 
barefoot sandals. There is a commercial 
limit to all style development. We have 
no desire to see people trotting around on 
a sole, held to the foot by a thong, as did 
the flapper Cleopatra and other primitive 
flappers. 

“Our Fall samples are ready,” con- 
cluded Mr. Hyde. “You won't find among 
them a single boot.” 

Says Heels Are Getting Higher 

“Heels continue to get higher,” says 
Lee Briggs of Briggs & Hutchinson. “We 
are using lasts with heels from 9-8 to 12-8 
high, and are discontinuing lasts with 
heels from 7-8 to 8-8 high. White calf 
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pumps and oxfords are among our best 
sellers for Summer. Patent leather novel- 
ties continue to sell. . 

“Twice as many cut-outs are we put- 
ting into vamps. This style, for instance, 
had three small cut-outs in the vamp a 
year ago. This season it has six. Others 
have seven. 

“The semi-mule vamp is good. It is 
cut away on the sides like the vamp of a 
boudoir slipper, though not quite so much. 
Grecian straps hold the shoe to the foot. 


No Boots for Fall 


“Not a boot have we made for our Fall 
sample line, and we do not expect to. Yet 
we never can tell. One of our Fall styles is 
this pump of Morro brown calf. It has you 
see, a new toe, a French round toe, I call 
it and a 12-8 heel. The vamp is three 
inches long. It looks shorter than that. 
But it tapes just three inches. It has one 
broad strap, which may be fastened with 
a slide buckle or button. It looks to me 
like a good shoe for early Fall.” 


Patent and Nude 


New shoes from the factory of Harney, 
Tracey & Crehan, show sandal styles of 
patent with nude trimmings, patent with 
silver gray trimmings and patent with red 
trimmings. Many are of the new anklette 
style. Grecian sandals with straps and 
cut-outs are being made. Many of them 
are of white leather. 

A sandal of black patent leather, over- 
laid on a white calf pump of white calf, 
is a new style of which Harney, Tracey & 
Crehan is proud. It has the anklette strap, 
as well as the Grecian sandal straps. 

Periwinkle blue trimmings are used on 
some of the H. T. & C. shoes. So is dande- 
lion calf. Black satin pumps are in the 
Summer line. Heels are running 12-8 and 
even 14-8 high. Some are of wood. 


Style Service Speeded Up 


Fifteen days after orders are put into 
the cutting room, shoes are started for 
New York and other big markets. That is 
the new pace of MacLaughlin-Conway 
New York this week by Mr. MacLaugh- 
lin, show new anklettes, Grecian sandals, 
strap pumps and oxfords of plain black 
and white, and of color combinations. Also 
a number of black satin strap pumps are 
among the samples. In regard to style 
development, Mr. MacLaughlin says: 

“We are lightening shoes and making 
them more attractive, by using new, fine 
line patterns and new fine leathers or 
fabrics. Color value has become of even 
greater importance. We are blending new 
silver greys with patent leather, for 
instance, here is a new sandal style of 
patent leather with a silver gray collar and 
straps. A conservative novelty is this. 
On the other hand, are these striking 
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novelties presenting patent with red in- 
lays, and red covered heels. 


Modified Barefoot Sandals 

“We are cutting away shoes on the 
sides, but not too much so. Also, we make 
cut outs in the vamps. We incorporate 
barefoot sandal ideas into shoes. But not 
too much so, for the foot should be 
adorned and not bared. 

“Heels are higher. That is to be ex- 
pected. The high heel sets up the arch of 
the foot and as sboes of today are cut 
away on the sides, and have short vamps 
perforated, the arch is revealed and not 
concealed. The shoe should adorn it, or 
at least, the straps of the shoe should 
adorn it. A low heel means a flat arch. A 
flat arch is not pretty. But a high arch is 
graceful and the high heel shoe helps to 
make it so.” 


Flood of Light Aided Sales 


The more light, the more merchan- 
dising. That old rule has been proven 
time and again. First, the candle, and 
limited merchandising. Next the oil lamp 
and larger merchandising and later the 
gas Jamp and still larger merchandising, 
and last of all the electric lamp with its 
unlimited possibilities. 

A flood of light was turned from electric 
lamps into Munroe Street, Lynn, during 
Easter week, making one of the brightest 
displays of electric light in merchandising. 
Engineers of the Genera] Electric Com- 
pany planned it. They put spot lights, 
search lights and other sorts of lights on 
top of and on sides of buildings, and they 
arranged special lamps on street Jamp 
posts and even in store windows. So when 
the power was turned on, Munroe Street 
was flooded with tight as bright as that of 
noon day. And some enthusiastics were 
saying that it was even brighter. 

Munroe Street merchants who are 
campaigning to make their street the 
main shopping thoroughfare of Lynn, had 
special sales, extra fine window displays, 
elaborate advertising, and they even had 
a band playing in the street. They pulled 
out the crowd. However, one of the main 
points of general interest in this matter 
was that of co-operative lighting of the 
street, in which all the merchants along 
the street joined together and worked 
with the lighting companies to light their 
street and their stores as bright as day. 


Moccasins Being Pushed 


Moccasins for girl scouts and boy scouts 
are being made in numbers by the Collyer 
Moccasin Company. Uppers are of elk 
leather in two colors, brown and gray. 
The colors are combined to make a two 
tone moccasin. Uppers are hand-lasted, 
and the moccasin toe is sewn by hand. 
There is plenty of room for the toes of the 
feet as they grip the ground in running 
or playing. 
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Where to Buy 


Women’s Shoes 

















Lower Priced 
than the Best, 
Better Quality 
than the Rest! 


Send for catalogue 


MAID-RITE FELT SLIPPER CO., Inc. 
35 York St., Brooklyn, N. Y. 

















_ EA. & M.C. Witherell Co. 


_ Rice Bldg. Room 





Manufacturers 
Women’s Turn 
Boots and Slippers 
Facto’ 
Haverhill, Mass. 


Boston Office 


eat tna eM 








FERN & POOR CO., Inc.- 
Manufacturers 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 








WOMEN’S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, 
and production is “hitting on high.” The 
high-quality standard will be better main- 


than ever before. 
TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 











Makers of Hand Turn Novelties 
All thers and Satins and 








Boston Office, 92 Beach St. 














Harding Shoe Co., Inc. 
Makers of Women's Turn Shoes Specializing 
in High-Grade Novelties 

NE BOSTON 

D. YF Make 215 Essex St. 
Bernard L. Durgin 

Factory 

Haverhill, Mass. 





STOCKBRIDGE SHOE COMPANY 
a 





HAVERHILL, MASS. 
- <ZUSA=> 








Getting New Trade 
is mainly a matter of going after it. Write 
our Dealers’ Service Department for new 
ways of bringing customers to your store. 


BROOKS SHOE MFG. CO. 
1731-41 N. 6th St. 


Philadelphia 
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HOMPSON BROS .SHOE 
TINE SNOEMAKERS 
_—— BROCKTON 


Stacy Adams Co. 
Manuafacturess ef 
MEN’S FINE 
SHOES 


























“For Men Who Care 
To Dress Well” 


A Sample Order for 
a Pair pr a Dozen 
Will Start You Right 


T. D. BARRY =. 
Brockton - - Mass 














Gentlemen’s. 


hoes 
A.E. Nettleton Co. 


SYRACUSE, N.Y. 
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HAVERHILL 


Easter Trade at Retail Shoe Stores 


Haverhill Stores Watched by Manufacturers as an Index to 
Conditions Elsewhere 


AVERHILL, a shoe center, known 
the world over, as an extensive pro- 
ducer of women’s footwear, is aot so much 
considered as a retail shoe center. Yet there 
are a considerable number of prosperous 
retail shoe establishments in Haverhill. 
Some of these have had the same proprie- 
tors for many years, and practically all are 
up-to-date in all respects as regards retail 
merchandising. The week previous to 
Easter marked the opening of the real 
Spring business in Haverhill retail shoe 
stores. 

Saturday, April 8, was a big day. One 
store took in $1000 that day; another store 
$950, while others did a proportionately 
good business. Haverhill has less than 
60,000 inhabitants, but there are a large 
number of towns surrounding it, from 
which much retail trade is received each 
week. The weather during Easter week 
was favorable for good business and the 
retail shoe stores prospered accordingly. 
These conditions were naturally noted by 
Haverhill shoe manufacturers and con- 
sidered by them in connection with favor- 
able reports from other and larger cities, 
as a good omen for a substantial amount 
of orders following Easter Saturday. 


Haverhill Factories Busy in 
March 


The pre-Easter business at Haverhill 
shoe factories reached a large volume, one 


which was quite satisfactory to manu- , 


facturers of women’s turn, welt, and Mc- 
Kay footwear. Orders, many of which 
were of the “rush’”’ description, were well 
handled. As a rule, all goods for the Easter 
trade went out of Haverhill factories in 
ample season for the needs of merchants. 
Employment at the shoe factories was 
more than 80 per cent of Haverhill shoe 
workers, a gratifying figure under prevail- 
ing conditions. The popularity of Haver- 
hill-made leather and fabric footwear for 
women, is increasing in proportion to the 
development of new styles by local con- 
cerns. Pump and sandal effects in many 
new combinations of leathers and colors 
are bringing after-Easter business to 
Haverhill factories. There is some talk of a 
boot revival, although it is yet early for 
definite knowledge in this regard. 


Strong for the Boston Show 


Haverhill shoe manufacturers are tak- 
ing interest early in the forthcoming New 
England Shoe Show and Style Exhibit, to 
be held at Mechanics Building, Boston, 


July 10-13. A considerable am~unt of 
space has been contracted for by Haverhill 
houses, while others are considering favor- 
ably, representations at that time. It is the 
opinion of Haverhill manufacturers in 
general, that the show will be of great 
benefit to New England through the ex- 
hibits made by shoe manufacturers located 
in this locality, and that no efforts should 
be spared to boost the show and partici- 
pate in its benefits. 


Manufacturer Returns from 
Florida 


Edward A. Witherell, of E. A. & M. C. 
Withereli, Haverhill manufacturers of 
women’s turn footwear, returned this week 
from a several weeks’ stay in the South. 
He finds business with his concern in a 
flourishing condition, and the factory 
having an excellent output. 


Haverhill Man Obtains 
Patent 


Charles S. Towle has been granted a 
patent on a wool for forming cottage 
shanks on shoes. Mr. Towle, who is super- 
intendent of Herman E. Lewis factory in 
Haverhill, has assigned one-half interest 
in the patent to Mr. Lewis. There is a :{/c- 
mand for a turn shoe, having a shank bent 
in a V-shape, and formed so that the apex 
of the V is in the middle of the shank, 
throughout its length. The effect is to 
stiffen the shank of a turn shoe. The de- 
vice patented, consists of a hardwood 
block having a V-shaped notch cut in one 
end, corresponding to the desired shape of 
the shank and with convexly curved sur- 
faces. The block is used in the beating-out 
process, being struck with a hammer in 
different positions on the shank, with the 
result that the edges of the shank are forced 
against the last and the middle portion is 
molded into a V shape. 





Line of Welts Added 


Webber Shoe Company, manufacturers 
of women’s turn footwear, specializing in 
white lines, has added women’s welts. 





Daniel Emerson Dead 


Hampstead, N. H.—W. A. Emerson’s 
Sons announce with deepest sorrow the 
death of one of the founders of their com- 
pany at Haverhill, Mass., on Tuesday, 
Apri! 4 at the age of 59 years. 
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BROCKTON 


Many Shoes Wanted at Once 


Shelves Apparently Cleared Out by Pre-Easter Trade, 
Judging from Orders Received 


Penna a tremendous volume of 
‘Easter-time business in shoe stores 
all over the United States, Brockton shoe 
mandfacturers have been, and are, flooded 
with inquiries and orders for goods which 
may be shipped without delay. Those con- 
cerns maintaining in-stock departments, 
have had their shelves swept bare of sea- 
sonable footwear during the past fortnight. 
They have restocked as rapidly as possible, 
and are making surprisingly prompt de- 
liveries under abnormal demands. 

“Merchants who were unable to obtain 
sufficient amounts of goods to satisfy their 
after-Easter requirements,” said a Brock- 
ton manufacturer, “have only themselves 
to blame for not placing orders sufficiently 
far in advance of their needs. We have 
done our best, through saiesmen, personal 
letters and advertising, to impress upon 
merchants long before Easter, the neces- 
sity of sending their orders early. With 
few exceptions, however, these appeals had 
little or no effect, with the consequence of 
overwhelming demands for goods wanted, 
and disappointment to merchants who 
were unable to obtain more than a frac- 
tion of requirements. With many shoe 
stores breaking all records for business at 
Easter time, there is coming to factories in 
Brockton an insistent demand for shoes 
for at-once deliveries. In this connection, 
it is interesting to see, outside of factory 
in-stock departments, how long it takes to 
make up an average order for shoes, such 
as are made in Brockton.” 


Three to Four Weeks is 
Needed 


“We will take an order to say, ten dozen 
pairs of men’s welt oxfords,” continued 
the manufacturer. “In the first place, we 
want our tags made out five days ahead of 
the time they go into the cutting depart- 
ment. This is necessary for effective opera- 
tion. The following is an approximate 
schedule of the time required for shoes to 
go through the various departments: 
Cutting and stitching rooms, four days 
each; lasting, three days; welting, two 
days; making room, four days; finishing 
room, two days; treeing room, two days; 
crowning (inspection) and packing, one 
day. This schedule calls for 22 days actual 
work and with five days added for tag 
work, make 27 working days in all. There 
are five and a half working days in a week 
in Brockton factories. In emergencies, 
goods can be and are, gotten out in three 
weeks in local factories. However, the 
merchants who appear to think we can 
put shoes (in with other orders ahead), 


and get them out in a week or ten days, 
certainly need education in regard to 
methods of shoe production.” 


Patent Straps Popular 


Retail shoe merchants in Brockton have 
had experiences, similar to those of their 
brethren in other cities, at Easter time, in 
their inability to get sufficient amounts of 
women’s patent strap pumps, to meet the 
demand. Shoe factories in Massachusetts’ 
cities were appealed to by shoe merchants 
in Brockton and vicinity for this class of 
goods. Results were meager, owing to the 
insistent demand from merchants every- 
where. Any goods in stock or odd lots on 
the floor, were snapped up at going prices. 
Many Brockton retail shoe stores serving 
the Easter trade surpassed expectations 
and several establishments made new rec- 
ords for the Easter season. 


Estate of the Late Oscar C. 
Davis 


At a session of the Probate Court held 
April 10, at Plymouth, Mass., the will of 
the late Oscar C. Davis was allowed. The 
property involved in the will consists of 
real estate valued at $75,000 and personal 
estate of $1,300,000. The executors are 
George H. Leach, Jos. Machin and Edgar 
B. Davis of Brockton. The bonds under 
which these executors serve, are the largest 
ever imposed at Plymouth court, the same 
being $2,000,000. 


To Enter Findings Business 


Thomas J. Mackedon, for 20 years with 
Laird Prior Company, shoe findings, and 
during the past few years, manager of the 
Brockton and Boston offices, has resigned 
his position. Mr. Mackedon will, in the 
near future, establish a shoe findings 
business of his own. 





Leader Showing New Sandal 
Style 


Sam Hinckley manager of the shoe 
department for the Stix, Baer and Fuller 
Company, St. Louis, is showing one of the 
styles of the sandal type. It is being 
shown in patent and in white leather. It 
resembles a barefoot sandal with severe 
cut-outs in the vamp which runs down to 
the instep. There is an ankle strap and a 
side strap which catches and holds the 
front strap. Very little back is observed 
and the lowest type of heel is carried. 
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Where to Buy 


Men’s Shoes 



















PULLMAN TRAVELING Surras 
jy _better"than ever in Quality and fit 
end 


dtor.ownerr of Jade Mark 


Colorr Black and Brown 


full sizes 3 toll in Stock 
M. GUSTIN CO. J 
Pwisdst New York 











“Che fi ve Carried Stock 
Co FS oe Ste 


FOR MEN ene ee! 








Stock Dept. 5 
Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 




















Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 























MEN’S WELTS 


UNION SHOE CO,] 
es wars 








Frederick S. Peck 
| Worcester, Mass. 
} Men’s and Women’s 
Sport and College Shoes 
) Boston Salesroom 
207 Essex Street 


WORCESTER 
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Whereto Buy 


Men’s Shoes 




















CRAIG -REED & EMERSON INC. | 


a BROCKTON MASS 








HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


OF 
SHOES AND RUBBERS 
Every Wednesday and Friday 


WheretoBu y 


Ballet Slippers 






































TURKISH SLIPPERS 

IN STOCK AGAIN 
No. 101—Sofia Turk- 
ed from Constanti. 
nople. All Sizes and 
Colors for Immediate 
Delivery. 


K_ M. STONE COMPANY, Inc. 
12-14-16 E. 20nd St, WY 




















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














They bring your 


customers back | 


sits 


——s 
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ROCHESTER 


Business Ahead of Last Year’s 


Men Bought with Extreme Liberality Throughout 
the Pre-Easter Period 


HERE has been more call for the new 
footwear during the past week due to 
the unusually warm Spring weather and 
the nearness of Easter. Sport oxfords are 
still strong, but many dealers feel that 
their vogue will not last long. Strap effects 
are selling well, and low cuts of all kinds 
have the call. 

Rochester merchants have been looking 
forward to the week before Easter as the 
turning point, and their expectations were 
fully fulfilled. Fine weather early in the 
week served as a great stimulus to busi- 
ness and the entire week was reported 
everywhere as one of the best pre-Easter 
weeks in the retail shoe stores of the city. 


Blacks Gaining in Favor 

Shield’s Boot Shop reports that they are 
well ahead of last year, both in number of 
pairs sold and in dollar and cents volume. 

The men’s business has been extremely 
good in most of the stores visited by the 
Recorder representative. Blacks are re- 
ported as gaining in favor, but the large 
volume of business is being done in the 
medium shades of tan Russia. Brown kid 
is also selling well. 

McCurdy’s are showing novelty foot- 
wear in tweed sport oxfords, which are ex- 
tremely popular. These shoes combine fine 
leathers with tweed cloth to match the 
new Spring tweed suits. Jim Olmstead, 
manager of McCurdy’s shoe department, 
who designed these shoes, is to be con- 
gratulated on his foresight in bringing out 
this type of footwear, which is shown ex- 
clusively in Rochester at McCurdy’s. 


Edwards Secures ““Twin 
Arch” Agency 

Announcement has been made of the 
placing of the Rochester agency for “Twin 
Arch” orthopedic shoes, manufactured by 
John Kelly, Inc., of Rochester, at the 
Edwards store. ““Twin Arch” shoes are the 
invention of Joe Byrne, former president 
of the National Shoe Travelers’ Associa- 
tion, and embody many exclusive features. 

A pair of shoes made of shark skin, dis- 
played in the window of Eastwood’s Main 
Street store, is attracting much attention 
and bringing customers into the store to 
purchase new Spring styles displayed in 
the same windows. 


Value of Advertising 
The Shur-On Chronicle, published by 
the Shur-On Optical Company of Roches- 
ter, New York, cites the following story 
regarding Nettleton shoes, to prove the 


value of advertising and advertised 
products: 

“Yesterday, a friend of the Shur-On 
Chronicle, button-holed us in the Cham- 
ber of Commerce and told us one to tell 
you. Here’s his story: 

““*T have known Watson for years and 
bought my shoes from him, largely on his 
personality, because I went to school with 
him and liked him. 

“* ‘About a year ago, Watson was offered 
a better chance with the Nettleton Shoe 
Shop and went there. I followed him and 
bought Nettleton shoes, often telling him 
that I felt more certain of the quality of 
Nettleton shoes, because I had seen their 
very effective ads in the big magazines— 
Harper’s, Century, Scribner's, Review, 
World’s Work and Atlantic Monthly. 

“*Today I went down to Nettleton’s to 
buy a pair of shoes and asked for Watson. 
I was told he had been offered a buyership 
in a large store and had gone. 

“* ‘Here I was, between two pulls,—one 
my friendship for a man—the other, my 
confidence in a tested brand of shoes; and 
advertised line, that had delivered abso- 
lute satisfaction. I stayed in the Nettleton 
store and I bought Nettleton shoes from a 
man I had never seen before. Their adver- 
tisement sold me. 

“On the way home I checked myself up 
Nettleton shoes, non-advertised socks, 
Paris garters, Manhattan shirt, Kum-a- 
part cuff-button, Sealpax underwear, 
Arrow collar, non-advertised tie, Stein 
Bloch suit and overcoat, Stetson hat and 
Hayes gloves. Only two out of 12 articles 
of apparel are unadvertised lines.’ 

“The Shur-On Chronicle tells this story, 
as a thought provoker, because we know 
that many readers are wondering whether 
or not they should push the advertised 
line. Think it over.” 





New Buyer Named 


Buffalo, N. Y.—Fred Summers, for- 
merly of the John G. Schmidt Company, 
is now connected with Morgan and Bab- 
cock, Broadway and Fillmore Avenue, ‘in 
the capacity of buyer. 


Firm Changes Name 

Buffalo, N. ¥.—The John G. Schmidt 
Company, 1362-64 Fillmore Avenue, has 
changed hands. It will henceforth be con- 
ducted under the firm name of Travers 
and Schroeder. Mr. Schroeder was at one 
time connected with the Lions Shoe Com- 
pany. The new company intends to carry 
a full line of moderate-priced merchandise 
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PROVIDENCE 


Retail Trade Brisk 


Pre-Easter Business Good—Merchants Encouraged by 
Improvement in Men’s Trade 


VISIT during Easter week to the 

retail shoe stores and shoe depart- 
ments through Rhode Island found trade 
brisk. Despite the cold and changeable 
weather which visited the State last week 
and with a rainy Easter Saturday of 
this week, there was no visible let-up in 
retail business. Buying was in order, with 
all merchants declaring themselves as 
being satisfied with the business done, 
despite the elements. 

Women were the heaviest purchasers, 
with prices centering around $7 to $10. 
In the men’s department the popular 
prices seemed to be $7—$8 with trade 
being good in both high and low-cuts, 
being the best since the advent of 1922. 


Daylight Saving Adopted 


The daylight saving ordinance was 
adopted for Rhode Island the past week, 
the law going into effect April 30th and 
from then until September 24th clocks 
will be set ahead one hour. Retail mer- 
chants here are in favor and approve of 
this plan. 


Wholesale Business Fair 


Wholesalers are getting a fair run of 
new business lately, which enables them 
slowly but steadily to extend their scope 
of operations. This is particularly true of 
women’s footwear wholesalers who are 
putting out the very latest with a touch 
of novelty. Care is being taken to avoid 
extremes, however. The call from dealers 
for women’s goods is principally for 
pumps and oxfords conforming to the 
standards for Spring and Summer. As a 
rule, dealers are specifying immediate 
delivery, with no Fall buying being done 
as yet. 


Mrs. Casey Dead 


Mrs. Casey, mother of James and P. L- 
Casey, well known high-grade cloak and 
shoe merchants of Pawtucket died April 
10, after a short illness. The store, as well 
as several others in the down-town section, 
was closed during the morning of burial 
services. Burial was in St. Francis’ ceme- 
tery, Providence. 


Oxfords Popular Here 


At the store of T. F. Peirce and Son, a 
tan, all leather calfskin oxford of Peirce 
standard is being offered at an exceptional 
good buy at $7 with ready purchasers. 
At the Sullivan Company oxfords of the 
highest grade materials of Sullivan 
quality are priced at $8, $9. Trade is 


good and holding its own, says manager 
Fred S. Fenner, who is president of the 
R.I.S. R. D. Association. 


New Window Backgrounds 


New window backgrounds have been 
installed in the Crawford shoe store, 
Weybosset Street. These are handsomely 
paneled and finished in Circassian wal- 
nut, considered by the management 
better than the natural oak and other 
wood finishes. The interior of the store 
has also been renovated and the offices 
remodelled. T. Kenyon is the new mana- 
ger. 


Louis Heels Best Sellers 


“Its the full Louis heel they want just 
now, they will have nothing else,” said 
John Gray, manager of J. J. Long & Co. 
during Easter week, 

“More than half of the girls and women 
are calling for the full Louis and baby 
Louis heels. 

“Sport shoes of horse and elk went big 
here, but this style is fast going into the 
discord,” said Mr. Gray. “Business is 


good,” he said. 





WORCESTER 


Felt Factories Busy 


Two Firms Move to More Commodi- 
ous Plants 


The National Felt Slipper Company’ 
manufacturers of women’s and misses’ felt 
slippers, have moved from 67 Winter 
Street, Worcester, to a more commodious 
factory on Beach Street, in the same city. 
Their present factory has a capacity of 
1500 pairs daily. 





C. A. Grosvenor of the C. A. Grosvenor 
Shoe Company, manufacturers of felt 
slippers, left April 15, on a four-weeks’ 
trip to the Pacific Coast. tad 


Sixteen Shoe and Slipper 
Plants 


The Lind Shoe & Slipper Co., manu- 
facturers of a full line of women’s, misses’, 
children’s, infants’ and men’s felt slippers, 
also mocassins and soft soles, are moving 
from 87 Mechanic Street, Worcester, 
Mass., to a modern plant at 106-108 Gold 
Street, Worcester. The new factory is of 
brick and steel construction, having 36,000 
square feet floor space and a capacity of 
from 3000 to 4000 pairs daily. 
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Where to Buy 


Children’s Shoes 











‘Bonita, Shoe * Baby 


TURNS end SOFT SOLES 


In Stocl« 


Send. str Cate 


AH.MartinG® - 


Mehew ROCHESTER NY 














| The B&P. FOOTWEAR CO/« 


LURAS=SOtr lL SOLES 
ND MADE MOCCASINS 


ISWEGO, 4 





Soft Soles and Moccasins : 
Ask your Jobber for our 
es We DO NOT sel) 
the retail] trade. 

Neweomb-Anderson Shoe Ca. 

ROCHESTER, N. Y. 











“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
Rochester, N. Y. 
Boston Office, 181 Essex Street 














Where to Buy 


Miscellaneous 



























Perfection Pneumatic 
Arch Cushion 
ae 
ELASTIC TIP COMPANY 5 
Boston, Mass., U.S. A. 








R WINDOW SALES 
DOUBLE Oo Aa 
SPLAY 4x0 SELL MORE GOODS]! 


Electric Cost - about 3 cents aday Capacity over 150 Ibs 
Five Year Iron Clad Guarantee -~ Special Price by Mail .. 


“ee” ELECTRIC WINDOW SALESMAN CO. 2. 











factory soiled 
shoes. Sold in bulk. 
Prices on request. 


Cleaning Compounds Mfg. Co., Inc. 


Sole Licensees of The Bleecker Co. 
Hempstead, N. Y. 
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Shoe Ornaments 














° SHOE BUCKLES 


DETACHABLE STRAPS 

SHOE BEADING 
METAL HARNESS BUCKLES 
FASHION ORNAMENT CO. 


wo 1030 
BEADED 


1S MYRTLE AVE 


BROOKLYN N.Y 








PROVIDENCE 


D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 





evel 








Vanity Novelty 


913 Gates Avenue 
Brooklyn, N. Y¥ 


For All the Latest 


CONVERTING STRAPS, 
BUCKLES, LEATHER 
BOWS or BEADED 


ORNAMENTS 
Write to 
Works 











| BEADED 
BUCKLES 


AND NOVELTY EFFECTS 
BEADING WORKS 


PARISIAN 
4@& WALNUT 


STS., PHILADELPHIA 


CO. 
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to Buy 


Boudoir and Ballet 
Slippers 




















High 





TRY OUR 


Boudoirs and Ballets 
Low Prices 


Grade 
Hard toe Dancing 
Slippers are our 
pecialty 
ALL IN STOCK 


Oriental Slipper Co. Inc. 


118 Phoenix Row, 
Haverhill, Mass. 
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Cash Sales Shows Increase 


Wholesalers Report More and Larger Orders from Country 
Districts—Credits in Better Shape 


OR the past year, merchants and 
other business people have been 
saying: 

“Times will get better soon.” 

Now they are saying: 

“Times are better.” And local condi- 
tions are really better now than they have 
been for a long time. Back accounts are 
being paid up and cash sales are increas- 
ing. This is true in every line, including 
the boot and shoe business. Wholesalers 
report more and larger orders for shoes 
from the country districts, and retail 
sales in the city are heavier in volume. 

Real Summer weather is here, and light 
footwear is in demand. The Ellison and 


Globe Shoe Stores and Condon’s are 
pushing “Flapper Pumps” with con- 
siderable success at this time. The Bren- 
nan Shoe Store reports splendid sales of 
Grecian sandals. 

During the past six months quite a 
number of firms have gone into bank- 
ruptcy in this city, but it is noticeable 
that shoe dealers have held their own. 
Only one “shoe failure”’ has been recorded 
locally during the year,—that of a Georgia 
concern which opened a large store on 
King Street—and lasted “only a little 
while.” Strictly speaking, no local dealer 
has been forced to the wall. All now feel 
that the danger line has been crossed 
safely and are confident as to the future 





New Store Opens 


Nation’s Capital City Now Has 
Another Fine Establishment 


HE opening of a new shoe store in 

Washington by the William Habn 
Shoe Company, the fifth exclusive shoe 
store of that company in the capital, has 
been announced. The company has one 
store in Baltimore. 

The new store of the company is a 
model in every respect, being known as 
the company’s “Club Store.” It is housed 
in the new $900,000 Washington City 
Club, just completed. 

One of the innovations of the store is a 
customs department, the first exclusive 
store here to cater to “tailored shoe 
patrons.” One phase of the customs 
department will be a specialty in ladies’ 
footwear, to match evening gowns. 

Another unique feature of the new 
establishment is the soldiers’ custom 
department—an outgrowth of the war, 
when so many wounded soldiers were 
sent back here for rehabilitation, who 
need special footwear. 

With the country’s largest rehabilitation 
hospital located here, there is an unusually 
large demand for custom-made footwear 
for maimed soldiers, which the company 
has been able to supply heretofore only 
by sending to New York. 

J: W. Gibson has been made manager 
of the new store, located at 1318 G Street. 


Adler Shoes Now Made 
By Rosenwasser 


Announcement is made of the transfer 
of the Dr. Joseph Adler Scientific Shoe 


business, for years conducted in Brooklyn, 
N. Y., to the Rosenwasser Brothers, Inc., 
Long Island City, N. Y. Seeking greater 
manufacturing facilities to meet the 
growing demand for his product, Dr. 
Adler turned to Rosenwasser Brothers, 
Inc., as the most logical concern from a 
financial and equipment standpoint to 
take over the business. 

Arrangements were made for an im- 
mediate transfer of manufacturing opera- 
tions, and production under the new and 
improved conditions is already under way. 
Dr. Joseph Adler will personally supervise 
the manufacturing of the product. Adler 
Scientific Shoes will continue to be mar- 
keted under the Dr. Adler trade mark. 


Thomas Hume With Douglas 


Thomas Hume, who is best known to 
the shoe world as shoe buyer for the 
Boston store of L. A. Crossett, Inc., and 
later as salesman for the heels and soles of 
the Goodyear Tire and Rubber Com- 
pany, and more recently for the United 
States Rubber Company, is back in the 
retail shoe game once more as manager of 
the Douglas Shoe Store, 635 Washington 
Street. Mr. Hume wishes to thank the 
shoe trade for the splendid co-operation 
accorded him while demonstrating the 
merits of rubber soles and heels through- 
out the country and assures them of a 
royal welcome at his new shoe home. 


S. Agoos Off for Europe 


S. Agoos, President of the Standard 
Kid Mfg. Company, will sail from New 
York on April 25 for a three months’ tour 
of Europe. : 


April 22, 1922 
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Best Business in Low Grades 


But That Was Pre-Easter Trade and a Reaction Against 
Them is Setting In, Say Retail Merchants 


INAL reports of the pre-Easter busi- 

ness at retail in New York City, 
showed a decidedly spotty condition. 
The high-grade shops, according to their 
owners received less stimulation from 
Easter, than the medium grade shops, 
but by far the greatest stimulation of the 
holiday found its effect in the lower grade 
stores. Despite this, retail merchants 
handling the better grades of shoes assert 
that they can detect a swing of reaction 
against the flood of shoes made “‘to sell 
at a price’’ that has appeared on the retail 
market here for the last few months. 

The experience of one well-known store 
in the mid-town shopping center is typical 
perhaps. Business on the Saturday im- 
mediately preceding Easter was not as 
good as that on the previous Saturday. 
The sales force in this store was increased 
about 300 per cent to handle the large 
crowds that flocked into the store on the 
Saturday before Easter, but the sales 
totals were said to be disappointing. The 
bulk of the demand seemed to center on 
shoes retailing from $8 to $10, on that 
day, whereas the store usually sells a 
larger percentage of shoes above $10 in 
price. 

Bulk of Business Still Ahead 

The merchants are confident, however, 
that the bulk of Spring business is yet 
to be done. Business on sport shoes, for 
both men and women, continues in fairly 
large volume. In the street shoes for 
women, the strapped models, particularly 
the low heeled broad strap patent leather 
types still reign as favorites. Combinations 
are in fair demand, but form only a small 
proportion of the business in most stores. 


Sandals Creating a Stir 

Sandal effects are making a stir and a 
variety of styles are being shown. They 
are not confined to the medium and lower 
call shops, but are being sponsored by 
some of the more exclusive establish- 
ments. J. & J. Slater are showing several 
new models in sandals, one a plain patent 
leather with Cuban heel and another a 
side gored sandal in patent, colored buck 
and white kid. 

Some of the newest sandal models 
showed bright colored bindings of kid, 
and the outlook for white buck, fabrics 
and kid sandals is good, according to re- 
tailers who keep their ears cocked for 
style tendencies. 


Three Beck-Hazzard Stores 
Robbed 

The Beck-Hazzard chain of stores here 

has run into hard luck. Following a fire 


which closed their Nassau Street store for 
a few days, three of their other stores 
were robbed within a few days. The stores 
that were burglarized were at 811 West- 
chester Avenue, the Bronx, where hold-up 
men secured $800; 90 Avenue B., where 
three hold-up men took $400 from the 
safe and cash register and 490 Fifth 
Avenue, Brooklyn, where the store was 
broken open and the safe rolled to the 
front of the store and into the glare of a 
light, according to Police Commissioner 
Enright’s instruction, robbed of $2000. 
Simon Stern, the manager of this branch 
had taken the money to a police station, 
fearing a robbery, but the police refused 
to guard the money over night. Stern then 
returned with police protection to the 
store, put the money in the safe and 
rolled it to the front of the store. A few 
hours later it was robbed. 


More Times Square Stores 

The Times Square district is gaining in 
shoe stores. The Apson interests, featur- 
ing men’s shoes at $5 and $6 are opening a 
store on Broadway near 47th Street. A 
new Hanover store is going into the 
Hilton Building a block or two above this. 


Men’s Business Gaining 

The men’s shoe business appears to be 
making steady gains. The popular price 
range is from $6 to $9 according to most of 
the men’s shoe merchants, although some 
of the higher priced stores are doing a fair 
business above these figures. The smoother 
leathers are in greater demand and some 
price cuts on grained leathers have been 
made. Slightly broader swing is noticed in 
the new lasts, although the extremely 
wide toes are not favored so much as they 
were during the Winter. 





New Educator Department 


Topeka, Kas.—The Warren M. Crosby 
Company, of Topeka, Kansas, has been 
appointed Educator distributors and has 
installed an Educator department, which 
has already catered largely to the demand 
for this orthopedic shoe. 


Twelve Years in Business 


Tampa, Fla.—In a recent issue of the 
Boot and Shoe Recorder, the Boston Shoe 
Company was erroneously listed under 
the head of ‘‘New Shoe Stores.”” This store 
has been in existence in the same location 
for the past twelve years. 
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Standard Shoe Materials 
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The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 
Creese & Cook Co. 28 5eut Surect 

Tanneries at Danversport + 














T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 


F. E. JONES, Treas. 
F. E. JONES COMPANY 
FANCY 


covors MAT KID 


95 South Street, Boston 











and Wood Heel Co. 


Manufacturers of 


Wood Heels and 
Wood Heel 
Machinery 


93 Essex Street 
Haverhill 


COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


Fermerty Walpole Shoe Supply Co 








Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 
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Shoe Illustrations ' 
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Engraving and Printing 
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COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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MAKERS OF 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


: 201 South Street, Besten, Mass. 
: Telephone 4960-496 








1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 








Where to Buy 
Wanted Styles 


An extra editorial service to 
**Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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New Members Elected By Massachusetts 
Association 


The Massachusetts Retail Shoe Mer- 
chants’ Association, through its managing 
director, Enslyn Gardner, bas recently 
published under date of April 13 an ex- 
cellent report of its April 12 meeting. On 
the heading of this bulletin was the very 
appropriate quotation, “Every man owes 
some of his time to the upbuilding of the 
profession to which he belongs.” 

A list of new members were introduced. 
They are introduced here to the trade of 
the English speaking world as follows: 

E. Alberts, 241 Main Street, Northamp- 
ton; W. M. Belliveau, 123 Fairmount 
Street, Fitchburg; Arthur J. Bernier, 
Mongeau Shoe Store, 304 Merrimack 
Street, Lowell; Harry E. Bicknell, 158 
Main Street, Northampton; E. M. Bolles, 
Amherst; James Broadhurst, Dean Bros., 
Inc., 47 Taunton Green, Taunton; Thomas 
J. Carey, Fitchburg Shoe Store, 492 Main 
Street, Fitchburg; H. H. Cody, Simonds 
& Adams, Merrimack Street, Haverhill; 
M. L. Dempsey, 77 Centre Street, North 
Adams; William A. Fahey, Fahey’s, 234 
North Street, Pittsfield; William J. Flem- 
ing, 211 Main Street, Northampton; Carl 
Goldberg, 106 Summer Street, Adams; 
W. H. Goldberg, Goldberg Bros., 145 
Washington Street, Haverhill; Andrew 
Hannula, A. Hannula Shoe Co., 779 Main 
Street, Fitchburg; Wendell P. Harvey, 
A. G. Pollard Co., 144 Merrimack Street, 
Lowell; Herbert E. Kelley, Bemis & Co., 
536 Main Street, Worcester; Herman 
Konowitz, H. K. Shoe Company, 105 
Front Street, Worcester; Charles E, 
Kronick, I. Kronick & Son, 8 Marshall 
Street, North Adams; Z. J. B. LeBrun, 
(A. G. Pollard Co.), 190 Ennell Street, 
Lowell; H. F. Martin, Denholm & Mc- 
Kay, 484 Main Street, Worcester; James 
Martin, 20 Holden Street, North Adams; 
Frank Palmer Mason, D. H. Mason & 
Son, 27 Main Street, Taunton; Dwight F. 
Merton, Almy Bigelow & Washburn, 
Essex Street, Salem; H. Morrier, 14 Bank 
Street, North Adams; Harry M. Nathan- 
son, 435 Main Street, Fitchburg; George 
H. Nelson, Geo. H. Nelson Company, 
201 Main Street, Worcester; George 
Noonan, Worcester Children’s Shoe Store, 
Main Street, Worcester; Timothy F. 
O'Sullivan, O'Sullivan Bros. Company, 
Merrimack Street, Lowell; Joel Parent, 
Jr., Parent-Brown, 61 Main Street, 
Leominster; F. E. Porter, Thayer, Mc- 
Neil Company, 47 Temple Place, Boston 
11; Pratt Shoe Store, 60 Main Street, 
North Adams; Edgar W. Reed, G. S. 
Reed & Son, 130 Elm Street, Westfield; 
A. J. Riendeau, Riendeau Shoe Shop, 8 
Franklin Street, Worcester; William F. 
Sandquist, Derr & Sandquist, 289 Main 


Street, Worcester; Angelo Siciliana, Cli- 
max Boot Shop, 5 Eagle Street, North 
Adams; A. H. Stone, 26 Jones Road, 
Revere 51; Andrew S. Student, Student 
Bros., 111 Main Street, Fitchburg; C. W. 
Swift, Emerson Shoe Company, 389 Main 
Street, Worcester; George Truitt, Walk- 
Over Shoe Store, 155 North Street, Pitts- 
field; Harry Wein, Model Shoe Store, 25 
Main Street, North Adams; Robert R. 
Williams, Williams Shoe Store, 100 Main 
Street, Northampton; M. H. Winston, 
(Laskey’s Worcester) 337 Charles Street, 
Boston 14. 


$5.00 is a Popular Price 

Just now a very popular priced shoe is 
that at $5. A very common question to 
the retail shoe merchant is, “Have you a 
shoe at $5.00?" Many people actually 
believe that prices of high-grade shoes 
have come back to that figure. Shoes are 
usually advertised at $5, $7.50 and $10. 
While there are “‘shoes-a-plenty” over $10, 
these are not advertised, nor shown in 
windows. The $15, $16 and $18 shoes 
have, as a rule, no price tags displayed. 
In some cases, shoes that are selling to the 
public at $5 cost the merchant $4.50 and 
$4.75. |The merchant who sells at that 
figure many times puts the shoe in as a 
leader. One clever merchandiser reports 
that his $7.50 shoes cost him $5.75. 

Very often shoes bought at $10.50 up 
to $11.25, with medium heels, in boots, 
oxfords and pumps, but last year’s styles, 
have been sold at $5 and $6. 


Men’s High Grade Shoe 
at $7.25 


A high-grade sport oxford in two dif- 
ferent leathers, smoked horse with black 
apron, smoked horse with mahogany 
apron, and russet willow calf with ma- 
hogany apron, all with rubber suction 
sole and broad flange spring heels, a 
“smart” shoe throughout, was recently 
shown at Coes and Stodder’s at $7.25. 


Sewing Silk Substitute 


The John C. Meyer Thread Company of 
Lowell, Mass., has perfected a sewing 
thread for which the company claims that 
this thread costs about one-fourth the 
price of silk thread and gives results con- 
siderably superior to silk in point of wear,’ 
that in finish it has an appearance that at 
times deceives the most expert; that its 
high lustre, great strength and durability 
adapt it to the most exacting shoe manu- 
facturing requirements. 
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John David Shea is Dead 


John David Shea, factory superin- 
tendent for French, Shriner & Urner, 
Boston, was stricken with cerebral hemor- 
rhage Thursday afternoon, April 6, and 
died early the following morning, in spite 
of the efforts of his physicians. 

Mr. Shea had been slightly indisposed 
for several days previous to his death, but 
was attending to his duties as usual. He 
left his office Thursday noon, going to his 
home in Rockland. Later in the day he 
drove to South Weymouth with his wife 
and two acquaintances. He had stopped 
his car in front of one of the stores so 
that his friends might go on and was 
immediately stricken. He was removed 
to his home where he died without re- 
gaining consciousness. Funeral services 
were held the following Sunday at 2 P.M. 
at the Church of the Holy Family in 
Rockland. 

The esteem in which Mr. Shea was held, 
not only by the men and women with 
whom he came into contact at the French, 
Shriner & Urner plant, but by shoe manu- 
facturers throughout the country was 
evident by the wealth of floral remem- 
brances and the big attendance at the 
funeral. Mr. Shea is survived by his wife, 
Alice (Garrity) Shea. 

Mr. Shea spent practically his whole 
life in the shoemaking industry. He en- 
tered the employ of French & Hall, Rock- 
land, at an early age. It was there he 
gained his wide and intimate knowledge 
of fine shoemaking. He remained with 
this firm, which in 1893 became the firm 
of French, Shriner & Urner until his death. 

Mr. Shea was frequently consulted by 
shoe manufacturers from all over the 
world, and he was always ready and will- 
ing to give his time and advice for the 
good of better shoemaking. He not only 
knew how to make fine shoes, but he was 
able to inspire in his workmen a spirit of 
true craftsmanship and loyalty that has 
kept many of these men in the organiza- 
tion for from 15 to 20 years. 

William H. Thompson of Brockton, 
former assistant superintendent of French, 
Shriner & Urner’s Boston shoe factory 
has been appointed superintendent. 


A Generous Spirit 


In these days of wage reductions and 
general readjustmeats, a little incident 
recently. occurred which shows the fine 
co-operative spirit displayed by employes 
and the big generous heart of the em- 
ployer. It is neediess to say that this 
store does a good business and that every 
man and woman is pulling with a sure 
and winning stroke at the oars. About 
three weeks ago, the store proprietor 
called around bim his “‘store family”’ and 
said, “Boys and girls, we have been 
fighting our expenses and still they are 
overcoming us. I find that if salaries 


BOOT AND 


were to be reduced 10 per cent, we would 
be able to see daylight, so I suggest a 10 
per cent reduction all the way down the 
line. If anyone does not wish to take the 
reduction, he or she is free to look for an- 
other job, and he may take two weeks to 
do this in, with two weeks’ pay.”” Those 
present at the conference said, “All right, 
we know that this is necessary, or you 
would not tell us so. We have full con- 
fidence in you; you have increased our 
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wages in prosperous time and we will stand 
by you in less auspicious times. In just 
two weeks later the proprietor called the 
little group about him once more and said, 
“Friends, I have done very little sleeping 
the past two weeks thinking about that re- 
duction. The 10 per cent cut is all off. We 
are going to get money without resorting 
to wage reductions.” 

“Pretty fine man, eh?’’ said one of the 
boys, he echoeing the sentiment of all. 





Making Capital Out of a 
Poor Location 


It can scarcely be termed a real ad- 
vantage to be located in a shoe store out 
of the way of the main stream of shop- 
pers, although there is always the argu- 
ment that “low rents make our prices 
lower.” That line of advertising has been 
used so much that it has come to mean 
but little to the ordinary shoe consumer. 
He usually buys where he sees what he 
wants at a price he thinks is fair—simply 
because repetition of the low rent argu- 
ment in the same old words has made it 
meaningléss. 

The Shoe Market of Owosso, Mich., 
however, has hit on a simple device that 
offsets this difficulty and still puts the 
low rent idea across in a salesmaking way. 
The plan is very simple—te specific about 
distance. 


“Quality for Less Money” 


“Twenty Steps From High Rent,” 
advertises this firm in newspaper space 
and window display. ““That’s why you get 
quality for the least money.” 

The store is located around a corner on 
a side street off the chief business thorough- 
fare of the town, which means even more 
in a small, than in a large city, but this 
method of capitalizing on being out of the 
way has made it an asset. 


Health Shoes Mostly Sold In 
, Larger Sizes 


Health shoes sell chiefly in large sizes 
So reports the sales manager for a noted 
firm making women’s shoes. Diagrams of 
feet, drawn by a noted maker of arch 
supports, during the past ten years, show 
that 90 per cent of the affiicted feet are of 
large size. Some are big, abnormally big. 

Also diagrams of feet drawn by a 
maker of custom lasts, likewise shows that 
it is the big feet that are affiicted. By 
contrast, smart novelty shoes for women 
sell chiefly in the small sizes. 


Small Feet Usually Normal 


Apparently, big feet are not a guarantee 
of a firm foundation for the body. The 


small, nimble footed person has the 
advantage. A person, lithe of body, skips 
nimbly along, while the heavy person 
plods his weary way. Small feet rarely 
suffer foot troubles. 

These things being true, may it not be 
that a multitude of foot afflictions, 
blamed on to shoes, especially style shoes, 
may be caused by ills of the body, chiefly 
incorrect posture? The weight of the body 
may be thrown wrong on the feet, thereby 
breaking down the arches. 

Plainly it will be worth while for retail 
salesmen to make a special study of fitting 
of large feet. By getting more big feet 
fitted right and comfortably, a burden of 
blame may be taken off the shoe trade and 
the way opened for selling more fine 
styles. 

Davidow’s Store Changes 
Hands 


Scranton, Pa.—Milton B. Gross, for the 
past 18 years manager for Myer Davidow, 
Roger Quick Shoe Stores, 308-310 Spruce 
Street, Scranton, Pa., has taken over the 
entire business. He is now the owner and 
manager of the stores, and will continue 
to use the name Roger Quick shoes in 
connection with his own name at the same 
location. 

Mr. Gross has been in the shoe business 
practically all his life and knows what 
kind of footwear is desired by the well 
dressed woman, young or old. No men’s 
shoes are carried. 

Mr. Gross is well known in Boston 
and the shoe market in general. 


The “Babe Ruth” Shoe 


Rosenwasser Brothers, manufacturers. 
of men’s and army shoes, have developed 
a new shoe for boys, trade marked under 
the copyrighted name of “Babe Ruth.” 
The new shoes already are on sale in the 
Metropolitan and other districts and are 
said to make a distinct hit with the 
youngsters who naturally are interested in 
anything pertaining to the “King of 
Swat.” 
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Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 

















FAILURES 


Boston—Geo. N. Tougas Shoe Co. Inc. (161 
Summer St.), shoe jobbers, reported petitioned 
into bankruptcy. 

Geo. ougas, dies, counters and buckles. 
Liabilities $18,154.55; assets $7,714.25. Re- 
=. ee petition in > bs haionaten. 
tor is Al shoes, 


n, itman, > 
receiver oe rn 
New I" ass.—Samuel Horenstein, shoes, 


in involuntary bankrup' 
Judionel , Fla.—Simon J. Grossman, eliable 
Shoe Store, shoes, in involuntary 
gy * pk 
Fresno, Calif.—Dave Talney, “Talney’s,” shoes 
etc., reported endeavoring to make a settle- 
ment at 45c on dollar. 
South 0 oe Conn.—S. Levy & Sons, shoes, 
Samuel Levy, Seeding as above. 
Linbilites $5,789; assets $2.600, reported in 


volun ogy ee petition in bankru 
Springfield, rh & H. Shoe Store, shoes, etc. 


bilities son 839; -— sizes 
tary petition in bankruptc 
Ky.—Hyman xn. Jr., 
reported offering 15 cent. Liabilities J mae 
pany assets merc , estimated worth 
Cleveland, nis —Joseph Oppenheimer, shoes, 
reported in ef bankruptcy. 
Detroit, Mich.—Art Optner, shoes, re- 
n parted fa in invelestery bankruptcy. 
emus shoes, etc., —_ 
tiebilitee po $1 000; asscts 
more than half that. ee ~~ pet- 
ition in sagsrepts 
Monroe, , Sora ©  arrus, shoes, etc 
gran a respite t 
ths, osu moathe, third 24 mon 


— ~ 33-1-3 
each payment representing - cent. 
Minneapolis, Minn.—A. , ok, a, re- 
ted volunta $14,038; i be $9,404. 
voluntary tion in nkruptcy. 
ae ty — Gakicoe Co., aon, a be 
of receiver. 
Brunswick, svrick, Me.—-Fortin Shoe Co., J. F. Fortin, 
prop., repor s 
Raleigh, N. C.—Guens & Wa , shoes, reported in 


ban 
— — yo —D. Zoslow poy Store), 
aeons, reperted titioned into 
Duluth, thee | shoes, es 
- petitioned sinto 7 Halk 
innea ina.—. . shoes, reported 
Cy ieee bankruptcy. 
Litineton, N C.—J. I 
ported petitioned ptcy. 
Butler, Pa.—The Army Store, shoes, etc., reported 
petitioned into bankruptcy. 
cuake, Pa.—Canter’s Quality Shop Co., shoes, 
i 2 pares offering to compromise at t 20 


Freeland, P Pa. 8. Sussman, shoo N a 
tioned into bankruptc x , meeti 
creditors called for A cel ~ 

Providence, R. I.—Rialto Shoe Co., reported re- 
ceiver appointed. 

Barnwell, S. C.—Barnett Magursky, shoes, etc., 
reported petitioned into bankruptcy. 

Morristown, bam = —I. C. Mills & Co., shoes, etc., 


Trenton, N. a or ‘Mary Shick, shoes, 
compromised at 40 per cent and business 
taken over by Charles A. Richmond who pur- 
chased assets at 65c on ollar 

Detroit, Mich.—Theo Zelen & Co., Theo Zelen, 
sole owner, shoes, reported voluntary petivion 
in bankruptcy. 

Cliffside, N. J.—Cliffside Shoe Co., shoes, reported 
receiver appointed. Reported in involuntary 
bankruptcy. 

Port Richmond, N. Y.—David Weiner, shoes, 
reported liabilities $1,565; assets $1,100. 
Reported voluntary petition in bankruptcy. 

Hackensack, N. J.—Minna A. Blumberg, Receiver 
appointed. Reported involuntary petition in 
bankruptcy. 


yment nt due in 12° 
ths 


er Okla.—Strawn Lightsey Inc., shoes, 
» Soa liabilities $17, S&S: assets $18,- 
000° also reported voluntary petition in bank- 


ruptcy. 
McAlister, Okla.—John T. Green, shoe manu- 


facturer, reported liabilities $3,152; assets 
— 850 reported voluntary petition in bank- 


Bristow, Sila. —The Restarts et ner- 
ship composed of T. nee and C. A. 


Austin, reported 2.2. petition in 
bankruptcy. 
—— is.—Gregor Lenz (Lenz Shoe Co.), 


in voluntary bankruptcy. 
Deawe, } Pa.—Rowland H. Lewis, shoes, reported 
liabilities $7,611; assets ) $4,956. Reported 
in voluntary bankrup 
Philadelphia, Pa. “Albert 


ittee 
per cent 


ceptance of 33 
00; liabilities in excess of 


ra $4000 to 
Collierville, “Tenn.—Aaron hs Nagy oy shoes, etc., 


reported we wm -T petition in 

Montreal, P. Q.—J Robinson Co., Ltd., 
wholesale dion, wage given extension for 
four years. 


Peesgent, F Il. “we & Lincoln, “New Method 

also at Brea about $20,000 a ‘owa, shoes, 

poe din = bout Stock 
and isturee about $10, 


Checotah, Okla.—Watkins ws ‘Smart, shoes, etc. 
——* Herbert F. Smart and Delmer Wat- 


kins mo eaigned. 

Cleveland, Ohio.—Harry Neuman, shoes, reported 
unable to meet obligations. Asking extension 
of six months. Agrees to pay $200 per month 
for distribution; and at a Yo that iod is 
satisfied will be able to ay entire ince. 
Total indebtedness said Present 
market value of stock $8500; fixtures $1500, 
showing assets exceed liabilities. 

Port Arthur, Texas.—Ashey Bros. etc., re- 


itioned oy A 
Cape Madeleine, P.Q-—J. | ae 


Gusbeteen, Sask. ae Ltd., also in 

Regina, Sask., to have ar 
of assets over sTabilitioe of about $50,000 

compromise de whereby “00 


agreement 
oar sens wil be pall as tdlowsr At 
during 1922, balance over a period of four 
years at rate of approximatel ly $20,000 each 
year. 





Germany After Export Shoe Trade. 


Getting Business Away from England According to British 
Manufacturers; Shoes Fairly Well Made and Suitable 
for the Purpose 


Washington, April 20.—Boot and shoe 
manufacturers in the United Kingdom 
report that German manufacturers are 


cutting into the shoe industry’s exports . 


of Great Britain to an alarming extent, 
“making the shoes of material and offer- 
ing them at a price that cannot be com- 
peted with by the British shoe manu- 
facturer.”” 

“The exhibit of German footwear at the 
London Chamber of Commerce, gives one 
pause,”’ British shoemakers declare. “How 
they are able to make shoes at the prices 
quoted is a marvel and without question 
accounts for the falling off to such a large 
extent of the British manufacturer’s shoe 
export business to the Netherlands and 
other countries, ’’ says a commerce report 
to the department of Commerce. 

“The soles are light, the uppers in some 
cases none too good; but they are well 
made and very suitable for the purpose for 
which they are intended. Some are 
welted and others machine made, and it is 
certain that the British manufacturers 
cannot possibly compete against them, 
despite the fact that there is a duty of 12 
per cent on the German shoe imports to 
Great Britain,” says the report. 


Credit Bureau Praised 


The regular monthly meeting of the 
Philadelphia Shoe Retailers’ Association 
was held Thursday night at the Harper 
Walkover Store, 1228 Market Street. 
Milton G. Harper invited the association 
to partake of his hospitality and made of 
the occasion an opportunity to impress 
upon the local shoe merchants the bene- 
fits that can be secured through availing 
themselves of what the Retail Bureau of 
the Chamber of Commerce has to offer 
in the way of service. 

The Chamber now has a functioning 
Retail Committee and individual mer- 
chants do not necessarily have to be mem- 
bers of the Chamber to take advantage of 
the influence and service which this body 
can render. Mr. Harper urged all mem- 
bers of the P. S. R. A. to use the central 
credit bureau of the Chamber of Com- 
merce and save unnecessary losses through 
the extension of credit in haphazard 
fashion. He also pointed out how no 
trade group or number of groups repre- 
senting different retail crafts can ac- 
complish anything by way of cleaner 
streets, better traffic rules, etc 
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2 
STEP 
LADDERS 
are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 
Send for cata- 
log giving full 
description 
and prices 
THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Ch Il. 














icago, 








Every Shoe Store Needs 


a pair of 


“MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 

The only nipper 

@ made which is just 
; | the right shape to cut 
i out tacks on the in- 
y side of shoes. 

“Manchester” 

Trade Mark Reg. U. S. 

Pat. Off. 

nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 
“MANCHESTER” 
curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.50 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


rcreare: 








Chicago Branch 
Boston, Mass. 161 W’ Lake St. 











SHOE STORE WY 
CHAIRS 


SETTEES 










WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 








ST. LOUIS NOTES 


Shoe Mart Has Biggest Day 


In History of Store 


Manager M. M. McCain of the Shoe 
Mart is responsible for the statement that 
Saturday April 8th was the largest day 
the store has ever experienced since 
they’ve been in business. Comparing it 
with the Saturday previous to Palm 
Sunday of a year ago, McCain stated that 
it far out-stripped anything the store had 


ever done. 


Huette’s Sixth Street Store 


Has Record Breaking Day 


Huette’s Sixth Street store will do more 
business this pre-Easter week than the 
same period of last year, according to a 
statement by Robert Huette, secretary 
of the company. Not only will the week be 
larger in the number of pairs disposed of, 
but the dollars and cents volume will be 
greater. The Saturday before Easter was 


a record breaking day in point of sales. 
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Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kit 

of stores and shelving. 
They will enable you to 
get along with less iP. 
save the wear and tear 
on vom shelving and 
help the a ance of 


our store. hipped sub- 
ject to approval and sat- 
isfaction guaranteed. 
bs mony wd our we - 
alog showing 18 sty 
of ladders as well as 
other store fixtures 
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The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 








With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 






Eric PY 


es [thE risivic kis lrivk 




















WANTED TO PURCHASE 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will J. he. value for your entire or surplus 

















Milbradt stock 
° Leases ki 
Manufacturing Co. Leases having « short pte cane ett a 
2416 No. 10th St. I. OLENICK 
| ST. LOUIS, MO. 413 Broadway, New York. Tel. 9531 Canal 
for shoe stores or surplus stocks of shoes or 
Neat t, lightest and most for other merchandise. taken over. 





penn Be fitting stool on the market. 





Finished Golden Oak or 
Mahogany. 


Carried in stock by all wholesale shoe and 
findings houses. te your jobber cannot 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For thirty-five — manufacturers of 
Milbradt Rolling Step Ladders. 





We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
a Broadway New York City 
hone Spring 5160-5161-5162 








We buy quick and pay highest cash price 
for retail and wh ittocks of shoes or 
any other merchandise. Quantity no object. 
EF ‘or 30 yous our specialty. 
Bank and tile r 
BROOKLYN PURCHASING SYNDICATE 


FRANK VAEEaS, Sveustetee 
610 ene Se — 
jtagg 175 














THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
PHONE—SPRING 9965 
WILL(SLOW SELLERS }FOR 
SURPLUS STOCKS 
BUY lentire stocks )CASH 


Bargains in shoes always on hand for special sales and b 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eight ITIONS WANTED—Four cents per word for each insertion. 
page per issue: y ui 0 seventy-five cents. For other 
. P . : P Want cdvertismnentp. seven oantp par for each insertion. 

Space 1 time 7 times 13 times 26 times 52 times Minimum amount $1.25. under this heeding wil be 
lin... $5.00 $4.00 $3.50 $3.00 $2.50 ay FE RR EL 
2 in... 10.00 8.00 7.00 6.00 5.00 ae be allowed a — Cy yd i tien. Wass 
3 in... 15.00 12.00 10.50 9.00 7.50 word of the must be counted in the advertisement and paid 
4in... 20.00 16.00 14.00 12.00 10.00 ad »  Rapaene to ot coast be cent eats Elbe perme 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 




















SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 








py WANTED by } roses © house aaah 
jum- line of rts, in Staten 0 

and growing gi , ns welts, in tes - 

Missouri, Tex 

Rk York — Pennsylvania. We pay n per cent 


its, sett! 
‘Address D- Div? ce care Boot and Shoe Recorder, 189 
West Madison Si 





LION BRAND 
SHOES 


Several Desirable Terri- 
tories open for experi- 
enced shoe salesmen. 
Write or wire 


Harsh & Chapline Shoe Co. 


Milwaukee 











WANTED~— Salesmen ois on F aa trade to 


sell quick selli sample. 
Big commission. U' 5. epecilty Mite Mfg. x & .» West 
Somerville, Mass 





SEVERAL CHOICE TERRITORIES 
OPEN FOR EXPERIENCED SALES- 
MEN WITH RECORD - PROVING 


OGDEN SHOE CO. 
Milwaukee, Wis. 











ARE you a salesman? Then this is your oppor- 
tunity to represent one of the leather 
and shoe findi cmap ip Se eee, Se 
the well-known Fairy Tale shoes manufactured by 
the Juvenile Shoe. Corporation complete line of 





AG FEW GOOD TERRITORIES ores 
experienced salesmen, must be well 


po with shoe trade in territory you 
apply for. plete line of work and 
ones and Seaivese welt 


chen. 8 by 

tate : 
and references. EDWARD A. A. UEDKE 
SHOE Co., a Wis. 











GALESMEN WANTED—To carry our line of 
women's welts and McKays in connection with 
another non-conflicting line on y commission 
basis, in Southern and Western States. Shoes are 

. and good selling styles are in stock 
ready for i must con- 
tain full information as to territory covered, line 
you are now carrying and annual volume of busi- 
ness. Address D-174, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


WANTED. | SALESMEN—Quality work shoe 
side line. per cent commission. 
L. w. 4 4 Chippewa Falls, Wis. 


ae WANTED to sell our line of men’s 
shoes. This is a special line, queens of 
4 all good sellers, and made by Western fac- 
tory. Price of shoes, $3.50; eufeeds, $3.35. Can 
i i Give references 1 and territory 
Sates first letter. Address D-206, care Boot and 
oe Recorder, 189 W. Madison St., Chinen, I. 


GALESMEN | WANTED—Western manufacturer 

of children’s and growing * welt shocs has 

ng for salesmen; one in ylvania, two m 

iddle. \.— Fe drawi account based on very 

liberal comm Address D-194, gy? Boot and 
Shoe Recorder, 20° 207 South St., Boston, Mass. 

















A SMALL factory just starting to expand with 
a proven line of infants’ t size 2/6 
want covers! coleman te handle the Hae on 0 


letter. 
and Shee Recorder, 207 South - Santen. 





LIVE SALESMAN with established trade, 
wanted to carry a live, snappy, up-to-the-min- 
ute line of eight men’s welt shoes to retail at $5.00. 
All solid, made on combination lasts in different 


W. Madison St., Chicago. 


A WHOLESALE shoe house has a place for a 
of to sell a general line of shoes 
and the tennis to the retail trade 
advances on a 








Weta aa to carry a side 

line of ballet = & the wholesale trade. 
Address D-200, care and Shoe Recorder, 207 
South St., Boston, Mass. 





ANTED—A “live man for a live line.” Ter- 
ritory open: OHIO and a a 

and best sideline in this cou 

famous FOX line of soft soles oan "first-step" 
TURNS. Liberal commission, and weekly drawing 
geevens as soon as you have proven your ability. 


com line. Leading st n stock. 
wate rs) = ing styles i: 





oldest lines. In a tion, 

state full Fox Co., Manufac- 
turers, R. iter, N. Y. 

ANTED—Salesmen to sell de line of 


ee een eee Only men 
calling on the better class of trade need a L > 
territories except New York and 1- 
vania. M. Myers Sons Co., Inc., Palmyra, Pa. 


EXPERIENCED SHOE SALESMEN WANT- 
ED—Big producers in the States of Kentucky, 
Illinois, Kansas, Oklahoma, Colorado, Texas. With 
Sickage and xf yy Dy 
cKa ox ranging in 4 rom 
$3.35. Give references and details concerning 
de aed in first letter. Ri ee absolutely — 4 
dential. The Elbinger Shoe Mfg. Co., 222 W. 4th 
St., Cincinnati, Ohio. 








SALESMEN WANTED 


Opportunity for high-grade man able to 
sell our cape wemases welts and McKays 
the wholesale trade throughout the 
entire South. Address D-204, care 
and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 











NE ag on retail shoe trade, also 
yy woury a high-class specialty 


okey be Address 
ag wa See Renee 127 Duane 
t., New Y: 





PPORTUNITY FOR SALESMEN—We want 
salesmen ite to Ballet sli 





eS manufacturer of high-grade work 
and sporting shoes would like to get in com- 
munication with Ben Teed salesmen who have 
mee in their own ability and are willing to 
take line on straight seven per cent commission 
basis, with no drawing account. No objections to 
men carrying other non-conflicting line. Follow- 
ing territories open: Maine, New Hampshire and 
File aed West Virgioin, Obie, Gonche and ‘Flor. 
inia est irginia, - 
ue Mississippi, Loui and 
Nebraska, 


Texas. Address D- care and Shoe Re- 
corder, 207 South St., wy tA Mass. 








LINE WANTED 


ANTED—Manufacturers’ line of popular- 








ne ay ot Fe D. 
Boot and Shoe Recorder, 207 South St., Boston, 


Mass. 





FLEXIBLE SNAPPY McKAYS— Salesman 
wants a good line for the South. Commission. 
2027 Market, Jacksonville, Fla 





SAAN. covering Baltimore, Washington. 
Virginia and Carolina, desires side line of 
todicg away Ore. Established territory. Best 

ferences. Address K-585, care Boot and Shoe 
pd on 127 Duane St., New York. 





GALAAN covering South wants line of 
TURNS. Sna low cuts and slippers. Com- 
mission. Box 3105, Jacksonville, Fla. 





WANTED— Young man with large | following 
wants popular priced line of ladies’ novelties 
in paagee or jp" for Louisiana, Mississippi and 

basis. ee | on "A 





salesman 


OMFORT =e eae 
C ts —- 2 for — 


wan 
Paul B. J 

















I] e°25 fj 














lar- 
[lli- 
and 


on, 


nan 
ion. 


ton, 


Best 
hoe 


of 


om- 


wing 
Ities 
and 
the 


207 


man 
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Boot and Shoe Recorder” is to hel 


Per copy, 25 cents 








RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not on ly “‘more”’ but “right”; sold for the right 
right wearer, in the right fitting, for the right price, at the rig 
merchants. The chief purpose of ‘“The 


t profit. This is the great problem of 


2 solve it; for this is the basic problem upon 

= which depends the progress of the entire allied industries relating to shoes and leather; their production and distribution. 

Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One Year 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


Root Newspaper Ass'n. Member of Audit Bureau of Circulation. 
Entered al the Post Office, Boston, Mass., as second class matter. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 
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to the 
© retail shoe 


Canadian, $6.00 Foreign, $10.00 





Cable Address BOOTRECO ted in U. S. 
TM yaa Se — 11. 
PUBLISHED WEEKLY IN THE*INTEREST 
OF THE RETAIL SHOE MERCHANT BY. THE 
BOOT AND SHOE RECORDER 
TO RENT PROPOSALS AS eee oe 
(Incorporated under Massachusetts Laws) 
PART of store for office or sample room for rent. ROPOSALS FOR INDIAN OpPeL ane: De- CAPITAL $150,000 
location. Shoe district. Reasonable partment of the Interior, of Indian Affairs, OFFICERS OF THE CORPORATION 
rent. Address K-579, care Boot and Shoe Re- Washington, D. C., April 1, 1922. Sealed Pro- CHARLES G. PHILLIPS, President 
corder, 127 Duane St., New York. ame plainly marked on outside of the sealed A 
% for Hardware” (or other © “GEORGE W, Hu HILL, let Vion President” 
ice- 
of (supplies as the cage may be) and addressed to the i WALTER SCOTT. 2d. Vice-President 


Modern 
Shoe Factory 


TO LET 


At 9 Harrison Court 


LYNN, MASS. 


30,000 sq. ft., with power 
and heat. Equipped with 
electriclight. Rent very 
low. Apply 


Allen-Goller-Leighton Co. 


South Boston, Mass. 











FOR a two floors and basement. 
Best location oo Se the main street, epee. 
ndred business. I. 


Suitable shoe and k: 
P. O. Box 616, Heading, ¥ Py or Louis Summers, 
phone Beekman 4864 


15, 1922; hoes, 


lies, May 12, 932; 

— , oe Schedules co’ covering necessary 

information for bidders will be urnished upon 

application to the Indian Office, W: D.C., 

or the U. S. Indian Warehouse at . St. 
Louis and San Francisco. The Ca 

serves the right to re See 

part oun of any bid, ‘a to post > qvers 


BORK cm itionce 


—— ty 
May 10, 19225 
Carbide, etc. 


+75 
= 
ind 
a 
Pst 
a, 
Fy 























WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone Williamsburg 341 























MISCELLANEOUS 











FOR LEASE 








Ss. DEPARTMENT SPACE TO 
malar priced lime of ladies’ at with a 
Ing girls 


line of ladies’ and grow- 
cen im an exclusive ladies’ 
icasaee store in a city of 117,000 
population, in the South. Best loca- 
tion in the city. Store qoeanienad 
over seyen years. Shoe 
established over two years. Addest 
all communications to Mr. Gans, cars 
Silverman & Gans, 498 Seventh Ave., 
New York City. 

















FOR SALE 


Fen eg ee family, r Bulle store, 
busi: city near 
Wile’ A mee Onkad Orchard Place, Buffalo, N. 











AGENCY WANTED 


OUNG MAN with practical 

Y shoe trade desires to i 

Pa eg Py Losier suanatee 
turer. Bankers reference. Financial scoarity if 
necessary. Correspondence invited. 

O'Hare, 283 Goldhawk Road, Lond on W,England. 











Celebrated Glass Fixtures 
F. 
Ta. & 
—_— Fixtures 
No. 14 
Artificie Flowers 
Catalog No. 19 
Window Valances 
In Stock ‘ 


Ask for samples 
Plush and Window Rugs 
Samples sent. 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 











NEW YORK SHOW ROOM Chicago 
70 West 36th St. 


Just East of Broadway 








RTHUR D. AND 
SWAIN. CARPENTER | & NAY, Counsel 


ARTHUR > pt Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHER'S NOTICE 


fore -% is $6.00 a year root 
FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the - a 4 is $10.00 


year, including postage. 
ti subscriptions are wy in advance. 
ADYER TERNS RATES—Card of Advertising 
Rates fi on application. For rates 


for Wants, for etc., see Want Page. 





OFFICES IN 





BROCKTON OFFICE: 224 Moraine & Geo. 
W. R. HILL, Manager. Telephone 507. 
CHICAGO OFFICE: 189 West Madison 
Telephone Main 1089. B.C. i. 3, 
ot, Loum OFFICE: 1627 Locust St. B. C. 


wen, 
a YORK OFFICE: ed 101, i. Geahom Bids.. 
27 Duane St. H. Scott, Manager. 
Telephone 2425 


PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 
HAVERHILL OFFICE: Chamber of Commerce 


Rooms, Haverhill National Bank 
Won Hill, Menge es. Se 


CHNCINNATE ELM. Bo 810 Gepend Notional 
Bank Bidg. wen, Manager. 
phone Canal 4426. 


ome nl OFFICE: 609 
Rossiter 


MILWAUKEE OFFICE: Leonard S. Meyer, 
C. Bowen, ), 405 Broadway. 
‘elephone eaducy 18: 
WASHINGTON OFFICE: "William L. Daley, 
816 Fifteenth St. 
PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 


LONDON OFFICE: John C. Custim, Manager, 
11 Haymarket, London, S8.W., 1. England. 

AUSTRALIAN OFFICE: 430 ‘Lit 5 St., 

Melbourne. Jervis Man 

CONTINENTAL bey William » Salzman, 

ARGENTINA Hocnos Aire, Airea,"Rivedavia, 2721, 

BRAZIL: Gosente, John S. Fitch, 88 Rua General 

CHILE: gt Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomes, Corrales, 2A Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wagen, 

SPAIN: Gerente, Leoncio de Miguel, Librero 
Editor, 20 Fuencarral, Madrid. 
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Brooks Shoe Mfg. Co., Philadelphia, Pa... .. 123 
Brown Shoe Co., St. Louis, Mo............ 41 
Bunker Hill Shoe Co., Everett, Mass....... 66 
Burkley Shoe Co., Brockton, Mass......... 138 
Burrows Shoe Co., Rochester, N. Y........ 56 


Brockton, Mass., 
4th Cover 
Clapp, Edwin H., Co., E. Weymouth, Mass. .124 
Collins & Staples, Haverhill, Mass... ..116-122 
Cotter Shoe Co., Lynn, Mass.............- 114 


Churchill & Alden Co., 


Cousins, J. & T., Brooklyn, N. Y........... 25 
Craig, Read & Emerson, Inc............... 126 
Creighton, A. M., Co., Lynn, Mass.......... 6 
Crooker & Morse, Inc., Bridgewater, Mass... 39 
Davies Shoe Co., Chicago, Ill..............- 62 
Doyle, Mullen, Brockton, Mass............. 125 


Dugan & Hudson Co., Inc., Rochester, N. Y. 51 
Duttenhofer-Stevens Shoe Co., Cincinnati, 





DD vcdacdepecdsrcecssesesecssaectesesecet 45 
Elam, F. S., Shoe Co., Rochester, N. Y...... 127 
Ellis-Eddy Co.,Haverhill, Mass............ 100 
Emery & Marshall Co., Haverhill, Mass..... 53 
Endicott-Johnson Shoe Co., Endicott, N. Y. 

3rd Cover 
Ensign Shoe Co., Belfast, Me...... Pron nee 126 
Felsteiner-O’Connell Shoe Co., Inc........123 
Desms G Poee Gai, GBS. oc ccccccccccccccccces 123 
Florsheim Shoe Co., Chicago, Ill............ 43 
Fox, Chas. K., Co., Haverhill, Mass......... 1 
Fr Th Shoe Co., St. Paul, 

DMO. oc cccesccccccsesccsscccccccccccces 122 
French, Shriner & Urner Co., Boston....... 11 
Friedman, B., New York City............++ 38 
Goldstein Sons & Torio, Inc., New York City 62 
Greeley, A. W., Haverhill, Mass........ ee 
Green, Daniel, Felt Shoe Co., Dolgeville, 

DD . . cnnkeeénttusucsdoemenetepeaceun 57 
Gregory & Read Co., Lynn, Mass.......... 2 
Grieb Shoe Co., Philadelphia, Pa........... 22 
Grover’s Sons, J. J., Lynn, Mass........... 67 
Gustin Co., M., New York City.. .... ..122-125 
Hannahson Shoe Co., Haverhill, Mass...... 15 


Harding Shoe Co., Inc., Haverhill, Mass... .123 
Harrisburg Shoe Mfg. Co., Harrisburg, Pa.. 24 
Holmes, W. T. & Co., Philadelphia, Pa...... 44 
Hopkins & Ellis Co., Haverhill, Mass....... 99 
Howard & Foster Co., Brockton, Mass... ...125 
Hoyt, F. M., Shoe Co., Manchester, N. H..... 60 


Imperial Children’s Shoe Corp., Rochester, 


Jelly-Delaney Shoe Co., Lynn, Mass........ 30 
Johansen Bros. Shoe Co., St. Louis, Mo..... 47 
Johnson Bros. Shoe Mfg. Co., Hallowell, Me. 32 


Johnston & Murphy, New York City....... 124 
Juvenile Shoe Corp., Carthage, Mo......... 5 
Lilly, Henry, New York City............+++: 126 
Maid-Rite Felt Slipper Co., Imc............ 123 
Marion Shoe Co., Marion, Ind.............. 4 
Marston & Tapley Co., Danvers, Mass...... 126 
Martin, A. H., Co., Rochester, N. Y......... 127 


Miller, I., & Sons, Inc., Brooklyn, N. Y..... 19 
Moore-Shafer Shoe Mfg. Co., Brockport, 


Nathan, Morphy & Co., Inc., Lewiston, Me 22 
Nettleton, A. E., Syracuse, N. Y........... 124 
Newcomb-Anderson Shoe Co., Rochester. .127 


Ollenick, I., New York City................ 133 
Oriental Boudoir Slipper Co., Haverhill, 
nentnevteseaedidancéapesenudicasuane 128 
Packard, M. A., Co., Brockton, Mass. ..137-124 
Peck, Frederick S., Worcester, Mass........ 125 
Phillips-Cram Corp., Haverhill, Mass...... 122 
Plant Bros., & Co., Manchester, N. Y...... 110 


Reimer, A. H., Shoe Co., Milwaukee, Wis. .138 
Rice & Hutchins, Imc., Boston............ 70 
Russell, Wm. C., Moccasin Co., Berlin, Wis 52 


Sargent, D. D., Salem, Mass............... 108 
Smith-Briscoe Shoe Co., Lynchburg, Va...125 
Smith, Wm. Summer, Chicago............ 126 
Stacy-Adams Co., Brockton, Mass......... 124 
Stetson Shoe Co., So. Weymouth, Mass..... 125 
Stickles, L. D., Shoe Co., Red Wing, Minn. 67 
Stockbridge Shoe Co., Haverhill, Mass..... 123 
Stone, K. M., Com., Inc., New York City. .126 
Tessier & Bowdin, Haverhill, Mass......... 123 
Thompson Bros. Shoe Co., Brockton...... 124 
Thomson-Crooker Shoe Co., Boston....... 13 
Tober-Saifer Shoe Co., St. Louis, Mo....... 8-9 
Tweedie Footwear Corp., St. Louis, Mo 
2nd Cover 
Union Shoe Co., Brockton, Mass........... 125 


United States Rubber Co., New York City, 
Front cover, 104 


Weber Bros. Shoe Co., No. Adams, Mass... 38 


Weim Shoe Co., Chicago. ........cccccccees 4 
Westcott-Whitmore Co., Syracuse......... 122 
Whitman & Keith, Brockton, Mass..... 54-124 
Williams, Clark Co., Lynn, Mass.......... 26 


Witherell, E. A. & M. C., Co., Haverhill. ..123 
Wright, E. T., Co., Imc., Rockland, Mass... 29 


FINDINGS AND SHOE STORE SUPPLIES 


Bicycle Step Ladder Co., Chicago. ......... 133 
Centemeri, P., & Co., New York. .33-34-35-36 
Chandler, W. K., Inc., Boston. ............ 112 
Coultas Co., D. W., Providence, R. I....... 128 
Dalrymple, Pulsifer Co., Haverhill, Mass... 30 
Decorators Supply Co., Chicago. .......... 62 
Bhastis Tip Gor, BaOGs 66s cccwcccdces cscs: 127 
Electric Window Salesman Co., Boston. ...127 
Ellis, W. E., Co., Haverhill, Mass.......... 129 


Emery & Beers Co., Inc., New York City.. 48 
Everwear Hosiery Co., Milwaukee, Wis..... 21 


Fashion Ornament Co., Brooklyn, N. Y....123 


Gilbert, E. T., Co., Rochester, N. Y....... 112 
Hecht Fixture Co., Chicago, Ill............ 133 
Hutmacher Braiding Co., Peterson, N. J... 64 
Kahn, Edw. E., Co., Brooklyn, N. Y....... 128 
Milbradt Mfg. Co., St. Louis, Mo.......... 133 
Milwaukee Chair Co., Milwaukee, Wis... .. 68 
Onken, Oscar, Co., Cincinnati, O.......... 133 


Parisian Beading Works Co., Philadelphia. . 128 
Propper Silk Hosiery Mills, New York City. 54 


Scholl Mfg. Co., Chicago, Ill. .............. 23 
Vanity Novelty Works, Brooklyn, N. Y. 116-128 


Whittredge, C. R., Co., Swampscott, Mass. .116 


MISCELLANEOUS 
Atlantic Printing Co., Boston............. 130 
Blacher, Chas., New York City............ 133 
Brooklyn Purchasing Syndicate........... 133 
Calderwood & Preg, Inc., Boston.......... 130 
Hooper Printing Co., Boston.............. 130 
Be I, isaoec case ccccccctccedes 138 
Howard Print, Campello, Mass............. 116 


Kalter Cerf. Merc. Co., Max., New York... 133 


New York Export Purchasing Corporation, 


Pe Se anbatenscccesecaucsseswaa 133 
BipeO Goons Fe Big BRNO e 60s ccc cecccccccsce 130 
The Claridge, New York City.............. 52 
Tolman Print, Brockton, Mass............. 130 
University Electrotype Foundry.......... 130 
War Dept., Surplus Property Div.......... 58 


LEATHER AND OTHER MATERIALS 
American Oak Leather Co., Cincinnati, O. .120 


Barnet, J. S., & Sons, Inc., Boston........ 55 
Beggs & Cobb Co., Inc., Boston........... 129 
Cedar Cliff Silk Co., New York City..... 16-17 
Chamberlain, B. F., Boston............... 129 
Creese & Cook Co., Boston............. 61-129 
Gallun, A. F., & Sons, Milwaukee, Wis... .. 40 
Goodyear Tire & Rubber Co., Akron, O.... 98 
Hunt-Rankin Leather Co., Boston........ 138 
Somes Co., FP. E., Bastom. ...00000000-+.-..-129 
Kepner, C. D., Co., Boston................ 56 
Kistler Lesh & Co., Inc., Boston. ......... 138 
Levor, G., & Co., New York City.......... 7 


New Castle Leather Co., New York Cityl0-129 


Panther Rubber Co., Stoughton, Mass. .... . 28 
.Pfister & Vogel Leather Co., Milwaukee, 
WHE phdObsbbiusudhs bscnccsésneszsvecae 12 
Schmidt, Carl E., & Co., Inc., Detroit, 
BS. 6 connec ddindad keds > idineecesek 101-102 
Standard Kid Co., Boston. ................ 3 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 


DRESSINGS, ETC. 








Beckwith Mfg. Co., Boston................ 65 
Cincinnati Last Co., Cincinnati, Ohio ...... 42 
cl Cc ds Mfg.Co., Inc., Hemp- 
GE, Ee Ween csksdbichictcdisseees cave 127 
Griffin Mfg. Co., New York City........... 66 
Joh » J. W., Rochester, N. Y........... 112 
Myers, John C., Thread Co., Lowell, Mass. 138 
New England Blacking Co., Boston... ..... 14 
New England Wood Heel Co., Haverhill, 
i rlititihinnia pepe seemed nonegiliaainiin 129 
Rogers Fibre Co., Boston. ................. 18 
Tubular Rivet & Stud Co., Boston........ 27 
United Fast Color Eyelet Co., Boston...... 20 
United Last Co., Boston.................. 42 


United Shoe Machinery Corp., Boston. . .50-59 
Wiechman Pattern Co., Cincinnati... ...... 129 
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No. 78 
Women’s Snow White Elk Sport 
ford, Patent Leather Saddle, Rubber 
Sport Sole. A, B, C, D, 3-8. 


POCONO 


No. 79 


Women’s Pearl Elk Golf Oxford, 
Rubber Golf Sole. 


Russia Saddle, 
A, B, C, D, 34-8. 


REGIS 





No. 520 
35 Russia Philadelphia Oxford. 
B, C, D, 6-11. 


No. 521 
Same style as above in Black Velour 
Calf. B, C, D, 6-11 . 





The Boot and Shoe R: 


NOW 
IN STOCK 







No. 77 


Pomen. s Cinnamon Buck Sport Ox- 
ord, Russia Calf —, Rubber 
—% Sole. A, B, C, D, 34-8 


Phe 
— 


Women’s Tan wy — 
Brogue Oxford. ay B, C, D, 


No. 1—Same style in Black gi 
gian. 








Pearl Elk Cott Cuted, Rubber Golf 


M. A. PACKARD CO. NOW 


BROCKTON, 














All styles on this 
page will surely 
help to increase 
your business. 





TRUMP 







No. 595 


Tony RedtCalt Philadelphia Oxford. 
ta... A, B,.7-11 C, D, 6-11 


No. 81 


Same style im Golf 
Bal. C, D, 6-11 





ORMOND : WIRE 
YOUR 
ORDERS 









MASSACHUSETTS Rush Service 











ppreci your mentioning the publication in replies to advertisements 











Buyers’ Easy Reference Directory 
mime ct 
= Gsaex -——— 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


Where good fellows get together for the convenient transaction“of business, is where you want to 
stop when in Boston. Such a place is the Essex. Here you can rub elbows, so to speak, with the 
biggest and busiest associated with the Shoe and Leather Trade of the world. 


THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 


OPPOSITE SOUTH STATION 








Kistler ; Lesh & Co., Inc. > EXACTING 


Shoe Manufacturers 
demand MEYER’S thread because it increases 


COMMISSION Saeed esterase prteai 
*S thread is used in your factory. 


LEATHER MERCHANTS ode penpals 
FINE OAK SOLE LEATHER Side fred forever parpon 
BELTING BUTTS JOHN C. MEYER THREAD CO. 


THE LOWELL THREAD MILLS 
332 Summer St. BOSTON, MASS. 














LOWELL, MASS. 
GREELEY’S BOUDOIRS— Wood Sole 





FOR THE WHOLESALE TRADE 


PROMPT DELIVERIES 

The kind you'll like. 
Quality our strong- 
hold. Send for 
samples and prices. 
We will — retail 

. in es to the near- 
mm go A Th 





Boots and Shoes 


Full Oil Grain 
Leather, Water- 
proof Sole Leather 
Counters. High-cut 
Buckle Shoes $2.25 
High-cut Boots 4.25 
Riemer’s Steel 
Rims for Sole 
and Heel... .50 


A. W. 
GREELEY _ A. H. RIEMER SHOE CO. 
: MILWAUKEE, WIS., U.S. A. 


























APPROVED BY 
MEDICAL MEN 


Fine Calf Leathers 


MANUFACTURERS OF Asa ae | — +} for by Fx: 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 


Strictly Fine Full-Grain Calf Leather 


HUNT-RANKIN LEATHER CO. ns ‘as tin Oo 
106 Beach St. Boston, Mass., U. S. A. Brockton, Mass. 


——-—- <_< xx x 





_—“——c“8«8 =e oo 
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“Follow the Creighton Line” 





SN 
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* 
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— Style No. 413 
White Nubuck Bimko. 


Goodyear Welt—8/8 Heel. 
Widths A-D—Price $4.35. 


AM. Geighton 


Veen Ff we 





@ sste & 


8 Rs 


on. 


St. 
iS. 


Vol. 81, No.6. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, 
Mass. Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of Congress 
of March 3, 1879. Subscription price $5.00 a year. Printed in U.S. A. 
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COOL FOOT 
AUTO OXFORD 


$5.35 


208X 
IN STOCK 


AtoE 


FOR HOT WEATHER 


Nut Brown Calf. Ventilating holes in vamp and tip 
that allow the air to circulate freely around the foot. 
Hair spring box toe. Doctor Arch Nature Last. Leather 
lined throughout. Non-slip sole that sticks to an auto 
pedal. Asbestos insulation between the outsole and in- 
sole keeps out the heat. 

Cool Foot Oxfords are just the thing for auto drivers, 
business and professional men. They will keep your feet 


cool even on the hottest summer days. A practical nov- 
elty that will stimulate your sales and bring you repeat 


orders. 


MARION SHOE CO. 


MARION, INDIANA 


AN EXCLUSIVE MARION STYLE 











MY 





WESTERN QUALITY DEASTERN STYLE VL} 


serene 


OLUELORETEOEUOEEOUEGHEDEGUUOEOEDAEORUCGUELEEEDEUDELEL OD OLTICEUEEHTEUAU I Tidesstceunensensenne 








ee 


POUERUEROREUERROELADOELERETOERTUDEOLELOCUDOCEELIOOUAUITORUDLUATETILEIOTIATEUAERTDADDTADIAIAMIODL 
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“es See “Se “Se 
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A = PPOEPPEEETEPERETDE PEE SETeeErerties teriserey rietere rr retreat er eree es $$ 

ba! age gy) See - a _~ aaa oe t 
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SS ae ee ao es SS EES Y 
QUALITY,—STYLE: FIT:-AND~: SERVICE 


AS 6, : 
yw Kai 
The H. ie Better Business 

























. . . 
=: 


Fa ad 
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In Stock 


(En. == 
1G Sc (Nein 





a 
a. 
- 


338 


cx 


( 








Stock No. 360 





~~ 


e. 


er 
al 


ae 





Y Lda 


High Grade, Black Satin One-Strap, One-Buckle, 8/8 
Satin-Covered Wood Cuban Heel. A modish number, 
priced and styled to turn rapidly. | 


$4.00 


Made up in A, B and C widths. 


Send for folder showing seven 
quick-selling styles in stock. 


Gregory & Read Company ‘ 
p 







4 
i; 
id 
‘ 
4 








-€(( Fe (CEE EE Ee): 


= 
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eMakers of Womens High Grade Shoes 


af 4 LYNN, MASS. 




















APs om 
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The styles in this ad are the 
creation o 
I. Miller & Sons. Inc 
Laird, Schober & Co 
Boyd-Welsh Shoe Co 
Thos. G. Plant Company 


The styles in this ad are the 
creation of : 


Andrew Geller 
Upham Bros. Shoe Company 
Frank & Hyman, Inc. 

F. J. Thompson, Inc. 












¢ ‘armonious p c= 
WHIT Ki ne 







sb — Pao sme SE 
hese © 
Lovely whe m cat teen ste Ris Ghia ott 
ers in F B. ec * 
and 


The styles in this ad are the 
creation of 


Baker-Chandler Co., Inc 


ari 


Co. 
George W. Baker Shoe Co. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements -— 








April 29, 1922 BOOT AND SHOE RECORDER 5 





















The 
F. B. & C.. 
‘Three-Way — 
Ad Campaign 


on 
= 


THESE attractive ads will be read by 
stylish women everywhere. Note how 
they exert their influence in three 
directions. 


They give national prominence to the de luxe 
White Kid creations of 24 leading manufac- 
turers and stimulate demand for White Kids. 


They help you, for you doubtless have several 
of the styles illustrated. Get the direct benefit 
of this advertising by displaying the models 
They help us by further increasing the national 
prestige of F. B. & C. White Glazed Kid. 





PEELE OEE EEUELELEDEARERESERRALED ERE CDEDEDELLELAT EERCLE ECT REEL EETLOE LTTE SER FELSTRERAREPEE ROBOTS EEF CRET ESTAS 


nents 










Order White Kids generously. 


. . . . in thi ad ove 
This is a White Kid year. se of + 
fees ine 
ly. Inc. 
wo Shoe 


Amalgamated Leather 


Companies, Inc. 
Wilmington - - Delaware 







CRpeeenenceneeeeceeyieins 








The styles in this ad 
are the creation of 
Chas. K. Fox, Inc. 
Hallahan & Sons, Inc. 
Utz & Dunn Co 
Pincus & Tobias, Inc. 


The styles in this ad are the 

creation o 

Johnson-Stephens & Shinkle 
Shoe Company 

A. Garside & Sons, Inc. 


Nathan D. Dodge Shoe Co 
Burrows Shoe Company 
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No. 304 
. : ‘ Patent Leather Instep por Dig oy 
O longer is there any chance to ‘kick Sa ect MeKey 

M4 ° r cha bl iw Soles 

about shoe prices. And in these WOBST IN STOCK 
: a ; wee Sizes: 1134-2, Hoel.........#1-85 Net 
specials you'll find nothing else to ‘kick ee oT 11, Wedge... qnaten Liss Net 

about. No. 300 


Patent Leather Mary Jane, Leather 
nsole and Heel, Solid Leather Mc- 


lo appreciate them you must see them. Kay § ii a 91.75 Net 
—. Si 8 il coces 
And the closer you scrutinize them, the Sinre: 5-8, Wedge.......... 1.45 Net 


better you'll like them. They stand inspec- 
tion. They stand the test of service. 


They'll add to your prestige as well as your 






profits. 


Your samples are ready 
Write for them today. 








No. 600 


Gomsine Glazed Vici Kid Comfort 
ee with Cushion Insoles and 


va STOCK 
$1.60 Net 


No. 601 


Genuine Glazed "Kid 4 wit* 


411-421 VILET ST. MILWAUKEE, WIS. i cc 
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EWPIE [WIN 


SHOES for CHILDREN 


REG. U.S. PAT. OFF. 


A real line of Goodyear welts for growing 
girls, misses and children 


Leathers 
High-Grade 
Brown and Black hid 
All Shades of 
Carl Schmidts’ 

Calfskins 
Full Grain 
Patent Leather 


Corrective Last No. 20 














Specifications 

Solid Leather Counters— 
Solid Leather Box Toes— 
Wood Pegged Leather Heels 
or Spring ‘Step Rubber— 
Flintstone Oak Bends for 
Outersoles—Flexible Insoles 
—Juvenile Strong Wear Lin- 
ing. 





PRICES 
ee) ee 
12-2, A toD..... casa Goeth eile 
814-1114, Agto D eae On 
& 1» cade eee hatte 2.85 


AND THE WONDERFUL LINE OF KEWPIE 
TWINS LINE OF ADVERTISING TO BACK YOU 


WRITE US 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, MISSOURI 


Williams Marvin Company, San Francisco and Los Angeles, are our Pacific Coast Agents 


a 
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‘“*4 Modern Creation 
of the New Sandal” 








a 
“The Sheik” 











A pr 


[ 


S H O EM 


Factory—11-13 Emerson Place, Brooklyn, N. Y. 


The Boot and Shoe R der will appreci your mentioning the publication in replies to advertisements 
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“The Sheik” 
” Y o 


tens development in modern 
footwear craftsmanship. An exclusive 
TRIANGLE creation. Watch it grow during 
the next few weeks! It is destined to take the 
country by storm! Come and examine it for 
yourself. Come while the time is ripe and see 


the “TRIANGLE SHEIK.” 





Our representatives will be at your service during your 


visit to the Style Show, week of May 15th 


NY es CE 


M F. Go-Go 


New York Showroom—Child’s Bldg., 110 W. 34th St. 





lies to advertisements 
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LENDER FOO 
ARCH FITTER 


TRADE MARK 





Feeling that a shoe is no better than its poorest unit, we 


use Goodyear Wingfoot 
counters, leather boxes, 


heels, 
** Red-line-in ” 


Diamond eyelets, leather 
lining and_ built-in 


steel arch supporting shanks in every pair. 


IN STOCK 


4 to 12 


me 


(Gilazed Kid Whole Quarter Oxford, ~~ ular 
Tip, Medium Toe, 14/8 Wingfoot Fee! 
Goodyear Welt construction 


B925——In Black +. 75 
8926——In Havana Brown 5.54 





SLENDER FOOT ARCH-FITTERS 
bring surprisingly large volume, de- 
signed primarily to meet the requirements 
of the undersized heel, or over-developed 
ball, their exceptionally snug heel fit and 
agreeable sense of support appeal to the 
woman who has heretofore been a wearer 
of standard measurement footwear. 


\AAA to EEE 


ya 


Glazed Kid Whole Quarter Oxford, Regu- 
lar Tip, Rounded Toe, 1 2/8 Wingfoot Heel. 
Goodyear Welt construction. 





B975—In Black. . ‘ fa ons 
B976—In Havana Brown . 5.50 
B977—1In White Linnet ‘Cloth. | 4.00 


‘Note: 8977 is carried B to EEE aay). 


Dealers who bought them as specialties, 
are now featuring them as “all around 
fitters,” and the fact that we stock sizes 
21% to 12, widths AAAA to EEE, places 
them within reach of ALL women, regard- 
less of their size requirements. 


The reinforced built-in steel arch-supporting shank proves an asset 
when offering them to the woman who demands something of more 
than ordinary strength through the arch. 


1 calalogue or sample will be sent upon request 





ADVOOOUUUUGUOUANANONOOANRONROOOOEGUUUUUUUUUUGAGOOONOOOGNGRUOOOOUUOUOUUOOOOOOOOAASOONNOOOOOOUOOOUOOOG4GGANGOOOOOOObOUOOUONOGGSEQOONOOOONE;0A00UUOOOGOOHOONNONONN0CEFOHOOUOOSHONNNONNIH 





April 29, 19? 


i 











a Manufacturers of Welts Exclusively 


ROCHESTER, N. Y. 


Chicago Office: 


506 Security Building © 
189 W. Madison Street 
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No. 409—Mahognay Calf Col- No. 205—Mahogany Kip Lace 
35 lege pe orforated tip, Oxford, perforated tip, vamp $ 35 
* vamp and eyelet line, 4% Wing- and foxing, leather quarter lin- | - 
foot heel, A-grade, full grain ing, 4% Wingfoot heel, guaran- 
counter, Polo last. C and D. teed counter, Polo last. C and 
7 eas = = eT LULU ee 83.35 











No. 310—Mahogany Veal Col- 
lege Oxford, perforated _ tip, 
vamp and eyelet line, 14 Wing- 
foot heel, A-grade, full grain 
counter, Polo last. C and D. 
6 to 1l.. , ee cae. ts ee 


No. 206—Black Kip bo a9 9: 
Oxford, style as No. 409, % 
spring step heel, guaranteed 
counter. C and D. 6 to 11.. $3.35 


Best 


at the 


Price 













STYLE—QUALIT Y—VALUE 


Backed by fifty years’ experience in making Men’s Quality Shoes, Beals-Pratt offers the 
trade an exceptional line of popular numbers that insure quicker sales and more sales. 


For good looks, built-in quality and wearing ability, the B-P line has no competition at 
the price, and every number is in stock for immediate delivery. 


You will never be stuck with odds and ends. 


handle the B-P line 


You will always be able to size in if you 


Buy it not because we say so, but because it is the most profitable Jine you can sell. A 


trial will quickly cor vince you. 


New illustrated de criptive literature mailed on request. 


No. 407—Havana Brown Vici 
Blucher Oxford, leather quarter 
lining, 14 Wingfoot heel, A- 
grade full grain counter, Re- 
peater last (A/C combination). 
Cand D. 6toll.......$4.45 


No. 306—Mahogany Veal Blu- 
cher Oxford, leather quarter 
lining, 1% Wingfoot heel, A- 
grade full grain counter, Re- 
peater last (A/C combination). 
Cand D. 6toll.......$3.85 





All 
In Stock 


BEALS-PRATT SHOE MFG. CO. 


MILWAUKEE 


WISCONSIN 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 








12 BOOT AND SHOE RECORDER April 29, 1922 











ae 





It is better to have a few styles, 
and complete sizes and widths on | 
each style than to have many styles, | 
with broken sizes and widths on 


each. | 


Dept. 5 


is a great help to both large | 
and small merchants in keep- | 
ing a well-balanced stock from | 
which they can perfectly fit | 
| each customer. | 


| Write for Stock Book | 





THE STETSON SHOE COMPANY 
SOUTH WEYMOUTH, MASS. | 
BOSTON NEW YORK CHICAGO 


LITTLE BUILDING BUSH SALES BUILDING MARQUETTE BUILDING | 
Cor. Tremont and 130 West 42nd Street earborn and 
Boylston Streets Adam Streets 
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Good Morning 


“Dearie” 


ny 











No. 506........ . Price $4.10 


Patent Dearie Buckle One-Strap, Good 
year Welt, 7/8 Rubber Heel, Sport 


Last. 
AA to D 


No. 360... .. . Price $3.75 


Patent Dearie Buckle One-Strap, 
Single Sole. 10/8 Heel, Princess 
Last. 


AA to D 





No. 377........ . Price $4.10 


Patent Dearie Button One-Strap, Sin- 
gle Sole, 13/8 Military Wood Heel, 
Tremont Last. 





AA to D 
No. 378. ........Price $4.10 No. 507. elas ss 0 . Price $4.10 
Levor,White Kid Dearie Button One- aoe Goodyear Wele, Vausha's White 
Strap, Single Sole, 13/8 Military Wood Ivory Sole, 7/8 Rubber Heel, Sport 
Heel. Last. 


AA to C AA to C 


Ready for delivery May 15th 
THOMSON CROOKER SHOE CO. 


C. R. THOMSON, President J. M. THOMSON, Treasurer C. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vicc-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 























The Boot and Shoe R der will appreci your mentioning the publication in replies to advertisements 
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NNAHSON 


IN STYLE 











IN STOCK 


Not only are Hannahsons Shoes 
popular priced, well made and 
stylish, but most important of all 


THEY FIT! 
































Minimum Orders 
12 Pairs 
Terms: 

2% 10; Net 30 



















B-565 


B-200 $1.85 















9 9" White Canvas Imitation Turn 
$2.25 Flapper. 9 9/8 heel, slide buckle. B, 
In these days of cut-outs, low May let) fe. (aivery chet 
Ww k Ti One-St 16/8 ‘ . : > y 1s 
ee hcl pA -DA2sS 8. cut vamps—multiple vari-an- 
B195—Same as aboveZexcept 12/8 gled straps and other out-of- 


Baby-Lounis h vl 4 . 
the-ordinary style tendencies, 


when good fitters are hard to 
get—-Hannahsons Shoes hug 
the foot and fit perfectly. 












Because they fit well they are 
easy to sell. Don't take our 
word for it—send us a trial 
order. 
B-705 
$3.35 


Black Satin One-Strap, 12/8 Baby 
Louis heel, jet beaded ornament 
= C, D, 24/8. 


B-775 





$3. 00 B700—Same as above, except 
ae half-Louis heel. 
No. B1145—Same as B705, except 
Fr my Qe , S vck Satin Flapper, ST ands beextnues $3.25 
9 neel, slide buckle, wide stra 
imitation turn. B,C, D, 2149/4 ” No; BLL10—Same peters “33.25 


Your Name Ought to Be On Our Mailing List 
Send It to Us Today 


HANNAHSONS SHOE CO. 


HAVERHILL, . MASS. 
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Ta 
Evie 





I There will be encouragement and 
Senvaton font rejail Taam 
fe Ba dhrcnrrey 

isa un 

Ih Fs bejfer quality in public buying. 

The Boston Show will hejp every m 
catch this new spirit of the times. 


=, National ede 
_ Gost 8 Style Show 


ey 


ook Ui i 


hi on! 
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CHESTER |.CAMPBELL 
General Mgr. 5 PARK SQ BOSTON, 




















Our In-Stock Depart- 
ment is now at your ser- 
vice. This season’s new 
and attractive pumps 
and oxfords are here 
ready to ship. 





Hallahan - Made shoes 
for women are famous 
for fineness of leathers, 
skillful shoemaking and 
perfect fit; they are sold 
by the largest retailers 
throughout the country. 


These are the shoes 
that will be wanted by 
discriminating customers; 
they are carefully made 


BOOT AND SHOE RECORDER 













Style 71 


Black Satin 
Stockbridge Pump 


Rich and lustrous of finest qual- 
ity, turn sole, 65 last (medium 


April 29, 1922 




















full toe) 134 satin covered box 
wood heel, two pear! buttons. 


Price $6.00 





of the finest leathers 
obtainable and will help 
you increase your busi- 










ness. 





If you have not already 
availed yourself of Halla- 









han Service —may we 
have an opportunity of 
serving you this season? 



















Style 69 Style 72 









Genuine China White Washable Kid and 
White Buckskin Reignakin mer of | 
Flexible welted ivory leather sole Norfolk saddl . 
e pump. Flexibl T 
a3 pw horde we gg toe), soft welted ivory leather ae yor loid fi 
- j heel, 24 last (medium round toe), full te 
This season's smartest sports ox- 14-inch heel. Smart and attrac- beaut 






ford. tive. 


Price $7.75 









Price $6.50 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., PHILADELPHIA 


Chicago Office 
Burton a Duncan 
5 South Wabash Ave. 







New York Office 
Frank D. Duncan 
34th St. and Broadway, Marbridge Bldg. 















The Boot and Shoe R. der will appreci your joning the publi 





in replies to advertisements 
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- Pallahanr 


Made 


IN STOCK 





Ready to Ship 
May Ist 


All Stock Shoes 
Sold Net Thirty 
Days 


Style 70 


The Norfolk Pump 
New and Attractive 


The following schedule of 


sizes and widths carried 


Turn sole made on our new 65 
last (medium full toe), 13 cellu- 
loid box wood heel. {Overlap 
quarter. Smart prong buckle. 
Beautifully perforated. 


in stock: 


AAA 41% to 8 

AA 3% to 8 

A3 to8 

B, C and D 2% to 8 


Hallahan-rade shoes for 

women are famous for 

fineness of leather, skill- 
a ful'shoemaking and 

Style 68 Style 67 perfect fit. 

White Reignskin 








The Nassau Pump 


of Finest Patent Leather 


Turn sole, two-inch LXV cellu- 
loid finish heel, 25 last (medium 
full toe), simulated tip. Upper 
beautifully perforated. 


Price $7.00 


Ivory Leather Sole and Heel 


A strictly high grade oxford in 
every detail. Flexible welted 
sole, 2! last (medium round toe), 
straight tip, | 14-inch heel. 


Price $5.50 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to llth St., PHILADELPHIA 


New York Office 


D. Duncan Burton T. Duncan 
34th St. and Broadway, Marbridge Bidg. 5 South Wabash Ave. 
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DRESS WELTS 
TO RETAIL AT 


$4.00 


~A NH 


STYLE 482-2 STYLE 444-20 
Brown Side, 115 Last, 9/8 Adv. Rubber Black Side, 110 Last, 9/8 Adv. Rubber 
1 


ec Heel 


$2.95 $2.95 


$5.00 


mm MM, 


STYLE 518 STYLE 402-12 ‘ STYLE 870 
Patent Colt, 100 Last, 6/8 Adv. Rubber Black Kid, 115 Last, 9/8 Leather Patent Colt, 150 Last, 12/8 Adv. Rubber 
Heel Heel 


eel 


$3.35 $3.40 $3.35 


WE WILL MAKE ANY OF THIS $5.00 RETAIL LINE ON ANY OF OUR LASTS 
ALSO IN BLACK AND BROWN CALF AS WELL 
AS THE ABOVE LEATHERS 


These shoes not In Stock. Shipments made four weeks from receipt of order. 





Our Salesmen are now out with a full line of styles and leathers as attractively priced as these numbers. 
Wire or wrile us and we will arrange to have you see the full line right away. 


Lunn & Sweet Co. 


Auburn, Maine 


The Reot ont ‘Shoe Recenter will egguecines your mentioning ‘the guiiiestion in oe to ~ nemo 
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MCN MN IPL OUT T e men T MOT ee ee 
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Oe FLORSHEIM SHOE 





MMM 








Style S-40—In Stock 


Tony Red Willow Calf Oxford, “Parkway” last, six rows of stitching on up, vamp and lace stay 
plump 1oiron single sole, rubber heel. Width AA-8 to 11, A to 11--B, C, D—-5 to 11. Price $6.25. 


Less than three puirs a style from stock, 20c per pair extra. Stock goods net. 


HE constantly increasing demand for Florsheim shoes has warranted our carrying more styles 
and larger quantities of each style in our stock department. This service is assisting Florshein 
~ dealers in selling a greater number of pairs by supplying the best selling styles at the height 

of the season. One live dealer can obtain exclusive sale for each community where we are not 

already represented. The Florsheim salesman is ncw in your territory with the complete |:ne 





“ Booklet of Stock Styles mailed on request to merchants in towns where we are not represented.”’ 


THE FLORSHEIM SHOE COMPANY 


Adams and Cliuton Streets ‘ Chicago, Illinois 








5 {V.O0EHNRGUSDUEANAENA UHHH HNL MUNI TO NNO OTOL POISON LO OOO alt! TU 
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One of the most convincing proofs 
of the universal satisfaction given 
by Tobacco Brown VICI KID, 
is found in the number of very 
large producers of women’s fine 
shoes who practically confine them- 
selves to this leather. 


Most of them seem to prefer 
Tobacco Brown VICI KID* for 
the same reason—its unvarying 
color and permanence of shade. 





The final test of any shoe leather 
is the satisfaction it gives the 


wearer. 


One of the largest consistent users 


of Tobacco Brown VICI KID 


writes: 


‘‘Your leather in the fin- 
ished shoe gives universal 
satisfaction to our trade, 
which after all is the thing 
most to be desired.”’ 


* It should be strictly borne in mind that the only VICI KID is 
made solely by 


ROBERT H. FOERDERER, INC. 
Sole Manufacturers of VICI KID 


PHILADELPHIA PENN. 
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You’d be surprised to 
see the orders we have 
already shipped on our 





> mB ££. Se 


MARY 
JANES! 


LEAT H E R 














“His is another big Mary Jane year with us 
and the “sold up” sign is going to be hung 


out soon. 


Our quality and our prices are made possible 
by close specializing and quantity production. 


Order Now from 
Your Wholesaler 


Lyons & Hershenson 
Chelsea, Mass. 


Boston Salesrooms 207 Essex Street 





They look well 
They wear well 


They sell well 
at 


Popular Prices 





There are no 
MARY JANES 
like 
LYONS 
and 
HERSHENSON 
Patent Leather 
MARY 
JANES 
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FOOPG 


IN STOCK 


DELIVERY MAY FIRST 


S-49 
White Canvas: Monte 


Patent Colt Strap and Saddle 
Welt, 77 Last 


$4.25 


Net 30 Days 
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YNN footwear is synonymous with correct style 
and dependability. Your customers think of 
Lynn as the great shoe city, as they associate 

Detroit with automobiles. They appreciate the value 
of concentrated effort and specialization. They know 
that satished workmen and availability of materials 
make for fair prices. With Lynn shoes on your 
shelves, your selling appeal is made doubly effective. 








, WELTS 
s Aus ops ( 














WOMEN'S 
HIGHEST 


HENNESSEY SHOF CO. 


WHITE BUCK WELTS “She Shoes You, 


scene IRAN, Order of 


CHILDREN © Shoes 
































yo 
tim 





(| | 








| TI 
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> 
|| cay yee Haking 
By buying from Lynn, you enable yourself to price 
your merchandise at lower than average, at the same 
time offering sound values. Furthermore, you can 
fit any customer with Lynn shoes — infants, chil- 
dren, men and women. And Lynn shoes are de- 
signed for those who seek comfort particularly, or 


perhaps style, or latest novelty effects. For the sake 
of better business, make Lynn your source of supply. 





















































ay 


COMPANY 
WELTS 


1861922 
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Clinching Sales For °23 
In 1922! 


That’s what you can do on your initial 










sale. It’s as sure as sunshine in summer 
Mahogany Lotus 





that service and satisfaction are remem- 









Sinbac-Welt 
R168) 5 to 8. $1.1 bered long after price is forgotten. ‘The 
R1690— 84 to ll... 1.25 : 
R1691—1114 to 2... 1.45 keen merchant who buys with an eye to 
R1692— 2\4to 7.... 1.80 ° » ‘ 
the future profits in the sale of today 

Patent Chrome finds his business steadily growing. He 
R1660— 5 to 8.... $1.10 -cognize is power 1 
mest 8% toll. Y recognizes this power in 
R1662—1} sto 2... on 


















Smoked Horse 
R1664— 5 i Sane $1.10 
R1665— 8 to ll.... 1.25 
R1666—-l1'6to 2.... 1.45 cy | Ac 


Barefoot Sandals and Plan Oxfords 






They are made of the best the market 


, Sad : Df + 
Mahogeny Lotus affords—genuine patent .chrome, Pfister 




















Carries Spring Heels 


Sinbac-Welt & Vogel’s Kip and other materials of | 

R2070— 5 to 8.... $1.20 equally high grade. Like yourself, we ] 

RO71— Bl4toll............. 1.35 : : ad ’ | 

mores Aa? te 2... 1.50 are after the repeat ‘sales quality brings, 
i$— 2% to 7... 5 tea oa 

and have built it into these shoes. “Two | 

Smoked Elk | 

full overweight flexible bend soles are | 

naeen i atten selected to stand hard wear. The price | 

ly 9 2 . . . . . 
ree sare OY Sie. - «thease ee is consistent with superior quality—100 | 
Every Number Listed cents’ worth for every dollar. | 


SINBAC 


part of 
CHicAGo.IL- 
SINSHEIMER BRO. & CO. 
211-15 W. Monroe St. 
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iii 
fr) Snug ankle fit 


“Faithful 
Nunn-Bush oxfords to the Last” 
conform to the outline 
of the ankle 


No gapping 
No slipping 











Backlasted the Nunn-Bush Way 











In Stock 


1105 — $5.15 
Black Eric Grain Calf 
Flange Leather Heel 
AwD 


2125 — $5.00 
Rosy Red Calf 
Wingfoot Rubber Heei 
AwD 


Write for catalog of 
In Stock Shoes 


















Our Merchandising Plan 


will enable you tg run your shoe 
business with greater ease than 
ever before. Write us about it. 


Nunn-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 
C. S. STEARNS SHOE CO., Boston, Mass., New England Distributors 
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8 addifier [o Navana Brewy 


er pic by celery include 


We a err a Brown 
Cd te 
ery, Seah 


Belgrade ae Light Brown 
Siaple Brown Bronze 
Booze Blue 








Hower Cily lid 


Oscar Scherer 22% Bro.,Inc. 
29 Spruce St.New YOR City 





Scherers 






































| Tactory, Newark,N.J. 
- = See ee 
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Local Advertising 














Ee Mr. Retailer, this stamp featured in 


your local advertising will bring un- 
realized trade. 





UNION{sTAM 
Factory 
There are four million Union men in 


the United States and Canada. This 


little stamp featured in your local 
advertising signifies to Unionmembers 
and their families, that you sell 
Union-made shoes. 


They will turn their trade to you. 


BOOT AND SHOE 
WORKERS’ UNION 


The Union that has an agreement with manufacturers 


settling all wage differences by ARBITRATION 


246 SUMMER STREET BOSTON, MASS. 


COLLIS LOVELY, Gen’! Pres. 
CHAS. L. BAINE, Gen’l Sec’y-Treas. 


SE | aa 
=e 
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Four popular HOOD shoes 


that will help make this season of canvas footwear the 
most successful experienced by the trade for many years 


Senway 
Cross Strap Sandal 


Brown duck upper. White binding. Extra 
thick smooth white sole and spring heel. 
Kendex insole. Made only on Opera last 
in one width. 


Description Size Price 
Growing Girls’ Cross-Strap 24% $1.20 
isses’ Allie 11-2 1.10 


laykort | ild’s oe 1-104 1.00 


Two colors. White or brown duck upper, specially reinforced. Red 
sport trimmed. Loose lining. Rubber toe-cap. Red rubber sole and 
wedge heel. with gray tire-tread rubber forepart. Kendex sock lining. 
Thick felt cushion between sole and sock lining. Regular last. Width 
M. & F. 

Description Color Size Price Description Color Size Price 
Men’s Bal. White or Brown 6-12 $2.05 Men’s Ox. White 6-12 $1.85 
Boys’ 2} d Women’s “ ae 

Youths’ “ tid ae ‘ — > 

Women’s “ eh ie 


Sportshu 


White or brown duck upper. Red sport trimmed. Loose lining. 
Red foxing and toe-cap. Korxole insole. Red corrugated sole. 
Regular last. Width M. & F. 


White corrugated sole. Pneumatic heel. Ken- Description Size Price Description Size Price 


White duck upper. Red or black sport trimming. 
$1.45 


8 
-2 1.30 
10% 1.15 


Hood Rubber Products Co., Inc. 


ig Watertown, Massachusetts 


The Best and Shoe Recorder will appreciate your 


Desc ription Last Ww — Size Price Boys’ #7 26 1.45 Misses’ ™ 1 


dex insole. Men’s Bal. 6-12 $1.60 Women’s Bal. 214- 
1 
Women’s Sport Ox. Comet 1-8 $1.45 Youths’ “ 11-2 1.30 Child’s 4- 
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The Nu-Grip 


Season is Here 


During the Spring and Summer months, 
there is a tremendous demand for Dr. 
Scholl’s Nu-Grip Heel Liners. Thou- 
sands of people experience much trouble 
and annoyance when wearing oxfords, 
slippers and pumps on account of their 
heels slipping up and down; hosiery is 
worn out and bare heels are exposed. 


Dr. Scholl’s Nu-Grip Heel Liners abso- 
lutely overcome all this discomfort, an- 
noyance and expense, BY HOLDING 
THE SHOE FIRMLY IN POSITION. 





A Ready Demand—Quick 
Turnover —Satisfied 
Customers 


You cannot afford to be without this big 
seller and money-maker. Easily and 
quickly applied in pumps, oxfords, danc- 
ing and tennis slippers, golf shoes, walk- 
ing boots, etc. 


Figure 3 Dr. Scholl’s Nu-Grip Heel Liners are 
made in two sizes, large for men and 
small for ladies, and in three colors, 
black, tan and white, to match all colors 
of shoes. Cement and full directions for 
applying with each pair. Send in your 
order today for a supply and watch them 
move. 


Retail at 25 cents per pair. Wholesale, 
$2.00 per dozen pairs. 


Order Coupon 


THE SCHOLL MFG. CO., 
213 West Schiller St., Chicago 


Gentlemen: Please send the following Nu-Grip Heel Liners: 





(J Pairs, large size for men. 
C) Pairs, small size for women. 





Name 


Street and Number 





This Won’t Occur With Nu-Grips 
City 
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SHOES 


FOR FIT—FOR STYLE—FOR WEAR 


NEW ENGLAND MADE 


This means that good, old- 
fashioned, experienced shoe- 
making stands behind Beacon 
Shoes. Big production means 
ability to make savings in 
purchasing materials. Every- 


























thing tends toward making of elon Chip. 
, honest footwear that is well wr oles 
Rewis Ostord "Wie tip eet known for fit—for style—and = PR, yh GS tots No, B. 
Wingfoot rubber heel. C and D, 5 to for wear. Carried in stock at Price $3.60 B, 6 to 
Price $3.85 Manchester, N. H., and Chi- No. B-5032—Same in Gun Metal 
cago, Ill. Order by wire. Price $3.60 





No. B-5030—King last. Chippendale 
Russia Oxford. Goodyear Wingfoot 





rubber heel. D and E, 5 to 12. on 
. No. B-147—S last. Black Vici i send 
Fey Onforg -~ Cattiyear Wingioot Blu. Oxford. a Nie Wingfoot he Price $3 60 — 
Mihber heel. &, 6 to 11; D, 5 to 1 a No. 5033—Same style in Black Pony 7 tof 
1d. 
Price $3.60 Price $4.10 Price $3.60 
=] 4 ~~ 
F. M. HOYT SHOE CO., Manchester, N. H. 
STOCK DEPARTMENTS LOCATED AT 

Manchester l 








New Hampshire 


NINES] 
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18 South Wells St. 
Chicago, Ill. 
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BEACON jj, 


SHOES 


FOR FIT—FOR STYLE—FOR WEAR 
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” AT ATTRACTIVE PRICES 


These ‘oxfords are made to 
sell at prices that meet pop- 
ular demand today. Many 
dealers, when receiving their 
shipments have marveled at 
the quality of the goods at 





ToS 

















0,0) 





such attractive prices. Their 
selling qualities mean quick No, B-820-—Dover last, Patent Leath- 
No. B-395—Swag last. Patent Leath- turnover. for the dealer. This = loth ox. Turned flex 3 
w Oxford. Leather heel. Beveled sole is the kind of business that rt close hoveled edge. Leather 
, : makes a hit with all shoe : 
Price $4.50 merchants today. Order bv Price $4.50 
wire. ¥ r No. B-322—Same style in Gun Metal. 


Price $4.50 











B-194— 





eT co eT 

















No. 
dale Swag last. Mor- 
foot occo Russia Ox- 
No. B-332—Ace last. JMorocco Calf ford. —— : 
Oxford Four rows orange stitching, No. B-553—Brute last. Wine Red Ox- lets. Goodye: ; 
Goodyear Wingfoot rubber heel. A, ford. Orange stitching. Brass eyelets. Wingfoot rubber heel. B, 6 to 11; C, 
7 toll; TB, 6 to 11; C and D, 5 to 11. Square wing tip. Solid leather heel. and D,5 tol = 
ony r 7 tof B, 6 to 11; C and D, 5 to 11. B46 to 11;JC and D, 5 to 11. Pe bassacediedncioisysianen $4.10 
Ke. tn6--Gome as No. —_ in 
. 2 ¥ q B . 
Price $4.60 Price $5.10 mediantis: 


ies 


t 


F. M. HOYT SHOE CO., il cial N. H. 


STOCK DEPARTMENTS LOCATED AT 


IN! 


i 
ll 


18 South Wells St. 
Chicago, Ill. 


Manchester 
New Hampshire 


S| SP Ege eee, 
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Hub Pigskin (Counters are 
made from prime selected 
leather — taken only from 
the Hub ‘Reservation. 


HUB 
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A. C. Lawrence Leather Co. 


161 South St., Boston, Mass. PIGSKIN 
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Put It To Any Test You Can 


Think Of 


A common practice with expert Counter buyers is to press the fingers 
against the side and rub hard. This reveals any weak spots or unevenness 
of texture. We urge all buyers to make this, or any other test, practical or 
scientific, to determine the uniformity of Hub Pig Skin Counters. 


They all come from the same part of the pig—that prime section of the back extending 
from shoulder to butt and six inches from the back bone. This part of the skin has that 
flexibility and firmness so e:sential in the manufacture of prime leather counters. 


But there can be no proof of quality equal to the severe service test in the wear of a shoe- 
In this test, as in all others, the superior quality of Hub Pigskin Counters is established 
beyond doubt. 


Manufacturers who have studied relative merits know the worth of Hub Pigskin Coun- 
ters. Likewise dealers who have handled shoes equipped with these superior counters 
know their value and their true economy. 


Reg. U. S. Pat. Off. 


Rochester Cincinnati Milwaukee 


PIGSKIN 
COUNTER 
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New York Philadelphia Chicago St. Louis COUNTERS a 








38 BOOT AND SHOE RECORDER April 29, 192? 


FOOTWEAR of DISTINCTION <—— 


















We cordially invite you to visit our 
Factory and Showroom when you 
are in the city. Many new patterns 
await your inspection. 


“THE DELTA” “Lox & Abowitz 


Ladies’ High Grade Bench Turn Footwear 


Factory and Showroom 
17 SMITH STREET BROOKLYN, N. Y. 


Phones: Triangle 6169, 5112 




















OTe LTO LU OL e © 11 saa , rw melee CU LOCC. ® LoL 


o 

G 

a 

= No. 201—KID OXFORD, gray leather quarter . 

= and sock lining, 12/8 rubber heel, AtoE $3.00 Twenty-Six e- amet ae eee ite oly ae 
a Ne. 206—KID Ox FORD, 12/8 rubber heel, Cc, Styles B to EB SOOOOOS 06 COS CK HE CHEESE HO CHC OCLO2ES $3.00 
= D and E : 4 sab see ee a 

: H. K. GARDINER COMPANY 

= 680 WASHINGTON STREET LYNN, MASS. 

= BOSTON SAMPLE ROOM 

FI 134 LINCOLN STREET 

: IN STOCK 

z No. 202—KID TWO-STRAP SANDAL, medium No. 203—KID ONE-STRAP SANDAL, medium 
_ narrow toe, press vamp an arter, gray quarter narrow toe, pr d 3 arter 
= and sock liming, 12/8 rubber heel, A, B, C and sock ning, 12/8 rubler hed’ Ao B. C 
a oe ee oie — Bes Se empl. ae $2.65 
G No. 2012—KID SANDAL, opera toe, 12/8 rubber No. 209—KID SANDAL, medium round toe, 12/8 
= heel, C, D and E Pe Ne rubber heel. C, D and E.................$2.00 


SE eee eeMUUIUUeHUU eH eliiiiineniiiiiieniiiiieniiiiiiienmiiiieniiiiiiell 
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Style Shoes 
Always In Stock 



















No. 1400 
Smoked Elk Oxford . No. 1500 _ 
Dark Brown Calf Cuff, Ball Strap Derk ong | ao _—— — 
and Back Stay. Studded Rubber | nee rown y Px an a ac! 
Sole, Spring Heel. Stay. Rubber Sole, 6/8 Spring 
AA to C 3to8 Heel. 5 
$6.25 AAtoC 96.00 3 to 








Undivided attention to the needs of our 
customers is a leading feature of 
Crooker & Morse Stock Service. Upon 
receipt of your order everything possible 
is done to fill your wants completely 
and expedite delivery. We shall be glad 
to ship any number of cases promptly 
White Reinekin Oxford of styles shown. 


Patent Leather Cuff and Back 
Stay. White Studded Rubber 
Sole, Spring Heel. 


AA to C 
| $5.00 











3to8 





























Crooker & 
Morse Ine. 
a 
\ Bridgewater 

| M 
' 
| No. 600 VLAaSS. 

| sea W nite Reinskin Oxford No. 1700 
{ sather Sole, White Ivory Welt >, | e Buckle 
and Heel. Corded Tip and Lace, Pe eye Militar Heel on 
} 12/8 Heel. AA toC 3t08 
} AA to C 3to9 25 
| $4.00 $5.2! 
| Sn ene eae ———~ ER ES A A TTL TT 

} 
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The ‘Famous 





Shoe forNen 


IN STOCK Give your customers the always IN STOCK 


No. —M 1 ° M No. 721—Tan Side No 
No. #48—Medium Ten consistent value found in WEBER met 


: Last, Single 
No chy Test, Siscs UNION MADE SHOES to retail at Half Wingfoot, Rubbe: 
Sole. Half Wingfoot p Heel. B and C Widths 
Rubber Heel. $5 to $8. Sizes 6-11; D Width, 


5-11. 
PRICE, $4.25 . : = 
Net 30 days This very popular style is ready for yy} 


your “rush” order. Buy it with our 
assurance that it will give your 
customers the value they expect. 


Weber Bros. Shoe Co. 


North Adams, Mass. 


NEW YORK OFFICE: 
1328 Broadway, Marbridge Bidg., H. Harris, Rep. 





























te 


# 


* 


| We tae io) 
= Gs Gee be 
ee, % 4 


a & El 
a \ D>— 


REST ©’ CURE 


The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and arch and 
self adjusting movable stiff 
shank give support to the 
needs of the individual foot. 


These points make La 
France Rest Cure Shoe 
our biggest seller. 


In Stock NOW 


AA-D. Sizes up to 10. 
653-Black Kid Oxford 5.00 See ine 
983-Brown Kid Oxford 5.50 my Williams Clark & Co. 


353-White Fabric Oxford 4.35 Lynn, Bénes. 
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New 
Patents 


No. 844 No. 845 
Top grade patent colt bal oxford, Midway Top grade patent colt bal oxford, Harvard 
last, light leather lined. Price . . . $5.25 last, light leather lined. Price . . . $5.25 
IN STOCK IN STOCK 
A-D 5-12 A-D 5-12 


OU’LL soon have considerable demand for patent colt oxfords. 

You can’t offer your trade any smarter ones than these, or 
better values. The Certified Shoe is the only shoe that is 
strictly hand lasted and fitted, with A-fine inner and outer oak soles, 
at popular prices. 








The STONEFIELD-EVANS Shoe Company 


Rockford, Illinois 
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GOLDSTEIN SONS 


Zurfoor | “eae 





BENCH-MADE 
SHOES 


Made In the 
Heart of New York 





Designed on special lasts 
to fit the arch and the 
. narrow heel, these shoes 
atent vamp fawn suede . +s 
GE. acesésavsexe 6.85 sell with Surprising ease 
All white kid.......... 725 and are meeting with 
popularity wherever 
shown. For this reason 
the line is confined to 
one high-grade delivery 
in every town. 


er $6.35 


No. 238. Havana Brown Vici Lace : Delivery within 
Oxford. Special pattern. Goodyear welt. 
Imitation tip. Etban Wingfoot rubber Ruth, also with buckle: four weeks. 


heel. Sizes ;4 to 10. D, E and EEE. 
$4.50 All patent leather...... $6.35 


(Sizes over 8 are 25 cents extra.) 
No. 203. Same in E and EEE only. ene GOLDSTEIN SONS 
$4.50 Pe neers and TORIO Inc. 
quarter..........066 6.85 199 Lafayette Street 
All white kid.......... 7.25 NEW YORK CITY 


No. 204. — eS a ee = 
EEE only. ; $4 











ALONG WITH HOWARD 


\ \ JHEN you show your 


customers the Ezur- S o 
foot Stout Sizes— 4 FOLLOWING THROUGH 


1 3 | From the time the order is placed until the 
Su rgically C orrec t %| shoe reaches the foot of the wearer, The Howard 
Print, Inc., is on the job with you, Mr. Manu- 


—you are showing es 
t hem the BE ST I | Received on an order form, the order for shoes 


is entered on office forms, all furnished by us. 


, 1c. | Then the best and most widely known of all 
That 1S your Satis } shoe factory tags (Howard’s Stronghold Tag) 


accompany the raw material through the many 


faction. Thei r’s 1S | Operations to completion. 

the satisfaction of Our label is used on the shoe carton; our ad- 
vance card announces the shoe; our cata- 

complete comfort aT ey fa a 

with shoes of beauty 

and unusually long 


display on which we furnish the ideas and write 
wearing quality. 


the copy, assist you in its sale. 

Our printing is with you in every~operation 
and our entire organization is always ready to 
co-operate in every detail. 


THE HOWARD PRINT, INC. 
Quality and Service 
Campello Station, Brockton, Mass. 


BOP RGIS OECD 


L. F. KUNSTMAN SHOE CO. 
45 SO. WELLS _ CHICAGO 


ON SE a DEP IOSD DID ERE OH ER SE 
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No. Y950 


Hazel Brown Calf 
Semi-Brogue Oxford 
La Salle 
Combination Last 
First Grade 
All Solid Leather 
Wingfoot Rubber Heel 
In Stock Widths 
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Eight Hour 
Service 





SS Ss 


Price $5.00 


Immediate attention is 
given to all rush orders 
for in-stock shoes. If 
yours is received by 8.30 
in the morning it will be 
shipped by 4.30 that 
afternoon 


Tony Red 
Calf Bal Oxford 


Blackstone Combination 


ast 
Second Grade 
All Solid Leather 


Ww igetect Rubber Heel 


In Steck Widths 
Price $4.50 





He’s at ease. He gets a full measure of enjoyment out 
of outdoor sports, either as spectator or participant. 
He is a winner in the bigger game of Life. Since his 
feet don’t ache, throb, burn, he is able to concentrate 
better and accomplish more than. if hindered by dis- 
tracting foot pains. The reason is that the shoes he 

wears are lasted to fit and fitted to last. 


If such shoes gave less wear than the average instead 
of more—if they had less style instead of more—if they 
cost more money, which they don’t—still he would 
buy them and boost the store that sells ‘them. His 
name is Legion. Don’t you want to be the first dealer 
to reach him with The GODING Shoe? We’re ready 


with some strong advertising material to help you do it. 


Send Today 
for Catalog 12 


GODING 
SHOE CO. 


833-855 W. Chicago Ave. CHICAGO 
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No. B-491—White Linen 
Strap Pump, 222 Last, 
14/8 Covered Wood Cu- 
ban Heel, Welt. 


$4.50 


OTOL Me niiiiiieniiiiiiieniiiiiien iii 


SUC E 














Stitchdowns 


733—Tan Lotus Sandal ............. 


2733—Mahogany Elk Sandal ........... 
726—Tan Lotus Ox., imt. tip .....:.... 
766—Mahogany Elk Ox, unlined ....... 


133 Gms ~ = Sandal, Byron Pro- 


126—Cherry Lota Oxford, ) Ee | Pro- — 


IN STOCK 





(PPP PPPP PPP A BA A A A AA AP 


The Boot and Shoe Recorder will app 


4 BOOT 


ee a eee eee ee elie ie iio iiiiiieliiiiiel ie iii tellin: 





C. P. FORDJ& CO., 


New York Office, 127 Duane St., E. H. Talbot, Jack Galway 





$0.90 $1.00 $1.15 $1.50 





AND SHOE 


White Linen Pumps and Oxfords 


IN STOCK 














SIZES AND WIDTHS 
Ra wsisisconaia 4% w8 
NER 4 wo8 
Drccssennnbacetin 3% to8 
_ ee 3 to8 
I 2% to8 
Diditdndcedcaes 2% to8 
Terms: Net 30 Days 


Write for Stock Catalog 


ee eM O LLL LULL HEU LULL? LLL ebb 


Turn -over 
is better! 


<> *, 


McKays 


5-8 814-11 11%-2 2%-8 


90 1.00 1.15 1.50 1210H—Gun Metal Ox., Eng. toe, heel. . 1.55 $1.85 

SS 16 LS 10 214 _—Mahogany Ox., wide toe, . 1.20 1.40 

95 1.05 1.20 1.60 214H—Mahogany Ox., wide toe, ° 140 1.60 
1214H—Mahogany Ox., Eng. toe, heel. . 1.60 61.90 


9% 1.05 £41.20 
1.10 381.25 


HAGERSTOWN SHOE & LEGGING CO., Inc. 


pina age MARYLAND, U.S.A. 





RECORDER 





Rochester, N. Y.— 





210 —Gun Metal Ox., wide toe, “hod .81.15 be 
210H—Gun Metal Ox., wide toe, 1.35 $1.55 


612 Teams Instep Strap, wide toe, 
peesédenevesce 1.15 1.35 


0: = ahaa matte 1.50 1.75 
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liz 


No. B-438—White Linen 
Oxford, 223 Last, Ivo ory 
Sole, 12/8 White H 





Welt. 


$4.15 





AOU OUT ON TT OONOMNER 





5-8 8%- my 114-2 24-8 


1.35 1.50 1.75 


IN STOCK 














Apri 
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Lacing Hooks For 


Children’s Footwear 


DVANCED style models for 1922 
in Children’s Footwear Feature 
Lacing Hooks. 








They insure easy lacing 
—quick lacing 
—even lacing 


And make it simple for the 
child to ““Lace His Own 


9 
Shoes. P The novelty feature of this shoe 


is seven hooks above the seven 
eyelets. This compensates, in 


Hence they appeal to speed of lacing, for the height 
e of top. 
mother and child! 


Lacing Hooks Are Found On Advanced 
Models In Footwear For Men, 
Women, and Children 


Specify Lacing Hooks and Insist - 
On Having What You Want 
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IN STOCK For At Once Shipment IN STOCK 


No. B-281—Patent { Lolt Oxford, x. ray* Kid Nickle Buckle, Imitation Tip, — Welt. 
Apron, 7/8 Heel, Welt. . . ... Price $5.00 ice $4.90 


Fashion’s Newest Designs 
= No. B-282—Patent Colt New Wide One Strap, 


No. B-277—Patent Colt Princess, Black Silk 
Elastic Gore, 15/8 Celluloid Louis Heel, Turn. 
Price $5.65 


Joy, Clark & Nier, Inc. 


ROCHESTER, N. Y. 





SIZES IN STOCK 


x 


SSsss 
2 60 60 G0 Go 


bo to bo to me 
RRR 


No. B-276—Smoked Elk, Brown Elk Apron . : No. B-284—Patent Colt, Gray Kid Strap and 
and Back Stay, Duplex Spring Heel and Sole.  Pecme Net 30 Days Apron, 10-8 Heel, Nickel Buckle, — 
Price $5.35 Price $5.00 


©” Oo 
WEAR! 


The New 
FELT-WELT Slipper 


“Sells On Sight—Repeats On Service”’ 


The sole and the toe are the outstanding 

features of this remarkable new slipper: 
THE SOLE: Of welt-sewed chrome leather, with a 2/8 inch inner 
cushion sole of hair, to which is sewed a felt lining cover. Spring 
heels on inside of shoe. 
THE TOE: Is reinforced and held in lasting shape by felt straps 
with tape-bound edges. Straps are in contrasting colors, also 
plain colors. 

Prices: Women’s, $1.15; Misses’, $1.10; Childrens’, $1.00 
Send for Sample and Prices. 


The Boston Felt Slipper Company, Inc. 
289 Congress Street, Boston, Mass. 


~ re 
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WEARING QUALITY 








Skinner's 
Shoe Satin 


Ze HE merchant who specifies 
HAI SKINNER’S SHOE SATIN 
in his satin shoes ensures satisfaction 
for his customers. 


The manufacturer who uses SKIN- 
NER’S SHOE SATIN is building 
up a preference for the kind of satin 
shoes he makes. 


SKINNER’S SHOE SATIN is 


made especially for use in shoes 
and is extra strong. : 





‘*‘LOOK FOR THE NAME IN THE SELVAGE”’ 








WILLIAM SKINNER & SONS Established 1848 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 
The Boot and Shoe R der will appreci your mentioning the publication in replies to advertisements 
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THE TWO BEST BETS—IN STOCK! 


Ready for INSTANT SHIPMENT—and the kind of 
service that is making Friends very rapidly— 


When you order Quick Moving Novelties 
like these, you like to deal with a house 
that delivers merchandise quickly — 
no excuses. 








TRY US! 





2% 10, Net 30 BX60—Women’s ality Satin Flapper Pumps, ope 


BX54—Women’s Quality Satin Grecian Sandals, Flexole’ F. O. B. Chi hand turn B to D 2 
construction, 14/8 Junior Louis heel, B to D 214 to8 $3.35 - U. DB. Vaicago BX57—As above ier B to D2% to8.. 


BX64—As above, hand turn sole BX58—As above 12/8 Military heel B to D 24 to8 $2.85 


cAG | Axman Weiss Shoe Co. CAG 














40 So. Wells Street, Chicago 
THE HOUSE OF SPECIALTIES 





























(See Recorder Ad April 15 for picture and 
/, ‘ description of our Stock Style No. B 410) 


PEC/AL- 
(See Recorder Ad April 22 for picture and 


Grede Shoe description of our Stock Style No. B 415) 


In Stock No. B 416 Rapid Retailing Styles 











The style we show here, and those advertised in 
previous issues of the “‘Recorder’’ (above men- 
tioned), will prove business-getlers of the best 
kind. We have omitted price, for we fear that 
by quoting it, you would consider these shoes 
below the standard we have maintained for years. 
We can assure you, however, that quality is up, 
price down. Write us for sample and quota- 
lions in the quantity desired. Do it now. 








Havana-Brown Vici Kid Oxford; **Theda™ 
Last; Perforated Vamp, Lace and Cap; 


Tan Kid Lining; 6 Midget Eyelets; 42-inch - , 
Heel. Whitman & Keith Co. 


Sizes AAA 5-8; AA 4%-8; A 4-8; B, C and 
D 3-8. Brockton (Campello) Mass. 


Number B 415 in Black 
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Wonderful Shoes for 
Wonderful Girls 


NEW 
RUSSIAN 
BOOT 


Made with patent 
leather vamps, leg 
and collar, with 
grey underlay. 

Can also be had 
with grey suede 
collar and patent 
underlay 






































Order now for June 15 Delivery 


4 Johnson, Stephens & Shinkle 

Shoe Company 
Manufacturers 

Saint Louis 
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“PANTHER” 


TIGER TREAD 


THE GREATEST HEEL THAT 
EVER WENT ‘ON A SHOE 


Service Our Motto—Stock Always On Hand 
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“Tiger Tread’ heels surpass all other heels by every test. Ina 


bending test you cannot break them open. In a tearing test you 
cannot pull them apart. They lighten the shoe without lessening 
the wear. We make them in the popular 3/8 tread. 


Other Brands 


are also made by us. “Sure Step” is one, and a good one. ‘“‘Panther Tread” is 
another. “Pan Cord’ and “Puritan” others that have proved satisfactory, but 
there is 


ONLY ONE “TIGER BRAND” 


Panther Rubber Mfe. Co. 


STOUGHTON, MASS. 
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N. B.—Our Fall lines are now 
being shown on a price and 
style basis that will pick up a 
world of new friends. 





Unbranded or Branded Yorker 





LUNE itmeccrt tt See 


WH 
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I 
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No. 581—Tony Red Calf, 
$ 50 Frenchy Last, Rubber 
Heels, € and D, 5% to 11. 


Same in Black Calf, No. 591 


We Haven’t Heard of a Stock 

Shoe Anywhere That Can Sell 

Half As Fast As This One 
100 Others for Men and Women 


Costs nothing and benefits a lot 
to see our Catalog or Representative 


DIAMOND SHOE CO. 
196 CHURCH ST., N. Y. 


TWO FACTORIES: BROCKTON 


HMM AN HAMA HAWN TN WAM 


my 
Ay NA 
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IN-STOCK IN-STOCK 
B-101 B-102 ~y 


New Round Toe Last with ONE INCH IN S Ol K Patent Leather Vamp, with | . Gray Ooze 
Wood Cuban Heel, All Patent Leather Calf Quarter. This dainty “BABBIE” 
“BABBIE,” as above, all sizes, AA, A, Combination, as above, all sizes, AA, A, B, 


B, C widths. C widths. 
PRICE $4.75 NET READY NOW PRICE $5.00 NET 


“BABBIE’”’ 


Liberal quantity of these Watch for new members of 
shoes in stock. Orders MOST POPULAR the “Babbie” family. They 
will be filled according to MODEL 

date of receipt. OF THE SEASON 








will interest you. 


HAZEN B. GOODRICH & CO. HAVERHILL, MASS. 


OOM OLLI OLPL PLL @ LH eliieniiiiiieniuiiiiiieli i 


WELCOME 


When In New York On May 15th, 16th and 17th 
VISIT 
GRIFFIN’S SHOE DRESSING EXHIBIT 


— . 


69 MURRAY STREET 
(4 Blocks South of Duane Street) 
Griffin’s Products Help Sell Shoes and Multiply Profits 
A QUALITY PRODUCT FOR EVERY KIND OF SHOE 
FOR WHITE SHOES 


Griffin’s Peuerwhite Cleaner Gr‘ffin’s White Kidine 
” Peuerwhite Powder Bag a White Lotion Cream _ 
= White Cake ™ White Heel & Edge Enamel 
“ Snow White Cleaner sas Fluf-E-White Powder Bag 


GRIFFIN MANUFACTURING CO., Ine. 


67-69 MURRAY STREET NEW YORK, U.S. A. 











ir 
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A Way the Dealer 
Can Build Up Summer Sales 





UMMER-TIME is usually slack-season for the retail 
S trade. Many aggressive dealers have made the sur- 

prising discovery, however, that sales can be quickly 
accelerated and a new profit channel opened by promi- 
nently displaying and featuring feltwear for summer service. 
It has been our observation that the summer period offers 
a great opportunity for profitable sales—plus the advan- 
tages of repeated turn-over and the creation of sales at a 
time when you most need them. 


Begin to Harvest Sales Now 


We suggest that you place your order for feltwear early 
and display the merchandise before the peak selling season 
arrives. We are now inaugurating year ’round national 
advertising to assist you. 


Send For New Catalog 


We can make immediate delivery of the most popular 
CosyToes styles. Our new catalog shows the pick of the 
styles—featuring feltwear in light Summer shades as well 
as the warmer Winter colors. Send for it. 

One of our salesmen is now in your territory. Request 
us to have him call and submit samples of the 1922 line. 


Standard Felt Company 
West Alhambra, California 


New York Chicago San Francisco 
115 E. 23rd St. 404 So. Wells St. 612 Howard St. 


Cosyloes feltwear 


Californias 
Calif SUN—BLEACHED WOOL: 


The Boot and Shoe R: 


der will 


Qualiteed Slippers 
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During the 
Brooklyn Style Show 
at Hotel Commodore, 
May 15-16-17, our | 
line will be shown SS > 
at our Factory and ~~ 
Showroom, 291 Adams 
Street, Brooklyn, 
N. Y. 
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TURN MODELS OF EXCLUSIVE STYLE 


Original Designs and Brooklyn Quality 


| 
| 
| 
| 
| 
| 


These illustrated are 
representative of many 


3 WEEK 
DELIVERY 


“ANKLETTE” “DALLY” 
Made in Patent Leather...... - 86.5 Made in All Patent Leather.......... 
Also in White Kid. . . ooo Cll Also in White Kid........ 
Also in Beige Suede, or - Gray Quarte T, Also in Russia Calf... . 
Ne 


DURING YOUR VISIT TO THE STYLE SHOW, MAY 15, 16 and 17, WE INVITE 
YOU TO INSPECT OUR FULL LINE AT OUR SHOWROOMS 


CLASSIC SHOE COMPANY 


39-41 YORK STREET (Cor. Washington) Brooklyn, N. Y, 
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Last No. 580 
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** JUST WRIGHT ”’ 


Arch Preserver Shoes 
Always Make Happy Customers 


Ic 


They are so scientifically designed that you can fit feet without 
trouble. People will walk out of your store comfortably and styl- 
ishly shod. They will walk back again for another pair so to 
experience enduring satisfaction. In the hidden features of the 
‘“* Arch Preserver”’ shoe there are merits which make the shoe abso- 
lutely different. Sample the ‘“ Arch Preserver’’ shoe and see what 
a strong selling proposition it is. Mail your sample order today on 
oxfords listed below. 
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Arch Preserver Oxfords Carried In Stock 


155 Imp. Bd. Black Calf Ox. 580 $7.00 Harvard 
160 Tony Bro. Calf Ox. 580 7.00 Harvard 
162 Tony Bro. Calf Ox. 360 .00 Yale 

340 Vici Kid Blucher Ox. 390 2 Dartmouth 
440 Havana Brown Kid Blucher Ox. 390 .00 Dartmouth 
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Send for Catalogue 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 


ENAMEL 


adds a much-needed ‘‘finish- 
ing touch to shoes. Favored in 
the home as well as the repair 
shop.* It will not soil nor harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. 





For sale by shoe findings jobbers 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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The Popular One Strap 


Reports from all parts of the 
country show that the Patent 
One Strap still continues to be 
the volume seller this spring. 
This “‘Johnson Brothers’? model 
has all the merits that have 
made this style so popular. 


No. 578—Patent Leather One Strap with Imitation 
Tip. Made on No. 118 last. 14/8 heel. Medium 
narrow toe, 


SEND FOR SAMPLES AND PRICES 


JOHNSON BROS. 


SHOE MFG CO. 
- HALLOWELL MAINE 
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RUEPING’S 
SEMINOLE CALF 


COLOR NO. 34 
The right leather in the right shade 


Color No. 34 is our newest shade of brown—distinctive 
and conservative—a shade that will win instant favor 
with your most discriminating trade. 


RUEPING’S SEMINOLE CALF is a smooth chrome 
Russia, markedly superior in quality and finish. Its mel- 
low feel and fine break are readily appreciated by the 
layman as well as the trade. It is being sampled by many 
of the better shoe manufacturers and can be had in a 
number of high-grade lines. 


Ask shoe travelers to show you this leather. 
Specify it by name when ordering shoes. 





FRED RUEPING LEATHERCO. 
FOND DU LAC, WIS. USA 


Fred Rueping Leather Company 


Established 1854 FOND DU LAC, WISCONSIN 
BRANCHES: 
Boston Cincinnati Milwaukee St. Louis © 


New York Chicago San Francisco Montreal 
Northampton, England 
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84,000 PAIRS NEW MARCHING SHOES 


Are only one of the Good “Buys’’ Offered 
by the War Department at Auction Sales 


AT JEFFERSON VILLE, IND., MAY 9th, 1922 
AT CHICAGO, ILL., MAY 11th, 1922 


THER items in 

— p> these sales will 
ae — prove attractive to 
4 / manufacturers, job- 


\ _—.. 


“ — wins * 
bers and retailers. 


You owe it to your pocketbook to 
attend these auctions. 


Detailed catalogs setting forth the 
quantity, sizes and condition of every 
article offered will be sent at your re- 
quest. Get the catalog and you will: 
see at once the opportunities offered 
for profitable use or resale of the items 
listed. Among the lot will be found 


29,909 Gallons Neatsfoot Oil 


Other items in these sales which will prove of 
special interest to the shoe trade include 11,000 
ibs. of saddler’s wax, 2591 Jbs. mutton tallow, 564 
gals. sole sticking g)ue, 2045 pairs rubbers, 600 pairs 
leggins and 150,000 pairs leggin laces. Among 
other; materials offered are harness, subsistence, 
office equipment, general supplies, etc. The gov- 
ernment reserves the right to withdraw any lots. 


S S For {catalogs on both of these auctions write: 


ENER 
SUPPL 


a 
Ee 


QUARTERMASTER SUPPLY OFFICER 


CHICAGO GEN. INTERMEDIATE DEPOT 
1819 W. PERSHING RD. CHICAGO, ILL. 
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HEADQUARTERS for WHITE SHOES 
Are You Ready for White Shoe Week— May 8-13th? 


Everywhere you hear the prediction: “A big white season.” In making your plans, why not consider this line of white 
shoes—made in factories that have specialized on these ae for many years? Experience has taught us what the trade 
wants and we carry many styles on the floor to help you keep your sizes right. 

—Order Today— For other styles see our Spring Catalog 














No. B2014—A to $2.40 No. B2018—A to D $2.50 No. B2456—A to D $2.25 


THE PULAPPER. 
B2014—One Strap Pump, White Imperial THE SALLY PUMP B2456—One Strap Pump, Princess Pat- 
Sceee ,Turned Sole, Low Covered Heel $2.40 B2018—White Imperial Cloth, Teese tern, White Imperial Cloth, Turned Sole, 


2015—Same, in Flapper Five-Eyelet Ox- Scle, Low Military Heel. P x 
d 2.40 B2017—Same, Junior Louis Heel.... Junior Louis: Heel 
B2205—Same as B2014, other grade. . B2208—Same as 2018, other grade,. . 3.35 B2285—Same asB2456, other grade.. 3. 
B2206—Same as{B2015, other grade. . 3. 35 B2207—Same as B2017, other grade. 3.35 


MADE IN OUR HAVERHILL FACTORIES 


OUTING SHOE COMPANY, 530 Atlantic Ave., Boston 9, Mass. 


OMOLTH Ma= TS 











EVERYBODY THAT WEARS SHOES, WANTS LACES 
WITH TIPS THAT CAN’T PULL OFF 


Supply Your Customers with 


“HUBTIP” NO-METAL-TIP SHOE LACES 


TIPS NEVER 
PULL OFF, FRAY OUT, WEAR TINNY OR CATCH IN HOSIERY 


Made of Fast Color Braid from TIP to TIP 
TODAY’S PRICE LIST 


- 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


Either Black, Brown or Russet 


Assorted Cabinets Supplied Order from Your Jobber 


FRANK W. WHITCHER CO., Mfrs., Boston and Chicago, U.S.A. 
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When we first stocked these 
two numbers we really 
didn’t anticipate the tre- 
mendous demand. 








No. 521 
Black Velour Calf Phil- 
adelphia Oxford. B,C, 


D, E. 6-11.......$5.00 NOW For a few days we were a 
trifle late in filling orders— 


Same sae —_ Rus- IN STOCK —but— 


Ve ar y — 
sia. B,C, D, E. 6-11. We are ready now—and 
they certainly are some 
$5.00 d , 
numbers. 


BROCKTON, MASSACHUSETTS 








(p) M.A. PACKARD COMPANY @p 











IN STOCK 
A BARGAIN FOR THE BUYER 


IN 36 PAIR CASES ONLY 


STOCK NO. 500 ~ 


Price $5.00 


Patent turn “ shifter" pump with cutout vamp. 
10/8 military celluloid covered heel. Full kid 
lined. On our 6! last. Widths A to D. 


MARCO SHOE CO., HAVERHILL, MASS. 
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Style 204 


$2.10 


204— Duck trap. 
Style No- White Sea Istend ae J 
Leather Nene c lining ioe Good Soles. Netore 
itati i 

bo 3 12/8 Military, covered heel. aT. 
bottom Jiri button. B, 3-8, 3147, tohe"""* 

bad es: D, 2%-7, 3-8. Price $2.10. 

















Style 206 


$2.10 


Style No. 








IN STOCK 


NOVELTY WHITE TURN SLIPPERS 
FOR IMMEDIATE SHIPMENTS 


These are sellers and profit makers. They are values that 


cannot be bettered. Sold only in 36-pair case lots, of 
one width, in sizes as specified. We are able to reduce 
prices by this method of selling. Terms, 2 per cent off 
ten days. 


Order Yours Today 


Karelis Shoe Company 


Haverhill, Mass. 


Order from this advertisment as we employ no salesmen. For this 
reason we are enabled to quote these low prices.» Thus far we have 
disposed of our product through advertising. 








Style 200 


$2.20 


Style 205 








B, 3-8, 344-7, 4-8; 





3-8; D, 24-7, 3-7. 


Style 201 


$2.20 


Style No. 201—Same as 204 with 
Junior Full Louis covered heel. 
C, 3-7, 24-7, 


Price $2.20. 








B, 3-8. 344-7> 
Price $2.20. 


. _—Same as 204, carry- 
Style No. 200 ; red heel. 
ing 15/8 Full Louis 905°G" 24-7. 
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Style No 
2N0. 205—Sa 
Same sizes and widths. Price g25g° | 
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TRADE MARK REGISTERED 











“PRINCESS PAT” 


The Latest “Camco” Creation 
MODEL NUMBER 775 














An invincible pattern for sales and profit 


PRICE $2.25 


AT ONCE SHIPMENTS 














Fine duck uppers. Leather saddle and strap. 
Silvered buckle. Kid sock lining. Loose lined. 
“Camco” process turn rubber sole. Heel moulded 
Attached to sole. Sizes 2% to 8. 


Send for samples and “Camco” catalogue 


CAMBRIDGE RUBBER COMPANY 


CAMBRIDGE, MASSACHUSETTS 


MANUFACTURERS OF 
RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 
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The Arrow Still Points Upward... .. .70 


Basic industries continue to show a steady 
healthy improvement. 


Recorder Ad-Visor Service........... 


It’s time to make a drive for business in 
the men’s department. 


Forty Useful Years.......... 


Recorder friends in all parts of the 
country shower us with bouquets which 
we (perhaps immodestly) put into prini 


The Blucher Helps Sell More Pairs.. . 


How the Style Cycle Is Bringing Again 
to the Fore a Mighty Popular Pattern. 


What Do You Know About Feet?. .. . 


Orthopedic facts, not theories, of value to 
every shoe merchant. 


Will the Fall Style Leader Come Out 
of the Brooklyn Show? 





Theodore Roosevelt said that thrift is 
spending money wisely. 


We are all rather apt to think the 
other fellow ought to spend the money. 
You wonder why the clothing merchant 
doesn’t buy as many pairs of shoes as he 
used to. And the tailor looks over your 
account and wonders when you are com- 
ing in for a fitting. Even publishers re- 
gret that the volume of advertising isn’t 
greater—and then hold back from pur- 
chasing some necessity or luxury. 


Unless you buy the things which gain 
your acidihey a living, he cannot buy 
the things upon which your prosperity 
depends. 


Unless ‘“‘you,” “I” and ‘“‘our neighbor”’ 
all purchase the things we need without 
delay, the mills now idle or working on 
part time cannot resume full activity, 
employing their full forces. 


For when these forces are working full 
time, they are prosperous and their pros- 
perity means a further prosperity for all 
of us. 


It’s up to every one of us to do a lot 
of straight thinking. 
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“You Get These, George” 


“Here’s the number—he’ll have them for you in a 
minute, sir!’”’—yes, even the errand boy can sell Educator 
Shoes for you, as fast and as satisfactorily as your star 
salesman. 


Think of the saving in sales cost, and the certainty of 
pleasing and holding your Educator customer—and the 
saving in overhead—because you can carry so limited a 
stock. 


The number of Educator wearers is growing. The Edu- 
cator habit is an efficient habit, and it’s catching. 


Educator turnover is quick—growing quicker—and 
already greater than any other shoe made. Sales expense 
and overhead way down and going lower—turnover and 
customer satisfaction way up and going higher—that’s 
what your Educator account means to you. 


RICE & HUTCHINS, Ine. 


BOSTON U.S.A. 


OUR NINE AMERICAN DISTRIBUTING POINTS 


The Rice & Hutchins New York Co. ‘The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 
The Rice & Hutchins St. Louis Shoe Co. 


RICE & HUTCHINS 


DUCATOR 





SHOE® 
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One Stock Instead of Two 


Is It Possible to Get More Sizes and Sales 
by This Plan > 


industry today than was ever given, because we 

are in that sort of a period where margins of 
pennies mean the difference between a sale or dis- 
appointment, The retail shoe store faces a problem 
that is most peculiar to the times, Five years ago a 
shoe made of leather, no matter what its shape or 
material had some sort of a physical value as a foot 
covering for a long period of time. The shoe merchant 
often carried a winter’s stock to the next winter season 
and sometimes profited by so doing. 

Today the hazzard of style is so great that some of 
the oxfords that were saleable last September are as 
hopelessly dead as the Louis heel boots of ‘19. If 
estimates are accurate, there are over 1,000,000 pairs of 
Louis heel boots still on the shelves in stores, wholesale 
houses and factories. Then what can be said of the 
ball-strap oxfords and some of the buckle 3-straps and 
the fussy numbers of a year ago. We enumerate these 
things so as to assist in the sharpening of wits in the 
buying and selling of shoes in this country. . 

Since the Recorder has pointed out the feasibility of 
making your own little census of feet that pass by your 
store, many merchants have written us that they are 
doing it with a great deal of interest. One merchant 


: HERE is more real study being given to the shoe 


wrote us that he was positively surprised to see the 
vintage of some of the boots and oxfords that pass his 
store. His town on the map has some credit for being 
smart and up-to-the-minute, and our good friend 
therefore hides himself to the extent of not wanting his 
name revealed, He points out the fact that shoe stores 


are not-hitting on all cylinders when it comes to getting 
the public’s money. There are too many old-fashioned 
shoes that are still being worn for utility. These 
observations point to one thing—that the public rushes 
into style with different degrees of speed. 

It is pretty much like the invention of the moveable 
sidewalk, the outter fringe goes at the rdte of three 
miles an hour and you step from fringe to fringe, each 
one three milles an hour speedier than the previous one 
until you come to the swiftly moving center sidewalk 
going at the rate of twenty miles an hour. Shoes are in 
all of these classes, but customers do not step pro- 
gressively along according to the rate of style speed, 
for when they discard an old type of shoe, they want to 
jump clean over to the very newest type. The dis- 
tance between an old style shoe owned by the 
customer and the new one in stock makes value- 
less all of the intermediate shoe styles. 

Gradually shoe stores are studying what to do with 
oxfords. The Recorder makes this one suggestion-— 
see if you can make the orthopedic feature shoes that 
you have in your store serve the same purpose as the 
regular line of oxfords. In doing this, you can prevent 
duplication of standard and staple oxford patterns. 

There is so much value in an orthopedic shoe 
that its pattern and construction should not be 
jeopardized by style fancies. There is a big 
substantial clientele wanting oxfords of a tailor- 
made type and if your orthopedic line can serve 
this purpose you are solving one of the big prob- 
lems of the shoe stores for sizes and widths. 

















Then with this as the firm foundation of your steady 
business you can give the style that intensive study 
and attention that it deserves. Above all things when 
you pick a fancy style buy it with enthusiasm, but put 
ten times the amount of effort that you took in buying 
it into the selling of it. The style game will never 
hurt a man who is restless to get the goods sold. 







Fraud in Label Stopped 


LL that comes out of the Federal Trade Commis- 

sion is not as dangerous as the interpretation of 

the Mennen case which has its bearing on the place and 

utility to the jobber in business. Another far-reaching 

decision has been handed down by the United States 
Supreme Court. 

The Supreme Court in the Winsted Hosiery Com- 
pany’s case found that this concern had long been 
selling its wares under labels, which according to the 
Federal Trade Commission, were misleading. The 
Supreme Court now rules that the use of misleading 
labels does in fact constitute unfair competition. 

This decision is of great importance because it not 
only puts a legal aspect on a new principal in the con- 
trol of competition, but it makes more powerful the 
operations of the Federal Trade Commission in dealing 
with cases of this kind. This test case emphasizes the 
undesirability of using misleading brands or labels, 
where there is the slightest doudt as to their truthful- 
ness. 

Business has for a long time been demanding truth- 
fulness in advertising and the elimination of deception 
in labelling or branding should aid honest business as 

_well as the consumer. Let it be understood that this 
decision has nothing whatsoever to do with any “pure 
shoe”.movement. This decision requires that manu- 
facturers shall not deceive the public, whereas the pure 
shoe bill arbitrarily demands that goods be labelled or 
branded with their contents (and quality has no 
bearing providing the definition of the material is 
correct.) 

This decision will do a lot to stop label deception, 
whereas a Pure Shoe Bill would simply set up a false 
standard of quality, as anyone who knows leather 
realizes that the difference between solid leather taken 
from belly stock and a substantial fibre consealed in 

the counter or heel is another subject. 
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‘Direct to Consumer” 


#2 you ever run to earth one of these “‘nib- 
bling”’ shoe selling propositions—now offering 
nondescript footwear to unwary purchasers outside of 
legitimate shoe stores? It’s an interesting job and it 
would have done the great, good-natured, gullible 
Buying Public a wholesome service if it could have 
accompanied the Recorder on a fox hunt recently run to 
get a line on one of these salesmen. 

The following letter was recieved, in January, 1922 
by Mr, W. C. Baer, Principal of the High School of 
Danville, Ill. : 


Shoe 
Mfg. 
Kimball Bag 
Boston, "s 
anuary 
Sixteen 
Nineteen 
Twenty-Two. 
Mr. W. C. Baer 
Princi Danville High School 
Danvi Illinois 


— 


We sell shoes direct to the consumer, poe me ey pee fs geen , 


tives in your locality. We have decided upon the securing the services 
of first or second-year High School students, first, y At To 
aid to them, and second, use we feel that in this way we can be assured 
of whole-hearted effort on the of out b 

me. Ty Ty tg A yt A 
qupeatene ane pene for repeat orders, whether Ghay come to us diseclly or 
‘ We weer to have agents who would be willing to have their earn 

mulate with interest in a bank in your locality, to remain there until a. 
from High School. However, we are Leg to waive this in the tye 

We estimate that a fi during High Schoo! training able. 
with diligent effort, to save up enough money in this way to pay for = whole 
of, or major part of a college education. 

Awaiting your early action in the matter, we beg leave to remain. 

Yours very truly, 
SHOE MFG. CO 

This sounded fair enough to Mr. Baer but he isn’t 
keen to have his boys flim-flamed, so he turned it 
over to a friend for investigation. 

The Kimball Building is one of Boston’s largest and 
busiest office buildings. The name of the 
— Shoe Mfg. Co. did not appear on the directory 
or the lobby wall nor did the elevator man recognize it. 
But the janitor looked over his little book and allowed 
they were in such and such a room on the eleventh 
floor. This was a lawyer’s office and all knowledge of 
the Shoe Mfg. Co. was denied, 

The janitor, when again approached, seemed peeved 
and then remembered ‘‘the party had moved out—oh, 
yes, they weren't there very long. I guess they blew!” 

A little detective work, from a slight clue which 
needn't be mentioned, again freshened up the scent and 
the trail led from the flappers and tired business men of 


Tremont Street to the dirty end of Hudson Street, down 
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in the leather district. Here in a frowsy, cluttered-up 
cellar, full of dirt and shoe cases, was found the “‘desk”’ 
of the man behind the proposition. 

The “desk” was a cheap table. But up to the time of 
going to press the man has never been at it or in the 
store. He is as intangible as a breeze—and as shifty, 
All we know about him is his name. 

The Recorder does not think he would be a good man 
for any of Mr. Baer’s boys to do business with. 

What are you doing to elimate the “nibbler?* 


The Recorder Is Now Wrapped 


T is the little things that make the greatest stir 
after all, As we have said before, one of the most 
applauded resolutions at the Chicago Convention was 
the one asking that publicity matter sent through the 
mail be either in sealed envelopes or proper wrappers 
so that the pestiferous postman need not know the 
wholesale prices of 
the goods carried by 
the merchant. 
There is no ques- 
tion but what the 
time is not quite 
ripe to let the entire 
public in on the 
wholesale price of 
merchandise, One 
merchant having a 
small store in Ohio 
took occasion to 
save the third class Saat 
unsealed mail mat- th Se HG 
ter which came to yl WN W/IHZES 
his store in the iin. UNS 
course of a single 
week, The total was 
416 pieces of matter. 
90 percent of which 
was price marked, 
There is no ques- 
tion but what the 
irritation to the mer- 
chant is considerable 
by such conspicu- 
ous circularization. 
This same merchant 
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writes us that he has had to increase his wastebasket 
from a desk size to an elephanto size. 

Quite a number of requests to have the Recorder come 
through the mails in wrappers have been received by us, 
and to be the ultimatum of service to our subscribers we 
have increased the expense of our mailing by thousands 
of dollars to send the Recorder through the mails 
wrapped. 

We do this in the belief that the merchants, as the 
foundation of the industry and the man whom we try to 
serve—should have his business paper come to him in 
precisely the form he wishes it. 


Peru Prohibits Shoe Imports 


Washington, April 20—Importation of shoes through 
the customs houses at Mollendo and Ilo, Peru has 
been prohibited by the Peruvian authorities, accord- 
ing to announcement by the Post Office Department 

who has issued an 
order that shoes be 
not shipped into 
that country by par- 
cel post, 

This means that 
parcel post packages 
addressed for deliv- 
ery in Ilo and post 
offices in the Depart- 
ments of Arequipa, 
Apurimac, Cuzo, 
Madres de Dios, 
Punp, and Moquen- 
gua, which are sub- 
stations of Mollendo 
ports, should not 

| contain shoes, 

> It is expected that 
the prohibition is 
temporary pending 
the decision of the 
Peruvian Congress 
upon a measure be- 
fore that body pro- 
posing a general ad- 
vance in the import 
duties on shoes into 
that country. 
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The Business Arrow Still Points Upward 


Continued Improvement Is 
Noted in Basic Industries 


HE Harvard University Committee on Economic 
Research expects the upward trend of business 
to continue. The committee bases its opinion 

on analysis of the fundamental economic situation 
which it believes reveals powerful forces making for 
business expansion. 

The committee contends that bank clearings out- 
side New York furnish clear evidence that the business 
improvement last month was more than seasonal and 
represents a real advance in business activity, follow- 
ing a similar movement in February. 

Declaring that the business advance this Spring 
means first an increase in business activity and second 
an advance in wholesale commodity prices, the com- 
mittee continues: 

“An advance in wholesale prices does not mean that 
all commodities rise; in .fact, prices never advance 
with an even front, since each commodity is affected 
by conditions peculiar to itself. 

“We expect that the upward trend of business will 
continue. The basis for this expectation is not that 
business must improve because it has been bad. 
Rather, analysis of the fundamental economic situa- 
tion—increase of wholesale prices gradually predomi- 
nating over decreases, moderate manufacturing output 
compared with freight movement, low money rates 
and a strong security market—reveals powerful forces 
making for business expansion.” 


J. P. Morgan Executive 
an Optimist 
By Autumn, says Thomas W. Lamont of the firm 
of J. P. Morgan § Co., ““we should be well on the way 
to that normal prosperity which is the natural heritage 


of America.” Retail merchants in convention in 


Chicago, says a dispatch to The Wall Street Journal, 
agree that there is a prosperous outlook for business 
conditions as a whole. 


Ninety Per Cent Increase 
in Auto Industry 


Automobile production schedules are being expanded 
according to The Wall Street Journal which reports: 

“General Motors combined output of 66,000 cars for 
first quarter will be materially increased during the 
second quarter. Dodge Borthers, with estimated 
52,000 in second quarter, will sell more than double 
the second 1921 quarter’s output, when 23,000 cars 
were marketed. Ford plants have business enough to 
justify making 110,000 cars in May, an official says, 
or 10 per cent in excess of last May. April Ford pro- 
duction will be over 100,000 cars.” 

March shipments, partly estimated for the whole 
industry, show a record about 90 per cent above that 
of March a year ago and about 35 per cent above 
February. Members of the National Automobile 
Chamber of Commerce are indicated alone to have 
produced 207,440 cars as compared with 99,711 in 
March a year ago. 


Big Lumber Demand in 
Agricultural Sections 


The Southern pine market continues to improve, 
states the American Lumberman. Orders are becoming 
harder to place and the mills, having accumulated com- 
fortable order files during the last couple of weeks of 
renewed market activity are showing a disposition to 
pass up business offered at prices that do not meet 
their ideas of value. Big inquiries are being received 
from agricultural sections. 
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The Public is Fairly Well Used to 
‘“‘Drives”’ These Days, So Why Not 
Make a Drive for Men’s Business? 


: RIVES” seem to have become 
D fairly popular in the public mind 
since they were used during the 
war, and their value lies really in getting 
participants in any scheme enthusiastic. 
A “drive” so far as your business is 
concerned may be used as a means of 
concentrating attention of the salesmen 
on an objective and keeping it there 
through their knowing that you are doing 
everything possible to co-operate with 
them. 

It is a good way of getting new sales- 
man-interest in lines that are not new 
arrivals, but just as new and just as 
desirable from the customers’ point of 
view. It is a good way of moving what 
might simply become  shelf-warmers, 
because they are of the regular stock. 

So far as men’s shoes are concerned 
this is important for you might designate 
each men’s style as particularly adapted 
to a certain type of foot, make a distinc- 
tion as to the relative merits of each 
style, and in this way make two sales, 
instead of one. 

Many times it is easy to show a man 
how a variation in lasts would rest his 
feet; how it would be better not to wear 
the same shoes when taking long walks, 
that are worn to business, etc. 


Fit Provides a Good Topic 


Fit is an old story in men’s shoes, of 
course, but it’s different if your adver- 
lising is talking fil, your windows exhibit shoes with a 
word about fii and your men are telling about the 
connection between good fit in shoes and good health; 
the importance of proper fit to get correct style. 

Besides, if you can succeed in getting the size of every 
man who buys your shoes, you've got something to work 
on in getting his future business. One of the hardest 
things a man does is to spend time getting properly 
fitted to a pair of shoes, and if you can reach him about 
the time he is in the market for another pair with the 
information that you have this type and that type of 
shoe in just the lasts that he has been wearing, you’ve 
relieved his mind of a great deal of uncertainty, and 
more than likely he’ll come to you again. It is really a 


The Last is 
Never Least in 
Shoes Either 





Street No. 


One Fitting Settles It 


Once you've been successfully fitted to 
our shoes you need not worry about fit 
again. Feet differ as much as personal- 
ities, and knowing this we cover the list 
of differences with proper lasts and then 
stick to them. 





LAST X 


For Business 


Conservative-Comfortable 


Have Your Fit Recorded 
Here This Week 


A model that will look the part it’s built for—to give you ex- 
treme comfort and fill an every-day need for a shoe that’s 
better than ordinary. 
Black Calf—Smartly Perforated 
and Finely Stitched. English Last 


$7.00 





Your Name Here 
Town 


One Way of Doing the Same Old Thing 


shame not to get thefull benefit out of the fact that you 
carry standard lasts, season after season, regardless of 
how often the style changes. 


Dig Out Facts 


The “drive” will help you in having salesmen get 
such information. Everybody needs a goal to work 
toward. 

Send a Letter 


Go direct to the men whose names are on your mailing 
list and to the offices within walking distance of your 
store with a letter advising them of your plan to insure 
every man absolute and lasting footwear satisfaction. 
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Then see that your men have proper in- 
structions as to the points taken up in 
your advertising. Feature one shoe each 
day, giving the use it is built for, and 
tefl of its desirable fitting qualities 





Men’s Styles Are Going— 


Toward comfort. You see more soft 
collars—more loose-fitting coats. But 


that’s nothing new in our shoes. Their Lay Out Your Sty les 













style is founded on comfort. 







LAST X 







Have Your Fit Recorded 
Here This Week 


A last that gives every toe a chance. Works out fine on the road. 
Makes the memory of price an agreeable one. 


Black Russia Calf— Single Sole 
Set Just Right For Strength 


$7.00 






















Your Name Here 





Street 









Dear Sir— 





In all our experience we have found that men 
are influenced by “feel”? more than ‘“‘fashion”’ 
finally in the matter of footwear. 






And we are not gainsaying the importance of 
appropriate style in men’s shoes, either. In fact, 
we should say if a shoe hasn’t style in addition to 
correct build, it very likely isn’t built right. And 
nowadays one needn’t consider homely shoes. 











So this week we are going to get right down to 
the business of GETTING THE PARTICULARS 
OF YOUR FEET. 


We'll take a record of the type of last especially 










For High Instep 


Town 





You Might Use a Letter Like This to Good Advantage 


Select certain lasts that have proved 
good ones, note their strong points and 
then mark each one with their qualities, 
most likely to be valued by the wearer. 
Tag it with a good big tag. giving its 
history. If you’ve never had a complaint 
on it, put that down. If you’ve always 
sold it to heavy men, that ought to go on 
the tag. If the arch is high or low, is an- 
other interesting bit of information for 
the man whose arches cause him anxious 
moments. 

Point upon point, will clamor for atten- 
tion, once you get into the game of 
analyzing each last, and you won’t find 
yourself lacking in enthusiasm-producers. 

Then take a card with the name 
or number of the last at the top, and 
then enumerate the various features 
that would recommend such a shoe to 
wearers. 


Is the Value of Your Shoes Appareni? 


Tle very fact that you must do a little 
thinking about all the good points in each 
of your styles is sufficient proof that 





adapted to your feet, and give you the name by 
which you can specify your last when buying 
again. 


We are going to show you how to get more 
wear, more style and more downright enjoyment 
out of shoes. 


We hope to have the pleasure of fitting you to 
your new Spring footwear and incidentally set- 
tling a most vexatious problem—that of knowing 
the type of last particularly adapted to your foot. 


Stop in this week—today—for your feet’s sake. 


Yours truly, 











Aj 


This 
Ever 
actus 
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outsiders cannot be aware of any of 
them without your mentioning them. 
This is a busy old world of ours. A man 
may not have time to study al! the ins 
and outs of your shoes, true, but he has 
a right to be helped to spend wisely and 
he'll listen to common sense, when it 
comes to parting with his money. If you 
can create a desire for good shoes, you 
are doing a man a service. Furthermore, 
you'll never get an opportunity to sell 
anyone, until you’ve gotten them to come 
inside. Such is the value of doing 
everything possible to influence men to 
come in. 

Your advertising needn’t be corrective 
in its appeal either, for that is a thing 
apart from shoes built on carefully- 
designed lasts. 

Talking of fit is merely one way of 
appealing to the practical side of men, 
and think of the numbers who are ac- 
tually wearing shoes that do not fit 
right, that your ads will hit just right. 


Fire Will Not Retard 
Business 


Cambridge, Mass.—Part of the fac- 
tory of Whittemore Brothers, Cambridge, 
Mass., was damaged by fire in the early 
morning of April 27, but manufacturing 
will be resumed within a few days. 





The Last is Never Least in Shoes Either 


A * Shoe’s a Shoe”’ 
Until you've worn it. Then it becomes identified as part of you. It 
either supplements your personality or failing that exhibits poor 
judg t for clothes are the first visible guide to one’s character. 
And there's fit again. They've got to fit. - 
Last X—For Outdoors—Good Broad Tread 
Have Your Fit Recorded Here This Week 


This sport model is one of our most important Summer styles. 
Every man ought to have a pair, use they mean so much in 
actual enjoyment of whatever sport is indulged in. 


White Buck with Tan Calf 
Overlay Ribbed Rubber Sole 
and Heel. 


$7.50 


Copy for an Ad to be Set as Shown Above 
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Never Least in 
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Street. 


(a NE a LTT 
Style in Our Shoes 


Is the result of fine leather and perfect 
fit. The result, we say, because style is 
an outward sign of what is deep down in 
a shoe. There are a good many things 
to be learned in just seeing our shoes. 





LAST X 
Plenty of Toe Room 


Have Your Fit Recorded 
Here This Week 


Broad Toe 
Narrow Heel 


Fits at Instep 
Mahogany Calf 
Wingfoot Rubber Heels 


$650 





Your Name Here 


Town 








The Last is Never Least in Shoes Either 


Yes, the Price IS High 
If that’s the only thing that impels you toward the selection of ap- 
parel. A Banker might wear hobnails—a Clubman Congress shoes? 
They'd save money, perhaps, but would they appreciate such saving. 
A good-fitting, well-made shoe cannot be found anywhere at “bar- 
gain” prices. 
Have Your Fit Recorded Here This Week 
Last X—For Slim Feet 
Enough Style—Enough Quality—Enough Fit 
More than you expect for 
the money these days. 





Black Calf Solid Single Sole 
Rubber Heels Goodyear Welt 
$8.00 





An Ad of this Nature Every Day for a Week Ought to Turn Alten- 
tion Toward One of the Most Desirable Qualities of Your Shoes 
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The “Boot and Shoe Recorder” 


Takes Particular Pleasure in 


Printing the following Letters from Some of Its Good Friends. 


E feel that the Recorder is all that you claim 

for it and we certainly believe that you are liv- 

ing up to your policy of trying to ‘get more 
shoes sold right.. We have only one regret, and that 
is that we do not have as much time as we would 
like to read it from cover to cover.”.—WINTER 
BROTHERS, Newport, New Hampshire. 


. * . * 


“Away back in the dark ages my Dad started to 

take the Boot and Shoe Recorder. In this particular 

case, what was good for father is good for son, and 
ou are wished many years of usefulness.""—J AMES 
. COX, M. J. COX & CO., Seaford, Delaware. 


* * * * 


“| think that the Recorder is doing a good work for 
the retail shoe merchants and much benefit is derived 
from reading it regularly.."—JESSE MILLER, Millers 
Shoe Store, Muncie, Iridiana. 


* * * 7 


“We could not do without your publication. We 
haven't any suggestions that would aid you in improv- 
ing same, as we feel it covers the field in its entirety.” 
—J. C. CALDWELL, The P. & W. SHOE COM- 
PANY, Trinidad, Colorado 


* * * 7 


“The Boot and Shoe Recorder has been a help to me 
in the many years that we have been a subscriber and 
wish you a continued success. We have read the 
Recorder for more than thirty years."—ARTHUR 
ROBINSON, ROBINSON BROS. COMPANY, Salt 
Lake City, Utah. 

. > . 

“We feel that the Recorder is very helpful, giving 
suggestions that are invaluable. We believe that it is 
far more important to read from now on than it has 
been in the past, as the style situation must be fol- 
lowed more closely, together with the proper knowl- 
edge of factory and selling costs. 

“It was very useful last year and the year before in 
telling the retail merchant of the dangers of unwise 
contemplated legislation both in states and nationally. 


“We send you our best wishes.”"—R. M. BROAD- 
HURST, THE BROADHURST-YOUNG SHOE 
COMPANY, Denver, Colorado. 


“We want to tell you how much we appreciate the 
Recorder as it has been a great help to me during our 
fifteen years in business. We have been a subscriber, 
and a reader of it before we engaged in business for 
ourselves. 

“We think that the articles on cost and selling that 
you have published from time to time has saved many 
merchants from hitting the rocks. You have helped 
our National Shoe organization , also our State organi- 
zation by your corporation. 

“We feel that every shoe merchant should read trade 
journais, for it is through these publications that the 
shoe business has been lifted to its present standards. ° 
—MYERS BROS., Kirksville, Missouri. 


‘The service you have given the retail shoe mer- 
chants in the United States has been the means of 
educating and making better retail shoe merchants, 
and we are at a loss to understand how a retail shoe 
merchant could get along without the Boot and Shoe 
Recorder. You have made it a useful publication and 
you have been continually hammering on a policy 
of better shoe merchants’ Getting more shoes sold 
right’ and better profits. "—BUCKLEY SHOE COM- 
PANY, Houston, Texas. 


‘In a personal way we have this to say to you Mr 
Anderson. We have read your editorials special 
articles during the past year and we want to tell you 
that we know of nothing more beneficial to us that 
has arrived during that period. These articles show 
that you have given conditions a very close ig, 
you paint them neither too rosy or too gloomy. e 
trouble with a great many of us is that we are either 
a way up or a way down—it seems very difficult to 
strike the happy medium.”"—B. L. DILLINGHAM, 

R., DILLINGHAM SHOE COMPANY, Austin, 


exas. 
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rae 





April 29, 1922 





BOOT AND 


SHOE RECORDER 


forty Usoful - Years 


Everit B. Terhune, Treasurer and General Manager 
Boot and Shoe Recorder, 
Boston, Mass. en 

Dear Mr. Terhune—The reading of your optimistic 
message “Work Makes Wealth,” directed to Every 
Manufacturer, prompts me to send you this message 
of congratulation on the occasion of the Fortieth Birth- 
day of the Boot and Shoe Recorder. The spirit of optim- 
{sm which you have spread broadcast, through the 
printed word in the Recorder, has been a splendid in- 
fluence in making for better conditions in the sha 
trade, from the manufacturer down to the retail 
merchant. 

There is no point in my expressing the hope that 
your present policy may be continued Secnues no other 

licy could be inaugurated under the management of 

verit B. Terhune. May I express the hope that your 
publication will continue to grow and extend its in- 
fluence, and may timely messages of encouragement 
and cheer continue to flow from your pen. 

Sincerely, 

(Signed W. Percy Arnold, Bresident and General 

Manager). 
M. N. ARNOLD SHOE COMPANY. 


> ¢+ & *# 


“Realizing that the Recorder has rounded out forty 
years of existence in a robust and very active form, 
and that the Recorder has enjoyed ‘Forty Years of 
Friendship,’ of the trade, I desire to add our congratu- 
lations to the many which | know you will receive 
from the trade at large, for the magnificent work 
which the Recorder has done from its beginning. 

“IT well remember with what foresight, energy and 
ability your esteemed father, William L. Terhune, 
entered into its development and continued during his 
connection with it, and what a very rapid growth it 
had from its inception. 

“As a pioneer and leader in the boot and shoe trade 

ress it not only disseminated valuable information, 

t through its advertisements it has done much 
towards creating a larger market for American-made 
shoes and also materially helped in introducing new 
ideas and many improved articles for use to the public 
in creating more and better shoe'comfort for the 
masses of our people. 

“The trade press has been one of the most potent 
factors in enlarging the volume of business in both 
shoes and articles to be used in connection with them, 
in this and in foreign countries, and I wish to extend 
to the Recorder our best wishes for its continued pros- 
perity and growth. 


“To your father and to your good self as his suc- 
cessor, may we also extend our hearty congratulations, 
for to him, and yourself is due, undoubtedly, the 
magnificent success which the Recorder has made in 
the shoe trade, and I trust that you may be sparec for 
many years to come, of virile, active life in connection 
with it. 

“With all good wishes for your future welfare in 
which my Associates join me, I am.""— NK W. 
WHITCHER, President, FRANK W. WHITCHER 
COMPANY, Boston, Mass. 


“We wish to congratulate you on your fortieth birth- 
day and wish for you continuance of great service 
that you have been rendering the retail merchants. We 
have been taking the Boot and Shoe Recorder for quite a 
few years and we find that age policy ‘Getting More 
Shoes 4 is worth while to every merchant.""— 
—_. a y, THE MACON SHOE COMPANY, 
acon, Ga. 


 & 2. @ 


“It has been with great pleasure that I have received 
the Recorder in the twelve years that I have been 
engaged in the shoe business, and I believe it has been 
the means of enabling me to get many new ideas to use 
in my various retail connections, and has helped greatly 
in the success which I have enjoyed in these ventures. 
It has always been a great question to me how any 
successful shoe merchant can do without a publication 
of this kind, wherein week after week he can read the 
other successful fellow's story and take from this story 
whatever can be adapted to his own business. In addi- 
tion to this, the style feature are indispensable. I also 
do not want to overlook the ads contained in the 
Recorder, which at many times have helped me to get 
Ene merchandise in a hurry."—J. J. SENSEN- 

IRENNER'S, St. Louis, Mo 


* * * * 


“The writer has been in the retail shoe business off 
and on for almost twenty-eight years, during which 
time he has seen vast changes in the retail end of the 
shoe business. As far back as 1895 he can remember 
his employer, a pioneer shoe merchant of over forty 
year’s experience. handling over the trade paper, 
which he ey og | read, and advising the younger 
men to ‘read, mark, learn and inwardly digest’ the same. 
The reading,of a trade paper thus became a habit 
which has always remained and we cannot conceive 
of a successful shoe man getting along without the aid 
of a paper like the Recorder..—HUTCHINSON & 
STICKNEY, Athens, Ohio. 
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Heavy stitching in contrasting color on the panels of this 
blucher oxford by N. B. Thayer § Co., Inc. 
Rochester, N. H. 


April 29, 1922 


A light shade of Russian Calf on a Haig last blucher 
pattern by Johnston ¢ Murphy, 
Newark, N. J. 


The Blucher Helps Sell More Pairs 


The Slow Swing of Style is Bringing Bluchers 
to the Front Once Again. 


HEN lasts of the Haig 

\ \ type lost their wing tips 
and heavy perforations, 

it was natural to expect a change 
of pattern. We are now seeing 
Haig types of lasts developed in 
blucher patterns, straight tips, 
simple perforations and heavy 
stitchings. These changes aid in 


The Ragtan blucher re- 
news its life after a lapse 
of five years. 


the apron pattern for the street 
and sturdier types of men’s 
footwear. 


Better Business—More Shoes 


With the increase of employ- 
ment there comes an oppor- 
tunity for more sales of shoes to 
men and indications point to an 


Pe 





Sette me 
soft edges 


many ways to bring new style 
into men’s footwear. 

Just as automobile styles seem 
to blend into new types and 
trims of cars, so is the tendency 
in men’s shoes to keep the basic 
lines of the heel shank, forepart 
and area of the vamp with those alterations of patterns 
that will give novelty. 


New Fitting Values 


It has been found that the blucher patterns are being 
received with more favor by merchants because many 
men are complaining of the tightness at the throat on 
the bal pattern and the difficulty of fitting thereof. In a 
well-made blucher there is more room at the throat and 
better adjustment of the lace stays. It is natural to 
expect some diversity of patterns in men’s shoes and 
the blucher offers that opportunity. 

Keen students of men’s styles believe that the apron 
or saddle over the instep on men’s shoes is here to stay. 
This apron pattern is graduating out of the sport lines 
to the two-color use of materials in the regular lines of 
oxfords where the apron and vamp are of the same 
material, the foxing lines being emphasized by stitching 
or perforation. The apron effect gives good adjustment 
over the instep. lt has a possibility that ought to make 
it more interesting as a selling feature in men’s shoe 
departments. 

There is a probability of keeping the bal pattern to 
the dressier types of shoes and utilizing the blucher and 


increased business in the stores 
and factories. For the past year, 
the average number of pairs of 
shoes worn per man has in- 
creased from the national aver- 
age of three pair a year to slight- 
ly less than two. 

In the ambitions of the trade, the increased scale 
of employment should be a factor in “Getting More 
Shoes Sold” to men in the Summer and Fall of 1922. 

There is no question but that at present the manu- 
facturing of men’s shoes is at its lowest ebb, but the 
stimulation of business by Easter trade in all lines of 
apparel will have its beneficial effect some months 
ahead. 

There was never the close response of “‘merchant- 
buying” to the boom produced by “public-buying.”’ It 
takes from four to six weeks to get into the next swing 
of better business and we look for that period right 
ahead of us. 


Re-enferced stitching for 
strength al tabs 


Definition from Lexicon 


Blucher—A shoe or mid-leg boot, named for its 
inventor, General Blucher of the Prussian Army of the 
time of the first Napoleon. A distinguishing feature of 
the Blucher, is the extension forward of the quarters 
to the throat of the circular vamp, the quarter being 
loose at the inner edge and made to lace across the 
tongue, which was originally a bellow’s tongue. After 
its adoption in the Prussian Army, it became very 


popular. 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 


A series of condensed medical articles with numerous i/lustrations have been prepared 
by the writer for the ‘“‘“Boot and Shoe Recorder.” They are direct results of a question- 
naire on shoes and feet thal was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 


Certain Details of Bone Growth 


INE lines, or striations, are seen filling com- 
K pletely the outlines of bones of the feet as shown 
in the two X-rays that serve as illustrations; 
but let attention be directed wholly to the large bone 
that forms the heel. If the actual bone could be 
examined there would be found a compact hard outer 
shell with an interior arrangement of thin rigid intersect- 
ing bony plates suggestive of the structure of a sponge. 
This arrangement provides desirable bone size while 
combining essential elements of lightness and rigidity. 
Fine lines in the X-rays have definite directions for 
definite reasons. They reinforce the outer bony shell, 
and are located according to accurate mechanical 
principles for purposes of withstanding mechanical 
pressures, stresses, and strains that the heel is subjected 
to normally. Some lines are heavier than others, and 
they are grouped so that strongest ones, or trabeculae as 
they are sometimes called, will resist strongest strains. 
In passing, it should be stated that similar spongy 
bone occurs in many regions of the body. 

These bony lines or trabeculae may change from 
time to time. They can become thicker and stronger if 
needed. In old age, or when bones are not used, they 
may become thin and weaker. Figure 4 shows the heel 
of an active person and the bony lines are numerous and 
fine, In figure 5 the lines are coarser and less densely 
packed. The pattern is not quite as fine, and this per- 


Figure 4—X-ray of heel bone of an active normal person 


son had been suffering from a broken leg for a long time 
so that bones had not been used much. 

Even rigid bones are constantly changing. There is a 
constant deposition of lime in them, and also a constant 
absorption of lime from them. What might seem at 


first to be a useless, endless, turning over process is in 
reality a valuable one. 

The fixed form of a bone may be compared to the 
fixed form of a whirlpool or an eddy in a rapidly flowing 
stream of water. Water flows continually in and out 








Figure 5—X-ray of heel bone of a person who had nol used his 
foot for a considerable period 


of the eddy at a rapid rate, yet the latter retains its 
shape, moving back and forth a little from time to time 
in response to variations in the inflow and outflow. 

In bones, lime is brought by the blood stream and 
deposited where it is needed most, while lime that is 
superfluous is removed. Nature is economical as well as 
efficient, and in this way patterns of trabeculae may 
slowly change if strains on bones vary from time to time. 

Although not relating to foot development, as an 
example of natural economy, the fact may be mentioned 
that small spaces within rigid spongy bone serve an 
independent purpose. While their walls are built on 
best mechanical principles to withstand strains, in the 
small spaces are manufactured incredible numbers of 
blood corpuscles which give red color to circulating 
blood and serve a very useful special purpose as they 
float along in the blood stream. Blood corpuscles are 
produced in the red marrow of all bones. 

Deformities produced by too tight, short, or poorly 
shaped shoes are results mainly of defective develop- 
ment from compression in spongy ends of toe bones. 
Hard compact bone will not yield as does the fine bony 
network found at bases of toes. Therefore shoe fitters 
should give the latter a chance to grow normally instead 
of having to adapt themselves to deforming outside 


pressures exerted by bad shoes. 
(To be continued) 
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A Page of Merchandising Ideas 


Thoughts on Reducing Expense and Increasing Business 
Are Always Timely—Here Are a Few as a Start- 
ing Point—What Have You Done? 


Direct Advertis- If you are thinking of getting 
ing Costs out a folder or small booklet 
Money divide the cost with some non- 
competing merchant. Use one half the space for 
your advertisements. If it is an eight page booklet, 
have it printed so that the first four pages are ap- 
parently up side down to the second four. Then there 
will be two front covers, one for each merchant, with 
the back covers in the middle. This unusual arrange- 
ment will of itself attract attention, allow two mailing 
lists to be combined into one, reduce the printing bill 
and, last but not least, a few dollars in postage stamps. 


* * * * 


Pre-Sale Whenever you are to have an unusually 
Informa- attractive sale have your advertise- 
tion ments set up a few days ahead of 
schedule and fifty to one hundred proofs printed. Have 
your salesmen attach to their card and mail to special 
customers. Make a notation on the card to the effect 
that if the customer will call anytime prior to the sale 
he will be allowed to purchase shoes at sale prices. 


* * * * 


For Those’ Capitalize on the fact that a 
Slow Charge charge account is slow. Write a 
Accounts letter inviting the customer to 
come in and pay for merchandise already bought within 
seven days and you will grant him a 5 per cent dis- 
count for merchandise purchased for cash at that time. 


* * * * 


Gentle If you happen to have a cut rate neighbor 
Repartee near by who insists on filling his window 
the year round with merchandise that 
“Was $10 Now $3.48,” as a bit of repartee put a sign 
in your window reading: 
“These Shoes NEVER Were $10, Now $4.” 


* * * * 


Follow- When these are sent out in large quan- 
Up tities seem to take so much time and to 
Letters cost so much that many a merchant is 
discouraged from making a second attempt. A very 
good method and one which takes minimum time is 
to send out a few letters every day of the year. When 
a customer makes a purchase make out a card and file 
it four months ahead. If the sale was made March 5th, 
on July 5th, write a very short letter asking how the 
shoes are wearing. Your letter will recall the fact 
that the shoes were purchased from you and will sug- 


gest that she come again. If there was something the 
matter with the shoes it will give her an opportunity 
to come in, tell you about it and enable you to turn a 
dissatisfied customer into a satisfied one. With a 
letter six or seven lines long you can use a post script 
mentioning a special sale or news event. 


*> *+ * * 


Free Women always have more bundles than 

Check- they know what to do with. By provid- 

ing ing a free checking system and advertising 

it in the papers you will soon find that those who take 

advantage of it will take advantage of a special sale 

which they cannot resist and sooner or later you will 
have a number of new customers. 


* * ok * 


Catering to The advertising value of women 
the Social who believe that your merchandise 
Leaders __ is the newest and most stylish in 
town is well worth cultivating. Pick out the leaders 
of the different “sets,” call them up and ask if they 
would like to have you send up a few pairs of newest 
numbers for inspection. There will be no obligation 
to buy, you simply want them to see the shoes and 
indicate which ones they like best of these new advance 
numbers. The novelty of having you call on them to 
ask their opinion is sufficiently flattering to cause them 
to advertise you ‘whether or not an immediate sale 


results. 
* * + * 


Be headquarters for dances, 


Start an 
Information © amature and __ professional 
Bureau shows. General information 
on doctors, dentists, taxi service, baggage transfer, 
man to wash windows and every thing that is needed. 
Get the people saying, “Go down and ask Mr. Thomas.” 
The more people come into your store, the more they 
see of your merchandise and the more opportunity you 
have of selling them. 
* * * * 

Remember to Whenever business is slack have 
Use Your _ some one call up possible cus- 
Telephone tomers and in a pleasant, invit- 

ing voice state that you have some new models in, and 
if the lady will call you will gladly show her them 
before you put them on sale, or invite her personally 
to your sale or tell her of special bargain in children’s 
shoes. It is this personal attention which gets your 
competitor’s customers into your store. 
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View of Lobby in Hotel Commodore, New York City, where Brooklyn Style Show is to be held 


Will the Fall Style Leader Come Out 
of the Brooklyn Shoe Style Show? 


\ N 7ITH the final approval of a suitable stage 

setting for the Brooklyn Style Show, the 

last of the many details in connection with 

the exhibition of the best in Brooklyn shoe making art 

will have been completed and the show will be ready 

to be thrown open to the host of buyers on May 15, 
at the Hotel Commodore, 

Ned Weyburn, the theatrical producer, who is stag- 
ing the show, has had the plans for the stage and 
runway revised several times in an effort to bring 
them to the best point of efficiency and beauty possible. 

Oppenheim, Collins & Co., who are supplying the 
costumes and accessories for the show are having 
some special frocks, costumes, etc., designed for the 
occasion. ’ 

‘Response to the invitations sent out to the retailers 
to visit the show,” said the Committee, “have been 
more than gratifying. We are definitely sure of a 
much larger number of buyers present at the show 
this year, than we had a year ago. We can definitely 
promise the retail merchants a bigger and better style 
show than any that has been produced,” 


New and exclusive footwear models for the 
style show are being closely guarded by the Brooklyn 
manufacturers, Although the models have been re- 
stricted by an agreement among the manufacturers to 
carry out some well defined style tendencies, a great 
variety of patterns is expected to materialize, All the 
craftsmen of Brooklyn are at work designing shoes for 
this show. Maybe the style leader for Fall is to come 
out of this three day inspection of style by the retail 
shoe merchants of America. 

The show setting will be different from that of last 
year, probably in the form of an outdoor garden. 
Some new effects in lighting also will be arranged, and 
a definite program of entertainment for the spectators 
during the intermissions will be provided. 

The show will be staged twice daily, at 3.30 in the 
afternoon and at 8.30 at night. 

The committee is particularly enthusiastic about the 
choice of models for the show, and believes that the 
young ladies selected will represent the cream of beauty 
obtainable for such an exhibit. ‘When it is realized,” 
he said, “that the committee picked the 22 models 
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from a list of more than 200, it can be seen that high 
qualifications were necessary to get a model a place 
on the program, Not only was the beauty of the feet 
taken into consideration, but the other qualifications 
necessary to a complete and harmonious picture of 
fashion were insisted upon,” 


Registration and Reserved Seats 


It has been decided to have three registration booths 
located in the lobby on the ball-room floor at the 
Commodore for the registration of visiting buyers, 
This registration will preclude the possibility of the 
show’s being crowded by mere on-lookers and will 
insure the buyers reserved seats in the most advan- 
tageous positions in the Grand Ball Room where the 
show itself will be staged. 

Paul Whiteman, who has been engaged with his 
famous orchestra to provide the incidental music at 
the performances, has promised two or three special 
numbers dedicated especially to the Brooklyn Style 
Show. It is planned to have two complete orchestras 
at the show, to relieve each other and provide continu- 
ous music without tiring the players. 

The show is being heavily advertised and a record 
attendance is expected. The National Shoe Retailers’ 
Association has apprised all its members of the Style 
Show, and the association will be liberally represented. 


New Store Is Opened in 
New Britain, Conn. 

New Britain, Conn., April 25—The W. G. Simmons 
Corporation, which, under the general management of 
J. F. Knowles, who has been in the shoe business for 
56 years, conducts a high class shoe store in Hartford, 
has opened a branch here at 85 West Main Street, A 
complete line of men’s, women’s and children’s shoes 
and hosiery is carried. The store manager is Mrs. 
W. H. Fogarty who for many years was employed in 
the store run by George L. Damon, An announce- 
ment card, recently issued, says: “The same standard 
of merchandise and service will be maintained as that 
which has made our Hartford store a leading factor in 
Hartford's mercantile life.”’ 


118,000—Not 18,000 


In the last issue of the Boot and Shoe Recorder, we 
referred: to the production of the Endicott-Johnson 
plants as having been 18,000 pairs per day. This was 
an error in proof reading as the correct figure is118,000. 
So far as is known this constitutes a world’s record, 
or, at least. a near one, 


Lynn, April 18—Lynn will soon be radioing news of 
its shoe styles to buyers of the country who have a 
radio service at their offices or homes. The Campbell 
Electric Company of Lynn has made application to 
the government to establish a licensed radio station at 
its plant in Lynn. It will send out news of the day, in- 
cluding style bulletins, from this station. 












































Signs of Spring 


About this.time the gardener sighs 
With rapture, loud and deep. 
And thinks, as hopefully he rakes, 

“Weed ’em—and reap.” 





But soon will come the little chicks 
With joyful chirp and peep, 
And scratch that garden alltohell— 
“Seed °em—and weep!” 


Now that galoshes are out of season, sup- 
pose the sweet young things will turn 
down their spats and let them flop-flop- 


flop. ; 


“Crown Prince” says he trusts the Ger- 
man still. But it’s hard to tell what the 
German still is brewing. 


With the flappers wearing their names on 
their stockings, the next move will be to 
stamp the address on the vamp—of the 
shoe, of course. 


Sublime faith is a fine attribute, but we 
must not lose sight of the fact that hard 
work is the soil in which faith materializes. 


Many a man tackles a whale of a job— 
but he quite frequently ends up by play- 
ing the role of a Jonah. 


2,400,000,000 rubles to the dollar. High 
finance—say we. 


“Man jumps off Erie train eet ae 60 miles 
an hour.” Ah! Quit your 
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PROGRAMME 


Fashion ‘Promenade 


Hotel Commodore Ballroom 


Monday, May 15, 1922 
Afternoon at 3.30 p.m. 
Sport FooTwear 
STREET SHOES 
Evening at 8.30 p.m. 
Semi-Eveninc Foorwear 
ForMAc S.Liprers 


Tuesday, May 16, 1922 


Afternoon at 3.30 p.m. 


STREET SHOES 
AFTERNOON FooTWwEAR 


Evening at 8.30 p.m. 
Semi-EveninG FoorweEar 
FORMAL SLIPPERS 


Wednesday, May 17, 1922 


Afternoon at 3.30 p.m. 
Semi-EveninGc Footwear 
STREET SHOES 


Evening at 8.30 p.m. 


ForMAL FoorTweEar 
Music by Paul Whiteman’s Orchestra 


Staged by Ned Wayburn 
Manager Ziegfeld Follies 
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STYLE SHOW & 


of the 
Brooklyn 
Footwear Manufacturers 


at the 


Hotel Commodore 
NEW YORK CITY 


on May 15, l6and 17 


A trip to New York now is the finest 
investment you can make. The displays, 
the new Fall ideas, the costumes, thecolors 
—you can learn enough in a few days to 
fill your salesforce with new selling facts. 





At the Style Show you can discover 
what the true trend is— what you 
should display, advertise and push. 


A Welcome Awaits You! 
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A COMPLETE LINE OF 
Startright 


Flexible Arch 
W alking Shoes 


WILL BE DISPLAYED 





“PIERRETTE” 


OUR LATEST CREATIONS 
ALSO WILL BE PRESENTED 


“ Quality Without Extravagance”’ 
“Style Without Experience ” 








The VISIT ROOMS 871-873 
Geo. W. Baker Shoe Co. HOTEL COMMODORE 


NEW YORK CITY 
May 15th, 16th and 17th 


323-343 * y Brooklyn, 
Classon Ave. ° N. Y. a a 
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“THE SHIFTER” 


Beige ooze calf quarter Pat. Leather Vamp 
Sandal. 11/8 Boxwood heel on 225 Last. 
Black French Binding. 


INCREASE YOUR SALES WITH EYRE SHOES 


Fine Brooklyn Craftsmanship Characterizes 
each new model by Eyre. See them at the 
Style Show, Hotel Commodore Room 875. 

















Eyre Shoes of artistic perfection accord with Fashion’s 
dictates. They adapt themselves to any woman who 
may enter your place of business. To carry them in 
wide assortment means an increase in your sales, par- 
ticularly with the better trade. 


Eyre Shoes are made to your i= The model illustrated is 


order—Turns in four weeks, 
Welts in five weeks. Prices of 
samples submitted on request. 


typical of Eyre in design 
and workmanship. 


Artistic Perfectinn 4 


The Pediclinic meets the need for a shoe of 
attractive design, which conforms to the 
most approved orthopedic principles. The 


PEDI LINIC style appeal, though prominent, is properly 
balanced by the comfort features, such as 








flexible shank and soft leathers. An ex- 
cellent number to carry regularly in stock. 











\ 


FRED. A. EYRE & CQ, INC. 


FORMERLY MAETRICH, EYRE & CO., INC. 
BROOKLYN, NEW YORK 
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Modease in the City 


ODEASE sells readily to city women because it 
meets their style standards. The tendency is al- 

ready away from the extreme type of orthopedic shoe and 
toward a rational health shoe carefully made in distinctive 
designs and of good materials. Modease makes its wide 
appeal because it is just this kind of a shoe—a com- 
fort shoe out-of-the-ordinary and so good looking that it 
satisfies women who give thought to their appearance. In 
Modease ‘“‘the comfort shoe that’s also smart’? the mer- 
chant can get a larger turnover. It brings back repeat 
business. It is an all-the-year-round seller. Its style val- 


ue is constant 


JI.6 7. Cousins Co. 
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Modease in the Country 


ODEASE is the ideal shoe for the active woman be- 

cause of its structural features allowing fullest 

freedom to the foot muscles. It has a flexible shank, a 

narrow heel which grips the foot firmly, a broad forepart 

allowing ample room for the toes, and a firm arch support. 

Once it is on a woman’s foot she is unwilling to give up 
its real comfort and attractiveness. 

To afford better service to merchants who sell Mod- 
ease, several styles are kept always ‘‘on call’’ in stock for 
emergencies. There are still some cities where opportuni- 
ties are open for Modease to the right kind of merchants. 
We will gladly tell more about Modease and the service 
that we can render to such merchants who are interested. 


Brooklyn. New YorR 
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IL. MILLER 


The FLIPPANT 

















No. 21 Patent leather, light 
welt sole. Covered heel—$7.50 
AA to C. 











MEET US 


at the 


to be held at the 


Hotel Commodore 
NEW YORK' CITY 


on May 15, 16 and 17 
ROOMS 800 and 801 


No progressive dealer or buyer will over- 
look this opportunity to gauge the trend 
of style or see the new fashions suggested 
by I. MILLER, creator of Beautiful 


Feminine Footwear. 
ecatijl Vller 
y eek oer 
0eS 7 Brook 
| Ness York 


| 























: <A 
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Style 750— Patent One-‘ nae 
“Palais,” Junior Spanis 
Louis Heel, Modified French 
Toe.. awa .-. 95.75 


Style 575—Ladies’ W hite 

Egy tian Cloth One-Stra 
“Palais,” Junior Spanis 

Louis Heel, Modified French 


BOOT AND 


AAA to C Widths 


Terms 2%, 30 days 


Latteman Turns and Welts 
are designed for women of 
discrimination. Each style 
is carefully modeled to suit 
their taste. 


Ladies’ Footwear of the 
Highest Grade is the stand- 
ard maintained at all times 
by the house of Latteman. 


SHOE RECORDER 


St le 875—Ladies’ Fine 
White Canvas Welt One- 
Strap, “Toto” Buckle Pump, 
11-8 \eubon Wood Heel. 


Style 775 — Ladies’ Patent 
Turn > nell ‘Toto,” 8-8 
Leather Heel. . . $5.25 


JOHN J. LATTEMAN SHOE MFG. CO. 


INCORPORATED 


ST. EDWARDS STREET 


BROOKLYN, N.Y. 





J < 
Misses and Childrens 
Shoes 


ROWN-UP style and juvenile fit. 
These are the two features that 
distinguish Posner Turns and Welts. 








Our In Stock Department carries at all 
times more than 200 styles for instant 
shipment. 


Write for a sample assortment of Posner 
footwear. 


See us at the Hotel Commodore 


and on the runway, 
Room 816. 














Patent Leather—stocked in welts 
and turns. All sizes, infants’ 
to growing girls’. 








Dr.A.POSNER, SHOES. INC. 


142 W. BROADWAY 
NEW YORK CITY 








FACTORY 
BROOKLYN ,N.-Y. 
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((0-operating Exhibitors 


The Shoe Manufacturers’ Board of Trade 
of Greater New York 


On the Fashion Runway 
and with sample displays 


Exhibitors 

Georce W. Baker SHoE Company... 
BaKeER-CHANDLER Co., Inc. 

Joun Cramer & Son 

Decen-Lipp, Inc. . 

Frep A. Eyre € Co., Inc. 

A. GarsipE €§ Sons, Inc. 


99° 


AnpDREW GELLER 


9 


=~ Ju.ius Grossman, Inc 


of 
+ = = - 
Ws. Henne £9 Company, Inc 
(s) «i G Horn SHoe MANUFACTURING CORPORATION 


R. H. Hoskins Company 

















o 
4 @esenseaesaasn | a Kozak €? McLaucuuitn, Inc... . . 


Joun J. Latremann Suoe Mee. Co. 











I. MILLER & Sons, 











Pincus €§ Tostas, Inc. 





Dr. A. Posner, SHoEs, Inc. 

STRASS BURGER-STILES, Inc 807 
o: Wem 00 Ce ee 4 8 tO 830 
Wicuenrt, Inc. » = oe) 6, ae 


General Committee Room 1201 
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An Opportunity To Study Style 


There is given to the buyer of shoes, 
wherever his store might be, a real oppor- 
tunity to bring his store nearer to Fifth 
Avenue than ever before. 

The sense of the fitness of fashion comes 
through a complete picture of footwear 


on the living model, and actually: style- 








sense comes through absorption of many 
ideas—you will see the shoes, but the real 
background of your visit to New York is 


in the betterment of yourself—ideas are 











born where style abounds. 























A selection of types of models acclaimed to be 
the most beautiful in America 
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In a Setting 
of Beauty 


It is eminently correct to have an authen- 


oC 


tic presentation of style in footwear in 
New York City—that an elegant ball- 
room in the Commodore should contain it 


and that music, color, sparkle and grace 





should attend. 
But its primary function is to sell shoes 


and to give to the entire nation of women 








an appreciation of the real pleasure that 





pretty shoes can give—this is the message 
of the Mid-May Style Show as the Re- 











corder sees it. 
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Harmony of garment and footwear is a sense 
developed by observation 
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ANDREW GELLER 
WOMEN’S SHOES 


*““MADE WITH CARE” 


Quality—EX CLUSIVENESS—Style 


The Finest Characteristics 
of Brooklyn Shoemaking 
Are Strongly Emphasized in 


‘*Andrew Geller’s Turn Shoes 
for Women of Fashion’’ 


The Coming Season 


Samples will be displayed at Hotel Commodore, Room 806-808, 
May 15th, 16th, 17th 


240-42-44 Broadway, Brooklyn, N. Y. 
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Yoel Conmpdorll 
Where Brooklyn Jhow will 
be held. 


/ Creations in'F ootwear 


The impulse of Paris, art 

and quality of Brooklyn, to 

be revealed on Fashion's 

run-way for all merchants 
to profit. 


fine a ese 





fis m foreéround 


| 7 Faayp hmenan Liner 
yi 


BROOKLYN, NY. 


USA. 


Room 807-Jtotel Commodore 
uring SOW 
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Naturally a line so typical of Brooklyn 

craftsmanship will be a center of interest 

at the Style Show. Henne creations will 

be on display at the Hotel Commodore, 

Rooms 840 and 842. As usual they will 

be found to embody the most advanced ' 
and authentic style tendencies. In the Physical Culture 


Shoe Beauty of design is 

made to blend with ac- 

— omnes . 

> ~ ciples. e ysica 

YOU ARE CORDIALLY INVITED TO MAKE lo a: oe eS 
creasing demand for 


OUR ROOM YOUR HEADQUARTERS comfort with smartness. 


See it at the Show. 


Wm. Henne & Co., Inc. 
Brooklyn, N. Y. 
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Patrons of Style 


The Shoe Manufacturers’ Board of Trade 
of Greater New York 


Committees on Authentic Shoe Style Show 
L. C. DOREMUS, General Chairman 
Style Show Committee 
Theo. Cramer L. C. Doremus 


Publicity Committee 
Emil H. Strassburger 


Floor Committee 
Mr. Lockwood Mr. Geller 
George W. Baker, Jr. 


Lights and Music Committee 





George Miller 


Sample Room Floor Committee 
Emil H. Strassburger, Chairman 
J. J. Lattemann Mr. Griffin 





Shoe Committee 
Charles Bouton 





Registration Committee 

R. H. Hoskins, Chairman 
George White Emil Weil 
Fred Eyre Julius Kauder 
Frank Grossman M. E. Tobias 
J. R. Garside Mr. Lattemann 
Joe Kozak Mr. Lipp 
J. Posner Mr. Brickett 
Wm. Zabriskie Mr. Munson 











Style Show Complete Committee 
L. C. Doremus E. H. Strassburger 
Theo. Cramer Geo. Miller 
Roy Hoskins 
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We commend to your attention 
especially, the models of highest 
type women’s footwear we will 


display on the runway. 





JULIUS GROSSMAN 


INCORPORATED 


BROOKLYN, NEW YORK 











Our full line of samples will be 
on view during the Style Revue 
at Rooms 802 and 804, Hotel 


Commodore. 
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ACTUAL PHOTO SHOWING DRAWING 
POWER OF DELIPP STYLES WHEN DISPLAYED 


THE MYRTLE 


VISIT OUR SHOW ROOMS Nos. 818, and 820, HOTEL COMMODORE 
MAY 15, 16 and 17 


SEE OUR MODELS ON THE RUNWAY 




















Makers of Women’s Best Turn Footwear 


New York Showroom: Factory: 


607 Marbridge Bldg. 133-143 Floyd Street, Brooklyn, N. Y. 
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“When I was a mere boy, apprenticed at shoe- 
making, I recall having read the first issue-of the 
Boot and Shoe Recorder, and since have been a con- 
tinual subscriber. The Recorder has always been, 
not only progressive, but a most useful benefactor 
to the entire shoe trade, and has achieved a merited 
and wonderful success, and I wish you continued 
prosperity. Therefore, it affords me very great 
pleasure in congratulating you on the celebration 
of the fortieth birthday of its publication and many 
happy returns.”—ALFRED A. KOHN, Fifth Av- 
enue, New York, N. Y. 


* * * * 


“I wish to compliment your publication as stand- 
ing in the forefront as a champion of Shoe Retailers’ 
Associations through which the enlightenment and 
practice of better business methods are reaching 
that side of perfection for which the United States 
is pre-eminent.”—A. H. GEUTING, Geuting’s, 
Philadelphia, Pa. 

* * . * 

“It affords me much pleasure to have the oppor- 
tunity of telling you of my opinion of the Recorder. 

“As you know, Cammeyer has been a subscriber 
for many years, and every issue is pursued with 
much interest. It is of great value in “Getting More 
Shoes Sold Right.’ I wish you continued success, 
and with my kind personal regards.”"—PERCY FE. 
HART, “Cammeyer,” New York, N. Y. 

* * * * 

“About thirty years ago I began selling shoes in 
the same store I am now in, and the Boot and Shoe 
Recorder was a regular visitor to the old firm, and as 
a young clerk I soon learned that I could gain much 
information by reading it, therefore I have been a 
consistent reader of your valuable journal ever 
since, and I like it better each year. I don’t see how 
any shoe dealer can afford to be without it. The 
table of comparative prices of hides and leather that 
you are publishing every week is worth many times 
the subscription price, also your timely Editorials 
on currefit events pertaining to the shoe and leather 
industry and many other articles of interest and in- 
formation. May the Boot and Shoe Recorder cele- 
brate many more anniversaries.” —TOM W. SHER- 
RON, Sherron Shoe Co., Memphis, Tenn. 


“Forty years in the dissemination of shoe retail- 
ing enlightenment; forty years of courageous utter- 
ances in behalf of the shoe retailers, 1 am sure is 
appreciated by the merchants of America. Your 
publication was one of the very few mediums, which 
during the time that false and malicious political 
attacks were made upon the shoe retailers came to 
their defense and it will never be forgotten.”—A., 
KATSCHINSKI, Philadelphia Shoe Co., San Fran- 
cisco, Cal. 

* * * * 


“I have heard that your paper is to celebrate its 
fortieth birthday, and I want to congratulate you 
sincerely on the wonderful record you have made 
during that period and to say to you, as one who 
has been reading your periodical since 1885, that I 
have received more benefit from it than from ahy 
thing else, or any other agency dealing with the 
question of shoes. I did not have the opportunity 
that others had to learn the shoe business and all its 
dealings, as I have always lived here in Tucson, and 
the only knowledge I could obtain was by reading 
your valuable paper. May you all be long preserved 
to continue the good work—is the wish of your de- 
voted and loyal subscriber.” —-HARRY A. DRACH - 
MAN, Harry A. Drachman Shoe Co., Tucson, Ariz. 


“eS ow ee. 


“Whatever success I have attained in the retail 
shoe business has been largely due to the informa- 
tion and inspiration I have received from the Re- 
corder. May your success and usefulness for the 
next forty years be.as great as it has been in the 
last forty.’—THOMAS S. CHILDS, Holyoke, 
Mass. 


= * x * 


“Your publication has been on my desk ever since 
I have been in the business and I can remember the 
Boot and Shoe Recorder being on my father’s desk 
when I was a ‘little shaver’ and I am under the im- 
pression that we have been subscribers ever since 
the Recorder was started. We consider this publi- 
cation one of the most instructive publications of 
the shoe trade. Wishing you continued success.” — 
GEORGE E. PEIRCE, Thomas F. Peirce & Son, 
Providence, R. I. 
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Business Improvement Is Noted 


GENERAL improvement in the shoe business 
A is being felt, due largely to a marked improve- 

ment in the steel and building industries with 
increased employment in Chicago and Illinois. This 
is being felt particularly by the shoe men of Gary, 
Hammond and South Chicago where the improvement 
in the steel industry has produced a corresponding 
increase in the purchasing power of the population in 
these towns. A new tube mill to cost $15,000,000 is to 
be erected at Gary within the very near future. 

Merchants in Chicago’s loop district, as well as the 
outlying business centers have had nothing to com- 
plain of in the way of sales the past week. While 
perhaps not quite up to the pre-Easter business it has 
been most gratifying and most shoe stores have en- 
joyed a good steady business, due largely to the 
improved weather conditions. There is a general feel- 
ing prevalent that sales will hold to a steady volume 
from now until the usual Summer dullness occurs, and 
retail operations it is expected will be on a much more 
stable basis by Fall, if the general improvement in 

* basic industries continues. 

With few exceptions, basic industries show a steady 
renewal of activities and it bodes well that this improve- 
ment in business has been a gradual process. Large 
orders are being received for railroad equipment. 
Production of motor vehicles for the last three months 
shows an increase of more than 65 per cent over the 
corresponding period of last year. However, some fear 
is expressed that operations may be curtailed because 
of the fuel shortage. This week has showed a general 
improvement in the leather market, tanners reporting 
considerable more activity, and being most opti- 
mistic as to the future. Manufacturers of the better 
grades of men’s shoes report fan increase in orders 
received. 

Chicago’s building boom is growing so rapidly that 
the Citizens’ Committee has begun an extensive cam- 
paign to bring 5000 building tradesmen into the city 
during the Spring. This figure was decided upon after 
a conference with the Landis Award contractors who 
predicted that by Summer construction work would 


break all recent records. An increasing number of 
buidling permits are being issued, and by the end of 
the year it is predicted that Chicago’s housing shortage 
will be a thing of the past. 

The bulk of the women’s business is on patents. 
the wide one strap, low heeled ‘“‘Flapper’’ type leading 
in popularity. Low heels also have taken a strong 
hold on feninine fancy. In the dressier types for after- 
noon wear, patents and satins are the big sellers, in 
various fancy strap and cut-out patterns. Beige is 
gaining rapidly in popularity, not only the entire shoe 
of beige but in combination with patent and worn 
with hosiery to match. All stores, by the way, are 
stressing hosiery in their footwear advertisements. In 
the combinations, walking heels and quarters of beige 
suede wth patent strap and vamp seem to be most 
popular. A new and popular model being shown by a 
State street store is of mode ooze trimmed with fancy 
patent strappings with two trimming buckles on the 
side. 

So far there has been very little call for white foot- 
wear owing to the late and backward Spring in this 
locality, but, just as soon as the weather warms up a 
little so that women begin wearing gingham, linen and 
various other wash materials, merchants are looking 
for a big demand in white footwear. It harmonizes so 
well with practically all sorts of Summer dress ma- 
terials, it is so cool and “comfy” and so easily kept 
immaculate that women simply cannot resist the 
appeal of white Summer foot wear. Indications all 
point to an unusually heavy white season and mer- 
chants are preparing for it. 

The approaching bridal season, which is now being 
featured by a number of stores in their window and 
interior displays, as well as advertising, will un- 
doubtedly increase sales of white satin and kid slippers 
in fancy and plain models, as well as hosiery. 

With the return of bright warm days the call for 
outing shoes of all types is generally increasing. Out- 
door recreation calls for appropriate footwear. There 
is a growing demand for correct shoes for golf, tennis 
and various other sports. 
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Chicago Shoe Wholesalers of 
Forty Years Ago 


By HENRY S. GATES 


HE first picture in the group 
T on the page opposite is 

that of William E. Dog- 
gett of Doggett, Bassett & Hills, 
successors of Doggett & Ward, 
one of the oldest houses in the 
business. 

Charles H. Cram was the junior 
partner. Mr. Doggett was at one 
time vice-president of the Mer- 
chants’ Savings, Loan and Trust 
Company when Sol Smith was 
president. The firm enjoyed a very 
high rate of credit by having 
bought grain and shipped to Bos- 
ton in payment of their bills at a 
time when money was scarce and 
the country was flooded with 
“wild cat’’ currency. 

Mr. Dodge was the active 
partner of Phelps, Dodge and 
Palmer. Mr. Palmer was an east- 
ern man and never took any active 
part in the business. Erskine M. Phelps was a poli- 
tician in national affairs and represented the “silk 
stocking” faction of that period. He was Grover 
Cleveland’s personal. representative in the West. 

Morris Selz is too well known to require any intro- 
duction at this time. The writer well resembers the 
first sign put up over the building on Wabash Avenue, 
next to Gore & Co., running back to Dearborn Park 
(now the site of the pubic library). The firm started out 
selling the product of the Joliet factory. They did not 
put in eastern goods until the entrance of Mr. Charles 
Schwab. 

The firm of C. M. Henderson & Co. was made up of 
Charles M. Wilbur, who attended to the eastern buying, 
Frank and Mr. Everitt and Mr. Burke, who attended 
to the credits. The firm was established by C. N. 
Henderson, uncle of Charles M. 

Jacob P. Smith came from Bloomington, IIl., with his 
brother Edward and his father. The firm started in the 
jobbing business as R. P. Smith & Sons. 

A. A. Putnam came from Boston and engaged in the 
commission business as Putnam & Mason, afterwards 
Ellis Putnam. When Mr. Ellis retired it became A. A. 
Putnam & Sons. “Put” was one of the wide awake 
men in the trade and helped make Chicago the shoe 
center of that period. 

O. C. Smith came from Toledo, Ohio, to take charge 
of the Smith Wallace firm. Mr. Wallace was the head 


Mr. Gates, himself one of the ‘‘old 

guard,” nevertheless, is 

strong. He is connected with A. A. 
Putnam § Sons 


of the manufacturing firm of E. G. 
& E. Wallace of Rochester, New 
Hampshire. They were interested 
in the Wallace Elliott concern of 
New York. 

Clarence W. Marks came up 
from the bottom rung of the lad- 
der. The writer well remembers 
when he came from Plainfield, 
near Joliet. He had had no pre- 
vious experience in the shoe busi- 
ness and started in the basement 
of his house on the corner of Wa- 
bash Avenue and Thirty-ninth 
Street. He bought a horse and 
wagon and would start out in the 
morning with a case each of men’s 
stogies boots, boys’ heavy boots 
and youths’ red topped copper 
toed boots, some women’s polkas 
and serge Congress and at night 
return with an empty wagon and 
money in his pocket. C.0.D. to 
everybody, he played no favors. That enabled him 
later in life to drive down the Boulevard behind his 
favorite “Patchin.’”’ His memory is cherished by all 
who knew him. 

No concern ever stood higher in the shoe trade than 
M. D. Wells & Co. The head of the firm was known 
far and near as “Mose” owing largely to his pleasing 
personality and affable ways. He was fortunate in 
having as a partner and life long friend, Harry J. Mc- 
Farland, who was the “club man” of the shoe trade. 
Mr. McFarland looked well after the financial and 
credit end of the business and their credit stood high. . 

The firm of Cushing, Kirk & McArlin had just 
entered business at the period we are writing about and 
was made up of John Cushing, who for many years 
was the star salesman of C. M. Henderson & Co., Mr. 
Kirk, who furnished the money to make the wheels go 
round and was a resident of Baraboo, Wisc., Albert 
McAlin who formerly was with C. M. Henderson & Co. 
and had an extensive trade in the copper country, 
dividing honors with John Telling, afterwards Guth- 
man, Carpenter & Telling. 

Sigmund Florsheim was the junior partner of Greens- 
felder & Rosenthal, afterwards Greensfelder, Florsheim 
& Co. It was largely through his perseverance that the 
firm was placed in the front rank of the trade 40 years 
ago. They had a very large trade in the lumber and 
mining districts of Wisconsin and Minnesota. 


still going 
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ST. LOUIS 
\lanufacturers Booking Business 


Salesmen in Territories Report Orders for Future Delivery 
are Satisfactory 


M ANUFACTURERS, especially 
the big, general-line houses, find 
business of a very satisfactory nature. All 
of these houses have their men back in the 
field and the reports coming into the bouse 
are of a very optimistic nature. One note 
that is especially pleasing is the fact that 
orders for future business is being placed 
in a substantial way. An official of one of 
the largest companies stated that of the 
business being sent in by the salesmen, 
50 per cent, or a little over, is for future 
business. The salesmanager of this particu- 
lar house was particularly elated over this 
situation which he described as an ideal 
one. With the future business being placed 
far enough in advance the pressure for last 
minute deliveries is greatly relieved. With 
holding of orders until late, is what con- 
gested the Easter business. The staples 
being ordered at this time permit the fac- 
tories to make good deliveries on the nov- 
elty footwear later on, when definite style 
tendencies develop. 


Pair Volume Still Low 


The unit order of the retail shoe mer- 
chant is still under what the factories 
would like to see. This is an indication, 
according to some, that dealers are still 
holding off, waiting for prices or styles in 
which they can feel a little more confidence. 

Good business is being sent in from the 
South. This section of the country has 
shown remarkable recuperative powers 
since the cotton market jump last year. 
Since that time there has been a gradual 
increase in the business, which continues 
to grow from week to week. This is espe- 
cially gratifying to this market as the 
biggest portion of the business of this 
market is done in the Southland. 


Patents for At-Once Shipment 


Patent leather is the one big bet on 
orders for immediate delivery. It far out- 
strips anything in the style field. Satins 
are having some popularity, but nothing 
compared with the patent stuff. Sport 
shoes’ are starting to be asked for in good 
quantities. The white season, which will 
open shortly, is looked forward to as 
promising to be unusually large this year. 
One manufacturer of women’s high-grade 
novelties stated that never before in the 
history of the company have they had as 
big a season as they are experiencing now 
In the white field, strap stuff seems to pre- 
dominate. Plain patterns have the prefer- 
ence over trimmed stuff. There has been 
no let up in the specialty factories, as they 
have jumped from the Easter rush right 
into the white flurry. One of the big manu- 
facturers is sold up until June Ist on white 


stuff. Sandal effects are looked forward to 
as a style having some prestige, especially 
those with the cut-out vamps, an influ- 
ence of the Roman effect, and carr ying an 
ankle strap, together with a strap running 
up from the instep. A majority of the san- 
dal patterns are shown in two or three 
ways—usually patent, white and satin. 
The dressier types carry the lower heel 
heights, but not the extreme flat heels. 


Jackson Johnson and Frank 
Rand Going to Europe 


Jackson Johnson, chairman of the 
Board of the International Shoe Company 
and Frank Rand, president of the same 
company, are going to Europe. No definite 
announcement has been made as to the 
length of time they will stay abroad. Mr. 
Rand is taking his son and will leave him 
in Europe for a year after he returns. 


Hood Opens Branch 

W. C. Springer, formerly manager of 
the rubber footwear department of the 
Brown Shoe Company, has been appointed 
manager of the new factory branch of the 
Hood Rubber Products Company, opened 
at 1533 Washington Avenue. The com- 
pany has taken over half of the first floor, 
formerly occupied by the James Clark 
Leather Company and the entire base- 
ment, which has an area of approximately 
14,000 square feet. There are sample 
rooms on the first floor which will be used 
by the company. Springer is one of the 
veterans in the rubber footwear field, 
having been engaged in this end of the 
business for over 20 years with the Brown 
Shoe Company. The branch office here 
will travel 12 or 14 men who will cover 
Missouri,Arkansas, Kentucky, Tennesee, 
Mississippi and Southern Illinois. Spring- 
er’s appointment was effective April Ist. 
D. F. Hoskins, sales-promotion manager 
of the company, is assisting Springer in 
getting the new office launched. 


Frank James Made Vice- 
President of Brown Shoe 
Company 

Frank James, sales-manager of the 
Brown Shoe Company, has also been 
made a vice-president of the same organi- 
zation. Mr. James has been sales-manager 
for five years, during which time, he has 
built up an effective selling organization. 

Barnett Makes Trip to 
Milwaukee 

Bert Barnett, advertising manager of 

the Friedman-Shelby Shoe Company has 
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just returned from a hurried trip to Mil- 
waukee, where he spent a few days on 
important business. 
Retail Business Remains 
Good 


The beautiful weather which has pre- 
vailed during the past week, was an in- 
centive to buy for those who failed to get 
their footwear in time for the Easter 
parade. The Easter parade was given 
carte blanche by the weather man, the 
day being perfect for the displaying of 
feminine apparel. Sport suits predomi- 
nated but there were not as many sport 
shoes as tweed suits. Patent and satin were 
the two most prominent styles in the 
procession. 

During the week, more pairs of patent 
were bought than any other style, with the 
exception of staple tan calf oxfords. 
Women simply can’t get enough of patent 
leather and the style is holding its premier 
place with a tenacity not recently shown 
by any one style. There is a faint call for 
slightly higher heels. The calls are being 
heard in a number of stores, but nothing 
of a real flurry for the higher heels seems 
apparent for the present. 


Satin and Patent Combined 


Satin is being shown in combination 
with patent. Satin quarter with patent 
vamp and a broad one-strap is a style seen 
in a few stores. A low heel is the type car- 
ried on this shoe. Plein satin straps are 
still good and a pressure has been placed 
on the rhinestone ornaments for the straps. 
Practically all the satins sold mean an 
added sale in the way of apair of rhineston 
buckles. Stock on these ornaments is well 
depleted. Sport shoes are being displayed 
in preferred positions in the windows. 
Some new effects in greys and greens are 
the latest types shown. Gray, with an 
apron of green, red or blue, as well as a tip 
and back stay of the same leather are 
rapidly replacing the smoked horse and 
smoked elk types, especially those with the 
all-rubber bottoms and plain toes. This 
type has suffered a real slide within the 
past few weeks. 


Mrs. Charles Peters Dead 

Mrs. Elizabeth Peters, 49 -years old, 
wife of Charles Peters, vice-president of 
the International Shoe Company, died at 
her home on Thursday, April 20. Mr. and 
Mrs. Peters would have been married 26 
years, the day following her death, and 
arrangements for a quiet home celebration 
had been planned. Besides her husband, 
three daughters survive. 


Sallenbach Estate Listed at 
$71,044 

An inventory of the estate of Henry 

Sallenbach, filed here in the probate court, 

lists personal property to the value of 
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$71,044, consisting mostiy of coupon notes 
and bonds. Sallenbach was connected with 
the A. S. Kreider Company, shoe manu 

facturers. 


Levy Stores to Carry Martha 
Washington Shoes 

The Levy Shoe stores, five in number, 
in various localities of the city have been 
made exclusive distributors of Mayer, 
Martha Washington comfort shoes. News- 
paper space is to be used in announcing 
the new line. 
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Leader Has Sale on Men’s 


Shoes 


Sam Hinckley, manager of the shoe de- 
partment of the Stix, Baer and Fuller 
store, announced for Saturday, 1000 pairs 
of men’s shoes in the downstairs store. 
The shoes offered were surplus lots of new 
Spring footwear and the price placed on 
them was $3.48 a pair. Both oxfords and 
high shoes in tan calf, tan kid and black 
kid were in the lot. 


MILWAUKEE 
Dress Footwear the Trade Feature 


Post-Lenten Social Activities Responsible Say Merchants 
Patents and Beaded Black Satins are Good 


| goat social activities, 
which have reached heighths per- 


haps never before known in Milwaukee, 
have served to make a feature of boot and 
shoe trade the call for dress footwear. An 
excellent business in slippers for formal 
and semi-formal wear has been done in the 
past week or two. Patents in a variety 
of strap effects have moved well, while 
tongue styles also are good. Black satins, 
with beaded ornamentation and plain 
satins with buckles remain popular. 
Women have paid attention to making 
footwear conform to gowns probably more 
than ever before. This has resulted in 
sales of brocade satins and single tones. 
The call for patents, however, has justified 
all hopes by dealers who went in rather 
heavily for these goods. 
The Manufacturing Situation 

“Shoe manufacturing remains about 
the same as in February and March, al- 
though within the past month one firm 
has increased operations from 60 to over 
68 per cent,”’ said the current issue of 
Business and Financfal Comment, monthly 
review of local conditions by the largest 
banking house. “This company made 
nearly twice as many pairs in March as 
in the same month in 1921,” the review 
continues. ““The demand for shoes seems 
to center on fancy and sport styles. The 
same is true in the leather trade. De- 
mand for leather has been quiet, except 
for patent and sport leathers. Leather 
sales were about 10 per cent less in March 
ind would have fallen off more had it not 
been for the export business. Prices of 
finished upper leathers declined about 5 
per cent. The hosiery business continues 
it a high level as far as Milwaukee is 
oncerned.” 

Convention Publicity Wide 

Newspapers all over Wisconsin are de- 
voting liberal space to announcements 
issued by the Wisconsin Retail Shoe 
Dealers’ Association concerning the an- 


nual convention to be held at Appleton, 
August 8, 9 and 10. The fact that so 
much publicity is being given so far in 
advance of the convention, and covers 
such a wide field, is notable. Every boot 
and shoe merchant in Wisconsin is thus 
being reached in a direct way, which 
augurs well for a most representative 
attendance. 


Reaches 3000 Pairs a Day 

The Menzies Shoe Company of Fond 
du Lac, Wisc., manufacturing Menz-Ease 
and American boy shoes, has increased 
its daily output from 2400 pairs to 3000 
pairs, the largest yet reached, due to the 
steadily improving demand. New Eng- 
land, where a vigorous connection recently 
was made, is contributing much to this 
increase. The Menzies Company is erect- 
ing a large billboard sign, 8 feet high and 
30 feet long, facing the main line of the 
Chicago & Northwestern road, where it 
will readily be seen by all incoming and 
outgoing passengers. It reads: “Fond du 
Lac—Home of Menzies and American 
Boy Shoes.” 


Credit Talk by Dempsey 

R. J. Dempsey, manager of the credit 
department of the Weyenberg Shoe Mfg. 
Company, Milwaukee, speaking before 
the Boot and Shoe Credit Men’s Associa- 
tion at its April meeting, said in part: 
“Conditions in the basis industries—steel 


and agriculture—have improved ma- 
terially within the last 90 days. The 
optimistic condition is reflected. in all 
other lines of business. This is not the 
time to discontinue the granting of credit 
to risks who find it difficult to meet their 
obligations promptly. Merchants and 
managers temporarily pressed should be 
given new encouragement by credit grants 
and be allowed time to work out their 
difficulties, if they are the type of men 
who deserve consideration.” 
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Milwaukee’s Growth Notable 


Added to the demonstration of the rapid 
growth of the city of Milwaukee by the 
decision of the village of North Milwaukee, 
with 3000 population, to annex itself to 
Milwaukee, is the fact that the local post- 
office has been granted 15 additional letter 
carriers, making a total of 350. The post- 
master asked for twice the number of 
carriers actually granted, but the increase 
will help solve the most pressing imme- 
diate problem of adequate mail service. 

Hosiery Selling Helps 

The Everwear Hosiery Company, Mil- 
waukee, has arranged to furnish its dealers 
with hosiery forms in response to many 
requests. Its announcement says: “These 
cannot be distributed gratis, but we have 
arranged with a manufacturer of forms, so 
that we can sell these at a price consider- 
ably less than you would be obliged to 
pay were you to purchase them in small 
quantities. No advertising of any kind 
appears on the forms.”” Two standard 
forms, one for women and one for men’s 
hosiery, are bieng supplied. They are 
made of paper mache, enameled and 
mounted on an ornamented wood base. 


Trade Boosters Getting 
Ready 


Milwaukee boot and shoe manufac- 
turers and wholesalers will be well repre- 
sented on the nineteenth annual trade 
extension tour conducted by the jobbers’ 
division of the Milwaukee Association of 
Commerce, which will be held this year 
from May 22 to 27. A special train will 
again carry from 125 to 150 “boosters” on 
a circuit of 23 cities in southern Wis- 
consin and northern Illinois. The itinerars 
includes Racine, Kenosha, Elgin, Belvi- 
dere, Rockford, Freeport, Ill., Beloit, 
Jamesville, Fort Atkinson, Jefferson, John- 
son Creek, Watertown, Princeton, Green 
Lake, Ripon, Fond du Lac, Plymouth, 
Sheboygan, Sheboygan Falls, Kohler, Two 
Rivers, Manitowoc and Cleveland, Wis. 


Milwaukee's Foot-Fitter 
Organization 


The Edmonds Shoe Company, Mil- 
waukee, manufacturers of the famous 
“Foot-Fitter’”’ shoe for men, has inaugu- 
rated an extensive advertising campaign 
in Milwaukee newspaper as a help to its 
local dealer organization, now numbering 
20 well known boot shops. The list in- 
cludes George Schmitt, Inc., 783 Third 
Street; Schleiger & Schulz, 1401 Vliet 
Street; Adam Steitz, 2812 North Avenue; 
Robert Peschke, 944 Winnebago Street; 
F. W. Haefs, 2655 Fond du Lac Avenue; 
Robert Kengoot, 1343 Green Bay Avenue; 
Charles Gesch, 3710 North Avenue; Frank 
Merz, 444 Farwell Avenue; Ed. J. 
Schneider, 1041 Muskego Avenue; Jandt 
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& Bluemel, 708 Muskeago Avenue; 
Charles Schudson, 496 Mitchell Street; 
E. Sauder, 85 Howell Avenue; A. Kaller, 
1266 Kinnickinnic Avenue; August Bend- 
lin, 423 Eleventh Avenue; Lincoln Shoe & 
Clothing Co., 967 Eighth Avenue; Celi- 
chowski & Gapinski, 478 Mitchell Street; 
Robert Schuh, 2215 Vliet Street; Ed. 
Schneider, 2714 Center Street; Louis 
Nehrbass, 333 Third Street. 


Witness St. Paul Style 
Display 

A. B. Caspari, of Caspari & Virmond, 
61-63 Wisconsin Street, 
chairman of the executive committee of 
the recent Civic Style Week and Atlantic 
Board Walk Exposition and Revue at the 
Auditorium and who took a prominent 
part in the conspicuous success of this 
enterprise, has returned from St. Paul, 
Minn., where he with two other leading 
Milwaukee merchants went upon invita- 
tion to inspect the style show held in the 
Minnesota capital. This was based largely 
on the Milwaukee idea and also achieved 
a very high degree of success for St. Paul 
retail merchants. 


who as vice- 


Harsh-Chapline Extensions 


Work has been started on additions esti- 
mated to cost between $175,000 and 
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$200,000 to the plant of the Harsh & 
Chapline Shoe Co., Reed and Maple 
Streets, Milwaukee, which is the North- 
western Division of the Craddock-Terry 
Company, Lynchburg, Va. It is hoped 
to have the additional facilities ready by 
July 1. 


Forsyth Leather Company 
Enlarging 

The Forsyth Leather Company, Mil- 
waukee, with plant on State Street, Wau- 
watosa, a suburb, has let contracts for the 
erection of a large warehouse addition and 
changes in the present building to pro- 
mote efficiency of production and in- 
creased capacity. 


Vogel Named Delegate 


Carl C. Vogel, export manager of the 
Pfister & Vogel Leather Co., has been ap- 
pointed official delegate of the Milwaukee 
Association of Commerce to the trade 
advisers’ division of the National Foreign 
Trade Congress to be held in Philadelphia, 
May 10 to 12. Mr. Vogel will address the 
congress on trade conditions in Central 
and Western Europe, Scandinavia, Mexico 
and the Far East, in which countries he 
has personally made exhaustive studies in 
recent years. 





CINCINNATI 


Special Sales Follow Easter Trade 


-atent Pumps, Black Satins and Even Sport Models Offered 
at Reduced Prices 


OLLOWING a fairly healthy Easter 
business, many of the local retail 
merchants started special sales on various 
lines of Spring footwear. Patent low heels 
one-straps, patent strap pumps with junior 
heels, black satin pumps, and even some 
sport models were offered at special prices. 
One large downtown store offered men’s 
welt oxfords at $3.50 a pair. The local mer- 
chants are keeping their stocks as low as 
possible, at all times. Many are operating 
on narrower margins now than they did a 
few-months ago, and in an effort to show a 
nominal profit, they are using every possi- 
ble means for moving their stocks faster, 
and thus secure a resultant increase in 
turnover. beginning to 
clean up on their stocks of tan-trimmed 


Merchants are 


smoked horse sports. The shrewder buyers 
are directing their attention to the black- 
trimmed sport, both in canvas and in the 
light leathers. 


Clearance Season Comes Early 
The fact that in many instances mer- 
chants are beginning this early in the sea- 
son to clean their stocks of seasonable 


styles at lower prices, marks a tendency 


among live merchants to keep their money 
at all times in up-to-the-minute merchan- 
dise. Many a dealer has found it costly to 
wait too long before putting the P M. on 
slow-moving stock. But today, it is noted 
that in numerous instances, sale prices are 
placed on goods many weeks before the 
usual clearance sale season comes around. 
Some of the prominent members of the 
local shoe industry have expressed the 
opinion that this Summer will see the most 
widespread cutting and slashing of prices 
in retail stocks, that the trade has ex- 
perienced for years, that the present ten- 
dency of retail merchants to clean their 
shelves of goods that shows the least sign 
of slowing up, is distinctly indicative of 
such action. 


Labor Situation Clearing Up 


During the past week a better atmos- 
phere has been noticeable, as a result of 
negotiations between the local Shoe Man- 
ufacturers’ Association and the Boot and 
Shoe Workers’ Union. For a time, a gen- 
eral shutdown of the local factories seemed 
almost inevitable. But the acceptance this 
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week by the Lasters’ Local of the amend- 
ments in the rules and the working condi- 
tions submitted by the manufacturers, 
completes the group of locals in negotia- 
tion with the employers, and thus allows 
the taking up of the question of wages. A 
complete settlement is hoped for and ex- 
pected, by the time the present agreement 
expires at midnight, April 30. 


Big Style Show Planned 

The Merchants’ and Manufacturers’ 
Association of Cincinnati, is planning a 
huge style show, as a part of the entertain- 
ment program next Fall, when the local 
organization will entertain the National 
Merchants’ and Manufacturers’ Associa- 
tion. Thirty thousand invitations to 


attend, also, will be sent out to retail mer- 
chants throughout the country. H. L. 
Haefner, head of the Alms & Doepke Com- 
pany, is in charge of the entertainment. 


Shoe and Leather Club Out- 
ing in July 

A meeting of the committee in charge of 
the arrangements for the annual outing of 
the Shoe and Leather Club was held last 
Saturday Chairman Jack LeMontre 
placed himself and Ernest Hoinke in 
charge of securing the park for the outing. 
Jimmie MacDonald and Frank Green 
were made responsible for the refresh- 
ments, and the entertainment, and Ernie 
Furstenau and Rudy Schuler were placed 
in charge of publicity. The date for the 
outing has not been determined, although 
it is expected to be about the middle of 
July. 
Morris Sichel to Return in 
‘ June 


Morris Sichel, treasurer of the Sachs 
Shoe Manufacturing Company, who has 
been spending the past two months in 
Europe, is expected back about the middle 
of June. Mr. Sichel is making a thorough 
study of economic conditions abroad. 
While he was in London, he sold an order 
of Sachs shoes. 


To Introduce New Styles 


Bill Graves, salesmanager of the Roth 
Shoe Manufacturing Company, returned 
this week from the East, where he was 
studying style conditions. Mr. Graves is 
now spending some time at the factory 
working up some new lasts and patterns. 


Boston Man Visits Cincin- 
nati 


Henry Stone of Hilburn Thompson 
Company, Boston, was a visitor in the city 
last week. He and George Newman, who 
is local representative for the Hilburn 
Thompson line spent a few days this week 
calling on St. Louis factories. 
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Merchandise Stocks Fairly Low 


Merchants of the Forest City Made Big Drafts on Their 
Stocks of Shoes During the Rush of Business for the 
Easter Season 


LEVELAND shoe merchants have 

been taking stock of their shelves 
and of the goods stored in the basements of 
their stores, and they find that they were 
forced to dig, rather heavily into them in 
the days that Clevelanders and Northern 
Ohio residents were patronizing them for 
their Easter footwear. 

Motor Industry Picking Up 

The stock market here also gives plenty 
of indication that times are picking up. 
The motor stocks have gone up in value 
under the influence of a constantly inflow- 
ing stream of orders and the factories are 
working from 60 to 80 per cent capacity. 
Speaking of capacity now, means the 
greater production facilities there, were 
added during the war, when the companies 
could hardly make automobiles fast 
enough to meet the orders. 

Bonds also have commenced to go up, 
and employment figures continue to show 
improvement, although there have been 
substantial increases made in January, 
February and March. 

Merchants in the shoe line report that 
more people are paying cash, and that 
what charging they do, do accommodate 
old customers, does not result in the ac- 
cumulation of bad debts. Payments are 
made as a rule when promised. 

Men Buying More Freely 

Shoe dealers handling men’s lines report 
that there was a quickening of the demand 
for this shoe, both from young and middle- 
aged men. 

Men have not been coming into the re- 
tail shoe market in this city for some 
months. Men were hit harder than women 
when the labor problem became acute, and 
more women could find employment than 
men, when jobs were scarce. This had its 
effect in the retail stores that cater to men. 

Shoe merchants all over the city have 
been complaining for some time that sales 
of men’s shoes were slow. They have been 
buying lightly, as a result. 

But a month ago men suddenly came 
back. Dealers were delighted with the de- 
mand that set in, and continued up to the 
day before Easter. The keen merchants 
here figure that this volume will not de- 
crease for some time. In fact, they look for 
it to go slightly higher, as more and more 
men are being put to work. 


Tans Better Than Black 


Men stick to tan closer than women 
here, and the volume of business here is 
done in that color. Black, of course, runs a 
close second in the race for popular favor. 


Oxfords with walking heels are the leading 
model. 

Sales after Easter have been satisfac- 
tory, although of course, there has been a 
letup. Business is not dull by any means 
and for the rest of the year, the average 
merchant here, is figuring on doing better 
business than he did in the last eight 
months of last year. 


Juvenile Department to Open 

The juvenile department is to make its 
advent into the neighborhood shoe store 
next Fall. Cort & Berkman, who have a 
chain of three stores in this city, that lie 
in the districts removed from the down- 
town section, are going to put in a chil- 
dren’s department. 

The experiment will be made in the 
East 105th Street store, which is approxi- 
mately two and one-half miles from the 
Public Square, out Euclid Avenue. 

The company has a commodious store 
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room in one of the busiest sections of the 
East Side, and trade has improved to such 
an extent that the juvenile department 
has been decided upon to make another 
hig leap forward. 

The department, which will be on the 
first floor, will be fully equipped with 
juvenile furniture, such as miniature 
chairs, rugs, looking glasses and_play- 
things. There will be hobby horses, teeter- 
totters, balls etc., to amuse the children 
and to attract mothers into the stores. 

“We are believers in advertising,” said 
Phil Berkman, one of the proprietors. 
“The juvenile department will be a won- 
derful advertising medium, for there is 
nothing like it in Cleveland, except in the 
large shoe stores in the downtown district. 

“Then, the average shoe stores develops 
trade as it develops. Here is a new depart- 
ment that is being added. That means 
new business, if the policy of going after 
new business is judicious. There is nothing 
like offering new facilities to get new 


business.” 


New Chapman Store Opens 

There is a new Chapman Shoe store in 
Cleveland. It is located in Superior Avenue 
near East 123d Street. It is the third store 
that this firm is operating in Cleveland. 





LOS ANGELES 


Beige the Leading Color 


Retail Merchants Almost Swamped by Demands for Footwear 
in New Shade 


EIGE is the strongest color in foot- 

wear in Los Angeles today. This was 
emphasized during the Easter season, 
when it. seemed all the ladies in the city 
wanted this particular shade in sport 
styles, and the demand has not abated 
since. Last year it was gray, and beige is 
paralleling its vogue this year. Some stocks 
were depleted quite early and others were 
very low by Easter Sunday. In many cases, 
of course, the customer can be switched 
over to gray or sand, or patent. Grays are 
getting stronger, especially in patent com- 
binations and in dresser models. 

Sport oxfords and straps of course, are 
forming the bulk of sales, but there is a 
steady demand for black satin and for 
black kid while patent sandals 
seem as strong as ever in the better models. 
Patents are expected to fall off now and 


straps, 


make room for the white shoes, 


Whites Being Displayed 


Many of the shoe stores are making very 
attractive displays of white footwear and 
although the demand is not yet very brisk, 
owing to the popularity of sport models, 
the next few weeks will see a lot of them 
going out. Most of the stores anticipate a 
bigger business in whites than ever before 


and have prepared for it with most attrac- 
tive merchandise. 

Men are buying the sport models more 
and more freely and it is expected that as 
the season develops these will comprise 
a large majority of sales in men’s shoes. 
The younger men set the example and 
those who want to stay young follow’ 
Rubber heels and sole are the rule, al- 
though many prefer the leather sole. 
Sharkskin aprons, which appear on so 
many of the men’s sport shoes, are now 
seen in the ladies’ models also, chiefly in 
the lighter color combinations. There is 
not much change in the men’s situation, 
other than the increasing demand for 
sport styles, but the general tendency 
seems to indicate that men are taking more 
interest in shoe styles, which augurs well 
for an increased number of pairs per 


persom 


Bootery Holds Closing Out 
Sale 


The Bootery is conducting a closing-out 
sale at the Broadway store, praparatory to 
leaving that location. The 7th Street store 
is doing a good amount of business and the 
Broadway customers will, no doubt, all 
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find their way up to this store. The usual 
Bootery values prevail at the sale. 


New Color Combinations 
Shown 


Some of the loveliest of the season’s shoe 
modes are exhibited at the Wetherby- 
Kayser shop in the Ambassador Hotel. Mr. 
Kleps has created a most artistic atmos- 
phere and under his able management the 
shop is doing a splendid business. Only 
exclusive models are carried and people 
from the four quarters of the globe are 
represented among their clientele. A strap 
pump which has just arrived is of gray 
suede with blue kid eighth-inch strips 
running artistically across, spaced about 
an eighth of an inch apart, looking very 
much like soutache braid. Another new 
shoe is a strap affair in beige, trimmed with 
tan calf, which Mr. Kleps said had just 
come in that morning and four pairs had 
been sold during the day, one to a party 
from New York, one from Philadelphia, 
one from St. Louis and one from Seattle. 
As he had only two pairs left, he thought 
he would have no trouble disposing of 
them. 

Brocaded satin slippers, in black and in 
white, are seemingly as strong as ever, and 
white kid with colored straps and heel are 
also being shown in a variety of styles. 
There has been no call for the Cossack 
boot at this shop. 


Store Damaged by Fire 

C. H. Baker’s Fourth and Broadway 
shoe store suffered from a fire of unknown 
origin the other morning. Considerable 
stock was damaged and destroyed. How- 
ever, they have another store just across 
the street and business is expected to be 
as usual, 


Shoe Women on Hike 


J. P. Burns has just bidden goodbye to 
three of his feminine employees, who have 
undertaken a hiking trip across the Conti- 
nent to New York on a $500 wager. The 
girls will hike all the way,—so they say. 
They will sell their photos enroute, and 
incidentally boost Los Angeles. 


Toledo, Ohio—E. S. Flatau has sold the 
Wachter Shoe Company here to C. E. 
Lynch Company of Piqua, Ohio. Mr. 
Flatau will make his future home in Los 
Angeles, Cal. 


W. J. Krauthoefer Dies 


Milwaukee—William J. Krauthoefer, 
62, president of the Wisconsin Shoe Com- 
pany, Milwaukee, Wis., manufacturers of 
athletic shoes, died at the Columbia Hos- 
pital, Saturday, March 
Emory and Chester Krauthoefer, are 
officers in the Wisconsin Shoe Company 


25. Two sons, 
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SPOKANE 
Snow Handicaps Easter Business 


Season is Delayed a’ Month, Yet Merchants Report Fair 
Trade—Men Beginning to Buy Oxfords 


Lyre business has finally arrived in 
Spokane, fully a month delayed, and 
nearly too late to protect local retail mer- 
chants in the proper movement of Spring 
Stocks. Despite the unheard of handicap, 
Easter trade reached a good volume the 
week before that holiday, although the 
flurries of snow put a damper on much of 
the trade. 

A few of the popular-priced stores man- 
aged to better their business in March over 
1921, but the average manager has been 
forced to sharp merchandising, due to the 
late season. Two particularly large mid- 
season sales startled the trade early this 
month, but with balmy days now a reality, 
the selling season is at its heigth with all 
stores busy since April 15. 

Big Convention Aid to Trade 

Attendance of over 2000 teachers at the 
annual Inland Empire Teachers’ Conven- 
tion the first week in April was a real boon 
to slack business. These educators came 
from four states, with a maiority of them 
from rural districts—all making the occa- 
sion the time for buying clothing and foot- 
wear. Dealers vied with each other in 
courting their patronage and all of the 
larger stores were well rewarded with 
trade. The Warn & Winston store was 
particularly fortunate in this respect. 

Good Buying Season Ahead 

It will take more than a late season to 
hold up trade now that it is under way. 
Every indication points toward a busy 
buying season this year. In the heart of the 
greatest timber region of the country, 
Spokane is already receiving benefits from 
the 100 per cent operation of mills in this 
territory. After a year of little operation, 
the logging camps are busy and the mills 
are using two shifts a day, contrasted to 
one, at part time, last year. Mining activ- 
ity is reported everywhere and crop reports 
indicate more than a normal yield this 
year. Building permits are the highest in 
10 years and public and private improve- 
ments and construction is on a larger scale 
than ever before. Already unemployment 
has been forgotten. These conditions will, 
beyond doubt, put the Spokane shoe men 
back into their old gait. 

Nearly all stores have stocked fairly 
heavy this Spring in anticipation of good 
sale volumes. Although fear grew out of 
the late season, expert managers report 
there is little chance of the average store 
being caught “long.” 


Eastern Visitors Appear 


Fully 25 Eastern shoe representatives 
have visited Spokane in the past two 


weeks on seasonal tours. Prominent among 
them was: W. H. H. James, vice-president 
of the Stacy-Adams Company, Brockton, 
Mass. Others included Ray Kugel of the 
Thompson Brothers’ factory at Brockton; 
Charles Lowen of Charles K. Fox, Inc., 
Haverhill; and George W. Baker of the 
E. T. Wright factory at Rockland. Very 
good business in the larger centers and 
less patronage in the towns is the general 
report they give. 

J. L. Anderson of the Brown Shoe Com- 
pany at St. Louis has had exceptionally 
good orders in the Northwest among the 
Buster Brown chain stores. F. E. Powell, 
of the Seattle Buster Brown store, was_a 
visitor here last week. 


H. & E. Stores Prosper 

The H. & E. Shoe Co. established its 
fifth store on April 8, at Yakima, Wash., 
which was celebrated with brisk business 
from the start. Manager Frank Shockley 
is enthusiastic with the two stores outside 
of Spokane, the other being at Lewiston, 
and reports that the standard $5, $6 and 
$7 prices, used exclusively, have a great 
effect in establishing the shops as popular- 
priced institutions. 


Sport Goods are Supreme 


Sport styles will be supreme here this 
Spring and Summer, judging by the pres- 
ent demand. Arthur Schulein, of the M. & 
S.:Schulein Co. has designed two excep- 
tionally striking windows in black and 
buff colors for the shop in which patents 
and satins are shown with stunning effect. 
The Schulein store has a well-balanced 
line of novelty goods this Spring, that is 
appropriate for present demands. 

Every other sale in the women’s de- 
partments is for patents, 90 per cent of 
which are for strap effects or sandal crea- 
tions. A garter pump in patent with elastic 
saddle effect is a novelty shown at the 
Shuart Walk-Over store. The sandals are 
being sold to many who call for strap 
pumps. The anklet strap sandal in patent 
is a feature at Schulein’s. 


The Greatest Oxford Year 


“True to prediction, this is an oxford 
year for men,”’ said a department official 
of Hill Brothers. ““Never have we sold 
oxfords to men so early in the year, and 
never in such quantities. Broader toes are 
also meeting with favor, with the brogues 
not as popular in recent months. The boys’ 
department is also receiving a rush on 
oxfords, typical of this season.”’ 
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No.*1—White Canvas 
kid trimmings., Price.... 


HE turn of theyseason has brought white 
“#7 into high favor. “When you buy to sell again 
2 at a profit try the Mackey method— 
” | First—make your selection of a particular 
pattern. 
Second—Pick your selling sizes. 
Third—Diversify the order in colors and materials 


For example you can pick the Fi Fi pattern and 
get all the variations on this page. 








No. 2—All Whi a A. _ a — No. 3—Patent Leather. red or ite No. 4—White Ls anvas, with trimmings 
green or red unc ay beneath p derlay benes — i ofr ed. gre en, brown or white 
Price $7.50 un der! ay beneath perf $7.00 


MACKEY SHOE CO. Inc. 
*Master ~Made ~Turns” 
54. Classon Ave., Brooklyn.NY. 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 
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THE OLD and THE NEW 


There are certain Things which Time alone 
can build. Individual Character is one. 
Business Character is another. 


Business Character finds expression in quality 


of product—integrity of policy—broad-minded . 


fairness in every commercial transaction. 


Consider the character of the House of 
Ziegler. Since 1869 this company has manu- 
factured Shoes for Women and Children 
which have been recognized in every market 
of the world as representing the highest type 
of American craftsmanship. 


A recent reorganization places the affairs of 
the company in the hands of a group of young 
men who are essentially of the modern school. 
It will not be their policy to look back nor 
take comfort in past accomplishment. 


Still they will hold fast to those principals 
which have made this business what it is 


today. 


Result: The Zeigler product will be found to 
have all the old-time quality of expert crafts- 
manship with a hint of tomorrow in its ad- 


vanced style and design. 


ZIEGLER BROTHERS CO., Inc. 


CORNER 22nd AND LEHIGH AVENUE 
PHILADELPHIA 


NEW YORK OFFICE: 


Ne. 409 CENTURY BLDG. 
No. 1 W. 34th STREET 


RECORDER April 29, 1922 





The Quality 
Goes In 
Before the 
Name Goes On 


WELT anp TURN SHOES 
FOR 


WOMEN anp CHILDREN 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 
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Improvement Noted in Leather Market 


Easter Lull Giving Way to Slightly Increased Activity; Few 
Large Orders Reported for Calf and Kid; Patent 


HE best feature of the upper 
leather market during the past 


week has been the demand for 
patent leather. It is believed that the 
call for patent leather will continue for a 
long time to come. Tanners, as a whole, 
have been operating on a short-time basis 
for some weeks, although there are signs 
now of improvement following the lull at 
Easter time. There has been more inquiry 
the past week by shoe manufacturers who 
are getting ready for their Spring and 
Summer run, and there have been some 
scattered large orders on light upper 
leather, including calf and kid. 
Trading has been quiet on side leather 
for the past few weeks. 


No Change in Demand for Sole Leather 


The sole leather situation shows no 
material change. There is a movement on 
regular orders for staple goods which keeps 
the market fairly well cleared up and sup- 
plies are not burdensome. There has been 
some improvement in the business with 
Europe which helps to steady the local 
market. There is virtually no change in 
the price situation, either in upper or sole. 

More confidence is expressed in the out- 
look for leather business for Spring in 
view of the excellent Easter trade re- 
ported on shoes from all sections of the 
country. The greatest drawback to a 
large volume is conceded to be the indus- 
trial situation which is hampered by 
strikes in the coal fields and among the 
textile trade. 


Light Weight Calf Selling Well 


An improvement has been noted in the 
calf leather market the past week, tan- 
ners holding firm to prices, although 
buyers are calling for lower prices. The 
market is now on a lower price level than 
last Fall by about 10c a foot. The stand- 
ard tonnages of colored chrome calf are 
still quoted at 45c for the top, and down- 
ward according to quality. Good grade 
leather in plump weights is saleable at 
10c to 43c a foot. The lighter weight 
leather, used for women’s shoes, brings 
from 35c to 40c for the standard tannages. 
Blacks are quoted at from three to five 
cents less per foot. Cheaper grades bring 
from 22c to 28c. Job lots of snuffed 
leather are quoted at from 12c to 20c a 
foot. There is a fair call for suede calf- 
skin, with best demands for grays and 
browns, and white leather. The top 
grades of ooze calf are quoted at from 55c 


Continues to Be the Feature 


to 65c per foot, medium grades from 45c 
to 50c and the cheaper suede skins from 
30c to 40c. 


Side Leathers Moving Slowly 


It has been a quiet week on most tan- 
nages of side leather. Purchasers are ask- 
ing for lower prices, but tanners are not 
inclined to make sales which do not admit 
of a profit. The best selection of full grain 
colo ed sides are quoted at from 26c to 
30c a foot, the medium grades at around 
20c and the cheaper selections from 12c 
to I8c, the latter principally for snuffed 
leather. Some job lots of snuffed leather 
have brought from 8c to llc per foot. 
The better grades of heavy waterproof 
leather are still quoted at 25c to 30c, 
with medium selections at 18c to 24c. 
The call for buck is not as large as a few 


weeks ago, but there is still considerab:€ 
business being done on buck leathers- 
Genuine buck brings from 60c to 70c per 
foot, and side buck is quoted at 37c to 
40c, with medium grades around 30c to 
35c, and Jower selections 20c to 28c. 

A good volume of business continues in 
patent leather and the leading tanners 
have had difficulty in keeping up with 
their orders on some selections. Chrome 
patent kips are held at 40c to 45c per 
foot, medium grades 30c to 35c and top 
grades of patent sides bring from 35c to 
40c. No. 2 leather 28c to 30c and No. 3, 
20c to 26c, according to condition of the 
leather. There is a fair call for patent 
kid which is quoted as high as 65c to 80c 
per foot, with good Jeather available at 
45c to 60c. There is an improved call for 
patent leather for the export trade. 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak ’ To day 
Calf, suede, top grade. . $0.32 @$0. = $1.40@$1.50 $0.60 @$0.70 
Calf, smooth, colored, top grade 28@ 1.40@ 1.50 40 @ 42 
Calf, smooth, black, top grade. . .26@ co 1.30@ 1.40 35 @ ,38 
Side leathers, colors, top a. 18@_ .22 -75@ 1.00 22 @ .28 
Side leather, black, top grade. . 16@_ .20 65@ .90 .20 @ .26 
Genuine buck.. 45@_ «50 1.40@ 1.60 60 @ .75 
White buck, top rade (si side jelean) .28@ .30 .90@ 1.00 35 @ .40 
EIk, heavyside. .. re -24@_ .26 .65@ .70 22 @ .24 
Kid, colors, best fancy... ce .35@ .40 1.40@ 1.65 70 @ 80 
Kid, colors, top grade.......... .28@ .30 1.35@ 1.60 60 @ .75 
Kid, black, top grade.......... .28@ . .30 1.35@ 1.50 60 @ .65 
Kid, medium, colors........... .20@ _ .24 -70@ 1.10 30 @ 45 
Kid, medium, black... .. .. . 18@ .22 .60@ 1.00 25 @ AO 
Kid, cheap. . .06@ .12 .20@_ .36 cs a oe 
Cc ‘hrome patent ‘sides. . 25@ .30 85@ 1.05 30 @ 42 
Patent kid. . a 40@ ... 1.40@ 1.60 60 @ .80 


Sole Leather (price per pound) 


gD een res .32@ 


Union. .... dnt anton ewes — 


No. 1 oak backs............. .38@ 
No. 1 oak bends, shoe mifrs.” use. 416@ 
No. 1 oak bends, finders’ use. ow ee 


33 56@ .58 26 @ .27 
.36 .90@ ... 45 @ .50 
39 .92@ .95 47 @ S2 
AZ .98@ 1.05 60 @ .65 
48 1.15@ 1.25 65 @ .75 


Raw Hides and Skins (price per pound) 


(1913 Av.) 

Native steers, as used in sole 

leather, barness, etc.. . .-@ 18% 52@ 55 13%@.14 
Heavy Texas steers, ‘for sole 

leather. . . ..@ .18 vee ie 12%@.13 
Light native cows, for side upper 

leather. . 4 .-@ 17% .@ .62 11%@.12 
Branded cows, for "light ‘sole 

leather. ..... .-@ 17% ..@ .50 10%@.11 
No. 1 buffs for heav y “upper ‘and 

side leather...... os oa OD A5@ 50 08 @.08% 
No. 1 Chic ago Cc ‘ity ‘calfskins 

for ‘fine calf leather... Biawet a ..@ 17% .80@ 1.02% 10 @.14% 
Kips for upper leather... .-@ .16% 65@ 80 10 @.13% 
B. A. hides, for hemlock sole 

leather........ ee eT ab ...-@ .30 A2@ A6 .15%@.16 





112 BOOT AND SHOE RECORDER 


I Jig —_ 


Ong, 


ORE than sixty million copies of Keds adver- 
tisements will appear during 1922 in the most 
prominent national magazines. Every advertisement 
features this fact: “They are not Keds unless the 
name Keds is on the shoe.” This means that your 
trade is going to ask for more Keds than ever and 


will be satisfied only with Keds. 


A well balanced stock of Keds will meet this 
demand and increase your profits. 
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A high grade canvas, rubber soled shoe, leather trimmed. 
This shoe is made by the “Camco” turn process. 
Its rubber sole is attached by thread. 
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A high grade canvas, rubber soled shoe, leather trimmed 
known as a Regent Ked oxford. Its rubber sole is 


attached bv vulcanization. 


Canvas Rubber Soled Shoe Development 


Big Growth Since 1915 When a Progressive Rubber Footwear Manufacturer 
Visualized the Superior 1922 Product—Tennis Shoe or 
‘Sneakers’ Transformed by Machinery 


RIOR to 1915, very little thought 
p had been given to the question of 

style, lines, or character, in the 
construction of canvas rubber soled foot- 
wear. Until that time, the idea was to 
merely produce what was called a tennis 
shoe or “sneaker.” 

In 1915, one of the more progressive 
rubber footwear manufacturers had a 
vision and that vision revealed to him the 
possibility of making, by means of vul- 
canization, a superior rubber soled canvas 
shoe product, which in general appearance 
would closely resemble the leather shoe. 


Mechanical Means Devised 


To do this, some radical changes were 
necessary and the carrying out of these 
changes was dependent upon the provid- 
ing of mechanical means to produce this 
superior product. And so, machinery was 
introduced to rubber shoe plants and was 
applied to processes which had hitherto 
been accomplished only by hand. 

With the advent of machinery, it was 
possible for the pioneer rubber manu- 
facturer to see his bright dream realized 
—other rubber manufacturers took up the 
idea and more machinery was adopted— 
the result was a high-grade canvas, vul- 
canized rubber soled shoe, with all the 
earmarks of the high-grade canvas leather 
soled shoe, except that the sole, instead of 
being attached by means of thread, as 
was that of the leather soled shoe, was 
attached by means of vulcanization. 


New and Useful Methods 


In the period between 1915 and the 
present day, practically all of the leading 
rubber soled canvas shoe manufacturers 
have adopted, in varying degrees the ma- 
chine method in the construction of their 
better grade, rubber soled canvas shoes. 
And with the application of machinery to 
the rubber soled shoe, the United Shoe 
Machinery Corporation, through its exten- 
sive knowledge of shoemaking and the 
application of machinery to various types 
of shoes, succeeded in developing new and 
useful methods adaptable to rubber shoe 
manufacture. 


Rubber Shoemaking Idealized 


Machinery has idealized rubber shoe- 
making. In the opinion of an expert, it 
can do for the rubber shoe what it has 
done for the leather shoe. For instance, 
take any rubber soled canvas shoe that 
was made prior to 1915—and compare it 
with the canvas rubber soled shoe made 
today and you would not think that it 
came out of the same plant. With today’s 
high grade product, you would find it very 
difficult to differentiate between it and the 





The old tennis shoe or “sneaker” 


high-grade leather soled canvas shoe or 
leather. 
Wide Range of Usefulness 


It is worthy of note, however, that 
while these shoes were originally used 
for tennis purposes and later became 
“sneakers” for boys’ wear principally, 
they now cover a wide range of usefulness. 
In the sport types, they are used for ten- 
nis, golf, yachting, basket ball, bathing, 
mountain climbing, hiking, hunting, etc. 
For professional work, they are used by 
nurses, doctors, barbers and waitresses. 
For women, there is a line for domestic 
use, especially adapted for wear around ° 
the house, in the kitchen, dooryard, etc. 
On the other hand, there is an attractive 
line for street wear and semi-dress wear 
of the sport type. The trimmed sport 
shoe for boys is now a standard for Sum- 
mer time athletics and vacation purposes. 
Boys change to this type of shoe with the 
same regularity that they change to straw 
hats. There is a line of work shoes of 
rugged type for agricultural, factory and 
general heavy use. For very small chil- 
dren, the line runs from barefoot sandals, 
ideal for growing feet, to a wide variety of 
styles which match small frocks. 


Rubber Soled Turn Process 


The United Shoe Machinery Company 
has a special department which devotes 
its entire time to collaborating with rubber 
footwear manufacturers, and one of the 
results of these conferences and study has 
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“CONSTANT COMFORT” 


**AMERICA’S BEST COMFORT SHOE” 


In this age of specialization why not let specialists in comfort 
shoemaking serve you? All our efforts are given to making 
black kid turn shoes. A trial will convince you that we have 
shoes you need. 

We carry sixty styles of straps, oxfords, boots and Juliets in 
stock. 

Our In Stock service is of the best. 


Ault- Williamson Shoe Co., Manufacturers 


No. 56—Black Kid Plug Oxford, 12/8 Wing Auburn [OS ANPEIES Corece, OE Bb creer =6Maine 
Foot Heel, Gray Ooze Lining. In Stock C, D, 
Fe Re Kansas City, Mo., Office—Suite ““C” Mass. Bldg. 

Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. 7 South Fifth St 


No. 478—Best ORDER 
Quality Black NOW 


Kid Oxford, 

11/8, Cat's Paw 
Heel, Gray Ooze 
Lining. Com- 
bination Last. 


No. 


No. 81—Black Kid yoy Santel. Gra 
No. 477—Same uw as 478 in Plain Toe. Ooze Lining, 9/8 Cat's Paw Heel. In Stoc 








Both In Stock A, B, C, D $3.15 B, C, D, E $2.40 No. 83—Black Kid, Two-strap Sandal, 12/8 
( | Last — 5” Ball, A Inste p. AA No. $6—Same Style, Next Grade, Drill Lining. Wing Foot Heel, Black Kid Ornament. In 
Heel Se In Stock C, D, E . $2.00 Stock A, B, C, D, E $2.65 


























IN STOCK - ON THE FLOOR 


WIRE OR WRITE ORDERS 


3906—All Patent Leather Sandal, All French 
Corded 12/8 Box Wood Cuban Heel, Turn 
Sole, All Kid Lined. 
AtoC. 2%to8 


3908—Ditto as above, in Genuine White Kid... 5.50 


S. W. FELDSTEIN & CO., 127 Duane St. ec 


NEW YORK CITY 

















GROPING IN THE DARK 


Time was when the purchase of advertising methods this organization is able to supply 
space was a “‘blind groping in the dark.’’ Ad- just the data an advertiser needs. The dark- 
vertisers had no means of checking a pub- ness is dispelled and the bright light of veri- 
lisher’s statement of circulation and often fied facts takes its place. Space buyers no 
these figures were unreliable. longer find it necessary to grope in the dark. 

In six years the Audit Bureau of Circula- There are no dark spots in the Boot and Shoe 
tions has solved this perplexing problem. By Recorder circulation. Our records are audited 


a systematic analysis of distribution and by the Audit Bureau of Circulations. 
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been the production of a rubber soled turn 
shoe which is an innovation in the art of 
manufacture, as never before had it been 
possible to manufacture a rubber soled 
shoe by means of the turn process. This 
turn process gives a very high-grade 
product and this process is particularly 
applicable to an attached rubber sole 
proposition. 

Nine out of every ten rubber shoe 
manufacturers feel, and rightly so, that 
as the basis of the rubber industry is vul- 
canization, they should continue along 
those lines, and at the same time put into 
their product those features which have 
been so much desired as to character, 
style and serviceability. For these manu- 
facturers, the United Shoe Machinery 
Company has succeeded in providing 
mechanical means which will permit them 
to make their own product in their own 
way. These rubber manufacturers attach 
the rubber sole by vulcanization, whereas 
the rubber manufacturers who have 
adopted the turn attach the 
rubber sole to the means of 
thread. 


process 
shoe by 


Bigger Developments Expected 


It is reasonable to expect that within 
the next ten years, the bulk of all canvas 
rubber soled footwear will be made by 
machinery, and that there will also be 
tremendous trides made in the manufac- 
ture by machinery of artics, overshoes 
and the like. And back of it all his suc- 
cessful accomplishment will be the idealist 
and the same strength of organization and 
directing personnel which has been char- 
acteristic of the rubber industry since the 
days when Charles Goodyear discovered 
that fundamental in rubber manufacture 
which has made his name famous the 
world over—namely vulcanization. 


Big Rubber Shipment 


The City of Valencia has arrived from 
Colombo with 4897 packages of rubber 
and the Keenun from Singaport with 
6492 cases and 8995 bales of rubber. 


Rubber Market Inactive 


It appears that late on Saturday morn- 
ing, April 22, there was for a short time a 
fairly active market for plantation rubber, 
especially for future shipment, which, 
however, was without material influence 
upon market values. No renewal of this 
demand was reported up to a late hour 
Monday, and while there was no actual 
recession of prices for near position and 
not much in those quoted on futures, the 
feeling was rather easy. According to 
some private cables London was holding 
firm at 87d, and the market here was 
expected to come back as soon as any 
consuming demand shows itself. In the 
meantime there is no pressure to speak 


of and none of the offerings at current 
prices are of large lots. At the closing 
holders’ ideas were about 1634c for June, 
17\%c for July-September, 18c for July- 
December and 184c for October-Decem- 
ber, these quotations applying to both 
ribbed smoked sheets and first latex crepe. 

The lower plantation grades were also 
quiet, but steady, prices being maintained 
at the levels established at the end of last 
week. 

There was no reported movement in 
Paras, but they were not urged for sale 
and prices were unchanged. 


Rubber Quotations 


Plantations— 

First latex, crepe, spot. . . 
epee 1634 @ 
May.. ee 
June. . , mm -— = 
J wly-September.. 17%@ 
July-December........ 18 @ 

Ribbed, smoked sheets, 

Serer er ere eee 
~ . -ahdnabanel 
May. 

June. . ms 
July-September... 
Jely-Deowsber....... a 
October-December..... 184@ 

Brown crepe, thin, clean. 15 @ 
ee 
*Amber No. 1.......‘. . 164 @ 
Amber No. 2 154@ 
Amber No. 3 156 @ 

Para—Up-river, fine..... 19 @ 
*Up-river, coarse...... 1334@ 
*Island, fine. . .. 1 @ 
Island, coarse. .. 94%@ 
Caucho, ball, upper.... 14 @ 
Caucho, ball, lower... . 114@ 


1634@ 


16%4@ 
16% @ 
1634@ 
17 @ 
174@ 


*Centrals—Corinto. .. . 
*Esmeralda........... 
*Mexican scrap...... 
*Guayule, wet........ 


eee80008 


*Balata, block, Ciudad 
*Balata, block, Colom- 
bian. . 


*Benguella, No. 2..... 
*Kassal, prime black... 14 
*Kassal, prime red..... 10 
*Nominal. 


Scrap Rubber 


Prices remain low with no probability 
of improvement until there has been a 
more substantial rise in crude rubber. 
Meanwhile, scarcely any buying of scrap 
is being done. 

Boots and shoes......... 2%4@ 
Arctics, trimmed........ 1%4@ 
Arctics, untrimmed...... 14@ 
Inner tubes, No. 1 aa: 
Inner tubes, No. 2....... << a 
Hose, steam, fire 
Tires—Automobile...... . 
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New Shoe Stores 


N. Hillson & Sons (Sam Hillson, Pro- 
prietor), Waterville, Maine-—(Third Hill- 
son & Sons store). 

R. B. Burns, Lincoln, Ala. 

Army & Navy Store, Dawson, Ga., shoe 
department. 

Blanchman & Co., Englewood, II. 

Sincoe’s, Charlotte, N. C., shoe depart- 
ment. 

Carl Hamsing, Merrill, Wis., 
Carroll Street. 

Karstens, 22 North Carroll Street, 
Madison, Wis., shoe and hosiery depart- 
ments. 

B. Barnett, 2128 Ontario Street, Cleve- 
land, Ohio. 

Cammeyer’s, 390 Fulton Street, Brook- 
lyn, N. Y. (fourth chain store). 

Julius Hesser, Sheboygan, Wis. 

Montreal Boot Shop (Joseph Jolicoeur), 
Montreal, P. Q. 

Lloyd,s Shoe Store, Springfield, Ill. 

Belt & Belt, Aledo, Il!. 

Schonmiller Clothing Co., New Loth- 
rop, Mich., shoe department. 

Service Boot Shop (Philip Bernstein), 
Montreal, P. Q. 

W. C. Lane & Co., 110 North Vermilion 
Street, Danville, Ill. (also Hosiery Section 
in charge of Mabel Smith). 

Adler Shoe Store, 121 West 42nd Street, 
New York City ;14 in Adler chain). 

T. J. Reid Shoe Company, St. Louis, 
Mo. ;Official opening March 28 hsoiery 
department). 

The King Shoe Store, Inc., 
Street, Rochester, N. Y. 

Fairmont Store ;l. Meard), 
Conn. 

Delmon Shoe Salon, 588 Madison 
Avenue, near Fifty-Seventh Street, New 
Yor. 

J. M. Gidding & Co., Fifth Avenue, 
ew York ;shoe department, S. T. Bene- 
dict, manager). 

Wm. Hahn Shoe Company, 1318 G 
Street, Washington, D. C. ;Fifth in 
Washington). ;J. W. Gibson, proprietor). 

A.J. Cotton, Greensboro, S. C. 

B. W. Trotter, Brandon, Manitoba. 

R. M. Harris, Wayne, Nebr. 
ington). ;J. W. Gibson, proprietor). 

A. J. Cotton, Greensboro, S. C. 

B. W. Trotter, Brandon, Manitoba. 

R. M. Harris, Wayne, Nebr. 

3 Boot Shop, Savannah, Ga 

H. C. Sollier, Whalan, Minn. 

Deering’s ,726 K Street, Sacramento, 
Calif. 

William Crusey & Son, Sidney, Ohio. 

I. Pover, Deerfield, Wis. 

D. L. Harris, Merrill, 
department. 

Cody’s Economy Shoe Store, Ironwood, 
Mich. 

The Trade Mark Shoe Company, Co- 
Operative Store Building, Fond du Lac, 
Wisc 


22 North 


108 State 


Bristol, 


Wisc., shoe 
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BOs2 220% of 
499-4 Comfort 


Shoes For Women 
TURNS AND DAVIS PROCESS (Patented) 


N 
CUSHION TREAD 


FLEXIBLE SHOES for WOES 


Davis Process Shoes have great flex- 
ibility, a splendid cushion at the ball, 
a perfectly smooth leather innersole 
and they give an extra amount of 
service. 


Stock No. 4442 


Davis Process Kid Oxford, [mt. 
Tip, 11-inch Rubber Heel, 6-8 
Last 
$2.50 


Same style as above, Brown. Kid 


No. 4444—$2.75 
In Stock C-E 


CROSS SECTION - INNER SOLE 
RAISED TOSHOW CUSHION 


Send for Catalog 


Made by 


MA. H. BERRY SHOE CO. £ 
~ PORTLAND, ME. i 


BOSTON OFFICE 428-430 ALBANY B’LD’G. 
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Chippendale Design 


makes an unusual and distinctive Dis- 




















play Fixture, that sets off merchandise 
in a splendid and attractive manner. 


Besides being beautiful the fixtures 
are practical, the kind you will find it 
easy to work with, and you may be 
| yy certain of your display “‘getting across” 


in an attractive manner, for 

Fixtures will form the background of 
the impression you wish your mer- 
chandise to create. 





SHOW CASES 








Hugh Lyons & Company 
707 South Street, Lansing, Michigan 


Chicago New York 
232 S. Franklin St. 35 West 32nd Street 
































Boston, 52 Chauncey Street 




















LIGHTING 
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is an umportant element in the sale of your 
merchandise. Style is built into your store 
front and your window back. Style dis- 
tinguishes your interior displays. It is fit- 
ting, therefore, that this dominant thought 
be expressed through all your store fit- 
tings--more especially the seating. 


Our ‘Directory to Shoe Stores of the Better 
Kind shows how Milwaukee Individual Shoe 
Store Chairs enhance the beauty of many 
leading booteries that you know. 


MIEWAUKEE CHAIR C2 


FOR OVER AHALF CENTURY 

Makers of Fine Chairs 
LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
MILWAUKEE - CHICAGO - NEW YORK: SEATTLE-MINNEAPOLIS 
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Our number 264 is an exceptionally sheer chiffon hose, made of pure 
Japan silk, with a mercerized top for added strength. 

It is a “semi-fashioned” hose, shaped at the ankle, and comes in the 
following colors: Black, white, polo, suede, champagne, rose, beige, taupe, 
gun metal and gray. 

Each pair is wrapped in a separate transparent envelope. Boxed 4 


dozens at $12.50 a doz. Delivery May 15. Write to Dept. P. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


BROADWAY AT 24TH STREET - NEW YORK 


Boston Office 31 Bedford Street 
Philadelphia Office S euepeeeaemniind sith siiameegeenranenat nena 1033 Chestnut Street 
Buffalo Office way Mutual Life Bldg., Pearl Street 
Chicago 36 South State Street 
San Francisco 259 Geary Street 
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TWO FAVORITES 
NO. 1375-1375}2 
SLIDE BUCKLES 


Sizes 
34-2-54-%-% In. 
Finishes to harmonize with 
leathers or fabrics 


No. 1375-13751, Buckles have met 
with much favor. 


Preferred by manufacturers because 


They are assembled to slippers ‘> 

looping strap around cross 

are laid on flat when machines are 

equipped with attachment for jumping 

the bar while stitching or stapling. 
Preferred by wearers because 


They ornament footwear and hold the 
strap snug across the instep. 


Note:- - and VP inch are new sizes now 
bein in mse to demands o 


the trade 
Samples free upon request 
NORTH & JUDD MFG. CO. 


New Britain, Conn. 


BRANCH SALES OFFICES 


NEW YORK, 127 Duane St 
CHICAGO, 326 W. Madison St. 
ST. LOUIS, 608 Victoria Bidg. 
SAN FRANCISCO, Postal Tel. Bidg. 





—— | 
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Footwear 
Dressings 


That 
Sell 


gaa The use of our complete line 
by America’s largest manu- 
facturers have made us the 
largest manufacturer of Shoe Finishes in the 
world. This is why the Boston Blacking 
Company's line will sell in your store. 
BOSTON White Heel and BOSTON White Canvas 
Edge Stain. Dressing. 
BOSTON BOSTON Nubuck Powder. 


Cream. BOSTON Imperial Cream 
Friction Polish. 


White Canvas 


And our complete line of shoe dressings 


If your jobber cannot supply you — write to us 


Boston Blacking Company 
Specialty Department 


East Cambridge Mass. 














Practical Styles in 
Attractive Tints and Colors 





Special Boxed Assortment of 


500 Blank Tickets 


( Five Designs~ lOO each ) 
also including 


A Bottle of lettering Ink 
3 Patent PrioeMarking Pens 


(850 


Sent a sen 


Jour check must accompany orde 








STANDARD SHOW CARD SERVICE, INC 
6433 Ravenswood Qv.— = Chi 


oO, Il. 


Money refunded if not satisfactory 





— 
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Nothing in the Shoe 
But the Foot 


> SPLIT SHANK 
RIVET 
LOCKING SHANK TO INSOLE 


Let the Shoe Itself Support the Arch 


ANY people in your city are troubled with weak or 


fallen arches. 


You should sell them shoes built with Crawford Arch 


Supporting Shanks. 


Do not let them experiment with 


those contraptions called arch supporter, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 


arch and destroy the shoe. 


A LINE of shoes with Crawford Arch Supporting 
Shanks is a business building asset for any 
lively shoe store. 

The Crawford Arch Supporting Shank is built 
right into the shoe—fitted between the inner and 





93 Centre 
Cincinnati 
708 Broadway 


cago 
18 South Mark 


11 Florence 





Brockton, Mass. 


outer soles and locked to the insole. It preserves 
the shape of the shoe and gives support to the arches 
and ease to the foot. It cannot abrade the skin. 


United Shoe Machinery 
Corporation 


Boston, Massachusetts 














Milwaukee 
258 Fourth 
New Orleans 
216 Chartres 
New York 
37 Warren 
J. K. Krieg, N. Y. 
39 Warren 
Philadelphia 
221 North 13th 
Rochester, N. Y. 
130 Mill 
St. Louis 
1423 Olive 
San Fran 
859 Mission 
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A Name That 
Means Money 
for You. 


Keep “Cordo-Hyde” Laces In Your Window 


You would sell more ‘“‘Cordo-Hyde”’ laces if you would 
keep them on display, for the demand is universal ‘for 
the lace that outwears by months ordinary laces, stays 
tied, and never looks shabby. 


We will help on the display by furnishing Display Signs 
—how many do you want? 


LACE DIVISION 


O. A. MILLER TREEING MACHINE COMPANY 
BROCKTON, MASS. 


= 


a Oe ee ees 


= 


= ~ 
— a 


= 


= 
= 
—<—— 


= = 





PITTTTTTiT 


A] VOUDUOUENELONEREODOREDOAEDEDNORSOOOORODEONOREORELED 


April 29, 1922 


y/ 
D SSS = 
= —— SUN 


SHOE yl Helps 
Lo Get More Sos tie 





VODUUNUAEODEEDEBEUODONNALOLODaN 


BOOT AND SHOE RECORDER 

















TUTTI 








Merchandising Possibilities of May 


Numerous Opportunities to Increase 
Business Can Be Found If Sought 


HE merchant who will take time to sit down 
and think, will find many avenues of trade ex- 
pansion that can be developed during the 

month. 

If he will take a pencil and scratch pad and make a 
list of the various activities in 
which the people of his com- 


ized base ball teams there are within the trading zone 
where he does business? 


What One Man Did 


A few years ago a small city merchant made such a 
survey. He got the name of 
the captain and manager of 


munity are interested; list oppo- 
site each activity the various 
styles and types of footwear 
that should be worn on these 
occasions; and then set out to 
find ways and means of develop- 
ing the business and creating a 
desire for the merchandise he 
has, he will be surprised at the 
possibilities that present them- 
selves. 

He may not be able to cash in 
on all of them during the one 
month but the head work must 
be done in order to reap the 
harvest later. 


Sport Bugs Begin to Bite 


Merchandising Calendar for May 


May 1-6—The beginning of the second lap of the spring * 


and summer season. More variely of social activities 
means a wider range of styles. 

This is a good time to feature men’s shoes in dis- 
plays and in advertising. While footwear advertising 
should be mailed if the weather is warm. 

May 8-13—Every communily has a high school and 
many colleges or universities. Commencement is a big 
event in the life of every young man or young woman 
who graduates. Get a list of the graduates, send a per- 
sonal letter to each one now. Advertise golf shoes for 
men and women. 

May 15-20—Monthly meeting of employees. Topic, 
“Special Footwear and Hosiery.”” Do not neglect the 
hosiery section. It can be made one of the most profit- 
able departments in the store. 

May 22-30—Display “sneakers’’ and sport footwear con- 
spicuously. Stress this merchandise in advertising. 
A Memorial Day window trim marks a store as being 
both patriotic and progressive. A section of the adver- 
tising space may well be devoted to an editorial on 
Memorial Day. Send statements to credit customers. 
Take trial balance. 


each of these teams and wrote 
each a personal letter telling 
about the base ball shoes. he 
was carrying. He not only 
fitted up several teams to the 
last man but sold base ball 
shoes to individual members of 
several other teams. The best 
part of it was that he converted 
most of these young men into 
customers of his store for their 
other footwear needs. 

The golf bug bites hardest 
in May. All over the country 
new courses are being opened 
up and with them is a new field 
for the alert shoe merchant. 
Have you a list of the men and 





Business getting is not real easy. It takes hard 
work and careful planning; but for that very reason 
makes a merchant feel so much better when he does 
get it. 

The professional base ball players, the men who 
make a business of the sport have been playing ball 
for a month and now the virus has begun to work in 
the system of nearly every red-blooded young man 
and boy in the country. How many merchants ever 
take the trouble to find out how many regularly organ- 


women who are members of the various golf clubs in 
your trading zone? 

Golf has become such a common sport that the pos- 
sibility of extra sales to the devotees of the game lie 
sharply defined before almost every merchant. Many 
of the styles in general use for street shoes can easily 
be converted into golf shoes by the application of one 
of the various non-skid attachments on the market. 


Have you noticed the tennis courts being cleaned up 
(Continued on page 129) 
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Going outside of the shoe field for window lrimming accessories —Note the clever use of the automobile tire and other aulo accessories 


Window Displays for the Month of May 


Settings Which Express the Spirit of the Season Multiply the 


Effectiveness of the Trim 


HE writer was talking to an enterprising retail 

shoe merchant the other day, and during the 

conversation the subject of window display was 
touched upon several times. 

One thing that was impressive was the fact that 
this merchant was so sold on his show windows and 
attractive display that he remarked “I consider my 
display front my best medium of publicity.”” He said 
that he had always given more than a passing thought 
to his show windows and that there was never a trim 
in them that did not have careful consideration as to 
the decorations, background and the proper display of 
merchandise. 


Window Trimming Demands Thought 


This is a fact that we have been trying to drive home 
to every person interested in the subject of window 
display—that it takes thought and consideration to 
place merchandise in a given space, amid the most 
favorable surroundings so that it will create interest, 
desire and action. 

I have seen this merchant’s window displays many 
times, and suffice it to say his windows do bear out 
his statement that they are mighty potent advertising 
agents for publicity, because they do attract, and it’s 
a common sight to see many people gathered in front 
of his store not only many hours during the day but 
in the evening as well. 

A great many times we hear the question asked 


“where can I get a good idea to use in my next win- 
dow display.” Ideas are everywhere, is the answer. 

Right now, decorative ideas along new and novel 
lines are especially easy to grasp and adapt to show 
window display. 

In looking over the current magazine illustrations, 
book covers, bill boards and trade papers it will be 
noted that a great deal of duo-tone or two color com- 
binations are used in the decorations such as green and 
black, red and yellow, blue and gold, orange and black, 
blue and grey and other strong color combinations. 

In practically all the decorative designs the motif is 
derived from the post impressionist or modern schools 
of art. Flat designs and poster effects of odd shape 
flowers and foliage in glowing colors are exceptionally 
good to adapt to window decoration. 

The motion picture show furnishes a fund of good 
ideas for show window decoration through the medium 
of announcement slides and the titles, which are 
generally of a decorative nature and which may be 
worked out in a manner entirely new in the way of 
window embellishment. 


Make Your Displays Timely 


Right now there are a great many display men ask- 
ing this question, and wondering what they will put 
in their windows during the early part of May. Noth- 
ing could be better than a fine display of white for 
outing and summer wear. 
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Illustrated at the head of this article is a typical 
display in the window of the shoe dealer mentioned. 
Note the very clever use of the automobile tire and 
auto accessories in connection with his display of white 
shoes. 

The artificial palms placed at each corner of the 
window lend the out-door air to the display and affords 
an ideal back setting for the white shoes on display. 
Nile green velvet was used as a drape around the 
fixtures. 

The fifteen pairs of shoes shown are displayed in 
such a manner that each shoe stands out a trim in its 
self. The judicious use of the cut out advertising 
cards lends an harmonious touch to the trim. 


Window Setting For Decoration Day 


In the installation of a window display for Decora- 
tion Day, it is not necessary to use sombre objects, 
such as tombstones, graves and other mourning effects. 
Another thing to avoid is the use of too much red, 
white and blue bunting, flags, old relics, etc. 

Work up some decorative design in the way of a 
unit or back setting a little different from what the 
other fellow might think of and still have it in perfect 
keeping with the event you desire to recognize. 

In Figure 1 we show a very simple decorative scheme 
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that if worked out along the lines indicated will prove 
an ideal decoration for your Decoration Day display. 
The construction is quite simple and the setting is of 
such nature that it may be made to fit practically any 
size window. 

On the back of the window at each corner and placed 
on the cornice are the circular medallions which are 
cut from wall board and painted a national blue. This 
circular piece is then bordered in gold. The little stars 
are cut from silver foil paper and pasted on the face 
of the circular cut out. The lettering “North” and 
“South”’ is done in white. 3, 

Each circular cut out is finished off at the top with 
three narrow lattice strips tacked on the back and 
painted gold. The chief decorative feature is the cen- 
tral unit which is cut from wall board in shield, effect 
and then painted in the National colors. This shield 
is supported by two round dowels or standards inserted 
into a wooden base. The base and supports are 
painted a national blue. The face of the base is 
finished off with small silver stars in the same manner 
as explained above. 

A box is then tacked on the back of the unit and, 
filled with moss, acts as a receptacle for the flowers 
and foliage shown. Small lattice strips, gilded, are 
tacked on the back of the unit. Garlands of flowers 
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Figure 2—The dominant note in the color scheme of this design is peacock blue 


and foliage are then used in the manner illustrated, 
from the unit to the corner cutouts. 

We show a partial arrangement of the shoe stands 
which will act as a basis around which to make the 
balance of the display. The addition of hosiery in a 
shoe display always proves effective. 


Another Attractive Background 


Plate Two illustrates a novel treatment which is 
along the lines of modern art decorative design and 
is a setting which is easily constructed. The entire 


setting consists of one large piece of wall board size 8x4 - 


feet, the lower central part cut out in the mannershown. 

This piece is painted a peacock blue color using 
alabasine or any other cold water paint. The top is 
finished off with a 7/8x2 inch strip painted black. 
On top is placed the wall board cut out by tacking it 
to the top strip. This particular decorative piece is 
painted a flat tone blue the same color as the back- 
ground, upon which is then painted the decorative 
flowers in various bright colors of red, two tone blue, 
green, and yellow. The flowers are then outline in 
gold. The oval top is gilded. The center part is cut 
out and is backed up with a piece of corrugated board, 
such as is used in wrapping, and painted gold. The 
oval is then painted a blue color around the edge using. 


same shade of blue as that in the background. 
The background is finished off with a decorative design 
which is painted on as described above. The circular 
opening in the center, if filled in with a drapery back 
of yellow silkaline or velvet hanging in loose folds. 

Just in front of the setting is placed the low plateau 
or platform which is painted a peacock blue color. A 
piece of black felt or velvet is then laid over the plat- 
form in rug effect. 

Just in front of the opening is placed a satin covered 
stand with kneeling oriental figures. In size it is 30 
inches long, 17144 inches wide and 131% inches high 
over all. The height of the first display level is 4 inches, 
and of the second level 8 inches. The oriental figures 
may be done in antique silver, gold or natural finish, 
with brilliant polychrome colorings on garments and 
ornaments. The covering is of heavy upholstery satin 
in peacock blue, mauve or any desired color, edged 
with gold braid and heavy metallic fringe. 


Special Back for a White Shoe Trim 
Figure 3 shows another decorative unit which would 
prove an ideal back setting for the display of white 
shoes. 
The entire setting is made from wall board cut 
out in the shape shown. The center circle is painted 
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PRICE 
A. C. Current....... $750.00 
D. C. Current 


F. 0. B. MILWAUKEE 
TERMS IF DESIRED 


The New Way 


A Correct Shoe Fit Cannot 
Be Guessed at. 


It must be seen. 


The Simplex Foot X-Ray 
Machine is a novel and very 
simple X-Ray apparatus 
which enables your custom- 


ers to actually see the Fit of 
the Shoe. 


It needs no special installa- 
tion but may be connected 
to any lamp socket and can 
be supplied for any current. 


It Pleases your customers 
It Insures a perfect FIT 
It Attracts new Business 


CAN YOU AFFORD TO LET 
YOUR COMPETITOR 
GET THE BUSINESS? 


Manufactured by 


General Industrial X-Ray Co. 


246 W. Water Street 
MILWAUKEE WIS. 
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“Oh, Mama, see my feet through the shoes.”’ 





NEW WAY—NO GUESSING 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 
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Figure 3—An ideal design to be used in connection 
with a while shoe dispiay. Bright reds, yellows, 
blues, lavenders and pinks make a striking and 
original setting. The low plateau should be dull black 


a flat black and decorated in the modern art motif of 
design, as is shown using the bright strong colors of 
red, yellow, lavender, pink, and blue. The de- 
sign should then be outlined in gold. 

The circle piece is then flanked on each side by wall 
board cut out pieces painted lavender. The low 
plateau in front of the setting should be painted a 
dull black. 


Decorative Panel and Vase Treatment 


In Figure 4 we show a very striking decorative 
treatment for use in the show window. This design 
may be made to fit practically any size window by 
simply making the various pieces in proportion. 

The back setting is constructed of wall board and 
consists of three pieces. The center panel is cut out 
in the manner shown at the top so as to relieve the 
straight severe corner effect. The center panel is 
flanked on each side by strips of wall board in the 
manner shown. 

The entire setting is painted nile green color, using 
cold water paint. The side pieces are decorated at the 
top in a modern art design using the colors, two tone 
blue, orange, pink, red and green. The designs are 
then outlined in gold. 


Plateau in Front of Unit 


The lower part of the panel and side pieces are 
finished off with a bang of dark green and decorated 
in gold as is shown. Just in front of the unit is placed 
the low plateau which is made of wall board and 
painted in the same color as the back unit. The deco- 
rations are executed in the same manner as explained 
above. Upon the plateau is placed a tall slender 
Grecian Vase which is one of the latest decorative 
novelties placed on the market today. 

The vase shown is of wood, finished in polychrome 
or contrasting colored enamels. All kinds of flowers 
may be used to good advantage for the decorations. 
This unit, including flowers, should stand about 6 feet 
high. 
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Figure 4—A design in Nile green which may be 
made to fit almost any size window 


Merchandising Possibilities 
for May 
(Continued from page 123) 


sales. Almost every shoe merchant in the country 
carries tennis shoes but how many go to the trouble of 
having an especially prepared list of the tennis players. 

Bathing shoes are another specialty line, can be 
made to produce considerable business in most localities 


How Many Commencements in Your Trading 
Zone? 

A great many live-wire merchants make a practice 
of obtaining the names of all college and high school 
senior classes and writing each a letter early in May. 
In the letter, suggestions are made as to what is correct 
in footwear for the various social functions of the com- 
mencement season. 

It is a mighty small community that does not boast 
of a high school and it is a mighty dead community 
that does not make a social event of high school 
commencement. 

In cities-and where colleges and universities are 
located, commencement week is likewise a great social 
event of the early summer season. 

The round of receptions, dinners, fraternity dances 
and other functions call for costumes and footwear of 
many varieties. Not only must the graduates them- 
selves be dressed up but “their sisters and their cousins 
and their aunts.” 

While commencements usually occur in June, the 
advertising and much of the selling must be done in 
May and the merchant who does not make a special 
advertising campaign for these events is certainly 
overlooking one great big bet. 


Getting the Lists 


Some classified lists are comparatively easy to get 


while it is much more difficult to obtain others. Lists 
(Continued on page 131) 
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Choosing Shoes For Discriminating Trade 


HICH of your customers do you consider the greatest asset to 

your business—those who buy carelessly, only to become dis- 
satisfied later and blame your salesman, or those discriminating 
patrons who pay attention to details, get exactly what they want, 
and come back to buy again? Which are the strongest factors in 
building up good will for you? Careful buyers, of course! 


And careful, discriminating buyers, you will notice, are turning these 
days to shoes fitted with good looking, time-saving eyelets. 


They appreciate shoes that have Diamond Brand Fast Color Eyelets 
—strong, durable beautiful eyelets. Can you supply them? 


Give your customers what they want! 


UNITED FAST COLOR EYELET COMPANY 
Boston, Mass. 
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Florsheim stores will be identified from now on, as much by the uniformity of window fizlures 
as by the name on the entrance door 


Florsheim Stores Standardizing on Their 
Window Display Fixtures 


invest all their retail store windows with certain 
characteristics, which will become familiar to the 
public and by which these stores in the various cities 
may readily be identified. 
With this in view they are now standardizing on the 


I: is the intention of the Florsheim Shoe Company 


design of their window display fixtures. Tops, bases 
and posts of these fixtures are all of octagonal design. 
The wood and finish are not standardized, but the 
display fixtures for each store match the window 
back. 

A valance design is now being worked out which will 
be the standard for all Florsheim stores. F. J. Fesler, 
who has the matter in charge, is confident that with 
these unique fixtures and valance used in conjunction 
with the well known script Florsheim trademark, it 
would be practically impossible to pass one of the com- 
pany’s stores, even on the opposite side of the street, 
without instantly recognizing it. 

Mr. Fesler is particularly gratified with the working 
out of his plan to provide flexibility, as regards vary- 
ing alignment and balance of different trims made 
with one set of fixtures. These fixtures have all inter- 
changeable parts. A wood, glass or metal top may be 
used with a wood or glass post and wood base. Any 
type or size of top may be used with the same post, 
while the posts and bases are of varying sizes. A trim 
may be made with all wood fixtures, with wood 
and glass combination fixtures or with both. The 
fixtures are specially made for the Florsheim 


Shoe Company by the Decorators Supply Company, 
Chicago. 

In the windows shown above a considerable num- 
ber of pairs are displayed without crowding because 
of the different display levels. The aim is, as Mr. 
Fesler expresses it, to make each shoe ‘hit’ and to 
show as many different styles as can be shown to 
advantage. 


Merchandising Possibilities 
for May 
(Concluded from page 129) 


of senior classes in high schools and colleges can usually 
be obtained through somebody in authority in these 
institutions. 

The registrars of colleges as a rule are permitted to 
compile lists of senior students. In high schools the 
principal can usually arrange to have the list copied. 
Sometimes a merchant has to pay for the expense en- 
tailed in copying the names and addresses but it does 
not amount to very much. 

Newspaper advertising and window displays should 
both be directed to attracting this trade. The high 
school or college colors can easily be used in the win- 
dow backgrounds and drapes. Pennants, scrolls, and 
other things typical of the particular institution in your 
community can well be used in window trims to show 
your loyalty to the institution and your appreciation 
of its useful)ness. 
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BOTANICAL DECORATIONS 


that distinguish the 
best store windows 


Leadership in the creation of unique floral deco- 

ratives has long been held by the Botanical Dec- 

orating Co. Display managers of the most famous This graceful Grecian 

stores of the United States and Canada turn to Vase is one of our 

our Service Department for advanced thought on pene yee Fant 

all phases of artistic window dressing. solid blocks of kiln- 
a . Sane off thite ee ee oe ried wood—poly- 

It is the policy of this house always to give service Chrome or contrasting 

plus and quality plus—but nothing is added to colors in pure oil 


» ane £ oa enamels. Bouquet of 
the cost for this. coal Cami ities in 
pink and green, and 


Write for Catalog. mae ogg ho 


som sprays. 
over all, 6 ft. 


BOTANICAL DECORATING CoO. 
208 W. Adams St., Chicago Paris, France— London, England 
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APPELBEE & NEUMAN inc., 


23-25 Greene Street, New York, U.S. A. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes 
PEARL — IVORY — AGATE, Ete. 


** THE BUTTON IN THE RED LINE BOX” 


BOSTON: 133 Lincoln St. ST. LOUIS: Star Building 














The Bee that puts the Buzz in Business 
Wonderful Increase in Sales 


) Stee For Sale or Lease 


pcakes Modern Shoe factory, fully equipped on 
ter ad age, the ni r Women’s and Misses’ McKays, at Lowell, 


24 uare. “feet of table dis la. 1 sizes ‘ 

ae 5 your "overhead. its Mass., 68,000 sq. ft., five stories and 
e es your business or : 

|} both 4 special selling it is used by basement. Heat, light and power plant, 


ive 
Gay, Service and Satisfaction Guaranteed. artesian well, on B. & M. R. R., main 


i | 1-2 dos. — ° ° e Re 
“ 100'pounds or line, private siding. 
i} Don't put off ordering until tomorrow— , P & 
bring you business every 


ne H. H. MAWHINNEY CO. 


- > Phone—Lowell 5230 
Patent Applied For Formerly —e Seed Grader Co., Ine. 
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Suggestions and Information Direct 


The ‘“‘Boot and Shoe Recorder’’ Offers Individual Service to 
Subscribers Through the Shoe Store Service Department 


Consultation on Equipment of the Store, Window Displays, Record 
Keeping, Advertising and All Phases of Operating Policy—Informa- 
tion on Available Fixtures, Decoratives or Supplies of Any Sort and 
Where They May Be Bought—You Are Welcome to This Service Oratis 


is “stumped.” Can’t decide just how to act ona 
certain matter. Wants to do something but is 
uncertain as to just how to go about it. Wants to 
buy something but doesn’t know where to get it. 
At such times it is mighty handy to be able to get 
the viewpoint of someone, who is fully conversant with 
the subject and is prolific of ideas. Through the Shoe 
Store Service Department of the Boot ¢ Shoe Recorder 
you can at all times confer with men who are specialists 
in various phases of shoe store equipment and opera- 


tion. They are at your service to advise with you 
(Continued in right hand column) 


Si “stumped even the most resourceful merchant 








John F. Raab in Business for Himself 


Toledo, Ohio, April 12—John F. Raab, who for many 
years has had charge of the shoe department of the 
B. R. Baker Company, Toledo, Ohio, has separated his 
interests from that company. Mr. Raab retained the 
same location, which adjoined the main Baker store, 
but had a separate entrance and window space. He took 
over the women’s, misses’ and children’s, and boys’ 
shoes of the Baker store,and added a line of men’s shoes, 
so he is in position to supply the footwear needs of the 
whole family. 

The new arrangement was consummated about 30 
days ago. Since that time, business has been very satis- 
factory, and Mr. Raab is very much pleased with the 
outlook. The style of the new firm is ““The Raab Shoe 
Company.” 

John Raab, for fifteen years or more, has been one of 
the prominent figures in the Ohio Retail Shoe Dealers’ 
Association. He has always been considered one of the 
brainy men of that organization, and is recognized as 
one of the live progressive shoe men of the Middle West. 


New Leather Laboratory 


Research Place to Be Fitted Up by Man Investigating 
Application of electricity to Tanning 


Lynn, April 19—Matthew Merritt, research engi- 
neer, has leased’ space nrthe’ Atwood’ & Morri.l factory 
in Salem, and will fit up in it one of the finest leather 
trade laboratories in the country. For the past two 
years he has been working chiefly on the application of 
electricity to the chemical processes of tanning. 


concerning the permanent or temporary equipment 
for your windows, interior or office. 


What Do You Want to Know. 


As this department aims to keep posted on ever y- 
thing that is being produced by all makers of equip- 
ment and supplies of every description that may be of 
interest to the shoe dealer, it is in a position to furnish 
information which will be of help to you in selecting 
anything that you may require, from a box of pencils 
to a store front. 

This Shoe Store Service Section has grown into a 
Shoe Store Service Department which will aim to 
serve Recorder subscribers individually as well as en 
masse. Don’t hesitate to make use of us whenever you 
care to have pertinent suggestions on your store prob- 
lems from experienced displaymen, advertising men or 
merchandisers; or when you want information on what 
to buy and where. 

If interested in any of the things listed here just 
check them off, fill in the coupon below and give as 
complete data as you can so that we may have an 
understanding of your requirements. ~ 


Use This Coupon 


Store Arrangement 

Store Front Construction 
Counters 

Shelving 

Show Cases 

Show Window Backgrounds 
Show Window Decorations 
Show Cards 

Cash Registers 

Cash Carriers 

Store Fixtures 

Window Fixtures 

Glass Fixtures 

Metal Fixtures 

Wood Fixtures 
Typewriters 

Store Ladders 

Stock Boxes 


Sih oO ey aektalan es Snes COME vas beau Saea ee 


Vacuum Cleaners 

Store Seating 

Metal Ceilings 

Window Shades 
Window Valances 
Waste Paper Balers 
Office Appliances 

Sales Check Books 
Window Decorations 
Store Interior Decorations 
Bargain Lighting 
Window Lighting 
Adding Machines 
Electric Signs 

Package Carriers 

X-Ray Machines 

Foot Measuring Devices 
Duplicators 
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hoe store Service Department, “Boot and Shoe Recorder,” 
, Chicago, Illinois. 
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Put Your Best Sellers 
In the Spot Light with this 


[luminated 
Feature Displayer 


Wherever you set a 
pair of shoes on this 
stand, they will com- 
mand attention. Here 
is a display fixture 
which carries its own 
light. Through its use 
the darkest spot in 
your window or store 
interior can be made 
the brightest. 

In design and finish 
the Illuminated Fea- 
ture Displayer is a 
work of art. It is of 
wood, finished in an- 
tique bronze, with 
polychrome colorings 
over the Renaissance 
ornaments. ‘The re- 
flector is of hand-ham- 
mered copper. The 
display panel is up- 
holstered with rich 
satin in any desired color, and is remov- 
able for re-covering. Height to top of re- 
flector, 331% inches. Display surface, 9144x1534 
inches. Wiring is concealed. 6 feet of cord 
and 2-part plug furnished. 


Price $22.00 


Baumann Floral Decoratives 


are everywhere known for their quality 
supremacy. The line includes flowers 
and foliage of all kinds in sprays, 
bouquets, garlands, baskets, vases, etc. ; 
also trees, vines, placques and com- 
plete window settings. 


Write for catalog R. S. 22 


357-359 W. Chicago Ave. CHICAGO 


Manufacturers and importers of flowers and floral decorations. 
Headquarters for display ideas and service. 
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EFFECTIVE SHOE DISPLAYS CREATE SALES 
Write for our catalogue 
J. R. PALMENBERG’S SONS,'Inc. 
) 1852 — 70 years — 1922 
63-65 West 36th Street, New, York 


CHICAGO BOSTON BALTIMORE 
26 Kingston St. 122 W. BaltimoreJSt. 


“CLIFTON 


(SPECIAL) 


Shoe Covering Paper 


For covering white and deli- 
cately colored shoe material this 
paper is unsurpassed. 





Time, trouble, and expense are 
saved, as many shoe manufac- 
iurers know, who see shoes reach 
the packing room in perfect con- 
dition. 


By special manufacture il is 
made pliable, and so firm il 
holds the stitch. Wherever you 
are we can serve you. Samples 
and prices on request. 


CLIFTON MFG. CO. 


BROOKSIDE AVE., JAMAICA PLAIN§ 
BOSTON -30-MASS. 


MANUFACTURERS OF “CLIFTON” GEM DUCK 
BACKING AND STAY CLOTHS 





to advertisements 
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Increasing Prosperity Predicted by 
Bankers and Manufacturers 


Optimistic Letters Received by Herbert T. Drake Read at General 
Grant Memorial Meeting of New England Shoe 


\ \ 7 HAT had been planned as a meet- 
ing in commemoration of the birth 
of General Ulysses 8S. Grant, hero 
of the Civil War, developed naturally 
enough into what might be termed a 
“round table of optimism’’ when members 
of the New England Shoe and Leather 
Association gathered in the meeting rooms 
of the association on Wednesday, April 26. 
“But that’s all right,” as one member put 
it, “because all optimists are good fighters, 
so I guess the tenor of the meeting has’nt 
been very badly busted up.” 

President Herbert T. Drake was the 
man responsible for the optimism because 
he came to the meeting with expressions of 
opinion on the business outlook which he 
had received from many of the most 
prominent manufacturers in the shoe 
industry and from representative bankers 
the country over. as well 


Times Getting Better All Agree 


Practically without exception, all these 
men agreed that times are improving, 
that basic conditions are sound, that 
liquidation has run its coures and that we 
may with safety look forward to a long 
period of gradually increasing prosperity. 
Some of the shoe manufacturers whom Mr. 
Drake quoted were Milton Florsheim of 
Chicago, Frank R. Briggs of Boston, John 
A. Bannister of New York City, John W. 
Craddock of Lynchburg, Va., Henry W. 
Cook of Syracuse and John C. McKeon of 
Philadelphia. Bankers from whom he had 
heard, all of whom were uniformly 
optimistic, included the heads of represent- 
ative financial institutions in Minneapolis, 
Pittsburgh, Buffalo, New York City, 
Jacksonville, Fla., Louisville, Kansas City, 
Brooklyn, Detroit, Birmingham and St. 
Louis. 

All of these men, or all of them in con- 
tact with agricultural conditions, stressed 
particularly the increase in the price of 
farm products and the healthier morale 
engendered among farmers. Others cited 
as important conditions in the basic iron 
and steelindustry. The revival of building 
was another point made, as, also, was the 
decrease in unemployment which has been 
marked despite the thousands added to 
the ranks of the unemployed by the coal 
and textile strikes. 


and Leather Association 


Colonel Bradley Talks About Grant 


Colonel J. P. Bradley, the speaker of the 
day, who served under General Grant 
during the Civil War, characterized his 
subject as a man who refused to quit and 
who accomplished what he started out to 
accomplish. He cited as an instance of this 
that while serving as a quartermaster 
during the Mexican War, not a fighting 
job, that, nevertheless Grant was found in 
the thick of every engagement. 

“History,” said Colonel Bradley, “will 
write him as one of the world’s great 
military leaders, but we must never forget 
and must always keep alive his personal 
disinterestedness, his generosity and his 
very real love of peace.” 


, 


Style Show Given Boost 


Following a short address by Elisha W. 
Cobb of Beggs and Cobb, President Albert 
N. Blake of the New England Shoe and 
Leather Exposition and Style Show, told of 
plans for the exposition to be held in 
Boston next July. He argued that it was 
better to lay more stress on the exposition 
part of it than on the style show—that in 
that way the interest of the public would 
be more widely aroused in shoes. 

Among other things, he said, it is 


planned to have in operation shoe, last 
and box factories and, perhaps, a part of a 
tannery. Eighty percent of the exhibition 
space, he said, already has been contracted 
for. 

In making the point that the exposition 
should be stressed more strongly than the 
style show, Mr. Blake pointed out that 
shoes generally could be divided into two 
groups which he called “bulk” shoes and 
“occasional” or style shoes.All the shoe 
consumed in this country, he said could 
be made in approximately seven and one- 
half months. It was probably impossible, 
he said, to increase the consumption of the 
so-called “bulk’’ shoes and the logical 
method of going about it, in his opinion, 
was to interest the public, through the 
exposition, in the “occasional” shoes. 

Louis A. Coolidge, who was to have 
been one of the main speakers, was unable 
to attend because of illness. His enforced 
absence was regretted by everyone present 
particlarly in view of the fact that Mr. 
Coolidge is an authority on the life of 
General Grant and his history of the 
distinguished leader’s life is considered one 
of the authoritative historical books of 
this generation. 

A buffet luncheon concluded the meet- 


ing. 


LYNN 


Gray Apparently Still Good 


Silk Stocking Pumps Appear for Wear With Fine Hosiery— 
Ball Straps are Combined With Grecian Sandal Straps 
Stylists Strive to Put “Life” into Shapes of Shoes 


TYLE changes continue. The rapid- 
ity of some changes amazes even de- 
signers. Buyers, especially big city buyers, 
have a tremendous appetite for pretty 
shoes of novel appearance. Grays have 
come back in a surprising way.‘ Some 
manufacturers thought last month that 
grays had passed to the shelf for this sea- 
son. But the call for them has rapidly in- 
creased during April, espeeially grays 
used in combination with patent leather. 
Light and dark gray, sport gray, silver 
gray, and other grays are selling. 
Sandal styles have been carried close to 


the extreme of the barefoot sandal. A new 
pattern is to use a ball strap in combina- 
tion with Grecian straps. Another idea is 
to overlay a sandal on a pump to get a 
combination of sandal and a pump. 


Patent Still in the Lead 


Patent leather continues a best seller. 
White shoes also are favorites. Here and 
there, are heard rumors about fine black 
kid and dull black calf shoes for Summer. 
Jade green has been added to the peri- 
winkle blue, radio red and dandelion yel- 
low for trimming white shoes. 
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Where to Buy 


Women’s Shoes 











The WESTCOTT-WHITMORE CoO. 
Syracuse, N.Y. 

In Stock Specialists of 

Women’s Shoes, Party 

Slippers and Novelties. 





Write for Catalogue 















COLLINS & STAPLES 


Makers of 
Hand Turned Low Cuts 


inch one 


118 Phoenix Row 





Haverhill, Mass. : 
183 Essex St. = 


mn Room 
VOHUHGUROEDURDESOHUROHOERONROE 









BLEECKER STYLES 


Are the last word in footwear 
for stylish women 














~ 
dill /tyla* made of Dome 


Imported Satin Brocadesand Metal Cloth 
$2.25 per pair and up 


worst MGUSTIN CO remomg 

















FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 
PRICE $1.35 
Women’s Quality 

Satin Boudoir 


Colors—Black, Old Rose, Copen, Orchid, 
Lavender, Alice Blue 
FREEMAN & THOMPSON SHOE CO. 


Manufacturers “Comforets” St. Paul, Minn. 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
76 RiverSt., Haverhill, Mass. 
Boston Office 
[207 Essex Street 
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Heels are getting up to 12/8 and even 
13/8, moving up from the 10/8 and 8/8 
styles. Boxwood heels are covered to 
match the uppers, as for instance, a black 
celluloid covered heel to match a patent 
leather vamp, and a gray covered heel to 
match a gray sandal strap. 


Black Satins in Stock 


Black satin pumps are in stock for Sum- 
mer sales. So are a variety of white and 
patent leather low cuts. 

A buyer may readily tell a French 
corded shoe from a common bound shoe, 
by looking for the stitching. If he cannot 
see the stitching on the braid, the shoe is 
French corded. For, in French cording a 
shoe, the stitcher first sews on the braid. 
Then the braid is coated with cement, by 
a machine, and another machine folds the 
braid over the edge of the upper, and over 
the stitching, too. A tiny, but fast hammer 
on the machine, pounds down the braid 
until it is about as smooth and as firm on 
the leather as the patent finish on patent 
leather. 


The Beauty of French Cording 


French cording makes practicable many 
of the fine novelty style shoes of today, 
especially the strap and sandal style shoes, 
for the braid of the French cording is 
stitched and cemented to the uppers along 
the entire line of their edges. It is worked 
down into even the sharpest angles and 
smallest curves, as well as along the straps, 
and it serves to prevent the straps from 
tearing, as well as to prevent the leather 
of the uppers from ripping in the sharp 
angles or small curves, as the shoes are 
worn. 

Formerly, all French cording was done 
by hand. Last year, a machine was built 
for doing French cording, and now about 
250 of them are in use. Each machine does 
about eight times as many shoes in a day 
as does a hand worker, which circum- 
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stance explains the increase in the produc- 
tion of French corded shoes. 

There are imitations of French cording 
So a buyer, who wishes genuine French: 
corded shoes, may examine the braid, to 
see how it is stitched, and cemented. If h« 
cannot find stitches, either inside or out 
side the shoe, he may be reasonably sur: 
that the shoes are genuine French corded 


Flezed and Tempered Soles 


Buyers who are particular about bot- 
toms of shoes may have noticed that soles 
are running better in a general way, being 
finer of grain, and clearer of color, and as 
well, more light and flexible. Incidentally . 
they are wearing better, too. 

\ reason for this, in so far as Lynn shoes 
are concerned, is that manufacturers are 
using a new method of treating soles, to 
temper and flex them, and, also, to clean 
the grain.In brief, soles are passed through 
a tempering tank, and thence through a 
series of rolls, and when they come forth 
they are flexible, and in good temper, and. 
also, clean of grain and of uniform color. 
They go through the machine at the rate 
of one every two seconds. The process is 
not expensive. Being flexed and tempered. 
the soles are more “workable.” That is. 
channels are cut in them with precision, 
and they are stitched finely in the channel. 
and then the channel lip is laid down 
smooth. Also, they are leveled to perfec- 
tion. The grain being clean, and of uniform 
color, the soles may be lightly buffed. and 
nicely finished. All of these points, espe- 
cially the strongly-sewn seam, and the 
light buffing of the grain, tend to lengthen 
the wear of soles of shoes. 

Besides, leather in good temper always 
wears longer than does leather which is 
hard and dry, for the latter leather is 
likely to crack. Furthermore, this new 
tempering and flexing process helps Lynn 
manufacturers to get the fine bottoms of 
their shoes that are characteristic of the 
light and dainty styles of this season 





NEW YORK 


Good Spring Business Expected 


Trade “More than Fair’ Even Now—White Season Opening 


Up Well 


HE retail shoe business here in the 

last week in April, while not of ex- 
tremely larger proportions, was more than 
fair, in most shops, and gave good indica- 
tions of increasing with the opening of 
warmer weather. Retail merchants in gen- 
eral are in an optimistic frame of mind and 
feel that the business, although coming 
late, will show good advances over the 
Spring business a year ago. The introduc- 
tion of new models is stimulating the 
women’s end of the trade to a great extent. 
The colored elk leather appears to be gain- 
ing strength, but it has not been shown in 


footwear sufficiently long enough to give 
any indication concerning its possibilities. 
Some merchants feel that it will have « 
short life at best, and are stocking up on 
it sparingly. 

The white business is opening up well 
In the medium and lower grades the white 
cotton fabrics with colored leather trim- 
mings appears to have first call. In the 
better grades demand for white buck and 
white kid are good, chiefly in one-strap 
models. 

Combinations of tan calf or kid with 
biege buck or ooze in sandal models are 
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moving well, according to some retailers. 
Patent leather, however, still have first 
call. In the new sandal models and cut-out 
oxfords, it is still moving briskly and many 
retailers expect it to carry through the 
Summer and even into next Fall. 

The men’s shoe business is gaining 
steadily, but slowly. In the cheaper 
grades, fancy shoes, with plenty of perfora- 
tions rule strong, although wing tips are 
not as popular as they were. The straight 
toe models, however, are wanted, with 
medallion perforations and other embel- 
lishments. In the better grades, the chief 
call is for plain oxfords in tan calf of 
slightly lighter shade than prevailed last 
year. The sport shoes business is good, 
with a strong call for smoked elk oxfords 
with rubber soles. Few spiked sole golfing 
shoes are sold here. 


Merchants to Meet May 16 


The next quarterly dinner of the Retail 
Shoe Dealers’ Association of Greater New 
York will be held at the Yates Hotel, 147 
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West 43d Street, on the night of May 16. 
An interesting program of speeches, in 
addition to the open forum, is being ar- 
ranged. A number of out-of-town retailers 
are expected to be present, as the date 
comes during the Brooklyn Style Show at 
the Hotel Commodore. Henry Hagen of 
Boston, is scheduled to conduct the open 
forum, and one of the principal speakers 
will be James H. Stone, editor of the Shoe 
Retailer, Boston. 


Cammeyer Dance May 6 
The annual Cammeyer “Dance de 
Luxe” will be held in the Cammeyer 


Fifth Avenue store on the night of May 6 
All the employees of the two New York, 
Brooklyn and Newark stores are invited, 
together with their friends. This will be 
the first of a series of special social events 
among Cammeyer employes, culminating 
in the annual picnic on the first Saturday 
in July, when the Saturday closing will 
be inaugurated. 





BOSTON 


Post-Easter Business Ahead of Last Year 


Comparison is Made with Corresponding Period of 1921— 
Men’s Business has Improved—Current Events 


HE retail shoe merchants of Boston 

in general are very much pleased 
with their after-Easter business. It is 
true that they have not been “deluged” 
with trade to such an extent as during 
the week just prior to Easter, nor was 
this to be expected. The weather, too, 
played a big part in the business stimulus, 
for the seven days preceding the great 
festival were warm and sunshiny and 
almost forced the people out of their 
homes to buy the footwear that they had 
long delayed purchasing. It is true that 
April 15 was a bit rainy, but that did not 
hurt trade much—it simply meant com- 
fortable shopping; the stores were well 
filled and those who came in bought and 
bought quickly. 


Typical Remarks 


However, to make a comparison truly 
correct, it should be made, not with the 
preceding week of the same year, but 
with the corresponding week of the past 
year. And this comparison reveals the 
fact that the retail shoe merchants of 
Boston as a body are ahead in dollars 
and cents, :and consequently in units, of 
post-Easter week, 1921. Some merchants 
say, “Way ahead;” one merchant said, 
“One-third ahead;” another, “every day 
this past week has beaten the correspond- 
ing day of the corresponding 1921 week.” 
There are a few merchants who are still 
saying, “Business is rotten,”’ but they are 
in the minority, and as one clever mer- 


chandiser remarked, “The idea of poor 
business is simply a state of mind, of 
course, no one is making the profit per 
pair that he did last year or in 1920.” 

So, to sum up the situation, it can be 
truthfully stated that the retail shoe busi- 
ness of Boston is ahead of that of the cor- 
responding week of last year. 


Men’s Business Improving 


The men’s shoe business of the city is 
improving. The young men are the best 
buyers, they are purchasing besides blacks, 
tans of a medium shade and sport foot- 
Scotch grain is a popular leather 
in the tans, and as J. H. Woodbury, 
Manager of the men’s shoe department of 
T.E. Moseley Company says, “Scotch grain 
shoes needed to be fitted a trifle broad.” 

Patent leather shoes for women are 
still the favorites. It is patents in one- 
straps, with low or high heel, patent strip 
pumps, patents in sandal effects, patents 
with cut outs in vamps and insteps, 
patents trimmed with red, green, and in 
combination with beige and gray, and 
just plain patents. There is every indica- 
tion according to the opinions of mer- 
chants interviewed that the patent de- 
mand will hold good right through the 
Summer and Fall. Not much white foot- 
wear is being sold as yet, although it has 
been shown for some time past. While 
some white footwear -will be sold in May, 
June is really the biggest white selling 
time for whites. 


wear. 
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Where to Buy 


Women’s Shoes 














Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for catalogue 


MAID-RITE FELT [SLIPPER CO., Inc. 
35 York St., Brooklyn, N. Y. 

















E. A. & M.C.Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Facto 
Haverhill » Mess. 
Boston + any 
Rice Bldg. Room 406 







£ 








FERN & POOR CO., Inc. - 
Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 














WOMEN’S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, 
and production is “hitting on high.” 
high-quality standard will be better main- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 








Makers of Hand Turn Novelties} 
In All Leathers and Satins and 
On a Latest —— 
nquiries Promptly 
Answered 


Samples on Request 
-~ —\ }) 7 
5 Ine. 
i We St. 
Steveehitl Mass. 
Boston Office, 92 Beach St. 
















Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Specialisz- 
ing in High-Grade Novelties 











BERNARD L. DURGIN 


Sales Representative 


Factory 
Haverhill, Mass. 





— 


STOCKBRIDGE SHOE COMPANY 
a 
a =~ 
<a ar — SZ 


HAVERHILL, MASS. 
ZU. SA 












Getting New Trade 


is mainly a matter of going after it. Write 
our Dealers’ Service Department for new 
ways of bringing customers to your store. 


BROOKS SHOE MFG. CO. 
1731-41 N- 6th St. Philadelphia 
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| Where to Buy 


Men’s Shoes 














HERneErT © OLEASON. 


THE 
JOHN 














HOMPSON BROS . SHOE 
FINE SNOEMAKERS : 
BROCKTON 


Stacy Adams Co. 


Manufacturees of 


MEN’S FINE 

















“For Men Who Care 
To Dress Well” 


4 Sample Order for 

a Pair or a Dozen 

Will Start You Right 
T. D. BARRY > 


Brockton - - Mass. 





~~ Gentlemen’s 


eltleton Shoes 


SHOE A.E. Nettleton Co. 
SYRACUSE, NY. 
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“Gingham” Hosiery 

“Gingham” hosiery of lisle, in black 
and white checks was recently noted in 
the hosiery case of Hanan & Son shoe 
store. This is a domestic brand. Some 
very attractive imported lisle effects in 
stripes of black and white, tangerine and 
white, African brown and white, gold and 
white, and beige and white, also the 
checkerboard lisles mede a good showing. 
\ diamond pattern in French blue and 
white was effective in the display case, 
as were also shoes to harmonize with these 
models. The case was further brightened 
with little rhinestone buckles and enamel 
buckles in shield effects. These at $3.50 
the pair were selling readily. Some beau- 
tiful effects in platinoid buckles with 
rhinestones sold at $6.50 to $12.50. 


Dr. Reed’s Store Sends Radio 


One of the first radio broadcast lectures 
ever sent out by a retail shoe store was 
transmitted through Medford W. G. I. 
at three o'clock on Tuesday afternoon, 
April 18, when B. C. Goulston,General 
Manager of Dr. Reed Cushion Shoe Store 
gave a talk on shoes and the shoe trade, 
entitled “Watch Your Step,” or “The 
Care of the Feet.’ A similar broadcast 
was sent out, April 22. Mr. Goul- 
ston has a very clear voice and his very 
sound advice, given in a practical, under- 
standable way about the human foot and 
its care could be plainly heard. Mr. Goul- 
ston cleverly prefaced his remarks with a 
quotation from “Alice Through the Look- 
ing Glass,"”in a verse which reads: 

“But four young oysters hurried up. 

All eager for the treat; 

Their coats were brushed, their faces 
washed 

Their shoes were clean and neat 
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And this was odd, because -you know, 

They hadn't any feet!’ 

He then went on to say that oysters 
are not great travelers and unhappily 
there are many instances where peopk 
like oysters, cannot travel because they 
do not take the proper care of their feet, 
but with the right attention to this part 
of their body, they might travel much and 
enjoy life greatly by wearing the proper 
shoes which will give to the feet the right 
tread and the bones and muscles free play. 
The idea of the radio broadcasted origi- 
nated with Manager Harry R. Terhune. 

In the talk given by Mr. Goulston on 
Saturday night, he stated that if anyone 
listening in would send his or her name 
and address, a pocket shoe polisher would 
be forwarded to the radio devotees. 
There are surely quite a number of radio 
devotees with antennae tuned to W G I, 
for the following Monday morning’s mail, 
83 requests for the shoe polishers were 
received, and requests in slightly smaller 
numbers have been coming in up to date 
of publication. 


Massachusetts Merchants 
New Headquarters 


The Massachusetts Retail Shoe Mer- 
chants’ Associations’ headquarters moved 


on April 20 to Room 317, Little Building, ° 


80 Boylston Street. 

The next meeting of the merchants will 
be held Wednesday, May 10, at the Bos- 
ton City Club. There will be two promi- 
nent speakers, a report of the directors on 
activities for the coming year, and a 
forum discussion. Preliminary plans will 
be presented for the semi-annual con- 
ference of New England merchants dur- 
ing one of the days of the National Shoe 
and Leather Exposition and Style Show. 

(Concluded on page 146) 


BROCKTON 


Fancy Patterns in Women’s Welts 


Sample Lines Show Dainty Effects, Suggestive of Turn Foot- 


wear 


women’s welt footwear being shown 
and prepared by Brockton shoe manu- 
facturers, they are ready to go the limit in 
regard to fanciful patterns. Always alert 
to latest style developments, Brockton 
manufacturers are giving careful attention 
to the demand for women’s shoes. While 


Ei DGING by the new samples of 


this production is comparatively new to 
many Brockton concerns, they have lost 
no time in bringing skill and experience to 
bear upon the situation. The result is, 
quality conforming to the excellence of the 
men’s welt footwear with which Brockton 
has been long identified and style creation 


as well. 


Sandal Types Numerous 


The latest samples of women’s welts in 
Brockton factories show innumerable 
combinations of color. Patterns include a 
great variety of cut-outs in quarters and 
vamps. The sandal effects thus obtained 
are unique and attractive, combining all 
the daintiness of the high grade turn, with 
the substantial wearing qualities of the 
welt. Merchants who have had oppor- 
tunity to see these latest women’s welt 
samples from Brockton factories were 
favorably impressed with the style crea- 
tions, and thoroughly “‘sold”’ on the Brock- 
ton manufacturers’ ability to initiate and 
develop st yle in women’s, as well as men’s, 
welt lines. 
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Largest Users of Kid in Men's 
Shoes 


Although not a matter of general trade 
knowledge, it is nevertheless a fact, that 
Stacy-Adams Company, Brockton manu- 
facturers of men’s high-grade footwear 
for more than 40 years past, are the largest 
users of kidskins of any shoe manufactur- 
ing concern in the United States. This old- 
established house makes more than 75 per 
cent of its production from kidskins, using 
only the top grades in these leathers. “A 
peculiar trade situation at the present 
time, says President Clarence P. Waide of 
Stacy-Adams Company, “is that while in 
the past, calfskins were always priced 
higher in the market than kidskins, now 
kid leads calf in price, and naturally 
effects in a similar way, the price of men’s 
kid footwear.” 


From 300 to 3000 Pairs 

The Brockton Shoe 
Company, producing men’s, women’s and 
boys’ welts, is averaging 3000 pairs daily, 
at the factory in the Campello district of 
Brockton. It is interesting to note the 
steady growth which this concern has 
shown since its establishment. In April, 
1919, the company began making shoes 


Manufacturing 
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in a small part of its present plant, with 
an output of less than 300 pairs daily. Now 
it is occupying the entire plant, with 3000 
pairs daily and a weekly payroll of more 
than $13,000. The concern has established 
sample offices in Boston, New York City, 
Philadelphia, Chicago, Detroit and Tren- 
ton, with salesmen in these territories. 
They also have two salesmen in the South, 
one in the Middle West and one in New 


England. 


Factory on Full Time 

Wall, Doyle & Daly, Inc., are having a 
full production at their factory in this city, 
with an output of 100 dozen pairs daily. 
This volume of business has been main- 
tained for many weeks. In December last, 
work was suspended three days to take in- 
ventory. Prior to that time, there were 51 
weeks of continuous production. 


A New Corrective Shoe 


T. D. Barry Company, manufacturers 
of men’s welts, have placed on the market 
an arch-supporting shoe, which has new 
features. This shoe, which is the design of 
Superintendent P. T. Curran of the Barry 
factory, is bringing favorable comments 
from merchants to whom it is shown. 


ROCHESTER 


Special Business Follows Easter 


Weather Hinders Trade Somewhat—Retail Merchants Pre- 
paring for White Shoe Rush 


Ww M_ weather, with clear skies, 
helped shoe merchants in all 


parts of the city to enjoy Easter week’s 
business. Sport shoes were much in de- 
mand, but patent leather straps and satins 
with low flat heels were the most wanted 
styles. Business during the week followng 
Easter has been very spotty. On warm 
days business is good, but rain one day 
and snow the next, has slowed up the shoe 
business materially. 

Rochester shoe men are already talking 
about white shoes and judging from the 
opinions expressed by various merchants, 
white shoes should be extremely popular 
early in May, and the business should ex- 
tend well into the Summer months. 

William Eastwood & Sons are already 
featuring whites in their newspaper adver- 
tising and white shoes are beginning to 
appear in many store windows. 

Merchants Discuss Adver- 

tising 

At the weekly meeting of the Rochester 
Retail Shoe Dealers’ Association an infor- 
mal discussion on the value of position in 
newspaper advertising was held. William 
Pidgeon, president of the Rochester Asso- 


ciation, brought up the matter, following a 
similar discussion at the Ad Club, where 
leading advertising men of the city ex- 
pressed the opinion that top of right-hand 
page was the most effective position for 
small, or large, newspaper advertisements. 





Bringley to Move 


Bringley’s Boot Shop, located on 79 
Clinton Avenue South, has leased a larger 
store directly across the street from the 
present store, and will move on the first of 
May. 


New Shoe Store Opened 


Carl Lowenguth, formerly with the E. J. 
Esser store, has opened a new store at 10 
Gibbs Street, where he will feature 
women’s and children’s shoes. 


Shoe Man to be Postmaster 


John Edward Gulb, proprietor of Gulb’s 
shoe store in Batavia, N. Y., has been 
nominated by President Harding to be 
postmaster of Batavia. Mr. Gulb has been 
identified with the shoe business for 37 
years, having entered the employ of T. F. 
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Where to Buy 


Men’s Shoes 
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PULLMAN TRAVELING SLI 
better*than ever in Quality and fit 
Orig;nator.ownery of 7rade Mork Pullman’ 
$162 a doz. 
$182 
Colorr Black and Brown 

full sizes 3 toll in Stock 


M. GUSTIN CO. J 


Wwisst New York 











Carried Stock 
“Che pcaliv® 1 Saul Se 
i P 4 BROCKTON 
i CO-OPERATIVE 
> A re BOOT & SHOE 
co. 
FOR MEN git, 








Stock Dept. 5 6% 


Is at Your Service ay 
THE STETSON SHOE CO. (Inc.) 








South Weymouth, Mass. 














Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory at 
Brockton, Mass. 




















St 
[UNION SHOE CO,] 


MEN’S WELTS 











Frederick S. Peck 


Worcester, Mass. 


CAN 


Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 


WORCESTER 
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WheretoB y 


Men’s Shoes 














CRAIG -REED & EMERSON INC. 
BROCKTON MASS 


~ 








HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


OF 
SHOES AND RUBBERS 
Every Wednesday and Friday 
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Where to Buy | 


Ballet Slippers _| 

















326 W.MONROE ST 
CHICAGO 
W2 SUMNER SMITH 








TURKISH SLIPPERS 
IN STOCK AGAIN 


Ue aloe taper 
8! rs Import- 
ed from. Constanti- 
nople. All Sizes and 
Colors for Immediate 
Delivery. 

K. M. STONE CO. 
12-14-16 E. 22nd St., N.Y. 
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Where to Buy 
Boys’ Shoes 


AShoe for Boys 
That Wears 


Marston & Tapley Co. 











They bring your 


customers back 


> i we | 
On sisi , | 
Shoe fr Ht “he rate. Stee Ce 
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Woodward, a retail shoe merchant, in 
1885. Since 1902, he has conducted his own 
store and has been actively identified with 
civic and social organizations. He served 
as a director of the Y. M.C. A., and was 
president of the business men’s association 
for two years. 


Organize Round Table 

Twelve retail shoe men have already 
signed up for the Rochester round table, 
to be conducted by the Retail Shoe Sales- 
men’s Institute of Boston, and indications 
are that when the meetings get under way 
next week, that at least 20 men will be en- 
rolled. H. C. Copeland, representing the 
Institute, has been in town during the 
week, outlining the course and getting 
ready for the first round table, meeting 
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which will be held next week in the Regal 
shoe store. 

Earl S. Shorts, manager of the Regal 
store, a man with considerable experience. 
has been selected as leader in the discus 
sions, which should be of vital interest to 
every retail shoe man in the city. 
Feature “Lip Stick’ Boots 

John Schmanke, who conducts a neigh- 
borhood shoe store on Dewey Avenue, felt 
that Russian boots were good for adver- 
tising purposes at least, and not to be out- 
done by merchants on Main Street who 
have a demand for this type of footwear. 
he has painted up a pair of boys rubber 
boots to resemble the latest in Russian 
boots, which he features in his windows as 
Schmanke’s “Lip Stick Boots.” 


HAVERHILL 


Beaded Slippers Are Featured 


Haverhill Style House Making up Many New Designs, mostly 
Carrying Full Louis Heels 


OMEN’S beaded slippers of the 
better grades fill an important 
place in good retail stores. It is with this 
class of turn footwear that Hazen B.Good- 
rich & Co., Haverhill manufacturers, have 
beenfor many years, identified. Thisconcern 
specializes in slippers for afternoon and 
evening wear. In these goods beading plays 
an important part. The house imports its 
beads and operates its own beading de- 
partment. For the Fall season there are 
shown many artistic slipper patterns, 
practically all these carrying the 16-8 full 
Louis heel. On this point, the concern says: 
“We consider this height of heel correct 
for party slippers. It is impossible, we 
believe, to obtain grace and daintiness in 
this class of footwear by the use of lower 
heels.” 
Vovelties in Several Patterns 


Tongue and vamp beading in the Hazen 
B. Goodrich & Co. line is effectively shown 
in the Coronation pump, a pattern which, 
with variations, has been a steady seller 
for several years. It is seen in black ooze 
and patent, also black, white and bronze 
kid, in beadings of blue Iris, gun metal, 
steel, jet and irredescent. 

The Crown pump carries a large beaded 
crown-shaped tongue. It is shown in vari- 
ous leathers, mostly black, with beadings 
in gun metal, jet and combinations of jet 
and steel. Beaded straps are mostly varia- 
tions of the one-strap pattern. There is a 
slotted one-strap with two buttons, giving 
a two-strap effect. This is shown in black 
ooze and kid, also bronze kid, with jet, 
blue Iris and bronze beadings. 


Striking Effects in Jewel Ornaments 


The Lorraine pattern in the Goodrich 
line has wide or narrow strap effects. It is 


shown in black satin and kid, brown voze 
and bronze kid. These are beaded in Iris. 
steel, gun metal, jet and bronze. A one- 
strap pattern in which beading is a feature, 
has colored jewels as a base. These, in blue. 
green, or garnet, surrounded by steel metal 
beads, are placed around the vamp and 
continued up across the strap. Materials 
are black satin and gray ooze. The latter 
is especially effective in combination with 
garnet jewels. The Sheba pattern has a 
long strap around the ankle and a narrow 
tongue up the front. Vamp and strap are 
beaded in these combinations: gray ooze 
with steel beads, black satin with gun 
metal beads, black ooze with blue Iris 
beads, white kid with ivory beads, black 
kid with cut steel beads and bronze kid. 
with bronze Iris beads. 

Plain pumps are sparingly beaded, and 
there are plain one-straps of black satinand 
kid, patent leather, ooze, crystal silver cloth 
and silver cloth. A one-strap in three-strap 
effect is strikingly shown with gold cloth 
vamp and strap of patent leather. 


Shoes Ordered by Wireless 


Entirely unique and thoroughly up-to- 
date, was the experience recently enjoyed 
by Hopkins & Ellis of Haverhill, manu- 
facturers of women’s turn footwear. In the 
midst of the before-Easter rush of orders, 
which came by wire, mail and ‘phone, two 
were distinctly in a class by themselves. 
One was from Sydney, Australia, and the 
other from Honolulu, Sandwich Islands 
Both orders were wirelessed to San Fran- 
cisco and relayed by wire from that point 
to Haverhill. 

Charles P. Ellis of the firm, in speaking 
of these orders by wireless, said: “The one 
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from Sydney, Australia, was for 30 pairs 
of patent three-straps. We had none of 
these in stock, having closed them out 
some time ago. The order from Honolulu 
was for satin one-straps, and these we were 
ible to ship at once. These are the first 
orders which we have ever received by 
wireless, I believe the first that 
come to Haverhill by this strictly modern 
method.” 


have 


Collections Show 
Improvement 


Che substantial trade which many retail 


shoe merchants enjoyed the week previous . 


to Easter has put into circulation a large 


BOOT 


AND 


aggregate amount of ready money. Haver- 
hill shoe manufacturers are feeling the 
effects of this condition by substantial 
improvement in the matter of collections. 


Great Demand for In-Stock 
Shoes 

Illustrating the tremendous last-minute 
call for women’s shoes for immediate ship- 
ment just previous to the Easter trade, it 
is interesting to note that one Haverhill 
concern received on the Monday previous 
to Easter Saturday 41 telegrams, and that 
during that week they averaged not less 
than ten telegrams daily. Other local 
houses had similar experiences. 





PROVIDENCE 


Business Improvement Continues 


Vlore Men Employed in Rhode [sland Industries and General 
Feeling is More Cheerful 


HOLESALE and retail conditions 

in Rhode Island are much better 

than last month. April business is reported 

from all quarters as being much improved, 

and especially the business of the last few 

days. Merchants are in a more optimistic 
mood. 

The adoption again this year of the day- 
light saving law has met with the approval 
of all merchants interviewed, more so by 
those on the outskirts with cheaper grades, 
who keep open until 8.30. 

Another helpful sign on the business 
horizon is the near completion of the new 
skyscraper Biltmore Hotel,—some assert- 
ing that with several national conventions 
booked already for the Summer months, 
more money will be,spent here. 


Lower Food Prices 


Lower prices in foodstuffs, together 
with the employment: gain in April and 
March, in the face of labor troubles in the 
textile trade (although both were on a 
small scale), have strengthened the feeling 
of cheerfulness. 


Eisenberg with Sterling 


Ralph P. Eisenberg, formerly manager 
of F. G. Collins retail shoe store at Bridge- 
port, Connecticut, has taken the position 
of manager at the Sterling shoe store, 214 
Weybosset Street, made vacant by Wil- 
liam Collier. Business depression was not 
noticeable here by the Recorder represent- 
ative, some nine salesmen being kept on 
the jump with business stated as being ex- 
cellent by Business Manager I. Pearlmen. 
Medium grade shoes are sold here. 


Wholesale Business Fair 


Little change is noted in the wholesale 
section. Orders in fair volume continue to 


be received from salesmen and mail orders 
also. Weekly sizing up of stock seems to be 
the most used plan by retail merchants. 
One wholesaler on Pine Street is of the 
opinion that stocks must be in a healthy 
condition now, and by this conservative 
policy a more substantial credit. basis will 
result. 


Conservative Styles for Fall? 

The early opinion of several Rhode 
Island merchants is that plain mahogany 
and black calfskins, in both high and low 
shoes, will have an early call this Fall. The 
public has had enough of the heavy, doggy 
footwear, they say. 

Daylight Saving, April 30 

Daylight saving in Massachusetts be- 
comes effective Sunday, April 30. The 
New York, New Haven & Hartford rail- 
road has announced a change in its train 
schedule to take effect at two in the 
morning. 

The change will continue until 2 A.M. 
Sunday, September 24. The train sched- 
ule will be changed to conform with the 
daylight saving law in Massachusetts and 
daylight saving ordinances of the city of 
New York and many other cities through 
which the road operates. 


Men’s Correct Wedding 
Footwear 

Boston, April 26. One of the big 
windows of the R. H. White Company 
recently showed what the groom and 
best man should wear at the wedding. 
With their black dress suits, the Recorder 
man noted that a patent leather button 
shoe with black cloth upper had been 
donned. 
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Children’s Shoes 
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Soft Soles and Moccasins 
Ask your Jobber for our 
Senda, We DO NOT sel) 
the retail trade. 

Newcomb-Anderson Shoe Co. 

ROCHESTER, N. Y. 
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“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


Rochester, N. Y. 
Boston Office, 181 Essex Street 
















SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock—All 
leather moccasins, soft soles. 
Prices range from 
$2.50 doz. and up- 
wards. Alsoa full line 
of Ladies’ Pump Straps 
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Miscellaneous 


























Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 
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DOUBLE dc TUN TABLE 


DisPLAY “© SELL MORE GOODS! 
Electric Cost. about 3 cents aday Capacity over 150 Ibs. 
Five Year Iron Clad Guarantee -- Special Price by Mail .. 


ELECTRIC WINDOW SALESMAN (CO. 2:,."xes¢ 
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SHOE BUCKLES 


DETACHABLE STRAPS 


el SHOE BEADING 
seaceo METAL HARNESS BUCKLES 
FASHION ORNAMENT CO 


1S MYRTLE AVE BROOKLYA_N.Y 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. 1. 








For All the Latest 


CONVERTING STRAPS, 
BUCKLES, LEATHER 
BOWS or BEADED 
ORNAMENTS 


Write to 
Vanity Novelty Works 


913 Gates Avenue 
rooklyn, N. Y. 














44 WALNUT STS., PHILADELPHIA 











Whereto Buy 
Boudoir and Ballet 
Slippers 























soneneeeny 


TRY OUR 
Boudoirs and Ballets 


High Grade Low Prices = 
Hard toe Dancing : 
Slippers are our 
Specialty 
ALL IN STOCK 
Oriental Slipper Co, Inc. 
118 Phoenix Row, 
Haverhill, Mass. 
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SYRACUSE 
Industrial Conditions Decidedly Better 


Larger Factory Payrolls Reflected in Good Increase in Retail 


Trade- 


‘NYRACUSE retail shoe dealers have 
had more sales within the last three 
weeks than during both February and 
March. Business conditions are better 
than they have been in many months, 
with many of the local industries return- 
ing to production. In fact, conditions have 
been so promising that the Syracuse Retail 
Shoe Dealers’ Association has abandoned 
several of its weekly meetings. The Easter 
trade was the largest in several years. 
Business is so good that none of the 
dealers have even attempted to offer 
sales. All dealers are optimistic and look 
for a good season this Summer and Fall. 
They figure on the real revival coming this 
Fall 
Villinery Stvles Popular 


Intense interest in styles among women 
buyers is reported by Syracuse shoe men. 
“Millinery for the feet, instead of the head, 
is what is interesting the women,” says 
Thomas H. Fairbairn, president of the 
local shoe club. 

Black and gray combinations are going 
big. Summer-like weather of the last two 
weeks has increased sales in all Spring 
styles. Dealers predict a big Summer for 
whites. High-heeled shoes are about the 
only things which are not selling big. 


To Try Co-Operative 
Advertising 

The first experiment in co-operative 
advertising by local shoe merchants is 
soon to be tried, with a series of ads on 
service over a period of five weeks. The ads 
will appear twice weekly and will be uni- 
form in style and space. The cost of the 
advertising will be shared equally by the 
stores which are supporting the salesman- 
ship classes, which are being conducted 
here under the direction of Martin F. 
Hilfinger of the A. E. Nettleton Company. 
This class has 32 members, representative 
of the 12 largest shoe stores in the city. 
The purpose of the advertising will be to 
acquaint the public with stores which are 
giving special attention to fitting and mer- 
chandising. The ads will point out that, 
in the co-operating stores, the salesmen are 
being trained particularly for better 
service. 

The class has heard advertising experts 
at several of the class meetings and the ads 
will incorporate the worth, while ideas of 
the members. 

The class has heard advertising experts 
at several of the class meetings and the ads 
will incorporate the worth-while ideas of 
the members. 


Style Footwear Selling Well 


Record Sale of $82 

Miss Gertrude Wolff, saleswomen in the 
Hunter Tuppen shoe department, which 
is in charge of Thomas H. Fairbairn, presi- 
dent. of the local shoe club, made a record 
shoe sale for the store last week, when a 
single customer purchased at one time, 
shoes sold for $82. The sale consisted of 
seven pairs of slippers, including two pairs 
of patent Grecian sandals, Grecian sandals 
in gray suede and white, beaded slippers 
and evening slippers. This is one of the 
largest single sales reported in this city in 
some time. 


New York State Business 
Good 


W. J. Spain of St. Louis, who has the 
New York and Pennsylvania territory for 
the Wizard Lightfoot Appliance, reports 
that business in this State particularly, has 
been better than at any time in months. 
The first two weeks of April, Mr. Spain 
said, were larger than both February and 
March sales combined. 


Fisher With Park-Brannock 

Oscar Fisher, former manager of the 
W alk-Over shoe store in this city, has been 
named assistant manager of the Park- 
Brannock store on South Salina Street. 
Mr. Fisher returned from Boston where he 
had been on the road for the Evans sales- 
manship course. Perry Phalen, formerly 
assistant to L. A. Sherboneau of E. W. 
Edwards Company, is now with the Park- 
Brannock men’s department. 


New Manager for G., L & W. 
Store 


Barney Mangin of Dayton, Uhio, one of 
the best-known buyers in the Middle West 
has taken charge of the Gould, Lee & 
Webster store here, as manager. 


Arranging for Convention 


E. M. Parks, first president of the New 
York State Retail Shoe Dealers’ Associa- 
tion, went to Albany this week to make 
arrangements with the newly-formed 
Albany Shoe Dealers’ Association for the 
State convention in September. President 
Barton of the State Association requested 
that Mr. Park attend the conference as 
chairman of the membership committee 
of the State association. 
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BROOKLYN 


Quick Delivery Business Good 


Factories with In-Stock Facilities are Extremely Busy 


Little 


Advance Buying, However 


LTHOUGH forward orders have 
shown a decided shrinking in the 
Brooklyn factories, increase in 
immediate and nearby delivery business is 
reported. Factories maintaining in-stock 
departments are extremely filling 
orders, most of them for small lots, but 
in the aggregate, amounting to large totals. 
In the immediate and nearby delivery 
business, a wide range of styles are called 
for. Black patent, black satin and whites, 
appear to form the bulk of these orders. 
Sandals also are having a good run. The 
white business. as was expected is growing 


a great 


busy 


stronger. 

Little forward buying is expected by the 
manufacturers here before May 15. The 
style show is expected to develop consider- 
able advance business for the late Summer 
and early Fall. In the main, though, re- 
tailers are showing little disposition to 
break away from their well-established 
habit of buying close to actual needs. 


Wide Range of Styles in Order 

The in-stock department of [. Miller & 
Sons is doing a large volume of business, 
according to Irving Grossman, sales man- 
ager. ““The present buying,”’ he said, “‘is 


distributed over a fairly wide range of 
styles and the orders are coming in from 
all parts of the country. The demand for 
whites is increasing. One of our most suc- 
cessful stock numbers is a plain white one- 
strap buck oxford, with white leather sole 


and heel.” 


Cut-Out Oxfords Popular 


Side cut-out oxfords have been a strong 
feature with Strassburger-Stiles, Inc. One 
of the most popular models brought out 
by this concern, according to Emil Strass- 
burger is a side cut-out oxford with basket 
weave effect. It comes in all patent, all! 
white and patent and beige combination. 


Better Demand for High 
Grades 
Demand for high grade shoes shows a 
distinct improvement, according to Ernest 
C. Wheeler of J. & T. Cousins, Inc. ““More 
retailers are making inquiry concerning 
higher grade lines than they have been 
carrying,” he said. “Orders received from 
our road salesmen on April 24 were the 
largest we have received in any single day 
for the last ten months.” 





BUFFALO 


Retail Volume Shows Big Increase 


Patent Pumps, Sport Oxfords and Sport Hose Sell Well 
During Easter Rush 


ITH all the “breaks” in the 

weather favoring them, local 
shoe dealers did a splendid Easter busi- 
ness, the volume greatly exceeding that of 
a year ago. The Main Street dealers, espe- 
cially, waxed enthusiastic over their sales 
of patent pumps and sport oxfords. The 
demand for the latter style has likewise 
stimulated the hosiery sales, most stores 
report. 

Stores outside the shopping belt also 
enjoyed a nice Easter trade, though more 
conservative styles comprised the volume 
of their business. In many cases the head 
of the family had drawn his first pay en- 
velope in several months, and in these 
instances it was not quality that was so 
nuch sought, as something which would 
bridge the gap until better shoes could be 
ifforded. The outlying stores have been 
hardest hit by the business depression, 
they have almost strained their eyes try- 
ing to see some sign of a revival. 


Public Buying More Freely 


While a good business at Easter was 
rather expected, the more optimistic be- 
lieve the “buyer's strike” is over, and that 
witn the re-opening of many factories here 
recently, a gradual improvement will be 
noted right through the Summer. The 
steel plants are now working 85 per cent 
capacity, the city is in the midst of one of 
its greatest home-building booms and 
many factories have added to their forces 
in the past few weeks. Buffalo is one of the 
35 cities in the country that has shown a 
decided improvement in employment in 
the past month and unless the coal strike 
is protracted, a further quickening of in- 
dustry locally is anticipated. 

Summery weather of the past two weeks 
has been suggestive of more showy foot- 
wear. Sport effects have “‘gone over big” 
in Buffalo, and they are expected to hold 
their popularity right through the Spring 
and then through the Summer, in white 
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‘ Creese & Cook Co. Bit Wit 


The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Tenneries at Danvereport 








T. W. GODSOE, Pre 
Ww. G. DONALD, Vice-Pres. 
E. JONES, Treas. 


F. E. JONES "COMPANY 
FANCY 


cocors MAT KID 








95 South Street, Boston 
















EASY 
CLEANING 
FLUID 


Most 
efficient 
cleanser for 
factory soiled 
shoes. Sold in bulk. 
Prices on request. 





Cleaning Compounds Mfg. Co., Inc. 


Sole Licensees of Fee, Bipdier Co. 
empstead, N. Y. 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
@: B. A CHAMBERLIN =“@ 
— St. 


Formerly Welpeis Shae Shoe Supply Co 
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COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








UNIVERSITY. 


igen 

















: ATLANTIC PRINTING CO. 
: Shoe Printers 


: Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


> 201 South Street, Boston, 
2 Telephone 4960-4961 


Mass. 








1000 Sales Letters 
All Ready to Mail 
3e Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 











FOR SALE without any money down, or 
lo Let, little over 10 cents square foot, brick 
factory, Haverhill, Mass., suitable for manu- 
facturing purposes, any part of 55.000 sq. feet 
Five floors and basement, low insurance. 
Blower and electric lighting system already 
installed 
New England Wood Heel Co., 93 Easex St., 

Tel. 3703. 








goods. Buffalo has its quota of “‘flappers” 
and they have fallen hard for these ex- 
For the less frivolous woman, 
pumps in strap effects have, seemingly, 
the right appeal. Tan oxfords continue to 
hold sway with the men folk, more of 
these being sold than all the other styles 
combined, price 
range of $5 and $7. 


Big Dinner Dance Held 


Local retail shoe merchants banished 
their bu: iness cares and travelling sales- 
men forgot the hardships of the road on 
Easter Monday night, donned their “soup 
and fish’ and with their wives or sweet- 
hearts made merry at the second annual 
dinner dance of the two Buffalo organiza- 
tions at the Ellicott Club. Upwards of a 
hundred sat down to a sumptuous ban- 
quet, saw a highclass entertainment, and 
afterwards danced until the clock struck 
two. The menu was uniquely printed in 
the form of a filling ticket: 

Arthur and Lydia Wilson, headliners at 


tremes. 


especially between the 
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Loew's State Theater during the week, 
offered a modern song and dance attrac- 
tion entitled “Sweethearts.””’ The enter- 
tainment committee: B.A.T.S.S.—W. H. 
Adler, chairman; A. F. Jenks, J. H. Stel- 
ley, Earl L. Moore and H. J. Spelder. 
B.R.S.D.A.—F. C. Kimball, chairman: 
John Maier, W. W. Thiele and W. G. Eiss. 


Jamestown Merchant Dead 


Frank B. Field, a life-long resident of 
Jamestown, N. Y., and pioneer retail shoe 
dealer of that city, died at his home, 412 
Spring Street, on the night of April 6, at 
the age of 70 years. Mr. Field was born in 
Jamestown April 4, 1852. After attending 
the public school he became associated 
with his father in the retail shoe business, 
whom he later succeeded. He was promi- 
nent in Masonic circles and the Knights 
Templar. He was one of the organizers of 
the Chautauqua Towel mills. He is sur- 
vived by his wife, Kate Parson Field, and 
a cousin, Miss Elizabeth Field, of this city. 





Boston News 


(Concluded from Page 140) 


Managing Director Gardner and the 
following committee will make a big drive 
next month to still further increase the 
membership of the Massachusetts Asso- 
ciation by the addition of members from 
Boston and Greater Boston. The follow- 
ing are the membership drive committee, 
Fred L. Blaisdell, John L. Esart, John 
Fischer, Robert B. Graham, B. C. Gouls- 
ton, Irving B. Howe, F. J. Hagan, Irving 
B. Howe, Paul B. Holson, Selden F. 
Lewis, Harold F. McNeil, H. F. Salisbury, 
A Saunders, Abraham Silverman, Harry 
R. Terhune, Arthur Wallace. 


Retail Salesmen Meet 


The Boston Retail Shoe 
Association held a meeting at the office 
of H. F. Salisbury Company, Little Build- 
ing, on Monday night last, at which 
nominations for officers for the ensuing 
years were made. The election of officers 
will take place at the regular meeting of 
the association the Monday in May. An 
auditing committee was appointed con- 
sisting of Leonard W. Hollis, Thomas M. 
Stickley, and I. D. Glover. 

The nominations for President were: 
C. M. Sewall, and Leonard W. Hollis; 
Mr. Sewall declined the nomination in 
favor of Mr. Hollis, C. M. Sewall and 
Peter F. Girard; Mr. Girard declined the 
nomination in favor of C. M. Sewall; 
Robert W. Daley was nominated as Sec- 
retary; Elmer A. Kuhlen wes nominated 
as Treasurer. 

Nominations 


Salesmen’s 


for the executive com- 


mittee of seven were made, as follows: 
R. L. Upton (who declined), Peter F. 
Girard, G. E. Kelley, Thomas M. Stickley, 
Henry H. Dahl, Edward N. Chalmers. 
J. H. Norfleet, H. E. Currier, C. H. Bar- 
teun, H. U. Kirwan, F. W. Holder. 
Charles H. Reynolds, E. R. Smith, M. E. 
Crowell, E. M. Peloquin. It was voted 
that a rousing good time be arranged for 
the meeting of May 16, and Mr. Hollis. 
Chairman of the Entertainment Com- 
mittee, has already proper machinery in 
motion. A dinner will be served at 
Dupont’s at 6.30 prompt. The entire 
évening will be devoted to entertainment 
and it was voted that a sum not exceed- 
ing $50 be allowed for this entertainment. 
It was voted that the June meeting be 
postponed. 


Lyman W. Allen Dead 


Lyman Woodbury Allen of Arlington. 
formerly of Dorchester, for many years 
prominently identified with the leather 
trade of this city, is dead. His funeral 
was held Tuesday afternoon at three 
o'clock in the chapel of Mount Auburn 
Cemetery, Cambridge. Mr. Allen was 
born in Roxbury on November 19, 1848. 
He had spent all of his business life in the 
leather line, and was a calfskin expert 
He leaves a wife, two daughters and a son. 


KF — for L e% ilies 


Some white leather, for Summer shoes. 
owes its fine whiteness in part to the use of 
flour. And the whiter the flour used, the 
whiter the leather, which is the same as it 
is with bread. 
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FOR RIGHT NOW SELLING 





IN STOCK 


IMMEDIATE DELIVERY 
“BOMBO” 





85 LAST 


White Calf Welt One-Strap. Patent 
leather tip and foxing. Widths A to D. 


PRICE $4.00 














NOT IN STOCK 
FOUR WEEKS DELIVERY 
“SHIFTER” 





61 LAST 


Patent Turn Pump, with cut-out vamp. 
10/8 Military celluloid covered heel. Full 
kid lined. Widths A to D. 


PRICE $4.50 











IN 36 PAIR CASES ONLY 


The above are smart, modish shoes that you can turn 


readily at a substantial profit. 


The strong, favorable 


impression that they will make on your trade will enable 
you to move many pairs quickly. The thoughtfulness 
and care in making, which are to be seen in these models, 
are features of all “E. & M.” styles. 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 
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Patent Leather Goodyear Welt—Light Edge and Shank 


AAtoC $5.50 
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John E. O’Brien in 
Ring 


Believes in Concerted Educa- 
tional Action by Manufac- 
turer, Merchant,Traveler 

and Retail Salesman 


John E. O’Brien is known to every shoe- 
man who travels the South or who gets 
into Boston. Mr. O’Brien started in the 
shoe selling game at an early age with 
such well known houses as H. A. Royce 
& Co., J. E. Dayton & Co., J. B. Lewis & 
Co., Kellam-Goller-Land Company, and 
the Hurley Shoe Company, but he has 
carried his present line—that of the Com- 
monwealth Shoe Company of Whitman 
and Boston, Massachusetts, for the past 
25 years. The South is his territory. 
from Washington to San Antonio and 
New Orleans to Louisville. He calls on 
the larger trade and what he has accom- 
plished is evidenced from the fact that in 


practically every city of importance in his ° 


section, “John’’ has at least one good ac- 
count and is all the while getting new 
accounts and holding them. There is 
probably no man on the road in whom 
his trade has more confidence, and this is 
beacuse of Mr. O’Brien’s extensive knowl- 
edge of conditions and merchandise suit- 
able to the needs of his clientele. 


1 Student of Economics 


“John E.”” is a keen student of eco- 
nomics—he is a sharp observer and knows 
every pulsation of the trade. Moreover, 
he is a born teacher and can make his 
merchant customers readily visualize the 
situation which he can so graphically 
describe. He has a fine personality, is a 
convincing talker and is constantly fur- 
nishing his customers with the very best 
irguments to combat any possible criti- 
cism of the retail merchant. He has been 
ften referred to as “The silver-tongued 
orator,”’ and being logical in his talk and 
polished in “John” generally 
roves his case. 


diction, 


BOOT 


AND SHOE 


1 True Gentleman 


\ fellow salesman says of John, “Say 
what you like of him, but tell the truth 
and you'll say nothing but good.” He is 
true gentleman, kind 
hearted to a fault—consequently, he never 
offends in speech nor by deed. He is up- 
tight and honest to the core, of New Eng- 
land heredity, but of Southern environ- 
ment and cultivation. 

In one of his recent 
Recorder, he expressed himself, as follows: 


in substance a 


letters to the 








H. T. DOUGHERTY 
Until recently buyer for John Wanamaker, New 
York, now associated with Field § Flint Co. 
of Brockton. Mr. Dougherty has been given 
“earle blanche” to develop the women's line of 
Field § Flint Co. His headquarters will be in the 
Marbridge Building, New York 








A Traveler Counsels Wisely 


“The traveling man knows his line, is 
well posted on the market, is authority 
on styles and has a good grasp on the 
immediate future. He is well qualified 
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to advise the retail merchant, and the 
real salesman faithful and loyal to his 
employer, will be truthful to his customer. 

“In the order of things the shoe mer- 
chant will offer his wares at the bottom 
figures consistent with his cost of doing 
business; he will give his trade the maxi- 
mum value at the minimum price; other- 
wise his neighbor will get the business. 

“A concerted plen of education is the 
pressing need and the traveling salesman 
is in position to undertake a big part of 
the job. He wilt no longer make his trip 
with a time table protruding from his 
pocket; he will take time with his cus- 
tomers; call on him twice during this 
season if necessary. 

“The retail shoe merchants‘ associa- 
tions are constantly advertising facts of 
the shoe trade; it has been suggested that 
the manufacturers association should do 
some publicity work. 


1 Real Service 


“The traveler will give a real service, 
frowning down every criticism of the 
business and he will help the merchants 
to educate their salespeople. This infor- 
mation and knowledge in possession of 
the retail salesperson can be passed on in 
an intelligent way to the consumer. 

“Let us mark our shoes in plain sizes 
and widths as all other articles of apparel. 
Some one has said shoes carrying French 
sizes fit better, but I say when a lady 
zoes out of the store believing she has on 
a 5-B when she has a 38-3, she is em- 
bezzling herself, and the salesman is an 
accessory before the fact. 


Let Us Be Frank 


man or 


us be 


“Let frank with the 
woman who buys a pair of shoes. 

“With earnest co-operation between the 
four branches of the trade, manufacturer, 
retail merchant, traveling man and retail 
salesman, we will have before 1922 draws 
to a close more shoes sold right, and the 
shoe business re-instated in the confi- 
dence of the great buying public.” 
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an Stock 


Send your order and ask for 
catalogue of our complete 
in stock line of popular 
numbers. 






















Terms, 7%, 10 Days 
F.O. B. Everett or Boston 
Sold in 36 Pair Cases 


No. 655-5S—Patent|Colt, One- 
Strap Button, 3 cut-outs, Sally 
Sandal, 30 Last, Imitation 
Turn Sole, 9-8 Rubber Heel. 
Width D. Sizes 7. Price 
$2.75. Canfalsopbe had with 


Buckle. - en 


No. 800—Patent Colt, Two- 
Strap Buckle, Center Strap, 
Grecian Sandal, Imitation 
Turn Edge, 30 Last. Width D. 
9-8 Rubber Heel. Price $2.50. 
Sizes 3 to 7. Can also be had 
with Button 


No. 800-S—Patent Colt, Two- 
Strap Buckle, Center Strap, 
Grecian Sandal, 3 cut-outs on 
Vamp, 30 Last, Imitation 
Turn Sole, 9-8 Rubber Heel 
Width D. Sizes 3to7. Price 
$2.75. Can also be had with 
Button. 





Smoke” Elk Sport Oxford, Ma- 
hogany Side, Apron Strap and 
Back Stay. Imitation Welt, 
10-8 Rubber Heel, Imitation 
Straight Tip and Medallion. 
Price $2.75. 3 Last. Width 
D. Sizes 3to7 


Bunker Hill Shoe Company 


Everett Manufacturers Mass. 
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Many Retailers Have Converted 
and Sold Their Plain Pumps — 
These Straps Are the Most Ef- 
fective of All Our Recent Styles 




















They are easily attached to plain pumps transforming them in- 
to attractive and salable prevalant strap models. 


No. 7595, as illustrated, Patent Leather, with Gray Suede Inlay 
and Gray Suede Fringe on bottom, gives the vamp a shorter 
appearance. This is our biggest seller for long vamp pumps. 


We have the above four styles in stock in Patent Leather and 
Black Kid with and without beads. We make up all other 
leathers and materials, including White Kid, Reinskin, Canvas, 
Gold and Silver Cloth, on short notice. 


We also convert Aigh shoes into one and two strap effects. Send 
us a sample pair to be remodeled and see the result. 


The Franco American Beading 
and Novelty Co. 


914 Walnut Street Philadelphia, Pa. 
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First President of N.S. T. A. 


Mr. O’Brien is past president of the 
Southern Shoe Travelers’ Association, be- 
sides being one of the founders and organ- 
izers of the National Shoe Travelers Asso- 
ciation. He was its first president, as also 
president during the years of 1911, 1912 
and 1913, an honor held by him alone. As 
a worker, he is untiring and never knows 
when to stop, if a brother shoe salesman’s 
interests are at stake. 

Legislative measures were first launched 
in his administration; hotel grievances 
were first aired and rectified and many 
other movements set on foot which are 
now the routine work of the National body 


Silver-Tongued Orator 


We have referred to him as “the silver- 
tongued orator” and it is well to empha- 
size the fact that no business meeting or 
social function of the shoe travelers is 
really complete unless John E. O’Brien is 
on the program. Many a trade occasion 
has he graced with his eloquence of speech 
and no speaker has ever been applauded 
more generously. 

Besides being prominent in the shoe 
game, he is prominent in civic activities. 
He is a member of the Boston City Club 
and many associations in the Hub and in 
his home town. He resides in Wakefield. 
Massachusetts, where he has a beautiful 
home, typical of New England thrift. 

To say more of “John” seems super- 
tluous—everyone knows him, we think— 
but if there is anyone who has not yet 
made his acquaintance, that person should 
hasten to add his name to the large list of 
the many real friends of this clean-cut 
business man. 


Poole & Johnston's New Men 


John MacGruer of Syracuse, N. Y., 
has joined the sales force of Poole & John- 
ston, Inc., makers of men’s welt shoes, 
and will travel New York State, outside of 
New York City, a territory which be has 
covered for several years. 

F. B. Jenkins of Richmond, Va., who 
for 20 years has traveled the Southeastern 
States and for the last ten years with the 
McElwain line, has now made arrange- 
ments to cover Virginia, North and South 
Carolina, Georgia, Alabama and Florida, 
with the Poole & Johnston’s, Inc., line of 
men’s welts 


To Fresno Visitors 

The Family Shoe Store of Fresno, Cal., 
wishes shoe travelers to know that this 
store was last year owned by Emil Olco- 
vich and was known as the Specialty Shoe 
Company of Fresno. It is now owned by 
Harry Rosenthal, Carol O. Winberg and 
Joseph Shyer, who operate as The Family 
Shoe Store. These men also own another 
store at Bakersfield, Cal. Buying for both 
stores is done at Fresno. 

“is. 
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Parker Says Business is Good 


B. J. Parker, who represents the H. C. 
Roenitz Company in parts of Wisconsin 
and Michigan, says that business is good. 

“Tn looking back to 1913 and 1914 I find 
that shipments to date are considerably 
more than over like periods during those 
years, and sales for Fall delivery are corre- 
spondingly so. In other words, business 
with me is normal, whereas in the past few 
years, it has been of an abnormal nature. 

“With my various lines of good mer- 
chandise, namely: shoes, rubbers, leather 
top combinations, leather and findings, I 
have no hesitancy in saying that the year 
of 1922 will be a good one with my line. 
However, on the other hand, I believe that 
a salesman with an exclusive line of one 
class of goods, would have a difficult time 
to make his line pay in this territory just 
now. 








B. J. PARKER 
Who Covers Parts of Wisconsin and Michigan 
Sor the 


H. C. Roenitz Company 





“Ed” Terhune a Golf 
Champion 


E. A. Terhune, who covers the South for 
Reynolds, Drake & Gabell Co., has been 
traveling through Kentucky of late, and in 
his spare moments while at Louisville, has 
been distinguishing himself at golf. His 
contestants on the links have been Mr. 
Gunn with Thompson Brothers and Mr. 
McChord of the Ferris Shoe Company. In 
all of the “exhibition” games so far 
played by these three experts, “Ed” has 
not lost one game. 


A. F. Jenks on Trip 
A. F. Jenks, selling Ralston Health 
shoes, left for a month’s trip through New 
York, right after Easter. He expected to 
find business conditions considerably im- 
proved in his territory, since he last made 
the swing. 
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Charles F. Maxwell Says 
“Worst is Over 


Charles F. Maxwell, who represents the 
Hurley Shoe Company, and Reynolds. 
Drake & Gabell Co., in the Centra] West. 
Southwest and Northwest, writes to the 
Recorder from Lincoln, Neb., under date 
of April 15, reviewing briefly the work 
which he and his co-workers did in the 
Massachusetts House, requiring hotels to 
post rates. He finds that they came out of 
the hearing in better shape than many 
who try and fail. “We might,” stated Mr. 
Maxwell “have drawn a verdict of ‘ought 
not to pass.’ We hoped to have the com 
mittee say, ‘ought to pass,’ but they really 
allowed me ‘leave to withdraw’ so I am 
without prejudice allowed to try again. 
Under all circumstances, far too many to 
recite here, we came out in fine shape. from 
our first attempt. 


Rainbow of Promise 


“As to Western conditions, I find that 
the Winter was mild and footwear trade 
poor. Boot stocks are not much broken 
and oxfords sales have hardly commenced. 
There are hopeful signs far better than 
last season. A glance at any repair depart- 
ment shows little work being done. This 
means that all the old shoes have been re- 
paired and new ones must be bought soon. 
Farm produce is at a much better figure, 
and the sale of hogs, the great crop in 
Iowa and Nebraska, is bringing in some 
money, as prices are good and profits are 
shown. 


Public's Attitude Better 


“The mental attitude of the purchasing 
public is much improved—less fault- 
finding; fewer claims of ‘robbery’ and 
‘profiteering;’ less of criticism and com- 
plaint—in fact, the ‘milk of human kind- 
ness’ is once more in evidence. The signs 
seem to me to read: ‘Our worst d: ys have 
passed. The rainbow of promise is once 
more in the sky.’ ” 


Swain with G. W. Bailey 
Company 
Harold ‘“Tip” Swain has resigned after 
long service with the U. S. M. C., and is 
to go as salesman for G. W. Bailey Com- 
pany, shoe trimmings and findings. Mr. 
Swain is well known to the trade. 


J. W. Holmes Has Successful 
Trip 
J. W.. Holmes, Western representative 


for Wall, Doyle & Daly, Inc., has recently 
returned from a successful trip. 


New R. & H. Men 


Rice & Hutchins’ Chicago Company 
has added to its sales staff for the State of 
Minnesota, A. C. Vetter. Mr. Vetter will 
also cover parts of North Dakota. 
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within a few days. 





NOTICE TO TRADE 


Re Whittemore Bros. Fire 


We wish to advise the trade that only part 
of our factory was damaged by our fire of 
April 27, and that manufacturing of all lines 
of Whittemore Shoe Polish will be resumed 


WHITTEMORE BROS. 
Cambridge, Mass. 
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Fine Calf Leathers 


MANUFACTURERS OF 


A 

Velvetta Calf — 
Tuscan Calf — 
' 
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Russia Calf — 


Strictly Fine Full-Grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
Boston, Mass., U. S. A. 
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-—GREELEY’S BOUDOIRS— 
IN STOCK 











You will like the 
kind and prices. 
Quality our strong- 
hold. Send for sam- 
. ples and prices. 


A. W. 
GREELEY 


49 Washington St., 
Haverhill. Mass 
Branch + 

Pink Newton, N. Il. 



























APPROVED BY 
MEDICAL MEN 


feo a sturdy support for the ankles of 
cep children and as a fully venti- 


oe, the —— Ventilated Foot 

an is unex Well-known 
surgeons recommend its use. 

Make your stock of 

VENTILATION children’s - sh oes 


PATENTED 
our pany today. 
me Brockton 2133 
for immediate action. 
BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass, 





Retails $2, $3.50 





Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 
FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. 
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Editor Wilson Issues April 
“Live Wire” 


Charles E. Wilson, editor of The Indi- 
ana-Shoe Travelers’ Live-Wire Bulletin 
for April, has given the boys some worth- 
while reading matter. This issue is replete 
with references in humorous vein. We 
quote, from same, as follows: 

“On Tuesday night a new order for 
lodge was instituted. This lodge is known 
as the Order of Goats, and say, boy! it is 
some order. All bucks and no nannies 
allowed. It was a scream from the opening 
of the lodge, to the finish. I trust all mem- 
bers will keep up their dues and that we 
may get many new members at our next 
session. 

“Our president, Walter Crooke, was 
elected High Goatee, and say, boy! Walter 
is some goat—I mean he is a great leader 
of goats. He handled this high office with 
wonderful alacrity and discretion, and to 
the great delight of all present. 

“The banquet on Wednesday evening 
was a real success. A fine program had 
been arranged. The banquet started at 
seven o'clock. Paul Kuehn, president of 
the Indiana Shoe Merchants, acted as 
Toastmaster. After a few casual remarks, 
heintroduced thespeakers. Albert Beverage 
made the principal address of the evening, 
and he held the audience spell-bound for 
one hour. We would like to have our good 
neighbor, and genial friend, with us again 
next year, but from what I understand, in 
all probability, we won’t be able to secure 
his services, as I understand he is going to 
be in Washington, working in his untiring 
way, for the interest of humanity and the 
upbuilding of the United Statesof America. 

“After the banquet dancing and card- 
playing were indulged in until the clock 
struck twelve, when all started for their 
rooms with a smile that we hope they will 
carry until we meet again. 


Indiana Travelers’ Meeting 


“Meeting of the Indiana Shoe Travel- 
ers’ Association was held at the Denison 
Hotel, room 370, Saturday, April 8. Meet- 
ing was called to order by our president, at 
1030 A.M. First in order was reading of 
minutes of previous meeting by our secre- 
tary. Same were approved. Next in order 
was the reading of communications. Sev- 
eral letters from the National Shoe Trav- 
elers were read. 


Style Show in March, 1923 


“The question of the Indiana Shoe 
Travelers giving a Style Show sometime in 
March, 1923, was taken up. We want to 
hear from every member as to what they 
have to say about this style show. Send our 
secretary your suggestions so they may be 
read at our next meeting, should you not 
be able to attend. 
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Lawrence Duffy with Gregory 
& Read 


Lawrence P. Duffy is to have the sales- 
management of the athletic footwear de- 
partment of Gregory & Read Co. of Lynn. 
Mr. Duffy started out with his baseball 
line of shoes on Monday morning, April 
24, to make a study of the New York mar- 
ket. He had had a long experience as an 
athlete, coach and official, and knows 
practically everybody in the athletic world 
He intends to co-operate with these ath- 
letes in the development of the best types 
of footwear for all sports and says that the 
complete quota of sports of the year will 
have special footwear of Gregory & Read 
design. 

The slogan adopted is: “Get into the 
game with Gregory & Read.” Shoe stores 
the country over are becoming complete 
footwear stores by the handling of not 
only golf footwear, but specialty shoes 
needed by athletes. It is this new and wide 
field that Mr. Duffy is to serve. © 

Prior to affiliating with Gregory & Read, 
Mr. Duffy was for many years, with the 
Thomas H. Logan Company. 








LAW RENCE P. DUFFY 


Well- Known Athlete salesmanager of the athlelic 
footwear meee Gregory § Read Co., 
ynn 





“The most important thing to our asso- 
ciation at this time, is the putting over of 
the insurance feature, of which you are all 
familiar and in which you are interested. 
Are you doing your best to put this over? 
Let’s not allow just a few of our members 
to do all the work; let’s all get behind this 
thing, and if we do, I am sure by May 30, 
we will have put this thing over, and all 
will be happy by having done their part. 
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Harry Humes Coming East 


“Harry Humes will shortly return from 
the East and make his headquarters in 
Indianapolis. Mr. Humes is coming into 
our association. Everybody knows ‘Harry’ 
and will be glad to have him with us. 


The Art of Thinking 


“The base of every basic principle is 
thought. It isthe beginning of every end. It 
is the forerunner of all advancement. All 
that man does and brings to pass is the 
venture of a thought. Think, work and 
fight. Thought must precede all action. 
The highest aims of man should be to 
think to some purpose. Men who do not 
think, never get anywhere. Thought is the 
seed from which achievement grows. 

“Right thinking is right acting. 

“Every man is in a great measure the 
master of his own mind. Every great 
thought is a blossom. Every evil thought 
is a thorn. 

“Libraries are but thought in type. In- 
telligent thought in your daily vocations 
of life is what makes men valuable. 

“Thinking is creating. The real work of 
building a great structure of stone is com- 
pleted before the saw or chisel ever touched 
a stone that went into the structure. 

“Thought must precede every action. 
Thought shapes the destiny of the world. 
There is no greater mission on earth than 
that of teaching the young how to think. 


Why Not Live Today? 

“Many a man struggles all his life to 
get to a particular somewhere. And if he 
gets there, he then finds that there’s no- 
where else to go, and the place he’s arrived 
at isn’t one, two, three with some of the 
places he passed by. 

“Live in the present, play square with 
yourself, be at least ordinarily neighborly. 
Laugh now and then, and see to it that 
everybody that knows you, really knows 
you are a good fellow. If you do these 
things, you'll have few worries and you'll 
know what long life and happiness are. 


Screenings 


“Somebody suggests that maybe Lot's 
wife passed some other women and looked 
back to see what she was wearing. 


“To have what we want is riches; to be 
able to do without is power. 


“No man is too big to be kind and court- 
eous, but many men are too little. 


“When things don’t come your way, it’s 
a sign you ought to be going after them. 


“There’s still some grease on the pole 
and you will perhaps have to sandpaper 
your hands to get to the top. But I am 
sure you will find it worth while to make 
the added effort to get there.” 
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Woman's Oxford, Campus last. Model No. 
821. Black calf trimmings. Sizes AA-D. 


Price $5.50 


Woman's Oxford, Campus last. Model 822. 
Tony red trimmings. Sizes AA-D. 
Price $5.50 

















The 

Right 

Combination! 

Selling well everywhere 


Our “Campus” last is the most 
popular in the country and our 
combination patterns on this 
last have proved great sellers 
everywhere. For rapid turn- 
overs at good profits feature 
the “Campus” last. 


The Preston B. Keith Shoe Company 


Brockton (Campello Station), Mass. 
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The Latest ‘Styles 


REQUIRE 





(GUARANTEED) SILK HUB GORE 
In Various Widths to 

Match Prevailing New Shades 
of Colored Leather. 


EVERLASTIK, INC. 
Webster and Spencer Aves. 
CHELSEA, MASS. 

395 Broadway, New York City 


















A WINNER 


IN STOCK NOW 











Styles That Fit 
the Season, the 
Demand and the 
Pocket Book 


Wire 
Your 


Orders 





Pat. Chrome One 


No. 2695 a 
Strap $2.75 ae 
No. 2696 Same in Glazed 


Colt $2.75 


B. FRIEDMAN 


Established 1880 
145 Duane Street New York City 
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Bleck Optimistic on 1922 


O. L. Bleck, salesman with the H. C. 
Roenitz Company in Wisconsin and Mich- 
igan territory, reports business to be a 
little below normal when compared with 
last year’s business. 

However, he is glad to report that it is 
very good on leather top combinations, 
both with the “Oshkosh” leather tops, and 
with the “side piece’’ leather tops, as this 
is an article well known to the trade, and 
has a special reputation of giving excellent 
satisfaction in both fit and wear. 

“Our line consists of shoes, rubbers, 
leather and findings, said Mr. Bleck.”’ “I 
find that when one article of my line is 
quiet, at least one of the other commodi- 
ties is in demand. All indications point 
that the year will end with a good showing 
for both the house and the writer.” 








0. L. BLECK 
Who om, Wisconsin and Michigan for the 


1. C. Roenitz Company 





Let Us Be Kind 


(From Indiana Travelers “‘Live Wire’’ Bulletin) 


“Around the world the. tears of time are 
falling, 
And for the loved and lost, these human 
hearts are calling. 
Let us be kind. 
We live in vain who give no tender token, 
Let us be kind. 


“Too late the flowers are laid then on the 
quiet breast— 
Let us be kind. 
And when the angel’s guides have sought 
and found us, 
Their hands shall link the broken ties of 
earth that bound us 
And heaven and home shall brighten all 
around us; 
Let us be kind.” 
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Here’s Real Salesmanship 


The following is taken from an 
exchange and reprinted in the 
March issue of the United States 
Rubber Company's booklet: 





“Between Us” 


Every once in a while I run across 
a real salesman. This time, he was 
an ebony-hued Pullman porter. 
Maybe he didn’t know he was a 
salesman. But listen: 

Two of us climbed aboard an 
Omaha train at Sioux City at 4 A.M. 

Somewhere in the long chain of 
sleeping cars were two lower berths, 
the train conductor told us. He 
didn’t know exactly where, and the 
Pullman conductor wasn’t about. 

So we started to walk through, 
carrying heavy luggage. 

“No, suh, no luwahs,” the first 
porter informed us, and we passed 
on. 

“‘All lowahs gone, boss,”’ said the 
second porter, sleepily. 

“Sorry, suh; we’se all filled,” as 
we passed through the third coach. 

But as we entered the fourth car, 
the porter came forward eagerly and 
took our baggage. 

“No lowahs, boss; but we’se got 
some mighty soft uppahs,” he 
grinned. 

“Soft uppahs.”’ 

How’s that for selling talk? How’s 
. that for selling psychology at 4A.M. 

He was already bundling our bag- 
gage into the “soft uppahs” and 
fussing around to make us com- 
fortable, so we looked no farther for 
the lowers. We succumbed to the 
succinct “‘soft uppahs.”’ 

The next morning we noticed 
that the upper berths of this car 
were 90 per cent occupied. This 
salesman had been selling “soft 
uppabs” to other late comers. 

Somewhere in the rear of the 
berths. Pretty stiff competition. 
But they didn’t worry the fellow 
who was selling “soft uppahs.’’ He 
was a salesman. 














Here Comes “‘Smiler”’ 


Sidney Salinger, otherwise known as 
“‘Smiler” has been selling McElwain shoes 
for the past six years. He has recently 
joined the salesforce of the Boston house 
of McElwain, Hutchinson & Winch and 
is now covering a Pennsylvania territory 
for this house. Mr. Salinger comes from an 
old shoe family. His father conducted a 
retail shoe store at Leavenworth, Kansas, 
in 1886. Later, the family moved to Penn- 
sylvania. Our genial friend has two broth- 
ers on the road selling shoes. 

He started selling shoes for Vander- 
slice, Stahmer Shoe Company of Daven- 
port, Ia., traveling for them in Oklahoma; 
he then represented McElwain-Barton in 
Arkansas and Alabama. 

“Sid”’ left Boston on Monday, April 24, 
for a three months’ trip throughout his 
territory. When the retail shoe merchants 
see him entering their stores with his eyes 








SIDNEY SALINGER 


Who travels for McElwain, Hutchinson g Winch 
in a Pennsylvania territory 











Regarding C. T. Gaines 


C. T. Gaines, a veteran traveler for 
E. T. Wright & Co., Inc., and who for 
many years has been covering Eastern 
Tennessee, Virginia and North and South 
Carolina, for that concern, has retired 
from that position. His territory will be 
divided between P. C. Jenkins, who will 
cover North Carolina and Virginia, and 
Frank Sullivan, who will look after South 
Carolina. 


twinkling with merriment, and his frank 
and cheery countenance, can you blame 
them for exclaiming: “Well, here comes 
our friend, ‘Smiler?’ ” 

Mr. Salinger’s home town is Birming- 
ham, Ala. He is married and has a young 
shoeman there, of seven years of age. 


An Important Correction 


In our Shoe Travelers’ Department of 
April 15, we stated that Joseph Card of 
Brockton, Mass., had joined the sales 
staff of the Preston B. Keith Shoe Com- 
pany, and would cover New York State 
and New Jersey. There is no such person 
representing The Preston B. Keith Shoe 
Company. New York State is covered as 
heretofore, by W. D. Baker, and New 
Jersey by L. E. Heaton, 





156 BOOT AND SHOE RECORDER 


Richards & Brennan 
Salesforce 


The following are the shoe hustlers of 
Richards & Brennen, and the territory 
covered by each: John B. Brennan, large 
cities West to St. Louis; William P. Bren- 
nan, Ohio, Kentucky, Tennessee; William 
E. Brennan, Pennsylvania; L. Judell, 
New York; John W. Bates, Middle West 
und Northwest; Robert A. Uniac, Ala- 
bama, Mississippi, Arkansas, Oklahoma, 
Louisiana, Texas; D. B. Blanton, Virginia, 
West Virginia, North Carolina, South 
Carolina, Georgia; F. A. Cadwell, New 
England; Wilson Connolly, Pacific West; 
S. W. Burke, Indiana, Michigan. 


Trade “Looking Up” 


Frank Walsh, salesman for Cambridge 
Rubber Company, Cambridge, Mass., re- 
ports a very good trip through Middle 
Western territory. The shoe trade is “look- 








Changing and Shortening 
Trips 





Said a shoe traveler recently: 
“Traveling men are changing their 
trips, as their firms change their 
styles. For instance, one salesman, 
handling novelty shoes for a New 
England firm, used to travel to the 
Pacific Coast twice a year. Now, he 
sells to the New York trade chiefly. 
Traveling expenses are so high that 
he cannot afford to cross the conti- 
nent. 

“Another salesman used to go out 
four times a year. Now, he goes out 
whenever there is an important style 
change. He made eight trips last 
year. This year, he may make ten. 
but each trip is shorter. Traveling 
expenses are so high that he cannot 
afford to visit distant cities. Also, 
his firm changes styles so often that 
he has to keep near his factory to 
keep closely informed of the style 
changes, as well as to give his firm 
quick, personal information about 
the style changes that his customers 
desire. 

“Two ways of meeting this new 
situation are commonly discussed. 
One is that familiar matter of get- 
ting down traveling expenses, espe- 
cially railroad rates and hotel bills. 
The other is that of increasing the 
rate of commissions, especially the 
commission of salesmen, who pay 
their own traveling expenses. Also, 
some salesmanagers are studying 
plans for re-routing their salesmen, 
for the sake of saving on traveling 
expenses, and also, for the purpose 
of putting them into the big dis- 
tributing centers more frequently.” 














ing up” and the demand for “Camco” 
products appears most promising. Sales 
are reported to leading firms on the canvas 
turn shoe specialties, introduced this sea- 
son for sport wear by Walsh’s house. 


Chubbuck with Hoge-Mont- 
gomery Company 


C. L. Chubbuck, a shoe traveler veteran 
with 30 years of road experience to his 
credit, has joined the sales force of Hoge- 
Montgomery Company, Frankfort, Pa., 
and started on April 24 for a two or three 
weeks’ trip in New England, part of New 
York and Pennsylvania. Prior to becoming 
affiliated with the Hoge-Montgomery 
Company, he traveled Western Pennsyl- 
vania, Maryland and West Virginia for 
the McElwain folks. Mr. Chubbuck made 
a call at the Recorder office last week just 
before starting on his trip, and stated that 
has had found business fairly good through- 








Cc. L. CHUBBUCK 
Who travels for Hoge-Montg y Company 
New England, Part of New York and 
Pennsylvania 








out Pennsylvania, despite the strike in the 
coal mine regions, and that the situation is 
looking much better now. He finds that 
what his trade wants are medium-priced 
shoes to retail at $3.50 and $4. Said he: 


To Retail at $3.50 and $4 

“Ninety per cent of the retail shoe mer- 
chants want some shoes that they can sell 
at these prices. In these days, accounts are 
a big study and a shoe traveler must use 
his head and know his trade’s financial 
problems. The coal and steel industries in 
my territory are now operating at about 
70 per cent of their capacity—they have 
been running at as low as 30 per cent of 
capacity. I find that the merchants want 
patent leather straps, oxfords and sport 
stuff. They seem to prefer leather soles on 
sport shoes at the present time, rather than 
rubber soles. 
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“I noted on my recent trip that there 
was quite a little demand through Penn- 
sylvania on the Russian boot. The demand 
came from the better class of trade and 
the shoes ranged in price anywhere from 
$18, up to $35. However, I have seen a 
similar fad two or three times in my ex- 
perience as a salesman, but it has proved 
only a fad, and this merchandise has not 
proved successful ir any great degree.”’ 


Youmans with Menzies 


Charles Youmans, the former manager 
of the Newark Shoe Store at Fond du Lac, 
Wisc., on April 1 joined the sales force of 
the Menzies Shoe Company. 


Val Duttenhofer Sales Force 


The members of the sales force of the 
Val Duttenhofer Sons Company are now 
in their territory as follows: W. A. Bar- 
ney, all of Texas; A. M. Figenbaum, North 
and South Dakota, Minnesota, and part of 
Wisconsin; J. A. Cameron, California, 
Oregon, Washington; E. M. Daniels, 
Kansas, Missouri; E. E. Evans, Michigan 
and part of Illinois; J. L. Frederick, 
Northeastern Ohio, western Pennsylvania; 
John A. Hach, part of Ohio, part of Michi- 
gan; Ed Kohlman, Iowa and southern 
Mississippi; Jesse MacDonald, Cincin- 
nati and part of Indiana and Kentucky; 
f&.. H. Rand, Iowa, Nebraska, Wyoming, 
Montana and Colorado; Charles Mulvi- 
hill, part of Ohio; M. B. Murray, Okla- 
homa, Arkansas and North Mexico; 
Chas. P. Osler, Chicago and northern 
and South Carolina; W. T. Shipley, Ala- 
bama, Georgia, Florida and part of Ken- 
tucky; Chas. L. Smith, part of Ohio, 
Michigan, Pennsylvania and New York; 
James Straub, Delaware, Maryland, West 
Virginia and eastern Pennsylvania; W. H. 
Thompson, part of Iowa, Nebraska and 
Colorado. 


Let Us Be Kind 
(From Indiana Travelers “‘Live Wire"’ Bulletin) 
“The way is long and lonely, 
And human hearts are asking for this 
blessing only, 
That we be kind. 
“We cannot know the grief that men may 
borrow, 
We cannot see the souls storm-swept by 
sorrow, 
But love can shine upon the way, today, 
tomorrow, 
Let us be kind. 


“There is a wealth that has no measure, 
This is of heaven and earth the highest 
treasure, 
Let us be kind. 
“*A tender word, a smile of love in meeting, 
A song of hope and victory to those 
retreating; 
A glimpse of God.and brotherhood, while 
life is fleeting, 
Let us be kind.” 











Ap 
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IN STOCK 
STYLES 


WOMEN’S OXFORDS 


LY . 7) | 











Tw 
Pearl Ek Sport Oxford. .......ccccccee; $5.35 
Black Duflex Ribbed Sole and Heel 
A to D wide 


Tweed Pecst 
Brown Elk § Oxford . $5.35 
Du flex Ribbed Sole and Heel 
A to D wide 


254 
Tweed Last 


Smoked “lace 
ther Sole and Heel 
A to D wide 





Number 250 
— Same shoe as 254, with b Red “D ‘Duflex” Ribbed Sole 


and Heel. A to D 35 


Tweed Last 
Gray Calf Oxford, by a Apron 
Leather Sole and Hee! 
AA to D wide 
$5.15 


Da 
Patent Colt Oxford. ............. ; $4.85 
A to D wide 





MEN’S OXFORDS 





382 





Sport Last 
Smoked Elk Sport —. See $5.50 
Gal. She 
Red Duflex Riba le and Heel 
B to E wide 
at 
t Last 
Number 254 Tan Box Sport Oxfoh” te eeah hake eek eke $5.85 


Tan Box Apron 
Red Duflex Ribbed Sole and Heel 
B to E wide 


Sport Las 

it 

Pn Box S; yo 
Brown Cordovan 

Red em Sole a | Heel 


to E wide 


508 
Newton Last 
POT is mete: adhesive 
A to D wide 


516 
Premier Last 
We Oe GRE, ono: cveeibackiess oseceewced $5.50 
A to D wide 


The Dalton Company Inc., Brockton, Mass. 


lakers of Fine Shoes 





BOSTON NEW RK CHICAGO 
Number 230 183 Essex Street 651 Siedieldes ite, 706 Security Bidg 





The Boot and Shoe Recorder will appreciate your mentioning,the publication in replies to advertisements 








BOOT 


AND 


SHOE RECORDER 


April 29, 192? 














Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 

















FAILURES 


Boston.—Holstein, Selig (624 Washington St., 
Dorchester,) shoes and repairing, reported 
petitioned into bankruptcy. 

Brockton, Mass.—Louis Altman (Altman's Econ- 
omy Shoe Store), shoes reported petitioned into 
bankruptcy. 

Progress Shoe Mfg. Co., shoe manufacturers, 
reported meeting of creditors was called for 
April 12, last. 

Haverhill, Mass.—Baker Shoe Co., Inc., slipper 
manufacturer, reported amy ws bank- 
ruptcy. Reported liabilities henge 

Lynn, Mass.—Trubilt Shoe = — manu- 
facturers, LL ~ — oe into bankruptcy. 

tone, | a mp Shoe Co., shoe manu- 

urers, reported yore into bankruptcy. 
Repereed liabulities $ $46,4 

Lawrence, Mass.—Strand Shoe Store (Nora Eban) 
shoes, cond ee into bankruptcy. 

New Bedfi am 


ete., reoried petitioned into benhrupte 
Ashdown eC Johnson, = ete. sepented 


voluntary petition in ba 
Fresno, Calif.— Dave Talney, pmo <n. reported 
offering to compromise at 45 per cent. 
( ‘ampbellton, Fla.—J. J. Jones (Jones Mercantile 
bn - o— etc., reported petitioned into bank- 


a — % Fla.—S. J. Grossman (Reliable Shoe 
Store), shoes, reported petitioned into bank- 





ag: 

Canon, Ga.—J. F. Bowers, shoes, etc., 
petitioned into bankruptcy. 

Lexington, Ga.—George A. Barron, shoes, etc., re- 

petitioned into bankruptcy. 
Muscatine, la.—Thomas W. Cherry, shoes, re- 
yorted offering to com ise at 30 per cent. 

Burley, Idaho.— Davis rtment Store, shoes, 

= reported offering to compromise at 50 per 


cash. 
4 1ll.—Model Clothing Store (Max Rosen), 
. etc., reported petitioned into bank- 


reported 


ruptcy. 
Leavenworth, Kans.—The Booterie (A. S. Wein- 
traub), shoes, reported petitio: into bank- 


ruptcy. 

Owensboro, Ky.—H. Barohn, Jr., shoes, etc., re- 
ported offering to compromise at 15 per cent. 
Arcadia, La.—Caskey Rogers & Co., shoes, etc., 

reported petitioned into bankruptcy 
Tyler, + = a Chokteneens nom, etc., re- 


port 

Allendale, “Mo. — - h A. Hammer, shoes, etc., 
reported titio Soy bankruptcy. 

Doniphan, Mo.—T . Pulliam Mercantile Co., 
shoes, etc., petitioned into bank- 


ruptcy. 
Detrott, Mich. —Theo 4 - Co., shoes, reported 
petitioned irto bankr 
Blowigett, ae E. “Marshall Mercantile Co., 


shoes, e ed ay ey into bankruptcy 
Cliffside, N Nog Chih , shoes, reported 
petitioned into bankruptcy. Reported receiver 


a nted. 
Port “ oo N. Y.—D. Weiner, shoes, reported 
petitioned into bankruptcy. 
. Y¥.—Guess & Ward, shoes, reported 


, (247 Oxborne 
manufacturers, reported petitioned 


tey. 
wala N. Y —Morris Feinerman, shoes, etc., 
pottieged into bankru ~ 


onarch (F. B. & B. 
Irod), ion etc., reported asking general 


extension. 
Idabel, Okla.—Strawn-Lightsey Co., \ eee etc., 
ted petitioned into Renkyupes 
Cleveland, Ohio.—Joseph Op oe. shoes, re- 
ported petitioned into bankruptcy. 
Dele, Pa.—R. H. Lewis, am etc., reported 
titioned into bankruptc 
iladelphia, Pa. Albert Peart (3102 Frankford 
a ), shoes, reported offering to compromuse at 
33 1-3 per cent. 
Paul Rappaport (59 No. 8th St.), shoes, etc., 
on ving 4 pened into — 1 ey. 
Columbia, 8. —J. B. Ma ;—~ oe Co., shoes, 
reported Lond into bankruptcy 


Oklahoma City, Okla.—J. L. Woody Leather Co., 
shoes reported. Leather & Findings reported 
voluntary petition in bankruptcy. 

Jackson, Mich.—Connor Shoe Co., » reported, 
assets $2,750; liabilities $12, oo 78, reported 

voluntary petition in bankruptc 

Buffalo, N. Y.—Joseph F. Mikolajceak, shoes re- 
ported, liabilities $7,440; assets $4,295. re 
ported voluntary petition in bankruptcy. 

Philadelphia, Pa.—Louis aan, shoes. Liabili- 
ties $5,297; assets 

Butler, Pa. —The Army Teese, shoes, etc. Ralph 
Edwin Denniston and John Frederick McPher- 

on, trading as above. Liabilities $4,561; 
assets $3,500. Reported voluntary petition in 
bankruptcy. 

Reading, Pa.—A. Levin & Son, shoes, reported 
offering to cor ise at 20 per cent. 

Pawtucket, R. I.—Barney Potter (Barney the 

hoeman), shoes, reported petitioned into 
bankrup picy: 

Waco, Texas. aniel Williams Shoe Co., wholesale 
shoes and manufacturers reported. ‘Voluntary 
petition. Liabilities $116,125; assets $129,272 

—— Tenn.—Aaron Weinstein, shoes, etc., 

ported et a> into bankruptcy. 

ne mag Va.—J. T. Johnson, shoes, etc., reported 

petitioned into bankruptcy. 

Nassawadox, Va.— wnhing, shoes, etc., re- 

ported petitioned into bankruptcy. 

Waynesboro, Va.—Samuel Einstein, shoes, etc., re- 

gated gations into bankruptcy. 

Stanley, Wis.—Albert Filipiak, shoes, etc., re- 

ported petitioned into bankruptcy. 

Vaudreuil Station, P. Q.—G. E. Ranger, shoes, etc., 
repor a effected at 50 = cent. 
-—-~- P. Q.—Montreal Slipper & iter Co., 

ported compromise effected. 

Montreal, P. Q.—Ames Holden McCready, Ltd, 
men’s and women’s shoe manufacturers re! 


Sinking Spring, Pa.—C. B. Hull, shoes, ete., re 
sold out to F. Edward Guenther. 
Racine, Wis.— Venus Foot Appliance Co., manu 
facturers of arch supports, etc., incorporated 
with capital of $200,000. 
Dresden, t.—Bruce Stratton, shoes, reported 
sold out > G. Woods. 

Quebec, P. Q.—O. Desrosiers, Ltd., shoe manu 
facturers, recently here. 
Humboldt, Sask.—Jerace & Anderson, shoe manu - 
fac recently commenced business here. 
Mobile, ~~ ° Rippe Co., shoes, etc., 
AaA ry ge j 


ter Ala.—Austin 5 all Parker Mer- 
le Co., shoes, etc., dissolved partnership. 
Monticello, Ga. —D. W. Shearer & Son, shoes, etc., 
succeeded a7 rt et Me Miller. 
Belleville, I.— ind & Sons, shoes, etc., dis- 


solved partners! 

Carterville, Il. —- Ghent & Co., shoes, etc., 
capita al i to $50, 

Chicago, Ill.—I. Goldstein (3602 South Cicero 


Ave.), shoes, re sol 
asia man — North Clark St.) 
reported sold ou 
Root} Il.—M. J. Wormley (White Front Shoe 
Store), shoes, reported advertising to sell out. 
Newton, Ind.—Morris Nene: shoes, etc., re- 
ported sold out to E. E. D: 
Scandia, Kas.—Gulick Mercantile Co., shoes, etc., 
reported sold out. 
——— Md.—Eutaw Shoe Company (317 N. 
Howard St.), — shoes, recently com- 
menced business 
Aaron pm coe hay ‘shoes, etc., reported sold 
out. 











ported at special neeting April 14, ¢ it 
was appointed to look after the interests of 
creditors, comprised in H. T. Shaw, J. T. 
Page, and Elmer Davis. 
CHANGES 
Boston.—Boston Felt Slipper Co., eee 
incorporated with authorized capital of $35,000. 
Waterproof Cushion Sole Co., Inc., 
manufacturers, recently incorporated. 
Beverly, Mass. —Ranieri & Balboni, shoes, reported 
out of business. 

Haverhill, Mass.—Laganas Shoe Co., Inc., manu- 
facturers, capital stock increased by $20,000. 
Haverhill, Mass.—O'’Brien Wood Heel Co. he Sane 

heel manufacturers, removed to Law 
Florence, Ala.—Sol Aizenshtat (Grand Lond. 
shoes, etc., re; sold out. 
Gadsden, Ala. eae Shoe Co., shoes, re- 
ported sold out to I. S. Ruttenberg. 
Newark, Del.—Isaac Marritz, shoes, etc., reported 


out. 
Bote, Ga.—Winters & Slocumb, shoes, etc., suc- 
ceeded by Slocumb General Store. 
Ellijay, Ga.—W. F. Mathie, shoes, etc., succeeded 
J. H. Penla 
c Sasi, Idaho.—M. & W. Shoe Co., shoes, in- 
corporated with capital of $10,000. 
Rockford, Ill—Home Shoe Store Co., Inc., re- 
sold out to Blumgren & Johnson. 
agua, 5 3 uncan & Co., shoes, etc., suc- 
led by T. W 


Belfast, Maine. —Leonard, Stevens, Bearce Co., 
shoe manufacturers, succeeded by Leonard 
Stevens Co. 

Stover Mo.—Stover Mercantile Co., Inc., shoes, 
etc., re; ed sold out. 





Bayonne, N. J.—Phillip Mazzola, shoes, reported 
sold out. 

Johnson City, N. Y.—C. & C. Heel Co., heel 
manufacturers, consolidating with Nailless Heel 
Co., at ~~ 

Saranac Lake, Y.—D. Disbrow Co., shoes, 
reported ay out to Walter +. 

Salisbury, N. C.—Footwear Mfg. Co ., Shoe manu- 
facturers, recently here 
Cincinnati, Ohio. — Ohio Valley” Leather Co. . 
leather, incorporated with capital of $5000. 
Brookville. ion & Reitz, shoes, etc., suc- 

ceeded by Heasley-Reitz Co. 

Reading, Pa.—1I. Bear & Co., shoes, etc., reported 
sold out to Boston Shoe Market, Inc. 


sold out. 
St. Hilaire, Minn.—Crown & Larson, shoes, etc., 
succeeded by Tom Larson. 
Coe Neb.—J. P. O’Brien, shoes, etc., reported 
er Nebr. —J. H. Gilman, shoes, etc., will 
iscontinu 
. Mt. Holly, N. J.—Cohe n’s Economy Store, shoes, 


etc., re id out. 
Paterson, N. J.—Konner & Co., shoes, etc., re- 
sold out to wn Eglowstein Co. 


ported 
Red ‘Bank, N. J.—S. Ageloff & Kislin, shoes, etc. 
; Ageloft retires. 
Brooklyn, N Y.—Dr. Joseph Adler Shoe Works, 
Inc., shoe. manufacturers, reported out of 


jiness. 
Paris Style Footwear Mfg. Co., incorporated 
with capital of $15, 
New York City—A. & ™. ” Shoe Mfg. Co., incor- 
porated with capital of $20,000. 
Ww ae Inc., leather manu- 
porated with capital of $50,000. 
Tatton Bros., shoes, etc., suc- 
cutt. 

Devile 1 take, —C. J. Kelly, shoes, etc., out of 
Bowling ._—— Ohio.—E. fovtee. Sam, etc., 

reported sold out to M. Zim 
Stillwater, Okla.—Samuel Miller E Est. Miller 
ment Store), shoes, etc., su by 


Fi oe. 
Kutztown, Pa. erStichler & Scheffer, shoes, etc., 
reported sold out to 20th Century Shoe Co. 
Philadelphia, Pa.—Percy Zitomersky, 2941 N. 
eS shoes, reported sold out to M. 
ite 
a Pa.—B. Rogalsky, shoes, etc., reported 
: Harber, shoes, etc., reported 
sold out to J. J. Coble & Son. 
Galveston, Texas.—Tolsky & Farb, shoes, etc., 
dissolved partnership—succeeded by M 
y 


New Shoe Stores 


J. Wien & Son, Opera Block, Delavan, 
Wisc., shoe department. 
Clifford Jasper, Shafter, Ky. 
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Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to quit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. myeee sub- 
ject to approval and sat- 
isfaction guaranteed. 


Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 











SHOE STORE 
CHAIRS 








WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 

















WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 
166 Pulaski St. — N. Y. 
Phone Williamsbure 3410 














CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
ony ote merchandise. Quantity no object. 
or 30 years our specialty. 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER ae 
610 Broadwa 





n 
Phone Stagg woot 











THE NEW YORK EXPORT 
PURCHASING CORPORATION 


: 596 BROADWAY, NEW YORK, N.Y. 
: PHONE—SPRING 9965 
: WILL(SLOW SELLERS )FOR 
buy |2unihe's Peek ° |cASH 





©“ aains in shoes always on hand for special sales and bargaie basements, 








Celebrated Glass Fixtures 
Catal G. F. 
Everything in 

Wood Fixtures 
Catalog No. 14 

Artificial Flowers 
Catalog No. 19 

Window Valances 

In Stock 


or sam; 
Pluck ycand Windus age 
Samples sent. 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 











NEW YORK SHOW ROOM Chicago 
70 West 36th St. 


Just East a Broadway 

















Lynchburg 


Patent Leather the 
Most Popular 


ATENT leather seems to be selling 
as well to little girls as to their 
grown-up sisters, and most of the retail 
shoe merchants are taking advantage of 
the vogue in patent leather to display 
styles for the youngsters, just like those of 
the grown-ups. In sandals and one-strap 
pumps, some of the patterns are almost 
identical with those being worn by older 
girls and women. 

In boy’s lines there has been some com- 
plaint on the part of parents that there is a 
gap between the sizes for the growing boy, 
which often forces them to buy shoes that 
they do not really want. There has been a 
demand in some quarters for styles like the 
older boys are wearing for lads wearing the 
smaller 10 or 11. 


Styles Are Varied 


‘ Under the caption “Sensible Footwear, 
Reasonably Priced,” the Isbell-Bowman 
Company has been featuring oxfords and 
pumps in Spring advertising. Among the 
styles mentioned have been tan sport ox- 
fords, with dark brown saddle strap at $6, 
tan oxfords from $3.50 to $6.50, and pat- 
ent leather, flat heel, one-strap oxfords, 
from $3.85 to $9. 

Dress-up styles have been featured by 
the Bell Shoe Store, which has been play- 
ing up the French heel types. Two-tone 
combinations in gray and patent, biege 
and Russian calf, and brown kid and suede 


RECORDER 159 


are being played up to catch the attention 
of the public. 

In the ads of the G. A. Coleman Com- 
pany, all the ammunition has been spent 
onone type, a flat heel, round toe pump, 
with a single board buckle strap in patent 
or satin at $7.85. 


Says Court Decision Will Not 
Affect Prices 


Anticipating no disturbance in the shoe 
manufacturing industry as the result of 
the decision of the United States Supreme 
Court against the United Shoe Machinery 
Corporation in the case of the government, 
against tying clauses in contracts of the 
corporation, John W. Craddock, president 
of the Craddock-Terry Company does not 
believe that the public will feel any effect 
from the court decision. Royalties cha1ged 
under any new contract negotiated will 
hardly be lower than under the ones held 
invalid, Mr. Craddock said. Some slight 
cost reduction may come through lowered 
findings prices, but no real effect will come 
until competing companies introduce new 
machinery in Mr. Craddock’s opinion. 


Orthopedic Lasts More Pop- 
ular 


Increasing interest in orthopedic and 
corrective footwear is being shown by the 
women of Lynchburg, especially since 
several clinics have been held in the city 
by the leading orthopedic sugeon of the 
state, who in no uncertain terms, recom- 
mended to many of the women that they 
change the kind of shoes they wear. At 
first the retail shoe merchants were in- 
clined to let the women write to special 
shops for the special shoes they required 
but more recently, many of them have 
stocked on corrective shoes and have 
featured them in advertising and window 
displays. An estimated has been made that 
the number of women wearing orthopedic 
shoes has doubled within a year. 


Shoe Men .Working for 
“Gym” 


Lynchburg shoe men, retail merchants 
and wholesalers, have been assisting in the 
city-wide campaign for a $75,000 gymnas- 
ium for Lynchburg College. John W. 
Craddock, of the Craddock-Terry Com- 
pany heads the flying squadron; Charles 
B. Easley, of the George D. Witt Com- 
pany is a leader in the committee of the 
Kiwanis Club, along with John W. Crad- 
dock, Jr., another C-T man; George T. 
McDaniel, of the G. A. Coleman Company 
is on the Retail Merchants’ Association 
committee. Associated in the organization 
are committees from the Chamber of 
Commerce, Elks, Kiwanis Club, Lions’ 
Club, Rotary Club, and Retail Mer- 
chants’ Association. 
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SALESMEN WANTED 


SALESMEN WANTED 





Ofsaiaen in oe FOR SALESMEN—We want 
salesmen 


ges tenements 


in ev State to sell 
to the retail trade. 





Soo manufacturer of high-grade work 
~~ - Fee would like to get in com- 
munication with high-calibered salesmen who have 
confidence in their own ability and are willing to 
take line on straight seven per cent commission 
basis, with no drawing account. No objections to 
men carrying other non-conflicting line. Follow- 
ing territories open: Maine, New Hampshire and 
nee Southern New York, Pennsylvania, Vir- 
West Virginia, Ohio, Georgia and Flor- 
ida, “Missiesi Louisiana, Arkansas, Kansas and 
Nebraska, sheme, Indiana, Illinois, Iowa, and 
= Address D-205, care Boot and Shoe Re- 
207 South St., Boston, Mass. 





LION BRAND 
SHOES 


Several Desirable Terri- 
tories open for experi- 
enced shoe salesmen. 
Write or wire 


Harsh & Chapline Shoe Co. 


Milwaukee 











WANTED— Salesmen as on shoe trade to 
sell quick “U's. nas 2 ‘ 
Big wy ad yen Mfg. Co est 





So children’s WANTED—Western manufacturer 
and growing ris’ welt shoes has 

Ce ; one in ae gr two m 
> West Sow account based very 
commission. Address D-194, care Boot and 

Shoe Recorder, 207 South St., Boston, Mass. 








WANTED 


Shoe salesmen selling retail and 
department store trade through- 
out U. S. to carry high-grade 
felt and satin house and boudoir 
slippers as side line. Liberal 
commissions paid to salesmen 
having established trade. Ad- 
dress D-215, care Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 























GALESME! tN WANTED—Side line, shoe buckles, 
leather bows and shoe ornaments, to cover 
Pennsylvania, and Rochester, N. Y. For further 
particulars write to Veait Novelty Works, 913 
Gates Ave., Brooklyn, N ¥. 





GALESME! SN to carry as side line on strictly com- 
\ mission basis Brooklyn made turns. Southern 
and Western States. Address K-589, care Boot 
and Shoe Recorder, 127 Duane St., New York. 








SEVERAL CHOICE TERRITORIES 
OPEN FOR EXPERIENCED SALES- 
MEN WITH RECORD - PROVING 
ABILITY TO DEVOTE ENTIRE 
TIME sees sage 
Our enaPpy. high-grade dress welts 
(solid leather) to — at $7.00—5 
lasts, 5 shoes, 9 oxfords, genuine calf- 
skin (Russia tan, black and ae 
Also Havana Brown and Blac’ 
Also to sell our solid leather 
Franklin Fox line—4 shoes and 4 ox- 
high-grade chrome. Small 
kip sides to retail at $5.00. Give age. 
of tim territory preferred 
OGDEN SHOE CO. 
Milwaukee, Wis. 











Want rrevelias salesmen to carry a side 


to the wholesale trade. 
Addreas D-200, care and Shoe Recorder, 207 
South St., Boston, Mass. 





ANTED—A “live man for a live line.” Ter 

ritory open: OHIO and PENNSYLVANIA. 
hertest ond [est sideline tn this country. The 
famous FOX line of soft soles and “first-step” 
TURNS. Liberal commission, and weekly drawing 
py @s soon as you have proven your ability. 


le line. Leading styles in stock . 
a Ss oldest —~ esr oli tion, 


» 2 full F. J. Fox Co., uf 
,urers, | Lame We oe — 


GALSSMEN to carry a line of Comfort Shoes in 
Wisconsin, Minnesota, Iowa, No. 
Dakgen on Nebraska, Kansas and Mis- 
oat besis. 18 qe. 
on floor’ f lor immediate shipment. A 
coalidentiat ‘Address D-211, care oct 
Recorder. 180 W Madison Si. Chicago. re 








WANTED—Agents on commission for the fol- 
lowing territories: ees Cc. alifornia, North- 
ern California, Oregon, W Col El 
Paso, Indiana, Illinois, Ohio, Kansas and Ne- 
braska. Westcott-Whitmore Co., Syracuse, N. 








SALESMEN WANTED 


Opportunity to sell best line rhine- 
stone shoe ornaments and buttons as 
side line. High commissions and all 
teritories open. In answering, please 
tell us where you travel and lines car- 
ried. Address K-586, care Boot and 
Shoe Recorder, 127 Duane St., New 
York City. 











GALESMEN WANTED by a New York manu - 
+ to carry side line of women’s high- 
Ss bench made shoes for Middle West and 
thern territory. An excepti 
id high-class men. Must have establi 
y. 7 809 Westchester Ave., Bronx, New 
or 


Ap 
si HN 


I 








SALESMEN WANTED 

BIG and p 1 
for salesmen t— *- nationally 
known and advertised te—the 
concentrated white shoe — A 
big repeater with drug, retail shoe, 
findings, and notion trade. 
Dealer makes 60 per cent. Best side 
line ever offered. Splendid sales help. 
Write quick for Qacettery and free sam- 
ple. Et 1 Co., L 

worth, Kansas. 

















LINE WANTED 





GALESMAN, practical shoe man, is tgching for a 

strong line of high or medium grade shoes for 

New York City, New Jersey or Pennsylvania, with 

considerable acquaintance. Address K-587, care 

me and Shoe Recorder, 127 Duane St., New 
ork. 





MANUFACTURERS 
LINE WANTED 


For Central New York. Operating 
from Albany—North, East, South and 
West—by ex mced shoe man—a 
man who will thoroughly take care of 
this territory and put effort and work 
= — line. Best references as to busi- 


aon ‘beste preferred. Give full in- 
formation in first letter. Read 

10. Address D-214, care Boot a 
Recorder, 207 South St., Boston, Mass. 














WANTED—manufacturer's line ladies’ chil- 
dren’s or men’s shoes for New York State 

ved as buyer and manager in shoe 
department of department store. B. Cohn, 1313 
Eastern Parkway, Schenectady, N. Y. 





L INE WANTED by young man, age 33. At 

it selling work shoes. Must be an estab- 
lished manufacturer's line. I am a worker and 
can sell a line of merit. Address D-209, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 
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Wanted—Shoe Artist 


a be first-class man, especially 
. So a, F< work. 
a to 

the right —. Address eee ST 


— "4s —— 
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This is the great problem of the retail shoe 

solve it; for this is the basic problem upon 
which depends the progress of the a. allied industries relating to shoes and leather; their production and distribution. 

Annual Subscription in the United States, $5.00 


No Subscription Accepted for Less Than One Year 


Canadian, $6.00 
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FOR SALE 


TO RENT 





FOr SA Blase eneiinhes family, shoe store, 
dowg splendid business, city pear — 
William Adler, 38 Orchard Place. Buffalo, N. Y. 





F OR SALE—Shoe department in fastest growing 
section Greater New York. Up-to-date fix- 
tures. With or without stock. Good opportunity. 
Reason for selling, have other business. Five-year 
lease on commission basis. Stock and fixtures 
about $4,500.00. Address K-588, care Boot and 
Shoe Recorder, 127 Duane St., New York 








Rubber Soles 
For Sale 


100,000 pairs men’s, boys’, women’s, 
misses’ and children’s rubber soles (no 
name), in black, tan and white. Fresh 
goods, well-known make. Will sell 
whole or part of this lot at reasonable 
price. Full run of Sizes 7 to 12 iron. 
Apply Royal Textile Co., 18 Kingston 
Street, Boston, Mass. Phone 8954 
Beach. 

















FOR SALE—S. and J. M. Stabler’s Shoe Store, 
47 E. Third St., Williamsport, Pa. In business 
at the same stand for 36 years. Reason for sale, 
death of partner. Good line of medium priced 
shoes, oxfords and pumps. Spring stock all in. 
Douglas agency. Option on lease for one year. 
Samuel Stabler’s Estate, 930 Thirtieth Street, 
Altoona, Pa. 
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MANAGER WITH MONEY 
Capable of taking charge of specialty 
store in the East, who would be in a 
position to buy interest providing busi- 
ness under his management proved 
satisfactory. Must be first-class shoe 
man, willing to work. Owner has 
other business. Address D-210, care 
Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 























WANTED TO PURCHASE 





ART of store for office or sample room for rent. 

Good location. Shoe district. Reasonable 
rent. Address K-579, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 





Foe RENT—Space for shoe department, in one 

Philadelphia's great stores located on Mar- 
ket a in the heart of the busiest business sec- 
tion. Wonderful opportunity for live-wire shoe 
firm catering to the popular-price trade. For in- 
terview address D-216, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





en specialty store in one of the larg- 

cities in the Southwest, doing $500,000 
bude desires to rent out first floor shoe depart- 
ment. Excellent opportunity for the proper party 
Address D-213, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ACANT STORE to let. Annex to Globe De- 

partment store. Good location for shoes. 
375-381 Grand St., Brooklyn, N. Y. Telephone 
Stagg 4017. 





MISCELLANEOUS 


5 


Insure perfect shelf service for 
ne line of angie. 
tread steps, properly spaced, 
convenient full length handhelds 





as simple as A, B, C Utilize 
small space. Make top shelves 
safely available for stock purposes One 
style—neat of design— moely finished— 
Thousands 

















DO YOU CONTEMPLATE 


Retiring or going out of business? 
I ot value for your entire or surplus 
stock 


« 

Looney, having « short term to run taken over. 
I. OLENICK 

413 Broadway, New York. Tel. 9531 Canal 











INFORMATION 


“Where to Buy” constitutes a: 
source of knowledge so that he who : 
runs through these pages may’ read : 
—and learn. 3 
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General Industrial X-ray Co., Milwaukee, 
: 12 


_, WRT oTTerTe rr eT re Ter TTT 2 
Hecht Fixture Co., Chicago, Ill............ 159 
Kahn, Edw. E., Co., Brooklyn, N. Y........ 144 
Lyons, Hugh, & Co., Lansing Mich........ 117 
Milbradt Mfg. Co., St. Louis, Mo.......... 159 
Milwaukee Chair Co., Milwaukee, Wis... ... 118 





Miller, O. A., Treeing Machine Co., Brock- 


DD SR Kanne devedénscdasadecseeeusey 122 
Myers, F. E., & Bro., Ashland, Ohio. ....... 159 
Onken, Oscar, Co., Cincinnati, Ohio. ....... 159 


Palmenberg, J. R., & Sons, New York City. 134 
Parisian Beading Works Co., Philadelphia. 144 


Scholl Mfg. Co., Chicago, Ill. ............... 33 
Standard Show Card Co., Chicago, Ill... ... 120 
Success Manufacturing Co., Spokane, Wash.132 
Vanity Novelty Works, Brooklyn, N. Y....144 


Whitcher, Frank W., Boston.............. 61 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Companies, Inc., 





I, SEE b cakxcemencecenkedcead ices 4-5 
Barnet Leather Co., Boston and New York. .148 
Beggs & Cobb Co., Inc., Boston. ........... 145 
Chamberlain, B. F., Boston.............. 145 
Creese & Cook Co., Boston................ 145 
Everlastik, Inc., Boston, Mass............ 154 
Foerderer, Robert H., Inc., Philadelphia, Pa. 

20-2 
Hunt-Rankin Leather Co., Boston ...... 152 
Jones Co., F. E., Boston..................145 
Kistler, Lesh, Inc., Boston................152 


Lawrence, A. C., Leather Co., Boston. . . .36-37 
Panther Rubber Co., Stoughton, Mass... .. . w 
a Pew Fred, Leather Co., Fond du Lac, 


Scherer, Oscar, & Bro., Inc., New York oa. 
Skinner, Wm., & Sons, New York City. 47 


MACHINERY, LASTS, MFRS’. SUPPLIES 
DRESSINGS, ETC. 


Appelbee & Newman, Inc., New York City. 132 


Beckwith Mfg. Co., Boston................ 59 
Boston Blacking Co., Boston.............. 120 
Cincinnati Last Co., Cincinnati, O......... 145 
Cleaning Compound Mfg. Co., 7: York 
Dn meanddenchbaeeditnndsduvaseanenuwee 145 
Griffin Mfg. Co., New York City........... 52 


~ = England Wood Heel Co., em, 


North & Judd Mfg. Co., New Britain, Conn.. 120 


Progressive Shoe Machinery Co., Minnea- 
136 


Pe HN bo cok REED e ee aeedeweeéedenied 3 
Tubular Rivet & Stud Co., Boston. ........ 45 
United Fast Color Eyelet Co., Boston... .. . 130 
United Shoe Machinery Corp., Boston. . . 56-121 
Wiechman Pattern Co., Cincinnati, O...... 145 
Whittemore Bros., Cambridge, Mass...... . 152 

MISCELLANEOUS 

Atlantic Printing Co., Boston............. 146 
Blacher, Chas., New York City............ 159 
Boot & Shoe Workers’ Union, Boston... .. . 30 
Brooklyn Purchasing Syndicate.......... 159 
Brooklyn Footwear Manufacturers. ........ 83 
Calderwood & Preg, Inc., Boston.......... 146 
Hooper Printing Co., Boston.............. 16 
Howard Print, The, Campello, Mass........ 42 
Kalter Cerf. Co., Max, New York.......... 159 
National Shoe & Leather Association... .. . 15 
New York Export Purchasing Corporation, 

Pe Ce retcadccucenedccesksuanshes 54 
Mawhinney, H. H., Lowell, Mass.......... 132 
Se Siig We Weg SI, 60.5 0.0 s.cccndcnn ces 146 
Tolman Print, Brockyon, Mass............ 146 
University Electrotype Foundry.......... 16 
War Dept., Surplus Property Div.......... 60 
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Style 2165 


















Ruby Red Calf, with orange stitch- : 
, <2s>> ing. Grain leather innersole and ; 
a ih counter. ‘‘ Wingfoot”’ rubber heel. F 
cs Style 6165—Same, except a Bal. ty 
i “Wingfoot” rubber heel. ct 
23 
at 
sialaae ; Aly 
EN’S shoes having attractive and well-balanced perforations = 
ie 





are this season dividing the honors with very plain shoes in 









all parts of the country. Live dealers are selling both ee 

groups readily. is 
Bates’ No. 2165 Oxford (and its companion high shoe, No. 6165) es 

is a fine type of the ornamental group. From its French-shaped toe ms 
to its broad walking heel with rubber top-lift, No. 2165 is handsome, at 






<del 


fine quality and an easy seller. 






This and twenty other smart Spring Bates Oxfords =i 
and Boots are carried in stock in the full selling range of or 
sizes and widths. We are giving splendid immediate- 
shipment service in this rush after-Easter period. 








You should have the new Bates in-stock catalog. Mailed free. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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FOOT TROUBLES ELIMINATED! 


Through Prevention— 
Not Correction. 


“An ounce of prevention 
is worth a pound of cure.” 


The Carpenter 


Selt-Starter 


“The House Without a Competitor 


is rapidly being adopted as the logical shoe in which to start Babies walking. The 
drastic change from soft sole to hard sole is eliminated by this intermediate shoe. 
Leading physicians are advocating the Carpenter Self-Starter to strengthen the mus- 
cles and properly form the feet of Infants just learning to walk. 


— 2 PLY FELT DOUBLE THICK 
STYLE 200 S SOCK LINING FLEXO CHROME SOLE 
2 PLY WOVEN 
Full Quarter, White, Black or FABRIC INSOLE 
Chocolate in Stock. Sizes 0-4. ' - 
Price, $9.00 per dozen pairs. Other Quality a Durability and 


Styles in four weeks. s > ° : . 
a Comfort embodied in this 

hKidskin Lowcuts. .. $8.00 per doz. hoe for leas 

Elkskin Low-cuts... 9.00 per doz. shoe for less money. 


Send for Trial Dozen 


DESCRIPTIVE PRICE LIST of 106 styles of soft soles and Self-Starters gladly sent 
upon request. Our STOCK DEPARTMENT, consisting of 40 popular selling num- 
bers, is for your convenience. 


1800 active accounts a year ago—3100 now. 


There is a Reason 


Ghe( ARPENTER SHOE (OMPANY Mn 


NEW YORK ER. CHICAGO 
Marbriage Bldg. ROCHEST Earnshaw Sales Co. 


\ 325 West Jackson Blvd. 


34th and Broadway 








Ere 
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WE THOUCHT OF CALLING THE PICTURE 
OF THIS FOX GIRL “‘SHE STOOPS TOCON- 
QUER’’ BUT THAT WOULD NOT BE 
REALLY TRUE TO FACTS. 


FOX SLIPPERS, PUMPS AND OXFORDS 
DON’T STOOP TO CONQUER. THEY STAND 
RICHT UP TO EXPECTATIONS OF SELL- 
ING AND WEAR. 


IF YOU WANT TO"CONQUER?’A CUSTOM- 
ER'S BUYING DOUBT, SHOW HER SMART 
FOX FOOTERY IN COLORS OR IN BLACK. 


Charles K. Fox, Inc. 
Haverhill, Mass. U.S.A. 


BOSTON: 54 LINCOLN STREET. NEW YORK: MAR- 
BRIDGE BUILDING, BROADWAY AND 34TH STREET, 
ROOM 632. CHICAGO, GREAT NORTHERN BUILDING. 





Vol. 81, No. 7. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, 
Mass. Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of 
Congress of March 3, 1879. Subscription price $5.00 a year. Printed in U.S. A. 
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Stock No. 370 
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White Nubuck, Patent Leather, Mary Garden 
Ankle Strap. A seasonable model of unusual 


sales appeal. 
$4.10 


Made up in B and C widths. 








Ready for Shipment May 25 


SOHC CECE EO 






Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, MASS. 


| 
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Shoes of STANDARD KID 


sell on sight, because they are sightly 


Whites 
Havanas 
Golden Brown ~_ | 
Champagne | 
Camel | 
And the New Medium Brown 





Colored footwear at a popular price is the vogue. 
And a popular price means one that satisfies your 
desires and the consumer’s. 


Standard Kid, in its color varieties, makes shoes 
that are not only salable at popular prices, but are 
popular indefinitely for their quality. 


Have you seen our new Medium Brown, a color 
between Havana Brown and Golden Brown? 


We will gladly send sample cuttings of it. 








THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis , | 
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A Long Sought Tanning Improvement 


makes possible 
in our 


BOARDED KZ) SIDES 


A Tougher Grain 


CHERRY - CHESTNUT - BROWN - BLACK 


131 South St., Boston, Mass. 


Finer Hair Cells 
A More Uniform Grain 


Our improved tanning process 
has achieved what so many 
manufacturers and retailers 
have so long desired--a@ far 
better shoe leather for 
medium priced shoes. 


Prove the merits of this new and 
advanced upper stock by trying 
it in your next order. 


C. D. Kepner Leather Company 


212 W. Lake St., Chicago, Ill. 


| 
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: EEE. + A most valuable trade- | 
ie de BC ulling and Money 
em. making sales 


EIA franchise 


Are you ready for the tourist and sport 
trade? 

The National Park Hiking Boot is the 
best made and best fitting boot on the 
market. 





























A broad selection of pleasing patterns 
and choice leathers. 

Smart appearing—easy to wear. Every 
outdoor girl will have a pair. 

National Park Hiking Booklet just off 
the press. Write for it. 

All Pacific trade supplied F.O.B. San 
Francisco. Coast distributors, Wil- 
liams-Marvin Co. Terms net. 

The boot illustrated is style number 
16310, Napa Elk, Cap Toe, Medium 
Round Toe Last. 2144/7. A to D. 


$5.75 


K veri 
Auvs rivera 


System 
Standard 


World 












Leather—Elk of all Popular Shades 
<5 BD. Schmidt's Eric Calf, of Popular Shades 
Prices—Cep Toe Ran Moccasin = Boots 
Fourteen — .$5 75 Fourteen Inch - $6.2 
Twelve Inch ..... 5.50 Twelve Inch. pony 
Delivery—Four to six weeks Terms—2% 10 ‘days. Net 30 


THEJUVENILE 'E SHOE CoRPORATION 


CARTHAGE. MISSOURI 
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913X 
IN STOCK 


May 15. B-C-D widths 


GALLUN’S 12 DIXIE 


RAMBLER RED SHADE 


Marion leads again with a brand new oxford on 
a brand new toe. Our latest French-Brogue last 
the Claxon. Ride along with the Marion Stock 
Department and you will always be at least one 
jump ahead. 


913X carries a rubber heel and a 12 iron edge. 
Advance orders are now being accepted for delivery 
about May 15th. Mail your detailed sizes early. 


MARION SHOE CO. 


MARION, INDIANA 





_I WESTERN QUALITY @ EASTERN STYLE = 
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“just as good, or 
the same as’”’ 


LOTUS 


Reg. U.S. Pat. Off 


Attempts to imitate leathers which have won the recognition 
of shoe manufacturers and retailers, because of their superior 
qualities, are numerous. 


Statements similar to the above have been made by salesmen 
trying to sell shoes and leather of questionable quality in com- 
parison. 


Are you willing to sacrifice the quality of your shoes? 


LOTUS is the registered trade name for our full-grain boarded 
colored leathers, made in Calf, Kip and Sides. For years 
LOTUS has been the standard for high grade footwear. 


Because of its wearing qualities and lasting appearance, leather 
buyers always give it the preference. These leathers enjoy an 
enviable reputation, because of their distinct superiority. 


Pfister & Vogel Leather Company are the originators and sole 
producer of LOTUS. When buying leather or shoes, be sure 
that you get LOTUS, because it will not bear imitation. 


PFISTER & VOGEL LEATHER CO. 


Milwaukee 
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REC U.S.PAT.OFF 


Shoes For Women 


TURNS ANDJDAVIS PROCESS (Patented) 


TAL PROCESS 
CUSHION TREAD 


FLEXIBLE SHOES or WON 


Davis Process Shoes have great flex- 
ibility, a splendid cushion at the ball, 
a perfectly smooth leather innersole 
Stock No. 4442 
Davis Process Kid Oxford, [mt. 
Tip, 11-inch Rubber Heel, 6-8 
Last 
$2.50 


and they give an extra amount of 
service. 


Same style as above, Brown Kid 
No. 4444—$2.75 


In Stock C-E 


CROSS SECTION - INNER SOLE 
RAISED TO SHOW CUSHION 


Send forj,Catalog 
Made by 


A. H. BERRY SHOE CO. ¥ 


PORTLAND, ME, 


BOSTON OFFICE 428-430 ALBANY B’LD’G. 
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ELLS THAT @'TAY 


RAYMOND Shors = Sow 


CS 


Putting It Over in 
Conservative Boston 





HEN the Russian Boot 

was first introduced in 

New England, one of the largest 

chain store buyers asked me to 

give him a boot at a price that 

would popularize its sale over 
night. 


HERE IT IS gs 


Thousands of Pairs to date 
More Coming! 


TTT TTT 





THE RUSSIAN BOOT IS HERE TO STAY 
SO EVERYONE OF MY BIG BUYERS SAY £ 
“ENUFF SAID.” 


—‘CHARLIE” RAYMOND 
= ceed 


RAYMOND SALES COMPANY 


181 ESSEX STREET, BOSTON 


U 
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Last Notice 
STYLE SHOW 


of the 


Brooklyn Manufacturers 
at the 


Hotel Commodore 
NEW YORK CITY 


May 15, 16 and 17 












0 





If you have not already arranged to 
visit the Style Show, make your plans 
now. All the leading shoe men of the 
country will be assembled. Meet old 
and make new friends. 





No buyer or retailer can afford to miss 
this Fashion Exhibit. It is the index 


of what will sell inthe next few months. 


A hearty welcome awaits you~ 
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hi The Pacer 





In Stock 


No. 26—White Buck with ivory 
sole and heel. .$7.50 AAA to C 
( Also Other White Styles 
Write for Illustrated Brochure 











IN STOCK 


IMMEDIATE 
DELIVER Y 








uit 


The Flippant 
No. 21—Patent leather, light- 
welt sole—Covered Heel, $7.50 
AAA to C 





MEET US 


at the 





| Hotel Commodore 
\ NEW YORK CITY 


on May 15, 16 and 17 


No buyer or retailer can afford to miss 
this Fashion Exhibit. It is the index of 
what will sell in the next few months. 


Beant 
Shoes : 


CHICAGO OFFICE 
MR. D, J. SILVER 
North American Bidg. 


mone a 











STYLE SHOW 





es 
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The Caprice H 
No. 1024—Patent Leather, turn o" 
sole—Spanish Heel....... $7. 50 
No. 3024—Black Satin. . . $7.00 
AAA to C 





ler he 


Cne Carlton Ave. 


/, Brooklyn 
New York 











* 4 . 
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GOOD CHEAP  SERVICEABLE 


IN TRIPLE STITCHED 
QUALITY PRICE NEOLIN OUTSOLES 


5 to 8 8% to ll 11% to 2 2% to 6 


snoas: %75 $85 $1.00 $1.55 
Pius, $80 $.90 $1.05 $1.60 


Made by the RAMSEY PATENTED 
PROCESS which absolutely prevents the 


Style 40 Sandal 
outsole from loosening up or ripping. 


Over two million pair made to date and 
not one pair or half pair has been returned 


Mahogany Chrome 
to us with the outsole loosed up or ripped. 


Uppers 


Neolin Outsoles made by the Goodyear 
Tire & Rubber Co. These soles are guar- 
anteed to outwear the best of leather soles. 


These are absolutely the longest wearing 
Sandals and Oxfords on the market re- 
gardless of prices. Terms 2 per cent 10 
Style 240 Plug Oxford Days, Net 30. 


“ THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE wa?’ WELT 


ONE RDW OF STITCHING HOLDING Upren. TO INSOLE THAT Is, 


TWO ROWS OF GOODYEAR STITCHING G OUTSOLE TO INSOLE AND UPPER 
TWO ROWS OF GOODYEAR STITCHING "Snow ON BOTTOM OF OUTSOLE RAMSEYS 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 
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Good Morning 


“Dearie” 


Ms, No. 506. . .Price $4.10 
No. 360... ... Price $3.75 Patent Dearie Buckle One-Strap, Good 
Patent Dearie Buckle One-Strap, po Welt, 7/8 Rubber Heel, Sport 
— Sole, 10/8 Heel, Princess AA to D 
AA to D 


















No. 377.........Price $4.10 


Patent Dearie Button One-Strap, Sin- 
gle Sole, 13/8 Military Wood Heel, 
Tremont Last. 

AA to D 





> er Price $4.10 re Price $4.10 
Levor White Kid Dearie Button One- — Garden Welt Vw tars White 
Strap, Single Sole, 13/8 Military Wood Ivory Sole, 7/8 Rubber Heel, Sport 
Last 


Heel. x 
AA to C AA to C 


Ready for delivery May 20th 
THOMSON CROOKER SHOE CO. 


C. R. THOMSON, President J. M. THOMSON, Treasurer C. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston 20, Mass. 
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cA Distinive (coated Paper 


LWAYS Arrracts ArTENTION 


Ir you could see a page and the general layout of the 
catalogue issued by the GRanp Rapips SHow Case Company of Grand 
Rapids, Michigan, you would think you had a book of engravings. The 
great beauty of the catalogue is due not only to the fine printing, but 
also the fact that DeyoncE -4rt -Aat, a distinctive coated paper, was used, 


“Ideal work can only be produced under conditions which 
favor the produttion of a quality product.” 


The Granp Rapips SHow Case Company practice this belief in their 
catalogue: They wrote it in describing the working conditions in their factory. 
They chose DEJONGE <Art Mat for their catalogue, and the result is a book 
that stands out among catalogues, eloquent in its distinétion. 

DEJONGE <Art Mat, the dull-coated paper with a finish like tvory, presents 
photographs faithfully. It slights no detail. It lends itself completely to 
artistic make-up and thoughtful printing. Uniform throughout the run on 
both sides of the sheet, it is as satisfying for the printer to work on, as it is 
delightful for the reader to see and to touch. 

Send for “First Impressions.” It shows you the beautiful printing qualities 
of DEJONGE <Art Mat. Please send us samples of your best work on DEJONGE 
Art Mat for our exhibit. 


LOUIS DEJONGE & CO. 


69-73 Duane Street New YN ork 
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DELAYS ARE 
COSTLY! 


Place Orders Now to 
Insure Early Shipment 


1922 promises to be 
a banner season for 





er * In stock about May 1 
cece weet ata Mar White Shoe Sales eetettentan ae acai 
omens axine Ww . A “ ” . 
Parade Strap, 1%-inch Covered Wood White Canvas “Flapper” Strap, Plain 


Toe, l-inch Rubber Heel, Welt, Kippy 
Last, B width, sizes 3-8; C and D 
WER, GROED Bobs cccccccccvcvcse $2.60 


Cuban Heel, Imitation Turn, Vogue 
Last, A width, sizes 3%-8; B width, 
sizes 3-8; C width, sizes 214-8. ..$2.90 





In stock 


C129—Men’s “White House” White Reign- 
skin Cloth Lace Oxford, Single Sole, 
l-inch Rubber Heel, Welt, Seville Last, 





C and D widths, sizes 5-11....... $2.90 
In stock Complete showing of white goods In stock 
G150—Women’s “Brown's Everywoman” ° G151—Women’s “Brown’s Everywoman” 
White Canvas 5-Eyelet Lace Oxford, in our Catalog 51 White Canvas 5-Eyelet Lace Oxford, 
wat tietBia Le’ wiih Coe Singh iat, Wath ice BY ad 
eit, rgin ast, wi » 81Ze8 3-5; n ippy , wih » 81ZeS 3-5; an 
“nd D widths, sizes 214-8......$2.50 WRITE FOR A COPY D widths, sizes 214-8............ $2.50 


WUSwWs Vos GowngQaioy 


First Successful Shoe Manufacturer in St. Louis—Founded 1878 
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MASTER{[{SH 


Reg. U. 8. Pat. Office 
Trade Mark 
The Boot and Shoe Recorder wil] appreciate your mentioning the publication in replies to advertisements 
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{supports the waist- 


““_so the Master Futkorset 
Shoe supports the arch’’ 


Its patented steel shank of an ex- 
clusive design hugs the arch like a 
corset hugs the waist—it is an as- 
surance of absolute relief from arch 
discomforts, it helps weak feet 
become normal, it prevents fallen 
arches. | 


But the Master Futkorset is more 
than an arch support. It is a shoe 
of refined beauty, built on lasts 
that represent the latest decrees of 
Fashion. The stylish lines of the 
various models and the elegant 


materials used in their manufac- 
ture cannot help but please the 
most particular patron. It is, in 
fact, a shoe that will delight the 
eye as well as comfort the foot of 
the woman who wears it. 


The increased patronage and repeat 
sales that have attended the stock- 
ing of this shoe in hundreds of high 
class shoe stores throughout the 
country have proven our shoe sales- 
builders. If you have not stocked 
it, you have overlooked a certain 
seller. It is made in both high and 


low models. Send in your order at 
once for a trial dozen. 











SUPPORTS THE FOOT AS— 











Lj STEVENS COMPANY 


RISHOEMAKERS 
SINNATI, O. 





A CORSET 
SUPPORTS 
THE WAIST 
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THE 


WALK-OVER 
















































INDUSTRY 

















TESTING 
TO MAKE 
PERFECT 


Few manufacturers put 
their new patterns and de- 
signs through the rigid test 
the Geo. E. Keith Company 
does. 


Before a pattern is finally 
accepted, it is fitted and 
tried on many times in the 
presence of designers, ex~ 
pert fitters and the Direc- 
tor of Production. 

A design is never approved until every little defect is eliminated. 


These trials take place in the room illustrated above, equipped with 
marble testing stage upon which the living model demonstrates the trial 
shoes before the competent judges. 


As many as ten different shoes are sometimes made from different pat- 
terns on the same design before finally accepted as perfect. 


This exhaustive attention to detail and fit assures not only perfect fitting 
shoes but long wearing footwear, because a properly fitted shoe will out- 
wear one imperfectly fitted. 

















Geo. E. KEITH COMPANY 


MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN 
CAMPELLO, BROCKTON, MASS.. U. S. A. 
Exclusive Agencies in all Important Cities in the United States and 
the World Over. Including New York, London and Paris. 
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Jt radio Jan wes old Shoemaker Quick 

Each evening he ypent with hir Set” 

Ag he played wilh the dial, so shiny and slick, 
Hed wonder wheal slalion hed eef. 


One night ay he listened to Station XZ 
He wondered-and muttered a damn, 


Why the only word they are giving fo me 
Ly ‘Mouram’ and ‘Mouvam and MOW/AM” 


Sind then he remembered-the meaning Was oul 
‘No wonder ity‘Mouvam Im hearing ~~ 

For thal ir the counfer vl fibre yo stout - 

The counler the whole trade ir cheering!’ 


Copyright, 1922 
Rogers Fibre Co 
Boston 





Ne 
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Statements Like The Following Are 
Rarely Made Without Good Cause 


“As you know, we have been constant boosters 
of TONY RED Calfskin and insist on the gen- 


uine in our various lines of shoes. 


We dislike to consider substitutions that 
are repeatedly suggested, and which we 


regard as inferior to TONY RED both 


in appearance and service.” 


From a very well-known retail shoe merchant. 


TONY RED 


Reg. U. S. Pat Of. 


CALF 


Manufactured Exclusively By 


CREESE and COOK COMPANY 


TANNERIES 


SALESROOMS DANVERSPORT, MASS. 


195 SOUTH STREET, BOSTON 


P. A. HENRY & CO. j WOLFENSTEIN & SHANAHAN 
706 Broadway, Cincinnati, O. p<) 39 SPRUCE STREET 
Leather Trades Bldg., St. Louis, Mo. NEW YORK 


The Boot and Shoe Recorder_will,appreciate your mentioning the publication in replies to advertisement 








May 6, 1922 BOOT AND SHOE RECORDER 





Flexible 








Since 1876 
Makers of Women’s 
Shoes Exclusively 


In stock patterns of JOHANSEN’S 
FEETURE ARCH Shoes will in- 


clude a representative range of 
stylish straps, oxfords and boots. 


--the 


same 


Shoe 


And the one shoe that is three shoes in 
one—a rigid shank shoe, a flexible 
shank shoe, a comfortable shoe for the 
normal foot. 


No other shoe can be like JOHANSEN’S 
FEETURE ARCH Shoe because the 
two piece shank that makes the rigid 
flexible combination possible is fully 
covered by patents already granted. 


Dealers are fast realizing the merchan- 
dizing possibilities of this new shoe. 
A single shoe that meets and meets 
completely the demand for corrective 
and preventive footwear. A smaller 
stock and greater sales. 


Territories are being closed——-many are 
already closed—yours may still be open. 
A request on your letterhead will 
bring the full story of JOHANSEN’S 
FEETURE ARCH Shoes. 


ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclisively 
Saint Louis. 
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The New 


ARMORTRED “WEDGE” HEEL 


Allows the shoe to set flat and tread flat 





The ARMORTRED WEDGE HEELis 
especially designed to give perfect tread 
and balance to the now much demanded 
low heeled styles for men. 


By graduating the heel from back to 
breast as shown in Figure A, a leather 
base of the proper thickness can be used 
which will give exactly the proper pitch 
to the heel. 











Note the contrast between illustrations 
Band C. B shows how ordinary heels 
tend to rise and strike at the breast but 
not at the back; C how the Armortred 
Wedge Heel corrects this trouble and 
gives the shoe a perfect tread. 


This is just another instance of our con- 
stant study for improving 
ARMORTRED HEELS and service 
wherever we can. 


QUABAUG RUBBER CO. 
NORTH BROOKFIELD, MASS. 














7 | 











ARMORTRED 


SOLES AND HEELS 
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Se FLORSHEIM SHOE | 








ANN. RT TM 





STYLE S-42—In Stock 


Tony Brown Willow Calf Oxford, “Fesler™ last, stitched, pinked tip and vamp, 1oiron 
single sole, rubber heel. Width AA-8 to 11—A to 11—B, C, D—5 to 11. Price $6.25. 


Less than three pairs a style from stock, 20c per pair extra. Stock goods net. 


Booklet of Stock styles mailed on request to merchants in towns where we are not represented. 


‘Tae Florsheim Shoe with its reputation, style, fit, quality and advertising co-operation, will pro- 
duce real results for the merchant who will take advantage of the opportunities offered by this 
great organization. You should see The Florsheim Line. It is a display that will interest any 
live buyer. Placed exclusively with one representative store in each community. 


THE FLORSHEIM SHOE COMPANY 


Adams and Clinton Streets « Chicago, Illinois 
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You will improve your line of shoes 
by using 


ce Calf 


ACE RED 
ACE BROWN 
ACE TITIAN 
ACE 75 
ACE 808 
ACE 24 


ACE 909 





















































J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS “‘TENRAB”’ 


R er will appreciate your mentioning the publication in replies to advertisement 
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eh 


PERFECT SHOEMAKING IS THE 
**IDOL’”’ OF EVERY WORKER ON 


Lundin SHOES 


THE EARNEST, INSISTENT DE- 
MAND OF THE MANAGEMENT 
FOR SUPERIOR WORKMANSHIP 
KEEPS THIS ‘‘1DOL’*’ CONSTANT- 
LY BEFORE EVERYONE CON- 
NECTED WITH FACTORY 
PRODUCTION. 

THE STYLE REQUIREMENTS OF 
RETAIL MERCHANTS AREA PART 
OF OUR SPECIALTY SERVICE ON 
THIS TRADE BUILDING LINE OF 
MEN’S DRESS WELTS. 


The Lundin Shoe 
is right all through 


« 
. a 


BAIS UA 


——- 
(Sr is 


> 


THEY RETAILAT $5, $6, $7 AND $8 


LUND-MAULDIN Co, 


MANUFACTURERS 
SAINT LOUIS U. S.A. 








WANE) 9 Pee, ~ Til a 
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o=N 
C.H.ALDEN CQ 


U.s.% 














enabled us to offer that which the 
times and the trade require. 


° ° ° ° ° 














| ONCENTRATION of our efforts has 
| 
| 


—best quality of Stock with our Standard of Workman- 
| ship, at prices lower than could have been accomplished 
in any other way. 






° ° ° ° ° 





We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 

















The above is one of the styles that can be delivered 
promptly 
Lot No. 200 
Men’s No. 4 Gallun’s Russia Calf Oxford 
806 Last 
Medium English Toe 























| 

| 

} 

FACTORY BOSTON OFFICE 
| ABINGTON, MASS. 10 HIGH STREET 
q 
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What Service Means 
to Us 


Service is beyond “‘wood.”’ 

Service is beyond delivery. 

Service does not relax until we are assured that any last we 
provide is working out perfectly in the shoe factory. 


Service does not stint at making properly-fitting patterns if 
our customers’ patterns do not gibe with the last they 


select. 


Service brings to every customer, no matter how remotely 
situated, the latest style tendencies of the nation. 


Service is interest in the welfare of our customers, and we 


place no limit on our interest. 


SIX SHOW ROOMS 


BOSTON 
212 Essex St. 


CINCINNATI 
Sycamore St. 


ST. LOUIS 
Adv. Bldg., Rm. 303 


CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 


MILWAUKEE 


W Meroe Bie ES SS SS a a ea ae eS eee 


TEN FACTORIES 
BROCKTON ROCHESTER 
NEWARK 


. AV Th LL 
CHICAGO sr. LOUIS 
NEW YORK MILWAUKEE 
Affiliated Company 
United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 


HEADQUARTERS BOSTON 
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Style No. 1403 


Fine White Fabric Oxford on No. 
168 last. Narrow toe. Imitation 
corded tip. Flexible Welt. White 
welting with natural leather sole. 
White heel, enameled, | 5-8 inches 
high. AAA to E IN STOCK. 


Price $4.85 


J. J. GROVER’S SONS COMPANY 


- LYNN, MASS. ‘= 
Boston New York 
80 Boylston St., Little Bldg. 47 West 34th Street | 
SS YA 


Ls Se 
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In the dialect of the diamond it’s a 
four-bagger, making it possible for 
dealers to pile up a score that looks 
right for hard work, during the white 
season. You'll like Whittemore’s Bag 
Powder. It’s a cleaner and whitener 
put up so conveniently, and produces 
results so easily, that people get en- 
thusiastic about it first time used. 


Also Quick White Liquid canvas dress- 
ing and Albo White in cake form. 


White Heel and Edge Enamel, all 
specialties for right now selling. 


Whittemore Bros., Boston, Mass. 
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The Popular One Strap 


Reports from all parts of the 
country show that the Patent 
One Strap still continues to be 
the volume seller this spring. 
This ‘Johnson Brothers’? model 
has all the merits that have 
made this style so popular. 


No. 578—Patent Leather One Strap with Imitation 
Tip. Made on No. 118 last. 14/8 heel. Medium 
narrow toe 


SEND FOR SAMPLES AND PRICES 


JOHNSON BROS. 


SHOE MFG CO. 
HALLOWELL MAINE 
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One of the positive signs of quality in a shoe is the Good- 
year Winegfoot Heel. It proves that the manufacturer in- 
vested more to get a better result—the utmost in wearing 
capacity, lasting resilience, good fit and good looks. There 
is no substitute for Goodyear Wingfoot Heels. Their quality 
was never so high; their prices were never so low. More 
people walk on Goodyear Rubber Heels than any other kind. 


Have you seen the new Goodyear Sports Bottom? Perfectly designed for street 
wear, outing service, and athletics generally, the new Goodyear Sports Bottom 
—a combination of Goodyear Wingfoot Heels and Neolin Soles—has all the 
standard qualities of both—resilience, durability, waterproofness, comfort 


WINGEOCOT 
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GEAR Gogg, 


COLORED KID 














Shades 


tor Sport Trimmings 
and (ombinations 


K 39 EMERALD GREEN K 132 LEONE BLUE 
K 56 PERIWINKLE BLUE K 58 PLUM 

K 37 OLD ROSE K 248 RED TAN 

K 72 BURNT ORANGE K 247 RED 

K 110 NILE GREEN K 73 GRASS GREEN 
K 52 LEMON YELLOW K 49 WILD ROSE 

K 108 PURPLE K 20 NATIONAL BLUE 





WRITE FOR SAMPLES AND PRICES 





SOLE SELLING AGENTS 


Kallman-Newcomb (Company 


61-65 South Street - - Boston, Mass. 


KALLMAN-NEWCOMB CO. A. R. MUELLER & CO. A. M. ROBLEE 
Cincinnati, O. Milwaukee, Wis. St. Louis, Mo. 
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C7 ow 
dj MacMaster 
INFANTS AND CHILDREN’S 
FOOTWEAR 


SOFT SOLES 


White Moccasin with No. B 1485 
White, Pink or Blue Rib- One Strap, Mary Jane, 
bon and French Knot- Patent Leather, Black But- 
Trimmings. ton and Pump Bow. 

$9.00 a Dozen Pairs Sizes 0 to 4... .86.00 doz. 


TURN SHOES—IN STOCK 
FOR AT ONCE DELIVERY 


« &, 


All Patent Leather, One No. B 371 


Strep, Mary Jane. Flex 
ible Hand Turn. All Patent Leather, Four 
1 to 5, Half Sizes. .. . $0.90 Strap Sandal, Turn Sole. 
4 to 8 Spring Heels . ..$1.70 
No. B 135 8 4 to 11 Spring Heels 2.25 
~ By Brown Patent No. B 379 


Lea ; 
Same in All Brown Patent 
Leather. 


No. B 162 
All Mat Kid, One Strap, 
Mary Jane, Flexible Turn 


Soles. No. B 370 


3-5 Spring Heels . Patent Leather, One Strap, 
5 4-8 Spring Heels. . . $1. urn Sole. 

1 to 5 No Heel . 
_ Ne. B16 4 to 8 Spring Heel. ... 1. 
Same in All White Buck. 814 to 11 Spring Heel. 1. 
3-5 Spring $1.50 
554-8 Spring Heels... 1.55 


J. J. MAc MASTER 


Rochester, N. Y. 











Many Retailers Have Converted 
and Sold Their Plain Pumps — 
These Straps Are the Most Ef- 
fective of All Our Recent Styles 














No. 7435—One-Strap Button. 


They are easily attached to plain pumps transforming them in- 
to attractive and salable prevalant strap models. 

No. 7595, as illustrated, Patent Leather, with Gray Suede Inlay 
and Gray Suede Fringe on bottom, gives the vamp a shorter 
appearance. This is our biggest seller for long vamp pumps. 


We have the above four styles in stock in Patent Leather and 
Black Kid with and without beads. We make up all other 
leathers and materials, including White Kid, Reinskin, Canvas, 
Gold and Silver Cloth, on short notice. 


We also convert high shoes into one and two strap effects. Send 
us a sample pair to be remodeled and see the result. 


The Franco American Beading 


and Novelty Co. 
914 Walnut Street Philadelphia, Pa. 
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In Stock 
‘ #736 i 
The Ultra” Arch Retainer @ 


Mate teh carhinestine pet 
odyin e scientific principles o 
perfect A and natural m work of every 
portion of the foot todether with 
smart style. This Oxford affords 
you Ye gu opportunity for making 


satisfied repeat customers. 





In French American Kid, welt oxford 
erforated imitation tip, perforated 
vamp and facing, one half rabber1% heel 
Sizes AAAA to A--4t09 4 
' BrtoD ~- 3to9: 
Price $525, net 30 days. A 


MOORE-AFER’ \%*) =~ 
WHOE'MFG°CO°? \ x) _- 


MEW YORK OFNCE 545-547-549 MARBRIDGE BLOG,BWAY at S4TST 
JACK LJESTER MGR. 
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Dr Scholls 


Sixth Annual National 


Foot Comfort Week 
June 17-24 





—— 
“am important event will be ushered he 


Full Page in the Saturday Evening Post on 


June 17th and another Full Page in Four Colors in 
the American Weekly, June 18th. Over 25,000,000 
people will be reading these Foot Comfort Messages. 
Hook up your store and “‘cash in”’ on this big drive 
by putting in a smashing window trim and by run- 
ning some local advertising. Wonderful window 
display material in eight colors and strong news- 
paper electros furnished free, charges prepaid. 
You can win some of the $4,000.00 prize money 
if you will only try. Beautiful $5.00 Gloria Silk 
Umbrella Free to every contestant not winning a 
cash prize. Write today for Window Trim Material, 
Newspaper Electros, Movie Slides, Booklets and 
Inserts and be amen for your biggest week’s 
business in 1922. 


The Scholl Mfg. Co. 


Largest Manufacturers of Foot Specialties in the World 
Chicago New York Toronto 
213 W. Schiller St. 62 West 14th St. 112 Adelaide St. E. 


$4000.° in Prizes 
for Best Window Trims 
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| WHITES—AT A PRICE 
SURE SELLERS 


IN STOCK 
May 15 





No. 1711—White Sea Island Flapper No. 2511—White Sea Island Flapper 
Strap, over combination last, with me- —a i 
dium toe, white welting, 8/8 white Wing- Strap, white welting, 12/8 Wingfoot heel. 


foot heel. A to D. 2'%-7. In Stock AA to D. 2%-8. In Stock at....$2.35 
$2.35 


THESE NUMBERS 
IN STOCK 
MAY 15 


White Welting 
and 
White Wingfoot 


Heels 
; No. 1712—White Eve Cloth Grecian 
No. 1510—White Sea Island, with Pat- Sandal, 8/8 Wingfoot heel. Ato D. 2% 


ent Flapper Strap, patent imt. tip. A to 


. , , 7 y , No. 2512—Same shoe, 12/8 Wingfoot 
C. Broadtoe. 2%to7. In Stock. .$2.60 be. AAtoD. 246 tos / ingtoo 


- THE McGOVERN SHOE CO. 


COLUMBUS, OHIO 
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NOT IN STOCK 


FOUR WEEKS DELIVERY 
“SHIFTER” 


61 LAST 


Patent Turn Pump, with cut-out vamp. 
10/8 Military celluloid covered heel. Full 
kid lined. Widths A to D. 


PRICE $4.50 


IN STOCK 


IMMEDIATE DELIVERY 
“BOMBO” 


85 LAST 


White Calf Welt One-Strap. Patent 
leather tip and foxing. Widths A to D. 


PRICE $4.00 








~— 


an 
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Here They Are! Two Beauties 


FOR RIGHT NOW SELLING 
IN 36 PAIR CASES ONLY 


The above are smart, modish shoes that you can turn 
readily at a substantial profit. The strong, favorable 
impression that they will make on your trade will enable 
you to move many pairs quickly. The thoughtfulness 
and care in making, which are to be seen in these models, | 


are features of all “E. & M.” styles. 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 
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HO SiERY 
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OMEN have learned that just a wool stocking does 
High Quality not satisfy. They know and want definite quality. 


in Specialized skill and machinery are needed for making 
wool—and silk and wool—hosiery. Equipment must be 
Wool Hosiery right, for knitting. The dyeing is an exact science. The 
“ whole process approaches an Art—not acquired over- 

night. 
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Gordon Wool Hosiery for Fall will be unfailingly reliable; 
exceptionally well made by experts; unexcelled in style. 
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You will want to concentrate your purchases. You will 
keep your stock down. Hence we have made the Gordon 
line comprehensive and complete. It suits all retail 
price requirements. 
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Gordon Wool Hosiery is offered in both domestic and 
English goods. There are all of fashion’s foremost colors; 
plain and ribbed fabrics; plain and heather effects; drop- 
stitch and clock. For children, both three-quarter sports 
effects and full-length ribbed. For men, every variety, 
including golf stockings. 
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Our samples are ready. Our salesman is at your service. 


BROWN DURRELL COMPANY 


New York Boston 
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HEADQUARTERS for WHITE SHOES 


























MADE RIGHT NATIONALLY ADVERTISED READY TO SHIP 


¢ - “ . 3 . 
These shoes are made by spe- Manning Meadow Brook” white shoes are Your orders are immediately 
cialists who know from long becoming better known to consumers shipped from our most com- 
experience what the trade likes. throughout the country through our Na- plete stock department. 
tional advertising. 


White Duck, Instep Strap, McKay, 
C to E, Enamel Sole and Heel 
B3280—L. M., 214 to 8 
B3281— Misses’, 11% to 2 ° 
B3282—Child’s, 8% to Il © NURSES’ OXFORD 
B3283—Infants’, 5 to 8 ; a No. B2915 CtoE $1.60 
202i Whe Di ¢ hag K Oil y Bae en Line ia Noreen. Onion’. wich 
. ck, ee “ene i i er He ift cKa ite Ename 
el, White Enamel Sole and Heel. . $1.50 Made in our Haverhill Factories je ae ey y 94 
B 905—Same Style, ‘Other Grade... 2.25 
B2911—Same Style, Leather Heel 1.50 


For other styles see our complete Spring catalog. B2919—Same as 2915, except Low w Leather 
CG cccccccesecsecesess 


OUTING SHOE COMPANY, 530 Atlantic Ave., Boston 9, Mass. 


AMON mys 
































CURE 


The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and arch and 
self adjusting movable stiff 
shank give support to the 
needs of the individual foot. 


These points make La 
France Rest Cure Shoe 
our biggest seller. 


In Stock NOW 
AA-D. Sizes up to 10. 


653-Black Kid Oxford 5.00 See. fad 
983-Brown Kid Oxford 5.50 ee Williams Clark & Co. 


353-White Fabric Oxford 4.35 wean, Lynn, Mass 
th ~ — “ 
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Jn this hour, when 
“public buying turn 
again to beifer qual- 
ity, every shoe mer- 
chant should show 
hat progressive 
spirit which has ever 
permeated our great Ae 
industry gies 
fiend the Boston Show! z* 
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The sunrise of’ 
better business! 


National Shoe »* Leather 
Gen Way 5 Park. Boston Exposition 4 Style Show 


CHESTER |.CAMPBELL 
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Individuality 


ALLUN’S RAMBLER RED, a leather of 
distinctive tannage, possesses a shade pe- 
culiar to itself. Its economical cutting qualities 
and all-round attractiveness recommend it 
strongly to manufacturers of stylish footwear. 


To meet present demands, RAMBLER RED 
can be secured in either Aztec or Viking Calf. 
There are various grades and weights to fill the 
requirements of manufacturer and merchant 
alike. 


-A.¥F Gallun & Sons Co. 


Milwaukee Wisconsin 


AE GAuLUN & Sons) Inc. 
H.A. El, Manager; Ll East. Bosfon. 
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Our latest 
“Flapper” model 


FULL SPEED AHEAD! 4000 PRS. DAILY! 


VERY working day in the week the Allen-Goller-Leighton plant produces 
4000 pairs of style shoes. Careful modeling over lasts of latest design, 
use of dependable leathers, plus fine workmanship, make for a finished product 


of merit. 


The sales appeal of Allen-Goller-Leighton footwear is always timely. Our 
method of uninterrupted deliveries provides for that. If you desire to increase 
your turnover and make sales brisk, wire for the model shown. At your request 


we will send sample assortment and prices. 


OEE, © 016 EER © 0 0 ERC © 0 ERC 6 6 ECO 6 OST © 6 ONES © ONNEN AO ONSEN EES - 
= = —— = - ae 


Our factory is organized under the Boot and Shoe Workers’ Union. This is a 
practical guarantee that your deliveries will be well taken care of, as all labor 
difficulties are adjusted by the State Board of Arbitration under signed contracts. 
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ALLEN-GOLLER-LEIGHTON Co. 


lh 
) V4) 60 K STREET, SOUTH BOSTON, MASS. - 
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Three Popular White Numbers 


IN STOCK 


’ mn) No. B 713. All white cloth five eyelet oxford, outside tip, narrow space 
vamp and lace stay, white ivory sole, welt and heel, 27 last, 13-8 heel. 






$4.15 
No. B 714. All white cloth one buckle Detroit, corded imitation tip, 
white ivory sole, welt and heel, 25 last, 9-B heel. ................ $4.25 






No. B 715. White cloth Cambridge, perforated patent leather strap, 
white ivory sole, welt and heel, 25 last, 9-8 heel....... ........ .$4.65 











Sizes AA, 41% to 8; A, 4 to 8; B and C, 3 to 8. 
Terms: Net 30 Days. 


BURROWS SHOE CO., Inc. 


ROCHESTER, N. Y. 
N. Y. City Sales Room: 604 Marbridge Building 
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GILCO Turn Poor Sellers Into |]... 
Flat | 
RETAINERS ) a 
of = Boys’ 
| Good ro . 
sell on sight and HELP _ 
YOU TO SELL Sellers R945 
SHOES. They impart 
a snug, comfortable feel- 
ing that delights the 
customer and 
iS 2 é q 
PREVENT PUMPS FROM SLIPPING AT HEEL 
Price $1.75 per dozen pair 
Colors: Black, White, Tan and Gray 
Sold for 25 cents everywhere. Ask your jobber for 
them. If he can’t supply you, send us his name. 
We Need a Few Good Side-Line P . 
Salesmen Before 
WRITE FOR CATALOGUE OF le 4 boots and low - that just won't move at any price—can’be 
profit. 
| E. T. GILBERT Send - a few samples at once, and we will convince you what we 
can le 
11CO MFG. CO. BROOKLYN SHOE REMODELING CO. we: 
228-36 South Ave., Rochester, 205 ROCHESTER AVE.., BROOKLYN, N.Y. 1408 | 
Registered Specialities New York 
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GENUINE HAIG LAST 
FOR BOYS 


Made at our Elizabethtown Factory 


NEW SHADE MEDIUM TAN 


IN-STOCK 


R-947—New Shade Med. Tan Bal, Low 
Flat Heel, with wide shank, Brass Eye- 
lets and Hooks. Full Vamp. 


R-949—Same as R-947, in Blucher. 


Here’s a real shoe for a regular he boy. A mannish 
last with the snappy appearance that makes sales; ma- 
terials and construction that stand the racket. This 
shoe will make friends for you. 


MCAS Wradeye. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO NEW YORK, N. Y. BOSTON, MASS. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 


ST. LOUIS, MO. PITTSBURGH, PA. PHILADELPHIA, PA, 
1408 Washington Ave. 923 Penn Ave. 51 North Third St. 
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THE BOARDWALK AT ATLANTIC CITY 


ATLANTIC CITY APPROVES PATENT 


In the footwear of the Boardwalk crowds, the vogue of Patent 
Leathers is more than apparent—tt is significant to merchants 
in every city contributing its quota to the fashionable throng. 
And where Patent leads, the trade follows with shoes of 


Sterling¢olt SterliigHid 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 
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SUPREMACY 


In $5.00 Retailers 


) Beautiful Mahogany 
IN-STOCK : Kip Uppers 
STYLE NO. 55 Genuine First Grade 
A toD Oak Outsoles 
Wing-Foot Heels 





Merit is™quickly recognized. Hundreds of mer- 
chants are giving their customers the utmost of 
value and turning their stock weekly on this number. 











ONE GRADE—ONE LEATHER—TEN STYLES 


FREEMAN SHOE MFG. CO. 


BELOIT, WIS. 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 


ENAMEL 


adds a much-needed ‘‘finish- 
ing touch to shoes. Favored in 
the home as well as the repair 
shop. It will not soil nor harm 
elothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray. Dark Gray and Cham- 
pagne. 


For sale by shoe findings jobbers 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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RENCHSHRINER & URNER 


MENS SHOES 


The Consul last—shown at the left— 
is one of our most popular models. 
The fact alone that it is a French, 
Shriner & Urner product, with all the 
fineness of workmanship and material 
that that implies, makes it a big seller. 
Combined with this is the instant ap- 
peal of the shoe itself—its smart style, 


immediate comfort and perfect fitting 
The Consul pr 


A very smart 
model, with me- 
dium narrow toe Immediate Deliveries 
of a pronounced from Stock 
character, yet 

with sufficient Models in both 
room to ensure Mahogany Russia Calf 
comfort. and Gun Metal 























FRENCH, SHRINER & URNER 


Factory and Salesrooms: 63 Melcher Street, Boston, Massachusetts 





— 


Superiority Built inf OH TRINER : Not Rubbed On 
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Russet & Trench Shoes, Laces, Leggins, 


Etc., offered in these Two War Department 


AUCTIONS 
New Cumberland, Pa., May 16th 
Philadelphia, Pa., May 18th 


[/NEQUALLED values in Shoes and Shoe Find- 

ings are to be found among the offerings at 
these twoimportant Auction Sales. The catalogs 
listing every item in detail for each sale will 
suggest other conditions not listed here that will 
prove of value to you. Send for them today, and 
do not fail to be represented. 














At New Cumberland, Pa. At Philadelphia, Pa. 
May 16th, 1922 May 18th, 1922 


Shoe Laces, 36’’, new. 
Leggin Laces, 28”, new. 


Russet Shoes, reclaimed. 
Trench Shoes, reclaimed. Leggins and Leggin Laces, new. 


Binding Straps, new. Shoe Laces, drab and black. 


Clothing Bags. 


Rubber Boots, Knee, reclaimed. 


Heavy Wool Socks, new. Shoes, wooden soles, new. 


Marking Outfits. Socks, heavy wool, new. 


Spur Links. Pouches for first aid kit. 


Unbleached Tape. 


Shoe Stretchers. 
Bench Vises. 






































Other Material Offered Includes: 


Clothing and Textiles, Hardware, Nautical and 
General Supplies. For both catalogs address: - 


Quartermaster Supply Officer 


General Intermediate Depot, Ist Ave. and 59th St., Brooklyn, N.Y. 
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cROBA? 


CHILDREN’S 


SHOES 


PATENTED DOUBLE WELT 


A Spring Tonic for your 
Children’s Shoe Business 


ACROBAT ‘ - ACROBAT 
No. 1191 No. 1674 


White Reignskin, Full_Quarter, Smoked Bear Barefoot Sandal 
ce Oxfors Leather Quarter Lining 
In Stock In Stock 
4-8, AA; 2-8, A, B, C, D. .$3.00 3-8, D. Buck Chrome Sole. .$1.65 
Also made in Mahogany Calf, , k Sole....... 2.00 
244-8, AA-A, B, C.gD, Oak Also made in Mahogany,g han 
ee sentess ' ane | No. 1610 





“Same-day” Shipments on Orders from Stock 
Send for Catalog 22-S, Showing Low-cuts in Stock 


po\@ 510) <7 20 Me) a6) ee 


Keep Children’s Feet as 
Nature Made Them 


“*Acrobat™ shoes are splendidly made of best materials. They give 


The “Acrobat” process is the original and only genuine patented 
you turn-overs—not left-overs. 


“double welt” process. 
General Sales Office and Stock Dept., 206 State Theatre Bldg.. 


SHAFT-PIERCE SHOE CO. Minneapolis, Minn. Factories at Faribault, Minn. 


SPECIALISTS IN CHILDREN’S GOOD SHOES SINCE 1892. 
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WELCOME 


When In New York On May 15th, 16th and 17th 
VISIT 
GRIFFIN’S SHOE DRESSING EXHIBIT 


69 MURRAY STREET 
(4 Blocks South of Duane Street) 
Griffins Products Help Sell Shoes and Multiply Profits 


A QUALITY PRODUCT FOR EVERY KIND OF SHOE 
FOR WHITE SHOES 


Griffin’s Peuerwhite Cleaner Griffin’s White Kidine 
Peuerwhite Powder Bag * White Lotion Cream 
“ White Cake ™ White Heel & Edge Enamel 
= Snow White Cleaner ~ Fluf-E-White Powder Bag 


GRIFFIN MANUFACTURING CO., Ine. 


67-69 MURRAY STREET NEW YORK, U.S. A. 


TOPOL LULL LULL PLL PLL erin 
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Fecondatty CCDS) incite you THE HOSIERY WITH 


during your visit to the 


Style Show, yng THE BLUE EDGE 


to inspect our full line of Moccasins 
on display at our Showrooms 


' PROPPER . 
HOSIERY \ 


Chiffon Hosiery in 
All Shades 


APACHE BEADED mOCCASIN 


A HOUSE SLIPPER which combines comfort, durability and 
attractiveness. Made of Tan Ooze Sheepskin. A display 


will brighten your window and the sales will surprise you. PROPPER SILK HOSIERY MILLS, 


soni922, PRICES OF APACHE MOCCASINS 
P INCORPORATED 


48 
-63 
Si - = 276 Fifth Ave. (Holland Bidg.,) NEW YORK 
Men's Sisee'7,8,9. 10 ll. cont < ..Per pair 1.05 


Terms 2%— —10 days; Net 30 te Manufacturers of 


Send trade references with your order LADIES’ FULL FASHIONED SILK HOSIER Y 
Hag pty pte yp yt yp So MILLS AT LONG ISLAND CITY 
ARROW NOVELTY CO., Inc., 108 E. 16th St., N.Y. C. 


: Per pair 1 
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Fudge It By Its Users 


Hallahan and Son of 
Philadelphia have com- 
bined their well known 


NEW CASTLE KID craftsmanship with Ha- 


vana Brown NEW 


The Outstanding (olored Leather Surety CASTLE Kid to pro- 


duce an unasually smart 


. ry . 
On Which There Is No Speculation Sus tisidls tancdiend 


























U 
sss nts it relic 


Sketched at Wellesley College 


Three-piece suit in brown 
crepe, patterned with 
white, amber buttons in 
contrast, shoes as sketched 
above of HAVANA 
BROWN KID—N EW 
CASTLE, of course. 














fi NE shoe leather plays as important a 


part in successful retailing as fine dress 


fabrics. 


Because most experienced authorities in 
modern shoe retailing appreciate this 
fact, New Castle Havana Brown Kid 
continues to be widely used in factories 
that cater to such progressive retail mer- 
chants. 

There is no substitute for the peculiarly 
beautiful color and acknowledged quality 
of NEW CASTLE HAVANA 
BROWN KID. 


NEW CASTLE LEATHER CO., INC. 
NEW YORK Ao 
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HAGERSTOWN SHOE & LEGGING CO., Inc. 
HAGERSTOWN, MARYLAND, U. S. A. 











For McKAYS 


Rapid RUBBER HEEL 

Fire 84-11 114-2 

wae 200 —Gun Metal Oxford, wide toe 

Shipment 1200 —Gun Metal Oxford, English toe.. .. .. 1.60 
204 —Mahogany Oxford, wide toe J 1.65 
1204 —Mahogany Oxford, English toe. . 1.65 
1206 —Black Kid Oxford, English toe. . 


SANDALS—OXFORDS 
5-8 84-11 1144-2 

800 —Bik.G. San. Hy. sole.... .$.70 $ .80 §$ .95 

733 —Tan Lotus Sandal d d 1.15 

733H—Tan Lotus Sandal, heel.... 1.30 
2733 —Mahogany Elk Sandal........ . A 1.15 

730 —Black Calf Sandal — J 1.15 

762 —Smoke Sandal...... mae d 1.15 

731 —Tan Lotus Pump.... vad - 1.15 . 

752 White Sandal Re 1.20 1. STITCHDOWN 

933 —Tan Lotus San. Hy. sole d . 1.25 J . ~ 

773 —Patent Sandal..... , ° . 1.35 - MENS AND BOYS OXFORDS 

736 —Tan Lot. Ox. imt. tip, lined...1.00 1.10 1.25 ° 11%6 2%6 611 
746 —Bik. Ox. imt. tip, lined....... 1.00 1.10 1.25 735H—Tan Lotus Blucher Oxford, heel $1.50 $1.85 $2.25 


7% =-Tan Lotus Ox. imt. tip....... 96 1.05 1.28 745H—Black Elk Blucher Oxford, heel 1.50 1.85 2.25 


766 —Mahogany Elk Ox. unlin...... 95 1.05 1.20 z 
826H—Tan Lot. Ox. imt. tip, Nar- 5 Vox Tan Lotus Ventilated Oxford ° 1.85 2.25 


row toe.... 25 Vox Mahogany Elk Ventilated Oxford. . 1.85 2.25 























Shoe * for. en 


IN STOCK 


No. 721—Tan Side No 
13 Foxed Oxford 


En- 


IN STOCK Give your customers the always 


No. &48—Medium Tan consistent value found in WEBER 
Lotus Veal, Color 104, 


fo. 8 Lace UNION MADE SHOES to retail at Halt ‘Wingfoot’ Rubber 
= Heel. B and C Widths, 
Rubber Heel. $5 to $8. Sizes 6-11; D Width. 


PNet 30 deve This very popular style is ready for Net 30 dae 


your “rush” order. Buy it with our 
assurance that it will give your 
customers the value they expect. 


Weber Bros. Shoe Co. 


North Adams, Mass. 


NEW YORK OFFICE: 
1328 Broadway, Marbridge Bidg., H. Harris, Reps 
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DOLGEVILLE 








Two Ways to Build 
Year Round Profits 


EALERS who are enjoying year 

round profits in felt footwear must 

do two things. First, feature a line in at- 

tractive display for every season of the 

year. Second, stock a reliable brand which 

will win and keep the satisfaction of your 
trade. 


Dolgeville Felt Footwear is the ideal line. 
The smart colors, superior quality and 
genuine service identified with the Dolge- 
ville name and trade-mark is your guar- 
antee of trade satisfaction and year round 
profits. 





DOLGEVILLE FELT SHOE COMPANY 
DOLGEVILLE, NEW YORK 
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| LINCOLN SHOE 


for Boys and Girls 
CARRIED IN STOCK 





Style and Wear Catalogues of Spring 
Styles are ready for 


is what Counts your inspection up- 
on request. 











Smoked Elk, Mahogany Saddle 
Strap Sport Oxfords. Goodyear Welt 


..-.- $3.50 
.. 3.00 
. 2.50 


1101. Misses’ Mahogany Whole 
Quarter Lace Oxford, Wingfoot Heel, 
Single Sole, Goodyear Welt, Simmons 
Toe, 1114-2, B, C and D wide 


3540. Boys’ Mahogany Side Whole 
Quarter Lace Oxford, Perforated 
Vamp, Wingfoot Heel, Single Sole, 
Goodyear Welt, Lafayette Toe, 1-6, C 
fe 6 ataleac dis 

1103. Growing Girls’ Mahogany 
Whole Quarter Lace Oxford, Wingfoot 
Heel, Single Sole, Goodyear Welt, 
Smith Toe, 244-7, B, C and D wide $3.00 

3542. Boys’ Mahogany Side, Whole 
Quarter Lace Oxford, Perforated 
Vamp, Wingfoot Heel, Single Sole, 
Goodyear Welt, Princeton Toe, 1-6, C 
eS ee 


= 


No. 1103 No. 3542 


MARSTON & TAPLEY CO. 


Manufacturers 


DANVERS MASS. 
Boston Office, 111 Lincoln Street 
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Shoe dealers have changed their ideas 
radically about the season to sell Daniel 
Green Comfy Slippers. 


Not so long ago, many dealers began 
to display felt slippers late in October 
or early in November, and pushed 
them almost entirely as a _ holiday 
item. Then they extended their 
efforts through the winter season. 


Now, thousands of dealers find the real 
season for Daniel Green Comfys is 
from January 1 to December 31, and 
then repeat. 


Daniel Green advertising helps foster 
this idea. Right through the year— 
Winter, Spring, Summer, and Fall— 
the Daniel Green message of comfort 
and cheer is told to millions of Ameri- 
can women in their favorite mag- 
azines. They are told that Daniel 
Green “‘Comfys” are not simply 
“‘bedroom”’ slippers, but are so ~ 
good looking and shapely, that | 
people wear them at all times and 
occasions where foot comfort - 


[ Daniel Green) 


P 4 Slippers 
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What Is The Real “Comfy” Season? 


and relaxation are desired. And since 
Comfys are made of various fabrics, 
they are the coolest of all slippers for 
warm weather. 


Daniel Green advertising also tells the 
story of Daniel Green quality, and 
warns careful buyers against cheap 
felt slippers that quickly lose their 
shape and appearance. You can’t 
afford to even suggest a cheap, un- 
known felt slipper to your customers. 
You can’t build business soundly on 
inferior merchandise, no matter how 
cheap the price. 


The Daniel Green salesmen are now on 
the road, with the 1922 Daniel Green 
line. Place your order early, and profit 
by the all-season demand we are help- 
ing build for you. Then our “In 
Stock’”’ service will be at your 
command to round out your 
F stock for the increased Fall busi- 
F ness, and in the meantime, you 
have realized the profit on the 
: extra sales. 


DANIEL GREEN FELT SHOE CO. 


New York Salesrooms: 
116 East 13th Street 


General Offices: 
Dolgeville, N. Y. 


Chicago Sales Office: 
1107 Security Building 


Write for our Green Book, which describes our 
national advertising for 1922 and the merchan- 
dising helps we give you to boost Comfy sales. 


Daniel Green 


omy slippers 
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WHITES NOW! 


In the New Flapper Effects 
On the Floor Ready to Ship 


TERMS—3 PER CENT 10 DAYS, NET 30 


No. 3501—White Canvas One 
Strap Flapper Pump, Hand Turned, 
Low Covered Heel B, C and D 
Widths 

No. 2502—Same style as above in 


better grade and of 
Cloth. B and C Widths.... 


No. 2503—White Eve Cloth, New 
One Strap Pattern, 11/8 Military 
Covered Heel, Hand Turn. B 
and C Widths $3. 


No. 3502—White Canvas One 
Strap, 12/8 y= og Covered Heel. 
SONG WP Weis ccescannea $2.35 


No. 3503—Same style as No. 3502 
in Full Junior Louis Heel. B, C 
and D Widths $2.65 


No. 4400—White Canvas Good- 
year Welt One Strap, Tip and 
Back Trimmed in Patent Leather. 
B and C Widths . 


No. 4401—Same as above, except 
all White Canvas. B and C 
Widths.... ae 


No. 4400 


May 15th Delivery 


No. 4200—White Canvas One 
Strap Buckle Flapper Pump, Turn, 
Covered Heel. C and D Widths 

$2.40 
No. 4201—Same style, except in 
Flexible McKay. D Width. .$1.95 
No. 4202—Same style as No. 4201, 
except Unlined... .$1.75 
No. 4203—-Same style as No. 4202 
vith One Button ‘$1. 75 


~ 


No. 4200 


Dave W. Saifer Shoe Co. 


37 S. WELLS ST. CHICAGO 














Distinctiveness 


Plus Flexibility 


make these unique window fix- 
tures a happy choice for the 
Florsheim Shoe Co. Because 
the design is so markedly differ- 
ent from others, they not only 
enhance the appearance of Flor- 
sheim store windows, but help 
to identify them. 


Due to the fact that the slabs 
are detached, so that any top 
may be used with any stand, 
their flexibility is such as to pro- 
vide for a variety of effects 
which would call for several sets 
or many extra units of the usual 
type. We have equipped most 
of Florsheim’s stores through- 
out the country with these fix- 
tures. 


Let us help you to develop a set 
with these characteristics. 


Write for Catalog T 


The Decorators Supply Co. 
2553 Archer Avenue .. .. Chicago 
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Made Especially for Satins 


Footwear in which Cedar Cliff Satin is used 
holds its shape longer, wears longer and 
looks better. The reason—Cedar Cliff Satin 
is made especially for use in Satin Shoes. 


Attention to all little details of 
manufacture, however slight, 
makes them combine the rich 
lustre, beauty, strength and dur- 
ability which manufacturers and 
merchants alike have come to 
recognize as true Cedar Cliff 
qualities. 


Established 1888 


The Cedar Cliff 
Silk Company 


251-255 FOURTH AVE. 
NEW YORK - - N.Y. 


No. 4602—Black Satin One-Strap, 
patent vamp, collar and backstay. 
7/8 Wood, satin-covered heel. Si 
grosgrain. French bound with 
chased silver buckle. 


Manufactured by 
Johnson, Stephens & Shinkle 
Shoe Company 


St. Louis - - Missouri 
The Root and Shoe Recorder will appreciate your mentioning the publication in replies to ud-ertisements 
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ANOTHER ORIGINATION BY LAWRENCE 





“BIJOU” is in the 
Sample Lines of the 
Country’s Leading 


Manufacturers. 


‘Ts unprecedented and enthusiastic re- 

ception confirms our faith in BIJOU 
BROWN as a REALLY NEW AND PRAC- 
TICAL COLOR. 


BIJOU BROWN is one of those rare discoveries’ wherein 


a very slight variation of color makes all the difference in 
beauty and refinement of appearance. 


You can best appreciate BLJOU BROWN when you see it 


in shoes. Ask your manufacturer. 


A. C. Lawrence Leather Co. 


161 South Street, Boston, Mass. 


New York Philadelphia Chicago St. Louis 
Rochester Cincinnati Milwaukee 





LAWRENCE LEATHERS ARE RELIABLE LEATHERS 


The Boot and Shoe Recorder will apprec'ate your mentioning the publication in replies to advertisements. 
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LATEST NOVELTIES AT MODERATE PRICES 
































Women's W elts and Mc Kays 


DONN D..SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 


Two Factories 


Capacily 5500 Pairs Daily 


The Boot and Shoe Recorder will appreciate your mention ng the publicaticn in replies 10 advertisements. 
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AN OPPORTUNITY 


FOR REDUCING PRODUCTION COSTS 


In these days of strict economy manu- 
facturers welcome an opportunity to re- 
duce their production costs— 

Our prompt and efficient last remodel- 
ing service offers just such an oppor- 
tunity— 

We re-create the toes and you have 
new styles that are as smart as the crack 
of a whip— 

Send a pair today. It will be remodeled 
and returned the same day. 


vali hast G 


717 MAIN ST. _2XpERT REMODELERSN, CINCINNATI, O. 
“~ SSXDDESIGNERS” 




















Our New Toe Ma- 
chine does the work 


The Responsibility is 
Ours — We Accept 


ft, and stand back of with wonderful accu- 


every last remodeled. racy. 


























Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 

Pac. Natural shape affords every freedom to the foot. 

The ideal of comfort -— ates » anes poteens for dry 

season wear, and a sensible “pal” for the growing lad. s m 
Write for Dealers’ Price and 


Catalog 


W. C. Russell Moccasin Co. 


Berlin, Wis. 
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Hosiery 


Indications point to a white Summer. The wide- 
awake dealer will anticipate the demand by replenish- 
ing his stock before the manufacturers’ supply, is ex- 
hausted. 


As an exceptionally good buy we recommend our: 


1375 White. An all silk, medium weight, full-fash- 
ioned hose. Boxed quarter dozens. 


Sizes 8-10. $24.00 a doz. 


Write to Dept. P. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


BROADWAY AT 24TH STREET NEW YORK 


Boston Office 31 . Bedford Street 
Philadelphia Office 1033 Chestnut Street 
Buffalo Office Mutual Life Bldg., Pearl Street 

36 South State Street 
San Francisco 259 Geary Street 
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Nothing in the Shoe 
But the Foot 


° T SHANK 


LOCKING SHANK: TO INSOLE 


Let the Shoe Itself Support the Arch. 


ANY people in your city are troubled with weak or 
fallen arches. 


You should sell them shoes built with Crawford Arch 
Supporting Shanks. Do not let them experiment with 
those contraptions called arch supporter, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 
arch and destroy the shoe. 


A LINE of shoes with Crawford Arch Supporting 

Shanks is a business building asset for any 
lively shoe store. 

The Crawford Arch Supporting Shank is built 

right into the shoe—fitted between the inner and 

ite Bie outer soles and locked to the insole. It preserves Riiteretten 

87 Main the shape of the shoe and gives support to the arches 258 Fourth 


New Orleans 


Brockton, Mass. 
93 Centre and ease to the foot. It cannot abrade the skin. 216 Chartres 
Cincinnati New York 
37 Warren 


708 Broadway 
Chicago J. K. Krieg, N. Y. 
: 9 Warren 


ace United Shoe Machinery aR 


as, Mace Corporation 


Marlboro, Mass. 


11 Florence Boston, Massachusetts 








San Francisco 
859 Mission 
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Today’s Sellers for Quick Delivery 


Mr. Merchant! Anticipate your wants 
for our Turn Novelties so that you may be 


assured of having these goods when needed. 





AT ONCE 
SHIPMENTS 











No. 150—Black Patent Chrome 
“Wizz” Pump. Cut-out No. 2. 8-8 
Military Heel. Sizes: A, 3-8; B, 244-8 
eS eee eee 


No. 150 


No. 144—White Beechtex Aida One 
Strap, 8-8 Military Heel. A to C. 
RR ee 


No. 149—Black Satin Aida (like 144) 
One _— 14-8 needs Heel. A toC. 
Price. . re Sera . $5.00 


No. 145—White Beechtex Janet One 
Strap, l-in. Slide Buckle, 14-8 Mili- 
tary Heel. Price..............G4.10 


No. 146—White Beechtex Rena Two 
Strap, 14-8 Junior Louis Heels. A to 
i? eee a 


No. 147—Patent Aida One Strap, with 
Cut-out Quarter, 14-8 Military Heel. 
eS a ee 


No. 148—Patent Aida One Strap, with 
Cut-out Quarter, 14-8 Military Heel. 
a a nae eee 


HOPKINS & ELLIS Haverhill, Mass. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisement- 





BOOT AND SHOE RECORDER May 6, 192 Ma 


























Introducing 
OHIO KAFFOR KID 





This creation is distinctly different and some- 
thing entirely new in leather manufacture. 


It eclipses anything yet produced in its uni- 
versal adaptability for men’s, women’s and 
children’s dress shoes. 





OHIO KAFFOR KID insures in a shoe 
comfort and ease such as has never before 
been known in footwear—besides having a 
beauty in appearance only appreciated when 
seen. 








Made in Black and Morro Brown—guaran- 
teed a straight aniline dyed leather, free from 
pigments. 


saa = Se reece eased seeeeeee: re, = 





Sample cuttings and further’ information 
gladly furnished upon request. 


Fg a Pl 


Originated and manufactured exclusively by: 


THE QHIO LEATHER CO. 


GIRARD, QHIO 
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In This amber 





Just Visiting with the Pabhsher 





Page 


Look Out for the Bootleg from 


In which we rise as one man and smite 
the Russian boot, hip and thigh and then 
some. 


How a Retail Shoe Merchant W oke 


A further ramble along the pathway of 
correct bookkeeping for retail shoe 
merchants. 


What[{Do You Know About Feet... .. 81 


Dr. Herman W. Marshall Discusses the 
Cause and. Prevention of Bunions. 


What Materials Will Be Used in 


A timely discussion of a Summer style 
which has big—volume possibilities. 


Tanning Trade in Spring Convention. .85 


Leather Men Gather in Boston to Discuss 
Status of Industry. 


The Public’s Consuming Capacity 
SK 4» n0senaueaensensoued 87 
So Does the Public confidence, says 


Frank R. Briggs, and we must do our 
utmost to deserve it. 


jot, 





One of our good merchant friends from 
out-of-town dropped into our “‘sanctum”’ 
the other day and went out of his way to 
say how helpful¥he found the Boot and 
Shoe Recorder, 


“It’s a fact, that scarcely a week passes 
without my ordering from your advertis- 
ing pages,” he remarked at one stage of 
the conversation, 


Without trying to “crowd” him, but in 
a spirit of curiosity we asked: 


“Did you happen to mention the 
Recorder when you ordered?’ 


““Why,no! Neveroccurredto me, Would 
have been glad to, though!” he replied, 


« * * * 


If you appreciate having a satisfied cus- 
tomer pass the good word along to some 
one who later on becomes another satisfied 
customer, you know just how we feel 
when our subscribers tell our advertisers 
that goods were ordered from Recorder 
advertisements, 


May we venture to request this co- 
operation from all our readers, It is and 
will be, truly appreciated. 


g thy 








L 
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Two Kinds of Buying 


If Dealer Jones buys a dozen automobiles that neither 
he nor the public knows anything about—it’s a cinch that 
Jones will find business pretty bum, especially if Brown 
down the street is handling a car that all the world 
knows, and that Brown himself knows has found a favor- 
able market for years. 


There are Joneses and Browns in the shoe business— 
Jones invites poor business by indiscriminate buying— 
and Brown buys Success by stocking shoes that have 
been known to himself and the public for years as depend- 





able merchandise. 
Rice & Hutchins, Inc., as manufacturers of one of the 
most complete lines of shoes in the world, have been sell- \ 
ing SUCCESS to retailers for over half a century. 
A national demand for R. & H. Shoes was created long ti 
years ago, and national advertising and the recommen- S 
dations of millions of enthusiastic wearers are increasing n 
this demand. 
Over 40,000 shoe retailers all over the world are buying h 
SUCCESS and putting it to work for them by investing " 
in Rice & Hutchins shoe stock, including the famous . 
Educators. s 
Are you in the market? al 
tl 
m 
RICE & HUTCHINS, Ine. n 
BOSTON U.S.A. ot 
m 
OUR NINE AMERICAN DISTRIBUTING POINTS of 
The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. tr 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. ge 
Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. ex 
The Rice & Hutchins St. Louis Shoe Co. 
ar 











FDUCATOR : 
—_ SHOE® AS 2 
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If Manufacturing Capacity is in Excess? 


What is to be Done to Keep Machinery, 
Men and Money Active? 


has developed a manufacturing capacity in 

excess of its needs. There is likewise no ques- 
tion but what the tanning industry is in the same boat. 
Similarly we might fasten the same charge on every 
manufacturing industry in the United States. 

Knowing this to be true, what is the answer, and 
hope of the future? Secretary Hoover, as well as prom- 
inent bankers and economists, have unanimously hit 
upon the one thing that a considerable amount of foreign 
trade is necessary for our prosperity. In this one issue of 
the Recorder, the very background of the subjects talked 
about at the Tanner’s Council session in Boston, affects 
that paramount issue. The very rudiments of econo- 
mics inform us that active labor and active machinery 
make business for the merchant who runs his store. 
Without this national activity in industries comes 
stagnation, even worse than what we are going through 
now. 

If there is, therefore, a total agreement on the part 
of every sound thinking business man that foreign 
trade is absolutely necessary, why is it that the sug- 
gestion is “mentally treasured,” instead of “physically 
expanded”’. 

It was the United States that proposed a cruise 
around the world of a ship filled with American samples, 
and yet four years have elapsed permitting England to 
absorb the idea and start her ship to foreign fields. 

Much has been said about internationalizing our 
young men so that they can acquire first-hand knowl- 
edge of most of the essentials of doing business in for- 
eign countries, and yet it is for France to establish a 
commercial scholarship scheme whereby young men 
are sent into foreign trade, to be paid in part by the 


7 HERE is no question but what the shoe industry 


firm accepting their services and by allowances from 
the French state and from the local apprenticeship 
associations in France. There are now five or six 
scholarships at Buenos Ayres, five at Madrid, two at 
Prague, and one each at Rio de Janeiro, Brussels, 
Budapest and Christiania. 

The typical French, German and English, Japanese 
and manufacturers in other lands gives his son or his 
newphew or his grandson or his best friend’s son a good 
education, then packs the boy off to some foreign 
country where the youngster takes a commercial job, 
settling down in it for three to five years to grasp the 
commercial layout of that country. 

The young man helps create and cement abroad an 
interest in the commercial houses in his home country. 
We can take this lesson from our business neighbors in 
Europe. If a surplus of commodities must be sold to 
bring about prosperity here, and pleasure to the people 
who get them, it can only be done by this careful 
method of internationalizing our young men. No huge 
subsidies or gigantic trading corporations can do it by 
correspondence. The great value in salesmanship is 
personality—contact of man to man, speaking the same 
language and in the same terms of merchandise. 

If a market place with 110,000,000 people in it is too 
small for the industries of this country, let it be known 
that a billion people on the face of the globe can be 
made to have an appreciation of American footwear, 
American leather and American products from farm 
and factory. 

A leading economist says, that the standardization of 
American goods will be the cause and effect of a series 
of gigantic mergers and consolidations which will not 
end until all of American industry is in fact, one tech- 








BOOT AND SHOE RECORDER 


nical manufacturing unit. He goes on to say that the 
American industry as a unit will tend to complete with 
Great Britain, Japan and Germany as units for the 
markets of the world. We differ radically with him on 
the need of tremendous mergers in either the domestic 
or the foreign trade markets. The competition of 
prices is not the greatest factor in business. What 
makes possible individuality in the shoe business is 
the fact that small concerns with a low overhead and 
no silent partners (consuming assets instead of working 
with brains), plus the keen and alert wits of ambitious 
men permits the sale of merchandise on the basis of a 
difference in quality instead of the difference in price. 
There is something other than price in two yards of 
cloth made into a gown by a Paris designer, and the 
same two yards of material made into a mere covering 
in an East Side sweat shop 

All the world is not to be made a battleground 
of price. The appreciation of individuality makes 
possible the development of more successful businesses 
than the creation of one monster institution. There is 
opportunity in every store, every shop and in every 
man’s grasp for business at home and abroad— with 
the greatest future abroad. 


Sample Sizes Need Changing 


HE primary reason for the establishment of 
T 4-B as the model size dates back to the time 

when the average woman’s foot was actually 4-B. 
Last makers, shoe manufacturers and shoe merchants 
found that the 4-B size permitted them to grade sizes 
and to get the best mental picture of what the shoe 
looked like in the smaller and the higher sizes. 

Today the 4-B sample can in no sense of the 
word be said to be the average size in women’s foot- 
wear. Buying shoes from 4-B samples oftentimes 
is a great disappointment, for in sizes 6, 7 and 8, 
the fancy patterns are thrown completely out of 
proportion. What looks good in a 4-B sample 
might be a monstrosity in a 74, particularly if 
the last and the pattern makers work has been 
hurried. 

When it becomes necessary for many factories to 
have model lasts made for them in every two sizes and 
patterns to be graded accordingly, we get a realization 
of what accuracy in shoemaking actually is. The fac- 
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tory which cannot afford both the money and time 
to do this grading may develop a smart looking 4-B 
number which in the larger sizes becomes a positive 
freak. 

The Recorder has been studying size schedules and 
finds that the new National average is closer to 6-A 
than it is to 4-B. The big factor in making this change 
of average is that shoe fitting is today more accurate. 
intelligent and scientific. 

When the 4-B model was first developed, women 
prided themselves upon having a small foot. Today, 
size has no terror for women have learned that the 
good proportions are the real factors in sizes. In these 
days of the emancipation of women, the size of the foot 
is of little concern, but the real idea is to have her feet 
properly and trimly shod. 

The tall woman is positive'y freakish in a 4-B shoe. 
Athletics and sport footwear have done much to in- 
increase these sizes A Style Show that sticks to 4-B 
models, hasn’t a full grown woman on the runaway 
The “pony ballet” in a style show is but a pleasing 
picture—as style or as an education in footwear the 
effect is not completed. 

The sample shoe store, as such, could be eliminated 
by making the model size 5, 51 or 6, so that the manu- 
facturer’s samples could be absorbed by the shoe stores 
of the country. The item of selling samples is no small 
detail in the shoe business of today when new styles 
appear almost weekly. 

We would like to get expressions of opinion from the 
trade as to the best model size to convey the true appear- 
ance of a line of shoes and to strike the average. 

Many a shoe salesman has made a merchant-friend 
for life, by keeping a record of size charts and informing 
his merchant-customers as to the proper sizes to buy in 
his line 

The man who buys a number of cases in regular case 
runs of sizes, based on the factory size schedules of ten 
years ago, is running into losses not easy to prevent 


effectiveness of the work that the National Shoe 
Retailers’ Association and other trade bodies 
are doing in reaching every man connected with the 
shoe and leather industry with the true story on free 


‘['a Recorder has great hopes of the ultimate 
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hides. This letter urges the craft to write to Congress 
personal and energetic letters urging free hides. 

We hope that the majority of the recipients of this 
letter have acted upon N.S.R A. advice. It is all wrong 
for the merchants to throw the letter into the waste 
basket and say to themselves, “I have no political in- 
fluence. What is the use of my writing to a congress- 
man whose name I am not even sure of. What atten- 
tion will he give to my letter?” 

It is true that a Congressman or Senator is not going 
to be greatly influenced by a single protest any more 
than a man will raise an umbrella because of a single 
drop of rain, but if 60,000 men were to write letters 
making a common protest to 
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neighbors than »robably anyother private citizen. His 
influence is substantially greater, if he is as he should 
be, an active member of his local trade or commercial 
association, and this brings us to another most impor- 
tant point in respect to bringing pressure to bear, on 
Congress. Congressmen are notoriously ignorant of 
business, which is not to be wondered at, seeing that 
about ninety per cent of them are lawyers and pro- 
fessional politicians. The result of this situation is 
that when a matter of business legislation comes before 
them they are usually completely at sea and are very 
largely guided by whatever they can learn as to the 
opinions of real business men on the question at issue 
If the business men in his 
home district are silent the 





Congress, it is a safe bet that 
their letters will receive very 
careful consideration on the 
part of the politician who 
received them. 

If it wasn’t for the National 
Travelers’ Association 
and its effective work, the 
interchangeable mileage bill 
would not be as far advanced 
as it is in Washington. The 
chairman of the Legislative 
Committee having that bill in 
charge made the amazing 
statement some weeks ago 
that he had not been app- 
roached by a single person, or 
had any perceptive comment 


Shoe keeper? 


are just ahead— 


Next Week! 
What is the difference between a 
“pep” shoe merchant and a store- 


The best selling weeks of the year 


How about a “‘pep”’ week for every- 
body in the trade—let’s put more pep 
in selling—actions develop confidence. 

If you want inspiration—plan to 
read our Pep number next week. 

In the same issue—the Recorder 
Shoe Store—a_ national 
for merchandising. 


congressman naturally con- 
cludes that they are not inter- 
ested, and he votes in any way 
that his party leaders desire 
and perhaps any congressional 
district. 

There are anywhere from a 
score to a hundred business 
organizations, such as Cham- 
bers of Commerce, Retail 
Merchants’ Association, etc. 
We venture to say that if these 
organizations were to make a 
common protest against any 
bill in Congress the congress- 
man from that district would 
hesitate a very long time before 


institution 








one way or the other come to 
his attention. It seemed 
almost unbelievable. 

The strenuous work on the part of the shoe travelers 
immediately upon receipt of this information has 
aroused the traveling fraternity as well as business 
executives the country over to the necessity of keeping 
Congress informed as to the will of the people. If the 
interchangeable mileage bill does not go over this time, 
it certaimly will in the next attempt. The tariff bill is of 
utmost importance. It touches everybody’s pocket 
book in ome way or another. If business men are to be 
participants in their government, they must take a 
more active interest in it. 

Relatively speaking, a merchant, particularly in one 
«of the smaller cities, exercises more influence among his 


he would support such a 
measure. 

The Recorder will shortly feature a series of articles, 
twelve in number, emphasizing the fact that the United 
States is the biggest business in the world. It has 110,- 
000,000 stockholders. Its assets are nearly $300,000,- 
000,000 and the people as stockholders elected a pre- 
sident an a board of directors to run their business. If 
the “power to tax is the. power to destroy,”’ let the 
business man exert a check on further destruction of 
the assets of the nation. 

A call on an elderly lady will be greatly appre- 
ciated. Just drop in with shoes her size and rubbers to 
fit. She may not buy at the time but you can be as- 
sured she will come to your store when she needs them. 
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Look Out for the Bootleg from 
Russia 


The ‘‘ Whence and How Come” 
the “Where and Which” of Their Going. 


of Russian Boots and 
As a 


Mid-Summer Style it Goes Better on the 
Neoski Prospekt than at Broadway 


A National Survey on the Russian Boot 


HE main streets of 
"EL Rewoed and New 

York have much in 
common in Russian music, 
and dancing, Russian plays 
and colors, Russian costumes 
and some boots. The Russian 
invasion in the arts of music 
and dress have not been entirely unexpected for 
the style leaders of the world have been groping for 
a long time for a real motif, upon which to build com- 
mercial features in costume, music, dancing and the 
theater. 

Appropriate to the setting of an all-Russian cast, 
maybe the Russian boot comes into prominence, but 
with this restriction. The Russian music is pleasing to 
some ears, the Russian dress a diverting subject in 
women’s fashion, that the Russian boot is a cross be- 
tween a galosh and a stable boot. 


Puss in Boots 
Will she wear Galosnes or 
Russian boots next winter 


Snuglace Is Useful 


The Russian boot stands for utility, not for beauty, 
even in the land of the Reds. It can hardly be said to be 
a fitting and beautiful part of the costume of the mod- 
ern American girl, whose skirts are short and whose feet 
in Russian boots are far from being petite. If Russian 
boots could be fitted like an English officer’s cavalry 
boots, something else might be said in their favor. 
The English officer employed a puffing valet to haul 
and pull boots into place. 

The average American womar considers her footwear 
the last incident of the day’s costume and wants her 
boots to fit in a jiffy. Maybe Russian boots have some- 
thing to do with bootlegging. Who can tell? 

The Recorder has put the entire subject of the Rus- 
sian boot right up to its merchant advisers, having 
asked prominent merchants the country over, to report 
on the subject. We give a national survey of the Rus- 
sian boot, received by telegraph, May 4, so that the 
merchants of the country can be forearmed as well as 
fore-warned. 

Perhars there is an indication of something in the 


boot line coming into vogue, but the usual custom of 
the trade is for such a surprize to be sprung in the last 
week of August and to be all the rage by the middle of 
November. No merchant expects the Russian boot to 
become a landslide proposition, but if the merchant 
down the street handles them, every other merchant 
feels that he must keep his shop up to date by a similar 
action. If the Russian boot could be made the com- 
pliment of the Winter season and could be worn 
instead of flapping galoshes, there might be some- 
thing in the Russian boot as an item of utility, 
but as a mid-Summer fashion—Oh, Trotsky, 
deliver us. 


In New York—DEAD 


In New York—The Russian boots as it has been ex- 
ploited up to the present, is considered a dead issue in 
New York. Some of the more prominent Fifth Avenue 
stores, and those in the exclusive shopping district, do 
not even carry them as samples. Slight variations of the 
Russian boot are shown by some of the lower-priced 
dealers, some of them selling around $9 a pair. Retailers 
say that down-town jobbers are offering them at $4.25 
a pair. 

One unmistakable bit of evidence which shows 
the way the wind is blowing on the Russian boot 
idea is the fact that they have been ruled out of 
the forthcoming style show to be given by the 
Brooklyn manufacturers at the Hotel Commodore 
on May 15, 16 and 17. 


The Low-Russian Slipper 


Franklin Simon & Co., leaders in the exploitation of 
novelty footwear for women, are set against the Russian 
boot as such. This store, is however, showing the 
“Czarina,’”’ a combination of the Russian boot idea, 
with an instep strap pump. The Czarina is made along 
the line of the ordinary cross instep strap pump, with 
the quarter carried a little higher and finished with a 
three-inch cuff. The straps cross each other over the 
instep and fasten at the side with buttons. The shoe 
carries a 134 covered Cuban heel and stands about six 
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inches from the heel base. It comes in various combina- 
tions, all patent, all white, tan kid with beige ooze cuff, 
patent with red collar, patent with biege collar, gray 
ooze with patent collar, patent with gray collar, etc. 
Oppenheim Collins and Company are featuring a 
short boot made ofsmoked elk with dark tan trimmings. 
The boot has a seam up the front and tightens with a 
broad strap and buckle between the instep and ankle. 


Custom Made—$80 


Arthur Weiss of Cammeyer’s epitomized sentiment 
in the words, “dead slow.” “‘I would not advise any re- 
tailer to carry Russian boots,” “unless he were 
an enemy of mine.” 

A well-known Fifth Avenue retailer, who didn’t want 
his name mentioned in connection with his comments 
on Russian boots, declared that he has never thought of 
them seriously. “I haven't a pair for sale ready-made, 
he said, and my price for custom making is $80 a pair.” 

Mr. Pape of Hennings, one of the exclusive Madison 
Avenue shops also has no Russian boots in stock and 
declared that the style found no favor among the better 
dressed women of New York. 


he said, 


Fits Few Women’s Feet 

RK. C. Cummings, manager of the Cousins Shop op 
West 57th Street, reported the Russian boot a dead 
letter in his store. I doubt if we have had more than 
three calls for them in as many months,” he said. “In a 
recent conference with our factory the opinion was ex- 
pressed that there is nothing in the Russian boot busi- 
ness. In my opinion, and the opinion of others, with 
whom I have talked on this question, is that the Rus- 
sian boot fits too few women, and looks too clumsy to 
make it popular. It is not comfortable, as anyone who 
has ever worn riding boots can tell you. It is bulky 
around the ankles, an effect that women want to 
steer clear of. It is hard to fit and the average retailer 
could not handle them profitably.” 


National Survey of the Russian Boot 


Taken by Telegraph for This Issue 
of the Recorder 


Keep the Price Up, Says Denver. 

Have had Russian boots for past three months, 
but only sold a few pair. It would have been a better 
seller if we could have retailed for about $18 or $20. 
Believe there will be a small demand for them this 
Fall if they can be retailed at popular price. H. E. 
Fontius, Denver, Colorado. 

* + * * 
Climate in Los Angeles Makes Russian 
Boots “‘Hot-Stuff”’ 

Only a few pairs of Russian boots appeared here, yet 
not very practical for our climate in either Winter or 
Summer, and I do not believe will prove popular. Sev- 
eral shoe stores including ourselves have bought some in 
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medium grades, but none received yet-——H. L. Vande- 
grift, Los Angeles, Cal 
* * * * 
One Chorus Girl Hits Eye in Providence 


Saw one chorus girl wearing Russian boots and one 
pair on display in store window. Believe Russian boots 
no good for general sale. A few pairs may be sold to 
sporty flappers. Do not expect to buy any myself— 
Roy S. Whitmore, Providence, R. I. 

* * * * 
Too Extreme for Popularity in San Francisco 


~~ Russian boot shown by several stores. Sale confined 
to certain class. We do a large volume of high-class busi- 


A CLEVER BOOTSKI 


Now comes an entirely new idea into the field. The 


Tweedie Footwear Company of St. Louis and Jefferson City 


are now showing a Russian boot in three or more patterns, 


the innovation being that the tops and cuffs are made of 
satin, silk and Australian ‘wool eloth, The idea of using 
fabric for the top permits a drape effect that is quile unique 
and gives a true Cossack boot appearance. 

The new boot is made in patent leather with black top of 
satin and wide light gray facing for a four-inch turn down. 
Patent leather with biscuit shade wool top and black satin 
facing for turn down. Also a while calf pattern is shown, 
with white silk top and black satin facing. 


ness and have not had one call, evidence that they are 
not wanted by refined clientele. Have seen only one 
pair on street. Too extreme to be popular.—Rosenthal’s 


Inc., San Francisco, Cal. 
+ * * . 


Maybe Fancy Call in Memphis 


No demand this date for Russian boot, however, in 
our opinion, around July 1, there will be slight demand 
in black patent leather with fancy cuff, either with white 
kid or gray suede trimmed to tone it up. The freak 
dresser is the class of trade that will wear them— 
E. E. E. Shoe Company, Memphis, Tenn. 

* ~ + * 


In the Fall, Perhaps, Says Detroit 


Don’t think they will sell big. Some demand this 
Fall —R. H. Fyfe & Co., Detroit, Michigan. 
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Look for Cheap Line in Milwaukee 


Russian boots were worn here in limited way. 
Expect slight demand in September for cheap quality 
boot. Better dressers won’t wear them —Walk-Over 
Shoe Store, Milwaukee, Wis. 


* * * * 
No Hope for Boots in Birmingham 
The Russian boot appearedand disappeared. I do 
not think that the Russian boot will sell anywhere, 
particularly in this section. There isno hope for boots 
of any kind—Dave Rich, Birmingham, Ala. 


* * * * 
Not Taken Seriously in San Jose 


Do not consider Russian boots seriously in this terri- 
tory. Opinion is that climate is such that no argument 
can be made in favor of it. Consider same very high 
novelty and dangerous to handle—Chester Herold. 
San Jose, Cal. 

* * * * 
Early Fall Possibility in Chicago 

Yes, Russian boots have made their appearance in 
Chicago, although they are no style factor at this time, 
in our opinion. There may be a demand in the early 
Fall. We are in doubt how large a style factor Russian 
boots will be, even at that time —F. E. Foster, Chicago, 
Illinois. 


*~ * * * 


As an Ad—Great—In New Orleans 


Russian boots were a popular fad, but wi!l probably 
not repeat. Something else should take their place this 
Fall. We had a limited quantity which we sold out, 
could have used more. They were quite an advertise- 
ment for us—A. Wachenheim, New Orleans, La. 
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Some Fall Interest in Washington 


Have had no immediate demand for Russian boots. 
We think they will be fairly good in the Fall if they can 
be bought at popular prices—B. Rich’s Sons, Wash- 
ington, D. C. 

* * * * 


Not Profitable nor Smart in Indianapolis 


We have sold some Russian boots, but they were so 
expensive we feel very few will be sold. It is a style so 
few women can wear and look smart that only a limited 
amount of sales will result. Our opinion is it will not be 
profitable style—J. C. Hart, Indianapolis, Ind. 


* * * * 
From Leather to Rubber, Perhaps, in Cincinnati 


Few pairs Russian boots sold in Cincinnati. Judging 
from Chicago and Boston advertisements, feel that they 
are short-lived, but they may create a demand for high 
cut novelties of some sort. Rubber Russian boots with 
chinchilla cuff at top or similar styles are good looking, 
and may take place of galoshes—H. C. McLaughlin, 
Cincinnati, Ohio. , 

* ok * * 


A Passing Show-me in San Francisco 


Have handled a few high-grade high-priced Russian 
boots, which proved slow sellers. Believe there will 
spring up a limited demand for such footwear in June 
or July, but consider it only a passing fad and cannot 
wax enthusiasm over it—Max Sommer, San Francisco, 
Cal. 

* * ok * 


Won’t Order a Pair in New Haven 


Thus far, have seen only one pair Russian boots in 
this city. Personally think they are anything but trim 
looking. Cannot see any demand in sight. 


Twenty Russian feet make a hit in San Francisco, says Frank Werner 
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The “Boot and Shoe Recorder’ 
Printing the following Letters from Some of Its Good Friends. 


“Permit me to say a good word for the work that 
you are carrying on through your most necessary 
Journal, and for the valuable information that I re- 
ceive each week from that source. Your Journal is 
brought to me immediately upon its receipt in our 
store, and it occupies a place on my desk, within 
reach, until the following week's issue is brought in, 
and never a day goes by but that I have occasion to re- 
fer to it. During this time I fail to see how any live 
merchant can hope to get by without the use of every 
bit of information that he can obtain relating to his 
business, and what better means have we of obtain- 
ing this information than through our trades meee. 
I cannot recommend your Journal in terms too high 
and | am sure that in the near future you will have 
enrolled in your Recorder Family, every merchant who 
has survived the struggle in which we are now en- 
gaged, and from which only those merchants who are 
keenly aware of the circumstances will survive.”"— 
L. F. TUFFLY, KRUPP & TUFFLY, Houston, 


Texas. 
* * > * 


“We have taken The Boot and Shoe Recorder for the 
last 25 years and would feel lost without it. The 
information and ideas given through the reading of 
this magazine has helped us materially, to say noth- 
ing of service it has rendered from time to time 
through your advertising columns when we have been 
in great need of at once merchandise. We consider it 
a part of our business..—THE FONTIUS SHOE 
COMPANY, Denver, Colorado. 


“I have read your paper with interest for a great 
many years, and have always found profitable articles 
which help materially in thrashing out the many 
obstacles that confront the retail man. There 
are articles in each issue of your magazine which will 
be very useful at some time or other for the average 
retail shoe store, and if cut out, filed and classified, 
then when the condition comes up, refer to the file 
and get all articles pertaining to this subject, he will 
find a world of information and opinions from the best 
authorities, which will help him greatly in solving his 
problem. Another very good plan is circulating the 
magazine thoru t store; upon receipt of the 
magazine, a lable is placed on the front cover, with 
sufficient lines to take care of all the sales men, or 


Takes Particular Pleasure in 


other members of the store organization, and after 
each has read the magazine he signs his name, with 
the date, in addition to marking the page of any par- 
ticular article he would like to call to the attention 
of other members of the sales force. In this manner, 
you can get more out of the magazine and derive more 
good, for your store, than any other way. I appreciate 
very much your calling on me, and with very best 
wishes and _ kindest regards, I remain.“—BEN 
E. WEBER, VOLK BROS. CO., Dallas, Texas. 


* * * * 


“We, in our business, can hardly do without The 
Recorder. The heads of departments as well as myself 
look forward to the receipt of the valuable information 
and timely advice that we always find in the Shoe 
Journals. As far as the Boot and Shoe Recorder is con- 
cerned I unhesitatingly recommend it to all live shoe 
men. We would not do without it for many times its 
cost."—JOHN J. BAIRD, THE A. E. PITTS SHOE 
COMPANY, Columbus, Ohio. 


“The true worth of anything in the commercial 
world is tested by its endurance. This, I think, is the 
reason for the Boot and Shoe Recorder being recognized 
as one of the rogge T am ayy among shoe mer- 
chants in America. rough its pages I am brought 
into actual contact with t interested along the 
same pursuits as myself. Everyone seems desirous of 
giving unstintingly any knowledge or suggestion he 

that has helped him onward. I like that 

spirit of fellowship! Aside from the benefits 

tained from the interchanging of so many worth- 

while ideas, one cannot help but receive a broader 

concept of conditions from the manufacturer to the 

consumer.”"—F. E. FOSTER, F. E. FOSTER & CO., 
Chicago and Kansas City. 


“We cannot understand how any retailer of shoes 
of any consequence could refuse to take the Boot and 
Shoe Recorder. The only reason that we might pos- 
sibly assign is that these good men do not realize what 
they are missing. We have taken the Boot and Shoe 
Recorder for over 20 years, and have never received a 
copy that was not worth more to us than the whole 

ears subscription price."—B. F. DILLINGHAM, 
iLLINGHAM SHOE COMPANY, Austin, Texas. 
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“Personally, I read the. Recorder religiously each 
and every week, and enjoy it. There is information 
in each and every issue of this publication that is of 
value to somebody. We furthermore pass these along 
to all of our heads for their perusal. We appreciate 
the fact that you are endeavoring to make this a very 


live magazine, and in our judgment you are succeed- . 


ing. The broad line of topics that you discuss, and 
the style news that can be assimilated from its columns, 
are a material aid to any buyer. "—A. L. GUDE, 
GUDE'S, INC., Los Angeles, Calif. 


- * * * 


“The Boot and Shoe Recorder should be to the aver- 
age shoe merchant what financial news is to the inves- 
tors of today. There are possibly a great many of 
today’s dealers who never refer to their Trade Journal 
and are in no position to obtain the true trade condi- 
tions at first hand. If any of these same men are 
fortunate enough to be investors, they. certainly refer 
to some financial news before they make any invest- 
ment, even though they buy exceptionally liquid and 
safe securities which have no possibility of any rapid 
decline in price. The buying of shoes will never be 
in a class with the buying of Government Bonds or 
their like. Closer application is necessary and the 
losses due to misjudgment are greater. To gain correct 
guidance from the Trade Journal on one season's pur- 
chase will prove the trade paper the greatest sible 
investment for a shoe dealer to make. "—O. H. HAS- 
SEL, HASSEL'S, Chicago, Illinois. 


* * * * 


“All Trade Journals have more or less food for 
thought, and one of the best publications in my 
opinion is the Boot and Shoe Recorder. 1 have been a 
constant reader for over 20 years; have always been 
inspired after reading each issue, and know I will be 
up-to-date and have my ambitions kept alive from 
week to week because of the many phases of the shoe 
industry that is so wonderfully taken care of, from 
rey int of view by the Boot and Shoe Recorder 
Staff of Editors. I feel that no shoe merchant should 
overlook the opportunity of reading so good a trade 
pee. I wish to congratulate and also thank the 

t and Shoe Recorder for the many benefits I have 
rsonally received from its columns.’""—A. E. SCHU- 

EIN, SCHULEIN'S, Rockford, Illinois. 

- » * . 

“Your inquiry relative to our opinion of The Boot 
and Shoe Recorder and its value to a retail shoe mer- 
chant, can easily be answered by saying that it is our 
personal opinion that no successful shoe merchant, or 


one who has any ambition to be successful, can afford 
to do without the great volume of information which 
The Boot and Shoe Recorder brings weekly to the lead- 
ing shoe stores in the United States. Permit us to say 
that what little success we have attained in the shoe 
retailing business, we are glad to go on record in mak- 
ing the statement that it is due to a large extent to 
the valuable information, suggestions and instructions 
which we have gathered through reading the columns 
of the Boot and Shoe Recorder. It is our opinion that 
no man or corporation conducting a retail shoe busi- 
ness can afford to do without the valuable information 
a to all angles of shoe retailing which the 
oot and Shoe Recorder will bring to his desk 52 times 
er year. —P. W. CRAWFORD, CRAWFORD'S 
OOTERY, Lima, Ohio. 


- * * * 


“The Boot and Shoe Recorder has been, to me, of the 
greatest value and to it I owe some of the success 
that I may have had in the shoe business. I have 
been a constant reader of the Boot and Shoe Recorder 
for over 35 years, and a subscriber for 25 years. I 
have always liked its strong editorial policy and the 
many articles on store management and details apper- 
taining to the retail trade. It has always been alive to 
the needs and has kept awake to defend it when it 
was attacked by outside interests that were detrimental 
to the welfare of its patrons.""— Y A. DRACH- 
MAN, HARRY A. DRACHMAN SHOE COM- 
PANY, Tucson, Arizona. 


* * * * 


“We have not been without the assistance of your 
most valuable Journal for a great many years. It 
comes to us regularly and we look forward from week 
to week for its arrival. All the men in the store are 
interested in it and I feel that it has been a great 
deal of help to us in building up our organization. It 
keeps us well informed on topics of vital interest to 
the merchants particularly in these times of changing 
style. conditions. In fact, we use it as a barometer for 
our future purchases. The information that we get 
from its pages, both throu your editorials and 
through the advertisements of the leading shoe manu- 
facturers, give us just the information that we most 
need. It would seem impossible to conduct our busi- 
ness without the information that we get from trade 
journals, and we appreciate more than we can state 
here the assistance we receive from your journal.""— 
FRANK F. WULFF, WULFF SHOE COMPANY, 
Colorado Springs, Colorado. 
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How a Retail Shoe Merchant Woke Up 


Not Being Able to Talk the Same Language as the Banker, 
He Adopted a Simple Accounting Plan 
Which Proved Successful 


(In a previous article in this series it was explained how one 
retail shoe. merchant secured a supply of palin sheets from the 
Harvard Bureau of Business Research and undertook to install 
this system in his store. The entries for one day on the Daily 
Record Sheet were described. This article tells how these records 
were transferred to the Monthly Record Sheet-—Editor’s Note) 


R. SPAULDING found that the most con- 
M venient way to operate the Monthly Record 
Sheets which are printed on both sides was 
to bind them in a loose-leaf book so that the page for 
recording Cash Received, Cash Paid Out, Accounts 
Receivable and Accounts Payable came on the left, 
facing the classified expense record page on the right. 
These two pages had a line for each day in the month 
and thus provided a complete record of all receipts and 
expenditures made during the month. 


Making the Proper Entries 


Taking the Daily Record Sheet which he had made 
out for Friday January 2, 1920, Mr. Spaulding sat 
down to transfer the totals to the Monthly Record 


Sheet. Beginning at the extreme left of the left-hand 


sheet the first column, designated A, was Cash Sales- 
The total figure for cash sales for January 2 was shown 
by the Daily Record Sheet to be $34.65 which amount 
Mr. Spaulding accordingly entered in Column A on 
the proper line for the day of the month. Likewise, 
the entry for the next column, B, Cash Received from 
Repairing, $6.75, was made from the Daily Record 
Sheet, as was also the entry of $62.20 in the third 
column, C, Cash Received on Accounts. In Column D, 
Other Cash Received, the entry of $2.75 was made for 
January 2 according to the item on the Daily Record 
Sheet. In Column E, Cash Over, there was no entry 
for January 2 since the Daily Record Sheet showed 
that there had been no cash over. In Column F. 
headed Total, Mr. Spaulding entered the total cash 
received, taking the entry $106.35 from Total cash 
received (loday) on the Daily Record Sheet, and check- 
ing the addition on the Monthly Record Sheet to be 
sure that the sum was correct. 

The next section of the Monthly Record Sheet was 
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Cash Paid Out, and in the first column in that section. 
G, headed Expense, he made the entry of $39.50, 
which was the amount shown by the Daily Record 
Sheet as Total cash paid for expense, In Column H, 
Cash Paid on Accounts, occurred the entry $74.97, 
also taken from the Daily Record Sheet. In Column J, 
Cash Allowances, there was no entry for Friday, Janu- 
ary 2, since Mr. Spaulding had not refunded any cash 
to customers for defective or unsatisfactory merchan- 
dise on that day. If there had been such an item, it 
would have appeared on his Daily Record Sheet under 
Cash Paid Out in the column headed Other, with the 
designation “‘cash allowance to customer.” In Column 
K, Inward Freight, Express and Cartage, there was an 
entry of $6.72, according to the Daily Record Sheet, 
which showed that amount under Cash Paid Out in 
the column Other as express on incoming merchandise. 
Since on that day no merchandise had been purchased 
for cash, there was no entry in Column L. This item 
also would have been shown on the Daily Record 
Sheet had it occurred. In Column M, Other Cash 
Paid Out, however, there was an entry of $25, the 
amount of wages which the Daily Record Sheet showed 
had been paid to the repair man. In the next column, 
N, Cash Short, Mr. Spaulding entered the amount $0.10 
as shown by the corresponding item on the Daily 
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Record Sheet. The total cash paid out, $146.29, was 
entered in Column O, the item being taken from the 
Daily Record Sheet and the addition checked on the 
Monthly Record Sheet as in the case of total cash 
received. 
How To Figure Cash On Hand 

In the next column, P, Cash on Hand, the entry 
$215.75 was obtained by subtracting $39.94, the dif- 
ference between total cash paid out, shown in Column 
O, and total cash received, shown in Column F, from 
the amount of cash on hand at the beginning of the 
day, $255.69. This item of cash on hand at the begin- 
ning of the day, Mr. Spaulding obtained from the item 
Cash balance at the beginning of the day on the Daily 
Record Sheet; and the amount of cash on hand at the 
end of the day, $215.75, checked with the item Cash 
balance al the end of the day on the Daily Record Sheet. 
For convenience Mr. Spaulding had previously entered 
the amount $255.69, the cash balance carried over 
from the last day of 1919, at the head of the column 
for Cash on Hand, over the letter P. 


Classifying Various Items 


The next section on the Monthly Record Sheet was 
headed Accounts Receivable, and in the first column, R, 
Charge Sales, Mr. Spaulding entered the amount $52.45. 
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This amount was the total of the charge sales slips for 
Friday, January 2nd. In Column §, Received on Ac- 
counts, the entry of $62.20 was made from the entry 
on the Daily Record Sheet for Total cash received on 
accounts, In Column T, Credit Allowances, there was 
no entry for that day, no credit having been allowed 
to customers for merchandise returned. 

In Column U, Credit Purchases of Merchandise, Mr. 
Spaulding had no entry to make, since on that day no 
merchandise had been purchased on credit. In Column 
V, Other Credit Purchases, there was no entry. Column 
W, Paid on Accounts, had an entry of $74.97 corre- 
sponding to the entry on the Daily Record Sheet for 
the check sent to Henry Garfield & Co., in payment 
for merchandise. In the last column on the left-hand 
page X, Cash Discounts Taken, there was the entry of 
$1.53, the cash discount secured by the payment on 
account entered in Column W. This item also was 
shown on the Daily Record Sheet. 

Accounts Payable and Accounts Receivable were of 
course both controlling accounts. For accounts re- 
ceivable a customers’ ledger was maintained in which 
each individual customer’s account was kept sepa- 
rately, showing merchandise charged to the customer 
and payments made by the customer. Similarly the 
Accounts Payable Ledger showed for each source of 
purchase the amount of merchandise bought on credit 
and the payments made on account. The operation 
of the Accounts Receivable Ledger and the Accounts 
Payable Ledger will be explained in a subsequent issue. 


Classification of Expense 


The right-hand page of the book in which Mr. 
Spaulding had bound his Monthly Record Sheets, 
provided a record of expenses classified under the heads 
of Selling, Delivery, Buying and Management. Fixed 
Charges and Upkeep, Miscellaneous, and Losses from 
Bad Debts. The remainder of this page was taken up 
by accounts for the repair departments and records of 
sundry income and outgo, and purchases and sales of 
equipment, 

In Column 1, Salesforce Wages, opposite the date 
January 2, Mr. Spaulding made the entry $38.50, the 
amount shown on the Daily Record Sheet as the weekly 
payment made to the salesman, Mr. Davis. In the 
other two columns under Selling, that is, Advertising 
and Boxes, Wrappings, and Other Selling, there were 
no entries for that day. There was no entry in Column 
4, Delivery, nor in Column 5, Buying, Management, and 
Office Salaries. Since Mr. Spaulding spent about two- 
thirds of his time selling merchandise and the other 
third in buying, managemetn, and office work, he saw 
that he would have to divide the amount of the salary 
which he paid himself between Column 1, Salesforce 
Wages, and Column 5, Buying, Management, and Office 
Salaries; but rather than make this division weekly 
or even monthly, he decided that the simplest way 
would be to enter in Column 5 all the amounts of his 
withdrawals of cash as well as the retail value of any 


merchandise which he took from the store for his own 
use, and then make the division of his salary between 
selling and buying and management at the end of the 
year. In Column 6, Office Supplies, Postage, and 
Other Management, there was for January 2nd only the 
entry $1, for postage stamps, as shown on the Daily 
Record Sheet. 


Fixed Charges and Upkeep 


In the columns under the section for Fixed Charge: 
and Upkeep Expense, that is Rent, Heat, Light, and 
Power, Taxes, Insurance, Repairs of Equipment, and 
Interest on Capital Borrowed, there were no entries for 
January 2nd, It was easy to see, furthermore, that 
entries in most of these columns would not be likely 
to occur oftener than once a month or even less fre- 
quently, and that whenever such entries did occur 
they could be transferred readily from the Daily Record 
Sheet for that day to the corresponding date on the 
Monthly Record Sheet. The same was true of Columns 
13 and 14, Miscellaneous and Losses from Bad Debls. 
On referring to Bulletin No. 2, Mr. Spaulding saw 
that any amounts entered in Column 14 as losses 
from bad debts, charged off when there was no longer 
any likelihood of collection from customers, would 
also have to be entered in Column § in the Accounts 
Receivable section on the left-hand page, since charg- 
ing off bad debts reduces the balance of accounts re- 
ceivable just as if money was paid. 

The sum of the itemized expense entries in Columns 
1—14 on the right-hand page, Mr. Spaulding saw was 
the same as the amount entered in Column G, Ez- 
pense, on the left-hand page. For January 2nd the 
total amount paid for expense was $39.50; 


Repair Department Separate 


The next section on the right-hand page after Ex- 
pense was headed Repairing. In the first column, 15, 
Receipts, there was the entry of $6.75, taken from the 
item Total cash received for repairing on the Daily 
Record Sheet. In Column 16, Salaries and Wages, 
was entered $25, taken from the entry on the Daily 
Record Sheet for repairing wages. There was no entry 
in Column 17, Supplies and Other Expenses, for that day. 

In the next Column, 18, Sundry Receipts, appeared 
the item $2.75, the amount received from the junk 
man for packing cases, as shown by the Daily Record 
Sheet. In Column 20, Equipment, Mr. Spaulding had 
no entry for January 2nd. As he saw later, this column 
could be used to show both purchases and sales of 
equipment. 

Mr. Spaulding continued to use the Daily and 
Monthly Record Sheets throughout the rest of Janu- 
ary, 1920, the entries being made in the way that has 
been described. The method of handling most of the 
common items of income and expenditure was readily 
apparent. As shown by the two sides of the Monthly 
Record Sheet reproduced with this article, many items 
of expense occurred only once or twice during the 
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month, with the result that the work of keeping the 
Daily and Monthly Record Sheets proved to be less 
burdensome than Mr. Spaulding had expected. The 
classification on the Daily Record Sheet of cash paid 
out for Expense, On Account, and for Other, and the 
brief notes explaining each item, for which space was 
provided on the Daily Record Sheet, made it a simple 
matter to classify expenditures in the detail provided 
for on the right-hand page of the Monthly Record 
Sheet. 


How to Enter Certain Transactions 


During the month of January, 1920, Mr. Spaulding 
in a number of cases found it necessary to look up the 
explanation in the bulletin in order to be sure how to 
handle certain transactions. Some of these transac- 
tions were as follows: 

On Tuesday, January 6th, Mr. Spaulding took out 
of the store a pair of shoes for his own use, the retail 
value of which was $8. On the right-hand side of the 
Daily Record Sheet he made the entry “Proprietor— 
for merchandise,” and placed the amount $8 in the 
column headed Expense. At the same time a cash sales 
slip for the transaction was made out, and the $8 thus 
included in the cash sales for the day. This, of course, 
resulted in overstating the total cash sales for the day 
by $8, but since $8 was entered also in the Cash Paid 
Out Section, the actual cash at the end of the day 
balanced with Tolal cash to be accounted for. On the 
Monthly Record Sheet an entry of $8 was made on 
the right-hand page in Column 5, Buying, Manage- 
ment and Office Salaries. On the left-hand page the 
amount, $8, of course was a part of the entry in Column 
A for Cash Sales for January 6, and as it happened, the 
only entry in Column G, Expense. 


Posting Cash Allowances 


On Wednesday, January 7, a customer received a 
cash allowance of $3.50 on a pair of shoes that had 
proved defective. On the Daily Record Sheet the 
entry for this transaction read “Returns and Allow- 
ances,’ and the amount $3.50 appeared ‘in the column 
headed Other. On the left-hand side of the Monthly 
Record Sheet the amount involved, $3.50, was entered 
for that day in Column J, Cash Allowances. On the 
following day, January 8, it happened that a credit 
customer was allowed $2 on some shoes that had not 
proved satisfactory. This amount, not being a cash 
transaction, did not appear on the Daily Record 
Sheet, but an entry was made in the Accounts Receiv- 
able Ledger to show $2 as a deduction from the total 
amount owed by that customer, and on the left-hand 
page of the Monthly Record Sheet the entry $2 ap- 
peared in Column T, Credit Allowances. 


Drawing Money for Own Use 


Mr. Spaulding drew $50 for his own use on Satur- 
day, January 10. This transaction was recorded on 
the right-hand side of the Daily Record Sheet by the 
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entry ““Proprietor—cash,” the amount being entered 
in the Expense column. On the Monthly Record Sheet 
$50 was placed on the right-hand page in Column 5, 
Buying, Management, and Office Salaries. This $50 
of course, also constituted the entry on the left-hand 
page in Column G, Expense. 

On Monday, January 12, Mr. Spaulding bought $45 
worth of merchandise for cash from a travelling sales- 
man. This transaction was handled by making the 
entry on the Cash Paid Out side of the Daily Record 
Sheet for that day as follows: ‘Cash purchase of mer- 
chandise, Infield Co.,” and placing the amount $45 
in the column headed Other. On the Monthly Record 
Sheet the amount $45 was entered on the line for 
January 12th in Column L, Cash Purchases of Mer- 
chandise, on the left-hand page. 

Later in the same week, Thursday, January 15, Mr. 
Spaulding purchased $175 worth of shoes on credit 
from a wholesaler, John Secrist & Son. Being a credit 
transaction, this item did not appear on the Daily 
Record Sheet, but in the Accounts Payable Ledger an 
entry was made to show that Mr. Spaulding owed this 
sum to John Secrist & Son. On the Monthly Record 
Sheet the sum $175 was entered on the line for Janu- 
ary 15 in Column U, Credit Purchases of Merchandise. 
When the shoes covered by this order arrived, on 
Friday, January 23, Mr. Spaulding found that two 
pairs were defective and put in a claim with the whole- 
saler. On Wednesday, January 28, he was notified 
that the claim of $10.25 had been allowed. Conse- 
quently on the left-hand page of the Monthly Record 
Sheet in Column U, Credit Purchase of Merchandise, 
he made an entry on the line for January 28 of $10.25 
and circled it to show that it was to be subtracted 
from total credit purchases at the end of the month. 


Buying New Equipment 


A salesman for a cash register company had called 
op Mr. Spaulding several times during the latter part 
of 1919, and when he called again on January 5, Mr. 
Spaulding placed an order for a cash register, having 
been advised by a number of his acquaintances in the 
retail business that this piece of equipment would be 
of material service in facilitating the keeping of his 
records. Mr. Spaulding made this purchase on credit. 
In handling the transaction, the amount $175 was 
entered in Column V on the left-hand page of the 
Monthly Record Sheet under Other Credit Purchases. 
The amount also was entered on the right-hand page 
of the Monthly Record Sheet in Column 20, Equip- 
ment. On January 24, Mr. Spaulding mailed a check 
for $175. in payment for: his new cash register. This 
amount was entered on the Daily Record Sheet on the 
right-hand side under Cash Paid Out, Other, the entry 
reading ““Equipment—cash register.” From there it 
was transferred to the Monthly Record Sheet on the 
line for January 24 under Column M, Other Cash Paid 
Out, and also placed in Column V. Other Credit Pur- 
chases, and circled to show that it should be deducted 
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at the end of the month. The amount was not entered 
a second time in the Equipment column, however. 

On January 30, Mr. Spaulding sold for $25 an old 
show case which he was no longer using. This trans- 
action was handled by making an entry on the left- 
hand side of the Daily Record Sheet as follows, “Sale 
of equipment,” and placing the amount $25 in the 
column headed Other. On the Monthly Record Sheet, 
on the line for January 30, the amount $25 was entered 
in Column D, Other Cash Received, and on the right- 
hand page it was also entered in Column 20, but circled 
to show that it was a receipt to be deducted at the end 
of the month from the total of the other entries in the 
Equipment column. 


Off for Europe 


St. Louis, Mo.—J. C. Boyd, president and factory 
manager, and “Jack’’ T. Welsh, vice-president and 
sales manager of the Boyd-Welsh Shoe Company, 
sailed for Paris, April 5. Their trip is for both business 
and pleasure, and they will visit besides Paris and 
London, other European cities. 

In addition to calling on representative accounts 
who have shown interest in their line, they will also 
investigate certain French satins and brocades in silver 
and gold which it is understood, they are now using; 
also certain shades of kid leathers. 

They will likewise investigate certain types of 
French footwear, which will be embodied in their line 
by Americanizing them as to lasts, heels and other 
details. 

They also expect to study color schemes from the 
French point of view. 

They will be in touch with satin and other fabric 
manufacturers who are making for people with whom 
Mr. Boyd and Mr. Welsh have been in negotiation. 

Mr. Boyd and Mr. Welsh will return to this coun- 
try the latter part of May. 

In addition to the snappy Boyd-Welsh line of ad- 
vanced, practical, novelties and staple and semi-staple 
patterns, they will no doubt incorporate in their com- 
ing line this Fall ideas worked out through American-, 
izing the French style trend now in vogue. 

Word has been received from Messrs. Boyd and 
Welsh that the line of specially designed models, 
which they took with them to submit to the represen- 
tative trade in Paris and London interested in Boyd- 
Welsh process shoes, was very enthusiastically received 
and approved. 


A 5 3-8 Ounce Pump 


“Five and three eighths ounces is the weight of a 
pump made the other day in Lynn, Mass. It is of 
black suede, has a wood heel, and a cut steel ornament. 
The steel adds to its weight. 

“This five and three eighths ounce pump was made, 
not for a fairy, but for a summer girl.” 






































The Lure Eternal 


Dig from the attic those dusty clubs. 

The fairway calls through the open door 
With a sound that’s sweet to “pros” and 

“dubs” — 

“FORE!” 
It’s a poor family these days which can’t 
boast representation in a week-end auto 
smash, 


Flivvers are going up—especially on the 
“death curves” and “hair-pin turns. 


Radio salesmanship—iistening in on a 
customer’s viewpoint and then selling him 
on your own ideas, 


Russia at the Genoa Conference is as wel- 
come as the tough kid at the Sunday 
School picnic—and as thick-skinned. 


The habit of going to the bottom of things 
usually lands a man on top. 


With thousands of ears glued to the 
ether and the fire-flies equipped with com- 
plete radio outfits, the young couple on 
the park bench may as well put on their 
hats and go home. 


Usefulness is the rent you pay for space 
on earth, Have you paid your rent? 


lf you want to cool off—watch a forest 
fire and think of the coal strike simul- 
taneously. 


Of course you know what China is fight- 
ing about, We don’t, either. 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 


A series of condensed medical articles with numerous illustrations have been prepared 
by the writer for the ““Boot and Shoe Recorder.” They are direct results of a question- 
naire on shoes and feet that was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 
BUNIONS 


HE first illustra- 
T tion, figure 6, 
shows a moder- 
ately well developed 
bunion on the right 
great toe. The picture 
was taken as the person 
stood on a thick plate 
of glass, with a mirror 
arranged beneath so 
that reflected images 
of the soles could be 
photographed conven- 
iently in weight bearing 
posture. 

Outlines of weight 
bearing areas may be 
observed, also spots of heaviest pressure from variations 
of shadings in the picture. The hazy whitish area 
under the right instep was caused by condensation of 
moisture on the cool glass plate from the reddened hot 
irritated foot. ; 

Notice that the line of the inner side of the left foot 
is comparatively straight, whereas this straightness on 
the right foot has been destroyed by the deflected toe 
and the bunion at its base. 

What should be done for this bunion? 

An orthopedic surgeon might advise an operation, 
and support his opinion with good results that he has 
obtained in similar cases. A shoe fitter might recom- 
mend change of footwear, and back up his ideas with 
customers whom he has relieved of painful symptoms 
without operations. Both opinions must be accepted. 
Bunion shields might be proposed; or a change of 
stockings advocated on the ground that feet may be 
tied up improperly within good shoes by stockings 
that tend to deform them. 

Bunions are results of too much and too long con- 
tinued local mechanical irritation. They are accumu- 
lations of fluid in small sacs beneath the skin, as blisters 
on the surface of the skin are local accumulations of 
fluid that protect its underlying layers from irritation. 
A more deeply situated bursa, as a bunion sac is called, 
is an equalizer of pressures, a water cushion. Under- 
lying bony prominences are protected from uneven 


Figure 6—Photograph of soles of 
feet with bunion and toe deformity 
showing in one foot 


outside pressures, while overlying soft tissues are 
shielded against underlying bony irregularities by 
equalization of pressures in all directions within the sac. 

The great toe joint is the common location for 
bunions as is well known. Painful swellings occur also 
at bases of little toes that are caused by similar mechani- 
cal pressures. 

Variable degrees of bony prominence are important 
factors in bunion production. Persons who are born 
with prominent toe bones are more susceptible than 
those with small bones, other factors being equal. 
Bony enlargements develop slowly during life from 
chronic diseases in some persons. Pointed toed shoes 
which are fitted too short and too tightly are most 
important causes of prominent great toe joints. 

Bunion shields relieve pressures over bunions, but 

they transfer shoe ___ 
pressure forward to 
adjacent regions 
where shields bear 
against sides of toes. 
They tend to increase 
rather than to dimin- 
ish bony prominences, 
acting in this manner 
as pointed shoes do. 
Shields cannot be re- 
commended for pro- 
longed use, because of 
their tendencies to in- 
crease deformities; 
but they will relieve 
distressing symptoms 
temporarily. 

Considerable relief 
is afforded in those 
instances in which 


roomy shoes, laced * 

snugly at the waist, Figure 7— X-ray of bones of the great 
are substituted for “ %%0u9 psy 8 sate tonatiaaae 
badly shaped and Courtesy of Dr. A. W. George, Boston, Mass. 
badly fitted tight shoes. Neither shoes nor shields 
however will restore former shapes of many feet. Pro- 
minent joints in which painful symptoms have subsided 
remain a menace until bones are straightened. The 
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future menace of prominent joints should not be over- 
estimated on the other hand, when so many persons 
possess great toes that exhibit noticeable deflections 
without any history of foot trouble. 

The risk of continuance of bony deformities in 
symptomless useful feet needs to be weighed carefully 
against disadvantages 
of operations as well 
as compared with 
merits of the latter. 

Operations for bun- 
ions usually include 
corrections of bony 
toe deformities, and 
then they are called 
“hallux valgus” oper- 
ations by orthope- 
dists. 

Figure 7 shows 
bones of the great 
toes and two adjacent 
toes of a_ healthy 
young woman whose 
feet are symptomless. 
There is considerable 
toe deflection. The 
most prominent bony 
point is at the head 
of the first metatarsal 
bone. See arrow. 

Figure 8 shows 
great toe bones and 
bones of two ad- 
jacent toes of an older person whose feet were pain- 
ful. Here there is slightly less toe deflection, and this 
joint has been operated on. A thin wedge of bone has 
been removed from the head of the metatarsal bone, 
and the latter is no more prominent than the base of 
the adjacent section of the great toe. See arrow. 
Bony ends in the operated joint are more widely sepa- 
rated than normal because this X-ray was taken soon 
after operation before complete subsidence to a normal 
state had occurred. The toe that has been operated 
on is slightly shorter than it was previously; but it 
was deflected considerably more then than it is now. 

Advantages of operations consist in restoring normal 
straight alignments of bones; in diminishing pressures 
at bases of the toes; and increasing functional effi- 
ciency of such toes so that tendons which move them 
can pull evenly in their intended directions along the 
bony toe axis. When deformity increases toe efficiency 
diminishes, and vice versa. 

Disadvantages of operations consist in additional 
trouble involved; loss of time; expense; sacrificing of 
toe length with slight impairment of appearance of the 
foot; and possibility of failure in relieving deformity 
through its recurrence after operation. 

It is the writer's personal belief that operatioas are 
done unnecessarily sometimes; and that they should 


Figure 8— X-ray of bones of the great 
loe of a middle aged woman after an 
operation at which a piece of bone was 
removed at the base of the toe 
Courtesy of Dr. W. R. MacAusland, Boston, 


Mass. 
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be reserved for cases which have caused considerable 
trouble for years. Marked severity of persistent symp- 
toms justify an operation in a moderately deformed 
foot more than marked deformity does in a painless 
serviceable foot. 

An individual's social position and occupation have 
to be considered in advising treatment. If disability 
arising from very bad bunions interferes with the usual 
occupation then positive surgical treatment should be 
advised promptly. If there is good opportunity for 


favoring the feet then non-surgical measures ought to 
be given thorough trial. 

It is well to remember that bunions belong to their 
owners, and that the latter are entitled to be told 
fairly the various possibilities of their situations. 


Now Sandals in Spain 


The High-Instep Spanish Foot Takes to 
American Styles 


Washington, April 13—Sandals in Spain are being 
adopted as national footwear, shoes and boots being 
discarded? according to information received by the 
United States Department of Commerce from com- 
mercial attaches in that country. 

Men and women are adopting sandal wear, the re- 
ports state, because of their greater comfort and econ- 
omy. Sandals were first introduced to the Spanish trade 
during the Summer season of 1921, being accepted more 
or less as a fad at the beginning. 

Much experimenting with the consuming trade, the 
reports state, was done in the beginning, and the first 
sandals put on the market are reported as being of poor 
pattern and unsuitable materials. With improvements 
in patterns and materials, however, sandal-wear has 
become almost universally adopted. 

With the increasing popularity of the sandal, prices 
are reported to have gone considerably higher. Shoe fac- 
tories in Seragoza, Brea, Illuseca and other cities are 
reported working three shifts a day, of eight hours each, 
filling the demand for sandals. 


A Live Model Fashion Show 


Topeka, Kansas—On the evenings of April 5 and 6 
a Live Model Fashion Show was staged under the 
auspices of the Topeka Display Men’s Club, of which 
there are now eighteen members. The stage was de- 
signed and erected as well as the entire management 
of the affair by the display men, and the merchants 
co-operated to the extent of furnishing the garments, 
accessories and other merchandise which were shown. 

About twenty stores were entered in this show, 
which consisted of furniture stores—their showing 
dealing exclusively with room settings—shoe stores, 
ready-to-wear shops, millinery, men’s clothing and 
furnishings, and sport shops. 
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type from the line of the Thom- 


A neat approach*to 
the barefoot sandal 





son-Crooker Shoe Co., Boston. 





What Materials Will be Used in Whites? 


General Belief is That More Calf and 
Kid Will be Sold, But That 
Fabrics Will Hold the Lead 


\ 7 HILE white kid and white calf will undoubt- 

edly prove bigger sellers than for some years 

back because they can be sold at lower prices 

than haver heretofore prevailed, yet white fabrics will 

as usual produce the great big bulk of soles, both in 
big cities and smaller communities. 

Plain untrimmed white fabric oxfords made with 
leather soles and with heels ranging from 10-8 to 13-8 
will undoubtedly go over big. Both plain white and 
trimmed patterns with rubber soles will also be good 
sellers in certain stores, but just as leathers are being 
bought more freely in strap effects and less freely on 
oxfords, so will this tendency be followed in white 
fabrics. 

Fabrics do not lend themselves as readily to cut-out 
patterns as do kid and patent leathres, but the general 
lines of the patterns are being adopted in white fabric 
footwear. 


Heels a Big Question 


The importance of heels in footwear sales has never 
been more pronounced than it is at the present time. 
The heel is a small part of the shoe so far as area is 
concerned, but it is a mighty big part as far as style, 
pattern and saleability is concerned. It is a question of 
“the tail wagging the dog.” 

In a high-grade New York factory making only 
hand-sewed turns, 90 per cent of the orders going 
through are on 10-8 boxwood heels. Some 12-8 covered 
Cubans and some Spanish Louis heels up to 15-8 are 
seen on the racks, but these are very scarce compared 
with the lower heels. This applies, not only to patents 
and satins, but is equally true of white leathers and even 
of silver cloth. 

On the other hand, one Brooklyn factory making a 


similar grade of shoes is making no low heels at all, 
that is nothing lower than 14-8 Spanish Louis. 


Some Still Favor High Heels 


Most merchants on upper Fifth Avenue in the real 
exclusive shopping district of America’s style center, 
see a tendency toward lower heels, but a few of them 
scoff at the idea of real stylishly dressed women wearing 
10-8 and 12-8 heels for dress occasions. “All right in 
golf or street footwear with welt soles, but not for after- 
noon or evening dress affairs,” say these men who cater 
to the Four Hundred. 

On lower Fifth Avenue and over on Broad Street, 
while high Louis and Spanish Louis heels are selling all 
right, the big business is on the lower heels, both in 
welts and turns. Orders now being received in the 
larger factories from good merchants located in New 
England, the Middle West and the South, indicate 
that the tendency of heels is downward in turns as well 
as welts. 


Bobbed Hair, Short Skirts, Low Heels 


Harry Rosenthal of the Shoe Craft Shop, a par- 
ticularly well appointed shop at 57th Street and Fifth 
Avenue, analyzes the heel situation along this line. 
“Bobbed hair, short skirts and extremely low, broad 
heels go together. They harmonize and produce a 
symmetrical outfit. The light strap effects, either in all 
patent or ‘in combination effects, add grace to the 
picture. 

“As the white season approaches, this class of cus- 
tomers will undoubtedly seek white footwear con- 
structed along the lines of the dark shades they are now 
wearing. So white footwear for hot weather must be 
constructed along these lines for the bobbed haired girls. 
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“But the matronly woman, or the women of any age 
who prefer to wear the longer skirts either for streetor 
dress must necessarily have footwear to harmonize 
with the costume and that in the lighter types means 
higher heels.” 

“How do we determine styles?” said Mr. Rosenthal. 
“We watch our people closely, note their activities, 
their costumes and listen to their comments on what 
we have. 

“We talk to manufacturers, work out a pattern, have 
a few pairs made and then we play with those few pairs 
until we see which pattern takes best, then we place 
orders on them to be made at once. It is out of the 
question to gauge styles very far ahead, but what is 
now selling best is patent, and other leathers will un- 
doubtedly sell best in whites. That’s the way we are 
playing the game 

“No merchant can long force the public to buy just 
what he wants to sell. Every store has an individual 
clientele and the merchant must study that clientele 
until he knows their ideas, their tastes and other wants, 


Outside Influences 


The sale of white footwear or any other type or color 
of footwear depends largely on outside influences. 
The kinds of materials women will wear, the colors and 
the general style of the garments. 

Every indication points towards a big Summer 


season of wash fabrics and soft silks in shades that 
require either white or black or combinations of white 
and black in footwear. Some of the shades look best 
with footwear of white or white trimmed in the color 
of the dress. Green and red will both be used as trim- 
ming materials and so white footwear trimmed with 
green or red will sell well. 

All white would answer, so all white will sell better 
because it is better adapted to wear with a number of 
different garments. Sport skirts of silk with silk sweater 
of periwinkle blue, green or some other color make a 
demand for white footwear. Consequently all the way 
around the outlook for a big white season never was 
better, even the patents will sell to some extent all 
through the hot weather months. 
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The Test of the Times - 


The mental attitude of the Buyer and the Seller mus: 
harmonize. The ideas of the Buyer and Seller should 
mesh. When supplies of merchandise were scarce as 
they were for three or four years past the Buyer could 
not dictate but was forced to take what she could get. 
The Seller was independent and he got away with it. 
He could be independent because he could not supply 
the demand. 

But today it is quite different. The customer is 
more exacting than a year or two ago. She reserves the 
right to shop and to look around. She demands value. 
courtesy and service. She shops everywhere, but she 
buys where she finds all three. The wise salesman 
considers and analyzes this condition and is prepared 
to meet the demands and make sales. He knows he is 
confronted by a mental reactionary condition. In 
order that you may fully appreciate this fact just 
visualize your own mental attitude when you go to 
buy. You do not expect to pay over $45 to $60 for a - 
suit for which you used to pay $75 to $100 

The key lies in the Service you render. You must 
know the goods you sell; study the wishes of your 
customers. This means a great deal today as there 
are a good many stores where this is still lacking. It 
is possible to serve so well that everyone with whom 
you come in contact will speak well of you. This 
means a reputation with a prefix of a large “good.” 
and goodwill with a sincere purpose will take you far. 

R. R. Block, in Foot Prints, the house organ of the 
Wetherby-Kayser Shoe Co., Los Angeles. 


Massachusetts Merchants Meet May 10 


Boston.—On May 10, at 6 P.M., the Massachusetts 
Retail Shoe Merchants’ Association will hold its regu- 
lar monthly meeting at the City Club. President 
Hagan has asked’ for a large attendance. On this 
occasion, Mayor James M. Curley, Hon. J. Weston 
Allen, Massachusetts Attorney General, and Edward 
Green, the newly appointed executive secretary of the 
Massachusetts Better Business Commission, will ad- 
dress the meeting. 








Combination of black 

and white will be pop- 

ular. This shoe from the line 

of the Rich Shoe Co., Milwaukee, Wis. 


Cut-out patterns save 

much in evidence in 

both fabric and white leathers. 

From the line of Johansen Bros. Shoe Co., St. Louis 
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Tanning Trade in Spring Convention 


_ Two Days’ Session at Copley-Plaza, Boston-Leaders of Industry Emphatically 
State That Leather is Now Below Replacement Value With Present 
Production Costs and Advancing Raw Materials 


Tanners’ Council of the United States, Thursday 

forenoon at the Hotel Copley Plaza, Boston, was 
attended by several hundred prominent tanners from 
all parts of the country. The program started promptly 
at 11 o'clock presided over by the 
President, Harry I. Thayer, of Thayer- 
Foss Co. of Boston. 

The outstanding thoughts presented 
by the speakers of the different sessions 
of the two days’ meeting was the fact 
that leather is now too low in price in 
consideration of production costs; that 
with raw materials experiencing an up- 
ward tendency in price, leather must 
bring higher prices or be sold at a loss, 
a policy which tanners cannot and will 
not further pursue; that sole leather is 
now being sold at below replacement 
cost; that the policy of the banks to 
sell out equities at way below the 
market is creating a condition ruinous 
not only to the tanner but with even- 
tual disastrous reaction on the shoe 
trade in leading the public to expect a lower-price shoe 
than is warranted, especially with high labor and other 
overhead costs. 

Speakers at the first session were Ernest G. Howes of 
Howes Bros. Co., Boston; Frederick C. Stesau of 
Chicago (paper read by W. B. Eisendrath); Maxwell J. 
Lowry of Avery & Lowry, Boston, and Victor G. Lum- 
bard of the Ohio Leather Company. Others called on 
for brief remarks were E. W. Cobb of Beggs & Cobb, 
Inc., Boston; J. J. Desmond of J. W. & A. P. Howard, 
Corry, Pa.; Mr. Gallun of A. F. Gallun & Sons, Mil- 
waukee, and Paul Hanisch of Schoell, Kopf & Co.. 
Boston. 

Mr. W. B. Eisendrath spoke of the necessity of suc- 
cessfully storing hides to assist in stabilizing market 
values. 


[ire opening of the general spring meeting of the 


General Improvement in Tanning 
Industry 
By HARRY I. THAYER 

One of the leading banks of Boston in its New 
England letter recently, said— 

“There is not enough business to go around and the 
stronger concerns are straining every nerve to secure 
volume, profits being entirely secondary. This means 
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difficult times for weaker operators, great downward 
pressure on prices of manufactured goods, and on the 
average, narrow, or no, profits.”’ 

This is a fair statement and applicable to our own 
industry. While there is a general improvement in the 
tanning industry, business still re- 
mains very unsatisfactory as a whole. 

Raw material in certain lines shows 
an upward tendency caused by the 
demand for good quality light hides, 
largely due to the increased demand 
for patent leather. Heavy Packer 
hides have also shown this tendency. 

Prices of leather are low, due to 
the abnormal low cost of raw mate- 
rials for the past year or more. Raw 
material will be higher if labor costs 
are to remain where they are, for, if 
any inequality exists, economic laws 
will surely adjust this condition. The 
price of leather will reflect this as soon 
as such an adjustment takes place. 

Freight and transportation charges 
are large factors in this readjustment. 

Business improvement is slow. It will take a year or 
more before we shall find ourselves upon a stable 
basis. I have been disappointed that prices on all 
kinds of leather have not made more improvement. It 
certainly is necessary that this improvement occurs. 
Demand for shoes at a price has reflected the demand 
for leather at a price. This has been caused by the 
desire on the part of the public for lower prices. Such 
a condition cannot be permanent. Not until a fair 
relativity between labor and the price that the people 
can pay for all articles of necessity establishes itself will 
our tanneries operate regularly. Do not misunder- 
stand me, for it is not within my power or ability to 
forecast what prices will or shall be, but I do know that 
if costs are high, prices will be high. 


Tanning A Speculative Industry 
By M. C. RORTY, 
Vice President of the Bell Telephone Securities 


The tanning industry’ is unique among major 
industries owing to the fact that its raw materials, 
hides and skins, are, in the main, semi-perishable by- 
products of the meat and dairy and wool industries, and 
come on the market in a steady stream, regardless of 
variations in the demand for leather. 
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For this reason, hide and leather prices are subject to 
extreme variations, and tanning is one of the most 
speculative of all business. This condition is harmful to 
every interest concerned, from the cattle raiser to the 
purchaser of the finished pair of shoes. There are some 
possibilities of improvement through co-operative 
technical research directed toward the shortening of the 
time required for the production of high-grade leather ; 
but the greatest hope seems to lie in action which will 
minimize the risk and cost of storing and holding the 
surplus leather output during periods of acute business 
depression. Warehouse receipts for stocks of finished 
leather must become high-grade collateral for bank 
loans. This will require an active market in leat er 
“futures,”’ so that insurance may be had against price 
fluctuations by hedging. 


Difficulties in standardization 


However, the difficulties in standardizing and grading 
finished leather are so great that there is very little 
chance that such a market will become established 
without definite planning and co-operative support on 
the part of the tanning industry. With a very moderate 
amount of such support, on the other hand, it does not 
seem wholly impracticable to set up machinery which 
shall go a long way toward removing the speculative 
elements from the tanning industry. The problem is so 
interesting that the promises of real service to both 
cattle raisers and tanners is so great that the Tanners’ 
Council should have no difficulty in securing the full 
co-operation of the government departments and 
private experts in working out the necessary details of 
such machinery. 


The Side Upper Leather Situation 
By FREDERIC C. STRESAW 
of the Stresaw Becker Leather Co., Chicago 

At the time of our last meeting in October the tanners 
of this Country had but one consoling thought: “Con- 
ditions cannot be worse, any turn must be for the 
better.” In these six months of patient waiting 
nothing has developed to help bolster up our tottering 
industry and prices, which in the Fall seemed ruinously 
low are not obtainable to-day. It cannot be denied 
that of all industry the tanning industry is the sickest 
and the very last to show signs of recovery. Any 
banker will substantiate this. 

Undoubtedly the tanners themselves are to a large 
extent responsible for this condition for, instead of 
closing their plants as other industry has until surplus 
stocks are out of the way, operations have been con- 
tinued irregardless of consequences. In doing this 
they have supported an arratic hide and skin market 
and automatically busted leather prices. 

I desire to make it clearly understood that the 
opinions expressed in my message to you are not only 
my person®]l onee, but the concensus of opinions 
which I received from a dozen of the larg8st tanners 
in the middle West. 
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It is quite true that bonsideraqly more upper stock 
has been cut up during the past six months than during 
the preceding ones. It also seems quite evident that 
practically all of the leather manufactured during this 
time has been sold. The discouraging feature, how- 
ever, is that the large surplus stocks of leathers carried 
by tanners and others for the past twenty months have 
not been appreciably diminished, and it is our opinion 
that just as long as this surplus exists, we cannot 
possibly hope for a return to profitable business and 
that future losses will be inevitable. 


Leather below pre-war figures 


Undoubtedly all of you have been asked, times 
without number, by the public, “Why is it that retail 
prices of shoes have shown so little re-adjustment when 
you complain so bitterly regarding the extremely low 
prices your leather is commanding?” We can most 
conscientiously advise the public that, in so far as we 
are concerned, we have done more than our share in so 
far as getting living costs back to normal. Our 

eleathers are being sold below pre-war figures in 
spite of the fact that our labor is still being paid 
70% more than their earnings before the war. We 
cannot conscientiously cut them further until 
living costs show further reductions. 

If the public—and I have every reason to believe 
this to be true—have no confidence in present show 
values therby restricting purchases, it most assuredly 
is not the fault of our industry and I believe that it 
should be the mission of each and every one of us to 
correct any misgivings the public may still harbor 
against the tanners of the Country. Can it be denied 
that some of our oldest, best established and, during 
the past, most successful concerns are shaking on their 
very foundations, and that this very essential industry 
serving the public not as a producer of upnecesary 
luxuries, but contributing to their daily comforts and 
health, is in an extremely dangerous condition? 


Who stands the shrinkage? 


Shoe values have come down, it is true, particularly 
work shoes and semi-dress shoes. Our tanners are all 
of the impression, however, that practically all of this 
reduction has been effected at the expense of the 
tanner. The University of Harvard statistics show 
that there are but six commodities selling below pre- 
war prices, hides and leather being two of the six. 

Practically all upper leathers are dull with the 
exception of patent leathers, which are having 
their inning. Outside of patent leathers and 
specialties, I know of no other types of shoe 
leathers which are commanding replacement 
costs today. Thousands and thousands of dozens 
of side upper leathers have been sold during the 
past month netting the tanner no more than five 
to six cents per pound and, in some instances less, 
for his raw material. Of the staple leathers, 
plump mens weight calf are in fair demand. 
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The Public’s Consuming Capacity Increases 


Shall We Buy More and Sell More or 
Buy and Sell Less 


Address tefore the Tanners Council of U.S. A. 
By FRANK R. BRIGGS 


manufacturing division of the allied industries 

must be based upon the interests we share in 
common. One of the great difficulties in a group of in- 
dustries so inter-related as ours is the tendency of the 
various units to fly apart. The shoe market is the 
great, but not the only, outlet for the leather industry, 
and in the relations of seller to buyer it is not always 
easy to see in the same light the things we have in 
common. And to the extent that these common pur- 
poses are realized and followed out, to 
that extent shall we advance not 
merely our own temporary interests, 
but the interests of all upon whom our 
common prosperity depends. 

This is exemplified now in the rela- 
tion of agriculture to business. The 
tide of depression which swept with 
increasing momentum from the city 
to the country—from the factory to 
the farm—left the farmer without the 
buying power which is the foundation 
of our national prosperity. Ours is a 
country of excess production, both in 
agriculture and industry; but the 
farmer found himself unable to sell 
his surplus, and his market fell, just as 
it fell in industry. The ability to 
market surpluses, whether of farm or 
factory, stabilizes prices in our great 
domestic market, and gives alike to farmers and indus- 
trial workers a purchasing power that spreads through 
all industry and reflects itself in greater consumption 
and better business. 


\ NYTHING that I may say in; behalf of the shoe 


How Surpluses Move 


These surpluses, however, are of two kinds, material 
and labor, and can be absorbed in only two ways— 
either by greater consumption at home, or by export 
of products abroad. Some will say that when we can 
export the fruits of American soil and labor in propor- 
tion to their productive capacity, while others will say 
that when prices are low enough to increase home con- 
sumption, we shall have reached the point where de- 
mand equals supply; and the consequent full employ- 
ment of out people. 

It seems a safe principle to seek first of all the great- 
est utilizaton of American labor on an economic basis 
of wages and production, to the ends that prices may 
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parallel purchasing power, and our ability to export 
may match the world’s ability to buy the surplus 
product of our labor and investment. But the protec- 
tion that is granted to this end must be a wise protec- 
tion, adjusted not to the interests of a class or group, 
but of the whole. 


World Markets Are Needed 


If we are to re-establish world markets for our excess 
production, and it is true that we cannot operate at 
the highest efficiency without it, we 
must consider the necessities of those 
markets as well as our own, and not 
encourage an excess of protection 
that will retard our progress. 

But there is something more fun- 
damental than merely the tariff in- 
volved in the export situation. We 
must ask ourselves as a nation: “Shall 
we buy more and sell more, or shall we 
buy less and sell less?’”” And then we 
must decide: ‘Shall we pay more for 
capital here because of employing 
much of it abroad, or shall we use less 
capital by living more and more unto 
ourselves?” 

It is often said that “Our present 
predicament lies in the fact that cer- 
tain elements necessary to increased 
consumption have been lacking, par- 
ticularly our foreign trade’; and until many problems 
are solved, the foreign field will continue to be an 
uncertainty. 

It is fair to point out, however, that ever since 1914 
the shoe and leather trade has suffered from the force 
of economic conditions There was a period of too 
much prosperity, followed by a prolonged period of 
adversity, and the shifting of balances consequent, 
upon both these conditions has brought us face to face 
with new problems. 


The Better Movement of Goods 


Within the shoe industry, demand is gradually being 
re-established, and conditions are unquestionably on 
the upward trend. The trade, in moving cautiously, 
but surely, in its adjustments to the needs of the times, 
gives the best assurance of a favorable outcome. In- 
equalities still exist, but merely deploring them will 
not correct them. If the prices of the various kinds 
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and grades of shoe leather do not yet bear their former 
relation to each other, it may well be asked: ““What 
can be done in the shoe industry to restore the balance?” 

I can only say to such a question that shoe manu- 
facturers are vitally interested in restoring a balance 
that will give an assurance of value, grade for grade, 
to which the trade of old is accustomed. It is not a 
healthy condition when high price.or low price alone 
rules a market, or when style dominates to the ex- 
clusion of a proper diversity of kinds of materia.| 

With the recognition on the part of tanners, shoe 
manufacturers and retailers generally that not price 
alone, but quality, grade for grade, is the key to the 
future, there is every reason to anticipate a steadily 
growing demand and production of footwear. 

It is this quality, grade for grade, that spells value 
to each class of consumers. The readjustment of prices 
in footwear is apparent to everyone, and it has tended 
to help restore buying power all along the line; but 
buying power will be expressed in real buying activity 
when value—as expressed in quality, grade for grade— 
is equally realized. This stabilization of value is com- 
ing just as surely as price stabilization has come, and 
as soon as this is fully realized by consumers we may 
reasonably look for the full retail and manufacturing 
activity that the consuming power of our domestic 
market will justify. 


Increase the Consuming Power 


But when we reach this point we realize again that 
consuming power is the great factor in restoring fac- 
tories and tanneries to 100 per cent production, and 
to its increase we should give every attention. But 
the farmer’s purchasing power cannot be restored 
either by high tariffs or restricted production, because 
these artificial measures detract from the purchasing 
power of the farmers’ customers. And equally em- 
ployers cannot arbitrarily increase the buying power 
of industrial workers by unwarranted wages or em- 
ployment, or over-production. Therefore, must not 
uneconomic measures be abandoned, and attention 
centered upon the fundamentals of mutual understand- 
ing, co-operation and fair dealing in the promotion of 
common interests? 


The Quality Is Remembered 


There is a fair market today for shoes of every grade 
and all materials, if tanners, shoe manufacturers and 
retailers will co-ordinate their efforts to meet it. The 
ever-appreciated builder of good-will, “Quality First,” 
is a standard that the American public do not for a 
very long while depart from. I believe, therefore, that 
the tendency is toward improved prospects for mer- 
chandising an average better grade product than dur- 
ing 1921, 

The keys to the retail demand upon which we all 
depend are stability and confidence. It is up to all 


branches of the trade that stand behind the retailers 
to give evidence of the stability so far established and 
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to work together along the lines of increasing value 
on a stabilized price basis, realizing that the real foun- 
dation of competition for the future must be in qual- 
ity, grade for grade, for I believe it is realized thai 
competition on any other basis can only be unsettling 
and destructive within the trade. 

Shoe manufacturers, however, are hedged in by con- 
ditions on both sides. They must buy leather and sell 
shoes. They must look to the tanners on the one hand, 
and aid the retailer in his distribution, on the other. 
They must insure quality in their grades, to satisfy 
the retailer, and they must find means of building up 
quality in their purchase of materials and in the manu- 
facturing departments of their business. 

And as it is the purpose of the trade as a whole, 
to put something more than price into their 
product, so do they look for something more 
than price in their leathers. It is here that the 
tanner and the shoe manufacturer have a com- 
mon interest, in a joint effort to increase the 
merchandising possibilities of leathers and foot- 
wear. Value, grade for grade, and a constant 
improvement in the finished article, be it leather 
or shoes, will permit more pairs of better shoes 
and a greater utilization of leather footwear. In 
leather manufacture equally with shoe making, 
care and efficiency and improvement in quality 
of production will aid in the production of more 
pairs of better shoes by increasing uniformity 
and reducing waste. Again quality, grade for 
grade, in leather and shoes, and value for con- 
sumers, within each grade, is the key to the 
future. 

Within the allied industries we are not yet out of 
the period of planning. Do what we may, and work 
hard as we may to promote our own individual in- 
terests, we must nevertheless proceed from the funda- 
mental position of the industries as a whole. Nothing 
permanent can be accomplished in any other way. 
If leather and shoes have not yet reached their normal 
volume consumption, it is not because of lack of indi- 
vidual effort, but because economic readjustments out- 
side our own industries are still under way. If for 
example, we look upon the coal mining and textile 
situations as symptomatic, rather than as isolated dis- 
turbances, we can realize how far we have yet to go on 
the road to normalcy. 

I would not suggest that the readjustment is yet 
complete within the shoe and leather industries. In- 
equalities still remain to be ironed out, but we have 
fortunately reached a degree of stability that has given 
marked confidence to the retail trade and to consumers 
in present shoe prices and values; and to this confi- 
dence above all else, we can attribute the noticeably 
upward trend in the shoe industry. 

Let us hold the ground that we have gained, by 
maintaining and extending that confidence; and then 
with the same courage and co-operation we can bring 
other things into line. 
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Merchants Meet to 


Discuss Convention Dates 


T the invitation of the officers of the National 
Shoe Retailers’ Association a committee ap- 
pointed by the officers of the Manufacturers’ 
Association met with a similar committee selected by 
the officers of the National Shoe Retailers’ Association 
in Cleveland to discuss several questions of importance 
to branches of the industry. The most important 
question and the one to which almost the entire time 
of the session was devoted was the date of holding the 
1924 Shoe Retailers’ Convention. 

The meeting was called to order by C. K. Chisholm, 
president of the N. S. R. A., and Frank R. Briggs, 
president of the National Shoe Manufacturers’ Associa- 
tion, was chosen chairman and George Spangler, secre- 
tary of the N. S. R. A., was made secretary of that 
meeting. 

Upon assuming the chair Mr. Briggs called on Mr. 
Chisholm and other merchants to present the view 
point of the merchants. 

The merchants explained that the reason January 
was chosen by the National Association as the time of 
holding the annual meeting was that the merchant 
had his last year’s business behind him. The year’s 
business was closed, his inventory taken, and he could 
take a few days away from his business better then 
than at any other time. and as a consequence was in 
better position to visualize conditions which confront 
him than at any other time in the twelve months period. 

It was made clear to the manufacturers that in 
selecting the January date, there had been no thought 
or intention to work against the manufacturers and it 
had always been the thought of the Retailers’ Associa- 
tion that the best interests of the whole industry lay 
in the close co-operation with manufacturers and tan- 
ners, that in the end the aim was one—the best pos- 
sible service to the public 

In the opinion of Mr. Chisholm, general business 
conditions, over which neither merchant nor manu- 
facturer have any control, are responsible for the par- 
ticular unsatisfactory condition that exists at the 
present time, and which has made the manufacturers 
feel that some other date might better serve their 
interests. : 

It has never been the intention of the N.S. R. A. 
to preach to its membership the gospel of delaying all 
their purchases, or even the major part of them until 
the annual convention. They have endeavored to 
always impress upon the members of their organiza- 
tion the advisability of placing their business with 
manufacturers far enough in advance to allow the 
manufacturers ample time for the production of the 
shoes purchased. And, that buying at the conven- 


tion or immediately after for early Spring needs should 
be confined to the more novelty patterns needed to 
sweeten up their stocks for the time being. 


The Goal of the N.S. R. A. 

Mr. Chisholm, Mr. Williams, Mr. McLaughlin and 
other officers of the N.S. R. A. stressed the point that 
the one reason for the existence of the N.S. R. A. was 
to make better merchants and this was the one goal for 
which the organization was striving. Various cam- 
paigns of educational work for both big merchants and 
those who do a smaller volume of business, have been 
carried on and through the efforts of the organization, 
the business or profession of shoe retailing has been put 
on a considerably higher ethical and scientific plane. 

Manufacturers have reaped the benefit of this 
educational work. They are selling their merchandise 
to a better class of business men, the public is being 
served better, and the whole industry has profited 
through the work of the National Shoe Retailers’ 
Organization and through the co-operation of manu- 
facturers and merchants, and still greater benefits are 
to be derived through more frequent meetings and a 
better mutual understanding of the problems of the 
various branches of the industry 

The exposition part of the annual convention is a 
very important part of the educational campaign and 
the officers of the organization are anxious to have this 
part of the convention to continue to be one of the big 
attractions of the annual meeting. 

Manufacturers benefit also by getting in touch with 
the merchants, getting a reflection of their mental 
attitude and through this contact being able to better 
serve their customers and the public at large. 


The Manufacturers’ Viewpoint 

The chief objection to the January date is that it 
forces an uneconomic condition of producing footwear. 

Daily reports of traveling salesmen show that mer- 
chants delay placing their orders for even the early 
Spring shipments and promise the traveling men that 
they will meet them at the convention and there place 
their orders. 

When only a small percentage of nominal buying is 
done earlier in the season, factory help becomes dis- 
organized during November and December and the 
manufacturer is not prepared for a heavy rush business, 
or for immediate overnight deliveries. 

Experience in the last year or two has demonstrated 
that convention buying centers upon some particular 
material, last or pattern, while hundreds of other lasts 
and patterns and large quantities of other material 
remain in the factory dormant, unused and untouched. 
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For instance at the Milwaukee convention through 
mental telepathy or some other force, everybody went 
crazy on gray ooze. Thousands of pairs of shoes of 
this particular material were sold in excess of the im- 
mediate supply of the leather. As a result the price 
of this material advanced about 25c a foot and was in 
many instances unobtainable even at the advanced 
price, in time to make deliveries as ordered 

Factory operations under such conditions are 


necessarily expensive and all of this is reflected in the 


cost of the shoes. In order to make footwear at a price 
that will seem reasonable to the public, some plan 
must be evolved by which there can be a more even 
balance in factory production. 

It was the opiaion of the manufacturers that if a 
date was selected which would mark the opening of the 
season,a more perfect factory balance could be obtained. 
Various dates were proposed, October and November 
and February and March seem to be favored above all 
other months by the manufacturers. 

It was pointed out by the officers of the N.S. R. A. 
that it would not be good business on the part of mer- 
chants to leave their stores during the busy seasons of 
October and November, nor the busy season imme- 
diately before Easter, and in all probabilities a large 
convention attendance could not be expected during the 
busy months. 

The conference committee of each branch of the 
industry will submit to its respective board of directors 
the result of the conference and some action will prob- 
ably be taken at the next annual convention in Chicago, 
January 8th to 11th. 

At no time during the session of the joint conference 
committees was there the least suspicion of antagon- 
ism. The joint body deliverated honestly and con- 
scientiously to work out some plan and arrive at some 
convention date that will inure to the good of the 
industry as a whole without working any hardship 
upon any particular branch. 

The Conference Committee representing the National 
Boot and Shoe Manufacturers’ Association was com- 
posed of: 

Frank R. Briggs, President Thos. G. Plant Co., 
Boston, Mass.; John McKeon, Chairman Manufactur- 
ers Conference Committee. Laird, Schober Co.; Mark 
W. Silby, Silby Shoe Co., Portsmouth, Ohio; Hovey 
E. Slayton, F. M. Hoyt Shoe Co., Manchester, N. H.; 
Robert Wise, Robert Wise Co, Cincinnati, Ohio; 
John G. Holters, The Holters Co., Cincinnati, Ohio; 
A. N. Blake, Watson Shoe Co., Lynn, Mass.; A. J. 
Sweet, Lunn & Sweet Co., Auburn, Me.; Henry W. 
Cook, A. E. Nettleton Shoe Co., Syracuse, N. Y.; 
Geo. W. Baker, Geo. W. Baker Co., Brooklyn, N. Y. 
Herman E. Lewis, Haverhill, Mass.; C. T. Johns, A. E. 
Nettleton Co., Cleveland, Ohio; J. Dudley Smith, 
Secretary Manfacturers’ Association. 

Representing National Shoe Retailers’ Associa- 
tion were: 
C. K. Chisholm, President, Cleveland, Ohio; C. E. 
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Williams, Chairman, N.S. R.A. Conference Com- 
mittee, St. Louis, Mo.; H. C. McLaughlin, Cincin- 
nati, Ohio; John J. Baird, Columbus, Ohio; John J. 
Slater, New York; Geo. M. Spangler, Secretary 
N.S. R. A., Chicago. 

The following letter, bearing on the kidskin mar- 
ket, was read by Mr. McKeon: 

“April 18, 1922. 

“Mr. John C. McKeon, Chairman Conference Committee 
“National Association of Boot and Shoe Manufacturers, 
“Philadelphia. 

“My dear Mr. McKeon—In our meeting this afternoon you 
set before us very clearly the desire of the average shoe retailer 
for an answer to the ‘Why’ high-grade black glazed kid shoes 
were priced, you said, $1 per pair more than black calfskin shoes, 
whereas in pre-war days shoes of both materials were priced 
alike. 

“You stated that in medium and low-grade shoes there was 
apparently no disparity in price between kid, calf and side 
leathers; hence the question is in regard to the price of the 
best grades of kid and full-grain calf. 

“It is generally admitted: That tannage costs per foot of kid 
and calf leathers are approximately the same. 

“That raw calfskins are and have been selling at materially 
below normal pre-war average levels. 

“That raw goatskins of the best descriptions (those coming 
from the tropical climates) have sold for, and could not be 
bought for less than, 1 to 134 times normal pre-war average 
levels. 

“That since 1915 the demand for kid leathers in the United 
States has enormously increased, as compared with heavy 
leathers. This is logical because of the great increase in various 
corrective types of shoes for both men and women, together 
with the style change in ladies’ shoes from the heavy, mannish 
type with extension edges to the distinctly feminine type of 
shoes of beautiful lines and snug-fitting quality, which have 
centered demand on the softer, lighter leathers—especially kid. 

“That calf leather is produced from the skins of young, im- 
mature animals of similar grain, and consequently can be 
assorted into comparatively few sizes, weights and grades. 

“That kid leather is produced from the skins of nearly ma- 
ture, mature and very mature animals, of widely varying grain, 
weight and texture, and must necessarily be assorted into many 
sizes, weights and grades. 

“That the supply of raw material that produces small, fine 
kid leathers is indeed limited. 

“That all grades of pelts, in the various kinds of skins, must 
be purchased to obtain these desirable skins. Therefore, the 
tanner, who has to purchase all sizes and sorts, must price the 
unpopular grades low enough to make a market. In doing this 
the popular grades must bring a price that will yield a profit 
in the long run on the whole. 

“That despite the fact that high-grade kid leather commands 
a higher price than high-grade calf leather, yet the average 
price of kid leather is below the average price of calf, if all 
varieties are éalculated and only the average price of the best 
varietes of kid, such as made from Patnas and Brazils, is about 
the same as calf. 

“That pre-eminently kid leather is the one leather that the 
shoe retailer and public alike can recognize as full-grain, not 
corrected grain; and also full fibre, not having the grain buffed 
to make it smooth; nor the fibre split to make the leather thinner 
and softer. 

“For the future much of the disparity can be overcome if 
shoe manufacturers and retailers are less insistent on the smallest 
and finest skins only being used in the highest grade shoes; in 
other words, spread and demand and the law of supply will 
take care of price. Yours very truly. “L. H. SIMONS, 

“L. H. SIMONS, President, Wm. Amer. Co.” 
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JOHN POELKER A. W. LUTZ A. H. ZUCKWEILER 
First Vice-President President of St. Louis Shoe Retailers’ Second Vice-President 
Association 


New Officers of the St. Louis Association 
Preside at First Meeting 


HE newly elected offi- 
cers of the St. Louis 


Shoe Retailers’ Asso- 


to be popular for Fall will carry leather bottoms was 
the opinion of many. 


Higher Heels Coming? 


While patent leather was expected to have a big 
demand up and into the Fall, it was predicted that the 
pressure on this leather would not be as heavy as it 
was in the Spring. The low heeled patent stuff is 
slipping rapidly in the call. There is a definite tendency 


ciation presided at their first 
meeting Wednesday Evening, 
April 26, held at the American 
Annex Hotel. Due to the 
unusually fine program which 
was conducted in open forum 





J. A. HUTCHESON 








Treasurer 


style on the 
footwear 
forecast of style, both for the pres- 
ent and future, a record crowd was 
present. 

Charles E. Williams acted as chair- 
man for the meeting and was as- 
sisted by Arthur Ebbs, J. J. Sensen- 
brenner, A. W. Lutz, Robert Scis- 
sors, Otto Weidemann, H. O. Wayne, 
M. M. McCain and W. Bickel who 
served as vice-chairman, on various 
subjects which were brought before 
the meeting. The consensus of 
opinion was that sport effects would 
be reflected in the Fall styles. How- 
ever, not the present sport styles, but 
a variation from the smoked leathers 
in the two-tone effects, with suede 
given the preference. Rubber 
bottoms were declared to be dead. 
The new effects which are expected 





F. RAY SLADE 
Sergeant-at Arms 


for the higher heels and Cuban heels 
are being called for rather frequently 
at present. By Fall it is expected 
there will be a flurry for Cuban heels 
with a growing demand for the 
Junior Louis and full Louis heels. 

The reason given for the falling 
off of patent was that it was ex- 
pected satin would cut into the sales 
considerably. It was said that there 
was some inclination on the part of 
the shoe buying public to tire of one- 
straps. A nice two-strap pattern in 
satin was mentioned as a possible 
big seller for Fall. Nothing lower 
than Cuban heels was considered on 
this type of footwear. 

Some mention of brocaded satin 
in combination with plain satin 
was made, with no one willing to 
predict a big future for this style 
of shoe. 
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Pair Volume Holds Up Well 


Patent, Kid and Calf Oxfords in Good Demand—Customers 
Beginning to Nibble at Whites 


ETAIL shoe trade in Milwaukee is 

sustained well by the good influence 
of ideal Spring weather and the stimulus 
of liberal advertising. The call continues 
to cover an exceptionally wide range. 
Patent oxfords maintain their new popu- 
larity, but there is a good demand for the 
sturdier kid and calf oxfords, in brown 
shades usually, for street wear. Sport 
goods have an increasingly good call. 
White goods are coming up in selling 
strength and much is expected within the 
coming 30 to 60 days. An active Spring 
social season is keeping the fancy dress 
pumps moving fairly well. Children’s 
shoes are furnishing good volume in most 
stores, with the novelties in relatively 
good demand. 


Ven More Active Buyers 


Men's oxfords are now selling in large 
quantities, giving a healthier tone to the 
business of men’s shoe departments in 
most shops. The bulk is in chocolates 
and various shades of tan, although blacks 
are popular, but largely in boots. The 
men of Milwaukee are more inclined this 
Spring to buy the fancier styles, with 
liberal perforations, instead of clinging 
to the staple, plain numbers. Sport shoes 
are being shown everywhere, but so far 
few are noticeable on the streets. For 
actual sport wear, such as golfing, dealers 
look for some good business soon, as this 
sport is reaching the greatest popularity, 
both in private clubs and public links, 
that this community has ever experienced. 

Another New Factory 
Opens 

The latest addition to the steadily in- 
creasing list of boot and shoe manufac- 
turers in Milwaukee, the “Quality First 
—Always” market, is the Tendick Shoe 
Mfg. Company, which has been organized 
by Leonard B. Tendick, formerly treasurer 
and sales manager of the Luedke-Schaefer 
Shoe Company, Milwaukee. His father, 
Frederick Tendick, is associated with him 
in the enterprise. A factory and offices 
have been opened at 1814 Monroe Street. 
The company is manufacturing some- 
thing new, unique and attractive in leather 
house slippers, trade marked “‘Fire-Sides.”’ 
The line is being sold to the retail trade 
and connections have already been estab- 
lished in nearly every State. 

To Discontinue Meyer 
Store 

The Meyer Shoe Stores, 112 Grand 

Avenue and 195-197 West Water Street, 


Milwaukee, established 20 years ago, will 
discontinue business and is offering its 
entire stock, valued at $50,000, and con- 
sisting of women’s and men’s goods, at 
reduced prices. The reason given is 
“Forced Out of Business” and advertise- 
ments say, “Store for rent; fixtures for 
sale.” The store is located in the Caswell 
Block, and is ell-shaped, having two en- 
trances, from Grand Avenue as well as 
West Water Street. 


Elias Diamond a Benedict 


Elias Diamond, secretary-treasurer of 
the Diamond Shoe Company, and mana- 
ger of the Milwaukee store at 407 Grand 
Avenue, was married last week to Miss 
Meta Schwager at the home of the bride, 
430 Thirty-second Street, Milwaukee. 
Mr. and Mrs. Diamond are taking a fort- 
night’s honeymoon through the South. 
Mr. Diamond is the son of Max Diamond, 
president of the Diamond Shoe Company, 
which conducts retail stores in Oshkosh 
and Fond du Lac, Wis., in addition to the 
Milwaukee store. 


Forms New Pattern 
Concern 


Charles W. Conaway, widely known in 
the boot and shoe industry as president of 
the Conaway-Wadsworth Pattern Com- 
pany, has organized the National Pattern 
Service, Inc., of Milwaukee, with a capital 


stock of $25,000 to manufacture and deal ° 


in boot and shoe patterns. B. V. Bitker 
and H. A. Malig, attorney, appear with 
Mr. Conaway as incorporators. 


Example of Good Service 


With shoe merchants having had fre- 
quent occasion to criticize the attitude 
of daily newspapers, it is refreshing to 
note a development in Milwaukee which 
is a good example of service to the trade 
which a newspaper can give. The Mil- 
waukee Sentinel, in its Sunday magazine 
section, published a special article headed, 
“Are You Thinking About Shoes for 
Every Occasion?” This opens: “There is 
always distinct economy to be gained in 
buying several pairs of shoes at a time 
and using them only for the occasions 
for which they are intended, instead of 
buying one pair of shoes at a time and 
then having to wear them often when it 
is not suitable. Now is a good time to 


take stock of your shoes and see what 
will do for another season or to start you 
on another season, and then to make up 
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what new shoes you will need.” Then 
the article details the styles and types of 
footwear a woman should have to be 
up-to-date and in -good taste. Much 
favorable comment has been heard among 
local dealers on this enterprise on the part 
of the Sentinel, which is so pleased with 
the reception accorded the initial article 
that it will make this a regular feature 
of the Sunday edition. 


Credit Men in Contest 


R. J. Dempsey, of the Weyenbert Sho 
Mfg. Company, and vice-president of the 
Milwaukee Association of (Wholesale 
Credit Men, is one of the most active 
participants in a camapign for more mem- 
bers which will wind up just prior to the 
National Association convention at In- 
dianapolis, June 6 to 9. Mr. Dempsey has 
offered two pairs of Weyenberg shoes to 
enliven the contest, and Al Schoenecker 
of the V. Schoenecker Boot & Shoe Co. 
has hung up two pairs of Pullman slippers, 
while William Wiener of the Phoenix 
Knitting Works will give a half dozen 
pair of the finest Phoenix silk hose. The 
actual campaign ran through the week of 
April 24 to 29 and contestants since are 
picking up the loose threads. 


To Open a ““Home Store” 

The Fiebrich-Fox-Hilker Shoe Com- 
pany of Racine, Wis., is establishing a 
store in that city to give its merchandise 
prominent representation at home. The 
work of erecting a model shoe store on 
Main Street is now under way. It will 
be 20 by 85 feet in size, one story high, 
with a copper store front and every 
modern convenience. 


**Ben’’ Lamers Honored 


At the annual meeting of the South 
Division Civic Association of Milwaukee, 
Bernard Lamers, of Lamers Brothers, 350 
Grove Street, was elected treasurer. 
“Ben,”’ as he is familiarly known, is vice- 
president of the Milwaukee Retail Shoe 
Dealers’ Association, and its former sec- 
retary. The South Division society is a 
pioneer in community civic work in Mil- 
waukee and a powerful influence for good 
in the south side of the city, with its 
150,000 inhabitants out of the total of 
525,000 population. 


Establish Two Steel Stores 


L. R. Steel Company, Inc., of Buffalo, 
N. Y., has gained two locations in Wis- 
consin for additional stores of its group, 
35 of which it is intended to establish 
during 1922 and 1923. The Milwaukee 
store will be situated on Twelfth Street, 
near Vliet. A store in Appleton, Wis., 
will occupy the Douglas block on College 
Avenue and Oneida Street. While the 
Steel stores in the East have specialized 
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stores carry boots and shoes, men’s and 
women’s wear, etc., with a limit of $10 
on any article. 

Daylight Saving in Effect 

All Milwaukee turned its clocks and 
watches one hour ahead at midnight, 
April 30, and the city will be on the “day- 
light saving”’ schedule until midnight of 
September 30. Chicago, which started a 
month earlier and closed 30 days later 
than Milwaukee last year has adopted 
the same period as this city to promote 
greater uniformity in the observance of 


the advanced time. All factories, stores 
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and other places of business are working 
on the daylight saving plan, which is 
embodied in a regulation city ordinance. 





Celebrates Diamond 
Jubilee 


Albert F. Gallun, president of A. F. 
Gallun & Sons Co., a leading tannery and 
leather manufacturing concern of Mil- 
waukee, is a director of the Marshall & 
Ilsley Bank, which last week observed 
the 75th anniversary or diamond jubilee 
of its founding. It is the oldest as well 
as one of the largest and strongest finan- 
cial institutions in Milwaukee. 





CINCINNATI 


White Footwear Season Opens 


Black 


and White Combination Looked on with 


Favor— 


Popular Price Ranges from $4 to $7 


ITH the coming of May, the 

weather in this vicinity became 
more regularly warm, and as a result addi- 
tional impetus was given to the retail 
trading at the local shoe stores. This 
change of weather marked the beginning 
of the white season, which according to 
the leading retail merchants, is expected 
to be the largest in many years. Black 
trimmed whites are conceded by all to be 
the most popular outside of the regular 
plain white styles. And in the better 
grades, merchants already have found that 
dull kid and black calf trimmings are pre- 
ferred to the patent leather trimmings. 
The latter, however, is meeting with a 
good demand in the medium and low 
grades. The volume of the white busi- 
ness is expected to be done in prices rang- 
ing from $4 to $7; and if the weather con- 
tinues to be seasonable, the white season 
will be well under way by the middle of 
May, according to prominent merchants 


Patent Still Good, However 


Patent leather is still holding its own 
in the aggregate sales at the local stores 
selling ladies’ footwear. It moved in the 
greatest volume in strap pumps and lace 
oxfords up to Easter, but since that time 
the sandal effects have come decidedly to 
the front. In some of the downtown 
stores. 50 per cent of the sales have been 
in patent leather. And it is the opinion 
of the merchants here, that it will con- 
tinue good throughout the summer. 


Serving the Customer is Real 
Co-operation 


Better co-operation in the store was the 
chief subject of discussion at the weekly 
meeting of the department heads and 
clerks at the store of the Potter Shoe Co., 
last Friday. It was brought out that the 
real basis for co-operation is conscientious 


service to each individual customer. Em- 
phasis was laid on the fact that to satisfy 
the customer should be at all times the 
primary object of every department, and 
that by so doing a smoother operation of 
the department would result. Close atten- 
tion to the show windows also was dis- 
cussed. Manager Harry McLaughlin 
pointed out that it was important that 
the windows should never carry a shoe 
unless a complete run of sizes was in stock. 
“Customers often select the shoe they 
want, from the window, and they don’t 
like to be disappointed,” says Mr. 
McLaughlin. 

The hosiery department at the Potter 
store has done a very good business dur- 
ing the month just past. Manager 
McLaughlin states that for the first quar- 
ter of the year their aggregate sales in 
this department were a little off, but 
that with the exceptionally large volume 
done during April, their average for the 
first four months equals that of last year. 
Mr. McLaughlin states that hosiery in the 
shoe store generally is rapidly becoming a 
very important factor. 


Good Gain Made in Pair 
Sales 

John Kipp, manager of the McAlpin 
Company’s shoe department, states that 
for the first four months of this year he 
has been able to show a slight gain in 
dollars and cents over the same period of 
last year. Naturally, this means that he 
made a considerable gain in pairage. 

Mr. Kipp is sticking to the better grades 
of footwear, ranging in price from $9 to 
$14. It is his belief that a department 
such as his in a large department store 
will prosper better by maintaining fine 
quailty and selling the footwear at a good 
margin of profit. He fines that it is un- 
wise to stock fly-by-night styles such as 
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the tan trimmed elkskin sport shoe. He 
reports that patent leather continues to 
sell in good quantities. Recently he has 
done a good business on a line of patent 
gorings with a medium low heel. White 
foot wear is beginning to move at the 
McAlIpin department. Dull kid trimmed 
whites are better sellers than patent 
trimmed whites, according to Mr. Kipp. 





Club Outing to be at Cody’s 
Farm July 22 


The committee in charge of the annual 
outing of the Shoe & Leather Club here, 
has selected Cody’s Farm on the Dixie 
Highway back of Covington, Ky., as the 
place for the annual picnic—and July 22 
is the date. ‘Jimmie’? MacDonald and 
Frank Green, in charge of the entertain- 
ment, both state that there will be 
**plenty.” 





New Shoe Department Is 
Opened in Fort Wayne 


Fort Wayne, Ind.—Patterson-Fletcher 
Company of Fort Wayne, are adding to 
their store a line of shoes for men, boys 
and children. Shoes have been sold in this 
store for the past four years in a leased 
department, but by special arrangements, 
this lease terminates on May 15th, at 
which time the old department will remove 
their stock and fixtures from the premises 
and Patterson-Fletcher Company will 
open up with an entire new line of mer- 
chandise. 

Buster Brown shoes for children, boys 
and girls, and a well-known line of high 
grade shoes for men will be featured in 
this section. 

The store uses as its slogan, ‘““The Store 
That Does Things,” and they expect to 
live up to their slogan in the merchandis- 
ing of this new department. 





New Atlanta Store 


Atlanta, April 22—M. Yudelson & 
Sons, handling shoes and general merchan- 
dise at 10 and 12 W. Mitchell Street, will 
discontinue business on July 1. 

The firm has leased a store at 95 White- 
hall Street, and expects to open up about 
June 15, with a complete family shoe store, 
carrying shoes for men, women and 
children. 





New Shoe Stores 


Carl Lowenguth, 10 Gibbs Street, 
Rochestér, N. Y. (women’s and children’s 
shoe store). 

Speicher & Marsh, down town district, 
Los Angeles, Cal. (women’s shoe store). 
Cort & Berkman, East 105th Street, 
Euclid Avenue, Cleveland (children’s de- 
partment). 

Erwin Mercantile Company, Erwin, 
Ss. D. 
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Retail Business Slumps 


Cold, Damp Weather Cripples Retail Trade; Women’s End 
of Buying Suffers Most 


HE re-action following the big Easter 
business has been almost disastrous 
to the retail shoe merchant during the 
past week. Added to this, the cold, damp, 
unseasonable weather helped to retard the 
buying. This condition has not affected 
any one class of store but prevails through- 
out the retail shoe business. 

As usual, when a slump hits the busi- 
ness, it is felt more in the women’s end. 
It is apparent that the women who in- 
tended to buy shoes for Easter have done 
so, but the individual who decided to 
wait, is still waiting. Concern is felt 
over the possibility that many women 
will delay buying, in view of the weather 
until the white season opens. If this 
should prove to be the case it appears 
that an extra pair sale will have been lost. 
It was hoped that warm weather would 
immediately follow the Lenten season 
but on the contrary the weather turned 
opposite. Rain has continued to fall 
during the last month on the average 
of three or four days a week and naturally 
this doesn’t help the retail situation much. 


A Few Whites Being Sold 


White shoes are having the considera- 
tion by the feminine sex, in spite of the 
chilly weather. A sprinkling of pairs, 
being fitted, can be observed in any of 
the down-town stores. The white stocks 
are all on the floor and have been for the 
last few weeks. The first warm spell, it is 
expected, will create a heavy pressure on 
this end of the business. Strap stuff in 
white will have the preference in the call. 
Oxfords, will be sold, but only to a limited 
extent. Just what effect the sport stuff 
will have on the white shoes is question- 
able. One opinion generally held, is that 
sport shoes will cut into the white sales. 
Some believe that the smoked effects will 
be worn practically all summer, but the 
wise heads are stroking their chins and 
shaking their heads to the contrary. 
Deviations from the smoked effects are 
being observed at present. White leather 
with apron tips and back stays of the 
wildest colors are being displayed 
prominently. 

A flurry of green trimming on a gray 
or smoked elk, is one of the latest asked- 
for patterns. All-over gray suede, with 
green trimming in a one-strap was one of 
the new styles seen during the past week. 

‘ 


Flapper Patterns Being Closed Out 


Low heeled, broad, one-strap flapper 
patterns are still on the tobogan. The 
advertisements are starting to clean up 
some of this type and prices have been 


quoted as low as $2.85 a pair. There is 
an increasing demand for a Cuban heel 
and patterns carrying this heel are grow- 
ing more popular. Combinations con- 
tinue to be good. They never enjoyed a 
real prestige, but their popularity has 
been gradually growing. The trend is 
shifting from a gray and patent effect to a 
biege and patent combination. Some 
patterns in patent are carrying a fancy 
cut-out strap of gray suede that runs 
from the instep and has several cut-outs 
in the strap. 

Sandals of various patterns are the 
newest vogue. The younger girls are 
taking to them enthusiastically, and many 
pairs are observed on the streets. The 
one pattern that is being sold in preference 
to any other is a patent low heel, one or 
two strap with a running front strap. 
Several cut-outs in the vamp are pre- 
ferred by the “‘flappers.” This pattern 
also is being sold in a plain smoked horse 
or elk. Some white effects are also being 
shown in the sandal type shoe. 


C. E. Williams Returns from 
Cleveland Conference 


Charles E. Williams, third vice-presi- 
dent of the National Shoe Retailers’ Asso- 
ciation and chairman of the conference 
committee of the same organization, re- 
turned from Cleveland, Monday where 
he had been attending a meeting called 
by the National Shoe Manufacturers’ 


Association. John McKeon, chairman of 


the Manufacturers’ Association Conference 
Committee, called the meeting with 
Frank Briggs, president of the organiza- 
tion presiding. Williams reports a very 
interesting meeting with everybody work- 
ing in harmony. Great good is expected 
by both sides to result from the conference. 


Walk-Over Stores Have 
Record Day 


A. W. Lutz, manager of the Walk-Over 
stores, is-responsible for the statement 
that the Saturday before Easter was the 
largest day in point of sales, ever experi- 
enced by the St. Louis stores. Not only 
was the pair volume considerable larger 
but the dollar and cents column was a 
record breaker. 


Swopes Celebrating 53rd 
Anniversary 
Swope Shoe Company, one of the exclu- 
sive shoe stores in St. Louis, is celebrat- 
ing its 53rd birthday. A sale is being 
conducted in honor of the event and a 
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10 per cent discount is being offered on 
men’s, women’s, and children’s shoes. 


Harry Fielder, Ill. 


Harry Fielder, veteran shoe man and 
manager of the shoe department of the 
Famous-Barr store, has been home ill 
during the past week. His condition was 
not believed to be serious according to 
reports given out at the store. 


Jackson Johnson and Frank 
Rand to Sail for Europe, 
June 27 


There will be 15 in the party of Jack- 
son Johnson, chairman of the board of 
the International Shoe Company, when 
they sail from Quebec, June 27. Mr. and 
Mrs. Jackson Johnson, their son-in-law 
and daughter, Mr. and Mrs. Bradford 
Shinkle, the latter of the Johnson, 
Stephens, and Shinkle Shoe Company, 
with their two children; their daughter-in- 
law, Mrs. Andrew Johnson, and her daugh- 
ter; their daughter, Miss Ada Johnson and 
their grand daughter, Miss Majorie Nied- 
ringhaus and Mr. and Mrs. C. D. P. 
Hamilton, Sr. Mr. Hamilton is also an 
official of the International Shoe Com- 
pany. The party will spend two months 
at Karlsbad, a famous watering place in 
Czecho-Slovakia. F.C. Rand, the presi- 
dent of the company and his son Edgar 
will also tour Europe. They plan to visit 
Italy, Switzerland, France and England. 
Edgar Rand probably will remain in 
Europe for a year previous to entering 
college. 


Federal Report Statement 
Shows Continued 
Improvement 

The monthly report of the Eighth 


Federal Reserve District just issued, 
shows as a whole, that general business 


has continued the steady improvement . 


noted during the three months imme- 
diately preceding. The betterment is not 
universal, however, several important lines 
reporting a decided slowing down during 
March and early April. Unfavorable 
weather has held back seasonal activity 
in the distribution of merchandise, and 
merchants and manufacturers complain 
of the unwillingness of their customers to 
pucrhase in quantity, or more than they 
can dispose of from week to week and 
month to month. The question of prices 
continues to play an important part and 
while confidence in values now is greater 
than at any time since the downward 
reaction set in, there is still enough doubt 
and uncertainty left to hamper the free 
movement of goods. 

Boots and shoes was one of the lines 
reported to have held its own or shown 
an improvement. Dry goods interests 
show decreases in volume of business, both 
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as compared with the preceding month 
and the corresponding period a year ago. 
The report on boots and shoes follows: 
“As was the case in February, reports 
of the 11 reporting interests (manufac- 
turing and wholesaling) show wide varia- 
tion in sales during March. In dollar 
value, results were from 3 per cent less to 
10 per cent larger than for the same month 
in 1921, with the average about 16 per 
cent larger, while the range in volume 
was from steady to 45 per cent larger. 
Orders arriving since April 1 are satis- 
factory, and include a larger portion of 
future delivery. An enormous Easter 


BOOT 


AND 


business in Easter goods and specialties 
was reported, though the demand, still 
centers largely in low priced shoes. Dur- 
ing the period under review the factory 
operation in the district was from 80 to 
100 per cent of capacity. Prices for Fall 
lines of leading manufacturers represent a 
decline of from 4 to 5 per cent under levels 
prevailing up to April 1. Collections are 
very good. One leading interest reported 
on April 10 that his collections were 40 
per cent larger than for the same date 
last year, while other showed improve- 
ment to the extent from 14% to 30 per 
cent.” 
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Post-Easter Weather Upsets Trade 


Weather Has Kept Back Trade in the Forest City After 
Several Weeks of Brisk Buying 


HE last week of April was character- 
ized by weather usually associated 
more with the Arctic Circle than with 
Cleveland. The result—business, particu- 
larly the retail shoe trade—has suffered. 
Rain was a familiar sight during the 
week. When it wasn’t raining, the wind 
was howling through the streets. Then the 
thermometer would register temperatures 
that ordjnarily in this country, are re- 
corded in December. On two mornings 
there were frosts. 


Boots a Necessity 


The weather cut in on a volume of 
Spring trade that promised exceedingly 
well for the merchants. The trade ex- 
ceeded the expectations of most of the 
merchants. But the weather has had a 
wilting effect. People remained in the 
houses, except when it was necessary to go 
down street on business errands. 

Oxfords were discarded and boots were 
put on. Winter overcoats were rescued 
from their layers of moth balls in the clos- 
ets and were donned. It has been the 
stormiest and most disagreeable April that 
Cleveland has experienced in some years. 

But the merchants are by no means dis- 
couraged. They assert that good weather 
is all that is needed to send trade up. The 
stock of shoes in the average family in this 
city is reported to be lower and of poorer 
quality than it has been for months, and 
merchants assert that now wage-earners 
are getting back to work, there is certain 
to be an excellent demand. 


Factory Payrolls Show 
Increase 
The Federal Reserve Bank of the Fourth 
district, in which this city is located, has 
issued a bulletin in which it is stated that 
payrolls are increasing all over the district. 
This also is true of the number of factory 


workers. The steel mills and automobile 
factories have been setting the pace for 
progress. 


Sport Shoes Increasing in 
Popularity 


Sport shoes are seen in increasing num- 
bers on the streets of Cleveland except in 
the last week of frigid temperatures. Sales 
of these shoes during the month have sur- 
prised many merchants, and they are pre- 
dicting even a greater volume of business 
in those lines during the month of May. 

Women have taken a great fancy to the 
sport shoe. School girls also have taken to 
wearing them in great numbers. The 
brown sport shoe is the most popular and 
the brighter the color schemes the more 
popular is the shoe with the younger set. 

Sport shoes, gray silk stockings and a 
gray Spring suit is a combination that is 
seen most frequently on the streets of this 
city. Shoe merchants have taken advant- 
age of the popularity of the color scheme 
to lay in good supplies of silk hosiery and 
they have, as a result, cut quite heavily 
into the hosiery trade of the department 
stores. 


Hosiery Sales Increasing 


In the progressive stores, salesmen, 
when they sell a pair of sport or tan ox- 
fords have been instructed to call the 
patron’s attention to the improvement in 
the attire that a new pair of silk stockings 
add to a new pair of shoes, and the results 
have been very satisfactory. 

Men have not taken so strongly to the 
sport shoes. True, they are purchasing 
them for the golf links, but they are not 
wearing the model for street wear in the 
numbers that the women are. 

The young men have not been particu- 
larly attracted to the sport, by reason of 
their experiences on the dance floors with 
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the rubber-soled shoe. They cannot glide 
over the waxed floor surface with the same 
smoothness that they do when wearing 
leather-soled shoes. This has been quite an 
influence against the sale of this type to 
men. 


New Features Planned for 
Volkmer Store 


Elmer L. Volkmer, who plans to open 
his new shoe store in Playhouse Square 
about May 15, is going to give the city 
some new features in furnishings and 
arrangements. 

In the front part of the store there will 
be a reception room for patrons, with com- 
fortable wicker furniture (rockers and 
chairs) at hand for all who call. There will 
be a doublerow of seats through the center, 
one for women and the other for men. At 
the rear there will be an elevation for 
wrapping and the cashiers with a small 
storage space in the rear. The basement 
has been improved and it is Mr. Volkmer’s 
intention to carry in this room a lower- 
priced line of shoes than are carried on the 
ground floor. 

Steel shelvings will be used, and they 
are said to be more economical, cleaner 
and lighter than wood. Large plate glass 
display windows will give the store an 
appealing appearance from the outside, 
and lighting effects are being given special 
attention. 


Prayshek Visits Boston 
Market 


Frank Prayshek, buyer of men’s shoes 
for the May Company, and manager of 
the men’s shoe department, spent the last 
week of April in Boston, going over the 
offerings of the market and purchasing for 
the season’s immediately ahead. Pray- 
shek is one of the keenest buyers in the 
trade in this city. 





Lockwood with Millar & 
Wolfer 


H. S. Lockwood, formerly of Harrison- 
Lockwood Company of Haverhill, has 
joined the traveling force of Millar & 
Wolfer, and will cover Pennsylvania and 
Western territory, including Chicago and 
St. Louis. Mr. Lockwood is a very high- 
grade man. He is an authority on women’s 
footwear and has been covering his trade 
for many years. 





Bartlett Succeeds Hoag 


A. F. Bartlett has succeeded L. Harry 
Hoag, salesman for the Emerson Shoe 
Company of Rockland, the past few years, 
in New Jersey territory. 





Milton Motland has also been added to 
the force of this organization. 
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DENVER 


Spring Business Reported Good 


Denver Shoe Merchants Protest Hide Tax Change; Business 
Outlook Bright 


ENVER shoe merchants report 

Spring business good at the present 
time. During the latter part of April 
several rainy days served to slow business 
up to some extent, but not enough to 
make any big difference. The outlook 
ahead is bright. Business in all lines is 
showing improvement and good farm 
crops are promised by present indications. 
Colorado’s 1922 Winter wheat crop is 
placed at 17,160,000 bushels. This will 
be nearly 2,000,000 bushels more than 
were harvested last year, and about 
1,000,000 bushels less than the produc- 
tion in 1920. 

Denver shoe merchants are opposed to 
any change in the existing tariff on hides 
and leather, and want hides and leather 
on the free list, according to H. E. Fon- 
tius, manager of the Fontius Shoe Com- 
pany and a member of the Board of Di- 
rectors of the National Shoe Retailers’ 
Association. “Shoes will be from 10 to 
15 per cent higher if the tax is placed on 
hides,” Mr. Fontius asserted last week. 
“The tax on hides will mean that the 
price on leather will go up, and that will 
mean increased cost of shoes. Denver 
will feel this advance in the cost of shoes 
this Fall if the tariff bill is put into effect. 
The increase will not be felt in the Spring 
and Summer trade. Retail shoe dealers 
of Denver are unanimous in their oppo- 
sition to the proposed tariff on hides, and 
every one of them has written to the 
United States senators from Colorado 
protesting the action. It is my firm belief 
that the increased cost of shoes will more 
than offset, even to the cattle raisers, the 
increase in their own returns as a result 
of the tax on hides. The retail shoe mer- 
chants all over Denver, and I believe in 
all parts of the country, stand opposed to 
any change in the existing tariff.” 


New Pueblo Shoe Firm 


A new retail shoe firm has opened for 
business in Pueblo, Colo. The proprietors 
of the new business are S. P. Shonsbye 
and G. L. Beck, who have just recently 
incorporated their business under the 
name of the Shonsbye-Beck Shoe Com- 
pany. The firm has leased rooms over 
the Pueblo Savings & Trust Co. Mr. 
Shonsbye was for twenty years a buyer 
for the Brown Shoe Company, while Mr. 
Beck was also for a number of years con- 
nected with the same firm. Both under- 
stand the shoe business from A to Z, and 
should make a success of their new busi- 
ness venture. 


Window Display Draws 
Crowds 


Sidewalks in front of the Fontius Shoe 
Company store at Sixteenth and Champa 
Streets several afternoons recently were 
jammed by men and women who were 
watching a living model who “wore ’em 
rolled.” The young lady was partly hid- 
den by a curtain that hung from the top 
of the display window of the Fontius 
store. She was said to be the first living 
model to demonstrate shoes in this par- 
ticular manner in a Denver store window. 
The display was in connection with J. G. 
Townsend’s visit to Denver. He repre- 
sented Julian & Kokenge Co., and while 
here introduced the full line of Foot Saver 
shoes, which will be handled exclusively 
by the Fontius people. 
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Brief News Notes 


R. L. Gilliam of the Brown Shoe Com- 
pany left Denver recently to visit New 
Mexico points on business for his firm. 


J. F. Davis of the Excelsior Shoe Com- 
pany was a recent business visitor in 
Trinidad and other Southern Colorado 
cities. 


The Walk-Over Shoe Company, Den- 
ver, was recently robbed of a number of 
pairs of shoes. Thieves broke into the 
store and helped themselves. 


Harry Teates is the new manager of 
the shoe department of the Denver Dry 
Goods Company, taking the place of Roy 
Fleming, who recently resigned to accept 
a position with the Emporium in San 
Francisco, Cal. Mr. Teates is well known 
to the trade in this part of the country, 
having been connected with the shoe 
department of the Denver Dry Goods 
Company for a number of years. 





PORTLAND, OREGON 


Warm Sunshine Brings Out Shoes 


Beige, and Patent and Gray Combinations Good—All 
Novelties Move Readily 


= E find no difficulty in selling good 
merchandise at a good price,” 
says J. A. Lawrence, buyer for the shoes 
at the Meier and Frank Co. “The 
principal thing people consider when 
buying shoes is the reputation of the 
dealer with whom they deal. People are 
not really judges of good merchandise, 
and perfer to rely on their confidence in 
their dealer rather than on their own 
knowledge. Try putting a lot of $12 
shoes out for $3 and you will find that they 
will be sooner questioned as to quality 
than when you sell them for $12. Nov- 
elties are moving readily, particularly in 
beige, and patent and gray. While we 
sell quite a number 6-8 heels we find the 
big demand for 12-8 heels.” 
The Meier & Frank has recently placed 
a line of women’s silk hosiery in the shoe 
department, which is proving successful in 
every way, and a great accommodation to 
the customers, Mr. Lawrence states. 


New Shoe Store Opened 


Monday, April 24 was the date of the 
opening of the new Goodyear Shoe Co. in 
the remodeled Failing Building, at Fourth, 
between Alder and Morrison Sts., just two 
blocks north of their old location, that will 
be vacated on May first. Thousands of 
visitors viewed the new home and received 


souvenirs of the occasion. To each 
purchaser of a new pair of shoes a bright 
new one dollar bill was presented. Ladies 
were presented with gold vanities, men 
were given nickle plated clip pencils, and 
baloon and-toy bird whistles were pre- 
sented to the kiddies. The spacious 
quarters of the new Goodyear Shoe Co. 
were decorated profusely with masses of 
hothouse blooms, sent as well wishing 
remembrances of many thoughtful friends. 
Messrs. H. Bruck and S. Stone, proprietors 
received congratulations in person from 
local brothers in the trade, Mr. Stone 
having returned from a California sojourn 
just in time to attend the opening. Mr. 
Bruck reported the month of April to be 
the biggest month that the Goodyear 
Shoe Co. has ever had, and as a result of 
their huge clearance and removal sale that 
has been running for several months, stocks 
have been cleaned up well. “We have 
opened our new store with $50,000 worth 
of new goods,” says Mr. Bruck. “$5 to 
$8.50” are the wanted prices with our 
trade in both men’s and women’s lines.” 


Vancouver Store Remodeled 


Attractive window display fixtures and 
interior fixtures have recently been 
installed in the Jaggy Shoe Store, Van- 
couver, Wash., by Sidney Bartley, Port- 
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land representative of the Hecht Fixture 
Co. 


The Sterling Shoe Co. at Third and 
Washington, previously the Flick Shoe Co., 
is now under the management of Edgar J. 
Sherman, formerly of Knight’s. 


Ground Gripper Agency 


Curry’s exclusive agency for Ground 
Gripper Shoes, formerly in the Pittock 
Block, is now located in a handsomely 
equipped little shop at 372 Morrison St., 
where green velvet carpets, and green 
velvet upholstered wicker arm chairs, serve 
as attractive and harmonious settings for 
the dark green stock shoe boxes. All wood- 
work is in pale gray enamel that matches 
the enameled wicker chairs. Thurman E. 
Curry, Manager, reports a splendid im- 
provement in their business since moving 
to new quarters, not only because of a 
better location, but due considerably to the 
inviting appearance of the smart looking 
new shop, where considerable attention is 
being given to creditable window displays. 
“Our new type three-strap model which 
came out recently to meet the demand of 
Ground Gripper wearers for a dress shoe, 
is moving well,” says Mr. Thurman. 
“Black, brown and white are called for 
in this number.” 


Basement Department 
Enlarged 


The Eastern Outfitting Co. has doubled 
the seating capacity of their basement 
men’s and boy’s shoe department and 
now occupies a full side of their well 
equipped and attractively furnished base- 


ment store. Mr. H. E. Cannon, manager 
of the shoe department, reports men’s 
oxfords going 75% strong. “Our best 
sellers are priced at from $7 to $10. 
Brown and Tony red are very good now.” 


New Shoe Introduced 


The Bergman Business Shoe is a new 
shoe put in the Portland market by the 
Bergman Shoe Co., Eggert and Young and 
the Meier and Frank Co. are showing the 
new model. 


Shoe Company for Sherwood 


A proposition to establish the Parshley 
Shoe Co., with 200 employees, at Sher- 
wood, Oregon, has been placed before the 
Sherwood Business Men’s Club at a 
recent meeting, and received favorable 
discussion. The officers of the club are 
J. D. Vincil, president; C. I. Calkins, 
vice-president, and E. D. Hosmer, sec- 
retary. George S. Hall, J. E. Morback, 
and C. I. Calkins are on the executive 
board. 
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A Correction 


By error April 6 was announced as the 
meeting day of the Oregon Retail Shoe 
Dealers Association. May 6 was the 
correct date 


Selling Heels in England 

Sam Armishaw, of Armishaw Brothers, 
Portland, well known retail shoe merchants 
and repair men, is now in England 
negotiating for the sale and manufacture of 
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their newly invented and patent revolving 
heel, which though it does not revolve 
noticeably, moves about sufficiently to 
prevent the heel from wearing off on 
one side only. The new heel which the 
Armishaw Brothers are expecting to 
manufacture in Portland, in an enlarged 
plant which will also conduct the general 
manufacturing of shoes, is called the 
Twentieth Century Heel. Sam and 
Horace Armishaw are both well known in 
local fields. 





DETROIT 


Reaction Follows Easter Business 


Bad Weather a Contributing Factor in the Usual 
Seasonal Lull 


HE usual reaction followed the busy 

Easter week with unerring regularity. 
Following the stump a week of unseason- 
able weather prolonged the inaction of the 
public. 

All stores report Easter business as 
Satisfactory, while many go as far as to 
say it was first rate, and others that it was 
better than a year ago. The late Easter 
caused earlier buying of high grade lines so 
that the stores handling these lines had 
a smaller demand during the week 
preceding Easter. In the stores catering 
to the popular trade business has been 
decidedly better than a year ago. 

In one store selling men’s and women’s 
lines at from $3.50 to $5.00 the business of 
April exceeded that of the same month 
last year by many thousands of dollars, 
with practically the same effort on the 
part of the merchant to get business. 


New Shoe Stores Open 


The number of new stores lengthens as 
the season rolls round. The new Hanan 
& Son store at 40 Adams avenue, in the 
Stroh Building, opened to the public one of 
the finest stores Detroit has ever seen, on 
April 29. This store is finished and 
furnished in solid walnut and is a beautiful 
presentation of the architect’s skill. The 
seats are comfortable and have large oval 
inset leather upholstered cushions at the 
back as well as full easy ones for the seats. 
The fitting stools are walnut upholstered 
in blue plush. 

W. H. Jones, lately of Chicago, but well 
known in Detroit, having been with 
R. H. Fyfe & Co., in the past, is general 
manager, while W. S. Dowler, lately with 
C. H. Baker, who bought out the Lindke 
Shoe Co., is in charge of the men’s depart- 
ment, and H. J. Temple, lately with 
Thomas T. Jackson, Inc., will have charge 
of the women’s lines. Miss Lauretta 
Taylor has charge of the hosiery depart- 
ment. F. W. Owens, formerly with R. H. 
Fyfe & Co. is assistant manager. 


Physical Culture Shoe Shop 


.M. H. Marienthal, Middle West repre- 
sentative of Wm. Henne & Co., Inc., 
Brooklyn, N. Y., has opened a Physical 
Culture Shoe Shop in the new Capital 
Theatre Building, 1540 Broadway, with 
John Ringer as manager. This store is 
finished in a homey manner. French gray 
shelving and fixtures and a floor covering 
of a similar shade with the old ivory 
wicker easy chairs, upholstered with 
tapestry in blue patterns give it a home- 
like atmosphere. Ladies shoes will be 
handled exclusively in this store. 


Public Buying More Freely 


From a careful survey of the business 
done during April it would appear that the 
public is buying much more freely than 
formerly, but that this is far more marked 
at the stores selling the lower priced lines 
of footwear. Whether this is due to the 
fact that a great many men who have been 
out of work during the greater part of the 
winter have returned to work, and the 
family has taken advantage of the first 
pay day to purchase shoes, is hard to say. 
At any rate, the business in the stores 
catering to the better class, especially in 
those stores where prices havenot receeded 
much from last year’s, there is a marked 
slackness of business. In all classes of 
stores the merchants are optimistic. 
The better employment situation in 
Detroit is heartening. The return of 
spring with its brighter days has helped to 
bring about a feeling that everything is 
going to come out all right in business— 
as it usually does. 


Old Firm Selling Out 


Many changes have taken place in shoe 
circles since P. J. Schmidt opened his shoe 
store on Michigan avenue nearly thirty 
years ago. Many changes took place in 
his own little realm. As he prospered he 
expanded until he occupied the space of 
three stores, together with upper floors as 
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well as basement and ground floor. About 
two years ago he decided to retire from 
active business and a re-organization of 
the business took place, several of his 
former employes taking stock in a new 
Evidently the new firm fell 
upon evil days—they were evil to all 
retailers of shoes—and the curtain is now 
to be rung down on the P. J. Shemidt Shoe 
Co., the firm selling out its stock and 


company. 


quitting business. 

If present arrangements carry through, 
the E. & R. store now in the same block 
across the street from this firm, will as- 
sume the lease and open a new E. & R, 
store. As the stand has been a shoe center 
for 30 years, or more, this move will be a 
good one for the new store, and move they 
must, because the building they now oc- 
cupy is to be torn down to give place to 
another sky-scraper. 


Membership Drive Planned 


The Michigan Retail Shoe Dealers’ 
Association is preparing to make a drive 
for 500 new members. The fee for this year 
is placed at $5 so that every merchant may 
join at low cost. 


Fyfe Club Holds Banquet 


The Fyfe Fellowship Club, composed of 
the employers and employes of R. H. 
Fyfe & Co., held its annual banquet on 
April 20. Every member of the staff and 
every officer of the company was present 
at this entertainment, which was a gratify- 
ing fact. R. H. Fyfe, being called upon to 


give a short address, told those present’ 


that they were there for entertainment 
and the best speech he could make would 
be a silent one. Outside talent was em- 


AND SHOE 
ployed for the entertainment, which was a 
change from former years when the mem- 
bers of the staff furnished all the enter- 
tainment themselves. 





Store Damaged by Fire 


The Berke Boot Shop was visited by a 
fire and as a consequence there is a roaring 
hot fire sale going on to clean up the stock. 
It is understood that the store will open 
again shortly with a new stock of Stetsons. 





Retail Dealers Install Officers 


The annual installation of officers of the 
Detroit Retail Dealers’ Association was 
held on May 4. In connection with the in- 
ception of the new officers a dinner and 
dance was held at which the wives and 
families of the shoe dealers were present. 


Canadian Trade Better 


Shoe dealers along Woodward Avenue 
who usually get a goodly share of Canad- 
ian business report business with these 
customers better since the return of the 
Canadian dollar to near par. The exchange 
rate is now so low that all these stores take 
the Canadian dollar at par value. 


Twelve Shoe Displays in One 
Store 


The entire set of show windows of the 
S. L. Bird & Sons store, 1219-1223 Wood- 
ward Avenue were used in displaying 
shoes the last week in April. Twelve differ- 
ent displays were shown in the windows. 
This is the first time in the history of this 
firm that this amount of space has been 
given to the display of shoes alone. 


LOUISVILLE 


Sales of Men’s 


Shoes Increase 


Volume of Business Not What it Should Be, However, Due 
Mostly to Inclement Weather 


OLU ME of business since Easter has 
been a Jittle off as a result of heavy 
purchases at that time, and considérable 
cold, rainy weather, which is holding 
down sales and the wearing of sport 
shoes, and also preventing men from 
switching to oxfords. Sales of men’s 
shoes have been much better than they 
were, but the volume as a whole has not 
been what it should be, or what it would 
have been with steadier and warmer 
weather. However, as a rule the demand 
for men’s low cuts comes between May 1 
and 15, and up to June 1 business is active. 
Inside of the next thirty days the men’s 
stores should do a fine volume of business 
otherwise some of them are going to 
be a bit disgusted with the season. 
In women’s shoes things are much as 


they have been. Everything has sold, 
but with patent leather in oxfords and 
combinations of patent very strong. Late 
showings in sport shoes show a lot of 
combinations of red, green and blue with 
white, but while shoes trimmed in white 
have been selling, white shoes have not 
been moving as yet. However, the next 
ten days should find some white shoes 
moving. 


Derby Expected to Be Trade Boost 


With the opening of the Spring races 
at Louisville on May 13, with the run- 
ning of the historic Kentucky Derby, 
there should be a material improvement 
shown in the demand for both men’s and 
women’s shoes. The Derby is a sporting 
event that brings out sport clothing, 
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shoes, etc. Then there are many visitors 
from out in the State who combine a bit 
of shopping with their annual trip to the 
famous old Churchill Downs track. The 
first Kentucky Derby was run in 1875. 
and it has been run regularly every year. 
representing the oldest event on the 
American tracks today. 

H. R. Childers of the Rodes Rapier 
Company reported very fair demand in late 
April for men’s shoes, and stated that he 
believed the races would bring in a good 
volume of business this year. The com- 
pany, in its new location and much better 
windows on the most prominent corner in 
Louisville, has done a much better busi- 
ness than it did in its old store. It-Landles 
high-grade men’s shoes only, along with 
full equipment of high-grade men’s cloth- 
ing, apparel, etc., and with its location 
should get a good volume of any racing 
business that comes to town. 


Retail Prices Fairly Stable 

Prices in Louisville are fairly steady, 
although there is some cutting being done 
on short lines, slow movers, etc., and es- 
pecially on some merchandise high priced 
and marked too high to sell. It is almost 
impossible to sell anything at over $15 
today, and only a few exclusive stores 
have done so, and some of these have had 
to cut to unload. The range in good mer- 
chandise is wide, but the popular prices 
with better stores are from $7 to $10. 
Women’s shoes are selling principally at 
from $6 to $15 and men’s from $6 to 
$12.50, with some men’s shoes as high as 
$14 in sports. However, men’s et over 
$12 or women’s at over $15 are bard to 
sell. Below these figures there is mer- 
chandise down to a couple of dollars a 
pair, according to local and kind of store 
handling. 


Royal Blue Store Robbed 


Thieves recently entered the Miller’s, 
Ltd., Selz Royal Blue Store some time 
between Saturday and Monday, beat up 
Manager C. L. Taylor’s old bulldog, and 
then proceeded to beat the safe open and 
make a haul of between $800 and $1000. 
Apparently the men used heavy tools, 
and merely beat the safe open without 
using explosives. The dog was half dead 
when found on Monday morning, and was 
taken to a dog hospital; he will recover. 
The loss was fully insured, and the safe is 
being repaired at the insurance company’s 
expense. Entrance to the store was 
gained by climbing over a transom. 


To Sell Out Stock of Shoes 


Announcement was made a few days 
ago to the effect that the entire stocks of 
dress and work shoes at the store of the 
late Edward Duerr, 710 West Jefferson 
Street, who died in March, would be sold 
out at a sacrifice, in a general clearance 
sale. 
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INDIANAPOLIS 


April a Month of Rain 


Retail Business Given Bad Some Blows by Weather, Which 
Did Its Worst Nearly Six Days of Every Week 


O GENTLE SPRING, where art thou? 

This is the question that Indianap- 
olis shoe merchants have been asking 
themselves all through the month of 
April and as yet have not had much 
definite indications of a reply. April will 
go down in local weather history as one of 
the most disagreeable months in years and 
no one is better qualified to testify to the 
truth of this assertion than the shoe men 
Rain fell nearly six days out of every 
week and the few days the sun did shine 
the temperature was down around the 
freezing point. Result: Shoe business 
considerably off color. 

There is no doubt, however, that if the 
weather had been at all favorable, the 
local shoe stores would have enjoyed an 
excellent April business. A decided 
improvement in business conditions gen- 
erally has been evident and this has been a 
big help to the merchants. The auto- 
mobile industry is opening up again and 
_the city’s building program promises to 
break all previous records. These things 
have had a tendency to decrease the 
number of unemployed and thus send 
more money into the stores. 


Wonderful Business On One Good Day 


One of the few pretty days during the 
month of April was the Saturday before 
Easter. The day was ideal and as a 
result thousands of shoppers who had 
postponed their Easter buying thronged 
the stores. The shoe merchants did a 
wonderful business on that day, but 
previous and afterward sales were not so 
good. Patent leathers and satins in strap 
effects led all others in the women’s lines, 
the shoe men say, with tan and chocolate 
calf oxfords leading with the men. The 
broad square toe with fancy stitching 
seems to be most popular among the men. 


Court Raps Untruthful 
Advertising 


Judge A. B. Anderson, of the United 
States district court has ordered the shoe 
department of the Moyer department 
store, in Indianapolis, to cease advertising 
a shoe sale as a receiver's sale. He said 
that if the advertising continued the 
manager of the shoe department would be 
placed in jail for contempt of court. 

The shoe department is operated in a 
leased part of the Moyer store by a 
Baltimore concern which operates a chain 
of shoe stores. Complaint made by the 
Better Business Bureau to Albert Asche, 
receiver for the Moyer department store, 
concerning . alleged misrepresentations 


made in the shoe department advertising 
resulted in Mr. Asche requesting the 
shoe department manager to cease such 
advertising Mr. Asche told Judge 
Anderson that the shoe department man- 
ager thought he had a right to take such 
advantage of the receivership in order to 
obtain returns on the shoe department 
lease. Mr. Asche said he did not consider 
the advertising a direct misrepresentation. 

Judge Anderson held, however, that 
reference by the lessee to his'sale as a 
receiver's sale was a direct misrepresen- 
tation of facts as well as contempt of court, 
and ordered Mr. Asche to so notify the 
shoe department manager. 


Fashion Shop Damaged 

The Fashion Shop, a high grade 
women’s shoe establishment operated by 
Edgar Hart, in North Pennsylvania street, 
Indianapolis, was damaged to the extent 
of about $5,000 Sunday night, April 23, as 
a result of a fire in the basement of the 
Pearson Piano Company’s store, which 
adjoins the shoe store on the north. Smoke 
from the fire was so dense that firemen 
were forced to fight the flames by pouring 
water through windows of the upper floors. 
Some of the water seeped through the 
ceiling-of the Fashion Shop and ran down 
the shelves on the north wall, damaging a 
large portion of the stock in that section. 
The damage, however, did not cause any 
serious interruption in business, Mr. Hart 
said. 


Other Indiana Shoe Items 


Dennis A. Dellinger has opened a new 
retail shoe store at 320 South Mulberry 
street, Muncie. He is an experienced shoe 
dealer having been connected with the 
Muncie shoe trade for several years. 
Charles L. Hoover has been named as 
manager of the concern. 


The stock of the Simon shoe store, Fort 
Wayne, has been purchased by the A. & W. 
Shoe Company, 112 West Main street, 
operated by C. S. Altshul and Louis R. 
Weiker. The stock was sold by the 
Farmers’ Trust Company, trustees in 
bankruptcy, at public auction and soon 
will be placed on sale at the A. & W.'store. 

Evan Fast, of Huntington, has been 
appointed receiver for the Hart Shoe 
Company, which has stores at Huntington, 
Logansport and Anderson. The appoint- 
ment was made as a result of a suit by the 
Farmers’ Trust Company for $2,500 
judgment on a note. The suit also asked 
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that a receiver be appointed to take charge 
of the company’s affairs. 


Work was started recently on the 
addition of a two-story brick building to 
the present structure owned and occupied 
by G. Slung, retail shoe merchant at 
Seymour. The addition will extend the 
present building about fifteen feet and will 
enable Mr. Slung to enlarge his shoe stock 
considerably. 


The Le Vine Bootery is the name of the 
newest retail shoe store in Gary. The 
store, which is located at 728-30 Broadway 
was opened recently by Samuel W. Le 
Vine, who also owns two other shoe stores 
at Englewood and Woodlawn, suburbs of 
Chicago. He has operated the other two 
stores for about seventeen years and is 
regarded as one of the successful suburban 
merchants of the Windy City. 


Stores to Close One Afternoon 


Retail shoe stores of South Bend will 
close Wednesday afternoons during the 
months of July and August, it was decided 
this week at a special meeting of the South 
Bend Retail Shoe Dealers. The associa- 
tion also went on record as opposing the 
proposed 15 per cent duty on hides that is 
included in the tariff bill before congress. 
The South Bend shoe men pointed out 
that the tariff would have a tendency to 
increase the prices of shoes. They 
expressed a desire to see prices lowered 
instead of being raised. A committee for 
the next dinner meeting, to which 
employes of the shoe stores will be invited, 
was appointed. It includes Paul Kuehn, 
O. E. Julian and Mark Press. Robert 
Beitner, president of the organization, 
presided at the meeting. 





Repairmen Form Association 


American shoe repairmen of Richmond 
have formed an organization which will 
enable them to combine their purchases of 
material, with the result, they say, that 
the price of repairing will be lowered 
considerably. Foreigners owning repair 
shops in the city declined to enter the 
organization, it was said, although its own 
stipulation was that they pledge them- 
selves to use only the highest grade of 
materials. A large sign will be used in the 
windows of the repair shops to indicate 
membership in the new organization. 
The new association, it is said, has the 
endorsement of the National Leather and 
Shoe Finders’ Association and the Trades 
and Labor Council. 


Siersdorfer Made Manger 


Al M. Siersdorfer, known to his friends 
as ‘‘Heinie,”” has been appointed manager 
and buyer for the large shoe department or 
Shatsky Bros’ store, Fifth and Wabash 
avenue, Terre Haute. 
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April Business Shows Gain 


About 30 Per Cent Ahead of Last Year—Improved Business 
Conditions a Large Factor 


ETAIL merchants report that April 

business of this year exceeds April 
sales of last year, by about thirty per 
cent. Saturday preceding Easter was 
record breaker sales day for this year, and 
was far in excess of sales over the same 
Saturday of last year. Improved business 
conditions and the fact of Easter coming 
later than last year had considerable to do 
with the improved sales of the past month. 
Patents in straps and oxfords are selling 
well. Grecian sandals are not selling as 
well as was expected earlier in the season. 
It is hoped that the sale of this type of 
footwear will improve as the weather 
continues to get warmer. 

Increase in volume of business is due 
somewhat to the intensive advertising 
campaign carried on by the retail shoe 
merchants. Local merchants are using 
newspaper advertising more now than 
ever before to keep the public informed of 
the new styles to be had. 


Announcement is made of the purchase 
of the Hub Shoe Store, 216-218 East 
Main Street by B. H. Miller. The shoe 
business will be a new field for Mr. Miller, 
who for a number of years was paymaster 
at the Ohio Malleable Iron Company, and 
later was secretary of the Physicians and 
Druggist Supply Company. 

The Union Company plans to celebrate 
its twenty-eighth anniversary. It opened 
its doors at the same location it now 
occupies in a building about one third the 
size of the present home at Long and High 
Streets. The outgrown its 
present quarters and in the near future it 
is planned to begin building operations in 
the rear of the present building, which 
will nearly double the present floor space. 
W. H. Williams is manager of the several 
shoe departments of this store, and under 
the new plans for enlargement these 
departments will be given much larger 
quarters. 


store has 


SALT LAKE CITY 


Ideal Weather Helps Sales 


Big Demand for “Flapper” Merchandise—Men Wearing 
Brown Shoes 


HE snow, nearly « foot deep here a 
week ago, has entirely disappeared, 
and the weather is as nearly ideal as one 
could wish to have it. This has had the 
effect of arousing interest in Spring mer- 
chandise and with very few exceptions re- 
tail merchants describe business as “‘rush- 
ing.’’ One shoe official says “‘flapper’’ foot- 
wear and sports are in big demand. Patent 
leathers are holding their own and low 
heels are popular. Auerbach’s are experi- 
encing quite a run on their Burns’ sandals, 
which were referred to in a recent letter. 
The industrial situation is steadily im- 
proving and there seems to be no reason 
why business should not be good for the 
next few months, when the between- 
season period will be on us again. 
Men Wearing Brown Shoes 
An official of a prominent firm selling 
men’s shoes exclusively said there is a big 
demand for brown shoes now and a fair 
demand for oxfords, but otherwise there is 
not much to report regarding men’s foot- 
wear. Brogues are still selling, but the 
effects must be moderate. 


Dollar Sale Held 


“Five hundred pairs of Good, solid, 
sensible pumps—Goodyear welts, hand 


turns, patent or kid with or without straps. 
Solid, sensible, stylish pumps, while they 
last—$1,”’ is the way the Bell Sample Shoe 
Parlor announces a special sale. This is an 
upstairs concern located in a Main Street 
building. 


“A Fine Shine’”’ 


A certain shop has a wide reputation for 
giving “a fine shine.”” Its manager was 
formerly a finisher of shoes in a factory, 
which may account for some of its superior 
shines. Some points about its methods and 
equipment may interest other shoe men. 

Each boot black has his own kit of 
blackings and brushes. He keeps them in a 
box, built especially for the purpose, and 
he moves them from chair to chair, as cus- 
tomers seat themselves. 

Chairs are extra high, and so are’ foot 
rests. The shop, by the way, is for men 
only. The shoes, on the foot rests, come 
about to the shine artists’ breast, so he can 
work on them, without stooping over. 
Doubtless, this makes his work easier. 

Particular attention is given to the 
cleaning of the leather and preparing it for 
a shine. First, shoes are brushed, then a 
liquid cleaner is applied, and this is 
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brushed and rubbed dry and clean with a 
cloth. 

The shine artists make sure that the 
leather is clean all over the shoes. Then 
they apply the wax polish, in two coats, 
and polish each coat. They use high-grade 
bristle brushes chiefly and polish with an 
easy stroke, not hard, as if they were saw- 
ing wood, as do some shine artists. Then 
they bring out a high gloss by the light 
use of a polishing cloth. 

They shine around the quarter, and 
under the shank, and they spring down 
the vamp, so that they can clean and 
polish down in the creases. While they 
take a lot of pains, yet their work seems 
easy. Perhaps it is because they do it 
right. 

It pays to excel, even in such a detail of 
the trade as shining shoes, for this shop, 
with a reputation for “a fine shine” 
gets a dime a shine while some of its 
competitors get but a nickel. And it is 
always busy. 


Easy Fastening Shoes 


People are so busy these days that they 
insist on shoes that are easy to put on and 
off. The circumstance may seem trivial. 
But it is a powerful influence, in the 
making of styles, as well as in the fitting of - 
shoes. 

Doubtless, one reason for the tremen- 
dous popularity of low shoes, among both 
men and women, is the fact that a low 
shoe can be put on or taken off in 30 
seconds less time than it takes to put on a 
or take off a pair of boots. This medns a 
minute a day. And minutes are golden, 
especially when one wishes to catch a car, 
so as to be at work on time. 

Strap style pumps can be put on more 
quickly than any other kind of a shoe, 
excepting the plain pump. That is one 
reason why women like them. Of course, 
the style is pretty. But the time saving 
element counts for a lot. 

Leading designers now recognize the 
value of time saving in style making. If 
boots came back, they may have lacing 
hooks because laces may be laced around 
hooks quicker than through eyelets. 
Perchance the fad of flapping arctics is 
due chiefly to the time saving element. 





Industrial Expo. Planned 


The Fond du Lac, Wis., Association of 
Commerce has adopted plans for conduct- 
ing a big ““Made in Fond du Lac” indus- 
trial exposition during the first week of 
June. The Menzies Shoe Company, man- 
ufacturing men’s and boys’ shoes, has 
thrown its support behind the venture, 
and will make an especially impressive 
showing, indicative of the remarkable 
growth of this industry in the few years 
that it has been established in Fond du . 
Lac. 
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Progression of Sizes for Projressi yressive } 


Mechants| 


eel Oia necammeaeacine 


STYLE 43—Welt At QO 
Sterling Patent Colt Instep Strap Pump ‘ a nee 


Perforated Vamp and Strap 


1%4- 8, Last 22, 7-8 Heel, AA-D. .$3.60 ° 
is 2, Last 23, Low Heel, A-D.. 2.90 Ipmen 


8 SI, Las a Spr. Heel, B- E. -60 


‘f_—. | All Numbers 


ELLY-DELANEY In-Stock Service is 

maintained for those merchants 
who demand immediate action on the 
orders they place. 


A complete run of up-to-date numbers, 
ranging from infants’ to growing girls’, 
is ready for delivery always. 


Each ‘‘Jel-Del’’ model is designed to 


STYLE 31—Welt 
Russia Calf Lace Oxford. Medium Shade 
Perforated Vamp—Lace Row and Quarter 
2\%-— 8, Last 20, 7-8 Heel, AA-D. . $3.85 
1114-2 Last 21, Low Heel, A-D.. 3.15 
814-11, Last 21, Spr. Heel, B-E.. 2.75 


guide the growing foot into the next. 
Once their children’s feet have been 
fitted with the proper “‘Jel-Del,’’ par- 
ents will return to buy the next size. 
Thus, a substantial business can be 
built. 


We co-operate with you by using only 
standard materials and correct lasts. 
Test our service today. Comprehen- 


oi sar het sive In-Stock bulletins mailed gladly. 


Growing Girls’ Sterling Patent Colt Strap 
Pump. Perforated Vamp, Foxing, Strap 


and Quarter l _) 
214-8, Last 40, AA-D ‘ . $4.00 crmmemcmmneemneiiienianinaiiniiiaiael 


JEEDE| 


THE GROWING FOOT 


JELLY-DELANEY SHOE CO. 


LYNN, MASS. 
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ANNAHSON{[ 


BLACK SATINS 


‘IN STOCK IN STYLE 
No. B785 Splendid 


$3.35 

' Hannahsons shoes are splendid fit- 
ters. They are made on lasts which, 
although up to the minute in style, 

combine comfort and good fit. 
Throughout the trade the fitting 
qualities of Hannahsons shoes are 
well spoken of. In the cutting of the 
Flapper, Low Flat 9/8 Heel. B, various patterns particular care is 
cee ese on siti —— $3.00 taken to preserve the ‘‘pump line,’ 
which is necessary to insure a hug- 

























Black Satin Genuine Turn 






No. B810 
$3.35 





Black Satin Imitation Turn One 
Strap, 14/8 Junior Louis Heel 
C and D, 24-8 s 


B755—Same as above, except 12/8 Military Heel 
B71—Same as above, except Drill Lined $2.35 


No. B700 
$3.35 






Black Satin Grecian 
Strap, 14/8 Spanish 
Junior Heel. B, C, D, 
24-8. Code, “Ruth.” 
B81—Same as above, except 12/8 
Military Heel 





No. B1145 
$3.25 





Black Satin T; One Strap, 12/8 Bab: i 1, Rhine 
Black Satin Turn One Strap with Jet Beaded Ornament, 16/8 penne Seneen. "Be te D, 256. . (ge Ba Bost — 
Half Louis Heel. A to D, 24-8. Code, “Elsie.” B1110—Same as above, except 16/8 Half Louis Heel. 
B705—Same, except with 12/8 Baby Louis Heel. Code | ~~ a as above, except 14/8 Junior Louis Heel, Silk 
*, Louise.” utton. 


HANNAHSONS SHOE 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








M 
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“SW IAIITIES”” 


IN STOCK IN STYLE 


Fitters No, BS6s 


fit around the throat and to reduce 
gapping to the minimum. 


Hannahsons Shoes fit well, wear 
well, look well, and feel better. They 
mean repeat sales, steady customers 
and increased profits. 


Your order will receive our very 
best attention. Send it today. 


White Canvas Imitation Turn Flapper, Low Flat 9/8 Heel. 


No.*B515 j B, C, D, 24-8. Code, “Queen. 
$1.75 4 B657—Same as above, except Genuine Turn.......... $2.35 
Pi.iod 


No. B545 
$2.00 


White Canvas Sport One Strap, Imitation Turn, Patent 


White Canvas Grecian Strap, 12/8 Cuban Heel B,C, D, Trimmed, 12/8 Military Heel. B,C, D, 244-8. Code, “Lucy. 
24-8. Code, “Polly.” 


No. B195 





No. B375—Last 38 
Sea Island Oxford, Imt. Tip White Canvas Genuine Turn One Strap, 12/8 Baby Louis Heel. 


11/8 Military Covered Heel A to D, 244-8. Code, “Dagmar. 
Bto D B165—Same as above, except Imitation Turn. . oes -O1.75 
B105—Same as above, except Plain Toe. B200—Same as 195. except 16/8 Half Louis Heel. 3 


O., HAVERHILL, MASS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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No. 1000 
White Reinskin 
Oxford 
Leather Sole, White 


Welt, 8-8 Ivory Heel. 
Corded Tip and Lace 


AAtoC 3109 _ SS 


Spring Style Leaders 
In Stock 


Top-grade workmanship marks 
every process in the Crooker & 
Morse plant. Materials of de- 
pendability make for style foot- 


wear of uniform merit. 


The clean-cut trim lines of every 
Crooker & Morse shoe closes the 


sale for you. 


Any of the numbers shown 
will be shipped upon receipt 
of your order. Let these 
shoes put you in the front 
rank with the big style 


No. 700 merchants. 


Brown Calf Oxford 


Perforated Lace and Tip, 12-8 Heel 
AA to C 3to9 


$5. 


BRIDGEWATER, MASS. 


No. 800 
Patent Leather Oxford 
Perforated Lace and Tip, 12-8 Heel 
- AAtoC 3to9 


$5.00 


No. 1700 


Patent Leather One-Strap 
Buckle 


Plain Toe, 8-8 Military Heel. 
AA to C 3to8 


$5.25 


No. 1300 
Patent Leather One-Strap 
One Button, Plain Toe, 8-8 Military 


eel. 
AA to C 3t0o8 
$5.25 


CROOKER & MORSE, Inc. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Manufacturers Making Wilson Sewed 
Report 500% Increase for the 
Month of April 


Retailers are Re-ordering 


The 


WILQON ~**« 
Tat WEWED 


Shoe 


is supplying the demand for light, pretty strap effects with 
the additional wearing qualities of a welt 


PLACE AN ORDER NOW 


In case your manufacturer or jobbers cannot supply you, 
write us. 


Made in all grades in the following shoe centers: 


Brooklyn Rochester Cincinnati 
St. Louis New England Pennsylvania 
St. Paul Milwaukee 


ASK US ABOUT OUR $3000.00 CASH PRIZE 
CONTEST open to your customers — 


** No expense to you.” 


WILSON PROCESS INCORPORATED 
Canadian Pacific Building 
NEW YORK CITY 


BOSTON ROCHESTER ST. LOUIS 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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‘The Guarantee of Trotection 


forArch Aid Dealers 


Our attention has been directed to propaganda, the nature of which gives us 
reason to believe that certain interests are endeavoring to bluff shoe retailers. 






Dealers are being warned that law suits may be filed against them if they buy 
and sell rigid shank shoes other than those manufactured by this 
apparently greatly interested party. 










PLEASE NOTE 


Every trade-mark—every feature of 
construction—of Menihan Arch Aid 






We share every merchandising bur- 







: ° den 

Shoes is protected by registry, copy- 

right or patent, and these have been We back up our “Agencies” in every 
approved by the best legal talent way 





obtainable. 





Line up with the proposition that is 
We will protect—defend—and back making them all take notice— 
up any dealer who buys our shoes. 






Fall Agencies now being placed— 





Protected as we are by registry, copy- The Agency may still be open for your 
rights and patents, we can assure town. 
every dealer that any one troubling ‘ F . P 
him on account of our shoes will get DO NOT DELAY 
a run for their money. WRITE TODAY 



















The Arch-Aid Shoe Company 


40 
d 





MANUFACTURERS & DISTRIBUTORS 


Rochester V-D° 
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IN STOCK 


For At Once Shipment 


Our Latest Novelty Slipper 
Excellent Quality. Patent leather, turn, full 
leather lined. Sizes 3 to 8, widths B and C. 
12, 18, 24, 36 pair case lots. 

Price, $4.25 


Terms: 2/10—Net 30. Style No. 101 


Harry W. Felstiner & Co. 


HAVERHILL, MASS. 
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Hit the high spots in findings this aoene 
It will pay you to carry a stock of 


; EASY CLEANING FLUID 
betrel Xe rs Cheanser that Lasves no gremy tog Blee cker's 


ANGI) ©=6SHU-Foam SST vey. 


FLU | D the new liquid whitener that ‘ 
Will Not Rub Off. Keeps White Shoes White 


Ia Yves Put up in attractive cartons for Retail Sale. 
D be. = — Sold in bulk to Manufacturers. Will Not 
be ret) (0 MO) acre ie. Write for Samples and prices. Rub Off t 


Cleaning Com ——- Mfg. Co., Inc. 














HOTEL 
OPPOSITE SOUTH STATION ess EX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


You will enjoy your stay at the** Essex."" Everything is so on ie for your comfort. Business can be done 


from here most conveniently. More than a thousand shoe and leather firms are close by. Once you ex- 
perience the advantages of stopping at the “‘Essex’’ you'll wish a reservation here again. 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 


(FSS RSE TSSSSSESSESSERSCSHSCESOEREEEEE SES 
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th. Gua 


If it’s Good enough for 


SL, tebcte.t tobe, 


It’s good enough for 
THE WHITE HOUSE 


SY, tote. Moers of auwrian 
Tanners of 


Levor Grain Kid—Cabretta 
Levor Grain Goat—Chevrette 


BOSTON GLOVERSVILLE, N. Y. NEW YORK 


Distributing Force 


ARTHUR S. PATTON LEATHER CO. GEO. W. NEWMAN LEATHER CO. 
ST. LOUIS CINCINNATI 


McGAW & ATKINSON EDWARD ZOHRLAUT 
CHICAGO SAN FRANCISCO 
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Black Satin 


The above illustration 
shows one of our Jatest 
styles. It will prove an 
important factor in your 
season’s sales. We cannot 
too strongly advise its pur- 
chase without delay. 


Witherell 


TURNS 
Haverhill 


grade one constuction 


are values that will gain 
steady business for you at 
most favorable prices. An 
order will prove the satis- 
faction with which our 
turns can be. sold. 


Sales Rep. for lowa and Neb. 
WwW. J. CULLY 


316 Paxton Block 
Omaha, Ne 
































E. A. & M. C. Witherell Co. 


Factory: Boston Office: 
Haverhill, Mass. Rice Bldg., Room 406 
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““MADE'IN U.S.A 


White Shoes Do | 








For a Preparation that 
will restore that new look 
to Heels and Edges of 
White Shoes by a Simple Application. 








WRow White Shoe Edge 


Brings back the beauty to rubbed heels and 
edges that have become soiled by shelf wear 
or use. Is chemically correct. Dries quickly 
and very hard. Will not powder off. One ap- 
plication covers. Equally good for rubber, 
fibre or leather soles and heels. Nojwaste 
whatsoever 

Sample jar sent to Dealers, on request.:: White enamel 

caps. Easily removed. Brush in every package. Retails 


at 25c. Two Dollars per Dozen. Postpaid. Twenty-two 
Dollars per Gross. Postpaid. 


Manufactured by 


J. W. JOHNSTON 


New Arts Building Rochester, N. Y. 
(Dept. B. & S.) 


we © 


SHOE LACES 


“OLD RELIABLE”’’ Brands 


Trade Mark Reg. U.S. Pat. Off. 


“The [Kind That Sells” 




















‘““RADCLIFFE” “DUDLEY” 
(Trade Mark) (Trade Mark) 
“VALE” “c” 


(Trade Mark) (Trade Mark) 


NARROW, FLAT AND ROUND LACES 
72 Pair Per Box 


MANUFACTURERS 


FRANK W. WHITCHER CO. BO8%25 U.S. A. 





May 6, 1922 BOOT AND SHOE RECORDER 


Tide 


i" 
A, A ir 
= > a th 


Shoes of Distinction 


by 


Pbilmall, Tne. 


DESIGNED AND 
EXECUTED 
EXCLUSIVELY FOR 


THE BETTER TRADE 


THOROUGHLY BENCH MADE 


During the Style Revue 
Phone Spring 9657 


You will receive immediate service 


hilmall, Tne. 


147-153 ‘WAVERLY PLACE 
NEW YORK CITY 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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SERVICE 


: Victoria Bro 


SAMPLES AND QUOTATIONS UPON REQUEST 


Barnet Leather Co., Inc. 


81 Fulton St., New York City 


New England Distributor: Tanneries: 


Barnet Leather Co. Inc. of Mass. 
98-100 South St., Boston, Mass. Little Falls, N. Y. 


The Boot and Shoe Recorder will appreciate your mentioning the publicati in replies to advertisements. 
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Hand-to-Mouth Buying of Leather 


up since Easter in the manner 
which it was hoped it would. Some 
shoe factories are busy cleaning up their 
orders for Spring and Summer and are 
still receiving some business for as early 
delivery as possible. This involves a con- 
tinuance of the policy of hand to mouth 
buying of leather, with no substantial 
change in the matter of price or volume. 
The firmness of the raw materials mar- 
ket and also its upward tendency, indi- 
cates that there is little likelihood of any 
price concessions in leather, either of 
upper or sole, during the next few months. 
The general industrial situation which is 
affected by strikes and labor disputes is 
retarding business in the leather and shoe 
industry at a time when factories should 
be on a more active schedule. Tanners 
are operating at low capacity—anywhere 
from 25 per cent to 75 per cent of what 
they could make. It is the general feeling 
that with these labor controversies amica- 
bly settled, there will be a general im- 
provement in the leather industry. 


Good Call for Suede Calf 


The market for calf leather continues 
on much the same basis as for the past 
few weeks. There is a slightly improved 
call for the lighter weights, particularly in 
the popular shades of brown. There is 
also a good call for suede, calf in gray, 
tan, brown, and black. The best suede 
leather brings 63c per foot, the medium 
grades from 40c to 50c. The top grades 
of smooth finished calf leather, full grain 
colors are quoted at 40c to 43c, the me- 
dium selections 35c and the lower grades 
30c. Blacks are quoted from two to three 
cents less per foot. There is very little 
bargain leather on the market and tan- 
ners are firmly maintaining their prices. 
With raw calfskins showing an advanced 
tendency, there is little outlook for any 
cheaper calf leather this Spring. 


Side Leathers 


The side leather situation is not show- 
ing any special improvement, although 
such shoe manufacturers as run on a 
heavier or staple line are purchasing fair 
size lots of heavy waterproof leather, veals, 
kips and heavy sides. The better grades 
of side leather range all the way from 20c 
to 30c a foot according to quality and 
weight. A fair call continues for colored 
snuffed sides, the prices ranging from 12c 
to 18c and 20c per foot. Considerable 
buck is also being cut for women’s low 
shoes, the prices running from 30c to 43c, 
with the genuine buck bringing’ from 60c 
to 75c. 


EATHER buying has not speeded 


. selections. 


Still Continues 


Glazed Kid 

Tanners of glazed kid are getting 
busier, and with prices of raw goatskins 
at their present height there is little 
prospect of cheaper kid leather this 
Spring and Summer. The top prices of 
colored kid range from 70c to 80c per 
foot; medium grade leather is quoted 
from 30c to 45c and cheaper grades for 
less money, according to the quality and 
The kid factories have been 
running on fair capacity, although they 
have made some accumulations. 


Patent Leather 
The patent leather market is nearly as 


active as it has been during the past few 
months, and good sales of patent sides 
are being made for the low priced foot- 
wear. Trade has also been good on the 
better grades. Cheaper selections of 
chrome patent sides bring 43c per foot, 
medium selections 35c, and lower grades 
30c. Patent colt and kid still range from 
60c to 80c per foot. 


Sole Leather 


The sole leather situation is marked by 
slow trading, although tanners are not 
inclined to listen to low offers. More 
sampling has been in evidence on the 
standard lines of sole leather. ; 





Comparative Leather and Hide Price 
Upper Leather (price per foot) 


Pre-War 
$0.32@$0.35 
.30 1.40@ 1.50 
.28 1.30@ 
22 -75@ 1.00 
.20 65@ .90 
50 1.40@ 
.30 .90@ 1.00 
.26 .65@ .70 
40 1.40@ 
.30 1.35@ 
.30 1.35@ 
24 -70@ 
22 .60@ . 
12 .20@_ .36 
30 85@ 


Calf, suede, top grade 

Calf, smooth, colored, top grade 
Calf, smooth, black, top grade.. 
Side leathers, colors, top grade. . 
Side leather, black, top grade... 
Genuine buck.. ‘ 

White buck, pant grade (side Tea) 
Elk, heavy side.. eae eae 
Kids, colors, best hee: Os 
Kid, colors, top grade 

Kid, black, top grade.......... 
Kid, medium, colors........... 
Kid, medium, black........... 
Kid, cheap. . on 

Chrome patent adn. 

Patent kid. . 


.28@ 
.26@ 
.18@ 
.16@ 
45@ 
.28@ 
21@ 
35@ 
.28@ 
.28@ 
.20@ 
18@ 
.06@ 
.25@ 
A0@ 


Peak 
$1.40@$1.50 


1.40 


1.60 


1.65 
1.60 
1.50 
1.10 
1.00 


1.05 
1.40@ 1.60 


®SOSOOOSOOOOHOOOHO 


Sole Leather (price per pound) 


er er 32@ 
Union. . Pe per fear ..@ 
No. 1 oak dence. ee .38@ 
No. 1 oak bends, shoe are rs.” use. 46@ 
No. 1 oak bends, finders’ use... . .-@ 


33 56@ 58 
36 90@ ... 
39 92@ .95 
AT .98@ 1.05 
48 1.15@ 1.25 


®OOaeOSsH 


Raw Hides and Skins (price per pound) 
(1913 Av.). 


Native steers, as used in sole 
leather, harness, etc. . oe — 

Heavy Texas steers, for sole 
leather. . 

Light native e cows, ‘for side upper 
eather. 

Branded cows, ‘for Tight ‘sole 
leather. . 

No. 1 bails for heav, y | appar ‘end 
side leather. . 

No. 1 Chicago City calfskinsf for 
fine calf leather. . 

Kips for upper leather.. . 

B. A. ~sasad for henlock sole 
leather. . : 


1834 
18 ..@ 50 


13%@ 
13 @ 
11K%@ 
104%@ 
08 @ 


10 @ 
10 @ 


1%@ 


52@ 55 


-.@ .62 
.-@ 50 
45@_ .50 


80@ 1.02% 
65@_ .80 


A2@_ «46 
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Profits From These Displays 


OW is the time to give a thought to your Keds 
N windows. Your customers are beginning to consider 
the outdoor appeal, summer comfort, neatness and cool- 
ness of Keds. It’s Keds-time, and big profits are coming 
if you give the proper display to your stock of Keds. 


ur customers can see this Keds 


sign from any part of the store. It is 


ad 


een Artistic cards have been sent to every Keds dealer. 
Feature these with a representative line of Keds in your 
windows and watch the crowds come in for Keds. Use 
them on your shelves and counters. No extra expense 


is needed for decoration. Just these cards and Keds! 


If you have not received your set of displays, write to 
your wholesale distributor or to our nearest branch. 


United States 


: The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Children’s Canvas Rubber Soled Shoes 


Summer Vacation Days Will Soon Be Here—Cater 
to the Little Folks by Having Wide 


T has been well said—‘‘Get the chil- 
dren’s business and their mothers 
will follow.”” There is, unquestionably, 
much truth in this statement, and we are 
wondering how many retail shoe mer- 
chants are missing “one good bet”’ in the 
children’s canvas, rubber-soled shoe busi- 
ness. 

There are, according to reliable figures, 
some 40,000,000 children below the age of 
15 years in the United States. Of these, 
probably about 30,000,000 at least, are 
between the ages of five and 15 years. 
These youngsters to the last one, either 
wear or would like to wear rubber-soled 
canvas shoes in the Summer. Don’t you 
remember when you were a kid, how you 
always started to pester “Dad” for a pair 
of sneakers when Summer started to roll 
around? Well, the youngsters of today 
have not changed since then, and nothing 
will tickle them more than to be equipped 
with a pair of these ideal Summer shoes to 
play. in during their vacation. 


Shoes for Every Occasion 


But if the youngsters have not changed, 
the shoes they wear, have. Instead of the 
old-fashioned, plain “‘sneaker” of yester- 
day, they now have a wide range of choice 
to pick from. There is, for instance, the 
sturdy shoe for rough wear on the farms 
or hard, suburban pavements, that will 
outwear any pair of leather shoes and at a 
lesser price. There are also the attractive 
brown leather-trimmed athletic shoes for 
playing ball. These are the delight of every 
small boy. For the little girls end smaller 
boys there are the brown and white cross- 
strap sandals, the attractive one and two- 
strap Suzanne, and Mary Jane pumps, 
both in white and in brown and white. 
Then, for the youngsters who just want a 
light-weight, plain shoe, there are many 
models in all colors; somewhat similar to 
the old “sneaker.” only much improved, 
in both appearance and wear. 


Not Substitutes for Leather Shoes 


These, and many other models, appeal 
strongly to the children’s trade and it 
would seem that the retail merchant is 
overlooking a profitable Summer business, 
if he fails to push these canvas, rubber- 
soled shoes for children. He not only has 
the advantage of the youngsters’ natural 
desire for them, but also the fact of their 
comparative cheapness. They will not cut 
in on his leather business, but rather will 
they tend to increase it. Rubber-soled 


Range of Play Favorites 


shoes are not a substitute for leather shoes, 
but have a utility and field of their own. 


Investing in the Future 


The children of today are the men and 
women of tomorrow, so that, besides 
bringing their mothers to the store, they 
will continue to bring their own trade as 
well, as they grow up, and besides, chil- 
dren are notoriously good word-of-mouth 
advertisers. If Brown & Co. sell a pair of 
canvas, rubber-soled shoes to a “kid’’ and 
he likes them, it is a safe bet that every 
youngster in the block knows about it. 
These are facts it seems, that should in- 
fluence the shoe merchant—that in adver- 
tising to this particular child’s trade in the 
Spring and Summer he is making an in- 
vestment above the ordinary. He is in- 
vesting in the future. 


‘“‘What’s Ahead in Rubber 
Business” 


“Business is on the way upward. The 
rubber business was one of the first to 
suffer, and is now the first to recover. Tire 
manufacturing, which is approximately 
75 per cent of the rubber business, is on a 
sound fundamental basis,’’ declared P. W. 
Litchfield, vice-president and factory man- 
ager of the Goodyear Tire and Rubber 
Company, in an address delivered recently 
on “What’s Ahead in the Rubber Busi- 
ness,” before the East Akron Board of 
Trade. 

“In the Spring of 1920, the monthly 
wage average at Goodyear was 250 per 
cent of the 1914 wage, with the cost of 
living, 215 per cent of the 1914 cost of 
living. Today the purchasing power of the 
average employee is approximately 30 per 
cent greater than in 1914, and approxi- 
mately 20 per cent greater than in any 
year since 1914, except 1921. These facts 
spell sound prosperity for prospective 
business in general. 

“A year ago was a time for extreme co- 
operation, and that is equally true today, 
but the rewards of optimism and courage 
are already apparent. The rubber industry 
is going ahead on these lines, and other 
business must follow in the same direction. 


Sweden Ships Galoshes to 
Roumania 


According to consular reports, Sweden’s 
trade with Roumania is on the increase, a 
shipment of 14 carloads of Swedish ga- 


loshes having been made recently to the 
latter country. Imports of rubber into 
Sweden amounted to 1093 tons in 1913, 
but during the war such supplies were to a 
large extent cut off, and reclaimed rubber 
was used as a substitute in manufacturing. 


Gutta Percha Making 
Unnecessary 


From the time Goodyear efforts have 
been made to treat gutta percha so that it 
would vulcanize and have at least a por- 
tion of the elasticity of rubber. The early 
experiments were not successful, according 
to the “India Rubber World,” which says: 
“Gutta was hardened until it approached 
vulcanite, but it did not take on resilience. 
A recent process patented by Peachey, 
however, indicates that a certain elasticity 
is added to gutta when vulcanized by his 
process. 

“This is very interesting, but ‘is not a 
present necessity. The world has thous- 
ands of tons of elastic gum for which there 
is no market. What is needed is to make 
gum elastic into gum plastic. If our chem- 
ists would turn India rubber into gutta 
percha they would help the arts enor- 
mously. Furthermore, the product would 
command a high price for a long time, and 
would help to use up surplus crude 
rubber.” 


Rubber Importations To 
Decrease 


From now forward it is expected that 
the importations of rubber will steadily 
decrease and that a considerable shrinkage 
of spot stocks will be seen. Just how Jarge 
the stocks in this country may be, is a 
matter of pure conjecture, but that they 
are not under 50,000 tons, as some con- 
servative people assert, admits of no ques- 
tion. The London stock is now 68,601 tons, 
an increase of 514 tons for the week ending 
April 29. 

The market had a steady undertone at 
the closing, with holders generally asking 
164c for ribbed smoked sheets on the spot 
and for May dealing; 1634c for June, 17 4c 
for July-September, 17%c for July- 
December and 18%c for October-De- 
cember, with best bids 4c less. The off- 
grades also were quiet, but steady. 

No business in Paras was reported, but 
the market was firm on the basis of 1834c 
for upriver fine, 13%4c for upper coarse 
and 14 \<c for ball. 
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“CONSTANT COMFORT” 


**AMERICA’S BEST COMFORT SHOE” 


All retail merchants are today striving for a quick turnover of 
their stock. This is essential, Let “Constant Comfort” In Stock 
Service assist you in reaching this goal. Sixty numbers of oxfords, 
straps, Juliets and boots are carried in stock ready for same-day ship- | 
ment. Don’t lose sales by being short of sizes. Order today. 























Ault-Williamson Shoe Co., Manufacturers | 


LOS ANGELES OFFICE, 109 E. 8th STREET ° 
Auburn BoSTON OFFICE, 139° LINCOLN STREET Maine 
No. 144R—Black Kid Two-Strap Pr . Imi- Kansas City, Mo., Office—Suite ““C” Mass. Bldg. , 
tation Partreated Tip, Black Kid Lining, 13/8 Minneapolis Office— loom 10, Loeb Arcade Shoe Rechange, Ne. 7 So. Fifth St 
Cat's-Paw Heel. In Stock A, B, C, D. .$3.25 








No. 84R—Black No. 52R—Best Quality 
Kid One-Strap | he Black Kid Oxford, 13/8 
dal, 12/8 Cat's-Paw Heel, Black Kid Lining 


Heel.. $2.15 


» 2 @ = No. 50R—Same style 
No. 90R—Black Kid Stock Tip Oxford, 9/8 ; 
Cat's-Paw Heel. ‘ ‘ . a style in Teele jn Plain Toe. 
No. 91R—Same style Plain Toe. $2. 
Both In Stock C, D, Eand EE. .$2.35 Both In Stock A, B, C, D, E 























| F. ormer advertising 


manager of large 
shoe manufactur- 
ing corporation 
canaccept limited 
number of non- 
conflicting adver- 
tising accounts 


Printing 


A Barometer of Commercial Prosperity 


PDO SE 








eg 


Irrespective of your business activity, your 
printing must fit its scope. Otherwise, no mat- 
ter how low the cost, you are paying dearly for 
it. 

Printing differs from other industries in that 
it deals with every calling and is closely identi- 
fied with the prosperity of each. A manufac- 
turer of shoes has but little interest in the piano 
industry; but both the shoemaker and the piano 
man are interested in printing adaptable to their 
individual needs. There are few callings, in- 
deed, in which the intelligent or the careless use 
of printing does not mean a big difference in 
their success. 

The more you think this over, we feel, the 
more you will agree your printing should be ex- 
actly right—not nearly so. 

There is no obligation, expressed or implied, 
in connection with calling us in to assist you 
with suggestions. It’s what the Howard Service 
Staff is for. 


THE HOWARD PRINT, INC. 
Quality and Service 
Campello Station, Brockton, Mass. 


PIEPER SOS EL OLE DABS 


Originality 
Individuality 
Personal 
Service 


NOo2wwwDts Or | 


Walter G. Dennison 
157 Federal St. Room 214 Boston 


aps eS 
By ANGE RDC IO GOAD OSC DID Or IID OOS 


publication in replies to advertisements. 
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Rubber Quotations 


Plantation— 

First latex, crepe, spot..... 16144@.. 

164@. 

163%4@ 

I74@. 

1744@ 

164.@ 

1l6le@ 

1634@. 

17} 4@ 
July-December 17%4@ 
October-December 18\4@ 

Brown crepe, thin, clean 5 @ 

Rolled. .. . I3lo@ 

*Amber No. 1534@ 
Amber No. 2....... 15%4@ 
Amber No. 3 I5\4@.. 

Para—Up-river, fine. . 1834@. 

*Up-river, coarse... I3\4@. 

*Island, fine. 1734@. 
Island, coarse... 914@.. 
Caucho, ball, upper 4\4@.. 
Caucho, ball, lower. . 12 @.. 
Cameta. . a @ 9% 

*Centrals—Corinto. . . @10 

*Esmeralda 

*Mexican scrap 

*Guayule, wet. . 

*Guayule, dry 

*Balata, block, Ciudad... . 

*Balata, block Colombian 

*Balata, Panama..... . 

*Balata, sheet @70 

*Benguella, No. 2. . @ 9 

*Kassal, prime black @.. 

*Kassal, prime red........ @12 


July-December..... . . 
Ribbed, smoked sheets, spot 

a 

June..... ia 

July-September 


@ 9% 
@13 
@26 
@55 
@A42 
@40 


*Nominal. 
Scrap Rubber 


The market remains dull and uninter- 

esting with prices wholly nominal: 

Boots and shoes.......... 2%4@.. 
Arctics, trimmed.......... 14@.. 
Arctics, untrimmed.... . . 14@.. 
Inner tubes, No. 1......... .. @; 
Inner tubes, No. 2......... ... @ 
Hose, steam, fire... .. 44@ 
Tires—automobile. . . . \4@ 





New Shoe Stores 


L. R. Steel, Inc., Twelfth Street, near 
Vliet, Milwaukee, Wis., shoe department; 
L. R. Steel Company, Inc., Douglas block, 
College Avenue and Oneida Street, Apple- 
ton, Wis., shoe department; The Fiebrich- 
Fox-Hilker Shoe Company, Main Street, 
Racine, Wis.; Ross Bros., 23 West Street, 
Boston (will open about May 15); Emer- 
son Shoe Company, 1410 Elm Street, 
Dallas, Texas (L. L. Firestone, manager); 
Zesmer’s Bootery, 1412 Elm Street, Dallas, 
Texas; The W. G. Simmons Corporation, 
85 West Main Street, New Britain, Conn. 
(Mrs. W. H. Fogarty in charge): 

Chapman Shoe Store, Superior Avenue, 
near East 123rd Street, Cleveland, Ohio 
(third store in chain). 
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A 92-Year Old Woman Shoe Worker 


Mrs. Susan A. Walker Travels Daily from Amesbury to 
Newburyport N. D. Dodge Factory 


ITHIN a few months of her 93d 

birthday, and still able to work 
daily in the Nathan D. Dodge Shoe Com- 
pany’s factory, at Newburyport, is the 
record established by Mrs. Susan A. 
Walker of 310 Main Street, Amesbury, 
Mrs. Walker will be 93 years old on 
July 2. She lives in the Ferry district of 
Amesbury and for more than 40 years has 


Mass. 








MRS. SUSAN A. WALKER 
Of 310 Main Street, Amesbury, Mass.,—within 
a few months of her 93d birthday, well-informed 
on current events and an interesting talker. Does 
all her own housework besides a full day's work, 
every day in the week, al the Nathan D. Dodge 
Shoe Company, Newburyport, Mass. 





traveled back and forth from her home 
to her work on the street car. 

She was born in Wolfboro, N. H., in 
1829, daughter of George W. and Clarissa 
Folsom. Her grandfather, Nathan Lee, of 
Wolfboro, was a soldier in the American 
Revolutionary War and the War of 1812. 
The family moved to Amesbury when she 
was a child. 


An Early Riser 


Mrs. Walker lives alone and does all her 
own housework. She is a believer in the old 
proverb, “‘Early to bed and early to rise, 
makes a man healthy, wealthy and wise,” 
for she rises each morning at 5.30 and does 
all her own housework: before starting to 
Newburyport for her day’s work in the 
factory. 


Before entering the shoe industry, she 
was forewoman. for many years, at the 
Bailey Hat Shop. She enjoys good health 
and is bright and active for one of her 
years. Her faculties are as acute as many 
20-years her junior. She is well-informed 
on current events and is an interesting 
talker. 

Popular with Everyone 


She is popular with the members of the 
firm and with her co-workers. Her birth- 
day anniversaries are made the occasions 
of celebrations in the department in which 
she works. On her 90th birthday, she was 
presented with a $100 Liberty Bond by 
the firm, and on reaching 92, she received 
a purse of money from factory employees. 

She is a devout church member, being 
a regular attendant at the Universalist 
Church, Amesbury. 

Her first vote was cast at the presiden- 
tial election in 1920. She voted just after 
the opening of the polls, and received a 
congratulatory letter from Vice-President 
Calvin Coolidge, which she prizes highly; 
she also received a letter of thanks, follow- 
ing the election from Governor Channing 
H. Cox. 

Mrs. Walker says: “It will still be a 
number of years before I shall give up 
working.” 





Providence Notes 


Wholesale Trade Better 


Business in the wholesale trade here 
has been considerably better the past 
two weeks, although it has been mostly 
on children’s pre-Easter business. Cheaper 
grade lines of women’s shoes on mostly 
fill-in orders were shipped. Plain white 
canvas and combinations are now being 
made ready for the Summer trade. 


Stilts for Boys 
The past week at the F. E. Ballou Com- 
pany shoe emporium a $1 pair of stilts 
was given free with each pair of boys’ 
leather shoes. The stilts were the ad- 


justable kind, three different heights 
being possible. The idea proved a very 
good one, a large amount of boys’ foot- 
wear being sold. 


Association Meets May 2 


The regular monthly May meeting of 
the Rhode Island Shoe Retailers’ Associa- 
tion will be held Tuesday evening, May 2, 
at the shoe emporium of Thomas F. Peirce 
and Son. Plans for the coming Summer 
months and the annual “big outing”’ will 
be discussed. 
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FOUR VERY ATTRACTIVE 


CUT OUTS 


READY FOR DELIVERY 
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MOLLA BUTTERFLY 
2206—Pat. Colt Cut Out 2207—Pat. Colt 
AA to C AA to C 


$5.25 $5.50 


+ 
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2501 —White Cab, Two Strap 
12/8 Heel, AAtoC $5.50 


2500—Pat. Colt, Two Strap 
9/8 Heel, AA toC $5.00 
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WT. HOLMIES COMPANY 
Exclusively Ladies Shoes 
IS NORTH FOURTH ST. PHILADELPHIA 
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His Motto Is 
‘Honesty’ 


J. Frank Crehan, an Authority 
on Lasts and Good Fitting 


J. Frank Crehan is surely one of the 
liveliest and busiest men in the shoe travel- 
ing fraternity. When not on the road, he 
can be found at the factory of French, 
Shriner & Urner in Boston, outlining new 
samples and patterns, or whittling new 
lasts for models. Frank is a great “Stick- 
ler” for perfect fitting shoes and more than 
one last manufacturer has had to concede 
to him supremacy as a judge of what is 
correct. And his trade knows this, for when 
“Frank” decides that a last and style is 
right, his customers loyally rush to enroll 
themselves under his standards. 

To enumerate the number of years 
which J. Frank Crehan has been con- 
nected with French, Shriner & Urner 
would necessitate going into the delicacies 
of an age discussion—and as a man is al- 
ways as young as he feels, our shoe traveler 
expert can be counted with the youngest. 
Although “Frank’’ may be numbered 
with the pioneer shoe travelers, from 
his standing with his customers, and his 
youthful spirit, it looks as though he 
would be with them for years to come. 
Men of his type are but few and these few 
are always sought after. 


Frank Covers Big Territory 


Mr. Crehan covers a very extensive 
territory—from Boston to Denver—the 
North and the South, making the larger 
cities and calling on, and selling the large 
accounts in his territory. It’s really a 
treat to see “Frank’’ come into a store 
with his bright smile, his cheerful words 
and truthful matter how 
gloomy the atmosphere has been before 


manner, no 


his visit, the whole world is flooded with 
sunshine. For he is an optimist of the most 
pronounced type, yet his visualizing of 
conditions generally warrant his optimism. 


|< * a + + a. << «<a © a © 


He is a close observer of conditions, pecple 
and the times. To him many a successful 
retail shoe merchant owes his present suc- 
cess in business, and to more than a few 
retail shoe salesmen has Frank extended 
encouregerrent end belp to go into busi- 
nessfor then selves. Not only are the buyers 
and proprietor of shoe stores, Frank’s real 








DAVE E. KESSLER 


With Beltman-Dunlap Company, Cincinnali. 
Mr. Kessler is covering he terrilory this season 
of Ed. Hughes, Sr. Mr. Hughes’ illness pre- 
vented him from making his usual trip through 
Kentucky, Tennessee and Alabama. “Dave” 
Kessler is a man of over fifteen years affiliation 
with the shoe industry. He was formerly on the 
sales force of Marks & Sliz, Cincinnali 








friends, but the retail shoe salesmen, as 
well. He knows most of them by name and 
they all know him as a staunch co-operator 
and co-worker. 


4 Good Counsel 
He hes proved a wise counsel for the 
shoe buyers in his territory. To Frank, 
they submit their problems when they are 
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in need of sound judgment end guidance. 
As an executive, “Frank” hes shown his 
worth. While ke was president of the Bos- 
ton Shee Travelers’ Association, ““pep”’ 
wes the slogen and the action that “pep” 
produced kept all hands going at full 
steam all the time. 

At outings, ke is a conspicuous figure, 
not only mentally, but physically, being 
a few incl es over six feet and then some. 
Last July. et the B.S. T. A. outing, he was 
generel meneger of the water sports and 
did some vigorous splashing, while the un- 
suspecting were offguard 

When Secretary Hoover was the guest 
of the National Shoe and Leather Exposi- 
tion in Boston last July, Mr. Crehan was 
the secretary's rersonal body guard and 
escort. 


A Siz-Foot Plus Golf Expert 


The golf links about Boston claim this 
tall, likable, shoe salesman as their de- 
votee, and while he is modest about his 
accomplishments in this direction, as well 
as in other lines, saying that he doesn’t 
play golf, but “merely keeps at it,”’ he has 
a score on several courses which profes- 
sionals have never reached. 

To those who do not know J. Frank 
Crehan, we would suggest that they attend 
some gathering where he is either making 
a speech or is engaged in debate—there 
one may find some of his success secrets, 
for his talksreadily convince his listeners of 
his knowledge of his subject and his hon- 
esty of purpose. 


A Worth-While Creed 


“Frank” Crehan belongs to that school 
whose pupils have well learned the great 
lesson, the text of which is: “By being 
honest to yourself, you are honest to your 
customer; you are honest with the whole 
world and your fellow man is honest with 
you. 

Mr. Crehan’s creed is honesty. He has 
found that honesty of purpose begets re- 
spect and respect begets success. What 
more can one get out of life? 
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TO RETAIL 


AT 


FIVE DOLLARS 


IN STOCK JUNE FIRST 














No. 220. White buck, one-buckle sandal. Perforated collar 
and strap. Imitation tip. Design on toe. Goodyear welt, 
8/8 rubber heel. Widths B,C, D; sizes 2 to 8........Price $3.30 


No. 210. White buck apron oxford. Goodyear welt, 8/8 rub- 
ber heel. Imitation wave tip. Design on toe. Widths B, C, 
D; sizes 214 to 8 Se 


Terms 5%-10, 4%-30. Case Lots 7%-10 Prox. 
Garrishirg Shor Manufacturing Company 


Shoes for Women and Children 
Garrishurcg, Pa. 


‘Sane Styles and Sound Values’”’ fa 
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Three New Griffin Men 


The Griffin Manufacturing Company 
announces the appointment of three new 
men on their sales staff. W. S. Smith, who 
will cover New York State; O. H. Goldman, 
who will visit the trade in New England, 
and Fred Stone, who has the New Jersey 
territory. These gentlemen are all ex- 
perienced dressing men and are very en- 
thusiastic on the Griffin line. 


Callaway New Trupedic Man 


The Churchill and Alden Company has 
recently added to its salesforce B. L. Calla- 
way, formerly with the Holland Shoe 
Company. Mr. Callaway will represent the 
Churchill and Alden Company in the 
South as its special Trupedic representa- 
tive. Mr. Callaway has a host of friends 
throughout the trade and is particularly 
well known among the buyers in the larger 


cities. 
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selling. He will probably come home again 
to celebrate the Glorious Fourth. 


Dillon Visits National 
Secretary 
L. J. Dillon of the Newcomb-Endicott 


Company was in Boston this week, looking 
over the market and getting ideas on the 
new creations of Eastern factories, prepar- 
tory to placing his Fall orders. Mr. Dillon 
made a call at the office of the National 
secretary and told T. A.D. that he ex- 
pected a big trade this Fall. Said he: ““The 
women want style and moreover, must 
have it. The more style there is, the more 
business is there transacted—and there 
you are.” 


P. Sullivan Sales Convention 


The entire selling force of the P. Sullivan 
Company has been at the factory during 
the past week studying styles and pat- 
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William P. Brennan on Trip 


William P. Brennan who travels for 
Richards & Brennan, Randolph, Mass. 
celebrated May Day by starting on a trip 
through the West and South. He will be 
away from the Randolph, Mass., factory 
about two months. “Hoff” as he is popu- 
larly known by his many friends, is a 
worker. He intends to call on every possi- 
ble account, large and small, in his terri- 
tory. It is a safe prediction that after he 
has been on the road for a few weeks, the 
wheels of the Richards & Brennan plant 
will be turning several degrees faster. 


Fuller With E. E. Taylor 


Raymond R. Fuller, formerly with Greg- 
ory & Read Co. of Lynn, is now associated 
with E. E. Taylor Company of Brockton. 
His entire attention will be given to the 
selling of the women’s shoes manufactured 
by this concern. 








W. B. FLENNIKEN 
Who represents the Rice € Hutchins Cincinnati 
Company in Tennessee 








Jake Whalen a Congressional 
Candidate 


John J. Whalen, who is now calling on 
his trade in the interests of the line of 
men’s welts of the Barney, Capen & Den- 
ham Co., is a keen student of the political 
situation, for he himself has already an- 
nounced his candidacy for the democratic 
nomination for Congress. And as “Jake” 
is a winner, his many friends in the big 
shoe city of Brockton are predicting that 
he will soon be taking an active part in 
legislation. Mr. Whalen intends to stay out 
on the road until about May 30, when he 
will come home for a little recess and will 
then go out again to complete his shoe 


CHARLES AUER 
Who will cover New York, Pennsylrania, 
West Virginia and Virginia for The Sam B. 
Wolf Shoe Company 





terns for the Fall selling trip. Sales Man- 
ager W. T. Dickerson announces that they 
expect to be in their territories about the 
middle of May. 


Auer with Sam B. Wolf 


Charles Auer who has been with P. 
Sullivan Company, Cincinnati, for the 
past ten years, has joined the sales force of 
The Sam B. Wolf Shoe Company. He will 
cover his same territory of New York, 
Pennsylvania, West Virginia and Virginia. 
Mr. Auer needs no introduction in this 
section of the country. He expects to leave 
for his territory on May 8. 


SAMUEL E. GILL 


Who represents the Rice § Hutchins Baltimore 
Company in Eastern Maryland and Virginia 





The Wisdom of the Strong 
Author Unknown 
A little pluck when hope burns low, 
A little laugh when life seems slow, 
These are the things that wise men 
know— 
Are you wise? 


A little faith in one who’s dear, 
When Mischief whispers at your 
ear, 
And holds the God of Doubting 
near 
Your shrinking eyes. 
A word of praise to help along 
A wearied traveler in the throng. 
This is the wisdom of the strong — 
Are you wise? 
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High-grade Shoes 
for Women 


for 74 Years 











THE COMFORT SHOE THAT'S ALSO SMART 


J6T. Cousins Co New York 
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Walk-Over Traveler News 


Cherles E. Hall of the Geo. E. Keith 
Company has been slightly ill on his trip, 
but he has kept right on without interrup- 
tion. 

Warren Baldwin has cabled his safe 
arrival in Shanghai, China, after a six 
months’ trip through the Far East. 

Charles Phenix of the London Walk- 
Over organization, has been at the office 
for a few days after a most interesting and 
successful trip to some of the company’s 
stores. He sailed on April 15 for England, 
filled with enthusiasm for Walk-Overs and 
all that they represent. 

A wire to the home office from “‘Herb” 
Dalton advises that he is on the first leg 
of his journey home. Incidentally he men- 
tions a sizable order from the Isthmus. 

Mezican Political Situation Better 


John F. Packard, salesman in the Geo. 
E. Keith Company’s foreign department, 
has traveled extensively through South 
America and all of the Latin countries sell- 
ing Walk-Over shoes. He has made a num- 
ber of trips and the following article is of 
interest inasmuch as it brings first-hand 
impressions: 

“IT have recently trip 
through Mexico. The political situation, 
which has always been so involved there, 
is much better now than on previous visits. 
Travel is safer; life and property are much 
more secure than was formerly the case. 


completed a 


“‘When one considers the conditions that 
have prevailed during the past ten years, 
it must be conceded that President Obre- 
gon has proven himself a remarkable man. 
In practically a year’s time he has brought 
peace out of chaos, and regardless of what 
the future may hold in store for him, he 
must be given credit for what he has al- 
ready accomplished. 


Economic Conditions Poor 


“There is still a great opportunity for* 


improvement in the economic conditions 
of Mexico. The greatest oil wells in the 
world are located near Tampico, but owing 
to dissatisfaction on account of federal 
taxes recently levied on crude petroleum 
the Lig oil companies have curtailed pro- 
duction in so far as possible. The mining 
industry is also paralyzed because of the 
present low price of metals. 

“‘Walk-Over shoes are both well known 
and well-liked by Mexicans, but the low 
purchasing power of the general public, 
caused by the present economic conditions, 
has somewhat reduced the demand for 
goods in our grades. The country, how- 
ever, is extremely rich in natural resources 
and with a stable government should soon 
regain its prosperity, eventually becoming 
an excellent market for our product.” 


Motland Added to R. & H. 
Salesforce 
Milton Motland has been added to the 
Rice & Hutw.ins Chicago Co.'s salesforce. 
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Julian & Kokenge Salesforce 


The roster of the Julian & Kokenge 
salesmen, Cincinnati, for Fall, 1922, is as 
follows: L. G. Arens, the West; 5S. 5. 
Brewer, Alabama, Kentucky and Tennes- 
see; H. R. Harner, Vichigan; C. M. Fer- 
ring, Pennsylvania, Virginia, New Jersey, 
Maryland and Delaware; Elmer Kokenge, 
Iowa, North and South Dakota; Louis 
Kull, Cincinnati and vicinity; H. N. Lape, 
large cities in Kansas, Missouri, Okla- 
homa and Denver, Colo.; C. F. Mahar, 
Florida, Georgia, North and South Caro- 
lina; C. B. Mason, California, Arizona, 
Nevada and N. Mexico; H. C. Mayers, 
Ohio and West Virginia; Chas. H. Miller, 
New England States; Chas. S. Mueller, 
Illinois; S. R. Murphy, Canada, Chicago 
and large cities in lowa; Harlan Rhoads, 
Indiana: F. M. Samuels, Arkansas, Louisi- 





JAMES P. SWAIM 
Who travels Oklahoma for Julian § Kokenge Co. 








ana and Mississippi; H. B. Sanford, the 
East; Richard Stix, Texas, S. E. New 
Mexico and a few towns in Oklahoma; 
James P. Swaim, Oklahoma; C. R. Terry, 
Minnesota and Wisconsin; J. J. Terry, 
Kansas and Missouri; F. C. Tucker, assist- 
ing Mr. Sanford in New York and Penn- 
sylvania; J. J. Walsh, large cities in Ala- 
bama, Kentucky, West Virginia, Tennes- 
see and Mississippi, also New Orleans; 
F. A. Werner, England. 


Mark Wright on Trip 
Mark Wright of the Abbott Shoe Com- 
pany, North Reading, Mass., is calling on 
the Western trade. 


Ralph Wolpe on the Job 


Ralph Wolpe, who recently rejoined the 
Novelty Sales Organization returned to his 
territory on April 25. 
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Associated Shoe Co. Meeting 


Boston,—The quarterly meeting of the 
Associated Shoe Company was held on 
Wednesday morning, April 26, at the 
rooms of the Campany, 110 Summer 
Street. There was a good attendance. 
One of the visitors was seventy-seven 
year old J. F. Knowles of the W. G. 
Simmons Corporation, Hartford, Conn. 
Mr. Knowles is known everywhere as an 
expert on shoe store systems and has 
been fifty six years in the shoe game. 


Russians Did Not Fit 

A manufacturer bought a pair of 
Russian boots, at a popular price. The 
size was No. 4 C. But his model could 
not get the boot on to her foot. Nor could 
a model from a neighboring factory. So, 
he had a stitcher, who has a No. 3 B foot 
a slim and supple foot, too, try the 
Russian boot. She could not get it on 
her foot, and she tried until she yanked 
out a pull strap. 








Psickology”’ 


A salesman came to see me the 
other day. I asked him: “How’s 
business?” 

He looked serious and said: “It’s 
the worst in the history of our com- 
pany. And what is more, I can’t see 
anything but tough sledding ahead 
for another year. We haven't nearly 
reached the bottom yet. 

Then he asked me to buy a quan- 
tity of the important commodity he 
handles. 

I thought it over. He might be 
right. True, I had a statement in 
front of me showing practically 100 
per cent increase in the business of 
the Earnshaw Press in the past 
seven months compared with last 
year. Another statement showed we 
had booked more new business in 
the last three weeks than in three 
months previous. I had thought 
things were looking pretty good. 

But—he might be right. ““Tough 
sledding for another year. We 
haven’t reached the bottom.” 

He might be right. 

So I told him, No, I wouldn’t buy 
anything. 

He might be right.—From Earn- 
shaw House Organ. 


























Starnes With R. & H.., 
St. Louis 

The Rice & Hutchins St. Louis Shoe 
Company has added to. its sales staff 
S. S. Starnes, a Mississippi man who has 
been travelling that territory for some 
time. Mr. Starnes kas a reputation as a 
producer. 
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BRANDED OR UNBRANDED 


MEN AND WOMEN 
STOCK STYLES READY NOW 


me, 


B-962—Men's Oxford. Barnett’s Van Ruba Vamp B-972—Men's Oxford, P. & V. 104 Tan Calf, Single 
and Top. Goodyear Wingfoot Rubber heel. 12 iron sole, Goodyear Wingfoot $5 50 
° 


single sole. Hard box. — last. $5 50 Rubber Heel, “Our Advice” Last. 
Widths A to D. Code—‘Classic.” ° 
B-975—Men’s Gun Meta! Calf Oxford: Widths 


A to D. Code—‘‘*Candy.’”’ 
“*Our Advice’’ eet. $5.50 


WOMEN’S SPORT SHOES 
~~ B-107—Women's Sport Pearl Elk Oxford with 


—, _ fay and Black Duflex Ribbed Sole 
B-415—Men’s Sport Oxford. Smoked Elk Vamp and Heel. Made on our No. 125 last. $ 
and Top. Gallun’s 4 Tan Apron and Heel Stay. Red Widths A to D. Code—“Dorcas, 5.35 


y ” Ri le and Heel. N 
BOE ‘Lost “Bogey”. B-108—Women’s Sport Oxford. Brown Elk Vamp, 


“Climax.” Top and Apron. Tan “Du-Flex,” ribbed sole 
Code—"Climan : and heel. End bor. Orange fited. 125 @ ES 33 
last. Widths A toD. Code—“Diana.”” ° 
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Charles A. Eaton Company 


“*The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


BOSTON —207 Essex Street NEW YORK—127 Duane Street ATLANTA—226 Peachtree Arcade 
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McElroy-Sloan “Big Bugs” 


“Class will tell,” says the McElroy- 
Sloan Enthusiast. “Every Spring when the 
baseball season opens up, new ‘marvels’ 
and ‘phenoms’ are heralded. When the 
office boy gets the Spring fever he makes 
great discoveries at the baseball park and 
comes in telling you what great things 
some of the rookies are going to do and by 
the time the warm suns of July and August 
come around, these marvels as a rule, 
melted away and the old veterans have 
had time to show their class and are the 
ones that appear in the morning head- 
lines. Class will tell; whether. in the field 
of sport, oratory, science or business. 
Walter B. Yater is the selling class of our 
organization and leads off with orders 
amounting to $79,000, almost $80,000. 
Espie and Espie show class; they are 
nearly always right up towards the top of 
the big bugs. Last week we stated that 
David D. Lynch’s class did not justify 
him in being in the Scotchers and we pre- 
dicted that he would soon be up in the 
big bugs, and here he is. 


Arch Jennings Getting Results 


“Arch Jennings is No. 4. In the day of 
the Pioneers we learned to expect almost 
anything from Kansas. They might have 
any kind of an article out there, from a 
cyclone to an oil well, or unheard-of crops. 
Oklahoma is taking the place of Kansas 
as a sensation-creator and a thriller. We 
can expect most any kind of a sensation to 
come out of Oklahoma now. Arch Jen- 
nings is getting to be a sensational sales- 
man. He is a steady goer and he is getting 
results this season. J. P. McElrath is No. 5. 
This is a nice bunch of orders that Mac 
sends in. W. G. Gibson is No. 6. Gibson is 
warming up. Geo. E. Blue is again in the 
big bugs. Blue is beginning to show class; 
his batting average is pretty steady. If 
you remember practically every week we 
have to call attention to Blue’s work. 
M. T. Coleman is No. 8, Francisco Doll 
is No. 9 and Mr. J. Webb is No. 10. 


A Bunch of Scotchers 


“We also have quite a bunch of Scotch- 
ers, numbering 38, led off by J. W. Rut- 
land. We expected to see Mr. Rutland in 
the big bugs this week, but we suppose he 
could not make the grade. B. W. Perry is 
again in with a nice bunch of orders. Work 
will win. J. W. Beaty is No. 3. Beaty is a 
pretty steady puller. We might almost call 
him “Old Regularity.” We haven’t hardly 
anybody that sends in orders with more 
regularity than Beaty. A. O. Bryant here 
in the city has a nice bunch of orders. 
Bryant has been very consistent for the 
last few months and is getting better all 
the time. Frank L. Craddock is No. 5. We 
hope that Frank is not washed away. 
Frank runs into almost every kind of a 
trial and tribulation. We find in the morn- 
ng paper that 17 have been drowned and 
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numerous people left homeless in Fort | 
Worth. We hope Frank isn’t running true | 


to his usual form and having bad luck. 
C. L. McCain is No. 6. E. E. Campbell is 
No. 7. J. B. Chambers is No. 8, Mr. Tom 
Crowder is No. 9 and J. C. Adams is No. 
10. 
“We have seven Also Rans. We really | 
hate to call attention to the Also Rans. | 
We know they feel just as bad about it as | 
we do.” 


Muskegon Loses Expert 
Golfer 

Herbert W. Gardner, representing Chur- 
chill & Alden Co. in Wisconsin, Minne- 
sota, and Northern Michigan, has recently 
transferred his residence from Muskegon 
to Milwaukee, and established an office | 
at 25 Cawker Building, corner Wells and 
W. Water Street. 

“Herb,” as he is called by the trade, is | 
as well-known as an expert golfer, fisher- | 
man and hunter, as he is as a live-wire 
salesman. 

“Although,”’ says Herb, “it hurts not to 
be able to hit the ‘old pill’ now and then, 








_ share of the business. 
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BUSINESS 


Coming to Merchant 
Who Puts the Right 
Kind of Goods on 
Shelves and Then 
Goes After 


Sales 


Shoe men have learned during’ the 
past few months that business is to 
be had by the man who goes after 
it, in the right way. 


The days of easy selling are gone. 


Your customers are examining the 
shoes you sell more critically than 
Money comes more 
slowly to them. They demand best 
values for what they spend. The 


merchant who meets this demand 


for Quality footwear is getting his 
He doesn’t 


| have to worry about the “buyer’s 
| market.” 


In order to insure getting Quality 


| shoes you should specify best mate- 


rials in the shoes you buy. The 
thing your customers most desire 
is better soles. The sole is the basis 
of the shoe. If it wears well, the 


| customer will think well of the shoe. 


HERBERT W. GARDNER 


Who represents Churchill § Alden Co. in 
Wisconsin, Minnesota and Northern Michigan 








|. shoes you order. 


“Rock Oak” soles on 
Write to us for a 
sample of “Rock Oak.”’ Show it to 
your customers. Tell them what it 


Insist on 


| means to have “Rock Oak”’ bottoms 


| on their shoes. 


there is consolation in the fact that the | 
increasing demands for Ralston and Dial | 
samples give me plenty of exercise, chasing 
requests from Ralston dealers and new 
accounts.” 

Incidentally, it is interesting to note 
that Churchill & Alden Co. has opened up 
over 700 new accounts in the past six 
months—a truly remarkable record con- 
sidering the times and conditions. 





William H. Sanfield Dead 


Many members of the trade will read | 
with sorrow of the death of Wm. H. Son- | 
field, on April 24, at his home in Cincin- 
nati. He traveled for the Plaut Butler | 
Company during the past year. Prior to 
that time he was associated with Helming 
McKenzie Company. 


“Rock Oak”’ gives the added punch 
that sells your trade and keeps it 


| sold. 


THE AMERICAN 
OAK LEATHER 
COMPANY 


CINCINNATI 


Chicago Boston St. Louis 
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When we first stocked 
these two numbers we 
really didn’t anticipate 


No. 52 
whee NOW the tremendous demand. 
Black Velour Calf Phil- 
adelphia Oxford. B, For a few days we were a 


C,D,E. 6-11. ..$5.00 | IN STOCK trifle late in filling orders 
— but — 


We are ready now—and 
they certainly are some 
numbers. 








Regis 


No. 520 


Same style in 35 Rus- 
sia. B, C, D, E. 


M. A. PACKARD COMPANY (Pp 


BROCKTON, MASSACHUSETTS 
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__[or the Summer Camp__ 
and Vacation Trade 


Cordially extended to all who 
visit the Style Show, May 
15th, 16th, 17th, to inspect 


our full line of 
Novelty 


On Display at our 


Showrooms 


me Boks || 


not 
This Goodyear Welt Moccasin made to retail the 
at $5 to $6. Chocolate and smoked elk or in art 
combination, Flexible Korry Krome Sole, — 

° dre 
with rubber heel. ‘ 
lon 
apr 


We have awaiting you 
NEWEST NOVELTIES 
INDUCING PRICES 
LARGE SELECTIONS 
SPECIAL SERVICE 





JODO OOOO Oto Sec 9c. 90 e655 6255 25eSe5r 


This Berkshire Moccasin is only one of a large 

assortment of specialties made by this com- m 
re ° 40 

pany. Write for catalog of complete line and Col 


In-Stock numbers. log 
id 


FELIX MOCCASIN CO. - 


Lincoln St. - - = Marlboro, Mass. hue 


‘oa 
the 


os 
OO. oe 


Manufacturers and Jobbers of 
Women’s and Children’s Shoes 

















c9c¢ 


Also Maker of KIDDIEMOX 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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BOSTON 


Boston 100 Years Old May 1 
No Exclusive Shoe Stores in 1882 
Appeared as Far Back as 1754 


Stores Decorate Windows. 
But Shoe Advertising 


OSTON was 100 years old May 1. Its 
founding dates back nearly 300 years, 

but it did not become a chartered city 
until] May 1, 1822. The city limits at 
the time of the municipal incoporration 
contained 4.7 square miles—today, 47.81 
square miles. Its population in 1822 was 
16,226, while its population day on Sep- 
tember 1, 1921, was estimated at 835,000, 
making it the fifth largest city in the 
world. As a commercial and industrial 
area, comprising Metropolitan Boston, 
Boston is a city of 1,657,000 population. 
One hundred years ago today, there 
were no exclusive shcoestores, at least a sur- 
vey of the Sampson & Murdock directory 
does not reveal any. This little book is 
very interesting—it is five inches long by 
three inches wide—its “Business Section” 
contains three pages, and the names are 
not arranged alphabetically. In_ this 
Section, are listed— “‘Cloth- 
ing,” “‘Hair Dressing,’ “‘Gloves,”’ “‘Ho- 
“Books,” “Wax Works,” etc., 
but never a shoe stores name appears. 


Business 


siery,” 


Merchandising in Ye Olden Days 


Shoes at that time were made in the 
numerous little shops which dotted not 
only Boston's environs, but all of New 
England. The workmen were superior 
craftsman—they made their product well 
and kept “quality’’ uppermost in mind. 
The head of the firm usually brought his 
hand-made product into Boston by cart, 
or on horseback, and often on foot, from 
a distance of fifteen to fifty miles. He 
sold his few cases of shoes, at temporary 
larger merchants for 
shipment to the South or other parts of 
would 
auction off the shoes; sometimes shoes 


quarters, or to 


the country; some times they 
would be found for sale with books and 
other merchandise. 

The Boston merchants of those days 
also did much importing, but they did 
not import shoes, alone—shoes came to 
their ware houses with numerous other 
articles in the little ships that sailed in 
and out of Boston’s port by the hun- 
dreds. 

Shoe advertisements were published 
long before that time—for instance there 
appeared in the Boston Gazette of June 2, 
1755 an ad to the effect that Blanchard 
Cobb bad imported women’s English 
logs and shoes. On December 8, 1755 
idmund Green announced that at his 
shop on Union Street, he had for sale 
children’s Ist and 2nd shoes, and shoe 
buckles.” In the issue of September 3, 
754, Gammon Stevens at his shop in 
‘he North End offered “among other 


things, women’s and children’s English 
shoes and galoshes.”’ 


Some Centennial Windows 


Thayer McNeil’s Temple Place win- 
dows each contained a picture of Temple 
Place of fifty years ago. This street now 
filled with stores was then a residential 
section with brown and gray stone fronts. 
A group of flags was placed in either 
window beside the 1922 shoes and hosiery. 

And speaking of 1922, attractive 
styles in footwear, we would refer to the 
West Street window of this store in 
which browns and whites predominated 
and also low heels. For the men folks, 
while there were a few light tan shoes, 
the most of the shoes displayed were in 
the rich dark brown shade. 

William Filene, Sons Co. devoted a 
window to the Boston Tea Party in which 
Colonial dames and children wore for the 
most part white cotton hosiery and black 
kid shoes heel-less, laced across the 
instep in sandal effect, resemblimg the 
present day ballet slippers. The man in 
the party wore patent leather high shoes. 


Some Good Advice 


A little card printed in red and 
black has recently been enclosed in 
all of Rice & Hutchins, Inc., litera- 
ture. It reads as follows: 

Your Job is to Sell Shoes. 

Whether your direct effort is 
stock-keeping, accounting, typing 
or running errands, your salary 
would cease if we stopped selling 
shoes. 

Everything you do is related to, 
and made necessary by, the selling 
of shoes. Think and work so that 
more shoes mary be sold. 








Keep this before you. 








Men’s Oxfords Strong 


Men’s oxfords are selling well. The 
men have joined the ranks of the women 
folks apparently in their preference for 
low shoes. One big shoe merchant reports 
that men’s oxfords started to sell in early 
January and have kept moving lively 
ever since. The general opinion of the 
retail shoe men of the city is that condi- 
tions look much more hopeful. More busi- 
ness has been brought to the stores with 
the spring weather. The great majority 
feel greatly encouraged from the fact that 
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they can see daylight ahead, stocks are in 
good condition, and the public as a rule 
are not finding fault with prices. 


Men’s Business Increases 
10 Per cent 


“Our men’s business is coming along 
splendidly,” said Manager Harry R. 
Terhune of Dr. Reed’s Cushion Shoe 
Store. “We are 10 per cent ahead of this 
time last year.” 

At this store, all was activity during the 
past week, and the Foot X-Ray machine 
played a very important part in clinching 
the sale, for after the shoe salesman had 
fitted a customer, he had the man or 
woman “step up to the captain’s office” 
and see for himself. In almost every case, 
the customer seemed most interested in 
viewing his feet through the machine, and 
seeing that the shoes fitted was proof 
positive. The invariable response was, 
“All right, I see that they fit and I will 
take them.” 

This store has been doing some very 
attractive advertising and Manager Ter- 
hune attributes the store’s good business 
to this advertising. For instance, almost 
immediately after the appearance of the 
first ad showing a man’s shoe mounted on 
an artistic background, customers began 
to increase. This shoe showed “The 
Special Measure Last.’’ The ad told of its 
fitting qualification, described the seather 
color and prices, also called attention to 
the free use of the X-Ray machine. 


A New Shoe Store 


On the second floor of the Little Build- 
ing, on the side overlooking Boston Com- 
mon, with a beautiful view of Tremont 
Street from its three arching windows, is 
situated the retail shoe store of Connell & 
Carey. And to make its location more 
prominent, it is exactly opposite Uncle 
Sam’s Internal Revenue office, one of the 
busiest thoroughfares of a busy office 
and store building. 

The firm of Connell & Carey is com- 
posed of two young men, Albert E. Con- 
nell. and Thomas A. Carey, formerly with 
Thayer McNeil Company, Boston, who a 
little over a year ago opened a retail shoe 
store on the eighth floor of the Little 
Building, where they sold an all-style line 
of women’s shoes. In their “leisure” time 
they studied special orthopedic fitting. 
Mr. Connell completed the course of the 
National School of Orthopraxy of the 
Foot, and Mr. Carey graduated from the 
American School of Practipedics. The 
diplomas of both partners adorn the walls 
of their new home. 


65 Per Cent on Orthopedic Shoes 


About 65 per cent of the business of 
the new store is transacted on the Acme 
Ban-dage Arch Shu., under which name 
the store is run; the remaining 35 per 
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| Where to Buy 


Women’s Shoes 














The WESTCOTT-WHITMORE CoO. 
Syracuse, N. Y. 


irs) In Stock Specialists of 
' Wig \ 


Women’s Shoes, Party 
Slippers and Novelties. 


Write for Catalogue 











COLLINS & STAPLES 

Makers of 

Hand Turned Low Cuts 

Patent leather, % inch one 

strap with slide buckle on 

our new, Growing Girl's 

last. 
118 Phoenix Row 
Haverhill, Mass 


183 Essex St. 
Room 306 


ton 
CHOHOHOROEOEOHOSURSOOEOEOROROET 





BLEECKER STYLES 


Are the last word in footwear 
Sor stylish women 











Was in Medium and+ 
IGH ORADE 
Botwor Suppers 


all styla* made of Dometic and 
Imported Satin Brocadevand Metal Cloth. 
$2.25 ir and 


worst MGUSTIN  senonaf 














FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville. New York 








IN STOCK 

PRICE $1.35 
Women's Quality 

Satin Boudoir 


Colors—Black, Old Rose, Copen, Orchid, 
Lavender, Alice Blue 
FREEMAN & THOMPSON SHOE CO. 
Manufacturers “Comforets” St. Paul, Minn. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
76 RiverSt., Haverhill, Mass, 
Roston Office 
207 Essex Street 





cent of their stock includes style lines 
for sport and dress. These orthopedic 
shoes are shown by them in both high 
and low effects, in black, tan and white; 
they carry a 1) inch heel and a 1% inch 
heel—all have flexible shanks. 


Light and Artistic 


The store is 32 feet long by 30 feet 
wide, it is well lighted from its three win- 
dows, in addition to semi-direct ceiling 
lights. The ceiling is of white, as are 
also the cartons, which form a pleasing 
effect with their artistic pink tinted labels 
of the Arch Ban-dage Shoe. 

The furniture is of willow painted in a 
French gray, with upholstered seats, 
especially made for this store. There are 
two settees and five big chairs. The large 
rug is of old blue wilton velvet. The foot 
mirror is in easel effect with willow frame. 
Just as you enter the store is a hosiery 
department, with a large display case, in 


which samples of a full line of silk hosiery: 


are displayed beside appropriate foot- 
wear. A young lady is in charge of this 
hosiery department. 

Besides the regular customers who come 
to the store for orthopedic fitting, either 
Mr. Carey or Mr. Connell make calls to 
their customers’ homes and at the offices 
of various doctors. 


A Thousand the First Day 


These young men in their eighth-story 
store, established a fine record for them- 
selves in personal service to their clientele, 
and this service applied to their second- 
story store has effected the great success 
which they have already won. On their 
opening day, the Saturday before Easter, 
they did a business of $1000; and this 
trade has kept up in good shape ever 
since. Said Mr. Connell, “We really need 
more space, in fact, in a few weeks, we 
hope to have another room for stock, at 
least.” 

As to Heels 


To the question, “Are you selling many 
high heels?” Mr. Connell replied: “It is 
50-50 on high and low heels. We recently 
had an order from Maine for 19 pairs of 
shoes and 12 pairs of this order were high 
heels. I find beside patents and grays in 
our dress shoes, that the plain strip opera 
pump in bronze with Louis heels are 
populer.”” 


Doctor Recommends 
French Heels 


Dr. Nathanial Levinton, of the Dr. 
Reed Cushion Shoe Store sales force, has 
some very definite ideas as to women’s 
shoe heel heights, and on Tuesday even- 
ing, May 2, gave a talk before the Massa- 
chusetts Chiropody Association, 415 New- 
bury Street, Boston, in which he com- 
mended Louis heels for women’s party 
shoes. 
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His talk was entitled, “The Proper 
Footwear for the Occasion, in which 
French Heels are Commended,” and will 
go on the radio broadcast and sent all 
over the United States and Europe. He 
deplored the wearing of low heels for 
dancing from the fact that he feels they 
cause a strain on the muscles of the leg. 
“In dancing,” said Dr. Levinton, “the 
woman rises on her toes and the muscles 
of the calf of the leg are unduly stretched 
in so doing. The French heel gives the 
proper balance while dancing, because 
when the dancer stands on her toes her 
Louis heels are just about 1-16 of an inch 
away from the floor and the strain on the 
back muscles of the leg is thus released. 

“I believe that it is atrocious to wear 
sport footwear to parties—in other words, 
footwear should be chosen with an idea 
to the occasion—low heels for the street 
and French heels for evening wear. I am 
looking ahead next year, to the biggest 
business we have ever transacted, due to 
the fact that so many women are danc- 
ing in low heels, thus breaking down the 
arches of the foot. And those women 
who have been wearing the French heels 
on the street should go into the low heels 
gradually, they should try a 1% inch 
before they go into the inch heights.” 


Customers Confidence Important 


Dr. Levinton is the only foot doctor in 
New England who is fitting shoes in a 
retail store. He has a large clientele and 
fits his customers, not only at the Dr. 
Reed Cushion Shoe Store, but in their 
homes. He is a member of the Boston 
Round Table and is very much impressed 
with the course, he is a believer in the 
theory there propounded that a customer 
must be fitted scientifically at all costs, 


* and that it is better to have a “leaner” 


book on one day than to fit a customer 
with something which is not the right 
model, as by waiting until the right fitting 
shoe can be obtained, the confidence of the 
customer is completely won. 

He notices that the chiropodists of 
today are co-operating with the shoe 
stores to bring the proper comfort to 
customers; the proportion being about 
two-thirds of shoemen and one-third 
chiropodists. 


Malcolm Dodd is Dead 


Malcolm Dodd, son of George Dodd, of 
Dodd & Williams, sole cutters, Boston, 
died April 22. He was about 26 years 
old;had been educated at Harvard College, 
served in the Army and was engaged in 
the newspaper business. He was a young 
man of exceedingly fine qualities and his 
loss is a severe one. 


New Shoe Store 


Ross Brothers will open about the 
middle of this month in a new shoe store 
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at 23 West Street, in which they will 
make a specialty of accurate foot fitting. 
They will carry La France shoes in sizes 
214 to 10, AAA to EE widths, and Ra!- 
ston shoes in corresponding sizes and 
widths. The store will be well arranged 
and will bave new and complete equip- 
ment throughout. 


Visitors from Maine 


D. J. Wellahan and Charles. Lamey of 
Lamey & Wellahan, Lewiston, Maine, and 
John R. Trimble, proprietor of Trimble 
Brothers, Calais, Maine, were the guests 
of John F. Travers of the John F. Travers 
Shoe Company last week. These men 
came to Boston to buy and also to attend 
the quarterly meeting of the Associated 
Shoe Company. Messrs. Lamey and 
Wellahan stated that their men’s shoe 
business is improving; they state that 
they run a young men’s store and that 
their trade is ever alert to all of the 
latest effects in lasts and patterns. The 
women folks of their city like strap pumps 
in patents, gray sudees and tans; as to 
heels, there is about an equal division 
between 12-8 and 9-8 heights. 

Mr. Trimble stated that his women 
customers like oxfords in kid or calf in 
a dark brown shade, the lighter shades 
of tan are not so popular. Sport shoes 
and patent leathers are also popular 
in women’s lines. 


Stocking in A to D 


At the wholesale shoe house of the 
John F. Travers Shoe Company, Mr. 
Travers reports a big business. He, in 
company with the majority of other 
wholesale shoe houses, enjoyed a record 
breaking trade, pre-Easter week; on 
Saturday, April 15, he stated that he 
did not have one pair of sport or patent 
leather strap pumps left in his store. Mr. 
Travers states that his leather-soled sport 
shoes are the biggest sellers, in fact that 
he is all through with rubber soles. In 
his new shoes, there are tony reds with 
smoked elk aprons; gray with black gun 
metal aprons and beige with tony red 
aprons; white kid with gray buck aprons 
and patent aprons. One of the new 
departures of this company is the stock- 
ing of all of its shoes from A to D widths. 


Heel Company Changes 
Name 


The firm name of the Automatic Alu- 
minum Heel Company, located at 621 
Albany Street, has changed its name to 
the Automatic Heel Company. This con- 
cern has also taken over the interest of 
the Parker Rubber Mfg. Company. They 
are now manufacturing the Automatic 
Quality Rubber Heels and the Automatic 
Aluminum Heels. 
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A Shoe Store Romance 


Patriots’ Day was celebrated by Leon- 
ard W. Hollis, salesman on the first floor 
of Thayer McNeil Company, and Presi- 
dent-elect of the Boston Retail Shoe 
Salesmen’s Association, by a wedding in 
which he and a former Thayer McNeil 
shoe woman, Miss Dora E. Landerholm, 
were the principles. The ceremony was a 
quiet one and took place in the reception 
room of the Tremont Temple Baptist 
Church, Rey. Herbert Handel, Assistant 
Pastor, officiating. The bride was at- 
tended by her sister, Miss Mildred Lan- 
derholm, and the groom by his brother, 
Harold D. Hollis. The bride was gowned 
in light gray faille, trimmed with henna 
and steel beads; she wore gray silk hosiery 
and gray suede one straps with 14-8 
Junior Louis heels. Her hat was black 
on the picture type. Her corsage was of 
white and bride roses and lilies of the 
valley. She carried a bouquet of pink 
sweet peas. The groom’s gift to the bride 
was a string of pearls and to the best man 
a pair of gold cuff links. The bride’s gift 
to the bridesmaid was an aqua marine 
ring. After the nuptial knot had been 
tied, the wedding party had dinner at 
the Copley Plaza Hotel. They will reside 
at Mr. Hollis’ home in the Back Bay, of 
Boston. 

The Thayer McNeil Associates pre- 
sented the happy couple with an electric 
chafing dish. 


Rubber-Heeled Shoes Popular 


At the women’s shoe department of 
Jordan, Marsh & Co., E. Roy Smith, 
assistant to Mr. Lewis, stated that their 
leather soled sport shoes, with rubber 
heels were very popular, he also stated 
that their two-tone sport shoes with rub- 
ber soles and heels were moving well. By 
the way, Mr. Smith and W. G. Lewis, 
Manager of the shoe departments of 
Jordan Marsh Company, left on Sunday 
night, April 23, for New York to look 
over Fall styles. Mr. Smith returned 
April 27. 


Crowell with Thayer McNeil 


M. E. Crowell, formerly salesman in 
the women’s shoe department of Jordan, 
Marsh & Co., has joined the store force 
of the Thayer McNeil Company’s Temple 
Place store. He is selling women’s shoes 
on the first floor. Mr. Crowell “did his 
bit” during the world war, and served the 
Colors at Camp Dix. He is a member of 
the Boston Retail Shoe Salesmen’s Asso- 
ciation, and also a graduate of the first 
class of the Boston Round Table. 


With Nigger Brown Vamp 


One of the new shoes which the Thayer 
McNeil Company is showing at its Temple 
Place store is_a sandal with nigger brown 
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Women’s Shoes 











Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for catalogue 


MAID-RITE FELT SLIPPER CO., Inc. 
35 York St., Brooklyn, N. Y. 
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E. A. & M.C.Witherell Co. 7 ) 
Manufacturers Ys) A 


Women’s Turn 
Boots and Slippers 


Facto 
Haverhill ,— 
Boston Office 
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Rice Bldg. Room 406 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











WOMEN’S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, 
and production is “hitting on high.” The 
high-quality standard will be better main- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass, 








Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 
Inquiries Promptly 
Answered 
Samples on Request 
Felstiner-O’Connell 
oe -, Inc. 
41 Washington St. 
Haverhill, Mass. 
Boston Office, 92 Beach St. 











Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Specializ- 
ing in High-Grade Novelties 


BERNARD L. DURGIN 


Sales Representative 


Factory 
Haverhill, Mass. 





— 


STOCKBRIDGE SHOE COMPANY 


HAVERHILL, MASS. 
=U SAS 








Getting New Trade 


is mainly a matter of going after it. Write 
our Dealers’ Service Department for new 
ways of bringing customers to your store. 
BROOKS SHOE MFG. CO. 
1731-41 N- 6th St. Philadelphia 
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HOMPSON BROS . SHOE 
FINE SNOEMAKERS ’ 
BROCKTON 


Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
BROCKTON, MASS. 





























“For Men Who Care 
To Dress Well” 

A Sample Order for 

a Pair or a Dozen 

Will Start You Right 


T. D. BARRY CO. 


Brockton - - Mass, 














Gentlemen’s 
hoes 
A.E. Nettleton Co. 


STRACUSE, N.Y. 
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beveled grain vamp and beige suede quar- 
ter ineh heel, cut-outs at side. Another 
new model was of white canvas, with 
dainty toe cap of patent leather, in wing 
effect, patent leather lace stay, black 
Spanish 16/8 heel. Another smart model 
was a patent leather one strap, with beige 
quarter, and 16/8 heel. C. E. Holt, 
manager of the women’s shoe department 
first floor, reported that business has been 
exceptionally good the past week. 


Barteun with Hanan 


C. H. Barteun, formerly Manager of 
D. C. Disbrow Company, Utica, N. Y., 
has joined the retail shoe store force of 
Hanan & Son, Tremont Street. One of 
the first moves which Mr. Barteun made 
on his arrival in Boston was to become a 
member of the Boston Retail Shoe Sales- 
men’s Association. 


H. F. Salisbury Adds Hosiery 


At the shoe store of H. F. Salisbury 
Company, Room 720, Little Building, 
all was activity the past week. A new 
hosiery department is being installed. 
Mr. Salisbury has started with “right 
and left’’ cotton hosiery and intends to 
put in other lines. It is Mr. Salisbury’s 
theory that many cases of injured feet are 
caused by poorly fitted hosiery, therefore, 
he and his co-workers are going to see to 
it that their hosiery is fitted exactly cor- 
rect. This store has built a remarkably 
fine business on the right last for the 
right foot, and Mr. Salisbury and his part- 
ner, F. Wright, Jr., believe in carrying a 
very complete stock for instance, in one 
shoe, the heel measurement is three widths 
narrower than that at the ball. Mr. Salis- 
bury is a graduate of the Massachusetts 


College, and for two years was on the’ 


faculty. 


Orthopedic and Semi-Orthopedic 


Besides orthopedic shoes, he has a semi- 
orthopedic line in a plain one-strap 
pump, also a few sport shoes. His prices 
for high shoes range at about $10 and $11, 
and for low shoes at $8 and $9. Every 
two weeks, he takes a trip to New Bed- 
ford, Mass., where he has half-hour ap- 
pointments at a doctor’s office, twice a 
year, he goes out to Evansville, Ind., 
at which city he sets up headquarters in 
a hotel. His trips to this location were 
occasioned by the fact that an Evansville 
woman visiting Boston, who had spent 
thousands of dollars in trying to cure her 
feet troubles, was permanently cured 
through Mr. Salisbury’s shoe fitting. On 
her return to her city, she kept her bene- 
factor in mind and after a while paid his 
expenses to Evansville, scientifically fit- 
ting herself and friends—this was some 
years ago—and his list of customers in 
this section has been steadily growing. 
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Staples are Selling 


“Our old reliables are selling in good 
shape,” said Percy E. Thayer of the 
Thayer McNeil Company, and also 
novelties. It was to be expected that the 
latter would sell, but the way that ou 
customers have bought the staples has 
been very gratifying. In novelties, straps 
are the fastest movers, in which patterns 
patent and patent in combination with 
other colors predominate.” This stor: 
re-trims its windows every two or three 
days. A recent window showed many 
strap sandals in Grecian effects. 


What is Selling at Wirth’s 


At the Geo. H. Wirth Company’s new 
shoe store, patent leather one-straps in 
low and box wood 134 inch Cuban heels 
are big sellers. Patent and gray ooze 
combinations are selling very strongly in 
junior Louis heels; also white elk sport 
shoes, with blue, red and green trimmings. 
A line of tweed shoes, with kid trimmings, 
which Mr. Wirth installed for his opening 
on March 25, have sold fairly well. 


Mrs. Durney Talks Shoe 
Fitting 

Said Mrs. Florence Durney, of Hagans, 
“No shoe has the shape of your foot when 
it is first fitted, but the shoe fitter must 
have such a knowledge of shoe fitting as 
to know just how it is going to adjust 
itself to the foot’s delineations. After a 
shoe is worn for a short time, if fitted 
correctly, it will so shape itself to the foot, 
as to be a natural covering. No shoe when 
first put on should fit like an old shoe. It is 
just as bad a fault to fit too big as to fit 
too small. When a 514B takes the con- 
tour of the foot, it becomes a 5C, and 
when a 5C is worn for a while it becomes a 
41D. In walking or standing, you are 
drawing up the vamp and extending it a 
width. The clever fitter realizes this, but 
it would never do to tell the average 
woman of the transformation. 


Thayer McNeil Associates 
Dance 


The second party of the Thayer McNeil 
Associates took the form of a dansant 
and was held at Holt’s Cercle ballroom, 
Somerville, on the evening of the Massa- 
chusetts’ holiday, April 19. About 200 
were in attendance and a general good 
time was enjoyed. The committee in 





‘charge of the affair was headed by Wil- 


liam Whalen, Chairman and the following 
members: Percy E. Thayer, President of 
the Associates, Howard Rose, William 
Gibbons, James Malloy, Albert Thatcher, 
Robert Bennett, Earl Bryant, Miss Jane 
Howe, Miss Marjorie Hillman, Miss 
Emma Bennett, Miss Evelyn Batchelder, 
Miss Gladys Macomber, LeRoy A. Hart, 
and Allen Humphrey. 
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ROCHESTER 
> rr . > 
Hide Tariff Denounced 
Retail Shoe Merchants Urged to Get in Touch With Senators 
and Congressmen 


HE weekly meeting of the Rochester 
Retail Shoe Dealers’ 
held at the Chamber of Commerce on 
Tuesday, April 25, was devoted mainly to 
a discussion of the new tariff and the re- 


Association 


sultant increase in the price of shoes, which 
will surely follow the levying of the pro- 
posed tax on hides. President William 
Pidgeon, Jr., urged all members to write 
their senators and representatives urging 
them to vote for free hides. 

To instil into the minds of the public the 
fact that the new tariff would increase the 
price of shoes, the publicity committee wes 
instructed to see that the local newspapers 
ran news stories telling the truth about the 
new taxes and their effect on the price of 
shoes. 


‘How Do You Judge Shoes?” 

Under the heading ““How do you judge 
shoes?”’ the Walk-Over stores are running 
newspaper advertising to educate the pub- 
lic that there is more to a pair of shoes 
than their cost price. The advertisement 
states: 

““Most people don’t. They judge prices. 
But that is like the tail wagging the dog, 
instead of the dog wagging the tail. There’s 
more ‘0 a shoe than the price. There’s 
There’s workmanship 

style. And _ there’s 


leather of course. 
certainly. There’s 
fitting. 

“It would take years to learn to judge 
leather and good workmanship expertly. 
You've got to depend upon the reputation 
of the maker of the shoes for those things. 
You are the judge of style or pattern. 
When it comes to a shoe fitting, it’s im- 
portant to accept the advice of one who 
knows.” 

Discussing the advertising, Mr. Van 
Arsdale, manager of the local Walk-Over 
stores, states that in his opinion the time 
for talking price and price alone has passed 
and that the merchant who talks quality 
and service from now on will build up a 
greater foundation for success than the 
merchant who sticks solely to the price 
appeal. Continuing, Mr. Van Arsdale said 
that people do not mathematically figure 
out just what they are going to buy. They 
respond to their emotions and. aesthetic 
tastes which can be materially stimulated 
by the proper kind of advertising. 


Williams-Hoyt Men Out 


Salesmen representing Williams Hoyt 
& Co., manufacturers of Pla-Mate shoes, 
will leave the factory this week for their 
territories. In addition to the regular Pla- 
Mate line a line of Baby Pla-Mates has 
heen added, which has been enthusiastic- 


ally endorsed by merchants who have seen 
the new shoes. 

The men who represent Williams Hoyt 
and their territories are: W. D. Adams, 
California; Everit Luderman, Northwest; 
R. I. Derby, North and South Dakota, 
Minnesota, Nebraska; James Scofield, 
Ohio, Indiana, Michigan, New York and 
New England; N. T. Buckley, Illinois, 
Southern Indiana, and the lower part of 
Wisconsin; Clinton Clark, Southwest; 
L. B. Abbott, salesmanager, will cover the 
‘South and several of the larger cities, and 
New York and the metropolitan district 
will be covered by William Gallway. 


Shields Visits Markets 


“Doc” Shields, proprietor of Shields 
Boot Shop returned last week from a trip 
to New York, Atlantic City and the East- 
ern markets, which he visited, looking for 
new styles and ideas. As a result of the trip 
“Doc” is showing a number of exclusive 
patterns in sandals, which are attracting 
much attention. 


New Factory Making Turns 


Production is already under way in the 
factory of the W. J. C. Arlidge Company 
Rochester’s newest shoe factory, which will 
make flexible turn shoes for misses and 
children. The line will consist of 25 pat- 
terns, ranging from 1 to 5, 5 to 8,8% toll, 
11% to 2, about half of which will be up- 
to- dicieats novelty patterns. The shoes 
will sell at popular prices, but it is the in- 
tention of Mr. Arlidge and C. C. Carpen- 
ter, salesmanager, to build the very best 
shoe possible, rather than a shoe to sell ata 
price. 


Salesmen Hold Enthusiastic 
Meeting 


The first study meeting of the Rochester 
Round Table of the Retail Shoeman’s 
Institute was held at the Regal Shoe Store 
on April 26, and judging from the enthusi- 
asm of the members, real constructive 
work was done. Earl Shorts, manager of 
the Regal Store, acted as leader and out- 
lined the plan of procedure for covering 
the eight volumes of the course. As the 
group is small, every man had an oppor- 
tunity to discuss the points brought out in 
the first lesson. Charles B. Taft, of the 
Nettleton Shop, was elected president. 


August Espintallier, for the past year 
manager of the Burke shoe store in Au- 
burn, N. Y., is now connected with the 
Burke store at 15 Clinton Avenue N., this 
city. 


RECORDER 


131 


Where to Buy 


Men’s Shoes 




















Yj 
1-7 PULLMAN TRAVELING SLIPPE 


better*than ever in Quality and fit 
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Colorr Black and Brown 
full sizes 3 tol/l in Stock 
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THE STETSON SHOE CO. (Inc.) 

















Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 
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WELTS 
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[UNION SHOE CO. 
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Frederick S. Peck 


Worcester, Mass. 


ANS 


Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 
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CRAIG -REED & EMERSON INC. 
BROCKTON MASS J 
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HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
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OF 
SHOES AND RUBBERS 
Every Wednesday and Friday : 
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[ Where —J 
Ballet Slippers 


SUMITH Bench Made 
Professional Hard Box 
Ballets. Black Kid 
and Pink Satin in 
stock. 


Wm. Sumner Smith Co. 


132 W. Broadway, New York 
326 W. Monroe St., Chicago 


TURKISH SLIPPERS 
IN STOCK AGAIN 


No. 101—Sofia Turk- 
ish Slippers Import- 
ed from _ Constanti- 
nople. All Sizes and 
Colors for Immediate 
Delivery. 


K. M. STONE CO. 
12-14-16 E. 22nd St., WY. 
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AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 











They bring your 
customers back | 


Ul, the Grsign Shoe Ce 
Selfast, Maine 
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BROCKTON 


Good Demand for Women’s Welts 


Merchants 


| ROCKTON shoe manufacturing con- 

cerns note with satisfaction, a steady 
growth in the demand for women’s welts, 
produced in local factories. From an ex- 
clusi, e production of men’s welts, covering 
a period of many years, Brockton is now 
thoroughly identified with the manufac 
ture of women’s welt footwear of the same 
stylish, dependable classy as the men’s 
goods. Merchants who purchase women’s 
welts made in Brockton are re-ordering to 
an extent which supplies sufficient proof 
concerning consumer satisfaction. Brock- 
ton concerns have added women’s welts to 
their men’s welt production, until now 
there are few exceptions to the concerns 
making both men’s and women’s welts. 
That the proportion of women’s welts will 
continue to increase is a foregone con- 
clusion, judging by the demand. 


Adding Women’s Welt Lines 


During the past few months several 
concerns in Brockton which have, since 
their establishment, been identified ex- 
clusively with men’s welts have added 
women’s welts. Two of Brockton’s oldest 
and best-known shoe manufacturing con- 
cerns which have quite recently added 
women’s lines to their production are 
Field & Flint Co., and T. D. Barry Co. 
Salesman representing both these houses, 
are showing the newest styles in women’s 
welts with their Fall samples of men’s 
welt lines. 


Convenience of Factory 
In-Stock 


“*A new retail shoe house like ours,” said 
W. Fred Allen of Allen’s Boot Shop, 
Brockton, “had to do a _ considerable 
amount of hustling at Easter time to get 
shoes for immediate delivery. We are 
strong for the factory in-stock proposition 
as a convenience in this direction. For in- 
stance, during Easter week we needed very 
much some flapper pumps to supply our 
trade, and we needed them in a hurry. 
Knowing that it would take three or four 
weeks to have them made up, we sought 
information for factory in-stock goods, 
through advertising in trade papers. We 
found that a Haverhill concern had these 
goods in stock and we lost no time in get- 
ting them on the telephone. In two days 
we had these goods in the store and by 
Easter Saturday they were all sold.” 
Allen's Boot Shop, which opened in 
Brockton on the second floor of the Olym- 
pia Building shortly before Easter week, 
carries women’s lines from Menihan, 
Latteman, Hopkins & Ellis, and other 


secoming Accustomed to 
Shoes Can Be Had in 


Idea that Women’s 
srockton 


concerns. This is a women’s and children’s 
shoe shop, exclusively. 


Increasing Factory Output 


The Union Shoe Company, manufac- 
turing lines of medium grade welts, is 
making improvements and will enlarge its 
factory plant in Brockton with the pur- 
pose of increasing the capacity. At present 
the daily output of the plant is 45 to 50 
dozen pairs. Floor space is being increased 
and additional machinery and other 
equipment installed. Dr. Alfred, head of 
this business, states that sufficient orders 
are in hand to insure factory operation at 
its increased capacity for weeks to come. 

Increase in Walk-Over 


Production 


President Harold C. Keith of Geo. E. 
Keith Company, in addressing a large 
gathering of factory employes, made an 
interesting statement in reference to the 
amount of business done by this concern 
the present season and the size of its pay- 
roll as compared with a year ago. For the 
run ending April 5, Geo. E. Keith Com- 
pany, made 200,000 more pairs of shoes 
than during the corresponding period of 
last year. In the same period the concern 
paid out in the pay envelopes $2,400,000, 
against $2,100,000, in the preceding period 
or an increase of more than $300,000. 


Quick Service in Shoemaking 


Illustrating the development in proces- 
ses of footwear production and the speed 
with which shoes can be put through the 
various factory departments is a plan in- 
augurated by Field & Flint Co. They 
announce to merchants that shoes can be 
made and shipped two weeks after an 
order is received. And, not only shipped, 
but made according to the merchant's 
specifications and with his own markings. 
Field & Flint Co., one of Brockton’s oldest 
shoe manufacturing houses, call this an 
“emergency service.” 


Ordering for Immediate Use 


Inquiry among Brockton retail shoe 
concerns develops the information that 
they are ordering but lightly, for future 
deliveries. On this point one retail mer- 
chant said: “Situated as we are—conven- 
ient to New England factories—we do not 
think it desirable to anticipate our needs 
for the coming season. Styles, particularly 
in women’s footwear, are changing quickly. 
We consider it good business to buy goods 
as we need them to replenish our stocks. 
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Floor Goods Sought Eagerly 


Footwear for Immediate Shipment Getting Scarce and 
Factories are Re-Stocking 


OLLOWING the Easter season there 
has been a large number of trade 
vistors in Haverhill most of whom have 
been looking for floor goods. Factory 
scarcity of women’s footwear for immedi- 
ate delivery has caused disappointment to 
most of these would-be buyers. Floor 
goods are scarcer in Haverhill factories 
than the proverbial hen’s teeth. This is 
aside from regular lines carried at factory 
in stock departments, although these too 
have been brought down to hard-pan dur- 
ing the past two or three weeks. Re-stock- 
ing is now being done, and seasonable in- 
stock styles are coming through in a way 
which will insure early deliveries. Few 
job lots, however, at buyer’s prices, are 
available at the present time. Buyers 
visiting Haverhill in search of Spring and 
Summer footwear, if not taken care of 
from in-stock departments are placing 
orders for delivery within three or four 
weeks. 


Some Merchants Order Anonymously 


“There is a matter of considerable 
importance to which the attention of shoe 
merchants might be called by the 
Recorder,” said a member of the Haverhill 
trade. “That is, the habit which some 
merchants have of sending in anonymous 
orders. We frequently receive an order 
for our in-stock department which is 
written on a blank belonging to some other 
concern, or on a section cut from a blank 
without any heading whatever. Often 
these come without signature. Not being 
mind readers, we are unable to determine 
from whom such an order comes. It 
causes considerable trouble for us and, 
what is more important, prevents the 
merchant from getting goods that he 
wants, as a rule, immediately.” 


Pattern Makers Busy 


Haverhill shoe manufacturers are plan- 
ning and producing many novelty styles in 
women’s turn, welt and McKay footwear. 


Pattern makers are busy on new designs in 
response to requests from manufacturers. 
General business conditions at local 
factories are encouraging. The good trade 
which many merchants enjoyed at Easter 
time has stimulated buying to an import- 
ant extent. Haverhill manufacturers are 
going after orders on the proposition of 
up-to-date novelties. Merchants are 
responding in a gratifying way. 


Cutout Patterns in Great Variety 

There seems to be no limit to the com- 
binations in which cut-out patterns of 
women’s footwear are shown. Straps and 
vamps are liberally sprinkled with cut- 
outs of many shapes and sizes. Some of 
this cut-out work is done by dies and some 
by machines. By the latter method a 
knife follows an outline previously marked, 
and the stitching around the cut-out fol- 
lows. The work is performed in practically 
one operation. 


Factory Capacity Increased 


Webber Shoe Co., manufacturers of 
women’s turn shoes, has increased its 
factory capacity to a daily production of 
4,000 pairs. This includes a thousand 
pairs of welts (a line recently added) and 
3,000 pairs of turns. The Webber Shoe 
Co., operates exclusively on white foot- 
wear. 


F. E. Leavitt to Move 


F. E. Leavitt Co., makers of misses and 
children’s footwear, which has _ been 
located on Essex Street, has leased the 
Perry factory building on River Street and 
will remove to this location. 





Capital Stock Increased 


The Leganas Shoe Co., manufacturers of 
women’s McKays, has added $20,000 to 
its capital stock. This concern, one of 
Haverhill’s younger shoe manufacturing 
houses, is producing 1300 pairs daily. 
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New Colors Used in Footwear 


Radio Red, Henna, Jade Green and Other Shades Come— 
Side Lacers and New Gore Styles for Summer—Russian 
Oxfords for Summer, or the Fall 


ADIO red looms up brightly on 
Lynn shoes for May and June. 
Some call it “‘lip-stick’’ red. Pumps of 
patent leather or white kid or calf, are 


trimmed with red cordings, red heels and 
red inlays. The variety of trimmings of 
red is limited only by the imagination of 
the designers. 
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Children’s Shoes 
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ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM — co. 


Rocheste 
Boston Office, 181 , a Street 
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Miscellaneous 























Perfection Pneumatic 
Arch Cushion 
~—8 a 
ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 






\ 
P4 











R WINDOW SALES 
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Five Year iron Clad Guarantee -~ = Special Price by Mail .. 





L Electric Cost - about 3 cents aday Capacity over 150 Ibs 
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Shoe Ornaments 














THE NEWEST IN SHOE 
ORNAMENTATION 


Attachable to Sports —Strap 
Pumps. For Stripped Pumps 
and Theo Ties with Straps 
attached Your samples are 
ready. Leathers single 
or two-toned effects. 
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* DETACHABLE STRAPS 


SHOE BEADING 
METAL HARNESS BUCKLES 
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D. W. COULTAS CO. 
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RHINESTONE BUCKLES 
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For All the Latest 
CONVERTING STRAPS, 
BUCKLES, LEATHER 
BOWS or BEADED 
ORNAMENTS 
Write to 
Vanity Novelty Works 


913 Gates Avenue 
Brooklyn, N. 
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PARISIAN BEADING WORKS CO. 
4@£ WALNUT STS., PHILADELPHIA 














Where to Buy 
Boudoir and Ballet 
Slippers 
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TRY OUR 
Boudoirs and Ballets 


High Grade Low Prices 
Hard toe Dancing 


Slip: are our 
ot 
ALL IN STOCK 
Oriental Slipper Co, Inc. 
118 Phoenix Row, 
Haverhill, Mass. 
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The Russian oxford, a new pattern, is a 
novelty oxford, of black, brown or white 
leathers, with a fancy collar, folded over 
the quarter of the oxford, like the cuff on a 
Russian boot. The collar may be of any 
color that is pleasing to the eye. Incident- 
ally, this Russian oxford with a novelty 
collar, may be tried for Fall. 


Side Lace Shoes Appear 


Side lace shoes are a surprise for the 
Summer time. The like of them has not 
been seen before. They are in one of the 
best selling novelty lines. 

Semi-barefoot sandals continue to sell. 
Most of them are of patent leather. White 
goods, in one-strap and oxford styles, are 
in stock. Shipments from stock are in- 
creasing, as days get longer and warmer. 
Anklettes are fashion’s favorites. 

New gore styles, for Summer, are ap- 
pearing. They provide for a smooth fit, 
also, they close up the side of the shoe, so 
that the sand cannot get in. Designers con- 
tinue to work on low shoes for Summer 
and for early Fall. Except for Russian 
boots, which are much discussed, there is 
little present interest in high shoes. 


In-Stock Orders Small, But 
Numerous 


“One of the encouraging things about 
our business,” says Mr. Colton, of Wil- 
liams, Clark & Co., “is the way we are 
selling shoes from our stock department. 
The morning mail comes in. We open it 
and find orders for two pairs, or three 
pairs o: shoes. The number seems dis- 
couragingly small. But, do you know, that 
before we are through with the day’s mail 
we have on our books more orders for 
stock shoes than for the corresponding 
date of a year ago. Each order may be 
smali. But there are more of them. The 
total is large. And, almost before we 
know it, the pile of shoes that we stocked 
up is getting down towards the boards, 
and we have to start making shoes for our 
stock department again. 

“Another encouraging thing about sales 
of stock shoes, is the wide distribution of 
orders over the run of sizes. We now stock 
shoes from No. 24% to No. 10, and in 
widths from AAA to EE. The small sizes 
always sold well with us. When we put in 
some No. 10 shoes, we had a fear that they 
would not sell. But we are getting more 
orders for No. 10 shoes than we ever 
thought we would. Also, our sales of No. 8 
and No. 9 shoes have increased. 

“Judging from the orders for sample 
pairs of shoes that we received, our sales 
of shoes from stock will increase during the 
Summer. And we are preparing to enlarge 
our stock department for the Fall. We will 
have boots in it, as well as low cuts. Boots 
always sell with us. Two new samples of 
low cuts, which we are already offering for 
Fall, are one-strap pumps, with a collar, a 
shield tip, and a 12-8 heel. The pattern is 
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seamless. Of patent and brown leather are 
these oxfords made.” 


Present Problem Is to Sell 
Pretty Shoes, Says A. N. 
Blake 

“We are,” says Albert N. Blake, of the 
Watson Shoe Company, “confronted by 
new problems of distribution. Styles we 
can make in variety without end, for our 
tanners are providing us with new and 
beautiful leathers, especially new colored 
leathers, and our model makers still have 
before them a great store of patterns. We 
can make shoes in volume and of beauty 
and service. 

“But we have before us, as I have said 
before, the problem of distribution, that is, 
the task of getting women to wear pretty 
shoes. I do not want to get into any argu- 
ment with reformers. Life is too short for 
that. But I do want to say that a pretty 
pair of shoes is an ornament to fair women, 
and I will leave it to you to argue that the 
more pretty shoes that women wear, the 
more happiness there will be all around. 

“I would rather talk on the practical 
side of this task of getting more pretty 
shoes sold right. I believe that we shoe 
men, designers, manufacturers and dis- 
tributors may do a vast amount of good if 
we will join heartily and enthusiastically, 
in setting before the people of the country 
our best examples of shoemaking. 

“One practical way to do this, in brief, 
is for everybody to roll up their sleeves and 
make our shoe exposition at Boston such 
a display of footwear that it will start a 
nation-wide discussion of good sboes.” 


“The Essence of Fine Styles” 


“T trust it is not tedious for you to listen 
to me discuss that familiar topic of light 
and dainty shoes,” says Charles Mac- 
Laughlin, of MacLaughlin, Conway Com- 
pany. “But it seems to me that the quality 
of lightness and daintiness, is the essence 
of fine feminine styles in footwear. 

“How I try to make it an interesting 
subject, by the occasional introduction of 
new patterns. You know we are getting 
out shoes these days on a 15-day schedule, 
and we strive to provide a customer with 
new style in footwear each time he orders. 

“For May, we have three striking novel- 
ties, one being the side lace shoe, the sec- 
ond being the gored shoe, and the third 
being the Russian oxford. 

“As for material, we continue to use 
chiefly patent leather and black satin. Our 
lasts are light of line. Our patterns are 
pretty. We believe that every dress shoe 
should have wood heels, because they are 
light and graceful, indeed, the hall mark 
of dress footwear.” 


Artists Designing Shoes 


“We have to think quickly and correctly 
these days,” says Phil Sanborn, of San- 
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born, of Lynn, Inc., pattern makers. 
“For,” he continued, “patterns 
changed so fast as they are changing this 
season, and never were manufacturers as 
particular about the correctness of the fit 
of their patterns. 

“But we pattern makers are not creat- 
ing all the new styles. Artists are coming 
to our aid. For instance, some artists are 


never 


now drawing pictures of shoes, and are 
selling them to manufacturers. The draw- 
ings of the pictures always are pretty. But, 
sometimes the shoes are not practicable. 
We had one picture of a handsome shoe. 
But its vamp was fore-shortened, and its 
quarter was so long that it twisted the 
shoe. However, we corrected the defects, 
as we made the patterns, and now that 
artist’s picture is among the styles that 
are selling. 


Sees Little Hope for Boots 


“Some of my friends tell me that boots 
are going to sell during the coming season,” 
says Natt Weiss, of the Rialto Shoe Com- 
pany. “But I cannot see it yet, and I 
would like to see it very much. 

“Skirts will be longer. So say my friends 
who predict boots. But some of my friends 
in the skirt trade tell me that they have 
tried samples of longer skirts, and the 
critics make fun of them. The longer 
skirts look strange. Eyes have become 
accustomed to short skirts. And it looks 
to me as if long skirts are gone for good. 

“So I see no chance for boots, if the 
fashion of boots is dependent upon the 
wearing of long skirts. However, we are 
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still able to produce a plentiful variety of 
pretty pumps and oxfords. There is no 
danger ahead of a famine in novelties. We 
have them in plenty for Summer and early 
Fall.” 


Red Trimmed Pumps 


Lee Briggs, of Briggs & Hutchinson, 
started out the other day with a lot of en- 
thusiasm for red-trimmed pumps, of 
patent leather, of which he had two choice 
patterns. Both are of patent leather, and 
both show red cording, red inlays and red 
heels. 


Wide Variety in Lynn Line 

“If any merchant has a notion that shoes 
are not being made in volume and variety, 
he would do well to visit the big factories 
of Donn D. Sargent Company, for they 
are beehives of industry. White shoes, 
shiny black shoes, brown shoes and gray 
shoes are going through, also shoes 
trimmed with red and blue. Oxfords, one- 
strap pumps, two-strap pumps, Grecian 
pumps, anklettes, all are being made. 
Indeed, the Recorder correspondent never 
saw so many shoes, or so many varieties, 
under one roof before. 


Stability 
For 90 years have Littlefield & Moulton 
been making cartons and packing cases in 
Lynn, and for 61 years has James D. 
Mullen & Co. been buying cartons and 
packing cases from them. 





PHILADELPHIA 


Improvement Noted Since Easter 


Little Indication of Change in Style, However, Until White 
Shoes Become the Rage 


VERYTHING considered, business 

may be said to be more than holding 

its own as the net results in both pairs and 
dollars are viewed back over the month of 
April. Easter came late and a good many 
merchants saw little encouragement in the 
apathy of the public during the early days 
of the pre-Easter period. Right around 
Easter and since, there has been a wonder- 
ful improvement noticed, and many of the 
central city stores have done more than a 
good business. One Chestnut Street shop 
states that April this year will run ahead 
of last year and this is most encouraging. 
The styles that have been selling for 
some time show no indication of becoming 
passe soon. In fact, very little difference 
in outstanding style offerings is to be seen. 
Generally, Philadelphia women seem 
pleased to hold fast to the straight, low 
heel and the modified Louis heel for dress. 
Sport shoes in regulation smart designs 
are good sellers right at this time and a big 


season is predicted for whites, to start al- 
most any time now, the weather promises 
to be more balmy and to stay that way for 
awhile. 


Smart Shops Show Round Toe 


The smartest shops are showing rounded 
toes, one and two-strap, cut-out pump 
patterns in suede, patent and combina- 
tions. Novelty trims, inlays, etc., exert 
quite an influence. Saddle straps, particu- 
larly on sport models, and pipings offer a 
variety of choice for those who want some- 
thing distinctive, without decided, pattern 
change. 

Men’s business is good but is not keep- 
ing pace with the new life in the women’s 
end and this holds true in the neighbor- 
hood stores as well as down town. 


Satins and Patents Selling 


Satins are still selling in Philadelphia 
and patent leather is quite a favorite, 
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Standard Shoe Materials 
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ABERT REMODELEs CINCINNATI, O. 
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The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 
* Creese & Cook Co. $502" Got 
i Tanneries at Danversport 








T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
FANCY 


corors MAT KID 


95 South Street, Boston 















Most 
efficient 
cleanser for 
factory soiled 
shoes. Sold in bulk, 
Prices on request. 


Cleaning Compounds Mfg. Co., Inc. 


Sole Licensees of The Bleecker Co. 
Hempstead, N. Y. 















COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 

BOSTON 

Formerly Walpole Shoe Supply Co. 
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COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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: ATLANTIC PRINTING CO. 
: Shoe Printers 


3 Tear out this ad and mail for details of 
= our Special Printing Service for the 
Boot and Shoe Trade 


_ 201 South Street, Desten, Mass. 
: Telephone 4960-496 








1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 








FOR SALE without any money down, or 
To Let, little over 10 cents square foot, brick 
factory, Haverhill, Mass., suitable for manu- 
facturing purposes, any part of 55,000 sq. feet. 
Five floors and basement, low insurance. 
Blower and electric lighting system already 
installed 
New England Wood Heel Co., 93 Essex St., 

Tel. 3703. 
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showing no signs of weakening in this 
section. 

Medium-priced stores are doing proba- 
bly the biggest amount of business, al- 
though the high-grade shops have had no 
cause to complain the past two weeks. All 
in all, the volume of retail trade is satis- 
factory and is reflecting the gradual better- 
ment of business conditions generally, 
throughout the Eastern Pennsylvania 
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territory. The steel mills are becoming 
active again and this is considered a very 
good indication that better business lies 
just ahead. Iron and steel are generally the 
first to feel the effects of a slump and the 
first to recover. Orders booked for raw 
materials in the local industrial market 
quite recently, show that business is 
bound to go moving right along from this 
time on. 





BIRMINGHAM 


Co-Operative Company Launched 


Education of Public in Care of Shoes and Education of Retail 
Salesmen, are Ends Aimed at 


FORWARD movement in retail 

merchandising is marked by the 
announcement of several of the local 
retail shoe merchants, that they will 
co-operate in a plan of advertising to 
educate the people in the proper care of 
shoes. 

Companies identified with the move- 
ment are Crittenden Bootery Company, 
Caheen Brothers, Steel Smith Dry Goods 
Company, Parisian Company, Florsheim 
Shoe Company, D. &. H. Rich, Louis 
Saks Clothing Company, and the Walk- 
Over Shoe Company. 

The years of experience which these 
merchants have had has taught them the 
importance of the proper care of footwear 
after it leaves the store. A shoe of the 
very finest make and materials is bound to 


suffer in appearance if it is abused by the 
wearer. 

In order to overcome the tendency 
among people to break down their shoes, 
Birmingham merchants are distributing 
free of any charge a service of information 
on the care of shoes to customers and all 
people who call and ask for the informa- 
tion. 

The companies above mentioned are 
conducting weekly round table meetings 
for members of their entire sales staffs. 
The meetings provide information on 
such vital matters as the anatomy of the 
foot, correct fitting, shoe materials, shoe 
construction, advertising and other meth- 
ods of modern merchandising methods. 
J. E. Calloway of Caheen Brothers is the 
leader of these local round table meetings. 
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Comfort Week 


dune 17% to 24% 























Foot Comfort Week Window Trim Material 
Is Elaborate 


A well dressed window is always a trade 
stimulator and a money maker. Partic- 
ularly is this true when thousands of 
dealers co-operate by putting in attrac- 
tive trims at the same time, featuring the 


same event. Recognizing this fact, The 


Scholl Mfg. Company has had prepared 
a most creditable and complete window 
display to be used during the big Foot 
Comfort Week drive which will take 


place this year, June 17th to 24th 
inclusive. 

A small illustration of this trim is shown 
herewith, but as the material has been 
lithographed in eight beautiful and har- 
monious colors, naturally a one-color 
illustration cannot do it justice. This 
trim includes a three-piece valance that 
goes across the top of the window, litho- 
graphed in imitation blue velvet. 
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KE noe CLARO RSS 


N 1625—before the passage of the transient 
merchant law, a party of Dutchmen under 
the leadership of Peter Minuit set up a store on 
the island of Manhattan and there upon 


traded beads, rum and ribbons to the value of 


sixty guilders, or about $120.00 for the famous 
island, dispossessing the Indian owners. 


© was merchandising born on the new 

continent and New York has always held 
its leadership in this line. Stores numbered as 
the greatest of all times have had their begin- 
nings here and to tell the story of another 
success seems but repetition. 


TILL—to have built up a_ successful 
KJ business, in fifteen years from a capital of 
only three thousand dollars—to thirty thou- 
sand and a business volume of a hundred 
thousand a year, is no small accomplishment, 
in the face of the relentless competitive battle 
that is a part of the city’s daily life. 


| ig August 1907, Mr. Ellis Arndt, then a 
young man with very little capital and a 
great deal of faith in himself, opened the 
United Shoe Store on Amsterdam and 148th. 


ROBABLY the rigid economy he had to 
practice to meet competition and sel! good 
footwear at low prices is in no small way 
responsible for his success but we believe— 
from observation—that his policy of agressive 






selling at all times is the real truth of the 
accomplishment. 


ATE in the fall—Mr. Arndt, likemany other 
retailers— after a very careful investiga- 
tion—tried Kelly Service and in ten days at 
the lowest advertising cost he had ever known 
—eighteen thousand dollars worth of footwear 
was sold—and many hundreds of new— 
permanent customers secured. 


HE same ability is available to every 

merchant in the country. The same 
results are possible in proportion on any retail 
stock in fair condition. 


OUR inquiry on your letterhead giving the 
size and character of the stock is all that 
is necessary for a full explanation and no 
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FLLY SALES SY§ 


MINNEAPOLIS:-MINNESOTA 
S.A. 


obligation is assumed. 
® 
@ 
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The Profitable Way 





BEFORE— 


Our successful operation of re- 
modeling Oxfords, Theo Ties, 
Pumps, High Shoes, etc., the 
only means of reducing your 
stock of such styles, no longer 
° ° eo be 64 ‘ 9 
in demand, is a “Sacrifice Sale 
entailing big losses. 





AFTER 


We have converted your passe 
styles into a strap pump, such 
as illustrated, all your shoes can 
be sold without difficulty at a 
good profit. 


May we send samples of newest 
shoe ornaments? We have de- 
signed many other converted 
styles as well as the above. 


Send Us Some Shoes 
for a Trial 


French Beading & Novelty Co. 
922 Locust St. Philadelphia, Pa. 
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Our - One - Best - Bet for 
At Once Delivery 


“CONQUERER”’ 


The man who is always No.416 
in a hurry is usually 
running around in a 
circle. 

Take Your Time and 


Consider 









This 

Pump 

The S “Conquerer” 

ne Sure 

Steady Patent Chrome 
r one Strap with 

Profits Saddle Buckle 

Will Push a Top grade Goodyear welt. 


Military Heel with wingfoot 
top lift. Sizes and widths, 
Band C. 3-8. Price $4.50 


B. FRIEDMAN 


Established 1880 
145 Duane Street New York City 


You Ahead 

















EXACTING 


Shoe Manufacturers 


demand MEYER’S 
thread because it in- 
creases wear of shoes 
and decreases cost of 
production by saving 
time and ouuliite in the 
stitching room. See 
that MEYER'’S thread 
is used in your factory. 
hese days, savings 
with betterment of 
product, permit prices 
that make sales. MEY- 
cR’S line includes 
thread for every pur- 
pose. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 


























A Special Fire Insurance Policy 
Providing Greatest Protec- 
tion at Lowest Cost 
The matter of business insurance is most vital to you 
and merits closest investigation. Write us today to 


show you how to save money in buying fire insurance 
and still be covered to the fullest extent. 


“ Save the Saving” 


Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 


The city of 141 diversified industries 99% of which are 
locally owned 
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TURN SHOES 


Reg. U.S. Pat. Off. 





Style 253B Patent Leather Barefoot 

Sandal. In Stock, immediate delivery 

Price, per pair, $1.00 
SUPERIORITY 


We manufacture for the retail trade exclusively a 
complete line of children’s superior quality flexible 
turn shoes. Sizes—full and half 1 to 5. Every 
shoe sample lasted and 


GUARANTEED 
ALL LEATHER 
Soles cut in our own factory from highest grade 


flexible oak-tanned bends. Highest quality leather 
counters, insuring longest possible wear. All styles 











SHOE 





made with mock heel. 
Send for In-Stock catalogue 


(9, 
M4 


GN 


Y 


} 


tLoTnTus 





"a 
CHILDRENS SHOE 
CORPORATION 


IMPERIA 


ROCHESTER —_ NEW YORK 
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n Stock 


Send your order and ask for 
catalogue of our complete 
in stock line of popular 
numbers. 







Terms, 7%, 10 Days 
F.O. B. Everett or Boston 
Sold in 36 Pair Cases 







No. 655-S—Patent Colt, One- 
Strap Button, 3 cut-outs, Sally 
Sandal, 30 Last, Imitation 
Turn Sote, 9-8 Rubber Heel. 
Width D. Sizes 3 to7. Price 
$2.75. Canalso be had with 
Buckle. 











No. 800—Patent Colt, Two- 
Strapti Buckle, Center Strap, 
Grecian Sandal, Imitation 
Turn{Edge, 30 Last. Width D. 
9-8 Rubber Heel. Price $2.50. 
Sizes*3 to 7. Can also be had 
with Button. 










No. 800-S—Patent Colt, Two- 
Strap Buckle, Center Strap, 
Grecian Sandal, 3 cut-outs on 
Vamp, 30 Last, Imitation 
Turn Sole, 9-8 Rubber Heel. 
Width D. Sizes 3to7. Price 
$2.75. Can also be had with 
Button. 










Smoke, Elk Sport Oxford, Ma- 

hogany Side, Apron Strap and 

Back ae. Imitation Welt, 

10-8 Heel, Imitation 

Straight Tip and Medallion. 

Price $2.75. 3 Last. 
- D. Sizes 3 to7. 








Company 


Mass. 





Hill Shoe 


Manufacturers 
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Lacing 


for 


Children’s 


Footwear 


DVANCED style 
models for 1922 in 
Children’s Footwear 
Feature Lacing Hooks. 


They insure easy lacing 

—quick lacing 

—even lacing 

And make it simple for the 

child to ‘“‘Lace His Own 
Shoes.” 


Hence they appeal to 
mother and child! 





Lacing Hooks Are Found On Advanced 
Models In Footwear For Men, 
Women, and Children 


Specify Lacing Hooks and Insist 
On Having What You Want 





Hooks 











Me 
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IN STOCK Five Attractive Styles For IN STOCK 
EARLY SUMMER 





No. B-282—Patent Colt New|Wide One Strap, 
Nickle Buckle, Imitation Tip,j10/8 Heel,;Weilt. 


No. B-281—Patent Colt Oxford, Gray Kid Price $4.90 


Apron, 7/8 Heel, Welt........... Price $5.00 





No. B-269— Patent Colt Oxford, Imitation Tip, 
BOD GE Ws vnsiccccccecs . .Price $4.80 


Joy, Clark & Nier, Inc. 


ROCHESTER, N. Y. 














SIZES IN STOCK 

isis 64060: 00 censnaseeex 44% to8 

ES ene 3 to8 

SC lbiada ie Selere tance sit 2% to8 

Coie eee eres c iM 08 
No. B-276—Smoked Elk, Brown Elk Apron D.. -. + - 24 08 No. B-284—Patent Colt, Gray Kid Strap and 

and Back Stay, Duplex Spring Heel and Sole. Dasma Net 30 Days Apron. 10/8 Heel, Nickel Buckle, Welt. 

Price $5.35 Price $5.00 





























Get Ready— 











Patent Leather—Barefoot San- + . - . 
epee alana Easter business probably left your stocks low. Now is the 
a... ee time to size up. A full stock of seasonable merchandise 
Godin, 00—-Cilliven's, Wales in children’s popular price lines. 


Goblin  203—Children’s, Be x | 
1 $2. 


Heel. D, 834-11... - GOBLIN SHOES 


are good. Priced reasonably, they afford the best ob- 
tainable values, and they are in stock. 





mais. alec GRIEB SHOE MFG. CO. 


G 7oblin 9—Infants’, No Heel. D, 


one. 3 109—Chitdren's . oe 309 ARCH ST. PHILADELPHIA 








Heel. D, $1.35 
Gobli 209—Children’s, S e ° 
Heel. D, 834-11. children Brits Factories : Vineland, N. J., and Palmyra, Pa. 























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





BOOT 


AND SHOE 


RECORDER 


May 6, 192? 























Current Events 


Changes in Business 


Suspensions and 


in Failures 


Activities in the Shoe and Leather Trade 























FAILURES 


Boston—Finerty-Jackman Counter Co. 
manufacturers, reported assigned. 
J. Frank Hilher (30 South Street), cut soles, 
reported petitioned into bankruptcy. 
Shoe Trade Supply Co., Inc., findings, etc., 
reported assigned. 

Southbridge, Mass.—Harry Flanzbaum, 
reported petitioned into bankruptcy. 

Lynn, Mass.—Hyman Kaufman, shoes, 
petitioned into bankruptcy. 

Independent Shoe Co., shoe manufacturers, 
a meeting of creditors called for May 5, 
ast. 

Butler, Ala.—W. B. Gilmer & Co., shoes, etc., 
reported petitioned into bankruptcy. 

Wainwright, Ala.—J. F. Lathram, shoes, etc., 
reported petitioned into bankruptcy. 

Athens, Ala.—Nelson Bruce Co., Inc., shoes, etc., 
reported petitioned into bankruptcy. 

Los Angeles, Calif-—J. D. Kaufman, shoes, etc., 
reported petitioned into bankruptcy. 

Nogales, Arizona—T Broadway Store (E. A. 
Dabdoub, Proprietor), shoes, etc., reported 
offering to compromise. 

Pine Bluff, Ark.—Charles Gurdin (C. Gurdin & 
Co.,) shoes, reported petitioned into bank- 
ruptcy. 

Los Angeles, Calif.—B. Silver, shoes, etc., reported 
etitioned into bankruptcy. 

San Diego, Calif.—E. Y. Hill (Naval Tailoring & 
Men's Furnishing Shop), shoes, etc., reported 
petitioned into bankruptcy. 

San Francisco, Calif.—Berman Shoe Co., whole- 
sale shoes, reported offering to compromise at 
20 per cent. 

Waterbury, Conn.—Edward Udelowitz (Little 
Rubber Store), shoes, reported offering to 
compromise at 20 er cent. 

Archer, Fla’—Archer Bepartment Store (A. 
kin), shoes, etc., reported petitioned 
bankruptcy. 

Dade City, Fla D. C. Wright & Sons, shoes, etc., 
reported petitioned into bankruptcy. 

Gainesville, Fla.—Ben Feinberg, shoes, etc., re- 
ported petitioned into bankruptcy. 

Sanford, Fla.—Perkins & Britt, shoes, etc., re- 
ported petitioned into bankruptcy. 

Tampa, Fla.—Louis Gordon, shoes, etc., 
petitioned into bankruptcy. 

Double Branches, Ga.—J. M. Price, shoes, etc., 
reported petitioned into bankrupte y. Re- 
sorted offering to compromise at 30 per cent. 

Dublin, ¢ Ga.—N. Seligman (Boston Store), shoes, 
ete., reported offering to compromise at 15 
per cent. 

Jefferson, Ga.—R. E. Bailey, shoes, etc., 
petitioned into bankruptcy. 

Pavo, Ga.—Adams Bros., shoes, etc., 
offering to compromise at 25 per cent. 

Savannah, Ga.—D. Zoslow, shoes, reported meet- 

« of creditors was called for = 1, last. 

Glenmary, Ky.—Helm Bros., shoes, etc. 
petitioned into bankruptcy. 

Hammond, La.—F. Joseph & Bro., shoes, etc., re- 

vorted offering to compromise at 20 per cent. 

Battle Creek, Mich.—Bentley Shoe Co., shoes re- 
ported petitioned je bankrupte y. 

Covington, Pe Paul J. La Croix, shoes, etc., re- 
ported petitioned into bankruptcy. 

Duluth. Minn.—Schulze Leather & Findings Co., 
leather and _ findings, reported embarassed. 
Reported offering to compromise at 35 per 


counter 


shoes, 


reported 


Gal- 
into 


reported 


reported 


reported 


, reported 


cent. 
St. Paul, Minn.—Levy Bros., shoes, etc., 
assigned. 
Sam Kaplan, shoes, 


Passaic, N. J.- 
assigned. 
Brooklyn, N. Y.—Aaron Minoff (317 5th Street), 
shoes, sepersed petitioned into bankruptcy. 
Samuel Schaffer (270 Watkins Street), 
shoes, reported meeting of creditors called. 
David Cohen (36 Tompkins Avenue), shoes, 
reported petitioned into bankruptcy. 
Geo. Shapiro (1073 Nostrand Avenue), 
shoes, reported meeting of creditors called. 
Elmira, N. Y. Batrowny, leather = findings, 
_ reported petitioned into bankrupt 
New York City—Louis J. Levine loot “Southern 
Boulevard), (3790 Broadway), (27 West 50th 
Street), shoes, reported petitioned into bank- 
ruptcy. 
Stern Bros., (273 Stanton Street), 
reported petitioned into bankruptcy. 


reported 


reported 


shoes, 


Canton, N. C.—Hipps Underwood & Co., shoes, 
etc. , reported petitioned into bankruptcy. 
Winston Salem, N. C.—Mrs. Lillie Levy, shoes, 
ete. , reported petitioned into bankruptcy. 
Cleveland, Ohio—Samuel Fine, shoes, reported 
assigned. 
Youngstown, Ohio 
ported petitioned into bankruptcy. 

receiver appointed. 

Dayton, Ohio—S. & M. Margolis Co. (The Fair), 

oes, etc., reported petitioned into bank- 
ruptcy 

Dover, Ohio— David Levin, shoes, etc., reported 
petitioned into bankruptcy 

Lorain, Ohio—Jacob Hill, um, reported peti- 
tioned into bankruptcy. 

Kingfisher, Okla.- . Crutchfield, shoes, re- 
ported offering to compromise at 35 per cent. 

Reading, Pa.—A. Levin & Son, shoes, reported 
petitioned into bankruptcy. 

Jacob S. Schwartz, shoes, reported meeting 
of creditors called for May 3, last. 

Philadelphia, Pa.—Nathan Livker (2207 S. 7th 
Street), shoes, reported petitioned into bank- 
ruptcy 

Peovidenes, R. I. 
Orlick), shoes, 
bankruptcy. 

Beaufort, S. C.—W. A. McDaniel, "joe etc., re- 
ported Petitioned i into we hee 

Wedgefield, S. C.—Wedgefield flercantile Co., 
shoes, etc. saa petitioned into bank- 
ruptcy. 

Davis, 8. b. —Fagot & Sterns, shoes, etc., reported 
assigned. 

Waco, Texas—Millers Walk Over Boot Shop, shoes, 
reported petitioned into bankruptcy. 

em ay Va.—E. H. Jones, shoes, etc., 
petitioned into bankruptcy. 

Nacogdoches, Texas—N. Golub, 
ported petitioned into bankruptcy. 
receiver appointed. 

Orange, Texas—Army & Navy Store (Leon Law- 
rence), shoes, etc., reported petitioned into 
bankruptcy. 

Arnprior, Ont.—W. P. 
assigned. 

Quebec, P. Q.—J. A. Morin, shoes, etc. 
compromise effected at 10 per cent. 

Melfort, Sask.—Moses Schnier, shoes, 


ported assigned. 


-John D. Gelernter, shoes, re- 
Reported 


People’s Bargain Store (Ralph 
etc., reported petitioned into 


reported 


shoes, etc., re- 
Reported 


Tripp, shoes, reported 


reported 


etc., re- 


CHANGES 


Boston—Dennett & Prince Leather Co., leather, 

incorporated with authorized capital of $25,000. 

Nathan Hurwitz (5 Lowell Street), shoes, 
succeeded by Tanenbaum & Weeks. 

Wolpert Shoe Co., wholesale shoes, incor- 
porated with authorized capital of $95,000. 

Ziegel Eisman Co., leather, incorporated 
with authorized capital of $10,000. 

Chelsea, Mass.—Bay State Shoe Co., leather, etc., 
name changed to Broadway Leather Co. 
Lynn, Mass.—Cruise-Sullivan Shoe Co., shoe 
manufacturers, y eenenen with authorized 

capital of $25,000. 

Peabody, Mass. ~Gemee C. Vaughan Co., tan- 
ners, incorporated with authorized capital of 
$500,000. 

Haverhill, Mass.—John E. 
shoe manufacturer, 
business here. 

Brockton, Mass.—Joseph T. Mackedon Co., inner- 
soles and counter cuttera, recently commenced 
business at 145 Crescent Street. 

Elliot Shoe Co., certificate filed to the effect 
that it had been voted to issue $2500 of the 
capital stock. 

Stamford, Conn.—Stamford Shoe Co., shoes, in- 

yorated with authorized ca ital’ of $15, ‘000. 

Riverside, Calif. a —~ wae » etc., suc- 
ceeded by J. H. 

Acworth, Ga.—A. Li, shoes, etc., removed to 
Marietta, Ga. 

Dumont, la.—Becker Bros., 
by Becker Bros. & Maier 

Chicago, Ill.—Florsheim Retail Boot Shop, shoes, 
capital increased to $25, 

* anna —— po OR, West yr Street), 
oes, reported out to Joseph Lipinski. 
Stetson Shop of Chicago, shoes, capital 

increased to $65,000. - 


McNamara, boudoir 
recently commenced 


shoes, etc., succeeded 


Sidney Marks (4807 North Kedzie Street), 
shoes, reported sold out to Isadore Glass. 
ohn Karpen (4208 Cottage Grove Avenue), 
shoes, succeeded by Gordon & Karpen. 
Sidney, Ia.—G. N. Heckel, shoes, succeeded by 
Gay & Williams. 
Downs, Kas.—L. Meibergan & Co., shoes, etc., 
—_ by A. M. Skinner & Co. 
Murray, Graham & Stubblefield, shoes, etc., 
ee by Graham, Stubblefield & Kelly. 
Montague, Mich. —Ripley Bros., Inc., shoes, etc., 
capital increased to $20,000. 
Fredericktown, Mo.—A. E. Thompson & Bro. 
ercantile Co., shoes, etc., incorporated with 
capital of $20, 000. 
St. — Mo.—Weil Clothing Co., shoes, etc. 
ated oe ee of $300,000 
port Mie. —H. L., shoe manufacturers, re- 
cently ao iness with authorized 
capital of $10,000 
Cumberland, Md.—Kline’s Underselling Depart- 
ment Store, Inc., am. etc., incorporated 
with capital of $25, 
Ler Mo.—Oglesby "Clothing Co., shoes, etc., 
ed closing out. 
Nous. N. J.—Barberian Bros., Inc., shoes, etc., 
incorporated with capital of $15, 000. 





Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. — jp sub- 
ject to approval and sat- 
isfaction guaranteed. 


Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 
Milbradt 
Manufacturing Co. 
2416 No. 10th St. 
ST. LOUIS, MO. 











Neatest, strongest, lightest and most 
convenient fitting stool on the market. 


Finished Golden Oak or 
Mahogany. 


$3.50 each. 


Carried in stock by all wholesale shoe and 
findings houses. Ye your jobber cannot 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For thirty-five manufacturers of 
Milbradt R Step Ladders. 
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MISCELLANEOUS 


MISCELLANEOUS 








Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 
Send for cata- 
log giving full 


description 
and prices 





THE BICYCLE 
STEP LADDER 
COMPANY 


67 Randolph St. 
Chicago, Ill. 


Every Shoe Store Needs 
a pair of 
*MANCHESTER”’ 
(Trade Mark Reg. U. S. Pat. Off.) 
€URVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


‘*“Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 








nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when or- 

dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.50 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


rcrerrs 











Chicago Branch 
Boston, Mass. 161 W Lake St. 





The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 








With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ SizeSticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 






ARAN AAAI 


SRR is trlsirie viel) 




















SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 














Celebrated — en 


Ca 
E in 


— Fixtures 
Catalog No. 14 
Artificial Flowers 
Catalog No. 19 
Window Valances 
In Stock 
Ask for 
Plush and Window Fhe 
Samples sent. 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 








NEW YORK SHOW ROOM 
70 West 36th St. 
Just East of Broadway 


Chicago 














WANTED TO PURCHASE 
CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
ay attention given. 


CHAS. BLACHER 
166 Pulaski St. Brookl 
Phone Williamsburg 341 








. N. ¥. 
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STATEMENT OF THE OWNERSHIP, MAN- 
AGEMENT, CIRCULATION, ETC., RE- 
QUIRED BY THE ACT OF CONGRESS 
OF AUGUST 24, 1912, 


Of BOOT AND SHOE RECORDER, = ~d 
weekly at New York, N. Y., for April 1, 


State of MassachusettsM 
County of Suffolk M 


Before me, a notary public, in and for the State 
and county aforesaid, pe rsonally appeared William 

. LeBrecht, who, having been duly sworn accord- 
ing to law, deposes and says that he is the Assistant 
Treasurer of the BOOT AND SHOE RECORDER 
PUBLISHING COMPANY, and that the follow- 
ing is, to the best of his knowledge and belief, a 
true statement of the ownership, management 
(and if a daily paper, the circulation), etc., of the 
aforesaid publication for the date shown in the 
above caption, re quired by the Act of August 24, 
1912, embodied in section 443, Postal Laws and 
Regulations, printed on the reverse of this form, to 
wit: 


1. That the names and addresses of the publish- 
er, editor, managing editor, and business managers 
are: 


Name of Post-office Address 
Publisher, BOOT AND SHOE RECORDER 
PUBLISHING COMPANY...... Boston, Mass. 
Editor, Arthur D. Andereen. .. . Brookline, Mass. 
, Managing Editor, Arthur D. Anderson, 

Brookline, Mass. 
Business Manager, Everit B. Terhune, 
Brookline, Mass. 


2. That the owners are: (Give names and ad- 
dresses of individual owners, or, if a corporation, 
give its name and the namesand addresses of stock- 
holders owning or holding 1 per cent or more of 
the total amount of stock.) 

Owners: United Publishers Corporation, New 
York, N. Y. 

Stockholders of more than 1% stock of The 
United Publishers Corporation: 


Edmund D. Carey, Yonkers, N. Y. 
Fritz J. Frank, Pleasantville, N. Y. 
G. H. Griffiths, Montclair, N. J. 
J.H. McGraw, Ir. 10th Ave. & 36th St., N. Y. Cit 

Elizabeth S. Me keel, Montclair, N. rf 
A. C. Pearson, row Montclair, N. J. 
Chas. G. ey a Montclair, N. J. 
Chas. Swayne Phillips, Upper Montclair, N. J. 
Jennie M. Phillips, Upper Montclair, N. J. 
W. I. Ralph, 222 W. 59th St., New York City 


Chas. T. Root, 
any oo _ a Root, 
Olive Root, Bronxville, N. 
Winifred Root, 2 W. 67th St., New York City 
em S. Root, 2 W. 67th St., New York City 
E. Sly, 239 W. 39th St., New York City 
Ad, s ‘Stevens, 325 West End Ave., N. Y. Cit 
H. M. Swetland, Montclair, N Neb 
M. . Swetland, Trustee for Grace E. Swet- 
and, Montclair, N. J 
¥- i Taylor per Montclair, N. J. 
K. Beidenkopf, 239 w. sons St., New York City 
a Lindsay, 239 W. 39th St., "New York C ity 
Mf ‘B. Terhune, "Brookline, Mass. 


2 W. 67th St., New York Cit 


Bronxville, N. ¥. 


3. That’ the known bondholders, mortgagees, 
and other security holders a or holding 1 per 
cent or more of total amount of ds, mortgages, 
or other securities are: (If there are none, so state.) 


4. That the two paragraphs next above, 
giving the names of the owners, stockholders, and 
security holders, if any, contain not only the list 
of stockholders and security holders as they ap- 
pear upon the books of the company, but also, in 
cases where the stockholder or security holder ap- 
pears upon the books of the company as trustee or 
in any other fiduciary relation, the name of the 
person or corporation for whom such trustee is 
acting, is given; also that the said two graphs 
contain statements embracing affiant’s full pen 
edge and belief as to the circumstances and condi- 
tions under which stockholders and security hold- 
ers who do not appear upon the of the com- 
pany as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner; and 
this affiant has no reason to believe that any other 
person, or association, or c ation has any in- 
terest, direct or indirect, in the said stock, ees 
or other securities than as so stated by him 


5. Theithe average number of copies of each 
issue of this publication sold or distributed through 
the mails or otherwise, to paid subscribers during 
the six months preceding the date shown above 
rts cr Cr Tee. 
(This information isSrequired from daily publica- 


tions only.) 
WILLIAM M. LeBRECHT, 
Assistant Treasurer. 


Sworn to and subscribed before me this Ist day of 
April, 1922. 
(Seal.) MARGARET M. MURPHY. 
(My commission expires December 28, 1928.) 
Form 3526.—Ed. 1916. 
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page per issue: 


l in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
3 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





Space 1 time 7 times 13 times 26 times 52 times 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 











CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eight OSITIONS WANTED—Four cents per word for each insertion. 
P Minimum amount accepted, seventy-five cents. For other 

“Want” advertisements, seven cents per word for each insertion. 

Minimum amount accepted, 
received up to noon, on Tuesday of week of publication date. 
When advertisers desire answers to come in care of this office, = 
words must be allowed in each advertisement for address. When 
advertisers desire replies forwarded direct to their address, each 
word of the address must be counted in the advertisement and paid 
for accordingly. Answers to ads must be sent under letter postage. 


$1.25. Ads under this heading will be 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





PPORTUNITY FOR SALESMEN—We want 

salesmen in every State to sell Ballet slippers 

to the retail trade. ge stock insures immediate 

delivery. Commission 10 per cent. Lowest prices. 

Best quality merchandise. Factory formerly sup- 

lying jobbers. Address D-198, Boot and Shoe 
Recenter, 207 South St., Boston, "Mass. 





WISCONSIN manufacturer of high-grade work 
and sporting shoes would like to get in com- 
munication with high-calibered salesmen who have 
confidence in their own ability and are willing to 
take line on straight seven per cent commission 
basis, with no drawing account. No objections to 
men carrying other non-conflicting line. Follow- 
ing territories open: Maine, New Hampshire and 
Vermont, Southern New York, Pennsylvania, Vir- 
pinta and West Virginia, Ohio, Georgia and Flor- 
ida, M , Louisiana, Arkansas, Kansas and 
Nebraska, O ra Ollchooe, Indiana, Illinois, lowa, and 
Texas. Address D-205, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 











LION BRAND 
SHOES 


Several Desirable Terri- 
tories open for experi- 
enced shoe salesmen. 
Write or wire 





Harsh & Chapline Shoe Co. 


Milwaukee 




















Attractive Proposition For 
Live Wire Salesmen 


A St. Louis Company manu- 
facturing a complete line of 
High Grade Work and Semi- 
Dress Shoes for men, boys, 
youths and little men, has the 
following territories that will be 
assigned within the next thirty 
days to aggressive salesmen: 
Texas, Oklahoma, Arkansas, 
Missouri, Illinois, Kansas, Lou- 
isiana, Kentucky, Mississippi, 
Iowa and Nebraska. 

In your first letter state what 
experience, if any, and if pos- 
sible send a photo of yourself. 
Address D-225, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 























ALESMAN WANTED—To sell as a side line 

Baby Soft Sole Shoes carried in stock; at 10 
percent commission. Address D-224, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





SAL .ESMAN WANTED—To take a side line of 

Shoe Ornaments, bows and Buckles to see 
manufacturers only, Pennsylvania, New York and 
New Jersey States. For more particulars write to, 
The vents Novelty Wks., 913 Gates Ave., 
Brooklyn, N. Y. 





GALESMAN calling on retail shoe dealers and 
“’ shoe finding jobbers. High class proposition 
with big commissions for the right man. Can 
handled profitably as side line. Write today for 
full details and samples. State territory covered. 
Address D-221, care Boot and Shore Recorder, 207 
South St., Boston, Mass. 





Q HOE SALESMAN—For Department Store 
“’ trade to place 30-36 pair cases per day for 
factory making medium priced Western made 
McKays in staples and novelties; in all leathers. 
Good proposition for man that can produce results 
at once Address D-217, care Boot and Shoe 
Recorder, 207 South St., Boston Mass. 





QHOE SALESMAN—Acquainted with the Mail 
“’ Order Shoe Buyers and Jobbers of the Country, 
to sell a line of medium priced Western made Mc- 
Kay shoes in staples and novelties; in all leathers. 
Must be able to place 40-36 pair cases per day. 
Answer this add only if you are producing today 
and want to better yourself. Address D-218 care 
Bost and Shoe Recorder, 207 South St., Boston, 
Mass. 





W ANTED—Salesmen to handle an exclusive line 
of Rochester-made infants’ soft soles and 
moccasins. Big business getters. Attractively 
priced. Write us today, specifying territory de- 
sired and references. Adress 609 Powers Bldg., 
Rochester, N. Y 





MIL s\WAUKEE woud SHOES—Several choice 
territories i To men_ carrying non- 
conflicting lines. Four samples—biggest sellers in 
ine. Peter Polland and Sons Co., Milwaukee, Wis. 








SALESMAN WANTED 


Several attractive territories open to 
experienced shoe salesmen East Ohio, 
Western New York and two Midwestern 
Territories open to men of ability inter- 
ested in a solid leather full vamp 
service shoe line paying a liberal 
commission. Write or wire 


THE PORTAGE SHOE CO. 
Makers of “‘Bison Brand Shoes” 
PORTAGE WISCONSIN 











SALESMEN WANTED 
BIG commission and pocket sam 
for salesmen  handlin nationa as 
known and advertised White—the 
concentrated white shoe  heamen, A 
big repeater with drug, retail s 
findings, ry and notion trade. 
Dealer makes 60 per cent. Best side 
line ever offered. "Splendid sales help. 
Write quick for territory | and free sam- 
ple. Et Ch 1 Co., Leaven- 
worth, Kansas. 




















7JANTED—Salesman experienced in_ selling 
infants and children’s high gradefTurn shoes. 
Apply The E. F. Wylie Shoe Co., Fleetwood, Pa. 








SHOE MEN ATTENTION 


The best 4 numbers ever produced in 
women’s stockings with attractive 
guarantee selling plan; side line to 
shoe trade only; commission basis; 
references. Romay, 1134 Broadway, 
New York City. 
































SALESMEN WANTED 
We will at this time be pleased to 
consider applications for next Seasons’ 
pone from live wire salesmen to 

arry our well-known, extensively 
advertined line of “HAPYTOZ” Turn 

hoes. We manufacture for the Retail 
Trade I line of 
popular priced Fcnibhe — Shoes, 
sizes 1 to 5 and -i oy Heel Turns, 
sizes 4 to 8, carrying all numbers IN 
STOCK for immediate delivery. Ap- 
plications considered only from sales- 
men having established trade. Those 
ca ng non-conflicting line of Juve- 
nile Shoes preferred. Highest commis- 
sion paid. State full particulars and in- 
clude references. 
IMPERIAL CHILDREN’S SHOE CORP- 
ORATION, Rochester, N. Y. 











LINE WANTED 





WANTED—manufacturer's line ladies’ chil- 
dren's or men’s shoes for New York State - 
At present — as buyer and "By coh in shoe 
department ohn, 1313 


department store. 


Eastern Parkway, Schenectady, N 











MANUFACTURERS 
LINE WANTED 


For Central New York. Somsting 
from Aang — Nest, I East, South an 

West—by ex need Fm man—a 
man whe will thoroughly take — of 
this territory and put effort and work 
on theline. Best references as to busi- 
ness and financial standing. Commis- 
sion basis preferred. Give full in- 
formation in first letter. Ready May 
10. Address D-220, care Boot Shoe 
Recorder, 207 South St., Boston Mass. 








pikes for a ~ py — 

t present as er for 
pm fal ceseed endl credentials as to 

character, etc. Address K-590, care Boot 


ANUFACTURER'’S line of popular priced 


women’s footwear, or growi ving one and 


Recorder, 127 Duane St., New York. 





























ew Jersey- 
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& 7” “ ” 
THE RECORDER CREED: Getting More Shoes Sold Right; not onl more”’ but “right”’; sold for the right purpose, to the 
right wearer, in the right fitting, for the right price, at the right profit. This is the great problem of the retail shoe 
merchants. The chief purpose of **The Boot and Shoe Recorder” is to help solve it; for this is the basic problem upon 
which depends the progress of the entire allied industries relating to shoes and leather; their production and distribution. 


Annual Subscription in the United States, $5.00 Per copy, 25 cents Canadian, $6.00 Foreign, $10.00 
No Subscription Accepted for Less Than One Year 


Member of the Associaled Business Papers, Inc. Member of the Root Newspaper Ass'n. Member of Audit Bureau of Circulation. 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. Entered ai the Post Office, Boston, Mass., as second class matter. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 

Cable Address BOOTRECO Printed in U. S. A. 


SE 








PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


i Se TO RENT BOOT MMLISHING CO 
























































(Incorporated under Massachusetts Laws) 
FoR a a a for shoe de tee + ~~ CAPITAL $150,000 
oO! ila ja's great stores loca on Mar- + 
ket Street, in the heart of the busiest business sec- OFFICERS OF THE CORPORATION 
tion. Wonderful opportunity for live-wire shoe CHARLES G. PHILLIPS, President 
Rubber Soles fom caene te the popular seice trade. For in. | EVERIT B. TERHUNE, Treas. and Gen'l Mgr. 
terview address D-216, care Boot and Shoe Re- GEORGE W. R, HILL, Ist Vice-President 
corder, 207 South St., Boston, Mass. H. WALTER SCOTT, 2d Vice-President 
F S ] ARTHUR D. ANDERSON, Secretary 
or Sale SWAIN, CARPENTER & NAY, Counsel 
- remont St. 
P ° ’ , I S § ‘ art 
100.000 pairs men's, bore, women's, || CORNER, SHOE STORE; fected bet gar; THUR 'D. ANDERSON, dite 
misses’ and children’s rubber soles (no reduce stock to suit purchaser. Address K-591, E. C. LOGAN 
name), in black, tan and white. Fresh care Boot and Shoe Recorder, 127 Duane St., OWEN A. THOMAS 
goods, well-known make. Will sell New York. HELEN M. HANEY 
whole or part of this lot at reasonable Associate Editors 
price. Full run of Sizes 7 to 12 iron. 
Apply Royal Textile Co., 18 Kingston _ FOR LEASE PUBLISHER'S NOTICE 
Street, Boston, Mass. Phone 8954 SUBSCRIPTION—The subscription price of the 
Seach. fi Boot and Shoe Recorder is $5.00 a year in 
\ 7] ANTED—Shoe Department. Prosperous de- advance, which includes postage in the 
partment store has first floor space to lease for United States, Cuba, Hawaiian Islands, 
footwear dept., carrying medium and high quality Philippine Islands and Mexico. The price 
a Se of a aa sinobe for Canada is $6.00 a year including postage. 
personally. Require stock of ,000 to 000. EIGN SUBSCRIPTION— : 
City of 30,000. Store doing million dollars. a ~~ poate al ae ae sfo.te 
Gentile. Mention experience, financial respon- per year, including postage. 7 
POSITION WANTED sibility etc. Mr. Wood, Ackemann’s Elgin, III. All subscriptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 








“RETAIL SHOEMAN nine years experience. for Wants, for Sales, etc., see Want Page. 


Wants position with good reliable firm. Best WANTED TO PURCHASE 


of Reference.” Address D-222, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. OFFICES IN 
LOSTON OFFICE: 207 South Street. Cor- 


POSITION WANTED with house having a real DO YOU CONTEMPL ATE poem y wpe hme A hb mg Ka 


up to-date line of shoes. Have sold shoes for BROCKTON OFFICE: 224 Morai 

one firm for past 12 years in Kansas City and soe * . , Oraine St. Geo. 

epenemaditen territory. Best of references. Address Retiring or going out of business? W. R. HILL, Manager. Telep 507. 

:. E. Vantrees, 3342 Bales, Kansas City, Mo. SS eee Se See ae ee CHICAGO OFFICE: 189 West Madison St. 
oes a li nimi: tannin, Gitta sii Telephone Main 1089. B.C. Bowen, Manager. 

GHOE BUYER and Manager with ten year's Established 25 years. ST, LAs COVICE: 3687 Levent &. Bs. .C. 

experience wishes position with reliable concern I. OLENICK wom, anager. 

in Detroit or Middle West. Good organizer. “ NEW YORK OFFICE: Room 101, Graham Bldg., 

Excellent references. Address D-223, care Boot and 413 Broadway, New York. Tel. 9531 Canal 127 Duane St. H. Walter Scott, Manager. 

Shoe Recorder, 207 South St., Boston, Mass. Telephone 2425 Canal. 

PEEL ADELISEA COVER: Sates 1420, Widener 

AS ASSISTANT Sales Manager or Manager of ulding. - Walter tt, Manager. 

ty gp et ry CAS H PAID HAVERHILL OFFICE: Chamber of Commerce 

and Women’s, Welts and McKays. Familar with all io i 1 ee Rooms, Haverhill National Bank Bldg. Geo. 

details; layout of desirable styles advertising, od ay vd — stoc: tak joes OF W. R. Hill, Manager. 

Correspondence, Adjustments, Returned goods- We or ~ yo Leases eae CINCINNATI OFFICE: 810 Second National 

and “Direct to Wearer” service at liberty May = ke aff @ sepremapenve to venga Bank Bldg. H. M. Bowen, Manager. Tele- 

10th, Al References. 1~ New England—but K mas C of: Mi request. a phone Canal 4426. ‘ 

ma gE ag = alter Cerf. Mercantile Co., Inc. ROCHESTER OFFICE: 609 Powers Bi 

hes 591 Broadway, New York City Rossiter L. Seward, Western New Yor 





























T. C. 
White, Jr., 257 Amory St., Manchester, N. H. 
Phone 2362-M Phone Spring 5160-5161-5162 Representative. Telephone Stone 6314. 

ICE: . . 
\ HOE SALESMAN, married, 27 years old, would : tenn Bt, Meserant Ss. M 
“ like to locate in medium sized town with good We bu e . . : Leona . Meyer, 
‘e buy quick and pay highest cash price (B. C. Bowen, Manager), 405 Broadway. 
and whalenaie stocks Telep 











firm where there is chance of advancement. , 
. D : “ for retail of shoes or hone Broadway 1827. 
Twelve year’s experience, best of references; also : r 4 
ience in buying, window trimming, etc. any other ndise. Quantity no object. WASHINGTON OFFICE: William L. Daley, 
sis -219, care" Boot “and. Shoo Recorder, For 30 years our specialty. gig Filtccot Se e7 
207 South St., ton, Mass. PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
BROOKLYN PURCHASING SYNDICATE bacd, Menge. a <1 
FRANK WA Proprietor LONDON OFFICE: John C. Curtiss, Manager, 

610 es rook! 11 Haymarket, London, 8.W., 1. England. 


WANTED TO PURCHASE Phone 175 AUSTRALIAN OFFICE: 430 Lit. Collins St., 
; Melbourne. G. Jervis Manton, Manager. 
CONTINENTAL OFFICE: William Salzman, 


Manager, i 2, Vienna, Austria. 
THE NEW YORK EXPORT DO YOU KNOW? MIP, Sabassini, — Aires, Rivadavia, 2721, 
PURCHASING CORPORATION - edges Rte BRAZIL: Gerente, John S. Fitch, 88 Rua General 


Camara, 88 ‘ 
596 SnOAew AY, law Voss. N.Y. “Where to Buy” columns. ‘ CT ebrinanans Corste Rosas 1123-1127. Otto 
: WILL(SLOW SELLERS FOR This feature in its quick CUBA: Mr. H. Gomez, Corrales, 2A Havana, 


: : ry . Cuba. 
SURPLUS STOCKS service is a time saver in E : Yokohama. J. F. Wagen 
: BUY (entire stocks )CASH meeting immediate needs. « Moueeer. sipeenomrn > 
: —_ Penal Aer ate OF AIN: Gerente, jo de Miguel, Librero 
; Bargains ia shoes always oa bead fer = Editor, 20 Fuencarral, Madrid. - 

The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisement 
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SPECIALS 
IN STOCK 


Smoked Elk Oxford, with tan 
Apron, Chrome sole and insole. 
Infants’ and children's sizes 
with spring heel. Misses’ and 
ladies’ sizes with rubber heel. 





Bernt”. B Ob Bo... cccccccccccccccccccccccescccccees $1.15 per pair 


rrr rerrrTrrrirrrrri rrr eee 1.25 
PN, Fe OR ceras tncciescccweccadésesqguccscuvevees ED 
~_ ane * 


Ladies’, 2 to 7 iat seas 
Terms 2% 10 days. Send for samples of other styles 


THE BROOKLYN SLIPPER CO. 


397-411 Osborn Street Brooklyn, N. Y. 








>—GREELEY’S BOUDOIRS 


RECORDER May 6, 192. 


IN STOCK 


You will like the | 
kind and prices. 
Quality our strong- 
hold. Send for sam- 
ples and prices. 


A. W.—— 
GREELEY 













Black— Red 49 Washington St., 
Havana Brown Haverbill, Mass. 
lue Branch Factory, 
Pink Newton, N. Il. 


—_—_—_—_—— _ 
——ae 





























Wood Soles 
Boots and Shoe 


Full Oil Grain 
Leather, Water- 
proof Sole Leather 
Counters. High-cut 
Buckle Shoes $2.25 
High-cut Boots 4.25 
Riemer’s Steel 
Rims for Sole 
and Heel... .50 


A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U.S. A. 











No. 32176 Iris Lily Bou- 
quet, 24 x 30 inches, in 
lavender, pink, yellow or 
red with natural prepared 
foliage, including vase 
as illustrated, each, $1.75. 
per dozen, $18.00. 


Write for MY SPRING CAT- 
ALOG No. 32 with illustra- 
tions in colors of Artificial 
Flowers, Plants, Vines, etc., 
MAILED FREE FOR THE 
ASKING. 


Frank Netschert 
61 Barclay St. 
NEW YORK,N. Y. 



































APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 





WENTHATIOM children’s shoes 
PATENTED complete by sending 
your order foday. 


Vhone Brockton 2133 


BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 





Retails $2, $3.50 





HOMO OO OOM Ono 


On Ocean Front Fireproof 


Che Breakers 


ATLANTIC CITY, N. J. 


Unusually attractive during Autumn and 
Winter Season. Rates greatly reduced. 


I UXURIOUS, heated Solarium. batted in Sunshine, overlooking 
4 the ocean. where charming afternocn musicales and complimen- 
tary “Five O'clock” Tea Service invites complete relaxation after your 
return from an outing on the exhilarating Boardwalk, or from the 
Golf Course. 


American and European plans 
New Golf Club Privileges Fireproof Garage 


eee l eli 





for immediate action. 




















OL e tel © 1 


TOMO L EL? LL 
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Kistler, Lesh & Co., Inc. 


COMMISSION 


LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. 











THE MARTINIQUE 


(Affiliated with Hotel McAlpin) 
Breadway, 32nd and 33rd Streets, New York City 





Situated in Centre of Shopping District— 
Adjacent to Theatre Section 


Entrance from Hotel to New York Subway 
and Hudson Tubes affording direct commun- 
ication with the Pennsylvania and Grand 
Central Stations, also general Post Office and 
Railroad Stations at Jersey City. 


The Restaurants offer a truly McAlpin Serv- 
ice—with Club Breakfasts, Special Luncheons 
and Dinners. also a la Carte Service. All 
at moderate prices. 


Pleasant Rooms FRANK E. JAGO, 





600 Rooms 


Resident Manager 


From $2.50 Up 
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In Stock 





Stock No. 375 


“The Merle’’ 


Patent Vamp, Sand Ooze Quarter, 8/8 Wingtoot 
Rubber Heel. Of unusual appeal to women who 


discriminate. 


$4.25 


Less 5°, 30 Days. 
Cwidth - 3%to7 


Ready for Shipment May 20 


Gregory & Read Company 


eMakers of Womens High Grade Shoes | 


LYNN, MASS. 
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SPORT 
STRAPS 


8013 
8013—Women's Top Grade, White Washable Kid 
One Strap Pump, One-Inch Strap with Buckle, 
Patent Leather Shield Tip, Strap and Backstay, 
10-8 Leather Heel, Goodyear Welt, White Welting 
AA toC 2 to8 


$5.00 


8012—-Women’'s Finest Gray Nubuck One Strap 
Pump, One Inch Strap with Buckle. Gun Metal 
Calf Shield Tip, Strap and Backstay, 10-8 Leather 
Heel, Goodyear Welt. Color Combination as 8005 


AA to C 2% to8 


$5.00 


Always Ready fo Serve 








138-140 DUANE ST. 


SAMPLE ROOMS 
214 Essex Street 
BOSTON, MASS. 


Forest Building 
PHILADELPHIA, PA. 


==THE LIVE WIRE HOUSE. 


Ti LZVIT perry PEELEVEELTUVINN NY VN VN NLNYS . 
y SYSIS Originators 


sGte tittle li feletebetettette tet lett febetig , 
: ve i 




















OXFORDS 


8005 
8005—W omen’s Finest Gray Nubuck Oxford, Gun 
Metal Calf Shield Tip, Saddle and Backstay, 10-8 
Leather Heel with Rubber Top Lift,Goodyear Welt. 
AA to D 2% to 8 


$5.00 


8014—W omen's Top Grade White Washable Kid 
Oxford, Patent Leather Shield Tip, Saddle and 
Backstay, 10-8 Leather Heel with Rubber Top Lift, 
Goodyear Welt, White Welting. Color Combina- 
tion as 8013. 

AA to 2% to 8 


$5.00 


AALAALL 





NEW YORK CITY 





302 Southern Prodace Building 
NORFOLK, VA. 











May 13, 1922 


ie repppye 








AAA AAA RRR AAA 


Leip \ AA bt LEE 

















TUTTE PE PEEP yy 


sO 











TTT TEEPE PEP EPETTTITTT Tae 








M 

















May 13, 1922 © BOOT AND SHOE RECORDER 





14 a , 
| ig 
\ 

) MEN 


A\\ Aw 


OTT 





2" 


Toney Red 
Calf 


$9 
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418X 


In Stock 
Ato D 


MARION STYLES “HIT ’EM HARD” 


Orders have reached unprecedented volume. Our 
factory is working overtime. Why? Because we “hit 
the Style nail on the head’’—in the grades you want— 
and because we carry the best 40 styles in stock. We 
are doing a tremendous business. 

118X is the second new style added to our stock this 
week, and it is on that new Claxon last, a French- 
Brogue with real selling punch. Wingfoot heel; single 
sole. 

Mail your order today and have first crack at it.° 


MARION SHOE CO., 


Marion, Indiana 
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Beautiful Shoes in Stock ¥ 


ea Ge LER inc. Brooklyn, N.Y. 


Ree a KG, 
[MILLER & LMILLER MILLER 


THE PACER 

















No. 24 White beechtex cloth, turn 
sole. Covered heel—$6.50 
No. 25 White beechtex oxfo ord, welt 











No. 26 W sas welt, Ivory sole AAA to C 


ind heel— 
AAA to € 


POE 
LMILLER | 


THE KARYI 


No. 30+ White beechtex cloth, turn 
sole. Spanish heel—$6.50 


AAA to € 


IMILLER 


THE FLIPPANT 


- 35 White beechtex cloth, u 
ory sole and heel —$6.50 


\A wc 


No, 22 Black satin, turn sole. Cov- 
ered heel—$7.25 
AA toC 


THE FLIPPANT 


No. 21 Patent leather, light welt sol 
Covered heel—$7.50 
AAA to C 


THE LENORI 


\ 
No. 40 White beechtex cloth, turr 
sole. Covered Cuban heel—$6.00 


Ivory sole and heel—S$5. 


AAA to C 


IM ILLER- 


THE LE ZNORE 


a 43 White beechtex cloth, turn sok 
CoveredlL XV heel—$6.00. AAA to 

No. 28 Black satin, turn sole.L X\ 

heel—$6.75 AAA toC. 

No. 29 Black satin, turn sole. Baby 

Louis heel—$6.75. AAA to€ 


THE SIREN 


No. 36 Genuine white buck 
welt. Irory sole and heel-—$7.25 
A to € 


No. 32—Patent leather, turn 
Leather heel —$6.75 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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VOTES OF CONFIDENCE 


Re-orders are but votes of confidence. 
To the White House of America, their 
consistent growth is just one other 


reason why 


Sh tobcte.t tote. 
Levor Grain Kid—Cabretta 
Levor Grain Goat — Chevrette 





Are unimpeachable whites 


Spotless in shade— 


Spotless in record of service. 








Sha t0bcte. Kocise of auorian 


NEW YORK GLOVERSVILLE, N. Y. BOSTON 


Distributing Force 


ARTHUR S. PATTON LEATHER CO. GEO. W. NEWMAN LEATHER CO. 
ST. LOUIS CINCINNATI 


McGAW & ATKINSON EDWARD ZOHRLAUT 
CHICAGO SAN FRANCISCO 
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} as 
Clyde bal ate oe _ Clyde Oxford 


Three colors. White duck upper, 

















Three colors. White duck upper, 
gray sole. Brown duck upper, gray 
sole. Black duck upper, black sole. 
One width only. Regular last. 


gray sole. Brown duck upper, gray 
sole. Black duck upper, black sole. 
One width only. Regular last. 


Description Sine Price Description Size Price 
Men's 6-12 $ .83 Men’s Oxford. .. 612 $7 
Boys’ - wee ee 26 77 Boys’ eben oq Ae 6 
eee aeccnace, Se 68 Voutiey “  occcvcce Oe 58 
Women’s 24-8 77 Women’s “ ........24%-8 6 
Misses’ 11-2 .68 Misses’ si ere 8 
Child’s 1-101, .63 Child's ...+. 410% SS) 


Clyde Mary,Jane 


White duck upper, ankle strap pat- 
tern. Bow attached. Gray sole and 
foxing. Pavo insole. One width 
only. Instructor last. 


Description Size Price 
Women’s......:.....24%-8 $ .78 
a. ae 0 
eee 1-1014 2 


Two colors. White or brown duck upper with black spor! 
trimming. Heavy red corrugated sole Pavo insole. Made 
one width only Regular last 


Description Size Price Description Size Pric 

Men's W hite Bal. 6-12 $1.20 Men's Brown Bal. 9 12 «$1. 

Boys’ “* 2-6 1.10 Boys’ * 7-6 Ll 

Out OO Youths’ “ 11-2 1.05 Youths’ “ “ ai 2 Lb 

' Child's “ =f 8-10% -95 Child’s “ © 8 1014 
=_-? oe ae Ez ihre 
Sees ee is Dee 
Watertown, 


Hood Rubber Products Co., Ine. v2: 








— 


TULL 





ipper, 





, gray 
< sole. 


Price 


ss is ts 


le 


) pat- 
le and 


width 


Price 
$ .78 
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‘Constant Comfort 


‘*America’s Best Comfort Shoe”’ 


SHIPPED AT ONCE 





No. 81R— Black Kid One-Strap Sandal, 8/8 
Cat’s Paw Heel, Gray Ooze Lining. . $2. 40 


No. 86R—Same eayle nent gate, Drill Lin- 
+ 4 oe .09 


ing. Both In Stock, B, 


No. 87R—Black Kid Two Strap 
Sandal, 12/8 Cat’s Paw Heel. In 
Wee, Me Ey Gy Be Bevccss $2.25 


No. 285R—High Grade Black Kid 
Two Strap Pump, 12/8 Wingfoot 
Heel, Gray Ooze Lining. In Stock 


Bie Ss es aboks as eb oKeee $3.00 
No. 52R—Best Quality Black Kid 


Oxford, Imitation Perforated Tip, 
Black Kid Lining, 13/8 Wingfoot 
Rubber Heel. In Stock A, B, C, 
RS Pe rR RE a: . $3.60 


No. 68R—Black Kid Oxford, 12/8 
Cat’s Paw Heel. In Stock B, “ad 
WE e a Pibihsacbadives eens $2.35 


Ault-Williamson ee? Co. 


Manufacturers 


LOS ANGELES OFFICE, 109 E. 8th STREET 
OFFICE, 139 LINCOLN STREET 


Auburn 


BOOT AND SHOE 


BOSTON 


Kansas City, Mo., Office—Suite 
Minneapolis Office—Room 10, Lo 


Boot and Shoe Recorder will appreciate your mentioning t 


47R 


No.47R— Black Kid Tw« 
Cat’s Paw Heel.... 


No. 84R—Same style in One eens wt 
D, E. 


Stock B, C, 


—OTHER STYLES — 


No. 73R—High Grade Black Kid 
Oxford, Plain Toe, Gray Ooze Lin- 
ing, 12/8 Cat’s Paw Heel. In Stock 
Cf See eae $3.00 


No. 77R—High Grade Black Kid 
Oxford, Plain Toe, 13/8 Wingfoot 
Heel, Gray Ooze Lining. In Stock 
a ee ee . $3.15 
No. 74R—-Black Kid Plain Toe Ox- 
ford, 12/8 Cat’s Paw Heel. In 
Stock B, C, D, E. ... - $3.00 


No. 62R-—-Black Kid Plain Toe Ox- 
ford, 12/8 Cat’s Paw Heel. In 
"3S ea aeeeerey $2.60 


RECORDER ‘ 





No. 478R— Best Quality Black Kid Oxford, 
11/8 Cat’s Paw Heel, Gray Ooze Lining, 
Combination Last 


»-Strap Sandel 13/8 
5 


No. wy wk style wtelnenctenl "Bc a 
In Stock A, B, C, D $3.1 
Combination - st—B Ball, A Ins step, wR 
Jeel Seat. 


a OS gt a 


“C” Mass Bldg. 
eb Arcade Shoe Exchange, No. 7 So. 


he publication in replies to 


~ 


No. 90R—Black Kid Stock Tip Ox- 
ford, 9/8 Cat’s Paw Heel. In Stock 
i By ep I oat een $2.35 


No. 91R—Black Kid Plain Toe Ox- 
ford, 9/8 Cat’s Paw Heel. In Stock 
GC, eBay SEI 3 ae ai piecaned $2.35 


No. 54R—Black Kid Common Sense 
Oxford, 8/8 Cat’s Paw Heel. In 


No. 83R—Black Kid Two Strap 
Sandal, Ornament, 12/8 Wingfoot 
In Stock, A, B, C, 


Rubber Heel. 
D,E . $2.65 


Maine 


Fifth St. 


advertisements. 
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PATENT LEATHER TAN OXFORD 


' to & $2.75 


to ll 2.75 


TAN ANKLE BRACE SHOE 


1-6 No Heel $2.25 
+-8 Spring Heel 2.75 


AND 


PATENT LEATHER 
OXFORD 


&!6 to Il 
lis to2 


2's to 6 


IN STOCK 


IMMEDIATE 
DELIVERY 


If your stock is broken and 
it very probably is—there 
is no time better than the 
present to prove the merits 


of 


DR. POSNER’S 
SCIENTIFIC 
SHOES 


For Young Ladies, 
Misses and Children 


All the styles illustrated 
here are good sellers, and 
Sterling Value. Our stock 
Catalog shows many others. 


SHOE RECORDER 














No. 0066 


PATENT LEATHER WELT 
TWO STRAP PUMP 
B64 to Il $3.25 
ll'g to 2 3.75 


24% to 6 4.75 


Also stocked in Russia Calf 
and White Nu-Buck 


INFANTS’ TAN KID 
Stocked in}Lace and Butt 


1-6 No Heel............91.85 
3-8 Spring Heel . 2.35 


DR. A. POSNER SHOES, Ince. 


142 West Broadway 


q Office and Stock Rooms 


New York, N. Y. 


Factory : Roebling and Hope Sts., Brooklyn, N. Y. 


The Root and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“Best At The Price” 








No. 409—Mahogany Calf Col-, No. 205— Mahogany Kip Lace 
lege Oxford, 14 Wingfoot Heel Oxford, perforated tip, vamp 
$ 35 \-Grade Full Grain Counter, and foxing, Leather Quarter $ 35 
e Counter, Polo Last, B, C and D, lining, 14 Wingfoot Heel, Guar- e 
== size 6to Il . .. .94.35 anteed Counter, Polo Last, — 
C and D, 6 to 11 ; $3.35 






































No. 310—Mahogany Veal Col- 
lege Oxford. Same construction 
as No. 409. $3.85 


No. 311— Two-Tone Calf Col- 
lege Oxford, tip, vamp and 
quarter Light Brown, patch 
Dark Brown. “Same. construc- 
tion as No. 409. . : $4.00 


No. 206—Black Aip College 
Oxford, style as No. 409, '% 
Spring-Step Heel, Gauranteed 
counter, C and D,6to TL. 83.35 


IN STOCK FOR IMMEDIATE DELIVERY 


When we say “‘In stock for immediate delivery’’ we mean just that for we know what it means 
to the retailer to have a reliable source of immediate supply. 


Under our in-stock plan our customer need never be caught short. Here is always a dependable source of 
supply that obviates the necessity for his carrying a top heavy stock. We carry the big load, he draws on us 
as need may arise. He keeps his capital working, we insure quick turns without 
loss of time or business. 

Buy B-P quality men’s dress shoes and profit accordingly. Over 50 years of shoe 
experience is the record of the Beals-Pratt Corp. ‘Best al the Price’ is its motto. 


No. 306—Mahogany Veal Blucher Oxford 
Leather Quarter Lining, '% Wingfoot 
Heel, A-Grade Full Grain Counter. 
Repeater Last (A-C Combination) C and 
D, 6 to 11 — Style as No. 407 $3.85 


$4, 60 
o—— 
No. 308—Mahogany Veal Lace Oxford, No. 407—-Havana Brown Vici Blucher 
a Quarter ~ Pp 1g Wingfoot : , Oxford, Leather Quarter Lining, % 
Heel, A-Grade Full Grain Counter, Wingfoot Heel, A-Grade Full Grain 
Princeton Last, C and D, 6 to 11... .$3.85- Counter, Repeater Last (A-C Combina- 
tion) B. C and.D size 6 to LI... .. .. $4.60 
Beals-Pratt Shoe Mfg. Co., Milwaukee, Wi 
eais-Fratt Shoe Mig. Lo., Milwaukee, Wis. 
rr 
“Best At The Price” 
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\TYLISH STOU: 
OuT SIZES 


TRADE MARK 





As our contract with the Boot and Shoe Workers’ Union contains 
a compulsory arbitration clause, we are assured steady 
production. This means prompt deliveries. 


IN STOCK 


rm 


Glazed Kid 5 Eyelet Oxford, Medium Toe, 
Perforated Tip, 14-8 Wingfoot Cuban Heel, 
Welt Construction 

B 2?72—In Black’ ocavavseesoenueceeee 
B 263— In Havana Brown ...........- 4.75 


Widths, A to EEE 


Because of their exceptional fitting quali- 
ties, STYLISH? STOUT OUTSIZE low 
shoes move as freely in widths A, B and 


C, as they do in widths D, E, and EEE. 


While the narrower widths are not outsize 
in measurement, there is something differ- 
ent about them; something which appeals 
to the woman desiring neat appearing 
footwear of conservative type. 





F 4 


Black Glazed Kid Strap Pump, Medium Toe, 
114-8 Cuban Heel, Welt Construction. 


B 260— Adjustable Cross Strap. ....... .$4.75 
B 269—One Instep Strap............. . 


= 


Sizes, 24% to 11. 


The vamp length is “just right,” they fit 
comfortably through the forepart, set 
snugly in the arch and instep, and will not 
slip at the heel. 


Every shoe branded with the mark 
“STYLISH STOUT OUTSIZES,” con- 
tains Diamond eyelets, leather counters 
and toxes, “Red-line-in” lining, and re- 
inforced, built-in steel arch supporting 
shanks. 


The built-in steel arch-supporting shank is a feature which appeals to women. 


Catalogue ? 


Samples ? 


ROCHESTER, N. Y. 


Chicago Office: 


506 Security Building 
189 W. Madison Street 





QONUUUORANYUOUOGGRROY CUUOMRROUT EMGOREUUEN AOMEEUUOGNDGERUUUOOOE REUUENORE RUUUOOOEOUU UAOEOROUED GOHEAEUEOUUUOAGEGAOUOOOOEED COUOOOOEEG AQUGONOEOUG GHONUQOGENDSUAREUOOOEDCEUHOOOOEUGHOONEONHEYfHHHHTHHID 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 

















‘ww 











May 13, 1922 


BOOT AND 


SHOE RECORDER 


13 























No. 475—Patent Sport Pattern One Strap, Patent. 
Saddle Strap, 7/8 Rubber Heel, Goodyear Welt, 


Sport Last. AA to D 





No. 442 


Patent Rhoda One Strap, Imitation ti,, 


THESE GOODS ARE 
IN STOCK—READY TO SHIP 


Your order for any 
of these styles will 
receive immediate 
attention and = go 
Price 34.00 

forward at once. 


Our catalog shows 


many other num- 
bers which are just 
as good sellers as 


the ones illustrated 


10/8 Heel, Goodyear Welt, Princess Last. AA to 





‘ .... Price $4.00 
No.443.—Same in Cocoa Calf cei 


- Brice 94.08 on this page. 


YOU SHOULD 
HAVE IT 
ON FILE. 


No. 476—Peters White Reignskin — Pattern, 


One m* Patent Saddle Strap, 7 /8 
Heel ite Naa Sole, Cae 
Last. AAtoD 


vory Rubber 
Welt, Sport 
.Price $4.00 





No. 447—Peters White Reignskin One Stra 
Rhoda, White Kid Trim, 10/8 Ivory Rubber Heel. 
Goodyear Welt, Princess Last. AA to D. Price $4.00 





No. 458—Brown Kid Rhoda One Strap, Imitation 
Tip, 13/8 Cuban Heel, Goodyear woe Tremont 
Last. A Ato C ot ean dekees Price $4.25 





No. 354—Patent Buckle One Strap, Imitation Tip, 
Single Sole, 10/8 Heel, Princess Last. . Price $3.30 


No. 355—Same in Black Kid. A to D.. Price $3.30 


THOMSON CROOKER SHOE CO. 


C. R. THOMSON, President 


BUFORD H. JONES, Vice-President 


J. M. THOMSON, Treasurer 
and Sales Manager 


. H. SULLIVAN, Secretary 


P. HOWARD TARR, Asst. counae and Credit Manager 


18 Station Street, Boston, 20, Mass. 
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The new summer sport 
clothes call for white 
pumps or oxfords; these 
must be smart in style 
and designed to conform 
to the prevailing fashion 
in summer attire. 


With the afternoon and 
evening frocks, patent 
leather, black satin and 
fine black glace kid turn 
sole one strap pumps are 
in demand, the most 
popular have 1 3/8 box 
wood cuban heel, medium 
round toe. 


Our In Stock Depart- 
ment anticipating the 
style trend is prepared to 
ship at once a number 
of attractive shoes of this 
character. 


Hallahan - Made shoes 
for women are famous for 
fineness of leathers, skill- 
ful shoemaking and per- 
fect fit; they are sold by 
the largest retailers 
throughout the country. 


Wrattonitabtehuu 





BOOT AND SHOE RECORDER 


May 13, 19?: 


aWlaln 


Made 








Style 73 


Finest Black 
Glace Kid 


Stockbridge pump, turn sole square 
edge bevel shank, 65 last, 13< box 
wood kid covered Cuban heel. Per- 


forated vamps and quarters, two 
pearl buttons. 


Price $6.00 











Pe 
J 
Style 71 Style 72 
Black Satin White Washable Kid and 
Reignskin 


Stockbridge Pump 
Norfolk saddle pump. Flexible 


welted ivory leather sole and 
heel, 21 last (medium round toe), 
| 14-inch heel. Smart and attrac- 
tive. 


Rich and lustrous of finest qual- 
ity, turn sole, 65 last (medium 
full toe) 1%< satin covered box 
wood heel, two pear! buttons. 


Price $6.00 Price $6.50 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 


Washington Ave., 10th to llth St., PHILADELPHIA 


34th St. and Broadway, Marbridge Bldg. 


New York Office Chicago Office 
Frank D. Duncan Burton T. Duncan 
5 South Wabash Ave. 
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Style 70 


The Norfolk Pump 

New and Attractive 
Turn sole made on our new 65 
last (medium full toe), 13 cellu- 
loid}'box wood heel. Overlap 
quarter. Smart prong buckle. 
Beautifully perforated. 


Price $6.50 














Arm, | Jf 
ee ° | 
Style 69 Style 67 


Genuine China 
White Buckskin 


Flexible welted ivory leather sole 
and heel, 60 last (full toe), soft 
box, one-inch heel. 

This season’s smartest sports ox- 


ford 


White Reignskin 
Ivory Leather Sole and Heel 


A strictly high grade oxford in 
every detail. Flexible welted 
sole, 2! last(medium round toe), 
straight tip, | 14-inch heel. 


Price $7.75 Price $5.50 


IN STOCK 


Ready to Ship 
May 15th 


All Stock Shoes 
Sold Net Thirty 
Days 


The following schedule of 
sizes and widths carried 


in stock: 


AAA 4% to 8 

AA 3% to 8 

A3 to8 

B, C and D 2% to 8 


Hallahan-made shoes for 
women are famous for 
fineness of leather, skill- 
ful 'shoemaking and 


perfect fit. 





HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., PHILADELPHIA 


Chie: Office 
Burton T. Duncan 
5 South Wabash Ave. 


New York Office 
Frank D. Duncan 
34th St. and Broadway, Marbridge Bidg. 
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This is a Turn Shoe made 
by one of the best Tum 
manufacturers in the country 
and worn by Mrs. Herbert 
H. Roosa, Lincoln, Nebraska 
from May st to the middle 
of July 1921. It has spread, 
lost its shape, and has broken 
down in the toe after only 
2% months of occasional 
wear. 


Thirty 
Make 


— SS 


adopt new and improved methods, the Wilson- 

Sewed Shoe has made such remarkable strides 
in the past two years that over thirty manufacturers 
are producing it. 


“T stove nee the shoe public is ordinarily slow to 


The new Wilson Process eliminates the defects 
in the Turn and the McKay. These manufacturers 
were quick to recognize the advantage of a shoe 
which,— 1. Has all the flexibility of the Turr com- 
bined with the durability of a Welt. 2. Is con- 
structed without tacks. 3. Will not spread or lose 
its shape. 4. Has no wrinkled linings. 5. Permits 
the use. of leather box toe. 6. May be repaired 
satisfactorily. 


Wilson-Sewéed Shoes are better sewed shoes. 
They cost little or no more than the shoe you are 
now buying and will build a permanent clientele. 


WILSON PROCESS INCORPORATED 
NEW YORK OFFICE 


Canadian Pacific Building 


Manufacturers 


Wilson-Sewed 
Shoes 
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The following companies are licensed to make WILSON-SEWED SHOES: 


Geo. W. Baker Shoe Co., Brooklyn, N.Y. 


Blachford Shoe Mfg. Co., Ltd., Toronto, 
Can. 


Briggs-Hutchinson Co., Lynn, Mass. 
Brown Shoe Co. Inc., St. Louis, Mo. 
Cushman-Hollis Co., Auburn, Me. 

W. L. Douglas Shoe Co., Brockton, Mass. 
Foot, Schulze & Co., St. Paul, Minn. 
Hamilton-Brown Shoe Co., St. Louis, Mo. 
Harrisburg Shoe Mfg. Co., Harrisburg, Pa. 
The G. W. Herrick Shoe Co., Lynn, Mass. 
H. M. & H. Shoe Co., Lynn, Mass. 

The Julian & Kokenge Co., Cincinnati, 

Ohio. 

Kalt-Zimmers Mfg. Co., Milwaukee, Wis. 
Kozak & McLoughlin, Inc., L.Is. Cy, N.Y. 


WRITE FOR 
BOOKLET 


This Wilson-Sewed Shoe made on the same 
last as the Turn by one of our licensees 
has been worn by Mrs Roosa over a period 
of seven months. Note how well it has 
retained its shape 


A. M. Legg Shoe Co., Pontiac, Ills. 
The John McPherson Co. Ltd. Hamilton, 
Ont. Can. 


Regina ShoeCo. Ltd., Montreal, Que., Can. 
Ruddock Shoe Co., Haverhill, Mass. 

Strout, Stritter & Co., Inc.. Lynn, Mass. 
Tweedie Footwear Corp..,Jefferson Cy.,Mo. 
Watson Shoe Co., Lynn. Mass. . 


Welch, Moss & Feehan Cc., Haverhill, 
Mass. 


The Sam B. Wolf Shoe Co., Cin., Ohio 
Hanger, Chattaway & Smith, England 
W. E. Fox & Co.. England 

F. J. Palfreyman & Co. England 
Crockett & Jones. England 

And others. 
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The Return of the Lacing Hook 


As Viewed by a Leading Shoe Trade Editor) 


“The lacing hook has come back. The once popular 


stud is again meeting with public favor and buyers of 


men’s footwear, retailers, wholesalers and consumers 
are demanding that shoes be equipped with the old 
fashion hook. As a result, the hook factories are now 
operating at nearly normal and there is every reason 
to believe that this branch of the shoe industry will be 
on a pre-war basis by fall. The lacing hook lost favor 
with many manufacturers of both men’s and women’s 
shoes. About the time the shoe makers decreed tha 
the hook must go the war started. 


“Metal and camphor used in making the celluloid 
hook coverings became scarce, the government com- 
mandeered almost the entire output of the manufac- 
turers, hooks were scarce, buyers took what they got 


and were satisfied. 


“As a result, in the days following the war the 
hook became almost a curiosity on high grade shoes. 
“Buyers, especially men, began to demand the hook. 
Even women, in buying high sport or walking boots 
for winter wear, sought the hook. 


“There came a moderate volume of business, amount- 
ing to less than 20 per cent of the normal average less 
than six months ago. Orders started piling up. Today 
business is almost at the normal level, and there is 
every reason to believe that it will reach this mark in a 
few weeks 


“Retailers and wholesalers are keenly interested in 
the attitude of women buyers, who in the past few 
months have been displaying keen interest in the com- 
paratively few boots shown which carry lacing hooks. 

“Women of the athletic type have expressed a pref- 
erence, when buying high boots for hunting or winter 
sport wear. for those which have the stud.” 


Lacing Hooks are Found on Advanced 
Models in Footwear for Men, 


Women and Children 


Specify Lacing Hooks, and Insist 
On Having What You Want 





The novelty feature of this shoe i- 
seven hooks above the seven eye- 
lets. This compensates in speed 
of lacing. for the height of top. 
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You will do more business 
on less capital than you ever 
believed could be done by 
adopting our merchandising 
plan. Write us about it. 





“Faithful 
to the Last” 


Only one pair 
of vamps 


is cut from each skin for 
Nunn-Bush Superfine Shoes 


—the quality of the remainder is not trust- 
worthy enough for this fine footwear. 


Nunri-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 


C.S. STEARNS SHOE CO. 
BOSTON, MASSACHUSETTS 


New England Distributors 


In Stock 


908 — $7.00 
(Superfine) 


Brown Kid 
Wingfoot Rubber Heel 
AwD 


6107 — $4.75 


Similar Last (Beaumont) 
Brown Kid 


Corded Tip 
Wingfoot Rubber Heel 
AwD 
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The Popular One Strap 












Reports from all parts of the 
country show that the Patent 
One Strap still «ontinues to be 
the volume seller this spring. 
This “‘Johnson Brothers’? model 
has all the merits that have 
made this style so popular. 








No. 578— Patent Leather One Strap with Imitat‘on 
Tip. Made on No. 118 last. 14/8 heel. Medium 


narrow toe 


SEND FOR SAMPLES AND PRICES 


JOHNSON BROS. 


SHOE MFG CO. 
HALLOWELL MAINE 


























KC 
She 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 














May 13, 1922 BOOT AND SHOE RECORDER 21 








Reduced Prices Effective Immediately 


‘FOOT FITTER’? OXFORDS (Black or Mahogany)........... $4.50 
‘*FOOT FITTER’’ SHOES (Black or Mahogany).......................... 4.60 
‘*FOOT FITTER’’ POLICE SPECIAL (Double Sole) 4.85 
Sizes 5 to 12 Widths A to D 


In Stock for Immediate Delivery 


Our salesmen are now soliciting Fall business with a new line 


of ‘‘FOOT FITTERS,”’ which include Kaffor Kid. 


Kaffor Kid is a new creation, distinctly different and some- 
thing entirely new in the leather industry. Kaffor Kid insures 
comfort and ease never before known in footwear—besides having 


a beauty in appearance only appreciated when seen. 


Kaffor Kid Ready for July Delivery 


Stock No. 24—KAFFOR KID BAL, No. 2 Last (Havana Brown) $4.60 
Stock No. 34—KAFFOR KID BAL, No. 2 Last (Black)............. 4.60 


Edmonds Shoe Company 


NEW YORK BRANCH 


BOSTON BRANCH : : . 
Shoe & Leather Bldg. Milwaukee, Wisconsin Hudson & Reade Bidg. 
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Your style leadership will get a 
splendid boost by displaying 
some of the new numbers just 
released by us. This one is al- 
ready in full swing to make a 
record as a season headliner. 
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No. 471—Chestnut Brown 
Calf; B, C, D; 6 to 10: $ ° 5 
Frenchy Last New Wing 
Brogue: Goodyear Heels. 


ASK FOR CATALOG 





100 Other Men’s and Women’s Styles In Stock 


Prices on Stock Shoes Have 
Just Been Cut to Fall Quota- 
tions, to Help You Do a Big 
Holiday Business with Better 
Profits. 


YOU MAY HAVE ONE OF OUR MEN SHOW YOU RIGHT 
THROUGH OUR STOCK AND FACTORY LINES—NO OBLIGATION 





UNBRANDED OR BRANDED YORKER 


DIAMOND SHOE COMPANY 
196 CHURCH STREET, N. Y. 


TWO FACTORIES: BROCKTON 
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HERE AT LAST 





THE SHEIK 


WRITE FOR DETAILS 


EVEL Se UeUE VEE EUV EE SU EU EVE ES gS 


TRIANGLE SHOE MFG. CO., Inc. 


FACTORY : 11-13 EMERSON PLACE 
BROOKLYN, N. Y. 


New York Office and Showroom, Child’s Building, 108 W. 34th Street 


LR ee ie ie eae oe to She Race oe tom eh aha aoe ae eae She he hee the heehee 


PPD WLLL DAD 





RRS 





























FOOTWEAR 








BOOT AND SHOE RECORDER May 13, 1922 

















Rec ALSe they have the ability to evolve origi- 

nal styles and the courage to market them, Lynn 
manufacturers lead in the production and distribution 
of novelty and staple footwear. A wholesome spe- 
cialization in exclusive style and. genuine comfort 
effects offers every retail merchant, great or small, 
wide breadth for selection. 





























P.J. 
HARNEY 
HENNESSEY SHOE CO. 


- MAXWELL & 
> HENNESSEY WHITE BUCK WELTS “She Shoes Yu, 
9 


fer GROWING GIRLS. 
MISSES and 
CHILDREN 
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F your problem is one of comprehensive sizes for 

customers from infants to: adults, Lynn can fill 
your needs exactly. If you must maintain a reputa- 
tion as style leader in your community, Lynn can 
help you maintain it. To make your store a real 
institution of service and honest merchandising, buy 
from Lynn manufacturers! They will serve you 
completely! 
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Partners in Success 


A FTER ALL the first duty of a bank, a shoe manu- 
{£-\ facturer or a shoe merchant is to remain solvent. 
In considering solvency there is no twilight zone. 


Money must be made or money must be lost. 


The plans— operations — advertising — construction 
and merchandising blue prints of Menihan Arch Aid 
Shoes have all been designed to promote and per- 
petuate the solvency of their manufacturers and of 
their ultimate retail dealers. 


4 


Perhaps it is the instantly apparent soundness of our 
plan for increasing merchants’ turn-over sales and 
profits that has turned so quickly the eyes and 
thought of America’s best retailers to rest and to 
linger upon our wonderful new shoes and our totally 
different, marvelously helpful proposition. 


Certainly it is literally true that with reference to 
shoe dealers’ interest in our new product and our 
extraordinary new plan of co-operation — that the 
“bigger they are the harder they fall.” 


Immediate production now sold up. 
Fall Agencies being booked. 


Perhaps for your city the exclusive agency for America s 
Best Welt Shoes for women is still open. 


Why don't you write? 


h-Aid, Shoe Company 
MANUFACTURERS & euenmnabias 


Rochester W-D° 
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WHITCOMB’S 
SPORT 
OXFORDS 


No. 


For 
MEN and 
WOMEN 
Sizes 2 to 7, C and D wide 


Stock No. R1262—Women's Smoked Elk Oxford with 3 35 
Brown Calf Instep Apron, Sport Sole and Rubber Heels... “* 


Stock No. R1264—Women's Brown Elk Oxford with 3 35 
Perforated Tip, Sport Sole and Rubber Heels. No Box Toe 


Stock No. R1266—W omen's Pearl Elk Oxford with Brown *3. 35 
Calf Instep Apron and Tip, Sport Sole, Rubber Heels 


Stock No. R1268—Women’s Pearl Elk Oxford with Black “3 35 
Calf Instep Apron, Sport Sole, Rubber Heels ... e 


Stock No. R1270—Women’'s Pearl Elk Oxford with Gray 73 60 
Instep Apron, Sport Sole, Rubber Heels . 








ALL LEATHER 
OXFORDS 
FOR MEN 


$3.10 


No. R3560 


Stock No. R3560—Men's Mah yy Side Ritz Oxford, 
Pony Last, 3 and 4 wide, with Rubber Heels. Sizes 5 to 11 3 10 


Stock No. R3562—Men’'s Mahogany Side Blucher Oxford, 3 10 
Velvet Last, 4 and 5 wide, with Rubber Heels. Sizes 5 toll “* 


Stock. No. R3564—Men’s Mah y Side Oxford, Bilt- 3 10 
more Last, 3 and 4 wide, with Rubber Heels. Sizes 5 to 11 








Sizes 5 to ll, C and.D wide 


Stock No. R1600—Men's Smoked 

Elk Oxford with ~? Calf Instep 
, & Sole, be: 

Apron port = ub od 3.60 


Heels 


Stock No. R1640—Men's Brown Elk 
Oxford with Perforated Tip and Sport 


Sole No Box Toe, Rubber 
Heel *r 3. 60 











FOR MEN 


ment. 


but there are no shoes of Whitcomb’s 
quality that will even compare favcr- 
ably with these prices. Order samples 
today and test the merits of this state- 


WHITCOMB’S IN 
OXFORDS 
PRICED LOW 


There are cheaper shoes on the market, 


STOCK 
NOW 


May 18, 1922 











WHITCOMB’S 





AND | SEND YOUR ORDERS _ NEW 


YOUNG 
MEN 


ALL NUMBERS IN STOCK 


WHITCOMB SHOE CO. 
Haverhill, Mass. 


SPRING 
OXFORDS 














Sizes 5 to ll 


Stock No. R1401—Men's Mahogany Calf Blucher Ox- 3 50 
. 


ford, Parade Last, 4 and 5 wide. Rubber Heels 


Stock No. R1402—Men's Mahogany Calf Oxford. Bilt- 3 50 
. 


more Last, 3 and 4 wide. Rubber Heels 


Stock No. R1450—Men's Brown Lotus Calf Ritz Oxford, 3 75 
. 


Pony Last, 3 and 4 wide. Rubber Heels 


Stock No. R1455—Men's Havana Brown Vici Blucher 4 00 
. 


Oxford, Velvet Last, 4 and 5 wide. Rubber Heels 


Stock No. R1500-—Men’'s Patent Oxford, Plain Toe with 3 35 
. 


Box, British Last, 3 and 4 wide 








Sizes 5 to ll 
Stock No. R1301—Men’'s Mahogan 
Velvet Last, 4 and 5 wide. Rubber 


Stock No. R1302—Men’s Gun Metal Blucher Oxford, 2 85 
Velvet Last, 4 and 5 wide. Rubber Heels - 


Stock No. R1303—Men’s Mahogany Side ome, = ~?2 85 
more Last, 3 and 4 wide. Rubber Heels. 


Stock No. R1304—Men’s Mahogany Side Ritz Oxford, 3 00 
Pony Last, 3 and 4 wide. Rubber Heels . 


Stock No. R1352—Men’s Black Vici Blucher Oxford, “3, 00 
Velvet Last, 4 and 5 wide. Rubber Heels.. 


No. R1301 
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STYLE S-41—In Stock | 


Nut Brown Russia Calf Oxford, “Parkway” last, perforated tip, full 10iron « 
single sole, rubber heel. Width A-6 to 11—B, C, D—5 to 11. Price $6.25. 


Less than three pairs a style from stock, 20c per pair extra. Stock goods net. E 


Booklet of Stock styles mailed on request to merchants in towns where we are not represented. j 

. i 

HE Florsheim Line contains the largest representation of fine shoe styles produced. To see this 
great line is an opportunity the careful buyer should not miss. One progressive merchant can 
obtain exclusive sale in each community where we are not already represented. The Fall line 

is now being shown by Florsheim representatives—also the complete assortment of stock styles. 


THE FLORSHEIM SHOE COMPANY 


Adams and Clinton Streets + Chicago, Illinois 


7 
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AMOROUS AMNRE | 
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Camp and Summer Sport Moccasins 
IN-STOCK 


We present here two 
attractive Rangeley 
Moceasins for Camp 
and Sport weat 


No. 923 is made of a soft 
gray leather that follows the 
lines of the natural foot and 
is most popular as an all 


around sport shoe for tramp- 





o é oO aye Ls ae . 
No. 923—Women’s Smoked Elk Rangeley —_= nd on ral a 
Moccasin, 8-inch, duflex fibre sole, special 
tennis heel. Kennebago last. Stock, 214 to 
&#C.D. To order, 215 to 8A to E. 


Our No. 841 is a 5-inch 
moccasin that is just high 
enough to keep out the dirt 
and protect the ankles yet 


is without excessive weight. 





It is very popular as a light 


No. 841-—Chocolate Elk Rang 9 | *y Moccasin, . “, 
id weight hiking shoe. 


5-inch, duflex fibre sole, elk mid-sole, special 
tennis heel. Rangeley last. Stock, 6 to 11 D, 
E. To order. 6 to 1A to EE. 


G. H. BASS & CO. shoemakes Wilton, Maine 
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SELBY STYLES 
IN STOCK 


Stock No. 1525 
Code SHEEN 


Patent One Strap Sandal; 
938 Last; 1 inch Box Wood 
Heel; Turn. 


Price $5.00 


Stock No. 1289 
Code SOVEREIGN 


Canvas One Strap Slipper; 
Nickel Slide Buckle; 338 
Last; 1 Inch Covered Wood 
Heel; Welt. 


Price $4.40 


Stock No. 1746 
Code STARLING 


Canvas Two Strap Slipper; 
Nickel Slide Buckle; 336 
Last; 134 Inch Covered 
Wood Heel; Single Sole Mc- 


Kay. 
Price $4.40 





Write or wire for our 
new Spring and Summer 
In-Stock Catalog 





Stock No. 73 
Code SPARCH 


Canvas One Strap Slipper; 
321 Last, 134 inch, Heel 
Welt Sole. 


Price $5.25 


Stock No. 1272 
Code SCOUT 


Sport Oxford of Smoked 
Snuff Grain trimmed with 
Brown Kip; 333 Last; %4 
inch spring heel; Neolin Welt 
Sole. 


Price $4.60 


Besides our regular line of In Stock styles, a 
few of which are here shown, we also have in 
stock a line of about forty or more Arch ,Pre- 
server styles. 


Your order will be shipped within twenty-four 
hours after it is received. 


THE SELBY SHOE CO. 


PORTSMOUTH, OHIO 


Love oe | oe a | 
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Today’ s Sellers for Quick Delivery 


Mr. Merchant! Anticipate your wants 
for our Turn Novelties so that you may be 


assured of having these goods when needed. 


( AT ONCE 
SHIPMENTS 














No. 150—Black Patent Chrome 
“Wizz” Pump. Cut-out No. 2. 8-8 
Military Heel. Sizes: A, 3-8; B, 2%-8 
C, BB. PROB. nn ccc cc cic ce 


No. 144—White Beechtex Aida One 
Strap, 8-8 send Heel. A to C. 
Price. . nas abe eas .. 84.00 


No. 149—Black Satin Aida (like 144) 
One Strap, 14-8 Military Heel. A to C. 
eer 


No. 145—White Beechtex Janet One 
Strap, l-in. Slide Buckle, 14-8 Mili- 
tary Hieel. Price... .......5.. GAM , 


No. 146—White Beechtex Rena Two 
Strap, 14-8 Junior Louis Heels. A to 
Ce PRcacwccenwdsccetian nce 


No. 147—Patent Aida One Strap, with 
Cut-out Quarter, 8/8 Military Heel. 
ee ee 


No. 148—Patent Aida One Strap, with 
Cut-out Quarter, 14-8 Military Heel. 
ae Eee 


HOPKINS & ELLIS Haverhill, Mass. 
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VERY display made in the store 

window now will merchandise 
more of the SHOES and HOSIERY 
you have for sale. 

People like to see merchandise, and 
when it is attractively displayed it en- 
courages them to come into the store. 
Once they are in the store you can 
handle them, 

But, good DISPLAY FIXTURES 
help make attractive displays that will 
bring them in. 

The Louis XVI Period is a correct 
design for shoe display. It is dainty 
and graceful. 

By the way, you may also be inter- 
ested in HOSIERY DISPLAYERS. 
Let us describe, briefly, the one shown 
here: 

It is a counter or window displayer 
on 7-inch metal base, 30 inches high 
over all—No. 966 any style of metal 
finish desired. 


All fixtures described in Catalog I 


No. 2219 


Louis XVI Design 
Shoe Fixtures 
Sell Shoes 


HUGH LYONS & COMPANY 
707 SOUTH STREET LANSING, MICHIGAN 


New York Office Chicago Office 
35 West 32d Street 232 S. Franklin Street 


Boston Office 
52 Chauncey Street 
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Early Summer 






No. 2100—White Reinskin 
One Strap Buckle, Paient 
Leather Trimmed, 8-8 





No. 14 
fe 









Heel. 36 Pair case lots hed 
; only. Price. ..... $4.75 Cuff, 
No. 1900—Steel Gray Elk No. 600—White Reinskin Stay, s 






Sport Oxford, Black Calf _ Reins 
Cuff and Back Stay, Leath- Peer ie aed Hoel’ Cock 
er Sole and 8-8 Heel. 36 Every Welk and Bloat, Cot 


Fale cose Tots euty. Se The foresight to grasp the AA to C, 2 to 9. Price $4.00 

trend of styles far in advance, 
is one reason why Crooker & 
Morse footwear sells readily 
and turns quickly. 





ing 
to 8. 






















Our designers are constantly 
engaged in the preparation 
of new patterns. Only ideas 
of possible sales value are 
retained. 










Painstakingly and accurate- 
ly, Crooker & Morse work- 
men assemble the parts into 















No. 2000— Patent One . . io. 1700—Patent Leath@l . 
Strap Buckle, "Nude Nu high-style shoes—every pair One Strap Buk 09 Mal, 16 
! uc i rimmec ° oe . ary eel. n stoc ° 
36 Pair case ‘lots only. coming through the factory AA. 5 to.8: A. 410 8: Bl gogaed 

as ‘‘clean as a whistle. es ee 
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styles In Stock! 


No. 1400—Smoked Elk O | Osford Leather Sole, White 
No. I m - > » 
ford, Dark Brown Calf Welt §-8ivoryHeel, Cord. No. 1500—Smoked Elk 
Cuff, Ball Strap and Back ed Tip and Lace. AA to C, Oxford, Dark Brown Calf 
Stay, Studded Rubber Sole, 3109. Price....... .$4.00 Cuff and Back Stay, Rub- 
Spring Heel. AA to C, 3 ber Sole, 6-8 Spring Heel. 
to 8. Price. . $5.00 eee Ora, 

The numbers 6n these pages rep- 

resent a few snappy suggestions 

for lively Summer sales. They 

are made for practically every 


Summer sport and recreation. 


The devotees of golf, yachting, 
tennis, dancing and a score of 
other pastimes will demand suit- 
able footwear. 


We can help you to give them 
exactly what they want. Moder- 
ate prices make these styles 
available to any merchant. 


Nos. 1900, 2000, 2100 and 1800 in the 
following sizes and widths: 


12A 


No. 1600—White Reinskin P 
Oxford, Patent Leather 12B 
Cuff and Back Stay, White 
Studded Rubber Sole, 
Spring Heel. AA to C, 3 to 

$4.25 


1 
8 5 Me os , 
NN ee | 
No. 1800—White Reinskin 
One Strap Buckle, White 
Welt, Natural Leather Sole. 
36 Pair case lots only. 
es ers $4.25 


UnNnunN ue 
ANAND w 
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New Styles for Delivery May 15th 


No. 601-—Pat. 2-Strap Sandal, Mat Kid 
Saddle Strap, 10-8 Military Heel... $5.25 


No. 602—-Pat. One Strap, 13-8 Military 
Heel $5.25 


No. 606—-Black Satin Vamp, Brocade 
Quarter, One Strap, 10-8 Brocade Cov- 
ered Heel . $5.50 


No. 608—-Pat. Vamp, Brocade Quarter, 
14-8 Military Heel ... $5.25 


Widths B and C Sizes 3 to 7 


Samples on Request 


L. F. KUNSTMAN SHOE CO. 


15 S. Wells Street Chicago, Ill. 





ANNO NOMM OOO OMOEA O OO O ON e 


“DU-FLEX” SPORT SOLES 


ONE OF OUR MANY STYLES 


VACCUUM CUP, LIGHT AND FLEXIBLE, 
FOR MEN’S AND WOMEN’S SHOES 


ha *Du-Flex” brand is known the world over as a long wearing, reli- 
able product. This is of vital interest to the manufacturer, retailer 
and wearer. 

OUR MOTTO 


Prompt Service. The same careful attention to small orders as_ to 
large. Courteous treatment to all. Absolute satisfaction to customers. 


AVON SOLE COMPANY, Avon, Mass. 


PTO MMMM eL LOL L CLO LD A hs 
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A Congenial Shoe 3.2" 
Memorial Day 


for the Active FOO  t::sssiv xox 


weeks are just ahead of 
you. Be ready! We will 


7} 4 Ae) i I -| oO 
Because the (“GSODING Shoe con- sein as ona res 
Orders received at 8:36 


forms to the lines of the foot and A.M. will be shipped by 
fits properly at all points, it “’*“ “™ “% 
appeals with especial force to the active man 

who likes to walk. It has the dressiness 

wanted on highdays and holidays plus the 

stamina to withstand an extraordinary 

amount of everyday hard wear. 


Write for Catalog No. 16 


or No. Y950 — Hazel 
, No. Y657 — Tony Red Brown Calf S - 
Calf Bal Oxford, Black- Brogue Oxford, , 
‘ > : - stone Combination Salle, Combination Last 


Last, Second Grade, All First Grade, All Solid 
Solid Leather, Wing- Leather, Wingfoot Rub- 
foot Rubber Heel, In be , In Stock 


833 W. Chicago Ave., CHICAGO cole Cl ie 


TITTTLILIL@ LULL O LUO Le ee 
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an 
achievement! 


TWO FAVORITES 
NO. 1375-1375 
SLIDE BUCKLES 

Sizes 
36-%4-54-%4-% In. 


Finishes to harmonize with 
leathers or fabrics 


No. 1375-137514 Buckles have met 
with much favor. 


Preferred by manufacturers because 


They are assembled to slippers without 
looping strap around cross bar. They 
are laid on flat when machines are 
equipped with attachment for — 
the bar while stitching or stapling. 


Preferred by wearers because 


They ornament footwear and hold the 
strap snug across the instep. 


in in to of 


the 


A felt slipper with an upstanding toe 
which will,hold its shape to the end, 
and soles of welt-sewed chrome leather 

that’s the new “Felt-Welt” Slipper. 

In many beautiful contrasting com- 
binations of the best felt on the market, 
these slippers are more than an attrac- 
tive novelty—they will lay a founda- 
tion for a permanent slipper business. 
Because the leather sole, with its cush- 


eee Ie MUeliiiiiiiieniiiiiiieniiiiiiieniiiiiiieniiiiiiteniiiiitieliiiiiiie 


ion sole and spring heel inside, make 
“Felt-Welt” Slippers an ideal house 
slipper as well as a bed-time foot cover 


Leslie ire ite Tite Tire ntiniiiiti te iit 


and hence are year round sellers. 


Samples free upon request 
NORTH & JUDD MFG. CO. 


New Britain, Conn. 


Made in both plain and contrasting 
colors. 
Prices: Women’s, $1.15; Misses’ 
$1.10; Children’s, $1.00. 
Send for Samples and Prices. BRANCH SALES OFFICES 
NEW YORK, 127 Duane St 
CHICAGO, 326 W. Madison St. 


ST. LOUIS, 608 Victoria Bidg. 
SAN FRANCISCO, Postal Tel. Bidg. 


The Boston Felt Slipper Co., Inc. 


289 Congress St., Boston 


: 
: 
: 
: 
: 
: 
: 
: 
: 
: 


US Teleniiiuiiieniiiiiinieniti iin 





— 
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TOL LLL LULL LL HHO MMNNNOMMOM ONE 


Twenty-Six 
Styles 


No. 461—KID Jt LIET, commonsense =? No. 451—KID STOC cK TIP JULIET, medium toe, 
es. CUM ee eae 2.15 9/8 rubber heel. E. E ‘ $2.15 


IN STOCK 
FOR 
IMMEDIATE 
SHIPMENT 


d STOCK TIP OXFORD, 12/8 rub- No. 205—KID STOCK TIP BLUCHER OX- 
“~ hel ie E ait 00 FORD, gray pees and sock mentees 12/8 rubber 
oa heel. B to E.. 83.00 


Quality Comfort Shoes 
FOR STREET 
COMFORT 
FOR HOME 
RELAXATION 


No. 202—KID TWO-STRAP SANDAL, medium No. 203—KID ONE-STRAP SANDAL, medium 
narrow toe, press vamp and quarter, gray quarter narrow toe, press vamp and quarter, gray quarter 
and sock ders raat rubber heel. A, B, C and and sock _— rubber heel. A, B, C and 

es ot . $2.75 _ ae $2.65 


No. 2012—-KID SANDAL, : toe, ainsi rubber No. 209—KID SANDAL, medium round toe, 12, 
heel. C, Dand E.... . $2.10 rubber heel. C, D and E pee 


4 


ee LST LL Oh OLE SALEEM SLE L LLC® Lb 


I 


§ lg unfluctuating demand for comfort footwear of merit furnishes an opportunity for 
every farseeing merchant. The number of customers who seek good staple shoes con- 
stitute a field worthy of cultivation. Gardiner’s Quality Comforts, cut from selected kid- 
skins and made by skilled operatives, will build up a profitable business for you. Complete 
In Stock list with prices sent gladly. 


H. K. GARDINER COMPANY 
680 WASHINGTON STREET LYNN, MASS. 


BOSTON SAMPLE ROOM, 134 LINCOLN STREET 


SJHOUIMMNOMNNOMNNO 
PUTOLTT Let nud 


BUONO L LOTT LPL LOTT i © ti 





Se ee Tee MoM eMMeL MMU LUMO eMUnnnelminnienmiinuineniniiiienmiiiienmiiiienmiiitteiiiiiiiiisltitia 


SseCoreadscannccecrecueanccasceccauvcansenseanczaccanvenneencaeaneecneanicaee 


| 
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BEEBE! 


FIFTY YEARS PRODUCING HONEST LEATHERS 




















‘Ohere is only. 
oneVICT KID 


COhere mever 
has bee 


amy other’ 














PATENT 
COLT 
OOD 
SUDES 


























AYER TANNING CO. 


MANUFACTURERS OF 


CALF-KIP AND SIDES 


ALL COLORS AND FINISHES 
SMOKED ELK~ SPLITS 


CALF LININGS 














SHEEP SKINS CHROME SOLE COTTON FINDINGS 





1129 SOUTH STREET, BOSTON, MASS. 











on hs ee 
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Style 204 


$2.10 


ther quarter lini 


bottom finish. 12/8 ery! owas tx 
water pearl button. B, 





Style No. 204—White Sea Island Duck, one strap. 


Lea ngs. Guaranteed counters. Im- 
itation French cord binding. Good Soles. Natural 
Cun 
3%-7 
2%-7, 3-8; D. 24-7, 3-8. 


NOVELTY 


(WHITE) 


TURNS 








Style 205 


$2.10 


Style No. 205—Same as 204, also 
same sizes and widths. 




















Style 206 


$2.10 


Style No. 206—Same as 204, carry- 
ing 8/8 Military covered heel. 
B, 344-7, 3-8; C, se —8, 3-8, 3-7, 


STOCK 


ORDER YOURS TODAY 














214- -7; D, 214-6, 3- 





Order from this adver- 
tisement as we em- 
ploy NO _ salesmen. 





Style 201 
$2.20 


Style No. I» Louie goves as 204 with 


D, 24-7, 3-7. 





Style 200 


$2.20 


Style No. 200—Same as 204, carry- 
ies. Wg Full Louis covered heel. 
B, 3%-7, C, 3-7, 3-8, 24-7. 





By ordering from this 
advertisement you 


save money. .. .’. 

















These Are Sellers and Profit Makers 


Immediate shipments are assured on the above numbers. 
Each a value that cannot be bettered. We are selling 
them in 36 pair case lots of one width, in sizes specified. 
This method of selling also reduces our price to you. 


Terms 2% off 10 days. 


Karelis Shoe Company, Haverhill, Mass. 
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This Full Page, in FOUR Colors, will be run in the American Weekly, June 18th. 


Another Full Page will be run in The Saturday Evening Post, June 17th. 
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THE AMERICAN WEEKLY 


Sunday June, 18th, 1922 








Foot troubles 












corrected easily, quickly 


Walk out of the shoe store 
with feet made new! 


This 1s a promise you can believe—its truth 
ts attested by hundreds of thousands of people 

No matter what form of foot trouble you 
have—whether it ts corns, callouses, bunions, 
cramped toes, tender heels, weak arches, tired 
and aching feet, or even an extreme case of flat 
faot—there 1s available to you a scientific remedy 
or apphance which will bring you certain, posi- 
tive rehef 

This week. June 17 to 24—Dr. Scholl's Foot 
Comfort Week—a nationally organized effort 
to promote foot comfort, in which thousands of 
leading shoe and department stores are partici- 
pating, is under way 

No matter what form of foot trouble you 
have, you can obtain relief in your own town— 
NOW 

The work of a noted 
foot specialist 

For the last twelve years, Dr. Wm. M. Scholl 
has given himself almost entirely to the special- 
ized study of foot troubles. Thousands of cases 
of foot troubles have been examined. 

And out of this study, in laboratory and 
clinic, out of this scientific searching for the 
underlying causes of foot troubles, have been 
developed appliances and remedies for the relief 
of every form of foot ailment 

Thousands and ens of thousands of people 
have already benefited from this work—millions 


will enjoy the boon of foot comfort in the future 
as a result of this modern science. 


There’s a Dr. Scholl's Foot Expert 

in your town 

Not alone content with having developed 
and perfected these foot comfort appliances and 
remedies, Dr. Scholl has devised a SERVICE— 
Dr. Scholl's Foot Comfort Service—which is 
available to the public through a nation-wide 
or In th ds of shoe and depart- 
ment stores are men who have been carefully 
trained in Dr. Scholl's methods, men who know 
which Dr Scholl apphance or remedy will relieve 
and correct your foot trouble. 

This service—this assurance of complete and 
lasting rehei—is offered you im a special way 
this week June 17 to 24. It is Dr. Scholl's Foot 
Comfort Week. 

Go to the nearest shoe or department store 
in your town that is headquarters for Dr. Scholl's 
Foot Comfort Service. See the special demonstra- 
tions of Dr. Scholl's appliances and remedies and 
ask to see the Dr. Scholl Foot Expert in charge. 

Then and there you can have your foot 
trouble relieved. You can walk out of the store 
with your feet made new! 

Examination over your stockinged feet. No 
charge for personal fitting service. 

So easily. so quickly you CAN have again 
shapely, active, comfortable feet. Take the op- 
portunity NOW. 





Dt Scholls 
oot Comfort Week 


June 17-24 














fl 
u 
{ 





Please send me « free One Week Trial of Dr Scholls Zine-pads for corms. cal 
lousrs or bumons (check th kind is wanted), together with » copy of his 
booklet, “The Feet and Their Care” 
Name 
Street 
Ciy .. 
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$4000.00 in Prizes for 
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Dr Scholls 
Foot Comfort Week 


17* June 24 


PAUL fy "MUA OU 





























Telling 25,000,000 People Why They Should 


Patronize YOUR Store 


During Dr. Scholl’s Foot Comfort Week, this Foot Comfort 
Service message will be read by at least 25,000,000 people. On 
the opposite page is a greatly reduced copy of the Full Page 
in Four Colors that will appear in the American Weekly on 
June 18th. On June 17th, another Full Page will be run in 
The Saturday Evening Post. 


Right in your own town and community— just around the cor- 
ner, down the street, on the boulevard and on the side streets, 
and all around you your store is being advertised —if you are 
properly “hooked up” with this big, concentrated drive. 


How can you do it? Easiest thing in the world. Acorking good 
window display, a few strong newspaper ads, some movie slides, 
a Graduate Practipedist, imprinted booklets and inserts passed 
out, and your success is certain — simple, inexpensive, little 
trouble. And all material and supplies are laid down at your 
store free, charges prepaid. 


With your window trim you are sure of increasing your 
business and you have a good chance of winning a 
part of the $4000.00 prize money offered for the best 
displays. If you don’t win a cash prize, you will be 
awarded a beautiful Gloria Silk $5.00 umbrella 
for your trouble. You have everything to gain 
and nothing to lose. Send the coupon today. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Specialties in the World 
CHICAGO NEW YORK. TORONTO 


The 

Scholl 

(Mail coupon 

to nearest office) 

Please send me 

forFootComfort 

Week, all charges 

prepaid: 

0 Window Trim 
Material 

O Newspaper Electros 

0 Movie Slides 

0 Booklets, Imprinted 

0 Inserts, Imprinted 


213 W. Schiller St. 64 West 14th St. 112 Adelaide St..E. ££ Address... 






















Best Window Displays 
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deliveries. 











Artisans are busy creating new 
effects, so the buyer of “‘Dalco”’ 
ornaments is always in a most 
favorable trade position. Our 
stock is kept fresh with the 
fastest retailing patterns. You 


can order any time and get {om 


Daleo” 


STRAP ORNAMENTS PUT SNAP IN SHOE STYLES 





WE CARRY THE LARGEST ASSORTMENT OF THE 
MOST BEAUTIFUL DESIGNS ALL MODERATELY PRICED 








Originality is the keynote of all 
“Dalco” designs. If it is not 
original, it is not a “Dalco.” If 
you wish to feature ornament 
fashions that have a strong sales 
appeal because they ARE new, 
you will mark all orders “‘Dal- 
stmestrapormament. Wii co.” Send for samples. Get 


completely conceal the but- e ° ° 
our prices. They will interest 
you. 








DALRYMPLE-PULSIFER CO., Haverhill, Mass. 
















































he est Shoe Jor The Least Money | 


TSS 
LDP LD ILD ILOILO LD OLD ILD PLO LILI LIL AN 


A Sparkling Example 
of M-C Craftsmanship 





Patent Leather One Strap, Perforated 
Vamp with Fancy Design on Quarter, 
12/8 Military Heel, Single Sole. 


Jobbing and mail order trade only. 


MITCHELL-CAUNT CO. 


BOSTON OFFICE 
72 Lincoln St. 





FACTORY 
Lynn, Mass. 


eM IATAVLANINIUTAYUVAVUAVAUUTUAVUVOFUUUAUUIAUAURUAEA OUTTA 
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IVORY HEELS—IVORY MID-SOLES 
IVORY FIBRE HEEL BOARD | 
IVORY TOP LIFTING 
a IVORY WELTING 


a a eo 
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VAUGHAN’S IVORY SOLE LEATHER 


EN and women of taste, in buying white footwear, are inclined favorably toward 
M shoes with soles and heels that match the uppers and will neither check 
nor peel. VAUGHAN’S IVORY SOLE LEATHER, white clear through, 

makes complete the appearance of any trim white shoe, without the aid of paint and spray. 


Set a new mark in your white sales this year. Sell your customers on VAUGHAN’S 
IVORY. By communicating with your manufacturer today, you can avail yourself 


of the sole that has made while shoes staple. The name VAUGHAN is recognized as a 
source of guarantee and protection. 


GEORGE C. VAUGHAN 


TANNERIES AT PEABODY, MASS. 











—— = — - = - : x _——- 
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6 Me, co Cam “iss wi:.4 
THE SOLE THAT H 


~ WHITE SHOES STAPLE 


MADE BY 
GEORGE C.VAUGHAN 
Tanneries at 
PEABODY 
MASS. 


: 
: 
: 
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WAR DEPARTMENT 





MAY 


May 16—-Q.M. SUPPLIES--New 
Cumberland Pa. Auction. Send 
catalog requests to Q.M.S.0. Gen. 
Intermed. Depot Ist Ave. and 59th 
St., Brooklyn, N. Y. 


May 18—Q.M. SUPPLIES— Phila- 
delphia, Pa., Auction. Send cata- 
log requests to Q.M.S.0., Gen. 
Intermed. Depot, Ist Ave. and 59th 
St., Brooklyn, N. Y. 


May 22—ORD. MATERIAL-— Nitro, 
W. Va., Auction. Send catalog re- 
quests to Charleston Industrial 
Corp., Nitro, W. Va. 


May 22--SALVAGE-—-Norfolk, Va., 
Auction. Send catalog requests 
to Salvage Officer, Gen. Intermed. 
Depot, Norfolk, Va. 


May 24—OIL, FUEL AND LUBRI- 
CATING— Washington, D. C., 
Sealed Bid. Send catalog requests 
to Chief M.D. and S. Sec., Air 
Service, Room 2624, Munitions 
Bidg., Washington, D. C. 


May 25--Q. M. SUPPLIES Atlan- 
ta, Ga., Auction. Send catalog re- 
quests to C.0.Q.M., Intermed. 
Depot, Candler Warehouse, At- 


lanta, Ga. 


May 31—Q.M. SUPPLIES Brook- 
lyn, N. Y., Auction. Send catalog 
requests to Q.M.S.0. Gen. Inter- 
med. Depot Ist Ave. and 59th St. 
Brooklyn, N. Y. 














SELLING PROGRAM 











c= 


a oe 





JUNE 


June 1—Q.M. SUPPLIES—San An- 
tonio, Tex., Auction. Send catalog 
requests to Q.M.S.0., 8th Corps 
Gen. Area Depot No. 2, Ft. Sam 
Houston, Texas. 

June 6—Q.M. SUPPLIES—McClel- 
lan, Ala., Auction. Send catalog 
requests to Commanding Officer, 
Atlanta Q.M. Intermed. Depot, 
Candler Warehouse, Atlanta, Ga. 

June 7—AIR SERVICE SUPPLIES 

Morrison, Va., Auction. Send 
catalog requests to Commanding 
Officer, Air Service Depot, Morri- 
son, Va. 

June 8—Q.M. SUPPLIES—Camp 
Jackson, S. C., Auction. Send 
catalog requests to Commanding 
Officer, Atlanta Q.M. Intermed 
Depot, Candler Warehouse, Atlan- 
ta, Ga. 

June 13—Q.M. SUPPLIES—Camp 
Grant, Ill, Auction. Send catalog 
requests to Q.M.S.0., Chicago 
Gen. Intermed. Depot, 1819 W. 
Pershing Rd., Chicago, Ill. 

June 15—Q.M. SUPPLIES—Chi- 
cago, Ill., Auction. Send catalog 
requests to Q.M.S.0., Chicago 
Gen. Intermed. Depot, 1819 W. 
Pershing Rd., Chicago, Ill. 

June 19—Q.M. SUPPLIES—Camp 
Sherman, O., Auction. Send cata- 
log requests to Q.M.S.O., Chicago 


Gen. Intermed. Depot, 1819 W. 


Pershing Rd., Chicago, Ill. 

June 22—-Q.M. SUPPLIES—Boston. 
Mass., Auction. Send catalog re- 
quests to Commanding Officer, 
Boston Q.M. Intermed. Depot, 
Boston, Mass. 

June 27—Q. M, SUPPLIES— Norfolk, Va. 
Auction. Send catalog requests to Q. M. 
S.0., N.Y. Gen. Intermed. Depot, Ist 
Ave. & 59th St., Brooklyn, N. Y. 
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Quartermaster 


Material 
ry includes: 


Shoes, Socks, Underwear. 


Caps, Gloves, Shirts. 


Blankets, Sheets, Tow- 
els, Bed Sacks, Barrack 
Bags, Textiles, Subsist- 
ence, Vehicles, Hard- 
ware, Mess Equipment. 
Office Equipment, Raw 


Materials, Miscellaneous 


“sane il 
Air Service 


Material 
includes: 


Planes and parts, Motors 
and parts, Aero and bal- 
loon Fabric, Oils, Paints, 
Chemicals, Lumber, In- 
struments, Metals, Ma- 
chines, Tools, Machine 
Supplies, Hangars 






frames and parts), 

Cameras, Lenses, Aero 
Bepoment. Raw Mate- 
rials. 

















Ordnance 


Material 


includes: 


Machinery, Machine 
Supplies, Tools, Chem- 
icals, Iron, Steel, Cop- 
ger. Brass, Building 
Supplies, Power Equip- 
ment, Electrical Sup- 
lies, Motors, Pumps. 

jlers, Raw Materials. 
Miscellaneous. 


———— 
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—About the 
SELLING METHODS 


Of the War Department 








AUCTION The Benefits of Auction Sale 


Purchase is so easy. You simply raise a numbered pad- 
dle, so the auctioneer sees it. The paddle costs about 
$200, which is applied to your purchases. If you do not 
buy, the deposit is returned in full, on demand. 


The offerings usually MUST be sold. This gives you 
opportunity to buy right. 








Your competitor’s bid furnishes a guide to the value of 
the goods offered. 


What Sealed Bid Offerings Give 


More time[for{financing purchases. 
Quality that stands up in any market. 
Quantities worth your while. 


Opportunity to buy what you need at prices you set 
yourself. 


How Fixed Price Helps You 


It gives your dime the same opportunity to buy value 
that is afforded your neighbor’s dollar. The price is the 
same to all, whether you buy one item or ten thousand. 


It simplifies purchases. You get a catalog, check up 
your needs, decide what you want to spend, and then 
send in your order. That’s all. 








For Further Information Regarding War Department Sales, Write : 


MAJOR J. L. FRINK 


Chief, Sales Promotion Section 
Office of the Director of Sales 
Room 2515 MUNITION BLDG. WASHINGTON, D.-C 
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SOMETHING DIFFERENT! 


RUEPING’S SEMINOLE CALF 


COLOR NO. 34 


Smooth Chrome Russia 


Our New Rich Brown Shade 


The steadily increasing demand for Seminole Calf Color 
No. 34 from manufacturers of high grade footwear is evidence 
that this new shade of brown is going to be exceedingly popular. 
Ask the makers to show you samples in which Rueping’s 
Seminole Calf No. 34 is uesd. 


The workmanship on this leather assures — 
An exceptionally fine grain 
Mellow feel to insure comfort 


Uniform shade—one that will resist 
factory stains and rag up bright when 
finished 

Heads and flanks well worked out 
giving the utmost in cutting results 


RUEPING’S UPPER LEATHERS PRODUCE 
QUALITY PLUS SERVICEABLE 
FOOTWEAR 


Fred Rueping Leather 
Company 


FOND DU LAC, WISCONSIN 
Established 1854 


BRANCHES: 


ae s rt Boston Cincinnati Milwaukee St. Louis 
a - New York Chicago San Francisco Montreal 
FRED RUEPING LEATHERCO. Nesthemgeen, Raghad sag 
pton, Eng! 
FOND DU LAC. WIS,.US.A 


7 8 
Pe 3 
ER tes. 
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No. 844 

Top grade patent colt bal oxford, Midway Top grade patent colt bal oxford, Harvard 

last, light leather quarter lined. last, light leather quarter lined. 
eee a Price .. . $95.25 
IN STOCK 

A-D . A-D 5-12 

OU’LL soon have considerable demand for patent colt oxfords. 
You can’t offer your trade any smarter ones than these, or 
better values. The Certified Shoe is the only shoe that is 
strictly hand lasted and fitted, with A-fine inner and outer oak soles, 


at popular prices. 


The STONEFIELD-EVANS Shoe Company 


Rockford, Illinois 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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White Linen Pumps and Oxfords 
IN STOCK 





OUMMNOUMMMMNNOMO 


SIZES AND WIDTHS 


No. B-491—White Linen ms . 
Strap Pump, 222 Last, No. B-438—White Linen 


‘ove food C. Povessecweeseenes Oxford, 223 Last, Ivory 
wnt c a Sole, 12/8 White Heel. 
Welt. 


$4.50 $4.15 











Terms: Net 30 Days 


Write for Stock Catalog 


C. P. FORD & CO., Rochester, N. Y. 


New York Office, 127 Duane St., E. H. Talbot, Jack Galway 


OCHO OOOO 


; 
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HIGH GRADE OXFORD ATTRACTIVELY PRICED 


No. 837 $4.85 


Boarded Red Calf (rich, warm color leather) Lace Oxford, Pearl Quarter Lining, Full Grain 
Oak Insole, Top Grade Solid Leather Counter, ““Rock Oak” Bend Outsole, Full Padded Tongue. 
Wingfoot Heel, Saxton (Combination Last)—one of the most popular for the Summer and Fall 
seasons. IN STOCK, B, 7 to 11; C and D, 6 to 11 Union Made 
No. 710—Black Velour Smooth Calf. In Stock as above , are . $4.35 


THE CLINTON SHOE 


CLINTON SHOE MFG. CO.. : : : CLINTON, IOWA 
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White Polar Kloth Turn-One Straps In Stock 
High Grade Construction 


SILK FRENCH CORD — SOLE LEATHER COUNTERS 





Number 200 Number 210 Number 215 
8/8 MILITARY HEEL 12/8 MILITARY HEEL 14/8 JUNIOR LOUIS HEEL 


$3.15 $3.15 $3.25 


Widths A, B, C Widths A, B, C Widths A, B, C 
No. 160 Black Satin $4.00 


Send your orders in now to insure prompt delivery, as we are receiving 
large orders on these numbers. Terms 5% ten days 


COLLINS & STAPLES... .. Haverhill, Mass. 














LOW CUTS IN STOCK 


“ . ‘ 
Stitchdowns McKays 
11M4- 2% 84- 11k%- 
2 6 6-11 5-8 ll 2 2%-8 
735 H—Tan Lotus Blucher Oxford, heel $1.50 $1.85 $2.25 210 —Gun Metal Ox., wide toe, wedge $1.15 $1.35 
5 Vox—Tan Lotus Ventilated Oxford 1.85 2.25 210H—Gun Metal Ox., wide toe, heel 1.35 $1.55 
25 Vox— Mahogany Elk Ventilated Oxford 1.85 2.25 1210H—Gun Metal Ox., Eng. toe, heel 1.55 $1.85 
2735 H—Mahogany Elk Blucher Oxford 1.85 2.25 216 —Maheg. Ox., wide too, wedge : 1.40 
214H—Mahog. Ox., wide toe, heel 1.40 1.60 
1214H—Mahog. Ox., Eng. toe, heel 1.60 1.90 


216 —Black Kid Ox., wide toe, wedge ‘ 1.50 
216H—Black Kid Ox., wide toe, heel 1.50 1.75 
1216H—Black Kid Ox., Eng. toe, heel 1.75 


614 —Mahog. Instep Strap, wide toe, 
wedge 
- 113 614H—Mahog. Instep Strap, wide toe, heel 

5-8 li 2 24-8 1614H—Mahog. Instep Strap, Eng. 

733 Tan Lotus Sandal $0.90 $1.00 $1.15 $1.50 616 —Black Kid Instep Strap, wide toe, 
733H—Tan Lotus Sandal, heel 1.30 1. wedge 1.15 
2733 Mahogany Elk Sandal A 100 1.15 lL. 616H—Black Kid Instep Strap, wide toe, 

73 -Black Calf Sandal A 100 1.15 1. heel 

762 —Smoke Sandal A 1.00 1.15 1. 1616H—Black Kid Instep Strap, Eng. toe 

731 Tan Lotus Pump A 1.00 1.15 

752 -White Sandal A 1.05 1.20 

933 -Tan Lotus San. Hy. sole d 1.10 1.25 


726 —Tan Lotus Ox., imt. tip 5 1.05 1.20 ‘ Hagerstown Shoe & Legging Co. Ine. 
766 -Mahogany Elk Ox., unlined 95 1.05 1.20 1, 
. HAGERSTOWN, MARYLAND, U.S.A. 


826H—Tan Lot. Ox., imt. tip, narrow toe 
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Skinner's 
Shoe Satin 


Nn Ae 





FOR 74 YEARS LEADER IN WEARING QUALITY 





Don’t Buy Satin Shoes 
**At a Price’ 


ATIN FOOTWEAR is delicate. 
Only the best fabric gives satis- 
faction. 


Manufacturers who buy shoe satin 
“at a price’ cannot make the best 
shoes. 

Those who aim at highest quality 
invariably use SKINNER’S SHOE 
SATIN. It comes in black and colors 
and is especially adapted to their needs. 


~ & 


esx Sv * a 


hh 





WILLIAM SKINNER & SONS Established 1848 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 
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The ‘Famous 


\ Weber 


Shoe forNMen 


In Stock 
With the Weber 








No. 721—Tan Side No 
13 Foxed Oxford, En- 


Sizes 6-11; D Width, 


er reputation behind 
them to assure their 
value 


PRICE $3.40 
Net 30 days 


No. 848— Medium Tan 
Lotus Veal, Color 104, 


Frenchy Lest, Sine Weber Bros. Shoe Co. 
Rubber Heel. 


PRICE, $4.25 North Adams, Mass. 


es 30 aye NEW YORK OFFICE: 
1328 Broadway, Marbridge Bidg., H. Harris, Rep. 

















CURE 











The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and arch and 
self adjusting movable stiff 
shank give support to the 
needs of the individual foot. 











These points make La 
France Rest Cure Shoe 
our biggest seller. 


In Stock NOW 


AA-D. Sizes up to 10. 


653-Black Kid Oxford 5.00 ~~ ; : 
983-Brown Kid Oxford 5.50 “a Williams Clark & Co. 


353-White Fabric Oxford 4.35 Lyne. Stain. 
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Where the wear 
comes Sure-typs 
make good —— 

















“Shoe Lace Manufacturers 
Are a Gang of Thieves! 


“They purposely leave weak spots. I can’t buy a pair 
to last over ten days.” 


Thus spoke an incensed gentlemen—an acquaintance 
of the president of this company. 

In justice to our craft we later made the gentleman 
retract this statement. We presented him a pair of our 
article 1864—the lowest priced number in the Sure-typ 
Line—a round lace—solid braided—no filler. After wearing 
them over two months without any sign of trouble, he 
voluntarily apologized for condemning braiders as a whole. 

This gentleman is perhaps only one of many who have 
had similar experiences, perhaps with laces purchased at 
your shop. 

While the article is small, you cannot be too particular 
in purchasing. 

We know you will not have similar complaints if you 
stock Sure-typs—they build confidence. 














There is a wholesale distributor of our laces near 
you. If you do not know him, write us for his name 


The Hutmacher Braiding Co. 
Braiders of Good Shoe Laces 
PATERSON, N. J. 
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The Movie Of 
A Dollar 


Jim Smith had a dollar. 
Jim handed ‘his dollar to Tom Jones in exchange for something he 
needed. 


Tom hands the dollar to his neighbor in exchange—and so the dol- 
lar circulates. 


! 
\ 
! 
i 
! 
N 
! 
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! 
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Twelve men have now handled Smith’s dollar. 


There have been twelve movements of merchandise, twelve im- 
pulses to increased factory production, twelve stimulations of 
wholesale and retail business. 


And all because Jim Smith spent his dollar instead of freezing onto 
it! 


Money in movement makes prosperity. It puts mills on full time, 
pep into wholesalers and retail dealers, and confidence into the 


man in the street. 


Money unspent—Smith hanging onto his dollar—frozen credit— 
makes depression, stagnation, hard times. 


Unless you buy the things which gain your neighbor a living, he 
cannot buy the things upon which your prosperity depends. 


If you need prosperity, buy the things you need NOW! 


BOOT and SHOE 


RECORDER 


GREAT WATIONAL SHOE WEEKLY 


BOSTON 





— - — lf 
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Introducing 
OHIO KAFFOR KID 


This creation is distinctly different and some- 
thing entirely new in leather manufacture. 











It eclipses anything yet produced in its uni- 
versal adaptability for men’s, women’s and 
children’s dress shoes. 


OHIO KAFFOR KID insures in a shoe 
comfort and ease such as has never before 
been known in footwear—besides having a 
beauty in appearance only appreciated when 
seen. 





Made in Black and Morro Brown—guaran- 
teed a straight aniline dyed leather, free from 
pigments. 





Sample cuttings and further information 
gladly furnished upon request. 





CeO OOO OOP OOO OD OE EO ED OOO YAN; 


Originated and manufactured exclusively by: 


THE OHIO LEATHER CO 


GIRARD, OHIO 
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THERE IS 





“The Fintshed Shoe 
Gives Universal Satisfaction 
Zo Our Trade” 


This is what one of the largest consistent 
users of Tobacco Brown Vici Kid reports. 
Consistent excellence must be the reason 
why so many large producers of women’s 





=... 
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fine shoes practically confine themselves 
to Tobacco Brown Vici. 





The final test of any shoe leather is the 
satisfaction it gives the wearer. 











It should be strictly borne in mind that the only VICI KID is 
made solely by 


ROBERT H. FOERDERER, INC. 
Sole Manufacturers of VICI KID 
PHILADELPHIA PENN. 
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Something Worth Knowing 





DD to the millions of Trade 

A onion members in Amer- 
ica, all the shoe buyers in 

each member’s family, and the 


number totals to many millions 
more. 


Every one of these people when 
buying shoes, looks for the 
stamp of The Boot and Shoe 
Workers’ Union. 


If you feature this stamp in your 
window displays and local ad- 
vertising, their trade will come 
to you. 


eno &S 
WORKERS UNION 


union Foran 
HONNUUOOUUUUUUAAt fory HOVOOOQQQQQOQ0QQQ00Q0QQ0QQ0000000000 UUOUUUUUUUOOUOUOUEEEOYOVOOUUOUGNOUUOOAEONOGGOOOOOOO00000000000000001 








BOOT AND SHOE WORKERS’ UNION a 


The Union that has an agreement with manufacturers 


settling all wage differences by ARBITRATION | 
246 SUMMER STREET BOSTON, MASS. rr 
COLLIS LOVELY, Cen’! Pres. CHAS. L. BAINE, Gen’l Sec’y-Treas. 
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The VU. S. trade-mark on U. S. 
Spring-Step Heels, as on all 
other products where it is 
found, identifies itself with 
features of desirability. 
Eight nail holes for firmer,neater 
attachment. Receding breast to 
conform naturally to the slope 
of the leather heel. A rubber 
compound which combines 
longest wear consistent with 
proper cushioning quality. 
A shoe equipped with VU. S. 
Spring-Step Rubber Heels is on 
the way to being accepted as a 
better shoe of unquestionable 
manufacture. 
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It is better to have a few styles, 
and complete sizes and widths on 
each style than to have many styles, 
with broken sizes and widths on 


each. 


Dept. 5 


is a great help to both ‘large 
and small merchants in keep- 
ing a well-balanced stock from 
which they can perfectly fit 
each customer. 


Write for Stock Book 


THE STETSON SHOE COMPANY 
SOUTH WEYMOUTH, MASS. 
BOSTON NEW YORK CHICAGO 


LITTLE BUILDING BUSH SALES BUILDING MARQUETTE BUILDING 
Cor. Tremont and 130 West 42nd Street earborn and 


Boylston Streets Adam Streets 
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GREAT NATIONAL SHOE WEEKLY 
207 SOUTH ST.,- BOSTON MASS. 
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eJast Visiting wal the Pubhsher 








Now On Safe Ground for Buying 
Colors and Fabrics for Fall 


What;to Buy for August—September— 
October Selling 


The Shoewomen’s Symposium 


The Recorder Shoe Store 


Successful Shoe Retailing 

“Pep” Advertisements 

How I Did It. . eh dddeas 
We Started This Store 30 in Ago 
What Do You Know About Feet? 


9 





‘Therefore, give me no counsel: 
My griefs cry louder than advertisement.” 
—Shakespere. 


In Shakespere’s day, advertisement 
meant advice. Today it is NEWS—big 
news—dollar and cent news—perhaps the 
most important and interesting news 
appearing in modern business publica- 
tions. 


News of footwear and accessories ready 
for immediate shipment. News of prices. 
News of styles and ‘their trend. News 
which will enable you to carry on more 
intelligently and at a greater profit. 


Learn to read advertising as news, 
therefore, and you will soon Jearn to value 
it correctly. 
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“About Heirlooms” 


When we speak of heirlooms, we think of something 
which has been attached to an establishment or business 
for a long time. Some heirlooms increase in value with 
time, but more often their sole worth is represented in 
sentiment and memories. 


Heirlooms are in the making today, but one place that 
cannot tolerate them is the shoe store. Dollars are worth 
too much money today to retire in the form of a slow- 
moving stock. The only merchandise which provokes 
sweet memories in the mind of the shoe retailer is that 


which moves quickly. 


Money invested in merchandise only pays a percentage 
when that merchandise moves fast. Rice & Hutchins 
shoes, including the famous Educators, are ‘“‘quick-turn- 
over’ stock. Over 30,000 shoe retailers know this to. be 


a fact. 


We have nine convenient American branch houses carrying 
complete stocks in anticipation of your demands, w ich 
means that you can do a “‘quick- -turn-over’ ” business on 
a minimum investment, because our “‘over-night size-in”’ 

accommodations require you to carry only a small stock. 


We are not in the heirloom business. 


RICE & HUTCHINS, Ine. 


BOSTON, U. S. A. 


NINE AMERICAN DISTRIBUTING POINTS 


The Rice & Hutchins Atlanta Co. The Rice & Hutchins Cleveland Co. 

The Rice & Hutchins Baltimore Co. The Rice & Hutchins New York Co. 

The Rice & Hutchins Chicago Co. JosephI. Meany &Co., Inc., Phila., Pa. 

The Rice & Hutchins Cincinnati Co. The Atlas Shoe Co., "Boston, Mass. 
The Rice & Hutchins St. Louis rv a 


RICE & HUTCHINS 


FDUCATOR 








SHOE® 
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Now On Safe Ground for Buying 


Interlocking Fashion News with Shoe Style Forcast 
Gives Complete Confidence 


HE Recorder has a feeling that this issue marks 
T the real beginning of intelligent buying of shoes, 
on two plans of safe procedure. 

We have rarely packed into one issue so many salient 
articles, pertinent to immediate problems, as well as to 
future requirements. 

When we announced this issue as a “Pep” number 
we had some of these things in mind—first, the mer- 
chant will find in this issue of the Recorder, a carefully- 
compiled style survey, based on the opinions of leading 
merchants in the National Shoe Retailers’ Association 
and leading manufacturers of the National Boot and 
Shoe Manufacturers’ Association. These men would not 
dare to misrepresent, because of the danger through the 
National bodies, which they are affiliated with. In addi- 
tion to their report, we have the initial fashion and color 
survey by our own color expert, Eugene Peirce, who has 
spent several months in the preparation of this report, 
for simultaneous publication in the ““Dry Goods Econ- 
omist.”” With assurance as to dress and confidence as to 
shoe style—let’s put pegs in the program of business. 

We feel that by these two interlocking subjects, giv- 
ing fashion and dress opin- 

*ions on one hand, and shoe 
and leather opinions on the 
other, we have actually 
struck some sort of a safe 
ground, upon which to plan 
shoe buying for Fall. Mer- 
chants who have trusted the 
Recorder in the past can, we 
believe, do so now. 

The second plan empha- 
sized in this issue of the 


Recorder, is the absolute necessity of putting in six hard 
weeks of shoe selling in shoe stores. If you don’t get the 
business in the next six weeks, there will be no volume 
of shoes sold this Summer. The remaining weeks of May 
and the full month of June, permit the sale of shoes at 
regular prices in styles and quality worthy of being 
merchandised in sizes and service, equally worthy of the 
principles of modern merchandising. In these six weeks 
there has got to be condensed and concentrated ‘the 
strongest selling spirit of the season. Through in-stock 
you can get the goods to make profits in these stirring 
weeks. 

Easter proved a remarkable stimulant to business, 
but it was largely due (as the Recorder survey of the 
public’s feet showed) to the fact that people were desti- 
tute of pretty shoes. They concentrated their buying into 
a few weeks which, in normal weeks, would have spread 
over as many months. Precisely the same thing is ahead of 
us. The demand for Summer shoes will come in siz weeks 
and it will need all of the pep, perseverance and personality 
of the store staff to get every pair of shoes sold at a ph 

If you have any Babe Ruth salesmen on your s 
who have been sitting on the 
side lines, let them get into 
action, so that their fitting 
averages will be above 300. 

We have tried to put in 
this one issue those peppy 
ideas in advertising and mer- 
chandising as will bring this 
business. We hope that every 
merchant can take him- 
self right into a corner and 
think over this subject of 
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advance business and immediate selling. The two things 
go hand-in-hand, as they are the obligatory features 
of the next six weeks. We expect more confidence to be 
created by this one issue, because of that firmness of 
purpose with which we are setting it forth. 

We would like to see every merchant take literally 
the idea of condensing his stock to working numbers 
and cleaning out the “‘old bats.” The old plunder in the 
shoe stores was bought at high prices and isn’t worth 
cutting up into pén wipers. The sooner the retail 
merchant realizes this, the better his business is going 
to be. It may be harsh treatment, but if the store is 
to stay in business it has got to be done. 

We have received many comments on the original 
thought expressed by the Recorder that the ordinary 
line of oxfords should be made over into a smart line of 
orthopedic footwear, that we hammer that thought 
home again once more. Pick up a plain oxford in one 
hand and in the other put an orthopedic shoe, and 
judge for yourself which has the selling arguments in its 
favor. Which will move at a profit, and which will make 
the customer stick to the store. 

It is an action which means less pairs of shoes on the 
shelves, but more pairs of shoes in circulation. If the 
shoe and leather industry wants to know the real secret of 
better business, it lies in just this ane thing, real turnover, 
instead of passive turnover. A thousand pairs of shoes in 
the average stock, turning from four to ten times a 
year, instead of 3000 pairs of shoes, turning one and a 
half times. 

The success of an industry is in its turnover and in its 
volume of shoes skilfully sold to keep the great mer- 
chant body from being perpetually choked with shoes. 








Recorder 





If there is any one thing that style has done, it is in the 
proving that a moving shoe gathers a profit, and a dead 
shoe isn’t worth the cost of its eyelets. 


A Better Dollar’s Worth 


N this issue, we take issue with sloth, sluggishness 

and smugness for there has got to be a better kick 

to merchandising. We are lining up the mental bat- 

teries of the shoe players in the game of “getting the 
public’s money.” 

Competition for admittance into the pubiic purse is 
not so much one shoe store against the other as it is the 
shoe store against an attractive field of items, ranging 
from beauty parlors to fancy belts. The big thing for the 
shoe merchant to consider is “how much of the public’s 
dollar can he get in competition with the field.” We are 
opening the doors of the Recorder store, ‘“The National 
Institution for Merchandising,” to show the craft which 
end of the fitting stool is a profit-getter. 

What the world needs is not so many wonders of 
speed, as it needs wonders in economic distribution. We 
have got to find a better dollar’s worth. The last decade 
has been marvellous for quantity production; the next 
is dedicated to distribution. There may be masterly 
efficiency in the buying of shoes, but after the goods are 
made, there comes a perfect orgy of waste distribution. 
What we need is not new methods of getting the shoes 
onto the feet of the consumer, but how to use the meth- 
ods of distribution which we already have, therefore. 

If there was ever a time for a collection of the units of 
distribution into a “Pep” market place, it is in the mid- 
dle of May. As an avenue of buying and selling it leads 
into the broad highway of quick turnover, profit to the 
merchant and pleasure to the customer, and perhaps an 
extra pair can be sold, benefiting every craftsman down 
to the cow puncher. We, therefore, emphasize the 
months of May and June as the great merchandising 
months—make them more than good months by giving 
and getting a better dollar’s worth of values. 





How Many Pairs Per Customer? 


\ \ ] HAT has become of the customer whose habit 

it was to buy four or five pairs of shoes at a 
sitting? That, indeed, is the big problem in many 
shoe stores where “personal trade” of salesmen form 
a big part of the store service. Women are materially 
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reducing their purchases of shoes in lots over one or 
two pairs. It is a subject worth a thorough investiga- 
tion. 

The store which introduces every variety of style and 
which has but a few sizes and widths in each, is doing a 
lot to make this customer uncertain as to the correct- 
ness of her footwear. The woman who bought a sport 
oxford in smoked horse and tan last February, with the 
intention of having them for Spring sport-wear, finds 
that the line has been cheapened so that every “cook 
and bottle-washer” has the same style at one-quarter 
the price. The smart sport models of May are-100 per 
cent more attractive, thereby retiring the first sport 
numbers. 

The problem is as wide as it is long. In the one case, 
the woman bought a number of pairs of shoes at one 
sitting, which loomed up as a big accomplishment be- 
cause there was an economy in selling. Today she comes 
into the store more often, and buys one pair at a time, 
with more style satisfaction to herself—but, also, 
with more risk to the merchant of having the customer 
look elsewhere for shoes where more style prevails. 





Interpretation of Style Report 


HE Recorder wishes to make a few observations 

on the National Shoe Retailers’ Style Report. 

We do so, for additional emphasis on some of the sub- 

jects. These ideas were not included in the official 

report, but the Recorder believes that they serve an 

important function in more clearly interpreting the 
style report. 

——— is a particular shade known to most buyers by this 

nation which is given it by several tanneries. It is a medium 
par ade of gray with a trifle red or yellowish tinge. 

In naming street shoes they named straps first, not because 
straps would probably be the greatest producer of sales through- 
out ‘the season, but because at the opening of the season strap 
effects would probably sell more freely than oxfords, but as the 
season proceeds and the weather becomes colder and. more in- 
clement the sale on strap effects will decline and’ the sale of 
oxfords be increased. 

In strap effects with welt soles:and leather heels there is an 
indication that the one wide strap will continue popular. 

In the higher heels made with lighter soles to be worn for 
afternoon or more. dressy affairs there is a decided tendency 
toward lighter and more delicate straps. 

While the heavy one strap harmonized with the welt sdle and 
walking heel it does not have the delicacy that the lighter straps 
have when heels are higher and solés are lighter. 


SHOE 


RECORDER 


ua 


| ia a 


al 


While 10-8 heels have been very popular for both street wear 
and for dress wear by the flapper trade there is every indication 
that the tendency is toward higher heels. This is especially true 
in wood heels for both street and evening wear. For this reason 
the committee deemed it advisable not to recommend anything 
lower than 12-8 heels in the boxwood class for strictly evening 
wear. 

There was considerable discussion as to the types of the heels, 
but manufacturers and merchants both see a tendency back 
toward the regular Louis heel for evening wear. Of course, since 
toes are somewhat wider and vamps somewhat shorter the heels 
necessarily have to balance up and will not be of the very small 
neck variety heels that were in vogue a few seasons ago. At the 
same time they will be more curved than what is generally known 
as the Spanish Louis type. 


Labor’s May Festival 


T is customary for the month of May to bring forth 
its labor difficulties. Shoe markets are going 
through their annual conversations between manu- 
facturers and labor agents. The outcome is as yet un- 
decided, because the heat of the controversy has not 
subsided. From the external appearances the fights are 
both bitter and fruitless. 

When it is all done the public usually gets the wrong 
impression. If the labor cut is 10 per cent, the public 
feels that $10 should be reduced to a dollar, when the 
actual truth of the matter is, that on a labor cost in 
some shoes of $1.80, the reduction is an item of but 18 
cents. 

There is no question but that labor adjustments 
must be made, but what labor does not often realize is, 
that a whole lot of additional adjustments are likewise 
made to keep the business in operation. The shoe mer- 
chant is placed in no particularly perilous position by 

(Continued on page 91) é 
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BLACK AND PEARL 
From the Music Bor Revue, New York 


Colors and Fabrics for Fall 


The “‘Recorder’s’’ Fashion Expert Gives His First Costume Report for the 
Fall Season—It Is Backed by the Authority of Long Experience and 
Careful Research—Let It Be a Guide to your Buying NOW 


adapted for suits, coats, dresses and costumes to 
be worn next Fall and Winter has been made and 
is here presented. 
After going over the situation in Paris, Lyons, and in 
a larger way in New York, we father the following: 
The present silhouette in dress will not undergo any 


6 be initial selection of colors and of fabrics 


marked change. Draped effects, rather long skirts for 
dressy wear are indicated as differentiated from the 
shorter skirts which will obtain for street wear. Natur- 
ally soft weaves are indicated. 

' Since crepe weaves lend themselves to draped effects 
they will be retained in silks, woolens and in combina- 
tions of silk and wool especially as they are appropriate 
for both suits and dresses. Crepe weaves will be re- 
tained by women who are advanced from youth to 
middle age since years usually add to the fullness of the 
figure, and for the reason that women avoid all dress 
that intensifies obesity. 

Duvetyn will be continued in black and in colors, 
and Matelasse weaves are to be taken for outwear 
principally, As taffetas are best adapted to bring out 
the semi-bouffant effects favored by young girls, they 
will have a certain amount of recognition. Wool pile 


fabrics. that have been in favor during recent seasons 
will be continued. Velvets, of course, will have a vogue. 

With a few exceptions of colors adapted for illumina- 
ting purposes, combinations, and for evening wear, 
there will be a reaction from vivid colors and a stronger 
tendency towards neutral. A vogue of lighter colors in 
every avenue of fashion is now practically assured. For 
example, the color movement is away from redish 
purples, chartreuse, orange and pumpkin yellows 
especially. 

And here is ‘the reason—such colors have been 
adopted for dyeing the cheapest cotton dress goods, 
which has resulted in their being neglected by the high- 
class trade in Paris and New York. 

As a matter of fact, the high color movement so- 
called has been overdone. but is still going strong in 
towns and cities that are slow to pick up a color move- 
ment until it has reached high water mark in centers 
where fashions are quickly adopted and ag readily dis- 
carded for something new. 


Color Schemes for Fall 


The colors for street wear will be dark and will 
include dark and medium shades of tobacco 
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brown, smoked grays, deep burgandie reds and 
navy and twilight blue, castor, fawn and allied 
neutral shades. 

For afternoon wear, such neutral shades as camel 
tans, grays, sand, smoke, fawns are indicated. Toast 
deeping into burnt bread will come into favor. Cafe au 
lait (coffee and milk) will be high style. Light yellow 
browns classed by some as pheasant shades are highly 
regarded. Copenhagen is a good indication of the soft 
gray blues that are now receiving attention. 

The colors for evening wear will naturally be stronger 
than those adopted for afternoon. wear, since rather 
vivid colors are always appropriate for evening wear. 


Leading Novelty—Emerald Green 


The leading novelty color for evening functions 
will be a high shade of emerald green. The dark 
shades are too strong to fit into the general color 
movement. This color has been adopted by 
milliners for combination purposes with such 
neutrals as beige, fawn, etc. 

Canary yellows, that is, the high shades will also 
come prominently forward for combination purposes 
with other appropriate colors such as lavendar blues. 

Thistle down mauve will have a large vogue and we 
think it is to be the leading purple for next Fall and 
Winter, seeing that strong purples, especially of the 
reddish variety, are to strong to fit into the new 
color movement- 

Turquoise has been revived after an absence of some 
time and now looks promising for a successful run in the 
series of novelty colors. 

Sea blue, that is a green blue, is highly regarded as a 
novelty. 

Scarlet and garnet are the two reds favored in New 
York and Paris. 

Almond green and maize will be an artistic color 
combination. 

King’s blue is scheduled for the lively blue, es- 
pecially for evening wear and for illuminating purposes, 
but a gray blue on the order of copenhagen is expected 
to represent a larger yardage sale since it is in the soft 
color series advocated, 

Thus it will be seen that the new large oncoming 
movement of colors will be somewhat softer and that 
illuminating colors will be rather high shades of the 
vivid series, especially the emeralds and yellows. It is 


worth repeating that scarlet and garnet will be safe. 


reds and it may be added that there is always a limited 
place for American Beauty red. .; ad. 6s 


Low Footwear to Lead 


As for footwear, low forms will continue in favor. 
The principle change will be a lessening demand for 
sandals, viz., with three-quarters of the vamp cut-out. 
Naturally there will be an increase in the move- 
ment of strap effects or.a little more covering for 
the foot than appears in sandals. Cut-outs must 
be reduced to some extent, especially for wear 
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during the Winter months. Strap models are now 
standardized. ‘ 

Other forms of low-cut footwear are everywhere 
indorsed, especially in adaptations for low-cuts for 
sport wear. 


Sole Leather Survey 


By ERNEST G. HOWES, Howes Bros. Company. 
Address made before recent conrention of the Tanners’ Council 


invitation to give a ten-minutes’ talk. Per- 

sonally, I prefer to take a very charitable view 
of it, and have decided that Mr. Allen believes the evils 
of the sole leather iridustry are so few that they can be 
quickly sized up, remedied and forgotten. 

However, this industry is not without its serious 
problems today. 

You as tanners have accumulated leather month 
by month for ‘the past two years, and with your usual 
hopeful disposition probably would have continued to 
follow this same policy indefinitely had not the short- 
age of raw material forced you to curtail your tanning 
operations around 50 per cent. And from now on you 
will see a gradually lessened leather supply, with a 
depleted hide supply. 

You can sell your leather today at prevailing prices 
for future delivery if you wish, but for every pound of 
leather you sell, the replacement value will be higher 
as the year advances. So keep your leather moving, 
your customers happy, and your stockholders living on 
memories of past prosperity. 

We are today faced with three distinct problems. 

First: (A surplus of leather that is constantly 
becoming more valuable from a replacement 
standpoint. 

Second (A world shortage of hides that will 
allow the tanners to operate at only 60 to 75 per 
cent of capacity, which means a cost of several 
cents per pound above normal. 

Third (A definite policy of marketing our pro- 
duct, to enable us to conserve the capital of our 
companies, earn dividends for our stockholders 
and partners, and place our customers in a posi- 
tion of stability and security. 


Mii constructions might be placed on an 


Tanning in Excess of Demand 


While, under present conditions of 80 per cent shoe 
business,in,this country, based on pre-war volume, the 
tanning capacity is in excess of the consumptive demand 
the supply of raw material is quite the reverse. These 
facts may suggest to you two distinct pictures: 

First: A combination of interests that will eliminate 
unsound competition, excessive renee and abnormal 
selling expenses. 

Second: “The survival of the. fittest,” which means 
the concerns that produge ;the, highest quality at the 

(Concluded on Page 93) oo 
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Official Report of the N.S. R. A. Styles Committee 
in Joint Conference with Representatives of the 
National Boot and Shoe,Manufacturers’ Association 


ference with representatives of the National Boot 

& Shoe Manufacturers’ Association, has ar- 
ranged a program for the guidance of N.S.R.A, members 
which indicates what the merchants will sell rather than 
what they should buy during the months of August, Sep- 
lember and October, 1922. 

In arranging this program, il is recognized as impos- 
sible to extend suggestions over a period beyond October 
first for Women's Shoes, while in Men’s Shoes and 
Juvenile Shoes it is thought safe to include the month of 
October in the sales program. 

1922 N.S.R.A, STYLES COMMITTEE 
H. C. McLaughlin, General Chairman. 


fw: N.S.R.A, Styles Committees, in joint con- 


Women’s Styles 


Women’s Footwear Is Divided Between Welts 
and Turn Effects. The Welts Are 
Sub-divided Between Strap 
Patterns and Oxfords 


Strap Patterns 


Leather heels, 10/8 to 12/8 in calf leather; and up to 
14/8 in ooze, patent and kid. In all-over materials, 
patent first; black kid second; and medium tan calf 
third. . The following combinations are recommended: 

Dark beige with medium tan calf trimmings. 

E gray ooze with patent or gun metal trimmings. 

Black ooze with patent or gun metal trimmings. 

Not more than two straps, and a continuation of 
the wide one-strap is recommended. 


Oxfords 


Welt oxfords with leather heels, 9/8 to 12/8 in calf 
leather; and 12/8 to 14/8 in ooze, patent and kid 
leathers. The following leathers are recommended in 
the order named: 
1.—Black Kid. 
2.—Patent. 


3.—Brown Kid. 
4.—Medium Tan Calf. 








5.—Gun Metal Calf. 
6.—Tailored effects with front bands, top bands, 
and panels of ooze in harmonizing shades. 


Turn Effects for Street and Afternoon, 


In turns and turn effects, strap patterns will pre- 
dominate; not more than two straps recommended. 
A continuation of the present type of toes. Heels of 
boxwood and Louis types. 

Height of boxwood heels, 12/8 to 14/8. 

Height of Louis heels, 14/8 to 16/8. 

The following materials are recommended in the 
order named: 


1.—Patent. 
2.—Black Satin. 
3.—Black Kid. 


4.—Faun or Beige with Patent Brown Kid, on 
Medium Tan Calf trimmings. 

5.—Medium Gray Ooze with Patent or Black Kid or 
Calf trimmings. 

6.—Black Ooze with Patent or Black Calf trimmings. 


Evening Slippers 


Louis heels, 13/8 to 17/8. 
Boxwood heels, 12/8 to 14/8 
Strap patterns predominate. 
Materials are recommended in the following order: 
1.—Black Satin and Satin Brocades. 

2.—Crystal Cloth or Silver Brocade. 

3.—Gold Brocade. 

4.—White Glazed Calf or Kid. 

e It is the belief of the committee that oxfords will sell 
strong for Fall and will be a style proposition. For 
that reason the tailored effects are emphasized. 

In evening slippers for extremely high-grade stores, 
colored satins and colored leathers trimmed with bands 
of contrasting color that harmonize with gowns or 

with the trimmings on the gowns are recommended, - 

It is the opinion of the committee that side-gore, 
shoes will continue to meet with some favor. 
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Men’s Styles 
Lasts 


Lasts have a tendency toward slightly wider toes 
and slightly shorter foreparts. 


Heels 


No radical change, and the 8/8 and 7/8 heels will 
prevail, 
Leathers 


Colored leathers will constitute 50 per cent of sales 
The prevailing colors will be burgundy (wine shades), 
medium brown and light brown in both plain and 
boarded. Other materials—15 per cent black calf 
smooth and boarded; 15 per cent patent; 12 per cent 
black kid and kangaroo; 8 per cent brown kid and 
kangaroo. 

Estimate of Sales 


August, oxfords, 60 per cent; boots. 40 per cert; 
September, oxfords, 50 per cent; boots, 50 per cent; 
October, oxfords, 30 per cent; boots, 70 per cent. The 
committee believes that the sale of oxfords will be 
heavier during the coming Fall than heretofore. If 
oxfords are forced during August, September and as 
far into October as weather will permit, it will mean 
the sale of many extra pairs of boots when inclement 
weather sets in. 

Patterns 

In medium grade shoes for men, the demand for 
“speed” shoes will continue, with perforations and 
other decorations, but these will be somewhat modified, 
it being evident that heavy perforations and wing tips 
are now on the wane. In the higher grades, there is a 
tendency toward plainer effects, brought out by lines 
of the last and distinctive patterns. 


Colors 
In the tan colors there is a tendency toward highly 
glazed leathers, both plain and boarded, in medium 
and light shades; in the heavier leathers black will 
predominate in both calf and veals, a large percentage 
having a boarded finish. Black leathers to have a 
large percentage of highly glazed finish, 


Juvenile Styles 


Misses and Children’s Styles 


For misses and children there is a continuation of 
the broad toe orthopedic last. 
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For school shoes: 

1.—Tan Calf. 

2.—Gun Metal Calf. 

3.—Patent Leather. 

For dress occasions, leathers or materials in the fol- 
lowing order: 

1.—Patent Leather. 

2.—Patent Leather combined with colored fabrics 
or Ooze. 

3.—Black Calf combined with colored fabrics or 
Ooze. 

4.—Medium Tan Calf and combinations with har- 
monizing colors. 

Low cuts—patent strap effects, dull calf strap effects. 


and combinations of black and tan leathers with har- 
monizing colors. 


Growing Girls Shoes 


Growing girls shoes closely follow the trend of 
women’s styles. The influence of low shoes in the 
women’s lines will be reflected in styles of shoes in the 


growing girl class. ; 
Boys and Youths Shoes 


Boys and youths shoes follow the trend of men’s 
styles. . 


Resolutions on Manufacturing 
. Relations 


Be it Resolved: That it is imperative for the welfare 
of all branches of the shoe industry and the buying 
public, and we strongly recommend to the members 
of the National Shoe Retailers’ Association and all 
retail, shoe merchants, the placing of their orders; for 
staple merchandise sufficiently in advance of each 
season to enable the manufacturers: to produce the 
necessary shoes to supply the country’s needs at the 
lowest economic cost. If orders may be placed early 
the manufacturers can procure their raw materials 
without interfering with the law of supply and demand 
by the placing of tremendous orders at a date too close 
to the expectant date of delivery. 

C. K. Chisholm, 
7 President. 








76 BOOT AND SHOE RECORDER May 13, 1922 











et NS ES 


IS 








The N.S. R. A. Style Committee 


Whose Duty It Is to Compile a Style Report That Will 
Be a Safe Platform for Buying 


H. C. McLaughlin, 
General Chairman 


Women’s Style Committee 


Maurice A, Weiss, Chairman, New York City. 


O. Adams, Chicago, Ill. 
Elmer A. Clark, Cleveland, Ohio. 
Fred E. Foster, Chicago, Ill. 


W. A. Geuting, Philadelphia, Pa. 


Advisory Committee on Women’s Styles 
Maurice A. Weiss, Chairman, New York City. 


E. Amar, Cleveland, Ohio. 
W. S. Byck, Atlanta, Ga. 

Harry Cantrovitz,San Francisco, Calif. 
C. K. Chisholm, Cleveland, Ohio. 
Chas. Fedler, Louisville, Ky. 

A. H. Geuting, Philadelphia, Pa. 
Will Kauffman, San Francisco, Calif. 
W. A. Knight, Portland, Oregon. 
A. LaRose, Cleveland, Ohio. 
Christian Ludebuehl, Pittsburgh, Pa. 
F. P. Meyer, Danville, Ll. 
James P. Orr, Cincinnati, Ohio. 
Chas. E. Petot, Cleveland, Ohio. 
Geo, A. Pierce, Minneapolis. Minn. 
J. J. Sensenbrenner, St. Louis, Mo. 
ig John Siater, New York City. 
>» Reuben Steifel, Memphis, Tenn. 
Roy E. Stevens, Ottumwa, lowa. 
V. E. Vaile, Kokomo, Indiana. 
George Volk, Dallas, Texas. 
Harry C. Vollrath, Cincinnati, Ohio. 
K. W. Watters, Buffalo, N. Y. 
J. E. Wilson, Detroit, Mich. 


Men’s Style Committee 


A. E. Taylor, Chairman, Chicago, Ill. 


Geo. N. Geuting, Philadelphia, Pa. 
B. H. Orr, Cincinnati, Ohio. 
D. Petty, Pittsburgh, Pa. 
Chas. Vollar, Cincinnati, Ohio, 
C. E. Williams, St. Louis, Mo. 
W. W. Willson, Boston, Mass. 





Advisory Committee on Men’s Styles 
A. E. Taylor, Chairman, Chicago, III. 


John J, Baird, Columbus, Ohio. 
F. E. Ballou, Providence, R. I. 
Joseph Berberich, Washington, D. C. 
W. E. Brelsford, Topeka, Kansas. 
Arthur Brown, Indianapolis, Ind. 
A. B. Caspari, Milwaukee, Wis. 
I, R. Jacobs, New Orleans, La. 
Ward Mellville, New York City. 
Thomas Sherron, Memphis, Tenn. 
Frank P. Shockley, Spokane, Wash. 
Milo A, Slade, Des Moines, Iowa. 
W. S. Strycker, Omaha, Neb. 
Frank Wise, Denver, Col. 


Children’s Style Committee 


* Maurice Yoskin, Chairman, 
Philadelphia, Pa. 
Ralph Baker, Los Angeles, Calif. 
L. J. Bergmann, Columbus, Ohio. 
S. J. Brouwer, Milwaukee, Wis. 
Carl Burgstahler, Chicago, Ill. 
W. J. Gibbs, Chicago, Ll. 
H. S. Gordon, Cincinnati, Ohio. 
E, Kennedy, Chicago, Ill. 
E. Piper, Chicago, Ill. 





H, C. McLAUGHLIN 


General Chairman of N.S. R. A. Style 
Committee 


Advisory Committee on Children’s 
Styles 


Maurice Yoskin, Chairman, Philadelphia, Pa. 
Mr. Brusing, Youngstown, Ohio. 
Mr. Burney, Omaha, Neb. 
J. S. Coward, New York City. 
E. C. Cox, Cleveland, Ohio. 
T. J. Fitzharris, New York City. 
George Monat, Cleveland, Ohio. 
Mr. Reineberger, Pittsburgh, Pa. 
Walter A. Sahs, Rochester, N. Y. 
E. Shaw, Chicago, Ill. 
Clyde Taylor, Detroit, Mich. 
Mr. Wright, Louisville, Ky. 
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“Pep” Wins In The 
Shoe Game 


What makes ’em go wild at.a home-run? 


What makes ’em go wild at a ball game? What makes ‘em throw 
their hats in the air? 


It’s “pep”! It’s the “‘pep”’ the pitcher puts into the ball—that the 
batter puts into his swing, and it’s taken up, and multiplied by 
the number of onlookers, until its force is irresistible. 


First the ‘“‘pep” in the. player. Then the transmittal to the audi- 
ence through the playing. 


First the “‘pep” in the merchant. Then the attention of the com- 
munity caught and held through the medium of publicity. 


And the result is the same at the game or at the store. A good 
total in box office receipts—in cash register, and cmeaiiied happy 
in the thought of having received full value. 


Enthusiasm is catching. It is a stimulant that accelerates imagin- 
ation, and imagination leads to desire. 


Let’s use “‘pep’’ to get ‘‘’em on their feet’-—shoes we mean—there’s 
no fun in waiting, and little profit. 
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Retail Shoe Women’s Symposium 


Opinions of Feminine Merchandising and Fitting Experts. 
The Pioneer Group Is Growing in Numbers — 


and Importance to Industry 


HE woman shoe buyer and retail shoe store 
T proprietor has long since ceased to be a novelty. 
She has come to the industry to stay. The 
intelligent, conscientious and progressive woman of the 
present day has a definite place in the retail shoe 
stores of the country. Those 
who have already climbed to 
the top rung of the ladder are 
reaching a helping hand to 
sister workers who have just 
entered the field of shoe mer- 
chandising. They, tell them 
to select shoe retailing as their 
life work; they say that it is 
hard work, but that it has its 
corresponding compensations; 
they say that the fitting of 
feet is a difficult mission to 
perform, yet a noble one; they 
make the statement that 
woman is truly appreciative 
of the beaatiful in design, in 
color, and in pattern; that she 
knows full well what will ap- 
peal to other women. They 
re-iterate the well-known 
axiom that woman has a 
natural liking for children, 





Those who have been successful have made a study of 
the reading and advertising pages of the best shoe 
papers. The expert retail shoewoman makes a study 
of advertising, of fitting, of materials, of lasts and 


patterns. 
“* Knowledge is Power” 


Retail shoe women have . 
been recruited from every 
age, and station; the calling 
has no limitations as to youth 
or those of mature age; a 
woman can be Miss or Mrs., 
the only qualification is a com- 
plete knowledge of shoe foot- 
wear merchandising. 


Meet Frances Eitman 

One of the interesting cases 
which has come to our atten- 
tion is that of Frances Eitman, 
proprietor of the Eitman.Shoe 
Store, Fort Madison, Iowa, 
which celebrated its 60th an- 
niversary during the week of 
April 16. The store has been 
under the management of the 
same family since its estab- 
lishment in 1862. Miss 








and in the children’s shoe 
department none can excel 
her either as to fitting, the 
selection of the right lasts and 
patterns, or in the creating of 
just the right buying atmos- 
phere. 


Attend Association 
Meetings 


CATHERINE B. LAMPARTER 


Proprietor of the Specialty Boot Shop for women and 
children at Lancaster, Pa. Miss Lamparter started in 
business on = 5, 1920, at the age of 28. She was 
a former retail shoe saleswoman, having charge of the 
women’s and children’s shoe de nt of Hager & 
Brothers, Lancaster. She decided to go into iess for 
herself from a constant reading of the editorial and 
advertising matter of the Recorder. She conducts her 
store on a cash basis: has conducted some clever adver- 
tising campaigns: gives especial aitention to filling and 
a fair deal to the public. She says thal the most im- 
portant question in a shoe store is, “‘How many shoes 
do you sell filled properly?” 


Frances Eitmaa, present man- 
ager, assumed the manage- 
ment when her father, William 
Eitman, passed away in 1900. 
The firm, which was estab, 
lished by William Eitman, 
was first known as T. W. Bar- 
hydt & Co. Mr. Eitman was 
the first manager and owned 
a half interest in the store, 
but under an agreement with 


Another important bit of 
advice from expert women shoe merchandisers is to 
attend association meetings. Every shoe woman, 
whether she is a proprietor of a store, a buyer, an assist- 
ant buyer, or simply a saleswoman should attend every 
association meeting which is open to her. She should 
also join the local business women’s clubs in her com- 
munity, so that she may listen to the best speakers and 
form an acquaintance with women who have become 
successful through hard work and a scientific knowl- 
edge of their professions ‘or avocations. 

A shoe woman should read the trade journals. 


Mr. Barhydt, the firm was named for that gentle- 
man. William Eitman purchased Mr. Barhydt’s in- 
terest in 1872 and the store has since been known as 
the Eitman Shoe Store. 

Under the management of Miss Eitman, it has be- 
come one of the best and one of the most stable busi- 
ness houses in Iowa. Miss Eitman possesses marked 
business ability and is progressive to a high degree, 
always being ready to accept and put into practice 
modern ideas in merchandising. 

On the occasion of the store’s 60th anniversary, 
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Miss Eitman arranged so that her store would get a 
much valuable publicity. An attractive newspaper 
ad, headed, “1862—Eitman’s Anniversary—1922” re- 
produced the initial ad of the store published in the 
Fort Madison Plain Dealer on April 25, .1862. The 
1862 ad stated that during the “Anniversary”’ cele- 
bration of March 18 to April 1, free hosiery would be 
given with every pair of men’s shoes, lisle hose with 
shoes up to $6; silk hose with shoes over $5; free hosiery 
for women to the extent of a 50c credit in the hosiery 
department with all $3 to $5 shoes; a $1 credit with 
all $5 to $10 shoes, and free stilts with every pair of 
boys’ and girls’ shoes from $2.50 up. Beyond the men- 
tion of these prices, there were no other prices stated 
in the old ad. It is needless to say that this store still 
carries hosiery. 
; Meet Florence Durney 


From Miss Frances Eitman, proprietor of Eitman’s 
Shoe Store, we pass to the case of Mrs. Florence C. 
Durney, expert shoe fitter and style picker at Hagan’s 
Shoe Store, Boston, who is everywhere recognized as 
an authority in retail footwear merchandising. Mrs. 
Durney started at Hagan’s as a young widow, with a 
little daughter to support. She received a thorough 
education from that past master of shoe fitting ‘and 
N.S. R. A. authority, H. E. Hagan. Mrs. Durney 
has recently written her opinion as to the retail shoe 
woman of the future, as follows: 

The shoe woman of the past left no trace, the shoe 
woman of the present is a shrinking violet, the shoe 
woman of the future (may there be many of her;) is 
well equipped to design the needs and measure the 
wants of her sisters in the dressing of feet. 

The shoe trade in the past has been so thoroughly 
dominated by man, and the work pertaining to shoes 
so arduous, that woman has been timid in entering 
its ranks as freely as in most other fields, but she is 
awakening to its many interests, and possibilities, and 
we are to see more of her in the future, with her whole- 
some influence for betterment of conditions. 

Witness the wonderful campaign for the better 
fitting of feet waged by the Y. W. C. A., and the 
marvelous changes in styles they are accomplishing. 


wl Shoe Woman is Néeedéd 


Many improvements in the trade will certainly be 
brought about by the future shoe woman, after she 
has mastered its needs and requirements, and I know 
of no profession with more need of the: enthusiastic 
service of woman than the shoe trade of today. 

There are many things of interest to her along the 
way, despite the hard work, which will arouse that 
enthusiasm, and lead her on through the different 
stages, leaving previous timidity behind, seeing only 
the improvement she can accomplish in her new call- 
ing, until she has reached the top, with full knowledge 
of attainment. 

There is lots and lots of room for her, and more 
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than a crying need for the future Shoe Woman, God 
Bless her! 

May we soon have a competent avalanche of Her 
in the trade I love!—is the wish of an old shoe woman. 


Women Are Scientific Fitters 


“Women are Scientific Fitters,” wrote one shoe 
woman, in language so convincing that we would like 
to publish her name with her opinion, but she evidently 
preferred not to be known, as she sent her most excel- 
lent communication minus her signature. Here’s hop- 
ing that she may be soon discovered. Her contribution 
to our symposium follows: 

To visualize women’s increasing usefulness in future 
shoe retailing brings forth the picture of a child starting 
in the kindergarten. There is always a first day, which 
seems like a very steep hill to mount before getting to 
where the interesting subjects may be grasped, then 
thoroughly analyzed, never to be forgotten. Every 
child must first go to school! 

While past history found very few women employed 
in shoe retailing, perhaps because the handling of feet 
seemed only a man’s job, or because there was a lack of 
confidence that a woman could not accomplish in the 
business world what at one time seemed was only 
assigned for men, still today and in the future women 
with business intelligence are not too timid to take 
hold of any shoe fitting proposition, and in most cases 
they handle it equally as well as men. 


Individual Foot Study 


Women leaders are not satisfied with monotonous 
routine work, but are reaching out for something con- 
structive, such as the great study and practice of 
scientific shoe fitting produces. To be able to analyze 
every foot (and theré are not two feet alike) makes shoe 
retailing far more interesting work, because you really 
feel that you are of great value to human beings by 
knowing how to make their walk in life a pleasure 
instead of burdensome from tired, aching feet and 
limbs. 

As the writer looks ahead; she believes that: this 
wonderful work of fitting feet properly will call for 
more women leaders to take charge of children’s sections 
where seemingly one needs much patience, great love 
for children, and unusual pride in analyzing for mothers 
the greatest need for health-building and beautiful 
posture in the growing child, brought about by choos- 
ing for those! undeveloped feet correct shapes, lasts, 
patterns and leathers, combined with quality con- 
struction on the inside of a shoe, where a mother does 
not think of looking.’ In this way the wonderful foot 


structure that God Almighty intended nature to 


develop normally will not be abused and destroyed by 
misshapen, misfitted footwear. 

A woman’s nature prompts a patient, sympathetic, 
indescribable feeling to wish every child to grow into 
womanhood and manhood with a-pair of feet that will 
be in all walks of life an asset. So with this picture in 
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mind, I anticipate future conventions with as many 
women representatives in this great work of scientific 
foot fitting as men. 


Women Should Buy Women’s Shoes 
By MARY L. ROBERTS 
Buyer of Women’s Shoe Department for R. Lazarus, Columbus 

The present time shows probably 100 per cent in- 
crease over ten years ago in the number of women shoe 
buyers and department managers in large department 
stores and specialty shops. As women have made such 
rapid strides in other lines of merchandising, it is very 
natural that shoes should show some impetus, yet the 
surface has been merely scratched. 

There are great possibilities if women will be willing 
to select shoe merchandising as their life work. Being 
willing means that they must assume all the hard work 
and keen application necessary for development. It 
means that they must first go through the primary 
class and learn leathers, construction, lasts, patterns 
and factory operations. Then they must be successful 
saleswomen themselves to be able to impart knowl- 
edge and to judge ability in others. If these things 
are mastered, the foundation is laid for advancement, 
and the actual management of a department means 
complete subjection of personality and working with 
an open mind to attain a bigger thing. Women select- 
ing women’s shoes is a most logical condition. Who 
knows better the harmony of colors, the beauty of 
pattern and the workings of the feminine mind of her 
customers than the woman? 


Hard Work Necessary 


Women are buying the major part of all women’s 
wearables everywhere, excepting shoes, and there is no 
reason that this exception should exist. There is more 
hard work, more knowledge of detail necessary than in 
other lines, but it can be done, as evidenced by the 
increasing number of women buyers in some of the 
largest stores in the country. 

So the future of women in the shoe industry depends 
on the women themselves. If they are willing to apply 
themselves, work hard, study constantly, realize that 
every day will teach them something new—in other 
words, if they will broaden their vision, to see the 
business in the same big, interesting, unbiased way 
that their predecessors, the men of the trade, see it, 
they will most surely share the executive positions to a 
greater extent in the future than in the past. 





Woman Has Entered Shoe Store to Stay 


By ALICE L. ENGELHART 
Shoe Buyer for the Potter Shoe Company, Cincinnati 


The entrance of women into business was probably 
accelerated by the urgent need for man-power during 
the war, requiring of necessity that women enter the 
industrial and business world. It doubtless acquired 


further impetus by the passage of the Nineteenth 
Amendment, conferring voting power upon woman. 
In any event, she has entered the field, and all indica- 
tions at the moment point to the fact that she will 
remain. 

She has proved a success in responsible positions; 
she has demonstrated by her display of executive 
capacity that she is fitted for the highest offices; she 
has proved by her industry and intelligence that she is 
well able to fill any station to which she is assigned. 
It is useless in this article to enumerate the accomplish- 
ments of women in the past decade. Numerous maga- 
zine articles relating to business accomplishments have 
told of her achievements. I cannot but feel thet the 
present generation will do away with the preferment 
of conferring positions upon men existing prior to the 
war, and that in future, opportunities and promotions 
will be handled without regard to sex. 


_ Equal Pay for Equal Work 


There may exist in some quarters, and probably does, 
a feeling that women should work cheaper than men. 
This is unjust and absolutely indefensible. Women’s 
talents and abilities should be recognized in the same 
ratio as that bestowed upon men. When this is done, it 
will bring out the highest and the best that woman has 
to offer, and will be a distinct step forward in the 
progress of the business world. 


Women’s Business Clubs Help 


It may interest you to know that there exists a 
strong organization of business women, namely, the 
National Federation of Business and Professional 
Women’s Clubs. Individual business women’s clubs 
have been organized in almost every lerge city and in 
every State. These are federated under one national 
organization. Its object is to secure the benefit of co- 
operation and organization, creating an esprit de corps, 
and establishing within each individual the confidence 
that comes from association with the foremost and 
most forceful women in the business world. Every 
business woman who reads this article is cordially 
invited to unite with us. Our membership at the 
moment numbers 32,000, and we are looking forward 
to the day when every woman holdirg a responsible 
position in the business world will be enrolled as a 
member. 


Woman’s Success Assured with Equal 
Opportunity 
By MRS. C. M. STENDAL, of Minneapolis 
Woman’s natural taste for pretty shoes enables the 
woman shoe buyer to pick fast selling styles, thereby 
increasing turnover. As floor manager, the welcome 
smile of a woman makes all customers, both men and 
women, feel at home, and on busy days a woman's 
tact easily prevents customers from getting restless. 
Woman’s natural craving for something new keeps the 
(Concluded on Page 95) 
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Successful Shoe Retailing 


Part I.—Getting the Customer Into the Store © 


Customers Are Store Food 


This is the first instalment of a practical merchandising 
story in three parts. Part 1—GETTI NG T HE C US- 
TOMER into the store; part 2, scheduled for June 17 issue 
—MA KING THE SALE; part 3, July 15 issue— 
MAKING A PROFIT. ; 
This series will dig into the most intimate problems of 
the retail shoe store. It is by Earl C. Logan and is based 
on a life-time’s experience in shoe merchandising, plus an 
extensive research among merchants. Don’t miss a word 
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UST as the human body will soon perish without 
food, so will the most carefully planned and ar- 
tistically designed store soon give up its life with- 

out customers. 

The most beautiful store imaginable, with a front of 
latest design, windows fitted with the most elegant fix- 
tures and draperies, interior beauty and art that would 
rival the most gorgeous of palaces, stocked with mer- 
chandise of newest design would be a collosal failure 
without customers. = 

How to get customers is one of the first big problems 
that confront a new store and it remains a problem as 
long as the store exists. 

How to retail customers and how to reconvert those 
who for one reason or another have drifted away, are 
also serious problems, with’ which every store has to 
wrestle. Ways and means that have been successfully 
used to get customers and hold them will be used as the 
basis of this and the following articles of thig series. 


First—Build Confidence 


The corner stone of every business enterprise is con- 
fidence and if the business is to long endure the corner 
stone must rest on the bedrock of principle—not policy, 
for policies may change with conditions, but principle is 
unchanging and goes on forever. 

Confidence as here used is a great big, broad word, 
with many meanings and interpretations. 

Confidence engenders confidence, faith and trust. 

To attain any marked degree of enduring success, a 
man ‘must first of all, have confidence in himself, in bis 
own sincerity, integrity and abijity, in his own judg- 
ments and opinions. 

If a man really and truly believes in himself, has con- 
fidence in himself, he will naturally place confidence in 
others and just as naturally inspire others to have con- 
fidence in him, in his words and in his deeds. Confi- 
dence is a firm dependence upon-a statement as true or 
upon a person as worthy. 







What Makes it Slip 

Very frequently a store is started under very auspi- 
cious circumstances, but soon begins to slip and finally 
fails. 

Plenty of capital behind the enterprise, a good loca- 
tion, good store front, good fixtures, good merchandise 
—in fact, everything so far as surface appearances go 
that a merchant attains to, and yet the enterprise slips 
and finally fails. 

You will not have to think long to recall just such a 
circumstance in your own community. What was 
wrong with that store? Why did it not succeed? 

In nine cases out of ten, a careful analysis will show 
that the man who started the enterprise did not dig 
down to the bedrock of principle to start his foundation. 
He tried to substitute something, gaudiness, high- 
sounding, empty words, promises without fulfillment, 
some imitation in place of real confidence for his corner- 
stone. 

He undoubtedly lacked confidence himself. He 
failed to instill into his salespeople and into the public 
a firm dependence upon his spoken or written word and 
upon himself as worthy. 

Temporarily, this condition may be kept hidden, but 
sooner or later it is sure to come to the surface and just 
in proportion as it shows up, will customers steer clear 
of that store. 

‘The Reverse Conditions 

On the other hand, you have seen a store start under 
very adverse conditions, in a poor location, unsightly 
surroundings, small stock and limited capital, and yet 

that store has constantly forged ahead, overcome tre- 
mendous obstacles and take its place as one of the fore- 
most business enterprises of the community. 

J have in mind now a business that was started ten 
years ago ona capital of two hundred dollars and 
has net assets of upwards of fifteen thousand dollars, 
splendid credit and a bright future ahead. 

What is the answer in this case? 

Why has this store forged ahead? 
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The answer is simple. The man who started the 
business, or rather who took it over and converted it 
from a failure into a success in the same room, with the 
same employees, started right. He dug down to bed- 
rock to start his foundation, he re-marked the mer- 
chandise, he inspired confidence in himself, his employ- 
ees and his community. He believed in the principle of 
a fair deal. He got customers into his store. 


What is Adrertising, Anyway 


Advertising as it pertains to retail stores is letting the 
public know you have certain merchandise for sale and 
creating a desire in their mind for that particular 
merchandise. 

In addition to this, there must be created the belief 
that the price of the merchandise is fair and the treat- 
ment will be what they desire when the customer comes 
to the store. 

Whether advertising be by the voice, the printed 
page, the window trim or any other. medium, honesty 
and sincerity, are the fundamentals that must be ad- 
hered to, if permanent success is to be attained. 

It is generally conceded that the wagging tongue of a 
satisfied customer is the best advertisement any store 
can have, but some sort of advertising or publicity must 
be put into vogue to get the owner of the wagging 
tongue into the store before he or she can be put into 
the class of satisfied customers. 

It is impossible for a merchant to see every person in 
his trading zone and tell them about the merchandise, 
and the kind and character of service his store can ren- 
der. He can not tell all of them the story directly by 
word of mouth; nor can he depend all together upon 
wagging tongues or customers. 


The Advertising Appropriation 


Here then comes the question as to how much a mer- 
chant can safely spend for advertising purposes and 
how to spend it to get the best results, to bring the 
greatest number of people into the store—the kind or 
class of people you want for customers. The advertising 
appropriation is generally based on the total annual 
sales of the previous year with flexibility enough to take 
care of increase or decrease in volume of sales of the 
current year. 

The exact percentage of total volume that safely can 
be spent for advertising must necessarily vary in differ- 
ent stores. Location, rent, wages of salespeople and, 
other employees, grade or class of merchandise handled 
available advertising mediums, all these, and other 
items of total overhead, have a direct bearing on the 


amount in proportion to total net sales that may be 


appropriated for advertising purposes. 

The problem of the downtown city merchant varies 
from that of his brother in the outlying district. 

With the small town merchant, the problem again 
assumes a different aspect. Consequently, no general 
rules can be laid down, but expenses of merchants in the 
various classes can be used as guides. 
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There are diversified opinions as to just what items 
should be included in the advertising appropriation. 

All agree that all printed matter sent out, whether 
direct or indirect, is chargeable to this account. How- 
ever, not all are of one accord as to display, fixtures, 
draperies and decorations for show windows and store 
interior. 

Donations to churches, charities, civic betterment, 
et cetera, are, by some merchants, charged to advertis- 
ing, while others maintain a separate account for such 
items and charge them as miscellaneous expenses. 

Advertising by most merchants is carried on the 
books as a subdivision of selling expense and any ex- 
penditure excepting compensation of management and 
employees that is made with the idea of promoting 
sales, either directly or indirectly, is properly charge- 
able to this account. 


Different Opinions in Determining 
Amount of Appropriation 

The chief concern of every good merchant is to keep 
his overhead expenses in proper balance with his total 
net sales. The public and his competitors, usually see to 
it that a merchant does not long continue to get an ex- 
orbitant- price for his merchandise. 

Certain large items of overhead are fixed for him and 
he cannot change them; rent, rates of taxation, insur- 
ance, transportation, light and heat, are among these 
items. 

In arriving at the amount that can be set aside for 
advertising purposes, all these items must be considered. 
Some merchants set a figure or percentage of total sales 
that can be absorbed by all sales expense including, 
management, buying, wages of employees, advertising 
and other sales expense. Under this condition the exact 
percentage will vary from year to year since the wages 
of salespeople and other employees cannot always be 
definitely fixed at the same figure. 

If, for instance, the figure set for total sales expense 
is 15 per cent of total net sales, management and buy- 
ing expense is 4 per cent, compensation of sales force is 
9 per cent, then 2 per cent would be available for 
advertising.- 
Another “‘Figuring’”’ Plan 

Other merchants prefer to consider rent and adver- 
tising together. This is especially true of certain chain 
store operators who place great value on show window 
space and accurately calculate the number of people 
who daily pass their store. 

Supposing for instance, the company decides it can 
spend 7 per cent of total net sales for rent and advertis- 
ing combined. If the location is in the high rent district, 
and store rental alone amounts to 6 per cent of the total 
net sales, which by the way, sometimes happens, then 
only 1 per cent is available for advertising. 

While on the other hand, if the location is on a side 
street or “‘on the other side of the street’”’ rental may 


amount to only 3 per cent of total net sales and the 
(Concluded on Page 89.) 





Push Your Sales for Publicity Pulls Trade 


























DEVETEREPELEbegetiei ett eet ttttetivittia 





LERRERERERRESEIISISOUEU RRM E REE REET TREE REED EE EEE EE) 














“Tt Titty 


|S 
[ARERR ERENT 








He’s Ready to be Turned Into 
a Steady Customer 


Practical. He’s got to be shown. Hates to shop. 
Has his favorite newspaper—pet game—one brand of 
collars—patronizes one clothier, but feels yet that a 
shoe is just a shoe wy | because the shoe merchant 
hasn’t his confidence. emands quality first, style 
always. Comfort wins him as a steady customer, and 
once he finds all three virtues are in your shoes con- 
sistently he’ll stick to you thereby getting decidedly 
more service out of shoes than he has ever received 
before. 


Ad 





Making Tracks to Blank’s 


T= news is spreading about the new values here, 
and men are showing their appreciation of our 

efforts to give them the best possible shoes at 
prices that come down pretfy low when divided by,the 
100’s of days wear. 


Window Card 
Today! — 20 Shines Free 
With the purchase of any shoe in this window. 
Try this as an action-getter 




































































More Pep in Shoe Selling 
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She’s Looking For Style and Enjoys 
the Thrill of Something New 
EMANDS style. Appreciates comfort?| What- 


ever her sphere of activity in the torre or business, 
she is well-posted on the relative merits of 
merchants’ goods. Given to ‘shopping,’ of ccurse yet 
the ‘specialty store’ receives its full share of ter business. 
Her. desire for style in footwear has not always teen 
tempered with proper ideas as to fit, and with the right 
attention to perfect fit as well as style she can easily be 
shown the folly of ‘shopping’ for an article of apparel 
as important as shoes. Style is the ‘open sesame’ of 
her pocket took but the frequency with which the 
charm works depends upon how good the style feels. 
There is more real opportunity in Gutcoping a 
steady women’s patronage in shoes than in any other 
article of apparel. 





























Youth Itself was Never More Attractive 
Than Our Youthful Models. 


Slenderizing lines, sparkling patents; crisp and cool 
whites. 

Their splendid fit assures a bouyant step—the enthu- 
siasm born of ease—Yes youthful, for of what else is 
Youth made? 


Window Cards 

Youth Itself 
All the sparkle and life’ of the newest summertime 
frocks in Blank’s Shoes. 

Youth Itself 


Don’t deny yourself the immediate pleasure that lies 
in these trim styles. 



































Pep and Personality Make Profits 
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Tis Ad Saves!) |*''.  TAitais Ad Saves 
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A, Sign Skilfully Placed on the Window Pane Jumps 
Right At the Passerby. 
Ad 


Time to Put ‘YOUR Best Foot For- 


ward’ in Blank’s Shoes. 


Whether you’re working or looking for a job, 
these are days when you’re being measured by 
the rule of efficiency—and you can’t be 
efficient or look efficient if you’re ‘down at 
the heel’. 




































































Time to Put Your ‘Best Foot 
Forward’ 








It isn’t a costly thing todo... . if you buy 
here . . . . and you'll feel better all over with 
fresh footwear. 


Time to Put Your ‘Best Foot 
Forward’ 
If you were to be rated on Your Clothes 


would You Stand Where You Belong? Don’t 
put off looking ‘up to snuff’. 























Pep and Punch Put Your Best Wits to Publicity 
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PuT YOUR 
BEST FOOT 
FORWARD IN 
THESE SHOES 
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Have this ad Pasted on Window The last thing Saturday 
Night with lettered arrow pointing to it 


One way of inducing interest in your trade when it is 
possible to reduce prices. An idea of this kind allows 
you to settle on a day that is usually quiet to bring in 
trade. Leaving spacé in the ad for the customers’ 
names takes the burden of getting names for your 
mailing list off the shoulders of salespeople. It may be 
used on styles that you are about to reduce, or on 
restricted lines that are slowing up. Run ad in news- 


paper Monday morning and evening, and Tuesday 
morning. 


Ad 








Time to put your 
The season’s latest models are inaluded imithis ‘offer best foot forward 


which makes it worth while for anyone who will need 
shoes a little later to buy on this day. 


This Ad Worth 50c on Tuesday 











ttese? 





We are the first in town to give you this opportunity. 
Bring in our Ad Today and Save 50c. 


Window Card TIME i, /, 


‘Bring in our Ad Tuesday TO P , G 
and Save 50c UT \) 


Any style in the w ndow will make a friend— . 
Today we’re paying you in the bargain 
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“It takes 
a 
woman 
to sell 
hosiery” 
says 
H.L 
Goods peed. 
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Miss 
Louis 
Cherry of 
Goodspeed 
Brothers 
Shoe Co. 
Fort’ Worth, 
Texas. 


How I Did It 


Hosiery Department Can Be Made the Best Paying 
Department in the Shoe Store. 


ROM his experience of the last year, H. L. Good- 
F speed of The Goodspeed Brothers Shoe Com- 
pany of Fort Worth, Texas, has found that the 
hosiery department can be the best paying department, 
considering the money invested, in a shoe store. The 
development of one of the best-paying hosiery depart- 
ments to be found anywhere is the story of the hosiery 
department of this Fort Worth store. About a year ago, 
Mr. Goodspeed made a change in the method of selling 
hose. As a result of the changes effected the volume of 
business has been increased about four times. A very 
modern glass front drawer case was purchased and two 
show cases were devoted to display of hosiery and shoes. 
The department was moved from the rear of the store 
where hose were taken from the boxes on the shelves 
and exposed to sale by the shoe salesmen. Exposed to 
sale, is used advisedly for men interested in the selling 
of shoes have been found very often to be lacking in 
ability to sell hose. A young woman was placed in 
charge of the department, at the front of the store. “It 
takes a woman to sell hose,” Mr. Goodspeed said: 


Good Looks an Asset in. Hosiery Business 


In discussing the selling of hose Mr. Goodspeed con- 
tinued, “It takes a clever girl who is good-looking as 
well as a good saleswoman to make a feal success of 
the hosiery department. Good looks are just as mucb an 


asset in selling to women as to men.” A hosiery depart- 
ment placed at the front of a store, with a good sales- 
woman in charge naturally attracts the attention of 
men and women who are in the store. Such a depart- 
ment helps materially in giving a pleasing effect, thus 
accomplishing two purposes. Mr. Goodspeed said that 
men who came to purchase shoes for themselves often 
stopped at the hosiery department, became reminded 
that it would be the proper thing to buy a pair of bose 
as a present for somé relative or friend. 


Quick Turn Overs, Changes in the Demand 


The theory underlying the building up of a good 
hosiery business, according to Mr. Goodspeed, is to buy 
often, keep stock fresh, buy branded hose and feature 
the hosiery department of your shoe store. Mr. Good- 
speed says that the shoe store is the logical place for a 
hosiery department. Proper merchandising of hose is a 
distinct service to patrons of a store. Since there are 
about ten turn-overs in hose, Mr. Goodspeed buys in 
lots just enough to meet the demand. Seasons, modes of 
dress, and prevailing fads must be kept in mind, for hose 
for sale must be up-to-the-minute. While the hosiery 
department has many styles and prices to offer, the 
great volume of business is in the practical, medium- 
priced hose, ranging in price from two to three dollars. 
Miss Louise Cherry, who is in charge of the selling of 
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hose at the Goodspeed store said that. she sold more 
women’s than men’s hose. In speaking of her patfons 
she said that.men bought higher priced hose when buy- 
ing women’s hose. Men are more apt to be quantity 
purchasers than women, for men buy by the box, while 
women buy by tke pair. Miss Cherry makes a specialty 
of matching hose with the color combination shoes worn 
by women. Very often hose are purchased when the 
shoes are purchased. 

Among the brands of hose sold by Miss Cherry are 
Gordon, Humming Bird, Triplex, Van Raalte, Black 
Cat and Holeproof. These are displayed in the cases. 
The colors and textures can be seen in the glass front 
drawer cases. Although there are different ways of ar- 
ranging the hose in the cabinet Miss Cherry says that 
she arranges hose of her department according to size 
and color, with attention to prices. 

Since hose naturally lend themselves to attractive 
display, with the right kind of saleswoman, with proper 
attention to buying and the properly placed depart- 
ment, the hosiery business can be made the best-paying 
department, for the money invested, in the shoe store. 
This is the opinion of H. L. Goodspeed. His opinion is 
substantiated by his experience of the last year. 


Successful Shoe Retailing 
(Concluded from Page 83) 


other 4 per cent is available for advertising purposes to 
bring customers into the store. 

Many prosperous concerns prefer to spend a large 

_sum for rent and depend upon the pulling power of their 
window displays to bring people into the store, rather 
than to take a cheaper location and spend more in news- 
papers and other advertising mediums. 

This is especially true in large cities where there is a 
large transient population who depend upon “window 
shopping” for their ideas of values and styles, and are 
little influenced by newspapers and other printed 
matter. 

In New York one of the most expensive corners in the 
city is occupied by one of a chain of shoe stores owned 
by a leading factory. The rental, in proportion to total 
net sales is necessarily very iarge, but little local ad- 

. vertising is necessary, since the factory does a tremen- 
dous amount of national advertising and thousands of 
men pass the store daily. 


Merchants in Smaller Cities 
Have a Different Problem 


An entirely different problem is met by merchants i in 
smaller cities and towns. There are not enough transient 
customers to keep one salesman busy and the merchant 
must depend upon “selling” every possible customer in 
his store and then keeping him sold. 

No matter how a merchant bases his advertising 
appropriation, whether he figures it on as a certain per- 
centage of bis sales expense or whether he hooks rent 
and advertising together in his calculations, it is im- 
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perative that amount or percentage be set aside for this 
purpose and a definite program of spending it be laid 
out and maintained. Erratic hit or miss advertising 
seldom pays. 


Double Purpose of Advertising 


Advertising serves a double purpose, or, more prop- 
erly speaking, is aimed to accomplish one of two pur- 
poses: First—to sell merchandise, or second—to create 
or build good-will. 

As a matter of fact, many prosperous merchants: put 
good-will advertising first and spend the larger portion 
of their advertising budget on good-will copy and lay- 
outs. An Iowa merchant who has built up a very sub- 
stantial and profitable business, recently said to’ me: 
“In our advertising we talk very little about price, ex- 
cept_when we have special sales and even then we do 


not use comparative prices. 


““We talk considerably about style and always have 


the styles we talk about. 


“We talk a whole lot about our service and our r busi- 
ness methods and then do our level best to live up to it. 

“But most of all, we talk honestly and pointedly to 
build up good-will. To make people believe in us and 
trust us. If they believe in us and trust us they will trade 
with us. They are not very apt to question our prices or 
our methods. 

“We are not so much interested i in attracting trans- 
ients and floaters as we are in month-in and month-out 
customers. 

“It costs money to get a new customer, it costs money 
to hold them, but it costs infinitely more to get a cus- 
tomer back, once he had drifted away. 

“That is why we spend so large a percentage ‘of our 
publicity appropriation in good-will advertising.” 

The nezt article of this series “Making the Sale,” sched- 
uled for our June 17 issue will take up advertising as 
divided between direct and indirect, together with helps 
and ideas on getting the most out of the window front and 
interior publicity to attract customers. 


Don’t Let Him Get Away 
With It 


It has come to my notice that a man, giving the 
name of Erickson, has, through a claimed per- 
sonal acquaintance with me, obtained loans from 


members of the shoe trade. He states that he is a 
native of Sweden and has known me for a long 
time. To the best of my recollection I have no 
knowledge of such an individual, and this notice 
is inserted for the information of any one who 
may be approached along the same lines in the 
future. 
H. WALTER SCOTT, 


Boot and Shoe Recorder 
127 Duane Street, New York City 
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We Started This Store Thirty Years Ago 


Progress in Shoe Service to Men Makes Possible Better 
Stores, Better Prices and Better Styles 


By JESSE ADLER 


1892, when the First Adler Shoe Shop opened its 
doors in East 125th Street, New York—an unpre- 
tentious store located midway between Third and 


['s a mighty long cry from that day, way back in 


Entrance in English gothic style in stone work 


Lexington Avenues—to the day, a few weeks ago, 
when even the most blase New Yorker was compelled 
to stop, in admiration, before the portals of the just- 
opened fourteenth Adler Shoe Shop on West 42nd 
Street. 

But while the first store, of long ago, is but a dingy 
memory in comparison with this new palace of foot 
fashion, it shares in common a marked tribute to an 
unceasing devotion to the quality ideal, the con- 
sistent sale of footwear above reproach, well made, 
long-wear ng shoes reflecting the style tendencies of 
the moment. It was this strict adherence, from the 
very first, to a quality standard, coupled with prices 
low enough to ingure volume sale that sowed the seed 
of what is probably the most notable. expans on in 
men’s shoe retailing that has ever been recorded. 


More Style for Men 


Today, the show windows of the Adler Shoe Shops 
are virtually an index to the style requirements of the 
discriminating New Yorker, and though one looks for 
and expects to see great variety and novelty among 
the assortmerits shown by women’s shoe stores, it is 


doubtful whether so varied selection of men’s styles 
in lasts, patterns and leathers, is displayed under the 
auspices of any one store retailing men’s shoes. 

Good shoes, smart styles, at volume prices—that 
may truly sum up the wonderful success of the Adler 
organization. Even during the war period, when prices, 
quality and service were generally topsy-turvy, there 
was no let down in the Adler standard. 

The pew store, No. 14, is well worthy detailed de- 
scription, for it undoubtedly marks a distinct stride 
forward in modern shoe retailing. 

The entire scheme from show front through to the 
rear of the store, which was designed and installed by 
the Elias, Rothschild & Co., of 342 Madison Avenue, 
New York City, is what may be termed Gothic of the 
Tudor period. 


Gothic Design—Stone and Wood 


The base of the windows is of black and gold marble, 
and from the sides rise two pilasters carrying the over- 
head work which is entirely of Roman. Travertine 
stone, including the cornice. 

The interior of the windows embodies similar treat- 
ment, frames of Old English oak outlining the panel 
Gothic effect. A Gothic lantern hanging from the 
dome formed by the entrance way, gives a decidedly 
fitting touch to the decorative scheme. 

One enters a foyer before reaching the store proper, 
a strikingly unique, yet dignified approach of Traver- 
tine pilasters, walls and groined ceiling. This rests on 


Single carton sacks—show window in back of store for 
illuminated display 
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a Botticino marble base. In the center panels on each 
side of this foyer is a large display case of Old English 
oak with mirrored back. These cases are lighted by 
hidden lights. 

An archway joins the foyer with the store proper. 
Old English oak has been utilized on walls and ceiling 





Stone work and Old English oak F ittings—all masculine. 
Note the outstanding cases of stone work to relieve mono- 
tony of long walls 


with arched Gothic cornices, ceiling and cornices 
finished in antique ivory. 

The lines of the shelving holding the shoe boxes is 
attractively broken up by set in display cases made of 
Travertine with marble bases. The rear wall is entirely 
of Travertine with a large display show window in its 
center and doors at each side leading to private offices. 
The appearance of this wall with the window and doors 
is most imposing and presents a striking picture to the 
observer from the very front of the store: 


Floor of Red Quarry T 


The floor of the entrance is of quarry tile, and 
that of the store of cork tile in a grey id brown square 
combination that blends very the 
tone of the interior. All of the lighting “were 
specially designed and for the most part are of the 
semi-direct type. 

Not the least effective of the: many interesting 
features which make this store so unusually beautiful, 
are the chairs and fitting stools. In order to find a 
design appropriate to the Gothic scheme of architec- 
ture it was necessary to de!ve. into research of the 
ancient. The design chosen is a copy of the Bishop’s 
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Seat in the Cathedral of Agnano, Italy, and the chairs 
themselves, made of oak with tich leather seats, 
present a decidedly smart appearance. These chairs 
are by the Milwaukee Chair Company. 

The unique window construction of all the Adler 
Shoe Shops has ever been a source of attraction and 
admiration and, we daresay, that this latest effort 
will excite attention for years to come. It is well 
worth the time spent for progressive shoe merchants 
to visit this store and note not only its physical beauty, 
but its practicability to present day business needs. 

The officers of the Adler Shoe Company are: presi- 
dent, Jesse Adler; vice-president, Jacob H. Adler; 
treasurer, Samuel Adler; secretary, Arthur H. Adler. 





Labor’s May Festival 
(Concluded from Page 71) 


the May festival of labor, for the settlements will come 
out before the next big run of shoes is in need of making. 

The great thing that is lost, is thousands of hours of 
work and the thousands of dollars of overhead in fac- 
tories, which have gone forever. It‘is the busy hands 
and. busy machines that make economy in any line of 
manufacture and the merchant ardently hopes that the 
settlement will be soon, so that more people can be 
making and buying and using their products. Every 
hour lost in factories comes out of some merchant's 
volume of business, for all human wants go through 
stores. 


Beamed and groined entrance—ceiling in old ivory finish 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 
A series of condensed medical articles with numerous illustrations have been prepared 


by the writer for the “Boot and Shoe Recorder.” They are direct resulls of a question- 
naire on shoes and feet thal was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 


ENLARGEMENTS ABOUT GREAT TOES 


UNIONS are common types of enlargements 
B which are produced by the bony prominences 
of normal bones frequently as toes are deflected 
by pointed shoes. These prominences are increased 
further by accumulations of fluids in sacs or “bursae”’ 
at bases of the toes. Figure 9 illustrates this trouble 
with distended sacs 
of fluid under the 
skin of each great 
toe. Bursal sacs 
may become badly 
inflamed. and in- 
fected at times, and 
toes in consequence 
may be markedly 


swollen. 


All swellings are 
considered bunions 
by some individuals 
if they occur about 
great toes, yet there 
are very important 
differences among 
swellings that oc- 
cur. 

Figure 10 shows 
an X-ray of bones 
of a great toe of a middle- man. He noticed a 
swelling that appeared gradually on the upper side of 
the joint, and which began to interfere with motions of 
the toe in a few.months. The toe became sore in con- 
sequence, and an X-ray was taken which revealed a 
tumor starting to grow out from the head of the first 
metatarsal bone like a mushroom. See arrow. This 
tumor has been removed since at an operation because 
such growths sometimes become malignant, spreading 
to other regions of the body. The patient has returned 
to his former occupation and he has very little trouble 
now in walking. 

Gout attacks soft tissues of great toes. In gout 
there may be excessive amounts of chemical substances 
called urates in circulation, and these urates may be 
deposited as white chalky granules in the skin. Figure 
11 is a drawing taken ftdm an old French medical book 


Figure 9—Typical bunions with toe 
Leffections 


on gout written by Garrod. This illustration shows 
spots of chalky urates in the skin, the swollen appear- 
ance of the toe, and a hole in the skin where one of the 
chalk stones had ulcerated through it. 

Acute gouty attacks begin with severe pain which 
one of the old medica) writers says ‘‘insinuates itself 
with the most exquisite cruelty among the numerous 
small bones of the foot, in the ligaments of which it is 
lurking.”’ The joint rapidly swells and becomes hot, 
tense and shiny. Then in a short time the pains bégin 
to abate and may cease after a week or longer, the 
swelling also diminishing until the next acute attack is 
experienced. Gout is a comparatively rare disease, 
however, and hot, painful swellings are more liable to 
be of other origin in the large majority of cases. 

Arthritis deformans is an obscure trouble that runs 
a prolonged course with periods of increased pain and 
soreness alternating irregularly with intervals of 
quiescence. Its origin will not be discussed, but ap- 
pearances of the feet and one hand are illustrated in 
Figure 12. There is more than one type of chronic de- 
forming disease of joints, but differences between differ- 
ent types cannot be discussed briefly, and therefore will 
be dismissed in the present connection. 

Operations may be performed on chronically de- 
formed toes, showing changes due to joint disease, as 
are done with simple deformities due to tight pointed 
shoes. In such complicated cases, however, relief 


r side of 


Figure 10—X-ray of bony tumor growing from u, 
greal toe at its of Dr. L. R. Daniels, 
Watertown, Mass. 


should not be expected as promptly because obscure 
rheumatic processes continue to act after toe deform- 
ities have been corrected. Factors of mechanical 
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pressures and frictions are diminished when toes are 
straightened however, and patients frequently express 
their satisfaction after a considerable period of time at 
relief afforded by their operations. 


Figure 11—Drawing of a gouty great toe—After Yarrod 


Infections of various sorts may cause joints to swell, 
and the great toe is involved quite commonly. A crop 
of boils, or a chronic tonsillitis may lead to joint in- 
flammations which may settle occasionally in a great 
toe joint. Social disease produces swollen, tender 
joints which remain for long periods in certain instances. 
Finally there are mixed types of joint swellings. 

Influence of mechanical pressures of shoes is im- 
portant in all types. Loose, well fitted shoes and soft 

_ leather are needed to minimize pressures and to permit 
free circulation of blood. Shoe fitters should not be 
condemned for harmful influences, however, that pro- 
duce their effects through blood and nerves independ- 
ently of footwear. 

The question may be asked what an orthopedic sur- 
geon can do that a shoe fitter cannot do for these cases. 
Sometimes orthopedic treatment is not very satisfac- 
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tory Lut a more accurate diagnosis probably=will be 
obtained if a medical opinion is sought, also explana- 
tions may be given perhaps which will satisfy patients 
so that they do not attempt needless or harmful 
experiments. 

Limitations of medical treatment ought to be clearly 
recognized, and promises avoided of miraculous relief. 
On the other hand, some chronic cases do surprisingly 
well when obscure causes that have been acting are 
discovered and corrected. 

Shoe fitters do not see customers usually during very 
acute troubles, but new shoes may be bought before 
feet have fully recovered and when they are liable to 
renewed irritation very easily. Shoes have to be 


adapted to peculiarities of feet temporarily beeause 
corrective ideas in shoes at such times would aggravate 
delicate feet and perhaps cause recurrence of symptoms. 
Knowledge of recent foot troubles and of their charac- 


Figure 12—Feet and one hand of a person suffering with 
chronic deforming joint disease 


ter therefore may be of value to those who fit shoes in 
order that special care may be taken in the fitting at 
such times. 





Sole Leather Survey 
(Concluded from page 73) 
lowest cost, and market their product to the best 
advantage. 

We are all on a sea of unbounded opportunity. The 
past has. witnessed an inadequate return on capital 
invested in our industry, but the future is what a few 
men around this table wish to make it,—either a sound, 
staple industry that will command the respect and con- 
fidence of the entire country, or a short-sighted policy 
of living only in the present, without ‘regard for the 
future conditions that are as sound and inflexible as 
the Rock of Gibraltar. 

Look only a few months into the future, and see 
leather several cents per pound higher, and ask your- 
self if the carrying charge is an item to be seriously 
considered. 

An evil that we have fallen into as an outcome of the 
war and post-war times is in the abnormal differential 


made in the pricing of our different grades. Prior to the 
war a two-cept spread was prevalent. To-day we have 
a spread as high as three and. even five cents on side 
leathers, and as much as ten cents on calf. This 
greatly handicaps the tanner in many ways and places 
us too much at the mercy of our sorters. Let us try 
and get back to normalcy in this respect. 

In conclusion, I feel that we have positively reached 
the time when, instead of humoring ourselves that the 
near future will have better times in store for,us and 
allowing our much abused optimism and the remnant 
of our shaken faith guide us, to limit our operations to 
the immédiate requirements of our customers. Any 
tanner, who is to-day carrying heavy stocks of finished 
merchandise, that continues to operate is not only 
handicapping himself, but is adding to the burdens of 
the industry at large. Most of the Chicago and 
Milwaukee tanners appreciate this fact and have 
récently curtailed to a, very appreciable extent. 
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HUDSON RIVER 


The Recorder’s Guide to: Brooklyn 


Members of Shoe Manufacturers’ Board of Trade of 
New York, Inc. 


A. Garside & Son 
‘ebster & 7th Avenues 


LONG ISLAND CITY 
Kozak & McLoughlin 
14th Street & Govenor 
LONG ISLAND CITY 
R. H. Hoskins Co. 
39 6th Street 
LONG ISLAND CITY 
Horn Shoe Co. 
Roebling 


145 
BROOKLYN 
Dr. A. Posner Shoes, Inc. 
141 Roebling Street 


BROOKLYN 
Algier Shoe Co. 


Broadway, Cor. Bedford. Ave. 
BROOKL 


YN 
Andrew Geller 
way 
basen 
Y ip, Inc. 
15S Ripya Bereew yr | 
BROOKLYN 


(10) 


a 


(12) 


(13) 


(14) 


(15) 


(16) 


(iy) 


1. Miller & Sons, Inc. 
1 Carlton Avenue 
BROOKLYN 
Morse & Burt Co. 
1 Carlton Avenue 


B 
Freda E 
242 


BROOKLYN 
Chas. W. Strohbeck, Inc. 
309 Johnson Street 


N 
Co., Inc. 
Ave. 


BROOKLYN 
S. Waterbury & Son 
232 Throop Avenue 
BROOKLYN 
D. H. Chandler Shoe Co. 
166 Livingston Street 
BROO: 
Vogel-Miller 
4th Avenue & Baltic Street 
BROOKLYN 
Griffin White Co. 
DeKalb and Grand Avenues 
BROOKLYN 
Pincus & Tobias 
17 Avenue 
KLYN 


Wm. Henne & Co., Inc. 


(19) 957 Kent Avenue 
nN 


BROOKL 
George W. Baker Shoe Co. 
(20) 343 Classon Avenue 


BROOKLYN 
. Julius Grossman, Inc. 
, 372 DeKalb Avenue 


BROOKLYN 
J. & T. Cousins 
369 DeKalb Avenue 
BROOKLYN 
S. Weil & Co. 
379 DeKalb Avenue 
BROOKLYN 
John Cramer & Son 
199 Steuben Street 
BROOKLYN 
Wichert, Inc. 
(25) Atlantic Avenue & Schenectady 
BROOKLYN 
Julius Altschul 
(26) 220 Varet Street 
BROOKLYN 
F. S. Kauder Shoe Co. 
10 Leo Place « +); 
BROOKLYN 


Bert E. Drake Shoe Co. 
(28) 235 Park Avenue 
BROOKLYN 
American Shoe Co. 
166 Livingston Street 
BROOKLYN 
Baker-Chandler Co., Ine. 
641-649 Lexington Avenue 
BROOKLYN 
Cohen & Frank Co. 
756 Stone Avenue 


(29) 
(30) 


(31) 
BROOKLYN 
J.J. Lattemann Shoe Mfg. Co. 
(32) St. Edwards Place 
BROOKLYN 
Parisian Shoe Co. 
(33) 226 Varet Street 
BROOKLYN 
Perfect Shoe Co. 
2941 Atlantic Avenue 
BROO: 
Rogers & Davis 
1615 East N. Y. A 
BROOKL’ 
Strassburger-Stiles 
99 M Avenue 
BROOKLYN 
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Retail Shoe Women’s Symposium 
(Concluded fram Page 80) 


window trimmer busy. The modern woman’s idea of a 
shoe store is not only a place to buy shoes, but a cheer- 
ful spot, with plenty of light and mirrors. As to the 
shoe store’s hosiery department, woman is absolutely 
necessary as manager and buyer. The woman’s idea of 
selling shoes is to talk more style and less about count- 
ers, welts, insoles, etc. 

In my opinion, a woman with the same education 
and experience in a shoe store as a man can do as well 
or better than any man, if she makes up her mind to 
that effect. 


Shoe Women Are ‘‘Making Good” 


By MRS. A. L. KIRKPATRICK 
In charge of the Shoe Department of Siegel's, Cleveland 


I have been a constant reader of the “‘Recorder’’ for 
many years and can truthfully say that no retail mer- 
chant can afford to be without it. Mr. Kirkpatrick 
was a subscriber to the “Recorder” for many years 
before I became a member of the firm, and it was my 
privilege to read the “Recorder” weekly. I have been 
associated with Mr. Kirkpatrick in the retail shoe 
business for the past eighteen years, starting as buyer 
and manager of the juvenile department and later on 
taking a line of shoes on the road for three seasons, 
which gave me much practical knowledge of the shoe 
business from the viewpoint of the different retail shoe 
merchants whom I visited, as well as the viewpoint of 
the manufacturer and shoe traveler. 

After traveling for three seasons, Mr. Kirkpatrick 
and I opened a shoe department in Cleveland, Mr 
Kirkpatrick continuing on the road. It fell to my lot to 
conduct the department. Later on, we opened a store 
in Eudidan and I have been in charge of the business 
‘since. On February 25, last, we opened a department in 
Siegel’s store, 110 Euclid Avenue, where I am to be 
found every day putting forth my best efforts, as Mr. 
Kirkpatrick travels for the Geo. W. Baker Shoe Com- 
pany, which shoes we feature in the department. 

I speak of my past experience because I have been 
fairly successful, which goes to show that there is a 
place for woman in the shoe industry. Only a few years 
ago, one found but few girls selling shoes—today ‘you 
find many of them and they make most satisfactory 
sales people and good trade builders. I know of a num- 
ber of women buyers and assistant buyers who are 
making good. The millinery feature of the shoe: busi- 
ness is again with us. It is generally conceded. that 
women have a better idea of the blending of colors and 
combinations than men, at least my husband thinks so. 


Advice to Shoe Sisters 


I have this to say to my associates, the girls in the 
shoe game: Make the shoe business a study. Apply 
yourselves to your work; give your employer the best in 
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you, and you will climb to the top round of the ladder. 
The next forty years will find many women holding 
prominent positions in the shoe industry as the owners 
of stores and shoe buyers. Attend conventions, sisters. 
Get into the various business meetings and get all out 
of them that there is to be had. ; 


A Correction from Denver 


And we would here state that Mrs. Ouida Crosby. . 
wishes us to correct the statement published in the 
Recorder of April-15, that she is buyer for the shoe 
department of the Denver Dry Goods Company. Mrs. 
Crosby states that she is neither buyer nor assistant, 
but has selected the styles for this department for the 
last four years. H. B. Teets is buyer and Harold 
Underhill is assistant. 


Fall Business Increasing 


Columbus, Ohio—T. W. McGovern, head of the 
McGovern Shoe Company has reports that he is re- 
ceiving a healthy business both for immediate and Fall 
shipment. He states that at the last of March. 75 
per cent of his orders were for immediate shipment and 
25 per cent for Fall. At the last of April he finds that 
60 per cent of his orders are for immediate shipment 
and 40 per cent for Fall delivery. This shows a de- 
cided increase in Fall business, ‘ Right now he is booking 
a good business on a line of children’s high shoes for 
Fall, made up in patent and colored kid top ‘with a 
patent cuff. By the first of June, Mr. McGovern ex- 
pects half of his business to be for Fall footwear. His 
factory is at present turning out 1200 pairs daily. 


Making 900,000 ’Phones 
Per Year 


The Western Electric Company is setting a high 
pace in telephone manufacturing. Its 210-acre plant, 
near Chicago, which produces about 90 per cent of 
the world’s vocal transmission apparatus, is turning 


-out more than 900,000 telephone instruments a year. 


This is at a rate of almost one to every hundred people 
in the United States. After making allowances for 
improvements, the net subscriber station gain for the 
entire communication system of the country will be 
between 500,000. and 600,000. 

New telephones mean new central office exchanges. 
The Western. Electric Company is working on a 
schedule which will deliver at least 9000 switchboard 
sections a” year. Many of these are to be used by 
private owners. 





Announcement of an unusually favorable outlook 
for woolen and worsted goods was made recently by 
President William M. Wood of the American Woolen 
Company. Mr. Wood predicts the greatest overcoat- 
ing season that ever has'been known in ‘this country. 
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Where to Buy “In-Stock” “>.~— 


The following descriptions of In-Stock Shoes have been supplied to us by manu- 
facturers who are prepared to ship any of these described styles at once. Each manu- 
facturer’s name is represented by the “Key Number’ of the paragraph describing his 


shoes. 


To order, write to the “Recorder’’ of fice under which the key number appears and 


ask for the names of any manufacturers whose shoes interest you. 


Merely give the 


key number desired. Our offices will immediately write you the manufacturer's names. 





BOSTON OFFICE 
207 South Street 


Key No. 1\—Growing Girls’, Misses’ and Children’s Strap Pump. 
Patent vamp, fawn Nubuck quarters. Quarters and toes per- 
forated. 

Key No.1—Also same with gray Nubuck quarters. 
Key No. 2—Stock No. 962, Men’s Oxford. Tony Red calf 
vamp and top. Goodyear Wingfoot heel. 12 iron single sole. 
Hard box idth A to D. Belmont last. Code: Classic. 
Price $5.50 
Key No. 2—Stock No. 109, Women’s Sport Oxford. Smoked 
Elk vamp and top. Apron, tip and heel stay of Gallun’s color 4. 
Leather sole and heel. Hard box toe. Widths Ato D. 25 last. 


a ae A ee ee ee Price, $5.10 
Key No. 4—Stock No. X612, White kid, One Strap, openings 
in quarter, 13/8, Cuban heel..................-.- ce, $5. 


Key No. 4—Tan Calf vamp, Camels Hair color, Ooze quarter, 
ute in quarter, 12/8 Cuban heel.............. Price, $5.35 
ey No. 7—Stock No. 1659, Men’s Full grain Black Norwegian 
Calf Oxford on a brogue last.................... Price, $4.65 
Key No. 7—Stock No. 1617, Men’s College last, boarded cherry 
Russia calf, saddle oxford, heavy single sole. Two rows stitching 
on sole, Wingfoot rubber heels. Sizes and widths A, 7 to 11, B,6 
to 11, C and D, 5 to ll. 
Key No. 10—Men’s Apron Oxford with stub wing tip, per- 
forated vamp. Eyelet row and tip, No. 60, medium English 
=e eS FE take Sa Pee A Pe il a! - Price, $3.75 
Key No. 10—No. 3, Men’s Bal Oxford, perforated all around. 
French toe last, Mahogany calf.................- Price, $4.25 
Key No. 12—No. 515. White Canvas Grecian One Strap 12/8 


military heel, imitation turn, B, C, D, 2% to 8....Price, $1.75. 


Key No. 12—White whipcord genuine turn flapper, low. flat 
9/8 heel, wide strap, slide buckle, stylish round toe. B, C, D, 
re Oy Ge Freya ch ih baekd ohh nwkor «dda Price, $2.35 
Key No. 12—Same in imitation turn. No. 565 at $1.85 

Key No. 13—No. 204, Sea Island duck, 1 Strap, 12/8 mili- 


CE DOMES Keb caen £054 oc be cues ds ees ee e, $2.10 
Key No. 13—Stock No. 201, Sea Island duck, 1 Strap, Jr. 
ee ge eek ac he ae. ce, 


Key No. 14—Stock No. 214, Genuine Tony Red Spartan calf, 
rubber heels. Sizes 5 toll. Widths BtoD...... ice, $5.25 
we No. 14—Stock No. 251, Genuine Tony Red, Spartan calf. 
Rubber heels. Sizes 5 toll. Widths B to D....Price, $5.25 
Key No. 16—No. 488, Sport Oxford, Smoked Elk, Tan calf 
saddle, with special Vacuum cup sole and heel.... Price, $6.00 
Key No. 16—No. 499, Sport Blucher Oxford, Brown Elk with 
Cocoa calf saddle and backstay, with special vacuum Cupsole and 
RR aie i tind exsipm rete ES ns Price, $6.00 
Key No. 23—No. 1506, Patent 1 Strap, 1 Buckle Pump. “Cut 
Ce.” ‘Wee We OD Bic cans acct A os dn celeste Cee en Price, $4.75 
Key No. 23—No. 1507, White Kid 1 Strap, 1 Buckle. Pump, 
“Cut Out,” Widths Ato D. All wood heels, 13/8. . Price, $5. 

Key No. 28—Patent Leather, 1 Strap, “Cut Out” 13/8, military 
wood heel. Imitation turn.................-.- Price, $4.10 


Key No. 28—White Kid 1 Strap Buckle, “Cut Out” 7/8 rubber 
Welt. ..... aa wa eak €i0s 98S ee Price, $4.10 


heel, ivory sole. 


“Boot and Shoe Recorder.” 





Key No. 39—No. 1403, Women’s fine White Fabric Oxford. 
On No. 168 last, narrow toe. Imitation corded tip. Flexible 
welt. White welting with natural leather sole. hite heel, 
enameled, 1 5/8 inch high. Widths AAA to E. 

Key No. 39—No. 7454, Women’s Kid Seamless Oxford, “Sister 
Alma,” on No. 158 last. Medium toe. Turn sole, 1 1/4 inch 
heel with rubber top. Widths B to E. 

Key No. 43—Tony Red Calf, Philadelphia lace oxford, per- 
forated vamp. 2 tr. and eyelet row. Medium swing last. 


Price, $6.00 
Key No. 43—Velour Calf, Philadelphia lace oxford, perforated 
vamp, 2 tr. and eyelet row, square effect toe...... Price, $5.00 


Key No. 45—Russia Calf Lace Oxford. Medium shade per- 
forated vamp. . Lace row and quarter. Big misses AA,2 1/2 to 8, 


A to D COCO SOCKS HESEEHEOSSEOESESOSESESESEEEE Price, $3.85 
eR ee TE ee rererr es Price, $3.15 
Comeven's, © B/S Ob Tbe Oe OO Boe. c nck nce cectcuue Price, $2.75 
FT Ey Se ere Price, $2.60 


Key No. 45—Patent Colt Strap Pump. Growing Girls’ _ 
forated foxing, strap and quarter. Medium toe. Sizes 21/2 to 
8. Widths AA to D Price, $4.00 
Key No. 45—Perforated vamp and strap, broad toe. Big Misses’ 


oe EN BT) Ree ais Se eee Price, $3.60 
ee ge Et Se re Price, $2.90 
Key No. 45 continued—Children’s, 8 1/2 to 11, B to E. 

Price, $2.60 
oo gt ee Price, $2.35 


Key No. 46—Stock No. 578. The Boardwalk. Men’s Cherry 
Calf Lace Oxford, with smoked Elk instep piece and short win 
tip. Soft toe. Rex last. Pink suction and cup rubber sole an 
bevel heel. A, 7 to 11; B, 6 to 11;C and D, 5 to 11. . Price, $4.50 
Key No. 46—Stock No. 342. The Stroller. A new rich, Red- 
dish Brown Elk leather, Men’s Oxford with real Scotch grain in- 
step saddle. Bancroft last. Overweight belting leather sole, very 
flexible. A, 7 to 11; B,6to 11; Cand D, 5 tol1l....Price, $5.00 
Key No. 47—No. B-410. Women’s stylish up-to-date oxford 
Barnet’s No. 18 Russia calf, perforated cap, vamp lace and. top, 
tan‘kid ‘lining, invisible eyelets, 10/8 inch heel. Sizes AA, 41/2 
to 8, A, 4 to 8, B, C and D 3 to 8, Vassar last. 

Key No. 47—No. B-411. Women’s Distinctive Custom-made 
Oxford. Barnet Vinnette black calf, perforated vamp, foxing, 
lace and cap with center punch, 6 invisible eyelets. 12/8 inch 
heel, sizes AAA, 5 to 81/2, AA, 41/2 to 8, A, 4 to 8, B, Cand D, 
3 to 8, Wellesley last. 

Key No.’ 48—No. 382. Men’s Smoked Elk Sport Oxford, 
Gallun’s No.'4 apron, Red Duflex rib, sole and heel, B to E 
ee rrr eee my Price, $5.50 
Key No. 48—No. 254. Women’s Smoked Elk Sport Oxford, cut 
out with apron tip and foxing of Gallun’s No. 4 calf. Leather 
sole and heel. A to D width, Tweed last........ Price, $5.10 
Key No. 53—Stock No. 505. Women’s White Polar Cloth Ox- 
ford, rubber sole and heel, black apron. B, C and D. Price, $3.25 
Key No. 53—Stock No. 506. Women’s White Polar Cloth 
Oxford, leather sole and rubber heel, black apron. B, C and D. 

. Price, $3.00 

Key No. 55—No. 2915. Nurse’s Oxford white buck with rubber 
heel lift. McKay. White enamel sole and heel... Price, $1.60 
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Key No. 55—No. 3293. Women’s Sport Oxford. White duck 
with patent leather trimming. White enamel ole and heel. 
McKay. 10/8 military heel Price, $1.25 
Key No. 56—No. 203. Women’s Black Kid Two Strap Sandal 
with opera toe. 11/8 rubber heel Price, $2.15 
Key No. 56—No. 204. Plain whole quarter oxford. 9/8 rub- 
ber heel. Price, $2.25 
Key No. 57—No. 4442. Women’s Black Kid Oxford. Imitation 
tip. 11/Z inch rubber heel Price 

Key No. 57—No. 4444. Women’s Brown Kid Oxford. 
tion tip. 11/2 inch rubber heel Price, $2.75 
Key No. 64—Something very special in strap ornaments. New 
hand-enameled shield patterns. Colors, brown, gray, violet, 
green, white, black, periwinkle. Substantial construction. 
real novelty for Summerish shoes. All or any part of 10 gross 
offered at prices to please. 

Key No. 64—All or any part of 5 gross of converting flapper 
straps, 3/4 inch wide of patent, black or brown leather and white 
canvas. Carry new patented slide buckle. For immediate 
delivery. Attractively priced. 

Key No. 67—Women’s Rigid Shank lace oxford, rubber top lift 
on a 11/8 military heel.. AAA to E, Brown Kid... Price, $5.00 
Black Kid Price, $5.00 
Key No, 67—Women’s Blucher Oxford, Professional Women’s 
last, straight inside line, 10/8 mannish heel, rubber top lift. AAA 
= E, Black Kid Pri 

an 


CHICAGO OFFICE 
289 West Madison Street 


Key No. 3—Stock No. 577. Style No. 36, 1 Strap. White 
cloth with patent strap and back stay, white stitching through- 
out. White pearl button. Plain tip. Sole, 9 iron white welting, 
fair stitched. Natural bottom and edge finish. 9/8 white finish 
heel and white rubber top lift. Widths A to D....Price, $3.25 
Key No. 3—Stock No. 578. Style No. 3134, One Strap. Ma- 
terial of white cloth, nickel buckle, plain tip. Sole, 9 iron, white 
welting, fair stitched, bottom and edge finish natural. 9/8 
white finish heel with white rubber top lift. Widths A to D. 

Price, $3.25 
Key No. 17—Infants’, Children’s and Misses’ Brown Elk Oxfords. 
Key No. 17—Infants’, Children’s and Misses’ Smoked Elk 
Oxfords. 
Key No. 18—Child’s patent leather, instep strap, one button 
sandal, all solid, 3/8 Price, $1.15 
Key No. 18—Child’s patent leather, one strap, one -button 
sandal, all solid, 4/8 Price, $1.45 
Key No. 19—Patent.chrome straps, “Cut Out” vamp and quar- 
ter, 8/8,and 13/8 nibber top heel. Widths A to D. 

Price $3.50 and $4.25 

Key No. 19—White Eve Cloth, 10/8 rubber top heel. Sport 
straps patent trimmed. Also white washable kid trimmed. 
Widths A to C Price, $3.85 
Key No. 20—No. 685, Patent Flapper, 21/2 to 7. Widths 
B, C, D, low heel $3.50 
Key No. 20—No. 687, Patent Grecian 21/2 to 7. Widths B, 
C, D, low heel Price, $3 
Key No 21—No. S950. Hazel Brown calf, semi-brogue oxford, 
LaSalle combination last, first grade, all solid leather, Wingfoot 
rubber heel... Widths A, B, C and D Price, $5.00 
Key No. 21—No. 8657. Tony Red, Calf Bal Oxford, Black- 
stone Combination last, second oo all solid leather, Wingfoot 
rubber heel. Widths B, C and 
Key No. 25—Two numbers on white straps, 9/8 and 11/8 heel, 

Price, $3.00 
Key No. 26—Patent Instep Strap Sandal, 1/5 no heel Price,$.77 
3/5 low heel Price, $.82 
5 1/2/8 low heel Price $.90 
Key No. 26—Patent One Strap Sandals,,1/5 No heel. Price $.87 
3/S Low Bets. 5568s neiteetac iy cleo st Pecabt i Price $.92 
51/2/8 Low Heel 
Key No. 27—No. 228, Chocolate Elk Welt. 
Single chrome sole Price, $2.45 
Key No. 27—No. 350. Chocolate Retan. Welt “Army” single 
chrome sole Price, $2.50 
Key No. 29—Stock No. 02, Oxford, semi-English Oxford in the 
poctems of a bucher, brown and black calfskin. ... Price, $4.50 

idths Ato D. Sizes 5 to 12. 


Munson last. 


* Stock, A, B, C 


Key No. 29—Stock No. 03, Oxford, English Bal, black and 
brown calfskin Price, $4.50 
Widths A to D. Sizes 5 to 12. 
Key No. 31—Stock No. 2410.’ Women’s White Beechtex 
Cloth. Light custom welt, 14/8 wood covered heel. Widths, 
AA, 4 to 8, A, 3 1/2 to 8, B, 3 to 8, C, 21/2 to 8.. Price, $5.25 
Key No. 31—Stock No. 2430. Patent Vanity One Strap Welt, 
10/8 solid leather heel. Widths: AA, 4 to 8, A, 3 1/2 to 8, B, 
3 to 8, C,21/2 to8 Price, $5.60 
Key No. 32—Stock No. 425. Women’s Glazed Kid Stitched, 
Imitation Tip Oxford, 14/8, leather quarter lining, rubber heel, 
Opera D. idth last Price, $2.35 
Key No. 32—Glazed Kid Two Strap Sandal, 14/8 leather quar- 
ter lining, rubber heel, Opera D. idth last Price, $2.15 
Key No. 33—Stock No. 248. Women’s Black kid Welt Oxford, 
11/2 inch military heel, Widths AA to D Price, $4.50 
Key No. 33—Stock No. 233. Women’s*Black Kid, imitation 
turn Oxford, 1 1/2 inch military heel. Widths AA to D. 
Price, $4.00 
Key No. 34—Stock No. 6730. Men’s Cocoa Brown Bal, foxed, 
Goodyear welt, blind eyes, drill lined and drill lined tongue 
folded edges, 1/2 rubber heel, single oak sole, stitched aloft. 
Promenade last. Widths D only. Sizes 6 to 12... Price, $3.60 
Key No. 34—Stock No. 1605. Men’s Tan Caribou Army Blucher 
bal. Goodyear welt, soft toe, single oak sole, sole leather counter, 
Full vamp, lined. Widths B, C, Bb. E. Sizes 6 to 12 Price, $3.50 
Key No. 35—Style No. 55. Men’s Mahogany Kip, new French 
Toe Bal Oxford medallion tip and perforated vamp and quar- 
ters. Wingfoot rubber heels. 
Key No. 35—Same as Style No. 55, except in Black Gun Metal. 
Key No. 37—Ballets of real kid, hand-turned soles. 
’ Price $1.60 and $1.50 
No. 37—Men’s Operas and Everetts, hand-turned soles. 
Price, $2.25 
No. 38—Style No. 86. White Eve Cloth Sport Oxford 
patent leather apron, rubber heel. Last 80. Welt 9/8 
heel. Sizes 21/2 to 7. Widths A, B, C and D....Price, $3.50 
Key No. 38—Style No. 80. Patent Ankle a Wide toe- 
Last 26. Welt. 8/8 heel. Sizes 21/2 to 7. idths A, B, C 
and D. Growing Girls Price, $3.25 
11 1/2 to 2. Widths, B, C and D, Misses Price, $2.65 
Key No. 40—No. 3459-0, Ogden Cordo Red Calf Bal Shoe (Rob 
Roy last) Price, $4.50 
Key No. 40—No. 4567-F. Fox Mahogany Kip Bal Oxford 
(Triomphe Last) Price, $3.50 
Key No. 41—Patent Two Strap Sandal Buckles, “Cut Out” 
uarter, 8/8 heel, McKay Price, $3.00 
Welt Price, $3.50 
Key No. 41—Patent One Strap Sandal, “Cut Out” vamp and 
uarter, 8/8 heel, McKay Price, $3.15 
Welt Price, $3.50 
Key No. 42—No. 601. Genuine Glazed Vici Kid Comfort 
Slipper with leather insoles and rubber heels. Two straps. 
P Price, $1.75 net 
Key No. 42—No. 602. Genuine Glazed Vici Kid Oxford with 
leather insoles and rubber heels Price, $2.00 net 
Key No. 49—S-42. Men’s Nut Brown Willow Calf Oxford, 
on the Fesler last with a stitched tip, 10 iron sole and rubber heel. 
Sizes AA to D Price, $6.25 
Key No. 49—S-45. Men’s Black Velvet Calf, stitched tip, rub- 
ber heel. Sizes A to D Price, $6.25 
Key No. 52—Stock No. 9018. Men’s Chocolate Elk unlined work 
shoe over Munson last, soft toe, Goodyear welt, chrome sole. 
Deodls Th. “Whe hi ad tli o.cie oo Ccis cade eee Price, : $2.40 
Key No. 52—Stock ‘No:'123. Men’s Chocolate Elk —_— 
1/2 D.” Chrome’ sole.” In Stock Price, $1. 
Key No. 58—Stock'No. 1525. Code “Scheen,” Patent One 
Strap Sandal. 938 Last. One inch wood box heel. Turn. 
A . Price, $5.00 
& No. 58—Stock No. 1289. Code “Sovereign,” Canvas One 
rap Slipper; nickel slide buckle. 338 Last.’ One inch covered 
wood heel. Price, $4.40" 
Key No. 65—No: 912. Young Ladies’ Blucher Oxford. Lus- 
trous Brown Calf upper, Dr. Sommer’s Muscle Tonic Footform 
last, approved by the National Board of the Young Women’s 
Christian Association, recommended by leading - 
eel. In 
and D widths. Sizes 21/2 to 8; made to order 
AA and E widths Price, $3.75 
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NEW YORK OFFICE 
127 Duane Street 


Key No. 9—Women’s White Calf turn, one strap Pump. Three 
small “Cut Outs” on vamp, medium short vamp last, 13/8 
Cuban covered heel. 
Key No. 9—Women’s White calf welt, 9/8 covered military 
heel. (These outside of our regular staple lines of boots and 
oxfords.) 
Key No. 11—Style No. 575. Women’s White Egyptian Cloth, 
One Strap Palais, Junior Spanish Louis heel, modified French 
RE Be TY CN nt a LM ee LET Re ae Price, $5.25 
Key No. 11—Style No. 875. Women’s Fine White Canvas 
Welt, One Strap Toto, buckle pump, 11/8 Cuban wood heel. 
Price, $4.75 
Key No. 24—Men’s Tan Packer Grain Scout Bal, grain 
leather innersole, sturdy oak sole, full fitting Munson last Half 
siges 600 12....:.... PD iidenl Wiles ocvan vbvlectaekes Price, $1.60 


Key No. 24—Men’s Russia side brogue pattern bal, orange 


stitching. Medallion tip, rubber heel, midget eyelets, spade 
last. Half Sizes Stoll. Widths C, Dand E...... Price, $2.90 
Key No. 36—Infant’s First Step Patent Leather Sally Sandal. 

Price, $.80 
Key No. 36—Women’s Quilted Satin Boudoirs soft Elk bottoms. 
Spring heel. Assorted colors.................. Price, $1.00 
Key No. 44—One Strap buckle, White grain kid, patent trim- 
med with wood, celluloid low heels............... ce, $4.50 
Key No.44—Gray buck, one Strap Button with Louis heel, 
TN Wh ccciiecuadsauectacess rescues Price, $4.00 


ROCHESTER OFFICE 
609 Powers Building 


Key No. 5—White Kid and Black Patent Pumps in Mary Janes 
and instep straps. 
Key No. 8—Stock No. 438. Women’s White Linen Oxford, 
welt, 223 last, ivory sole, 12/8 white heel. Sizes and widths, 
AAA, 41/2to8, AA, 4to8, A, 3 1/2 to 8, B, 3 to 8, C,2 1/2 to 
8, D,21/2 to8..................Price is net 30 days, $4.15 
Key No. 8—Stock No. 491. Women’s White Linen Strap Pump. 
Welt. 222 Last. 14/8 covered wood Cuban heel. Sizes and 
widths, AAA, 4 1/2 to 8, AA, 4 to 8, A, 3 1/2 to 8, B, 3 to 8, C, 
ree iy Say. oy eee Price is net 30 days, $4.50 
Key No. 50—Stock No. 450. Infants’ Turn Patent Sally San- 
dal with perforations, a good seller right now. .Price, $.82 1/2 
Key No. 50—Stock No. 441X. Infant’s Turn Patent Inste 
Strap Pump, nature shape, very attractive..Price $.82 1/2 
Terms 5 per cent, 10 days, FOB factory. 
Key No. 51—Stock No. 802. White Kid Washable, agate Milo 
NE et REE EE epee Price, $9.00 
Key No. 51—Stock No. 200S. An orthopedic first step shoe. 
Black kid button, white kid button and chocolate kid button. 
Price, $9.00 
Key No. 59—Style No. 2533, Patent Leather Barefoot Sandal. 
Price, $1.00 
Key No. 60—Women’s all White Cloth, five eyelet Oxford, out- 
side tip, narrow space vamp -and lace stay, white ivory sole, 
welt and heel. 27 Last. 13/8 heel.............: Price, $4.15 
Key No. 60—Women’s all White Cloth, one buckle Detroit, 
corded imitation tip, white ivory sole, welt and heel. 25 Last. 
gS ee yer eee eer eet To Pre Price, $4.25 


Key No. 61—No. B-281, Women’s Patent Colt Oxford, gray 
bee apeemi, FFG tnt WORE sos ancadseccceceics xcs Price, $5.00 
Key No. 61—No. B-282, Women’s Patent Colt, new wide 
one strap, nickle buckle, imitation t p, 10/8 heel. Welt. 

; Price, $4.90 
Key No. 62—No. R-267. “The Persis,” a popular women’s 
turn in black patent leather on Last 610, with 16/8 covered full 
Ns oo a.9's ana een ed ngs +o oe.0 ated cae Price, $6 
Key No. 62—No. R-266. The “Celeste” pattern, a stylish turn 
of black kid, built over Last 426 and carrying 14/8 Junior Louis 
eo oo tinea: inde osc ssle gh helen aie eek at ale rice, $6.00 
Key No. 63—R-259.in black and R-263 in Havana Brown. 
Glazed kid, 5 eyelet oxford, medium toe, perforated tip, 14/8, 
Wingfoot Cuban heel. Welt. R-259............ Price, $4.25 
DEE daca tin hacen cdmibend edna aopuneiares wad Price, $4.75 
Key No. 63—Black Glazed Kid Strap Pump. Medium toe, 
14/8 Cuban heel. Welt. R-260.- Adjustable cross strap. 

Price, $4.75 

SGP GRO Inetem SLURP. . «00.0 cv nieawie atavdeste Price, $4.50 
Key No. 66—White Canvas One Strap low heel. 
Key No. 66—“Cut Out” Patent Leather One Strap on fat heel 
last. (Cut Out on tip and vamp). 


ST. LOUIS OFFICE 
1627 Locust Street 


Key No. 22—No. A191. Women’s White Cloth, “Flapper Strap” 
Patent Strap and Patent Tip. One inch rubber top heel, Good- 
yeast welt. Witthé Av Oe Conse cesses ccc cnse Price, $3.50 
Key No. 22—No. A186. Women’s White Cloth Sport Lace 
Oxford, short wing tip and apron of patent leather. One inch 
rubber top heel, Goodyear welt. Widths A, B and C. Price, $3.50 
Key No. 30—Stock No. 3175L. Women’s Mah. Lotus Double 
Welt, low heel, imitation tip, one strap,sport last. Widths, 


Pe A Gl Re re ee Price, $2.75 
SO ERS... cc oddumb¥oe medidas enwareel Price, $2.50 
ep. Oey). ee ee ee Price, $2.15 


Key No. 30—Stock No. 3171. Misses’ Mah. Lotus double welt, 
tap heel, imitation tip, one strap, foot culture last. C and D, 
Se O09 Bedecenvurehbyeussdthe dua tikes cians Price, $2.50 
eT EOE: Ep toe ge i Price, $2.15 
Key No 30—No. 2186. Women’s White Cloth Bal Oxford, welt, 
13/8 cloth covered Cuban heel, corded tip, A, 4/8, B, 3/8, C—D, 
REI cekde thshin nec biansh ctdbadedceataebiees Price, $2.85 
Key No. 30—No. 2193. Women’s White Canvas One Strap 
Pump, welt, 13/8, rubber tap heel, imitation tip, A, 4/8, B, 3/8, 
Se Gis a ca kosnadccntsacnenenenen taal Price, $2.60 


PHILADELPHIA OFFICE 
Suite 1420 Widener Bidg. 


Key No. 6—Style No. 5972. Girls’ One Strap Colt Syrian, 8/8 
heel, perforated top and strap, 55 last. Sizes 21/2 to7. Widths, 
Bee. GPG, , ca eek cust bed s orte<ee eae Price, $3.85 
Key No. 6—Style No. 5967. Girls’ Two Strap Colt Grecian, 
8/8 heel, 55last. Sizes2 1/2 to 7. Widths AA to C. Price, $4.10 
(Will be ready for stock June 1.) 

Key No. 15—Stock No. 6120. Ankle Strap, Turn "ne Heel. 

1. 


Price, $ to $1.95 
Key No, 15—Stock No. 4163. Sally Pump, Turn Spr.ng Heel. 
ice, $1.35 to $1.85 
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BOOT AND 


ST. LOUIS 


Retail Business Has Lull 


Little Activity in Whites; Sport Stuff Still a “Going” Style; 
“Flapper” Stuff Easing Up 


HE retail shoe business is exper- 
iencing a slight lull, which is ex- 
pected to be short lived. The Easter rush 
is over and the white flurry has not as yet 
made its appearance. The in-between 
period has taxed retail shoe merchants to 
their utmost in stimulating sales, without 
resorting to the much-dreaded sale policy. 
The easying up has not found the retail 
shoe merchants in a pessimistic mood as a 
majority felt that the pressure would be 
slightly relieved after Easter. 

The outlook for a big white and sport 
shoe season appears promising. White 
shoes are on the shelves in convenient 
positions for the handling of a big rush 
which is anticipated will occur when the 
weather becomes seasonable. Already 
calls for white footweer are being heard. 
Some state that more white shoes have so 
far been sold than ever before. However, 
the number of pairs so far disposed of is 
very small. The early demand which 
is being formed at present, is due to the 
fact that last season the acute shortage on 
white stuff found many a prospective pur- 
chaser unable to secure the kind and 
character of white shoe they wanted. Not 
to be left again this season they have 
bought their footwear early and this one 
fact has started the white sales earlier 
than usual. Majority of the stuff sold 
and being shown is of the cut-out and 
strap variety. Very few oxfords are being 
seen in the large array of patterns. 


Other Styles Compete With Whites 


While white is believed to be the big 
style bet for June and into August, the 
style geniuses refuse to predict as large a 
season as last year. Sport stuff and the 
barefoot sandal idea are expected to cut 
into the sales of white. ? 

Patent cut-outs with a slight variation of 
last season’s Sally pattern are being sought 
enthusiastically at present. Not only in 
patent but satin and white varieties as 
weli. The. pressure on these styles is 
expected to hold fairly well through the 
Summer. Barefoot sandals in smoked 
horse and elk have not had much prefer- 
ence in the demand. When the warmer 
weather comes, perhaps this style will find 
more prestige with the feminine sex. A 
one-strap combination of satin and patent 
has been one of the best sellers in one of the 
largest down-town stores. A satin quar- 
ter, with patent vamp and cuban covered 
wood heel was the type of pattern which 
found so much popularity in this store. 
The price was $5 and the store has a top 
price on women’s shoes of $6. 

All-over satin is more than holding its 


own. One large department store stated 
that satin was on an equal basis with 
patent in point of sales. Satin one and 
two-straps with junior and full Louis heels 
with rhinestone ornaments on the strap 
have found distinct favor with women 
who desire a neat dress shoe. Some 
brocaded quarters with plain satin vamp 
are being shown as the newest thing in 
satin effects. The prediction that this 
style may prove quite popular for Fall is 
heard in not a few of the larger establish- 
ments. 


Gray Suedes Popular 


All-over gray suede has been asked dur- 
ing the last week, as well as a black kid 
one-strap. Combinations continue to be 
good and the sales each succeeding week 
continue on the upward scale. Sport 
stuff is becoming more popular and the 
number of pairs observed on the street are 
constantly increasing. The rubber sole 
died, but leather soles are being sold. The 
trimmings are ever changing, both in 
color and leathers. Some pretty patterns 
are being. shown in a brown ooze with a 
patent toe, back stay and saddle. A 
square toe on this oxford made it a natty 
looking style. 


Business Unaccount- 
ably Off 


There are still many pairs of men’s shoes 
to be bought before it can be said that the 
male gender is well shod.. While the 
warmer weather has driven many of them 
into the shoe stores, a great number are 
still sticking to their high shoes and ox- 
fords of last year’s vintage. Shoes that are 
being bought for the most part, are 
bought because of absolute necessity, not 
because of any liking for a new style of 
pattern. While there is no general com- 
plaint registered by the retail merchants, 
it is felt that should the men buy in their 
usual way, business in this end of the 
business would show greater activity. 
Oxfords of course are the going style at 
present. The conservative lasts are out- 
selling the more doggy effects, which are 
not being shown to an’y great extent. Tan 
is the popular shade in calf, which repre- 
sents the majority of sales. ‘Black has 
been touted as being on the increase in 
the call, but only in a few stores is this 
prophecy born out in actual sales. In one 
high-price store over half the shoes sold 
are black. This store makes a specialty 
of black kangaroo. This same situation 
was also found in another store that 
caters to a fairly representative class of 
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the younger set who pay from $8 to $10 
per pair for shoes. In the popular priced 
stores, black is being bought, but mostly 
in patent leather. Sport shoes for men 
are causing some merchants no little con- 
cern as to what the demand for this style 
will be. Wild patterns of white, with 
patent trim and even green trimmings are 
being shown in the popular priced stores. 
Palm beach and plain white effects are 
now being displayed in the more con- 
servative stores and as usual are expected 
to sell to a limited number of buyers. 





Walter B. Huette, Jr., With 
John Meier Shoe Co. 


Walter B. Huette, Jr., treasurer of the 
W. B. Huette Shoe Company, 716 Olive 
Street, has joined the selling force of the 
John Meier Shoe Company, one of the 
oldest manufacturers of St. Louis. The 
Huette Company operate two stores in 
the down-town “shoe-belt,”’ the Olive 
Street store being managed by Walter B. 
Huette, Jr. It is understood that he will 
retain his interest in the company, his 
brother, Chas. M. Huette, succeeding him 
as manager of the Olive Street store. In 
his connection with the John Meier Shoe 
Company, Huette will travel Illinois, 
Iowa, Michigan and Wisconsin. A new 
last recently put out by the company, 
termed the “Doctor,” has had a phe- 
nomenal sale since its incorporation in the 


’ line, and big business is anticipated in the 


new territory. 


Sensenbrenner Showing New 
Strap Sport Oxford 


Sensenbrenner is showing a new one- 
strap sport oxford. It is built on the line 
of the present sport patterns with the 
exception of the broad strap. One of the 
popular patterns being displayed is a 
beige with patent buckle strap, tip, back 
stay and saddle. A leather sole and a 10-8 
heel is carried on this style. It is also 
shown in calf trimming. 


Edwin Clapp Selling 65 Per 
cent Black Oxfords 


Manager Pike of the Edwin Clapp store 
here says that 65 per cent of the sales are 
black kangaroo oxfords. While this 
figure included a few pairs of high shoes, 
the big end of the business was done in the 
low shoes. The month of April, Pike 
stated, showed a slight gain over the 
same period of last year. 


Oppose Hide Tariff 
At the regular monthly meeting of the 
St. Louis Shoe Retailers held recently, a 
resolution was adopted opposing the 
proposed tariff on hides and leather. A 
copy was forwarded to each of the Mis- 
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souri Senators and all local newspapers. 
The largest daily paper commented 
editorially on the campaign being waged 
by the N.S. R. A. and concurred in their 
opinion, that the tariff would increase the 
price of shoes to the consuming public. 
The Resolution is as follows: “Whereas, 
the St. Louis Shoe Retailers Association 
is of the opinion that the proposed duty 
on hides and leather will increase the 
price of shoes from 25 to 75 cents per pair, 
therefore passing a great liability upon the 
shoulders of the great mass of our citizens, 
without apparent benefit to the general 
public; we urgently request that these 
items remain on the free list in view of the 
general demand for economy and cheaper 
footwear.” 

It was signed by A. W. Lutz, president 
of the organization. 


Wholesalers Appoint 
Committees 


John H. Wilson, President of the St. 
Louis Shoe Manufacturers and Whoie- 
salers’ Association at their regular meeting 
held April 26th appointed the following 
members chairman of the various com- 
mittees. Publicity, Wylie Creel, Lund- 


Mauldin Company; Booth & Display, * 


Charles Strayer, Johansen Bros. Shoe 
Company; Convention, Beverly Jones, 
Roberts, Johnson and Rand Shoe Com- 
pany; Transportation, Julian Samuels, 
Samuels Shoe Company; Finance, H. C. 
Stribbling, Peters Shoe Company; Enter- 
tainment, A. G. White, Brown Shoe Com- 
pany; Membership, H. B. Stephens of 
Johnson, Stephens & Shinkle Shoe Com- 


pany. 


CHICAGO 


General Business Conditions Show 


Upward Trend 


HE report of the Seventh Federal 
Reserve Bank issued April 29th says 
“Credit conditions in the cities and 
industrial centers of the Seventh Federal 
Reserve District continue to reflect the 
gradual improvement in evidence during 
March. In some sections the reports to 
this bank covering March show increased 
operation on the basis of actual orders 
while in others actual orders resulting 
from inquiries are not yet apparent. 
“Heavy rains with bad road conditions 
have retarded trade in the country 
districts and also have delayed spring 
planting. The growing crops throughout 
the district are giving promise of further 
improvement in the agricultural sections.” 


Steel Leading the Way 


The increased activity in steel produc- 
tion has had a decided influence on the 
upward trend of business. in many other 
lines. The .increased employment of 
labor in the steel mills and in other 
industrial plants has brought about a 
feeling of confidence on the part of the 
men employed and this in turn has 
promoted buying in retail stores. Men 
have become less fearful of losing their 
jobs and consequently are spending 
money more freely than was the case a 
few months back. 

The earnings of men who have recently 
got back to work are largely consumed in 
paying up accumulated debts but at the 
same time part of their earnings are 
beginning to drift into the retail stores. 
This condition is noted in the outlying 
districts of Chicago where the larger 
manufacturing plants are located. 


Building Permits Never So Numerous 


Never in the history of the city have as 
great a number of building permits been 
issued as was recorded during the month 
of April. Practically every ‘class of 


- building is included in the list of permits 


from large skyscrapers in the Loop 
district to small cottages in the outlying 
residential portions of the city. A great 
many of the building permits have been 
for apartment buildings which when 
completed wiil have a tendency to relieve 
the overcrowded condition in residential 
districts of the city. 

All of this means a more constant 
employment of labor, not only among 
mechanics for the actual construction of 
the buildings, but more employment in 
plants that are producing the various 
sorts of building materials. 


Business in Shoe Siores Not Half Bad 


Volume in the leading shoe stores of 
Chicago has been fairly satisfactory 
during the past week. 

There has been no apparent change in 
the demand so far as materials are 
concerned. All-over patent strap 
effects probably have been the greatest 
all-round seller. A great many of, these 
carry welt soles and leather heels, while 
the greater percentage are turn soles and 
turn effects, with boxwood heels running 
from 10/8 to 13/8. There has been a 
decided tendency toward cut-out effects 
since the sun has been shining warmer and 
the ground is getting drier. 

Patent vamps with ‘gray or beige 
quarters are probably second on the list 
of good sellers. A modification of this 
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combination which is selling well is a 
patent vamp and quarter with a beige 
inlay forming the strap. 


Satins Rank Aboul Third 


Black satins, the majority of which are 
all over satin effects, but many of them 
made with brocade quarters, will probably 
rank third in volume of sales. 

Sport oxfords with smoked elk vamps 
and a saddle of dark tan both in rubber 
heels and leather heels are selling fairly 
well in medium and lower grade while in 
the higher grades two toned strap effects 
are proving more popular as sales winners. 
Gray ooze with black calf or patent trim 
is moving freely while a tan or faun ooze 
with Russia trimmings is also proving 
popular. 

Throughout the Chicago market and 
especially in the higher grade stores a 
decided tendency toward higher wood 
heels of the Louis or Spanish Louis type is 


apparent. 
Whites Have Just Barely Started 


In corrective footwear, oxfords in black 
and brown kid are of course the best 
sellers but outside of this class of footwear 
or footwear purchased by the conservative 
class of women oxfords are not a big factor 
in sales production. 

While white footwear is beginning to 
sell it is yet too early to know just where 
sales will center. Some merchants are of 
the opinion that we are facing the biggest 
white season the industry has ever known, 
while others have a feeling that the 
patent cut-outs will have a tendency to 
somewhat diminish the white sales. 

Last year the Sally sandal made its 
appearance after the bulk of white sales 
had been made and came as a welcome 
stimulant to business during the latter 


* part of July, August and the early part of 


September. 

This year the patent cut-out type of 
footwear is taking its place in early spring 
sales and as a result may have a tendency 
to somewhat interfere with the sale of 
white footwear. 


Blacks Gaining Gound 
in Men’s Stores 


In men’s stores oxfords are producing 
the volume of sales. Wine shades and 
medium shades of brown probably produce 
the greater majority of sales. However, 
there is a strong tendency toward black 
and especially toward patent leather. In 
the main, the patterns in patents aro fairly 
plain and conservative, although ocvasion- 
ally a patent oxford with a plug of colored 
kid is being shown. ; 

The medium square l'rench toe is the 
most popular in young men’s styles. 
Among conservative men the round 
custom toe effect is meeting with consider- 
able favor. 
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Wholesale Volume 
Satisfactory 


The upward tendency of business in the 
retail stores is marked in the wholesale 
establishments along Monroe street. 

While orders continue to be small and 
not very many pairs are bought on a single 
pattern there is a multiplicity of small 
orders which in the aggregate are pro- 
ducing a very satisfactory volume of 
business. In women’s footwear, patents 
and patents in combination with colored 
ooze are the big sellers. Merchants are 
buying pretty freely on whites in anticipa- 


BOOT AND SHOE RECORDER 


tion of business which will come as the 
weather grows warmer. Collections show 
a decided improvement and are giving the 
wholesale concerns less cause for worry 
than was the case thirty or sixty days ago. 


Ed Weisberg East 


Ed Weisburg of the Novelty Shoe 
Company is spending a few weeks in the 
eastern market. After covering Boston 
and nearby markets he will attend the 
Brooklyn Style Show at the Commodore 
Hotel, New York City. 





CINCINNATI 


Volume of Business Shows Increase 


Whites Gaining in Favor But Patent Leather Continues to 
Show Strength 


HE past week has shown still further 
improvement in the business done at 
the local retail shoe stores. The volume of 
business in all lines of footwear is steadily 
increasing as the May weather continues 
seasonable, and thus, in favor of the retail 
merchant. In women’s lines, white foot- 
wear is now meeting with the demand 
which merchants expected when the‘warm 
sunshiny days arrived. Yet at the same 
time, patent leather seems still to hold its 
strong position in the public’s taste, and 
is yet to show signs of any material weak- 
ening. Sally sandal effects are moving 
fast. 

The business at the men’s stores has 
assumed a healthier aspect generally 
during the past 10 days, than at any time 
thus far this year. The volume has been 
in lines retailing at $5 to $8. Tans and 
browns in these grades, with plainer 
patterns, but plenty of stitchings and per- 
forations have made up the major portion 
of the sales. Yet at those stores carrying 
the higher grades, the aggregate sales are 
showing relative increases. Managers 
of these stores state without exception 
that men are demanding good quality 
footwear and that price is a secondary 
consideration. The better known trade 
marked lines of men’s shoes are selling 
well at $12 and $14. 


New Shoe Company In Field 


Announcement was made this week of 
the organization of the Kenworth Shoe 
Company, Inc., which is located at 515 
to 519 Scott Street, Covington, K y., across 
the Ohio River from Cincinnati. The new 
concern is capitalized at $400,000. The 
officers are P. J. Wentworth, president; 
T. G. Kennedy, secretary; C. W. Simrall, 
treasurer. Mr. Wentworth has been con- 
nected with the shoe industry for the past 
28 years Mr. Kennedy for 14 years was 


secretary of the McDonald Kiley Com- 
pany, former manufacturers of men’s 
shoes in this city. 

They have purchased the four-story 
building which they occupy. The in- 
stallation of the machinery is now in 
process, and they announce that they will 
start operating in about 60 days. They 
will begin with a daily output of 500 pairs, 
though their factory space will easily 
accommodate 2000 pairs. Their efforts 
will be devoted entirely to the manu- 
facture of a high-grade women’s shoes 
with a special flexible feature. Their 
shoe will be known as the “Kenworth” 
shoe. 


Shoe and Leather Club 
Flourishing 


The regular monthly meeting of the 
Shoe and Leather Club last Saturday 
again emphasized the success with which 
President E. F. Perry is steering the club 
through a most prosperous year. Five 
new members were added to the roster 
which now exceeds 300. The treasurer’s 
reports showed that the club is in a sound 
financial condition. Announcement was 
made at this meeting that the annual 
outing of the Boot and Shoe Workers 
has been postponed until August 24. This 
outing is given each year to the workers 
under the auspices of the Shoe & Leather 
Club. A feature of the meeting was the 
presentation of a plan by President Perry 
for the publication of a monthly organ, 
to be the official publication of the Shoe 
and Leather Club. - Mr. Perry announced 
that he would have definite figures and a 
dummy to present at the next meeting. 
The club voted to send flowers to three of 
its members who have been confined to 
the hospital. They were Carl Dutten- 
hofter, of Val Duttenhofer Sons Com- 
pany; Emanuel Peck of the Sam B. Wolf 
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Shoe Company and Ed. Hughes. of the 
Bettmann Dunlap Company. 


Union Leader in Cincinnati 


E. O. Baine, head of the Boot and shoe 
Workers Union arrived here from Boston 
this week, and is making a thorough study 
of the labor situation among the local 
factories. The unions here voted last week 
not to accept a straight 10 per cent wage 
reduction. Mr. Baines will review the 
case and determine whether the reduction 
is justifiable. There still is heard a note of 
confidence amon the local manufacturers, 
and many are firm in the belief that all 
difficulties will be overcome and that a 
satisfactory understanding will be reached 
within the very near future. 


Chicago Merchant Visits 
Cincinnati 


Harry Meyers, a prominent retail of 
Chicago was a visitor in the city this week. 
Mr. Meyers predicts a very healthy busi- 
ness for Fall . 


Sees Adjustable Boot Top 
Vogue 

Harry Wiechman, head of the Wiech- 
man Pattern Company of this city, states 
that he feels sure that some sort of an 
adjustable top boot will be sold for Fall. 
He also thinks that the Russian boot will 
be very popular. Mr. Wiechman was in 
Chicago calling on the trade last week. 





New Shoe Stores 


Hanan & Son, 40 Adams Avenue, Stroh 
Building, Detroit, Mich. (W. H. Jones, . 
Manager General). 

Physical Culture Shoe Shop, Capital 
Theatre Building,. 1540 Broadway, De- 
troit, Mich., (John Ringer, Manager). 

Dutrey’s Shoe Store, 53 West Louther 
Street, Carlisle, Pa. 

Cantilever Shoe Co., Utica, N. Y. 

J. Shapiro, Picher, Okla., shoe depart- 
ment. 

The Fair Store, Tifton, Ga., shoe depart- 
ment. 

Tuttle-Scott Shoe Store, Bay City, 
Mich. 

L. E. Meredith, Sandusky, Mich., shoe 
department. 

Arthur Abrahamson, Fosston, Minn. 

The Aristocrat (Harry Weiss), Union 
Hill, N. J. 

C. W. Munzel, Royalton Center, N. Y., 
shoe department. 

Miller United Shoe Company, Alliance, 
Ohio. 

Charis C. Nelson, Exira, Ia., shoe de- 
rartment. 

Tradehome Shoe Store, Peoria, Il. 

T. C. Heaner, Rollo, Mo. 

St. Lawrence Cut Rate Shoe Store 

(Morris'Eatén), Montreal, P. Q. 
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May a Month of Good Prospects 


Merchants in the Forest City have Fair Business the First 
Week—Weather is Inclement—Opinion is That Develop- 
ments in Styles Are Needed to Stimulate Trade 


I NCLEMENT weather the first week in 
May, orcinarily one of the pleasant 
months of the year, had a tendency to 
cause Spring trace in the shoe stores in 
this city to halt. 

Saturday, Vay 6, was a splendid one, 
so far as the weather is concerned, and the 
merchants, especially those in the down- 
town section enjoyed excellent trade. 

Business and industrial conditions here, 
however, are such that no one need to 
worry whenever there is a let-up in brisk 
buying, which, by the way, has been the 
rule this Spring. A survey made by the 
Chamber of Commerce disclosed that 
there was another increase in employment 
in the city on April 30, of approximately 5 
per cent over the last day of March. 
Practically every industry in the city that 
was investigated reported a substantial 
increase in pay roll to the Chamber. 


White Styles Appear 


Prospects for May are considered better 
than they were when April started. 

Patent leather has been one of the lead- 
ers in the sales to women. New effects in 
whites are to be seen in the show windows 
and sales have beén fairly active on them. 
Models in clcth have been put to the 
front also, as the merchants seem to be 
making a drive for the Memorial Day 
trade. The cloth shoes are in combina- 
tion colors with black and white the favor- 
ite. Then there are some with patent 
leather trimming. 

Sport oxfords also have been going well, 
although the golf season has not opened 
in full tilt yet. The sports are trimmed in 
green, tan and blue leather and they 
certainly make an attractive appearance. 


After Men’s Business 


A letter which has been sent out to the 
men’s trade in this city by the Stone Shoe 
Company, one of the largest and most 
prosperous in the city, gives a good indica- 
tion of what is being relied upon to get 
trade: 

“This season, more than ever before,” 
reads the letter, “men will turn their 
attention to outdoor recreation. A pair of 
golf shoes hes come to be a necessary 
part of every man’s wardrobe. The golf 
styles presented give you some idea of the 
preparation we have made to supply you 
with the proper shoes. 

“We also claim the distinction of having 
sold over 20,000 pairs of combination last 
footwear in one year. This shoe carries 
special instep and heel measurements, 





giving the ball plenty of room, built with 
a special light steel shack in 13 widths.” 

In the same letter the company makes 
a feature of the Arch Preserver shoe and 
the, catering to this class of trade hes 
developed a mighty fine business. The 
store employes are skilled fitters and this 
feature can be relied on to build up a sub- 
stantial line of trade. 


To Attend New York Show 


Among the well-known Clevelanders 
who will attend the style show of Brooklyn 
shoe manufacturers in the Hotel Commo- 
dore, New York City, on May 15, are 
E. A. Clark and C. A. Bane of the Stone 
Shoe Company and David Brill, who 
handles the Brown line of shoes in this 
city. It is likely that other merchants in 
the city will attend. At the show, early 
Fall models are to be.shown and Cleve- 
landers regard it as an excellent oppor- 
tunity to keep abreast of the times. 


Fall Styles Under Discussion 


There is considerable discussion in the 
leading stores of the city about what 
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should be done about Fall styles. There 
are quite a few to be found who hold 
that the trade needs the stimulating in- 
fluence of some striking and new develop- 
ments in style. They are arguing that the 
oxford has had a rather long run, and the 
time has come when the consumer who 
has a pair of low shoes that are worn 
some, but still present a fair appearance, 
will not discard them and purchase a new 
pair of oxfords. But that same consumer 
would buy a new model shoe that every- 
body was wearing, they argue. If she 
didn’t, she would appéar out of style. 

Merchants in this group assert that if 
the Russian boot can be sold to the con- 
sumer for from $10 to $15 or a little lower, 
it would have a run. There are others 
who assert that the day has passed for 
one to expect the public to plunge on a 
shoe that retails for more than $7 to $8, 
and that if the Russian boot is to have a 
run they must get its retail price under 
$10. In order to keep the price down, 
some merchants assert that a high cut 
lace shoe with cuff effect would take hold 
with a vim. 

On the other hand there is a strong con- 
tingent of merchants who also assert that 
it is true that there must be some striking 
developments in Fall models, but they 
argue the experiments must be made with 
the oxford. They assert that the oxford 
can be revamped and models entirely 
different from any now on the market can 
be turned out. These would have, on 
account of the price influence, a much 
befter chance to take the trade by storm. 


LOS ANGELES 


White Season Looms Ahead 


Demand Growing Stronger Every Day; Combinations of 
White With Black and Brighter Colors are Good 


HE windows of the local shoe stores 

are devoting considerable space to 
white footwear, which from now on will 
have the right of way. The demand grows 
stronger with each day and most of our 
merchants anticipate the biggest run on 
whites they have ever experienced, par- 
ticularly in sports models. Combinations 
of black and white are good, while the 
brighter colors are almost equally well 
liked in combination with white. Wether- 
by-Kaiser’s have a very strong showing of 
black and white combinations. 


Sandal Effects Strong 


The latest thing just now is the Radio 
Sandal, shown by C. H. Baker Company. 
This is made up in the various color kids, 
cut deep at the instep, with cut outs in the 
toe and a sliding buckle on a wide strap. 
It is very attractive and is having quite a 
call, priced at $8.50. J. P. Burns Com- 
pany state that sandals are their biggest 





seller right now, and in fact all the stores 
note an increased popularity of the sandal 
type,» with low broad heel and cut-outs. 
The barefoot sandal is seen on the streets 
with nifty street apparel. These usually 
have a Grecian strap and the ‘cut-outs are 
frequently outlined with bright contrast- 
ing colors. 


Convention Plans About 
Completed 


Plans for the shoe convention in June 
are about completed and the various 
committees are planning to make this 
convention a well worth while one from 
every standpoint. Because of the in- 
creasing interest shown by merchants all 
the country over in the hosiery depart- 
ment, many stores having but recently 
taken this department seriously and de- 
voting proper attention to it, the 1922 
convention is encouraging hosiery exhibits 
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and will give this feature strong support. 
There will be a Fashion Show at the 
Strand Theatre in Pasadena, besides 
other features of both educational and 
entertaining value. The visiting ladies will 
be well taken care of and many diversions 
have been planned for their entertainment. 


Out-of-Doors Stressed in 
“é Ad ” 


A great deal of local advertising this 
Spring is built around the motif ““The Call 
of the Open Road. Are you prepared?”’ 
This is adapted to advertising wearing 
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apparel of all kinds and breathes the spirit 
of the great out-of-doors: Some of the 
shoe stores have adapted it to their shoe 
advertising; notably Wetherby-Kayser’s, 
with good results. Many stores have very 
effective window trims, with backgrounds 
carrying out the sports motif appropriately. 


Baker Store Being 
Remodelled 


The C. H. Baker store which was re- 
cently damaged by fire is being remodeled 
and will re-open with a complete new 
stock within a short time. 





DES MOINES 


Easter Business Showed Increase 


Seasonable Weather Brings Buying Public Out—Shoe Busi- 
ness Here in Line With General Upward Trend of Business 


ECAUSE of the continuance of 

warm, spring-like weather, the en- 
tire buying public here seems to be re- 
sponding with unexpected alacrity. The 
new sport suits for women have made the 
sport shoe a necessity and more and more 
of this type of shoe is being found daily in 
schools and in offices as well as on the golf 
links. The white elkskin with the dull calf 
saddle, seems to be the most popular. The 
merchants attribute the sudden spurt in 
business to the late Easter with the sea- 
sonableness of the weather, as a strongly- 
contributing factor. 

The second big factor is the steady im- 
provement in business during the past two 
months. In looking over several of the 
statistical tables for this part of the coun- 
try, it is found that there has been a very 
gradual, but noticeable, upward trend in 
general conditions in Iowa. A severe set- 
back was caused to this general trend by 
the coal situation. However, speaking in 
general, of the trend, the shoe business is 
holding its own, and responding very 
closely to the average retail business. The 
decided upturn in the price of agricultural 
products has helped all businesses through- 
out the state and the shoe business has 
been no exception: 

The demand for novelties for the Spring 
trade seems to be stronger than that of 
other seasons, report the retail shoe mer- 
chants of Des Moines. The tendency 
among the better class of trade is to find 
some distinctive novelty—something dif- 
ferent than everybody else is wearing. 
Combinations of gray and patent leather, 
beige and patent leather, cut-out effects 
in patent are the most popular for Easter 
wear. 


Harris-Emery Has New Line 


The Harris-Emery Company found a 
good sale of their Laird-Schober shoes dur- 
ing the Easter season. Various styles in 


this expensive footwear, seem to be taking 
well with their customers. The shoe de- 
partment now has ‘a complete number of 
lines of the best grade shoes of the coun- 
try. They are also having success with 
their lower grade footwear, the salesroom 
for which is in the basement. 
Walk-Over Continues Service 
Advertising 

Breck’s Walk-Over Boot Shop has been 
featuring the Walk-Over “Princess Pat’’ 
oxford this week. The tendency of this 
store in their Spring campaign is towards 
distinctive service and their advertising 
is in keeping with their emphasis on the 
idea that shoes are one of the most im- 
portant features of a person’s dress. 


Bargain Sales Still Strong 


In nearly all of the local retail shoe 
stores some special sales have been held 
during the past two weeks preceding Eas- 
ter. Perhaps the largest Spring sale of 
men’s footwear was that of the Globe Shoe 
Store, who lately took over the entire 
stock of the Weldrest Shoery, formerly 
located at 5th and Locust Street. 

Among the many pre-Easter sales of 
women’s shoes has been that of Younker 
Brothers’ shoe department, which sold a 
special lot of oxfords with cuban heels at 
$6.95. Panor Shoe Company in their two 
stores opened the Easter week with the 
announcement of patent flat heel flapper 
pumps at $4.85, while the Emporium’s 
shoe department came out with a new 
patent pump at $5.75. The White Shoe 
Company are offering flapper pumps in 
various leathers at $6.50, and _ their 
“trooper”, a flat heel, cut-out model at 
$8.50. With the general closing out of last 
season’s merchandise, the new lines are 
bringing with them all of their attractive 
newness, as well as reasonable prices, with 
a consequent demand. 


Suggestive Salesmanship 


That potent power in retail selling; 
how few of us really apply it—Suggestive 
Salesmanship. While out in a nearby 
store, I was admiring a neat display of 
ties, when I was approsched by a salesman 
who said, “Ties today?” 

Not. being especially attracted I said 
“No,” and strolled on. A few moments 
later my steps led me back to the same 
tie case and this time I was met with a 
most engaging, ‘““Those are the real Italian 
grenadines, and I assure you they are de- 
cidedly new.”” After a few more remarks 
as to their merits, he sold me two ties 
without any trouble. Through his artful 
suggestion he sold me these two ties, 
after one salesman had passed me up. 

Just a few days ago, in our own store, 
a customer approached a display table 
and was met by one of our salesmen who 
asked, “Something in shoes?” 

“No, just looking,”’ she replied and he 
walked away. The lady remained at the 
display table, but was just turning away, 
when I approached her, using more than 
ordinary care, for my own tie shopping 
experience was still fresh in my mind, 
and said, “A few of Laird-Schober shoes 
that we are selling for $7.85 and $9.85.” 
And, glancing at her feet, I added, “I 
really believe we have your correct size.” 

“*Are these really Laird-Schober shoes?”’ 
she asked, and after assuring her that they 
were I asked her to be seated. I was soon 
able to fit her successfully with two pairs 
—one at $7.85 and one at $9.85, and she 
left feeling that her morning shopping 
trip had been a pleasant one. 

We should always bear in mind that 
universal truth; Suggestive selling is suc- 
cessful merchandising, and at the same 
time feel it our duty to Wetherby-Kayser 
Shoe Company, to suggest the other de- 
partments in our store and the 4th Street 


Store. 


J. P. Todhunter, in Foot Prints, the house organ of 
the Wetherby - Kayser Shoe Co., Los Angeles, Cal. 





Shoe Carload Loading 
Classification Hearing 


The Official ClassificationCommittee has 
given a hearing in New York on Docket 
No. 10, relative to the proposed classifica- 
tion of boots and shoes on carload load- 
ing at second class raté, 20,000 pounds 
minimum. 

This proposition has interested a num- 
ber of the larger shoe manufacturing con- 
cerns of New England and several of these 
were represented at the hearing. The 
New England Shoe and Leather Associa- 
tion’s official representative was Carl H. 
Davis, Traffic Manager of the W. H. 
McElwain Company, and other traffic 
men present included F. L. Small, of the 
W. L. Douglas Shoe Company and Carl- 
ton Blades of the Geo. E. Keith Com- 
pany, Brockton. 
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Urges Felt Buying Now 


New York State Concern Predicts Shortage if Orders are Not 
Placed Soon 


“The buying season for felt slippers is 
now well along and retail shoe merchants, 
who have not covered their Fall require- 
ments as yet, will no doubt, experience 
late deliveries and disappointment through 
loss of sales and decreased profits,” says a 
statement issued by the Blum Shoe Mfg. 
Company of Dansville, N. Y. 

“There has been a tremendous increase 
in the demand for felt slippers. They are 
enjoying much greater popularity than 
ever before, and the larger manufacturers 
are prepared to meet this demand. The 
Blum Shoe Mfg. Company of Dansville, 
N. Y. has just recently completed another 
large addition to its plant, which will 
allow an increase in capacity of several 
thousand pairs per day. Other large fac- 
tories are likewise speeding up with 
production. 

“To obtain the full benefit of felt slip- 
per demands, merchants aim to have a 


new supply in stock by September Ist. 
Dealers themselves are largely at fault 
in the matter of delayed shipments and 
loss of sales on account of delays in plac- 
ing orders on their requirements. With 
only the months of May, June, July and 
August remaining in which to produce 
merchandise for September delivery, it 
can be readily appreciated why Fall 
requirements are to be covered promptly 
and without further delay. ; 

Dealers depending upon floor stock for 
their Fall supply, will meet with a great 
disappointment, due to the fact, that 
manufacturers are confining production 
to orders only, and the jobbing houses 
are not buying beyond current require- 
ments. In view of this fact, but a small 
portion of factory production will be 
available for the building of stock lines for 
immediate shipment and filling in pur- 
poses.” 





When a Stock of Goods is Damaged 
by the Landlord’s Negligence 


EADERS here of who are tenants of 
other men’s property, and those who 

own business property which they rent to 
others, will be interested in the following: 


Syracuse, N. Y. 
I rent from owner the property in 
which I do business. I have a long lease 
at a very favorable rent, and the land- 
lord would like to break it if he could- 
but so far has not been able to do so. 
Before this happened he made the re- 
pairs, and never raised the question 
whether he was liable for them or not, 
but now that he gets less rent than he 
wants, he has been very niggardly about 
repairs. The roof has been in bad con- 
dition for some time, and I have notified 
him again and again, and finally he 
sent a man to fiz it, but did not do what 
was required, which was a new roof, 
but only patched it, up, and very poorly 
at that. The result was, that a storm 
which occurred last week blew a large 
piece of it away and the water and snow 
came in, damaging my stock to the 
extent of about $2,000. I notified him 
about it and said I would expect him to 
make it good, but he sent back an im- 
pudent message and refused to do any- 
thing. Please state whether I can hold 
him. 
E. R. K. § Co. 
Practically all the courts in the United 
States agree that a landlord who is bound 
to make repairs, must make them properly 


or he will be liable to the tenant for all 
damage which comes from not making 
them properly. The law is thus stated in a 
recent case: 


Practically all, if not all, of the courts 
of this country, hold that it is the duty 
of the landlord in making improve- 
ments upon leased premises, although 
the work is done gratuitously by him, 
to exercise reasonable care to see that 
no injury results to the occupying 
tenant. If, therefore, repairs are made 
by the landlord in a careless and negli- 
gent manner, he is liable to the tenant 
for such damages as are the prori- 
mate result of such negligence. 


Even if the lease absolves the landlord 
from making repairs, the landlord is re- 
sponsible for his negligence, if he makes 
repairs negligently. In thousands of cases 
it happens that landlords who are not 
obliged by their leases to make any repairs 
whatever, nevertheless go ahead and make 
them as a matter of course. In some cases, 
this happens, because they would prefer 
to assure that their property is kept up, 
and in other cases, because they are not 
aware that the lease places the duty of 
making repairs on the tenant. 


Landlord Must do a Good Job 


I repeat that the landlord who makes 
repairs at all, whether he is obliged to 
make them or not, must make them the 
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way they should be made, or he will be 
liable if anything happens. The biggest 
case I know of along this line, was one in 
which a large retail dealer in drugs, paints 
and oils had a fire, which destroyed stock 
worth nearly $75,000. He blamed the fire 
on his landlord and collected through the 
courts every cent of the damage. The case 
arose in this way: The owner of the build- 
ing agreed in the lease to make certain 
alterations and repairs and install a new 
front. In return for this the tenant agreed 
to make a new lease at an additional $100 
a month rent. 

The work was badly done, a brick wall 
collapsed, fire resulted and the stock was 
destroyed. The landlord said the wall col- 
lapsed, because the tenant had put too 
much stock on the floor, but the jury 
didn’t believe this and put the whole thing 
up to the landlord. 


A Weak Defense 


The landlord also defended on another 
ground, which I should discuss for a mo- 
ment, because it is contained in most busi- 
ness leases. H epointed to a clause which 
provided that the landlord shouldn’t be 
liable to the tenant for any damage done 
by water, leakage from the roof, bursting 
of pipes, overflow from sewers, nuisance 
on the premises and that all property of 
the tenant should be on the property at 
the tenant’s sole risk. In no event, said the 
lease, should the landlord be liable to the 
tenant for injury, loss or damage to the 
latter’s property on the premises. 

The court said that this clause did not 
protect the landlord against negligence in 
making repairs, and after some examina- 
tion I find that the courts of the whole 
country have generally done the same 
thing, viz.: they say a clause in the lease 
absolving the landlord from the results of 


. his own negligence on the rented premises 


does not extend to damage which comes 
from the negligent making of repairs. If a 
landlord wants to be absolved from that, 
he must put a special covenant to that 
effect in the leasee. 


Rules in Other States 


A couple of states, Connecticut and 
Pennsylvania, have raised this point, viz.: 
that when the landlord hires somebody to 
make the repairs, he, the landlord, is not 
responsible for negligence if damage re- 
sults. All the other states, however, rule 
the other way. 

Three states, Arkansas, New York and 
Oklahoma, say that when the tenant has 
been damaged by the negligent making of 
repairs by the landlord, he can set off his 
damages against the rent, but the other 
states won't let him do that. He must pay 
his rent and claim damages from the land- 
lord in a separate action. 

(Copyright, March, 1922, by Elton JJ. 

Buckley, 643 Land Title Building, 

Philadelphia, Pa. 
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NOVELTIES IN STOCK 


- 500—$5.25. Patent Colt High-Grade Turn . 124—$4.25. Patent and Gray Buck High- 
with gray ooze collar and strap, 10/8 . Grade Imitation Turn, 10/8 Gray 
P age a F — —_— covered heel. 
- 496—$4.85. As above ina ack Satin. ; : 
- 497—$5.00. As above in all Patent. . 1184-88, - —— in pe oe. 
. 499—$5.00. As above in all White Wash- ‘ 120—$3.85. As No. 124 with Mat collar 
able “Vode” Kid. : —— . : : 


A, B, & C widths C width only 


No. 400—$2.25. The Popular Barefoot Sandal 
of superior patent coltskin, top grade 
soles and rubber heels. 

Sizes 244-7 


to. 128—$4.85. P. and Gray Buck High- No. 487—$5.00. White Washable “Vode” Kid 
7” oie heininion, om 10/8 ee High-Gracde Turn, 8/8 covered heel. 


covered heel. A, B, & C widths 
No. ae gently cae ye Black Satin 
underlay and black brocaded quarter No. 114—$4.00. As above in imitation turn. 
and red stitched. No. 113 $4.00. As No. 114 with white buckle. 
No. 130—$4.85. As No. 128 with black kid ; ; | 
underlay and quarter. C width only 


C width only 


DUANE SHOE COMPANY 


143 DUANE STREET NEW YORK 
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PLUG OXFORD SANDAL 
VENTILATED OXFORD IN STOCK 
SANDALS 

5-8 8%4-ll 1l%-2 2%-6 6-11 

No. @—Cherry Chrome, Oak Leather Sole $0.80 $0.90 $1.05 $1.55 $1.85 

No. 40—Cherry Chrome, Neolin Sole -75 85 1.00 1.55 1.85 
SANDALS—BEST BEND SOLES 

5-8 8i%-ll 11%-2 2%-6 6'%-I11 

No. 00—Cherry Chrome, Oak Sole 30.90 $1.05 1.20 $1.75 $2.05 

No. 15—Brown Lotus, Oak Sole 1.00 1.15 1.35 1.85 2.15 

No. 53—Smoked Elk, Elk Sole F 1.00 1.15 1.35 1.85 2.15 

LADIES’ SPORT OXFORDS 

Outside Rubber Heel arr 

No. 700—Cherry Chrome, Oak Sole . ; ‘$1.85 

+s ae 


No. 714—Cherry Full Grain Crystal, Oak Sole 


MEN’S AND BOYS’ BLUCHER OXFORDS 


Outside Rubber Heel 
Same as Ventilated Oxford without Perforations 
24-5% 611 
No. 800—Cherry Chrome, Oak Sole ‘ $1.75 $2.00 
No. 814—Cherry Full Grain Crystal, Oak Sole ‘ c 2.00 2.25 


BOYS, AND MEN’S VENTILATED OXFORDS 





BAL OXFORD Outside Rubber Heel 
245% 611 
No. 900—Cherry Chrome, Oak Sole e: $1.75 $2.00 
No. 914-—Cherry Full Grain Crystal, Oak Sole 2.00 2.25 
PLUG OXFORDS 
5-8 8-11 114-2 2%-6 
No. 20—Cherry Chrome, Oak Leather Soles $0.85 $0.95 $1.10 $1.65 
-80 -90 1.05 1.60 


No. 240—Cherry Chrome, Neolin Sols 


PLUG OXFORDS—BEST BEND SOLES 
No. 214—Cherry Full Grain Crystal as Gs ‘tie iiss 
No. 215—Brown Lotus.... ’ 3 1.05 1.20 1.40 1.95 


BAL OXFORDS—BEST BEND SOLES 
5-8 8%-l1l 11%-2 
No. 314—Cherry Full Grain Crystal, Oak Sole . $1.20 $1.40 $1.60 
No. 2315—Brown Lotus, Perforated Vamp 1.30 1.50 1.70 


FACTORY DAMAGED 


FINALE HOPPER SANDALS, RUBBER — 

















2% to 7... : oqbes 
SANDALS AND OXFORDS - BAL LACE AND BUTTON 
5-8 84-11 114-2 24-55% 5-8 84-11 114-2 
$0.50 30.60 $0.70 $0.90 $0.90 $1.00 $1.10 
SPORT OXFORD 
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“ THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE WH? WELT 


ONE ROW OF STITCHING HOLDING UPPER TO INSOLE THAT I 
TWO ROWS OF GOOD YEAR STITCHING HOLDING OUTSOLE TO INSOLE AND UPPER s, 
TWO ROWS OF GOODYEAR STITCHING SHOWING ON BorToM or oursonns f RAMSEYS 
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Finale Hopper Sandals 

MADE BY RAMSEY’S PATENTED PROCESS 
Rubber Heels Oak Soles 
° Growing Girls 

109—Patent Leather, Sheepskin Lined 2% to7 $2.25 

113—Smoked Elk 2% to7 2.15 

115—Brown Lotus 2%to7 2.15 

These styles can also be had in 
children’s and misses’ sizes, no heels Finale Hopper Sandals 

Sto8 81-2toll 111-2to2 

9—Patent Leather, Sheepskin Lined... $1.15 $1.30 $1.50 

13—Smoked Elk. 1.00 1.15 1.35 

15—Brown Lotus i oe 1.15 1.35 

Write or wire orders 

967 ATLANTIC AVENUE BROOKLYN, N. Y. 
RR ere eS WN NE Sh 
| WELCOME | 
= When In New York On May 15th, 16th and 17th’ =: 
o o 
VISIT 
= . = 
5 GRIFFIN’'S SHOE DRESSING EXHIBIT 3 
—AT— = 
¢ 69 MURRAY STREET o 
= (4 Blocks South of Duane Street) = 
o Griffin's Products Help Sell Shoes and Multiply Profits 4 
3 A QUALITY PRODUCT FOR EVERY KIND OF SHOE = 
© FOR WHITE SHOES z 
= * Griffin’s Peuerwhite Cleaner Griffin’s White Kidine = 
= rs Peuerwhite Powder Bag - White Lotion Cream = 
Q “ White Cake ‘© White Heel & Edge Enamel fe 
as _ Snow White Cleaner ; bs Fluf-E-White Powder Bag = 
: GRIFFIN MANUFACTURING CO., Ine. g 
67-69 MURRAY STREET NEW YORK, U.S. A. = 
QM NNN 2 
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“OUR” 


“RADIOLITE” 


HIGH GRADE 
TURNS 


IN-STOCK 


No. 9029 Sizes 2' to 8; Widths B and C No. 9027 





No. 9029. Pat. Chrome, Military Heel. SATINS ONLY No. 9027. Pat. Chrome, Louis Heel. 
No. 9033. White Grain, Military Hee. CUT OUT IN No. 9035. White Grain, Louis Heel. 
No. 9002. Satin, Military Heel. QUARTER No. 9000. Satin, Louis Heel. 


THERE MUST BE AN OUTLET BEFORE THERE CAN BE AN INCOME 


Try our Lightening Sales Boosters and insure your profits by quick 
turnovers. 


Do not judge these pumps by the low price. We are working on volume. 


Established 1880 
B. FRIEDMAN, 145 Duane Street, New York City 
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ASK THE MAN WHO HAS SEEN THEM 


A NEW MEN’S LAST 
KEITH’S PEERLESS 


The Stimulating Last of the year. 





It will be copied later, but, you might just as 
well get in on it early. 


They are good shoes—Priced right. 


If you want to see this latest “Keith's Kon- 
queror,” let us know. 


Send for samples today. 


ie. 
The Preston B. Keith Shoe Company 


MANUFACTURERS OF MEN’S AND WOMEN’S FINE FOOTWEAR 


Brockton (Campello Station), Mass. 


BOSTON SALESROOM: 207 Essex Street NEW YORK SALESROOM: 299 Broadway, Room 415 
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REED STYLES 












































REED shoes are their 
own best advertisement 
Smart in style _— 
perfect in fit, original 
ip pattern, they 
appea | toeve ryone 
WwW ho sees them. 









































































































































Their opu larity 
means teem for 
dealers who stock 
em. 
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Recently announcement was made of the 
complete reorganization of Ziegler Brothers 
Company. The response which greeted this 
announcement leads us to believe that the 
trade will be interested in further particulars 
of the new organization and its personnel: 





The Spirit of the House, to “Put Quality In 
Before the Name Goes On”’ is a service which 
dealers will recognize as a means of added 
profit and satisfaction to themselves. 





Samples displayed and shipments made have 
embodied the integrity of craftsmanship so 


The Quali ty characteristic of the old-time Ziegler product. 


oes in Lasts and patterns of the newest mode have 
Before the reflected the spirit of advanced style, for 
which the present management is so well 

Name Goes On known. 


The new Ziegler Sales organization is being 
built up carefully and constructively with the 
idea of making Ziegler Service complete and 
advantageous in every way to the retail mer- 
chants of America. 





Welts and Turns for 
Women and Children 


ZIEGLER BROTHE|RS 
Corner 22nd St. and gee 7a we 





——_ — 
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Carry On 


The following officers are now in charge of the affairs of this 
company: 


President . . . . Mr. Frank A. GuInivan 
Vice-President . . . Mr. Harry C. Tscuupy 
Treasurer tee Mr. Hersert H. Hicks 


Factory Superintendent . Mr. Patrick T. Hocan 


Correct style and perfect fitting qualities in Ziegler Shoes are 
insured by the fact that Mr. Guinivan, who is in charge of 
sales will look after this important department of the busi- 
ness. Mr. Guinivan, in exercising general supervision of the 
business, will specialize on correct style, perfect fit and 
prompt delivery. He is well equipped for this work by his 
years of successful experience with a large Eastern manufac- 
turer. He understands the retail merchant and his prob- 
lems from having been a retailer himself. 


Mr. Tschudy’s training and experience have been in banking 
circles. This business is fortunate in having a financial man 
with such complete understanding of the needs of a manufac- 
turing company seeking to give the maximum of service to 
its trade. 


Mr. Hicks, the new Treasurer, is recognized as one of the 
leading cost accountants and factory systematizers of the 
industry. In the newly organized company he will have 
charge of this work, for which he is so well qualified by his 
many years of experience. Mr. Hicks is a former president 
of the Haverhill Shoe Manufacturing Association. 


Throughout the New England shoe industry, Mr. Patrick T. 
Hogan, the factory superintendent, is recognized as one of 
the most able in his line. Mr. Hogan enjoys a wide reputa- 
tion for the quality and finish he has built into his shoes. 


On the proven ability of these four men the future of Ziegler 
Brothers now rests. 


Welts and Turns for 
Women and Children 


LE] RS COMPANY, INc. 


Philadelphia, Pa. 


ury Building, W. 34th Street 


























FRANK A. GUINIVAN, President 
HARRY C. TSCHUDY, Vice-Pres. 
HERBERT H. HICKS, Treasurer 
PATRICK T. HOGAN, Factory Supt. 
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HANNAHSONS!I 


“ron | he Shoes of Good Quality---|L 


“e200, , AT POPUL|A 
Every Numb/e 


Tomorrow Is A {lu 
ORDER {T‘ 








White Canvas One Strap, Pate Turn, Patent 
Trimmed, 12/8 Military Heel. B,C, D, 244-8 Code, * “Lacy.” 


No. B515 





White Whipcord Turn 7 12/8 ner Heel Wide 
Strap round toe. Ato D, 2-8. nde" ‘Jud 





White Canvas Grecian One St 12/8 Cuban Heel B, C, D, 
248 “Polly” ne Strap 12/ uban Hee! 





No. B195 





Ato b Bab Gate L One Strap 12/8 Baby Louis Heel Wide Seen Side natin T Bt to e Bt. 3° ie. ot Hest. = 
L. 

i, os there except with 16/8 Half ion No. B657—Same as above ong sept back vamp and Genuine B78 
No. B165—Same as 195 } except ‘Imitation Turn in White Turn. AtoD. 234-8. Code “Chic”.........++++++++: $2.35 

Canvas dete Vhag oe cenecestésheesgepbasscee tauke $1.75 


HANNAHSONS SHOEF‘ 


SUNN MT 






SS 
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In-Stock FABRICS 


..1Latest S t y | e---Perfe ct Fi | 


IL{1AR PRICES 
bler In-Stock 


A |lways Too Late 
‘RITODAY 


No. B810 
$3.35 










Black Satin Grecian 
One Strap, 14/8 Spanish 
Junior Heel. B, Cc, D, 
2%-8. Code, “Ruth.” 
B815—Semé as above, except 12/8 
Military Heel. Code “Kathryn.” 








L, Black Satin Flapper, Imitation Turn, low flat 9/8 heel, 
lined, B to D, 214-8. Code ““Squab.” oe OR Ha 


. B785—Same as above, except cut back vamp, genuine turn, 


EIC O., winded sate. ifr MASS. 


I appreciate your mention’ 
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No. B755 
$2.65 








Black Satin One Strap, 12/8 
Cuban Heel, Leather aa 
a. Turn, B, D, 
2%-8.Code “Martha” 


No. pare —See as above mp <i Genuine Turn, A to D, 
2%-8. Code “Marie”...... . $3.25 


No. B1145 
$3.25 









Black Satin One Strap Py poe Louis Heel, Rhinestone 
Button, Genuine Turn. Ato D, 214-8 Code ‘ “Beulah” 
re why. - © pee as above except 16/8 Half Louis Heel 


No. B700 
$3.35 





No. B700—Black Satin One Strap 16/8 Half Louis Heel, 
Sooted pageant, Genuine Turn, Ato D, 244-8 Code ‘Elsie’: 

as above except with 12/8 aby Louis Hee 
Code “Louise” 






litre 
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n Stock 






Send your order and ask for 
catalogue of our complete 
in stock line of popular 
numbers. 


Terms, 7%, 10 Days 
F.O. B. Everett or Boston 
Sold in 36 Pair Cases 


No. 655-S—Patent Colt, One- 
Stra my poo 3 cut-outs, Sally 
San Last, Imitation 
Turn Soin 9-8 Rubber Heel. 
Width D. Sizes 3 to 7. Price 
2.75. Can also be had with 
Buckle. 

















No. 800—VPatent Colt, Two- 
Strap Buckle, Center Strap, 
arecien Sandal, Imitation 

Turn Edge, 30 Last. Width D. 
9-8 Rubber Heel. Price $2.50. 
Sizes 3 to 7. Can also be had 
with Button. 


No. 800-S—Patent Colt, Two- 
Strap Buckle, Center Strap, 
Grecian Sandal, 3 cut-outs on 
Vamp, 30 Last, Imitation 
T bber Heel. 


I 

Width D. Sizes 3 toj7. Price 
$2.75. Can¥also be had with 
Button. 


Smoke EIk Sport Oxford, Ma- 
hogany Side, Apron Strap and 
Back Stay. Imitation Welt, 
10-8 Rub Heel, Imitation 
Straight Tip and Medallion. 
Price $2.75. 3 Last. Width 
D. Sizes 3 to 7. 


Bunker Hill Shoe Company 


Everett Manufacturers 








2 
ri 


° 
a re 





E igen Florsheim Shoe Co. 
wanted to standardize on 
a window fixture sufficiently “dif- 
ferent” in design to individualize 
their windows and sufficiently 
flexible to afford a wide scope of 
display possibilities without re- 
quiring a lot of extra equipment. 
We produced for them the type 
illustrated, with detachable slabs. 
Confer with our Service Depart- 
ment on your fixture problems. 
Write for Catalog T 


THE DECORATORS SUPPLY CO. 


2353 ARCHER AVE. CHICAGO 





a 


May 13, 1922 














__[for the Summer Camp__ 
and Vacation Trade 


‘FELIX MOCCASIN CO. 











nw Bah 


This Goodyear Welt Moccasin made to retail 
at $5 to $6. Chocolate and smoked elk or in 
combination, Flexible Korry Krome Sole, 
with rubber heel, 3 weeks delivery. 


Children’s low cut, tan elk KIDDIEMOX 
with flexible and long-wearing soles. In 
Stock. Write for catalog of complete line. 


Lincoln St. - - - Marlboro, Mass, 
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Highest 
Class 

Stores 

in 

New York, 
Boston, 
Chicago 

and 

South 
Adopting It 





SHOE RECORDE! 


? 





A 
Development 
by the 
Quality 
Barefoot 
Sandal 
House 

of 


America 


No. 836. Patent Leather 214 to 8. Price $3! In stock, D width; made to order, B, Cand E 


Made of best quality patent leather, black kid leather lined, Footform last. 
Made by Pentler and Short Patented Improved Welt process — uppers, lining 
and counters permanently inseamed to innersole; patented nerve-resting shock 
absorber; patented nailless heel seat; permanently smooth inside; insole per- 





IN STOCK 
The finest 
line of 
barefoot sandals 
ever built. 
samples and prices. 





Send for 


— manently inseamed— cannot become 
loose or curl up; flexible as the daintiest 
hand turn; extremely comfortable; the 
longest-wearing shoe of its kind. 

Also In Stock with spring heel in D width, sizes 

5 1-2 to 8, $2.00; 8 1-2 to 11, $2.25; LI 1-2 to 2, $2.50 

Terms: 2% 30 Days; 45 Days Net 














IN STOCK 
Pied Piper Junior 
Bluchers—shoes and 
oxfords—all leathers. 
Nothing like them 
anywhere! ' | 





Marathon Shoe Co: 


Patentees and Exclusive Manufacturers 


WAUSAU, WISCONSIN 


Pied Piper Shoes and Dr. Sommer’s New Dawn Shoes. 


117 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a mucheneeded ‘‘finish- 
ing touch _ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil nor harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray. Dark Gray and Cham- 


pagne. 


> 
. 
*, "6 
*e"4, 40° 
*e ee 





For sale by shoe findings jobbers 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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SWEET SALLY LUNN 


WHITE STYLES 


IN STOCK 


STYLE 775 STYLE 433 


(Welt) (Welt) 


$3.50 $3.35 



























Eve Cloth, Imitation Tip and Collar, Eve Cloth, Rope Stitch. White Ivory 

White Ivory — ane 13/8 White | Sole and 9/8 White Ivory Heel. | 
: vory Heel. 

AA 5-8, A 4-8, B 3-8, C& D2%-8 | AA 5-8, A 4-8, B 3-8, C& D2%-8 | 














MADE UNDER IDEAL 
WHITE SHOE 
CONDITIONS 


a ce 


MADE IN A 
WHITE SHOE 
TOWN 
















STYLE 500 STYLE 535 
(Welt) (Welt) 


$4.00 










Eve Cloth trimmed with Pat. Colt, Eve Cloth trimmed with Pat. Colt, 
White Ivory Sole and 9/8 Adv. Rubber White Ivory Sole and 9/8 Adv. Rubber 


Heel. Heel. 
AA 5-8, A 4-8, B 3-8, C& D2%-8 AA 5-8, A 4-8, B 3-8, C& D2%-8 

























‘“‘Whites that make a white spot 
on any white!’’ 


LUNN & SWEET CO, Auburn, Maine 


Pe Be. Bed 
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IN STOCK Summer IN STOCK 
Novelties 


B-282—Patent Colt New Wide One Strap. 
Nickel Buckle, Imitation Tip. ee Heel, Welt. 
No. B-281—Patent Colt Oxford, x wray Kid Price $4.90 
Apron, 7/8 Heel, W elt. ....Price $5.00 





No. B-269— Patent Colt Oxford, Imitation Tip, 
10/8 Heel, Welt. ...... Price $4.80 


Joy, Clark & Nier, Inc. 


ROCHESTER, N. Y. 














SIZES IN STOCK 
AA 4% to8 
. eeateereb tester to 8 
ieee aes seccecssoennee 
No. B-283_White Eve Cloth One-Strap, CG... 2.200. - +244 to8 
Nickel Buckle, Imitation Tip, White Ivory D.. . -- 234 to8 No. B-284— Patent Colt, Gray Kid Strap and 
Sole, 10/8 White Ivory He * he ubber Lae Lift, Ter rms: Net 30 Days Apron. 10/8 Heel, Nickel Buckle, Welt. 
Welt $4.20 Price $5.00 
































THERE’S A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


—“HERE IT IS”— 


TIS -—-—. ro - 2 





CANNOT 
PULL OFF, FRAY OUT, CATCH IN HOSIERY 


YOUR SPRING STOCK, IS IT COMPLETE? 
TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72in. per gro. Laces, 4.10 


Either Black, Brown or Russet 
Assorted Cabinets Supplied Order from Your Jobber Today 


FRANK W. WHITCHER CO., Boston and Chicago, U.S.A. 
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White Lisles for Summer Wear 


Due to the popularity of sport shoes lisles have come back into their 
own. For purposes other than dress wear they are smarter and more dur- 
able than silk. The following white numbers offer a good selection at 


varying prices: 


W1730—Women’s Mercerized White - 642-DP—Women’s Imported Wyde- 
Lisle Hose with mock seam. Sizes Top Mercerized Lisle Hose with 
8-10%. % doz. boxes ..$3.10 a doz. “Pointex” heels. White. Sizes 8- 
10%. % doz. boxes .. ..$11.50 a doz. 
1820—Women’s Mercerized White 
Lisle of finer quality than above, also OUTSIZES 
with a mock seam. Sizes 8-104. W160—Women’s Lightweight Outsize 
¥g doz. boxes..........$4.15 a doz. White Mercerized Hose, with mock 
seam. Sizes 8-104. 1% doz. boxes, 
372-A—Women’s Full Fashioned Mer- $4.25 a doz. 
Soden — wares, . oe W162—Same as above, except that it 
ays ar is medium weight. 
1402-CC—Women’s Lightweight, Full W1840—Women’s Drop-Stitch Out- 
fashioned Mercerized Hose in White. size Mercerized Hose in White, with 
Sizes 8-10%. 1% doz. boxes. Mock Seam. Sizes 0 85 ¥ doz. 
$8.25 a doz. boxes . aa ..$4.25 a doz. 
392-A—Women’s Very Fine Gauge 422-A—Women’s Full-Fashioned Out- 
White Mercerized Lisle Hose. Sizes size Mercerized Hose in White. Sizes 


8-10%. % doz. boxes. ..$8.75 a doz. 8%-10%. % doz. boxes, $8.00 a doz. 


DEPT. P 


Emery 6 Beers Company, inc 
BROADWAY at 24th STREET, NEW YORK 


CHICAGO PHILADELPHIA BOSTON BUFFALO SAN FRANCISCO 
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Actually IN STOCK 64 Styles of 
“Ye Olde [Tyme Comfort” Shoes 


A Complete Line of Semi-Dress and Comfort Styles 















$1.75 $2.10 $2.50 


















STYLE 902 STYLE 311 STYLE 52 
Stamped on the bottom with Retail Price, 12/8 Rubber Heel Semi-Dress Last, 12/8 Rubber Heel. Full 
$2.50; 9/8 Leather Heel 2%-9 C, D, & E Sheep Line 
3-9 E 4-9 A, 334-9 B, 214-9 C, D, E 





All from Genuine Glazed Kid with Lunn & Sweet Famous HEAVY STOUT SOLES 













$1.75 $2.35 


? 
STYLE 936 STYLE 46 STYLE 148 
Stamped on the bottom with Retail Price, 9/8 Rubber Heel - Semi-Dress Last, 12/8 Rubber Heel 
$2.50; 9/8 Leather Heel 2%-9 C, D, E, & EE 4-9 A, 3144-9 B, 2%-9C, DLE 


2%-9 C, D, E, & EE 





SHIPMENT TODAY OF ANY QUANTITY OF ANY STYLES 















$2.85 $3.25 


STYLE 372 STYLE 63 STYLE 93 


” i / 7” Height, 12/8 Rubber Heel 6% Seamless, 9/8 Rubber Heel 
64” Height, 2/8 Rubber Hoe 4-9 A, 314-9 B, 234-9 C, D, E 3-9BKC,2%-9D,E - 








Our new complete Catalog just being mailed—If yours fails to reach you 
promptly—advise us—it’s worth while 


LUNN & SWEET CO. AUBURN, MAINE 


ane Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Nothing in the Shoe 


But the Foot 





Let the Shoe Itself Support the Arch 


ANY people in your city are troubled with weak or 


fallen arches. 


You should sell them shoes built with Crawford Arch 


Supporting Shanks. 


Do not let them experiment with 


those contraptions called arch supporter, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 


arch and destroy the shoe. 





Auburn, Me. 

87. Main 
Brockton, Mass 

93 Centre 
Cincinnati 

798 Broadway 
Chicago 

18 South Market 
Haverhill, Mags. 

145 Essex 
Johnson City, N. Y. 

124 Main 
Lynn, Mass. 

306 Broad 
Marlboro, Mass. 

1! Florence 











A LINE of shoes with Crawford Arch Supporting 
Shanks is a business building asset for any . 
lively shoe store. 

The Crawford Arch Supporting Shank is built 
right into the shoe—fitted between the inner and 





outer soles and locked to the insole. It preserves 
the shape of the shoe and gives support to the arches - 


and ease to the foot. It cannot abrade the skin. i 
ew 


Corporation 


Boston, Massachusetts 





Milwaukee 

258 Fourth 

ew Orleans 

216 Chartres 

York 

3 7 "ewes 
- B. leg, 
39 Warren 


United Shoe Machinery Philadelphia 
. N. Y. 
St. Louis 
at Olive 
859 Mission 


N. Y. 
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Style 2110 of 
3: Eric Black Boarded Calfskin. Grain $3 
sak inner sole and counter. Heavy 4% 
Bas single Oak outer sole. ““Wingfoot” e+} 
Sake Rubber Heel. 3 
Style 2115—Same except. made of <f 
Eric color “K”’ Tan Boarded Calf- S| 
skin. a 
i 
7 
$°t 
$e z 
HE ze 
ba HIS shoe (and its companion style 2115 in Tan Calf) is a 
ais strong magnet in retail stores for the men who like handsome ae 
bee oxfords with the popular fiexibie toe. ‘ 
f 
2-R= 
t i The soft toe and the brogue forepart are natural partners. Hence ; 
ets these Bates Oxfords have ready sale wherever smart shoes are called ‘ 
iB 5 for. . 
ie Our in-stock supply of these two numbers is now ample. Quick ee 
He shipments are our specialty. : 
L if ae 
af Better send for our newest In Stock Catalog showing ; 
Hie? these and twenty other rapid-selling Bates spring shoes. 
$43 
wet 
4:te° 
Ye 





¥ 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 





nt Ae etna at 


wh atatle 4 
ft ee Teen 
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CORNELL 
SHOE CoO., Inc., 
announces the removal of 
their ‘Shoe Manu- 
facturing Plant” 
from 291 Adams 


Street, to 61-67 Navy Street, 


Brooklyn, N. Y. Phone: 
Main 2134. You are in- 


vited to our new home. 


CORNELL SHOE CO. 
BROCKLYN 


SHOE RECORDER 














Flapper 


Tongues 


(Detachable) 


for Low Shoes 





Patent Applied for 


Convert dress pumps or ordinary oxfords into snappy 
sport shoes in a moment and dre quickly removed without 
loosening the shoe. 

You simply insert the Flapper under tongue or straps of 
shoe, then lace, button or buckle the shoe. 

Made in patent, smoked elk, white kid and other leathers. 
The attractive designs appeal strongly to your trade and 

THEY SELL ON SIGHT 


Side Line Men Wanted 


Ico)" = GILBERT 


MFG. CO. 
Registered Speciaities 


228-36 South Ave., Rochester, 
New’ York 


May 13, 1922 











Footwear 
Dressings 


That 
Sell 


The use of our complete line 
by America’s largest manu- 
facturers have made us the 
largest manufacturer of Shoe Finishes in the 
world. This is why the Boston Blacking 
Company’s line will sell in your store. 


req wi White Heel and BOSTON White Canvas 


Edge - " 
BOSTON White Canvas BOSTON Nubuck Powder. 
Cream. BOSTON Imperial Cream 





And our complete line of shoe dressings 
If your jobber cannot supply you — write to us 


Boston Blacking Company 
. Specialty Department 


Mass. U.S.A. 


East Cambridge 
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mentioning the publication in replies to advertisements. 
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Genuine White Buckskin Sport Oxfords 
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‘The Alba 


Genuine White Buckskin, Goodyear Welt. 
Corrugated Rubber Sole and Heel. 


$5.00 


Carried In Stock after May 20, also by 
W. T. Holmes Co., Philadelphia. 


VERY pair of shoes produced by Jones & Thomas has 
behind it the concentrated experience gained during 
forty-six years of conscientious shoemaking endeavor. 


The White Sport Oxford pictured above is solid leather 
throughout. All parts are cut and assembled from stand- 
ard materials. So. substantially made is this shoe, that you 
may sell your customer with the assurance that wholesome 
satisfaction will result. 


Prepare now to capitalize on the big seasonal demand for 
MORE WHITES. Act promptly and secure your supply 
while they last. 








V.K.&A.H. JONES & Ladd COMPANY 














(INCORPORATED) 
226 BROAD STREET 
LYNN: . « «:# °*MASS, 


Boston Office: 141 Lincoln Street 
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aR: 
PATENTS, IN STOCK | 


= Growing Girl’s 


Two Button One Strap 





ae 












Patent Leather, Last No. 184, 9/8 military 
heel, 9-iron sole, fudged edge. 
IN STOCK . 
Sizes Widths 
215 to 6 C and D 
PATENT 


YS ison son an dees ¥ $2.65 


NO. 1 BROWN SIDf 


a OE hss 











Child’s and Misses’=> 
Two Button One Strap 
Last No. 98, broad toe. IN STOCK 
PATENT 


No. 447—-8% to 11, D and E. $1.85 
Ne. 479---11% to 2, C and D. $2.05 


BROWN SIDE 


No. 481—-8% to 11, D and E. $1.75 
No. 448—-11\% to 2, C and D. $1.95 


HUKRAF] 
uality Footwear 


Combining desirable style, perfect finish, best quality 
sole leather and exceptional wear with very moderate 
prices. 

We’re operating at 100% capacity 


me & E SRoe Co. Columbus O 


Te Me Me ML ML DAL ° DULL» DULL» MUL Es es =, 




















nH NERNCHGHNNG HHH 





for 100% service. 


cn. ae 














(4 
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ia 
ORS 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 














May 13, 1922 BOOT AND SHOE RECORDER 
















‘NS 

— ws 

pin SS 
Sa NAN 


7h fpaiai 
(VY 
es ai 




























Re 


t) 



















| 





Ww ; 
To My 
ml’ Mii; ; 
T= TTT 
TT SOT 
# fe ‘ +: -| 
Seal H 


129 





TUT TTT 





> ( 
i, 
i: 













vi 


















































SUUEEDOOAOUSERAOUOROUSOOEROHORDINIOTS | 

















. 
ox 
i in) | 
ppttaversesss seus 




















THT 





DU TTT eee tet 











Stock No. 1308—Black Satin . . . . $4.75 
Stock No. 1309—Patent Leather . . $4.75 
AA to C Widths 


On the Floor for Immediate Shipment 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
_ 1s NORTH FOURTH ST. PHILADELPHIA 


iii, ° 2 
} __,—~—~_ <2 
re =) ty 
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/BALTER’S BUSINESS 


Stylish, Seasonable Numbers on 
Allow for Liberal Mark-Up and Still 





No. 3131—Women's White Canves 5-Eyelet 
Oxford, Patent Leather soe, nie 
Enamel Leather Sole, and Rubber H 





No. 3124—Women's White Canvas Sally wide. Sizes: 3-7, 3-8, 4-8. Price...... of. 8 
Sandal, McKay Sewed, Military White Enamel No. 3121—Women's White yo 5-Eyelet 
ye Rubber Heel. D wide. Sizes: Sport Oxford, Black Leather Apron, hite i . Sizes: 
3-7, 3-8 Price. wee es $1.50 Enamel Leather Sole, and Rubber Heel. D 3-7, 3-8, 4-8. Price... .......+.- +++ $1.25 


wide. Sizes: 3-7, 3-8, 4-8. Price...... $1.60 


-——_—_~ 





No. 3014— Misses’ Smoke Elk Stitchdown Lace 


No. 3122—Women’s White Canvas 5-Eyelet Sport Oxf her A; - 
Syn Oxford eter eae .W hite Sport os i Sige: 1g 2 B my j ois A pag 2 Growing 4, - > | Gonves . 

namel Leat : ie, an u Same in Child's Sizes: 844-11. Price $1.10 8 bber by sae D wid Sizes: 3-7, 
wide. Sizes: 3-7, 3-8, 4-8. Price... . $1.60 Same in Infants’ Sizes: 6-8. Price $1.00 ar rH heer Se FE es a ii. “et $1.20 





No. 467—Women's White Canvas 1-Strap 





Buckle Goodyear by a = 9 by 

Leather Trimmed, 2/8 » 

wide. Sizes: 3-7, 3- Coes ‘ 

No. 468—Same shoe only ited Los NE trimmed No. 3123—Women’s White Canvas 5-Eyelet 
Price. .. $3.1 Sport Oxford, Blak Leather Trimmed, White 
No. 469—Same as 467 * only Green Lnather Enamel Leather Sole and Rubber Heel. D 
Trimmed. Price $3.1 wide. Sizes: 3-7, 3-8, 4-8. Price...... $1.60 


t= Be Quick To Order! Wire In! 


/BALTER SHOE CO. 


E = = OSS s— L_S=_—EW-CeLH9D9S_=_—OoUUSSSS=|_—E_ OLS SSSS>=_— _—UOHSS SES = 
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BOOSTING BARG 


the Floor for You at Prices which 
Have Trade- Attracting Values 





Re. 458—Growing Girls’ Tan Side One Stra 

Goodyear Welt 8/8 Rubber Heel. C & 
eeithe. Sizes: 3-7, 3-8, 4-8. Price... ..$2.75 
No. 456—Same in Havana Brown Kid. Price, ; 
7 





No. 459—Growing Girls’ Havana Brown K id 
Oxford, Goodyear Welt, Leather Quarter Lin- 
ing, -— 8/8 Rubber Heel. C & D widths. 
Sizes: 3-7, 3-8,4-8. Price : . $2.60 








No. 1201—Women’s Full Chrome Patent strap 
Buckle McKay Pume. 12/8 Rubber Heel. D 
wide. Sises: 3-7. Price............... $2.15 





Boston, 








* No. 3017—Misses’ Patent Sally Sandal, Two 499—Women’s Genuine Black Vici 
Button Mid Strap, Leather Sole and Heel. Junbo Ones: Solid Leather Soles, 12/6 
Sizes: 1144-2. Price. ere F Rubber Heel. Extra wide ball. Sizes: 
No. 3018—Same shoe, Child's Sizes: : Sel. 4-8, 4-9, 5-9. Price..........-.-.. $2.25 
Price. f $1.40 No. 501—Same in Genuine Brown Vici. 


Our Trades are Soon Snapped Up! = 


a | —ic 
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No. 3015—Misses’ Full Chrome Patent 


Mary Janes, McKay Sewed, Leather Sole No. 952—Women’s Extra Fine Black Cabretta 
and Heel, Drill Lined, Galoon ae. 5-Eyelet Oxford, matey. aes Rubber ann 
Sizes: 11%- “  eerepenrrr $1. D wide. Sizes: 3-7, 3-8.. apenas 


No. 951—Same in Brown. Price 


a I 


No. 3016—Same, onty in Child's a 
8%-11. Price $1.20 


SS =. LE] == =Lh_=_ OSS 


= 


—— J) (—_—_——_] 











Style Nos. 464, 465, 466 


Women’s patent one strap cut out 
vamp and quarter, Goodyear Welt, 
received too late to illustrate. 

Price $3.60. Samples on request. 











SS a SS SS 





133 ESSEX ST. 
Mass. Near ESSEX HOTEL 


will appreciate your mentioning the publication in replies to advertisements. 
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TRADE MARK 


SNAPPY SUMMER SELLERS 
We Can Ship Them At Once 


These sparkling numbers are made to speed up Summer sales. 
Each is constructed of standard materials of national reputation, 
pulled over lasts of up-to-the-minute design. You will seek far 
and long before finding any “real buy” that can compare with 
this. They re bound to make things hum! 











Better wire or write that order 
NOW! We rush them the day 
your order is received. 






Stock No. 1339—Patent Colt One Strap; 
cutout in quarter and vamp; full kid 
lined; 11/8 military covered heel; sizes 3/8 
widths AA to C; Price $4. 


Stock No. 1314—Patent Colt ‘Ins and 
Ankle stra Lee around ‘oat ; 
i 


kid lined; process; 8/8; Military 
covered heel; sizes 3/8; widths AA to C; 
Price $5.00 
Stock No. 1315—Same shoe as above in 
Black Satin; Sizes 3/8; widths AA to C; 
Price $5.00 


Stock No. 1316—Same shoe as above in 
Stock No. 275—Mat KidOne Strap Buckle, ee ee eS ee ee 
“Fla .” imitation tp; perforation ——s 

aul vamp; french corded; Black kid 
lined; 0/8 military leather heel; sizes 3/8; 
widths, AA to D, ... Price $4.00 


KATZMAN-ADLER SHOE CO. 


Women's Novelty Footwear 
211 ESSEX STREET, BOSTON, MASS. 
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Specialty Leathers the Most Active 


Increase in Demand for Men’s Shoes Reflected 
in Increased Demand for Better 


HE general volume of leather busi- 
ness continues small, the most 
active trading being in specialties 

and on lines in which shoe manufacturers 
are finishing up for the Spring and Sum- 
mer trade. The quantity of leather used 
is smaller owing to the extra time it takes 
in producing novelty footwear. There is 
an improvement noticed in the call for 
men’s shoes which helps out in the de- 
mand for the better grades of upper 
leather. The call for patent leather con- 
tinues strong with prices well maintained. 
The prices on chrome sides are said to be 
below replacement value and tanners 
define the problem by the fact that 
leather buyers are not willing to pay 
enough to insure a profit on the leather 
coming through. This situation is further 
complicated by the fact that stocks of 
leather stall controlled by the banks are 
placed on the market at very low prices, 
when it was thought that the end of the 
“distress’’ leather had arrived. 


Raw Stock Advancing 


Larger sales of raw stock at advanced 
prices have shown the growing confidence 
of tanners, and improvement in the leather 
market. This is invariably followed by 
larger purchases of leather and tends to 
strengthen belief in stability of the market. 
It has, also, the effect of more shoe manu- 
facturers anticipating their leather re- 
quirements farther ahead and with less 
buying from hand to mouth. While the 
aggregate of business just now is unsatis- 
factory, at the same time it consists of 
scattered sales in small amount and with 
more or less of a sampling nature. 


Calf Leather Firm 


The call for calf leather is below what 
it should be at this time of year, and the 
prices offered for the choice weights and 
selections are not very encoureging to 
tanners who decline to sell at a loss. 
They are firmly maintaining their prices 
on the standard tannages of calf for full 
grain and colors, quoted up to 40c per 
foot: medium, around 35c and the lower 

grades 30c or below. There is considerable 
calf leather moving at from 20c to 30c 
per foot. Blacks ere quoted two to three 
cents lower per grade; snuffed calf in job 
lots from 15c up. A fair call continues 
for suede leathers which are quoted at 
50c to 65c per foot for the best grades, 
40c to 50c for the medium tannages. 


Grades of Upper Stock 


Side Leather Shows Little Change 


Side leathers are not moving so actively, 
the bulk of the trading is on leather 
averaging from 20c to 24c per foot, al- 
though the best selections of full-grain 
colors are from 24c to 28c. Blacks also 
range from 24c to 28¢ for the best tan- 
nages. Cheaper grades run down from 
10c to 18c. Trading has dropped off on 
the smoked elk and sport leathers, al- 
though it is fair on the heavy waterproof 
at 25c to 28c. Leathers which go into 
shoes for the agricultural and mining sec- 
tions, consisting of veals, kips and heavier 
grade tanneges, are in fair call. 


Active Patent Leather Situation 


The patent leather market is reported 
the best by most tanners. The various 
grades and selections are moving well, 
with tanners behind on delivery on cer- 
tain makes. The patent leather business 
has been favored by the weather, as well 
as the brisk demand for women’s patent 
leather low cut shoes and slippers. The 
export trade is also good on patent leather. 
The top selections of sides are quoted at 
35c to 40c, No. 2 grades 28c to 30c and 
No. 3 from 20c to 26c. These leathers, 
two years ago, brought around 90c per 
foot for the top grades. 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade......... $0.32@$0.35 $1.40@$1.50 $0.60 .65 
Calf, smooth, co , top grade .28@ .30 1.40@ 1.50 38 ons 
Calf, smooth, black, top grade. . 26@ .28 1.30@ 1.40 35 4 38 
Side leathers, colors, top oe. 18@. .22 -75@ 1.00 20 @ .28 
Side leather, black, top grade. . 16@_ .20 65@ 90 20 °*@ .26 
Genuine buck. . <3 50 1.40@ 1.60 60 @ .70 
White buck, top grade (side lea) 28 .30 .90@ 1.00 35 @ «38 
Elk, heavy " Sepp eee 24@ .26 65. -70 20 @ 24 
Kids, colors, best fancy... ..... 35@ _ .40 1.40@ 1.65 70 @ 80 
Kid, colors, top grade.......... 2@ .30 1.35@. 1,60 60 @ .75 
Kid, black, top grade..........  .28@ .30 1.35@ 1.50 60 @ 65 
id, medium, colors 20@ .24 -70@ 1.10 30 @ 45 
Kid, medium, black........... 18@_ .22 -60@ 1.00 25 @ AO 
EE utes aaa ae 06 12 .20@ .36 .. @ AS 
Chrome patent sides Se 25 30 85@ 1.05 30 @ AO 
POMUOE UIE. cius-ctcc.scc.:- 40@ ... 1.40@ 1.60 60 @ .70 
Sole Leather (price per pound) 
oa Bee Gales «. <6. teases sci 32@ = .33 56@ .58 28 .30 
Unio 5 os be Mees .-@ .36 90@ ... 45 4 50 
No. L oak backs. . Latch koasante 38@ .39 92@ .95 47 @ 52 
No. 1 oak bends, shoe mfrs.’ use. mae 47 98@ 1.05 50 @ .60 
No. 1 oak bends, finders’ use. . . -@ 48 1.15@ 1.25 65 @ .75 
Raw Hides and Skins oe per pound) 
(1913 Av.) 
a as used in sole @ 1% 
ea , harness, etc......... oer . 52 55 14 
Heavy Texas steers, for sole . ° .™ 
lea ..@ .18 --@ 50 134%@ .13% 
say oe on native cows, for side upper @ 1% @ a 
ae js ; am f ll 
Branded cows, "for ‘light ‘sole @ 1% @ : = = 
on 17 ie 50 See 5 
No. % buffs for heavy upper and aia 2 @ 11% 
side leather. . ned 5 A5 50 08 
No. 1 Chicago City calfskins for . -@ 08% 
Kine for uppe x ERG ol é “eh r+ 4 —* 10 @ 4.15 
or ee . . . . 
oh hides, for hemlock sole ’ “ ee 
--@ .30 A2@ 46 16%@ 16% 
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Profits From These Displays 


OW is the time to give a thought to your Keds 
N windows. Your custoimers are beginning to consider 
the outdoor appeal, summer comfort, neatness and cool- 
ness of Keds. It’s Keds-time, and big profits are coming 
if you give the proper display to’your stock of Keds. 


Your customers can see this Keds 
sign from any part of the store. It is 


ahs paar Artistic cards have been sent to every Keds dealer. 
Feature these with a representative line of Keds in your 
windows and watch the crowds come in for Keds. Use 
them on your shelves and counters. No extra expense 


is needed for decoration. Just these cards and Keds! 


If you have not received your set of displays, write to 
your wholesale distributor or to our nearest branch. 


Sea a ate lh hee United States ® Rubber Company 
your store and help increase your 
ame, Use them for the counter and 


wt 
The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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‘A New Russian Gaiter Appears 


The Consensus of Opinion Is That in Addition to the Innovations 
in Women’s Arctics, the Usual Quota of Regulation 


HEN leather Russian boots for 
We. made their appearance in 

Chicago during the days of the 
1922 N. S. R. A. Convention, there was 
some talk in the newspapers that they 
might supplant the four-buckle gaiter. 
Up to that time, such an innovation as a 
Russian rubber boot or gaiter has not 
been planned. It is true, that since the 
winter of 1920, thefad of wearing gaiters or 
galoshes unbuckled and flapping had be- 
come widespread, but not the regulation 
Russian effect. However, with the ap- 
pearance of the patent leather model in 
January, 1922, the young women of the 
country began to design something and 
to improvise—they worked with the rub- 
ber shoe productions at hand and con- 
verted rubber boots and four-buckle arc- 
tics into Russian boot cuff effects. 


The College Girl’ s Soliloquoy 


It was realized by the college girls that 
galoshes are worn essentially for protec- 
tion. ln snow or sleet, or even on a cold, 
windy day the galosh affords a very real 
protection for the foot; the leather Rus- 
sian boot, on the other hand, did not, to 
their minds, answer satisfactorily the re- 
quirements for such conditions. They also 
considered that the galosh is worn over the 
leather shoe. When the wearer goes in- 
doors it can be kicked off and the wearer 
can walk about in the schoolroom shod 
comfortably and stylishly with light, trim 
leather shoes. This, of course, cannot be 
accomplished with Russian leather boots, 
which are made to fit over the stocking, 
and if the boots get wet they must remain 
wet until the wearer arrives at her home. 
“They are a fair-weather proposition, but 
the galosh for the wet and wintry weath- 
er,” soliloquized the college girls. 


Rubber Men Put on “Thinking Caps” 


While the fair sex, composed in this 
instance chiefly of college girls, were “‘in- 
venting” from retail store merchandise 
rubber men had put on their thinking caps 
and submitted specifications to their pat- 
tern drafting departments, with the result 
that within a week after the leather Rus- 
sian leather boot had made its Chicago 
debut, the Russian rubber gaiter was in 
the works of many of the rubber shoe 
companies of the country. 

The new Russian gaiters are the logical 
development of the flapping arctic of the 
winter of 1920. Once this fad originated, 


Four Buckles Will Sell 


it took immediate hold on the young 
women of the country and stayed. This 
last winter, it was not only still in favor 
evidence, but seemed to be even growing 
in favor. Today there are many fancy 
arctics and Russian boots on the market. 

One of the largest rubber companies, 
however, is in the field with an attractive, 
and at the same time practical gaiter with 
an astrakhan top. This gaiter is made a 
trifle shorter than the regular four-buckle 
style and has instead two buckles. It has 
a cuff top of black astrakhan about two 
and one-half inches in height, which is 





New Astrakhan cuff top gaiter. Made by 
Hood Mublor Products Co. 


fastened by two snap fasteners allowing 
for adjustment above the ankle. This 
gaiter is made with fine quality jersey 
and is lined with fleece. 


Extra Business for Merchant 


The retail merchant should appreciate 
that this cuff gaiter business will be to a 
large extent additional business over his 
regular gaiter trade. There are many 
conservative women who will still wear 
the old four and six- buckle, plain gaiter, 
while on the other hand there ‘will be a 
large number of younger girls who will 
buy and wear cuff top gaiters just for the 
style feature alone. He should take this 
fact into careful consideration when order- 
ing for next winter and not rush too 
strongly one way or the other. However, 
as with any other rubber shoes and more 
particularly with this new style, the retail 


merchant wants to get his order in as 
early as possible, as the chances are that 
the late-comers will find great difficulty in 
getting a supply of these in the winter. as 
was the case with the regular gaiters last 
season. 

Rubber Adrertising Pays 


The average merchant does not adver- 
tise rubber footwear to a very great 
extent or at least he has not in the past. 
But, with the advent of the style element, 
which is making itself very strongly felt 
in rubber shoes, it becomes increasingly 
necessary that the merchant consider the 
importance of giving this end of his busi- 
ness the same publicity as he does leather 
shoes. The manufacturers will advertise 
these new gaiters next winter and people 
are going to want to know where they can 
get them. 

The merchant can get free electros to 
help him with his local advertising, and 
with the publicity being given to cuff top 
gaiters, to say nothing of other innova- 
tions in the rubber shoe field, such as the 
stretchable gaiter, the latest development 
in women’s footholds, the public is be- 
ginning to specify the kind of rubber shoe 
or gaiter it wants when buying. “Pre- 
paredness”’ is a good motto! 


L. D. Apeey Remembers - 
- Employes 


L. D. Apsley, president of the Firestone 
Apsley Rubber Company, arrived home 
from Europe on Wednesday morning, 
May 3. Almost simultaneously with his 
return a notice was posted to the effect 
that a savings deposit had been opened 
in the Hudson Savings Bank in the name 
of each worker in the Firestone-Aplsey 
Rubber Company. The deposit in each 
book was for $5 and a book was given 
to every employe in the factory and in 
every branch of the company wherever 
located. One thousand books were issued 
on May 3. This is but one of several in- 
stances in which ex-Congressman Apsley 
has made generous gifts to his factory 
workers. Mr. Apsley told his factory 
people that he was in good health, had en- 
joyed every minute of his trip and that he 
wished that every one might see what he 
had seen while away. 

He and Mrs. Apsley visited Palestine, 
Egypt, the Holy Land, were in Madeira, 
Algiers, Gibraltar, Alexandria, Cairo, 
through the Dardanelles, visited Con- 
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TRADE MARK REGISTERED 








No 


No 





No. 


No. 


464—Cut Out Apron White Duck. 


Width M $1.75 


. 460—Full Apron White Duck. Width 
M 


474—Cut Out Apron Ecru Duck. 
Width M 


. 470—Full Apron Ecru Duck. Width 
M 


Sizes 244-8—Packed 24 Pairs to Case 
SAMPLES ON REQUEST 
Specify Black or Brown Sport Trim 


1.75 


1.75 


1.75 








“THE VAMP” 


MODEL NUMBER 464 


A fascinating fashion for those who desire a sport shoe 
for dress or play. 


A Little More Style— A Little More Wear 


Extra Quality White Navy Sole 
Black or Brown Sport Trim 


Price $1.75 


AT ONCE SHIPMENTS 














CAMBRIDGE RUBBER COMPANY 


CAMBRIDGE, MASSACHUSETTS 


MANUFACTURERS OF 


RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 
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stantinople, went up the Nile and on the 
return were in Scotland and England. He 
said no difficulty was experienced in the 
foreign countries, as English-speaking 
people were found everywhere and the 
American flag was well known in every 
land. He found the friendly feeling for 
America very great in every country 
visited. 


Crude Rubber Steadier 


Somewhat better advices from London 
on Saturday morning, May 6, improved 
the tone of the New York market for 
plantation rubber and brought out some 
increase in buying interest. However, the 
latter was not of an aggressive character 
and there was a general disinclination 
shown to reach quite up to the views as 
expressed by the comparatively few 
holders who were disposed,to make offer- 
ings on a slightly higher besis than that 
prevailing the night before. The firmness 
was most pronounced in spot and the 
near positions, the general asking price on 
either ribbed smoked sheet or first latex 
crepe on the spot or for May delivery be- 
ing l6c, while June was held at 16%c. 
Offerings of July-September delivery were 
at 16%c, of July-December at 17 %c, and 
of October-December at 17%c. The 
lower grades of plantations were steady, 
but there was no reported business in any 
of them. Paras were held up to the pre- 
vious quotations and were not pressed for 
sale. No important buying interest in 
any grade was indicated, however. 


Rubber Quotations 
Plantations— 

First latex, crepe, spot. . 15%@. . 
May.. Les lo 
pre 164@.. 
July- September. 165%@. . 
oO shay 16%@. . 
May.. . 1%@.. 
June... ' 164%4@.. 
July-September. . . 16%@.. 
July-December.......... 16%@. . 
October-December... ... . 17\4%@.. 

*Brown crepe, thin, clean.. 15 @.. 
Rolled. . voces BBO... 

amber No. 1...........- 16 @.. 
Amber No. 2. rey oe 
Amber No. $............  @.. 
Para—Up-river, fine....... 18%4@.. 
*Up-river, coarse......... 13%@.. 
y 3 ee oe es 17%4@. . 
Island, coarse. 94@.. 
Caucho, ball, upper..... . 4 @.. 
Caucho, ball, lower...... 12 @.. 
ae a eo. -- @X&% 
*Centrals—Corinto... .. . @10 
(A ae 
*Mexican scrap.......... - @9% 
*Guayule, wet @13 
*Guayule, dry............ @26 
*Balata, block, Ciudad.. . @55 
*Balata, block, Colombian @42 
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*Balata, Panama......... .. @40 
*Balata, sheet............ 68 @70 
*Benguella, No. 2........ 7 » 9 
*Kassal, prime black...... 14 @.. 
*Kassal, prime red........ 10 @l12 
*Nominal. 

Scrap Rubber 


With next to no demand, the market is 
drifting along in the hope that something 
will occur to form the basis for better trade 
conditions: 


Boots and shoes........... 24%@.. 
Arctics, trimmed.......... 14y@.. 
Arctics, untrimmed....,.... 14@.. 
Inner tubes, No. 1......... @ 3% 
Inner tubes, No. 2......... @ 2% 
Floss, Sgn TR. so-<0-4+ +> 4@ % 
Tires—Automobiles....... ‘ Y@ % 


St. Louis Notes 


McElroy-Sloan Cashier 
Robbed of $5400 


Payroll money for the office and house 
employes of the McElroy-Sloan Shoe 
Company at 1511-15 Washington Avenue 
amounting to a little more than $5400, 
was stolen from Leo R. Nurre, assistant 
cashier for the company at Fifteenth and 
Washington Avenue on April 29th, by 
three robbers, who escaped in an auto- 
mobile driven by a fourth man. The 
holdup took place at 9:15 in the morning, 
directly in front of Roberts, Johnson & 
Rand Shoe Company located in one of the 
busiest sections of the wholesale shoe 
district. 


Vinsonhaler Finds Business 
. Good in South 

Sales Manager Morgan of the Vinson- 
haler Shoe Company is highly elated over 
the business being done by his men in the 
South. Morgan stated that their best 
business was coming from the Southland, 
and it was surprising the number of pairs 
of patent leather shoes his firm was selling 
even at this late date. Their white busi- 
ness as well has been exceptionally good 
and is expected to continue so, according 
to Morgan. 


Swope’s Anniversary Sale Big 
Success 

Arthur Ebbs of Swope’s, is responsible 
for the statement that the 53rd anniver- 
sary sale conducted by the store was one 
of the most successful ever attempted. 
Over 1600 pairs of shoes were sold during 
the three days of the sale. A 10‘per cent 
reduction on all shoes in the house was 
offered and the fact that more shoes were 
not disposed of was because of the lack of 


salesmen stated Ebbs. Arthur Ebbs and - 


Mr. M. Swope are going to New York to 
attend the Brooklyn style show. 
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The Test of the Times 


The metal attitude of the Buyer and 
the Seller must harmonize. The ideas of 
the Buyer and Seller should mesh. When 
supplies of merchandise were scarce as 
they were for three or four years past the 
Buyer could not dictate but was forced 
to take what she could get. The Seller 
was independent and he got away with it. 
He could be independent because he could 
not supply the demand. 

But today it is quite different. The 
customer is more exacting than a year or 
two ago. She reserves the right to shop 
and to look around. She demands value, 
courtesy and service. She shops every- 
where, but she buys where she finds all 
three. The wise salesman considers and 
analyzes this condition and is prepared to 
meet the demands and make sales. He 
knows he is confronted by a mental re- 
actionary condition. In order that you 
may fully appreciate this fact just visual- 
ize your own mental attitude when you 
go to buy. You do not expect to pay 
over $45 to $60 for a suit for which you 
used to pay $75 to $100. 

The key lies in the Service you render. 
You must know the goods you sell; study 
the wishes of your customers. This means 
a great deal today as there are a good 
many stores where this is still lacking. 
It is possible to serve so well that every- 
one with whom you come in contact will 
speak well of you. This means.a reputa- 
tion with a prefix of a large ‘‘good,” and 
goodwill with a sincere purpose will get 
= everything. 


R. R. Block, in Foot Prints, the house organ of the 
Wetherby - Kayer Shoe. Log Angeles ngeles, Cal. 





CHARLESTON 
Good Easter Record 


Over 1800 satisfied customers during 
Easter week, is the report made by M. A. 
Condon, manager of the shoe store of 
Condon’s, ““The House of Better Values,” 
a record of which he is justly proud. The 
majority of these customers were served 
on Friday and Saturday before Easter, 
putting “Condon’s Service” to a strong 
test, but one which was met unflinchingly 
and successfully. 

Other retail merchants also report 
splendid business during Easter week; the 
best in several years. And the clerks are 
still being kept busy. A glance into the 
various stores would seem to verify the 
: tatement that everybody is buying shoes. 
Patent, leathers appear to be in great de- 
mand, as well as the out-door sport styles. 

Theo. A. Watson; who has been con- 
nected with Condon’s Shoe Store for over 
five years, recently completed a course in 
Dr. Scholl’s Practepedics, receivinig his 
diploma April Ist. Another veteran in the 
service of Condon, W. I. Cormier, Jr., has 
also. taken this course and is expectng to 
receive his diploma within a few days. 
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Clarence P. Waide 
in Ring 
His Motto Is “Put Yourself 
Out a Little to Do a Good 


Turn for the Other 
Fellow” 


LARENCE P. WAIDE, President 

of the Stacy-Adams Company who 
commenced his shoe career as a retail shoe 
merchant; later as a shoe traveler, and 
now as head of the men’s high-grade shoe 
house of Stacy-Adams Company, of the 
big shoe city of Brockton, Massachusetts, 
is one of the best liked men in the shoe 
trade. In this our “Pep’’ number of the 
Boot and Shoe Recorder, it is most fitting 
that a brief review of Mr. Waide’s climb 
to the top should be mentioned as an in- 
spiration to young shoe men the country 
over, and to shoe travelers in particular. 


Born In Old Kentucky 


Clarence P. Waide is a Southerner by 
birth. He was born in Kentucky and it 
was in the South that he opened his shoe 
store. For five years, he conducted a 
retail footwear establishment in the city 
of St. Louis. At the end of that time, he 
took up the profession of shoe selling on 
the road, covering Southern territory. In 
the late 80's, he came to Brockton to 
represent the Stacy-Adams Company and 
was assigned to Southern territory by 
this house. On the death of the late 
President William Stacy, be was chosen 
as “chief in command”. Since the early 
days, he has covered all parts of the coun- 
try, and while head of the house, the fas- 
cination of the road is still strong within 
him and he often covers the cities of 
Buffalo, Cleveland, Columbus, Cincinnati, 
Detroit, Pittsburgh, New York, Wash- 
ington, Baltimore and Philadelphia. 

The Churchill & Alden factory was one 
of the first to introduce the arch support 
shoe, having bought many years ago the 
Cunningham patent, named for James 


BQQPk AND 


Cunningham, the first superintendent of 
the plant, who was an expert on arch 
supports. 

Wide Circle of Friends 


Mr. Waide’s motto has ever been—*‘Put 
yourself out a little to do a good turn for 
the other fellow.” It is the strict ad- 
berence to this principle which bas won 
for him such a wide circle of friends. And 
these friends have long since learned to 








“OLD MAN LAMB" of Akron 
Mr. Lamb is far from being an old man, but 
his trade have come to know him in that way. 


He is one the staff of the Rice ¢ Hutchins, 
Cleveland Company and has been with that 
organi.ation for a considerable period 





recognize him as a man of good judgment, 
with a broad vision 4s to trade conditions; 
one who knows merchandising and more- 
over a style authority. 

He has devoted practically all of his 
time to men’s shoe selling and building 
and when he gives his opinion, the retail 
shoe merchants, the boys on the road and 
his competitors, as well, listen with atten- 
tion and have confidence in his views. 
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Although a resident of the East for 
many years, and having acquired many of 
New England’s mannerisms, nevertheless, 
one cannot forget that he had an early 
Southern environment. For he is the 
typical Southern gentleman, affable and 
courteous to all. Although he has risen 
from the ranks of shoe traveler to the 
presidency of the house, and has much 
of which to be proud, the humblest mem- 
ber of the shoe traveling fraternity is not 
more modest nor unassuming than is 
Clarence P. Waide. 


Past Head of Southern Boys 

He has been President of the Southern 
Shoe Salesmen’s Association, and for years 
held the position as its secretary. He is a 
member of the Board of Governors of the 
Boston Shoe Trades Club and is one of 
the most energetic workers for its new 
building project. He has been besought 
to accept many public offices, but he has 
never been desirous of publicity and 
tries to escape the limelight as much as 
possible. 

He lives in Wellesley, Mass., where 
very near the college grounds, he has a 
beautiful home, the results of many years 
of hard work and devotion to the building 
of men’s high-grade shoes. 

Chief Recreation is Golf 

His chief recreation is golf. He is a 
member of the Thorny Lea Club of Brock- 
ton; he is also a member of the Wellesley 
Club near his home on which links he can 
be found daily when not on his trips. 

T. A. D. states that although not a 
Francis Ouimet, “‘Clarence” plays a very 
commendable game, but never swings 
hard, or wildly, as he feels as in business, 
that a sure, steady stroke always brings 
one miuch quicker to the goal of accomp- 
lishment. 


At 100 Per Cent Capacity 

It is interesting to note that for the 
last twelve months the Marlboro and 
South Braintree Factories of Rice & 
Hutchins have been running 100%. 
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The SHEIK 


The St eik is a model of unlimited appeal, an 
adjunct to the completion of white costumes. 
It is lifted out of the conventional oxford class 
by a touch of original designing that heightens 
its character and multiplies its charm. 


SPECIFICATIONS: 


The Sheik—A Plant Process Goodyear Welt, 
made of Ivory Cloth, White Calf Trim, Ivory 
Welt, Ivory Heel with Rubber Toplift. - 





Its price is in keeping with the times—$3.60. 


he ey 
MANCHESTER, N. H. 
General Sales Office, 10 High Street, Boston 





; Sales Offic San Francisco, Cal., Sales Office Baltimore Sales Office 
. 1 {7 -y Ernest J. Sibbald Harold G. Weaver 
Republic Building 735 Pacific Building 404 W. Baltimore St. 


Greater New York Office—Arthur H. Weiss, 127 Duane Street 
New Jersey—Arthur C. Weissenfels 
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“Pep” In Salesmanship 


The Difference Between ‘“‘Pep”’ 
and ‘“‘Peddling”’ 


This issue of the Boot and Shoe Recorder 
is designated as a “‘Pep”’ Number. It was 
with this thought in mind that we decided 
to introduce a little more “pep” into the 
Shoe Traveler Department by the publica- 
tion in serial form of the “Rule of Thumb 
Science” from Chapter I of ‘“‘Salesmanship” 
by William Marwell, copyright, Pub- 
lished by Houghton Mifflin Company, 
Boston. 

If one average man, 50 years old, could 
and would tell the truth about himself, 
we should have a priceless textbook on 
life. 

The other day I sat beside a man in the 
library car of a 24-hour New York to 
Chicago railway train. Faintly, like the 
outline of year-old furrows in a fallow 
field, there lay upon his face the traces of 
a fast-lived youth. Discretion had 
checked and right living in part repaid 
youth’s borrowings from old age. He had 
funded and underwritten the debt of his 
youth. He held the shares himself and 
was paying to himself a yearly dividend 
upon a capitalized deficit of wasted brain 
and body, 


If He Told the Truth 


If this man told the truth about him- 
self, it would be a story worth hearing, for 
it would convert to the convincing coin of 
experience that vague debt to self and 
society which our elders seek to define by 
genera! and impersonal precept. 

Convince this man of the real value to 
others of his experience and I have little 
doubt that he would attempt a true narra- 
tive of it. He is fine enough for that. But 
I am sure he could not tell the real truth 
about himself. When a man talks about 
himself he is unfailingly disingenuous. 
As the race-track dopesters would say, 
you have to “throw out” what a man says 
about himself. A man’s recital of his own 
experiences may be entertaining or amus- 
ing, but is rarely if ever, a trustworthy 
guide for others’ conduct, except when the 
narrative departs from the narrator’s por- 
trayal of himself and touches upon his 
observation and estimate of events which 
were wholly beyond the real or imagined 
influence of his own acts. 


Anti-Climazes Make Deep Indentations 


This is a rather formidable beginning 
for a talk on salesmanship. I fear I must 
produce an anti-climax if I am to reach 
my subject within 500 words. But anti- 
climaxes, like premature explosions, some- 
times make deep indentations. The 
thought I want to indent you with is this: 
A man can’t tell the whole truth about 
himself. : 


Realize this and you grasp the hopeless- 
ness of learning much about salesmanship 
from the recounted experiences of others. 
A sale is a contract. One of the driest, 
and accordingly one of the most authorita 
tive, legal commentators the world has ever 
known, in part defines a contract as a 
“meeting of minds.” Therefore, knowing 
how to be a salesman would seem to con- 
sist in knowing how to make minds meet— 
your mind and your customer’s mind. 
Does any one know how? The reminis- 
cences of the veteran salesman are calcu- 
lated to impress one that he has learned 








B. L. CALLAWAY 


Formerly with the Hoiland Shoe Company, 
who wi —_—- the Churchill ¢ Alden Com- 
pany in South as its Special Trupedic 


representative 





the secret. But reminiscence nearly al- 
ways recounts successes and touches 
lightly or not at all upon failures. As an 
example of that I commend to your notice 
Mr, Thomas Lawson’s occasional reviews 
of his services to the speculating public. 


Salesmanship is Little Understood 


There are lots of good salesmen, but 
scarcely any who can really tell you any- 
thing about salesmanship. Take thé worst 
example-of poverty-stricken ‘and unsuc- 
cessful lawyer and compare him with the 
best example of flourishing and highly 
paid salesman. You will find that the 
poor lawyer probably knows twice as 
much about law as the good salesman 
knows about salesmanship—this despite 
the perplexing turkey trot which vested 
rights, public clamor, rule of reason, and 
judicial recall are doing before the dis- 
tracted vision of our imperiled judiciary. 
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Make the same comparison with doctors, 
architects, dentists, engineers, actors and 
chorus men—yes, even chorus men, for a 
chorus man has to know more about being 
a chorus man than the average salesman 
knows about salesmanship. 

Have a grudge against salesmen? In- 
deed, no. I am a salesman myself. I’ve 
done my trick at managing them. I’m 
through with managing salesmen, I think, 
but I shall never cease to be a salesman. 
Don’t forget that. 


Salesmanship and Love Making 


Why is salesmanship so little under- 
stood?’ In trying to answer that question 
let us try to find something that can be 
compared to selling merchandise. There 
are points of comparison between sales- 
manship and lovemaking. Who can tell 
anybody anything about lovemaking? 
Many a despairing Romeo gets advice, 
but what good is it? Many a tattler 
boasts of his conquests, but how true is it? 
Love, like salesmanship, involves a meet- 
ing of the minds. I have never credited 
the heart alone with being responsible for 
the tender sentiment. What makes the 
minds of lovers meet? Suppose you once 
won the affection of a slender brunette? 
What chance would you have with a 
stout blonde. The same chance precisely. 
As my friend Tom Connors says: ““When 
you lose, you deserve to lose and when you 
win, it’s luck. It is somewhat that way 
with salesmanship. 

I have been a salesman quite a number 
of years. I think and dream salesman- 
ship and—what is more important to me— 
I live by salesnianship. Yet I don't know 
very much about it. But, little as I know, 
I shan’t be able to tell you as much as I 
know, for a man can’t tell all he knows 
about selling goods without an honest and 
just analysis of himself. And who is 
capable of that? However, I’m going to 
tell you as much as I can. 

If a sale involves a meeting of minds, 
let us consider the kind of minds the sales- 
man’s mind has to meet. 


Some Mental Types Considered 


One day on a Rock Island train I over- 
heard a conversation between a grocery 
drummer and a hardware salesman. 
The grocery man said to the hardware 
man: “Selling goods is all in sizing up your 
man. You can’t handle any two men alike 
I read character at a glance. 

The train pulled into Iowa City, and 
the three of us and a few others clambered 
into the hotel bus. Now every traveling 
man, who has been on the road long 
enough to qualify himself for commercial 
travelers accident insurance, knows the 
etiquette that should be observed in a 
country hotel bus. No matter how voluble 
you may have been aboard the train, you 
relapse into a gloomy silence the instant 
you enter the hotel bus. You gaze with 
unseeing: eyes over. the shoulder of the 
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Arch Preserver Shoes 
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Always Make Happy Customers 


They are so scientifically designed that you can fit feet without 
trouble. People will walk out of your store comfortably and styl- 
ishly shod. They will walk back again for another pair so to 
experience enduring satisfaction. In the hidden features of the 
‘“* Arch Preserver”’ shoe there are merits which make the shoe abso- 
lutely different. Sample the “‘ Arch Preserver”’’ shoe and see what 
a strong selling proposition it is. Mail your sample order today on 
oxfords listed below. 


May 13, 1922 
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Havana Brown Kid Blucher Ox. 390 


Arch Preserver Oxfords Carried In Stock 


Imp. Bd. Black Calf Ox. 580 $7.00 Harvard 

Tony Bro. Calf Ox. 580 7.00 Harvard 

Tony Bro. Calf Ox. 360 7.00 Yale 

Vici Kid Blucher Ox. 390 7.25 Dartmouth 
8.00 Dartmouth 











Send for Catalogue 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
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man opposite you and surrender your 
mind to a painful consideration of the 
gastronomic horrors in store for you at the 
hotel. 


The Grocery “Drummer” Talks 


At such a time no one but a grocery 
drummer would venture upon any form 
of conversation beyond a contemptuous 
reference to the departing train, a sar- 
castic comment on the bus driver and his 
vehicle, or a self-commiserating estimate 
of the hardships of a traveling man’s life. 
Grocery drummers alone are immune to 
the rising gorge that chokes other travel- 
ing men as they journey from the railway 
station to the hotel of a country town 
(apologies to Iowa City and its possible 
taverns). : 

This grocery drummer was no excep- 
tion, and after he had set fire to 
“an Havana-filled, Sumatra- wrapped,” 
“grocer’s delight” and recovered his 
suitcase, which had bounced off the seat 
on to the toes of a bilious-looking Marshall 
Field carpet and curtain man, he resumed 
his appreciation of himself. “Human 
nature,” he observed, “is pretty much the 
same the world over, even dowr to Wash- 
ington County among the ‘Aw-mish.’ I 
got a system now that they all fall for.”’ 

Smile, please smile at this. And yet, 
why should you? For you have heard 
equally contradictory statements from 
the mouths of other traveling men who 
were trying to explain their methods, and 
if you have ever been a traveling man, you 
have possibly made the same sort of con- 
flicting statements yourself. 

But what he said wasn’t so foolish after 
all. This chap was very close to a great 
truth. He was close to it without com- 
prehending what the truth is. 


Golden at United States 
Hotel 


A. C. Golden will come to Boston about 
May 15 and will open up his line of 
Zeigler Bros. samples at the United 
States Hotel. “Goldie” spent Easter 
Sunday observing women’s shoe styles on 
the Board Walk of Atlantic City and 
made some interesting observation nota- 
tions. For instance, he states that he 
saw more high heels on the promenade 
than low, and that 15/8 to 17/8 seem to be 
the favored heights for street wear. 

“Goldie” made a call at the Recorder 
office last week and announced that for 
the past 21 days he had been at the 
Philadelphia factory watching his new 
line of samples in the making. These 
samples he will show at the United States 
Hotel on May 15. 


At “Down to Date”’ Prices 


“They are made to properly fit the 
human foot,” said Z. C., “and their lines 
are gracefulness and beauty throughout a 
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full range of the latest styles in lasts and 
patterns, a strictly high-grade line. I 
will carry some of the old Zeigler lasts, 
but I have also a full line of new lasts and 
patterns, made under the personal super- 
vision of Frank Guinivan, an expert 
designer. The Zeigler shoes are real shoes, 
up-to-date, at ‘down-to-date prices.’ There 
are some all white oxfords and straps in 
cloth and kid; there are patent leathers 


Traveler sells from Recorder Page 

J. R. Whitesides, footwear sales- 
man, for the United States Rubber 
Company, recently carried his 
grips into a town of about 5000 in- 
habitants, walked into the first 
shoe store he came to, took from his 
pocket a page from the Boot and 
Shoe Recorder of April 22, showing 
the new Cavalier boot, and laid it 
down on the counter. The mer- 
chant looked questioningly at him 
and waited for him to produce his 
samples. But no sample was forth- 
coming as no samples had been put 
out at that time. However, when 
he closed his order book, he had 
orders amounting to 18dozens. This 
was his first trip into this territory 
and the dealer evidently was not 
accustomed to this kind of tactics. 
He returned to Des Moines the 
next day and repeated to the tune 
of 16dozens. “J. R.”” says you need 
no sample, just a little first-hand 
knowledge of flappers. 


in straps, and there are turns and welts. 
Some of our white shoes have periwinkle 
blue and Alice blue trimmings.” 


Merchants 95 per cent Short on Buying 


“T find that merchants are 95 per cent 
short on buying, they have a feeling that 
prices are going down. But have they 
considered that prices will continue going 
down for the next 25 years? The minute 
that prices go down, the dollar comes up. 
A merchant is very foolish not to buy 
what he wants. When a woman wants to 
see the latest things in footwear, the mer- 
chant should have the latest things right; 
on his shelves. The sooner the merchant 
gets back to the old way of buying his 
wants for Fall and Spring, the whole in- 
dustry will be better off. Shoes are now 
cheap—of course you can buy shoes for $20 
and you always could do. this, but if 
people want ordinary shoes, ‘and ‘good 
shoes too, they can easily find them at 
low prices. It is all a matter of taste and 
the pocketbook. For instance, a good 
Ford machine can be purchased at $350; 
if a person wants a high-grade Packard 
he must pay $3000. 

“Goldie is going to be on the job every 
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minute at the National Shoe and Leather 


Exposition, Inc., next July and is happy _ 


in the fact that he has as his territory his 
old stamping grounds of New ‘York State 
—the main line to Buffalo and New 


England. 


Raphael Tells About 
Quaker City Boys 


Arthur S. Raphael, Chairman of the 
Publicity Committee of the Philadelphia 
Shoe Travelers, writes us: 

“Through the courtesy of one of its 
members, Paul S. Lippencott, Jr., the 
Phiadelphia Shoe Travelers’ Association 
has been accorded the privilege of making 
its headquarters at the City Club of 
Philadelphia, 313 South Broad Street, 
for which it may well be proud. 

“The event was the occasion of a lunch- 
eon and entertainment which brought 
out a large number of members. R. W. 
Franklin, Chairman of the House Com- 
mittee, keyed up to the highest pitch and 
bubling over with enthusiasm, put over a 
great stunt, after the serving of the 
luncheon, from which much fun was 
derived. R. W. had each member handed 
a slip of paper on which he was to write 
his name, after which the slips were col- 
lected, placed in a hat and then three slips 
withdrawn. The first slip drawn, bore 
the name of Edward Porter, and entitled 
him to first prize in the form of two crisp 
one dollar bills; then Paul S. Lippencott, 
Jr.’s name was drawn and he was awarded 
second prize which was one dollar; the 
third prize was also one dollar and George 
Dryesdale became the happy possessor of 
it. R. W. was sure a happy boy when 
the fun was over and received congratula- 
tions for his idea. It met with such 
approval that all were unanimous in re- 
solving to repeat the “stunt” at the 
monthly meetings in the future, with a 
variance in prizes. 


Meetings Well Attended 


“The attendance at the meetings of the 
association is increasing and with the 
new ideas in contemplation, it is believed 
that many of the members who have been 
absenting in the past will show up again. 

“‘At just two o’clockonSaturday, May 6, 
President Scanlon called the meeting to 
order. Secretary Scholl read the minutes, 
and speaking of Secretary Scholl, it might 
be said that he is some speed artist, for 
he is surely ‘producing the goods’ in fine 
fashion, and the association is proud to 
have him as a member, as well as their 
Secretary and Treasurer. 


Stvle and Credit Committee 


“Two new committees were formed— 
one named Committee on Credits, its 
purpose being to supply the association 
with data on any information obtained 
regarding accounts for the use of members; 
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the other, Committee on Styles, will keep 
in touch with manufacturers and the trade 
to get information on the trend of styles, 
and to challenge members at the meetings 
to open discussion of their views and ideas 
from their contact with the shoe industry. 

“Frank Oberfield of the F. M. Hoyt 
Shoe Company gave a very interesting 
talk on shoe conditions from the stand- 
point of men’s shoe manufacturing. He is 
of the orinion that the coming Fall will 
see shoes for men featuring more conser- 
vatism in fashion, with broader toes ruling. 
M. N. Gethens of the Arnold Shoe Com- 
pany, makers of the ‘Glove Grip’ shoes, 
spoke in a similar strain, being emphetic 
in his statements that top grader will be 
plain in character, toe lasts broader, and 
while modified brogues styles will be 
shown, they will be less freakish than for 
some seasons past. He feels that the 
lesser extreme fashion will be the call for 
the coming Fall season. 


“It was deemed unwise to discuss 


women’s shoe styles, as there were many . 


salesmen at the meeting who represent 
women’s high-grade shoes who seemed to 
be ‘coy’ and ‘shy’ in starting an argument 
in this respect. 

The meeting adjourned at 3:45, and 
all left in a most joyous mood. 


Crandall in the Virginias 


“Chester H. Crandall of the Hilliard & 
Tabor Company, was in attendance and 
after adjournment made a grand rush for 
his train, as he is on a four weeks’ trip 
through the Virginias and was anxious to 
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JOHN P. MURPHY 
A recent addition to the P. Sullivan Company's 


salesforce, is now in charge of their New York 

office al 751 Marbridge Bldg. He i# now cover- 

ing the eastern part of the territory, formerly 
covered by Charles Auer 





display his samples down that way. [If his 
dreams are realized, he will sell more than 
any two of the salesmen out for that firm 
this year, for he is assmedly overflowing 
with enthuriasm.”’ 


The McGovern Salesforce 


The members of the selesforce of the 
McGovern Shoe Company, Columbus, 


Salesmen and Execulives0fC. § E. Shoe Co., Columbus, as they appeared at a recent sales convention... Lhe.mén até now in their territories 
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Ohio, are now in their territories as follows: 
J. M. Stanley, Ohio; Harry McGovern, 
Southern Ohio and West Virginia, West- 
erp Pennsylvania; H. D. Stanley, Indiana 
and Michigan; Frank Neekamp, South; 
P. C. McGovern, New York and Eastern 
States; J. W. Kavanagh, Illinois; T. L. 
Simpson, Iowa and Nebraska; M. P. 
Bringardner, Wisconsin and Minnesota; 
Howard Kemp, Missouri and Southwest; 
J. J. Reilly, Pacific Coast. 


The C. & E. Salesforce 


The members of the C. & E. Shoe Com- 
pany’s salesforce are now in their terri- 
tories as follows: John T. Akre, South 
Dakota; Wm. G. Benham, Jr., Southern 
Ohio; John H. Boyle, Oklahoma; C. C. 
Crockett, City .of Chicago and vicinity; 
Jack Gillies, Michigan; J. C. Grimes, 
West - Virginia, Delaware, Maryland; 
F. B. Gross, Iowa, Nebraska; A. E. God- 
win, East Texas, Arkansas; Wm. E. Hard- 
ing, Illinois (Chicago and vicinity ex- 
clusive); R. Hock, Northern Ohio; Rich- 
ard Hocking, Michigan; E. M. Mayhew, 
Kansas, Missouri; V, J. Miller, Indiana; 
E. J. Oates, Eastern Pennsylvania; J. P. 
Schlosser, Virginia, North and South 
Carolina; G. A. Spring, Wisconsin; C. K. 
Sweason, Minnesota, North Dakota; 
C. R. Tubb, West Texas; Joe Valdes, 
Alabama, Florida, Georgia, Louisiana, 


Mississippi; J. T. Vance, Western Penn- 
sylvania; C. H. Wiggin, New York and 
New England States; G. T. Pumphrey, 
Kentucky, Tennessee. 
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Zeigler Boys Visit Boston 


E. J. Andrews and Harry Le Favor, 
who travel for Zeigler Bros., recently 
ran up to Boston from the Philadelphia 
factory to take a look around the Boston 
market and get some ideas on styles and 
conditions prior to starting out on their 
various trips. 


“Teddy” Gutwein with 
Gregory & Read 


Theodore Gutwein, better known, es- 
pecially in Ohio as “Teddy” left Boston on 
May 4, en route for his headquarters at 
61 Davies Building, Dayton, Ohio, ‘and 
with him he carried the Gregory & Read 
line of samples for immediate delivery. 
“Teddy”. left Dayton on April 15 and 
arrived in Boston on April 17. He wanted 
to get a line of women’s shoes, and started 
out on his quest, with a will, going to 30 
New England factories, also to many in 
Brooklyn, and after inspecting them all 
decided on Gregory & Read’s line. 

“Teddy” also reported at the office of 
the Boot and Shoe Recorder on his arrival 
and invoked its aid. Having spent three 
weeks in Boston studying the shoes which 
compose his present line, and after making 
the acquaintance, not only of the per- 
sonnel of the Gregory & Read factory, 
but many other New England manu- 
facturers and other members of the trade, 
Mr. Gutwein felt that his last official act 
before setting forth on his Western trip 
should be a call at the Recorder office to 
tell of his findings. 


Off for West, May% 


“Teddy” therefore “breezed” into the 
Shoe Traveler Department of the Boot 
and Shoe Recorder at precisely 2:30 on 
Thursday afternoon, May 4, announced 
that he must catch the three o'clock train, 
and gave “a rapid fire’’ address in which 
he eulogized New England and its people, 
from officials to the office boy, for the 
splendid treatment which had been accord- 
ing to him from all along the line 


Completely “Sold” on New England 


“I honestly believe,” said “Teddy,” 
“that Gregory & Read are making the¥ 
best merchandise of their kind in New 
England and of the character that my 
trade will want. I am looking forward to 
a very good business on this popular priced 
merchandise. This line carries with it 
style and individuality, plus the Gregory 
& Read quality. I want to briefly and 
concisely say a word right here about the 
very favorable impression I have received 
of the high-grade morale, and product of 
New England shoe manufecturers. Never 
in all of my experience have I met men of 
any finer type. The average Westerner 
comes to New England with his mind 
filled with wrong impressions regarding 
this section of the country. This I think 
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is due to the unfavorable propaganda 
which has been carried on against New 
England for a number of years. . New 
England shoe manufacturers are most 
alert to the possibilities of selling their 
merchandise West. The man living out- 
side of New England who has never made 
a study of New England’s shoemaking, 
its personnel and its high-grade policy 
has really missed a great part of his educa- 
tion. The courteous manner and clean 
business tactics of the New England shoe 
fraternity are delightful. I am leaving 
Boston with the greatest respect for its 
shoe industry as a whole.” 

Mr. Gutwein also expressed himeelf in 
glowing terms of his pleasure in making 
the acquaintance of the General Manager 








Cc. B. MERRILL 


Who travels New England for Mrs. A. R. Keing 
with headquarters = 243, 10 High Street, 
‘oston 





of the Recorder; he feels that any young 
man seeking to learn about the shoe in- 
dustry should immediately come to the 
Recorder office, as here he can get complete 
information, and also derive the advan- 
tages of a personal visit with the execu- 
tives of the Recorder, regardless of time 
or cost. 


Era of Prosperity Here 


“Teddy” also had a word to say about 
business conditions. He feels that we 
are elmost on the threshold of an era of 
when shoe merchants are going to buy in 
the manner they have heretofore adopted. 
He believes that business conditions 
throughout the United States as a whole 
are improving very rapidly, especially in 
the steel industry and railroads, which 
will have a wholesome effect upon the shoe 
industry. He advises retail shoe mer- 
chants to order for Fall at least a certain 
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percentage of their Fall wants now, if 
they wish to avoid the unfortunate ex- 
periences they may have had in the past 
six months of late deliveries and not 
having salable merchandise at the right 
time. 

“Teddy” travels Ohio complete, calling 
on the large trade, also Detroit, Indiana- 
polis, Louisville, Wheeling, Pittsburgh 
and surrounding cities for the past 12 
years. He is well known in the ter- 
ritory, having traveled out of Milwaukee 
for 12 years for a big Western concern. 


Congratulations 
to Moran 


W. F. Moran, now vice-president of 
Lunn & Sweet Company of Auburn, Me., 
formerly one of the most popular “‘boys on 
the road” in the Middle West is going 
around with the “smile that won’t come 
off,’ and with a pocket full of cigars for 
general distribution. 

Bill is receiving congratulations on the 
birth of a little daughter, Rita Cecelia, 
who arrived on this sphere May 2nd early 
in the morning. 

Bill says you have to get up early in the 
morning to beat a Moran any time, and 
furthermore while she may not be a good 
shoe salesman, he admits that she is a 
wonderful shoe salesman’s daughter, and 
is the best order he ever booked. 


Rice With Hartman 


Harry F. Rice, formerly with Field 
Bros. & Gross of Auburn, and for the past 
few months in attendance at the Boston 
office of the Hartman Shoe Company, is 
now on a Southern trip. Mr. Rice is a 
man thoroughly versed in the manufacture 
and selling of women’s fabric shoes, is well 
known and liked throughout the trade 
and will be glad to look out for the wants 
of his customers in every way possible. He 
reports that business conditions in the 
South are greatly improved. The addition 
of Mr. Hartman to the shoe traveling force 
of the company was necessitated on ac- 
count of its rapid growth and its endeavor 
to render the best of service to its cus- 
tomers. 


Al Oldaker Adds 
Watson Line 


A. E. Oldaker, who recently took on the 
men’s line of the Conrad Shoe Company 
of Brockton, Mass., has added another 
representation, namely that of The Wat- 
son Shoe Company’s “Preventor”’ scien- 
tifically stylish shoe for women. This 
latter line he will carry in his present 
territory of greater New York, Long 
Island and New Jersey. “Al’s” head- 
quarters are at Suite 438, Marbridge 
Building, Broadway, at 34th Street, New 
York City. 
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HETHER flashing from beneath the heavy brocaded gown 

; and multitudinous petticoats of a Madame Pompadour of 
Louis XV’s Court, or proudly displayed on the slim, trim foot of the 

maid of the moment, attractive footwear has always held the interest = 





of the wearer and obser ver. 


It is the wise retailer who leads his critical feminine patron to that 
which is always triumphantly distinctive—the shoe with the Dia- 
mond Brand Fast Color Eyelet. 





United Fast Color Eyelet Company 


Poston, Massachusetts 
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HEADQUARTERS for WHITE SHOES 

















POPULAR SELLERS READY TO SHIP 
Efficiently Made—Nationally Advertised—Carried in Stock. 











No. B 44 








Bto D $2.35 
Women’s Buckle Pump 


B 44—White Imperial Cloth Turned 
rn, Sliding Buckle, Low Covered 


$2.35 
B 45—Same, except with Button... .$2.35 


Made in our Haverhill Factories 


No. B—3218 
B 3218—Men’s bpeanes Duck Blutcher 

Oxford, McKay.. . $1.65 
B 3216—Same, comes mredight lew: Oxford, 
medium wide toe...........+eeee5- $1.65 


Send Your Order NOW! 





DtoE $1.65 





For other styles see our complete Spring catalog 


OUTING SHOE COMPANY, 530 Atlantic Avenue, Boston 9, Mass. 


No. B.2014 


AtoD $2.40 
B 2014—One-Strap Pump, White Imperial 
Cloth Turned Sole, Low Covered 

PEDO. oven dts 00 sa ch dwanec oieuen $2.40 
B 2015—Same, five-eyelet Oxford . . .$2.40 
B 2205—Same as 2014, other grade. .$3.35 
B 2206—Same as 2015, other grade. .$3.35 


OMOLM mM4=TS 













White Krest Kloth 
“BABBIE ” 


Widths AA, C. _ Price $4.25 Net 


IN STOCK B-101 
Round Toe Last with 


ONE-INCH Wood Cuban Heel, All Patent 
¢ Leather ‘ oe. as ams all sizes. AA, 
Price $4.75 Net. 


In Stock --Ready Now 


 BABBIE” 


Most Popular Model of the Season 


IN STOCK 
B-103 


Black Satin 


“BABBIE” Widths 
AA, C. 


Price $4.75 Net 





Unusual Opportunity 
salle bey Gertiich Quality 





ity is here afforded | 












IN STOCK 
B-105 
White Eider Button 
“BABBIE” Widths 


AA, C. 
Price $4.75 Net 


IN STOCK B-102 


Patent Leather Vamp, with{Gray Ooze Calf 
Quarter. This dainty “BABBIE” Combina- 
tion, as above, all sizes, AA'A, B, C,widths. 


Price $5.00 Net 





> 
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FOR 
418 “Pavent Coltkig IMMEDIATE 
419—Dull Gun Metal 
Calf. B-D.......$4.50 DELIVERY 
WRITE 





FOR 
IN STOCK 
CATALOGUE 
The Raglon 


430—Toney Red Calf. 


Bikaner US 





B—D.. ...;- ++ «$4.60 Note—All shoes with Armortred Rubber Heels 
431—Black Gun Calf. : 
B-D. $4.60 or soles. 


620- Mahogany : Veal. 
*-D 00 


C-D.. 0 
621—Black Gun Veal 
c-D. $4.00 


Terms—2% 10 days, net 30 
widths, 5% 10 days, net 30 


Solid ‘case to 


Ub W GORDA (© jc 


(5° 
. 149 Duane Street 








New York 

















The Sportster 

446—Toney Brown 
Calf, Leather Sole. 
OS See * | 
445—Schmidts’ Toney 
Red Saddle, Rubber 
Sole. ........-.. - $028 
631—Mahogany Veal, 
Leather Sole. C-D $4.15 
632—Mahogany Veal, 
RubL.r Sole. C-D $4.40 


The Victor 


435—Toacy | B]r o wn 
a. De ie 


Cc ico cee 
436—Black Gun Calf 


B-D 60 
622—-Mahogany Veal. 
-D $4.00 


Cc i 
630—Patent Coltskin. 
i Er 
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Business On Upward Swing 
Reports from East, Middle West and South 


By JOHN WHYTE, Ph. D. 


Director of Research, National Association of Credit men 


USINESS is distinctly on the up- 
B ward trend, according to reports 
received by the National Associa- 
tion of Credit Men from 88 representative 
concerns in ten different lines of business 
in Eastern, Middle Western and Southern 
States. Of these concerns 78 per cent report 
sales in-dollars for March, 1922, better 
than for February of this year and 55 per 
cent report their sales in dollars better for 
March of 1922 as compared with March, 
1921. Collections for March, 1922, com- 
pared with February, 1922, also show an 
improvement, 59 per cent reporting im- 
proved collections. As compared with 
March, 1921, howevér, collections have 
fallen off slightly; only 46 per cent report 
better collections in March, 1922, as com- 
pared with the same month of the preced- 
ing year. In answer to the question, “Has 
the revival of business activity reached 
your line?” 67 per cent answered “yes,” 
as against 33 per cent who answered “no.” 
The complete summary of all the trades 

is as follows: 

Summary 

1. Comparing their figures with Feb- 
ruary, 1922, 59 per cent report collections 
for March better, 34 per cent stationary 
and 7 per cent worse. 

2. Comparing sales in dollars for 
March, 1922, with those for February, 
1922, 78 per cent report better sales, 13 
per cent stationary and 9 per cent worse. 

3. Comparing sales in units for March, 
1922, with those for February, 1922, 76 
per cent report improvement, 15 per cent 
stationary sales, 9 per cent worse. 

4. Comparing their figures with March 
of last year, 46 per cent report better col- 
lections for March, 1922, 18 per cent sta- 
tionary collections, and 36 per cent worse. 

5. Comparing the figures with those for 
March, 1921, 55 per cent report sales in 
dollars better for March, 1922, 11 per cent 
stationary, and 33 per cent worse. 

6. Comparing the figures with those 
for March, 1921, 65 per cent report sales 
in units better for March, 1922, 8 per cent 
stationary, and 27 per cent worse. 

All lines report better business in March, 
1922, as compared with February, 1922. 
February, however, is a short business 
month. With the exception of the Iron and 
Steel group, which shows decidedly better 
business for March, 1922, as compared 


with both February, 1922, and March, 
1921, business in March, 1922, although 
generally better than in March, 1921, is 
not uniformly so. Drugs and chemicals, 
paints and varnish, dry goods and notions, 
and paper show up well in a comperison 
of March, 1922, figures with March, 1921, 
figures. The other groups show at the most 
only a slight improvement. On the basis of 
these reports it would seem that the im- 
provement in business as a whole, is due 
to the increased activity of the construc- 
tion industry, which comprehends not 
only building in its narrower sense but 
construction of railroad equipment as well. 
That activity should gradually be com- 
municated to other groups and should go 
far to offset the downward pull that comes 
from the inability of the farmer to buy in 
his usual quantities. 

A detailed summary by trades follows: 


Summary by Trades 
Boots and Shoes 


Twelve reporting from Virginia, Ala- 
bama, Ohio, Wisconsin, Missouri, Illinois, 
Pennsylvania and Massachusetts (3). 
Comparing figures for March, 1922, with 
those for February, 1922: Collections: 10 
better, 1 stationary, 1 worse. Sales in dol- 
lars: 11 better, 1 worse. Sales in units: 10 
better, 1 worse. Comparing figures for 
March, 1922, with those for March, 1921: 
Collections: Four better, 3 stationary, 5 
worse. Sales in dollars: 5 better, 2 sta- 
tionary, 6 worse. Sales in units: 7 better, 
5 worse. To question re revival of business 
activity: 8 yes, 2 no. 

Clothing 

Seven reporting, from Ohio, Pennsyl- 
vania, Michigan, and New York (4). 
Comparing ‘figures for March, 1922, with 
those for February, 1922: Collections: 3 
better, 3 stationary, 1 worse. Sales in dol- 
lars: 3 better, 3 stationary, 1 worse. Sales 
in units: 4 better, 2 stationary, 1 worse. 
Comparing figures for March, 1922, with 
those for March, 1921: Collections: 2 
better, 0 stationary, 5 worse. Sales in dol- 
lars: 4 better, 0 stationary, 3 worse. Sales 
in units: 4 better, 0 stationary, 3 worse. To 
question re revival business activity: 2 yes; 
2 no. 


Drugs and Chemicals 


Seven reporting, from Michigan, Ala- 
bama, Louisiana, Virginia, Tennessee, New 


York, Wisconsin. Comparing figures for 
March, 1922, with those for February, 
1922: Collections: 6-better, 1 stationary, 0 
worse. Sales in dollars: 6 better, 0 sta- 
tionary, 1 worse. Seles in units: 5 better, 
1 stationary, 1 worse. Comparing figures 
for March, 1922, with those for March, 
1921: Collections: 5 better, 1 stationary, 
1 worse. Sales in dollars: 5 better, 1 sta- 
tionary, 1 worse. Sales in units: 5 better, 1 
stationary, 1 worse. To question re revival 
of business activity: 4 yes, 3 no. 


Dry Goods, Notions, Etc. 


Eight reporting, from Minnesota, Indi- 
ana, New Jersey, Wisconsin, Missouzi, 
Pennsylvania (3). Comparing figures for 
March, 1922, with those for February, 
1922: Collections: 5 better, 3 stationary, 
0 worse. Sales in dollars: 4 better, 3 sta- 
tionary,0 worse. Sales in units: 3 better, 3 
stationary, 0 worse. Comparing figures for ~ 
March, 1922, with those for March, 1921: 
Collections: 5 better, 1 stationary, 2 worse. 
Sales in dollars: 6 better, 0 stationary, 2 
worse. Sales in units: 6 better, 1 stationary, 
1'worse. To question re revival of business 
activity: 4 yes, 3 no. 


Furniture 


Five reporting, from Indiana, Wiscon- 
sin and Michigan (3). Comparing figures 
for March, 1922, with those for February, 
1922: Collections: 1 better, 3 stationary, 
1 worse. Sales in dollars: 3 better, 0 sta- 
tionary, 2 worse. Sales in units: 2 better, 
0 stationary, 2 worse. Comparing figures 
for March, 1922, with those for March, 
1921: Collections: 2 better, 2 stationary, 
1 worse. Sales in dollars: 3 better, 1 sta- 
tionary, 1 worse. Sales in units: 2 better, 
1 stationary, 1 worse. To question re 
revival of business activity: 2 yes, 3 no. 

Groceries 

Twelve reporting, from Indiana, Michi- 
gan, Tennessee, Iowa, Georgia, North 
Dakota, Illinois (2), Pennsylvania (2), 
Wisconsin (2). Comparing figures for 
Mareh, 1922, with those for February 
1922: Collections: 6 better, 4 stationary, 
2 worse. Sales in dollars: 6 better, 4 sta- 
tionary, 2 worse. Sales in units: 5 better, 
5 stationary, 1 worse. Comparing figures 
for March, 1922, with those for March, 
1921: Collections: 4 better, 3 stationary, 
5 worse. Sales in dollars: 3 better, 1 sta- 
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‘Where to Buy 


Women’s Shoes 











The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


2 In Stock Specialists of 
Nig \ 


Women’s Shoes, Party 
Slippers and Novelties. 


Write for Catalogue 











COLLINS & STAPLES 
Makers of 
Hand Turned Low Cuts 


aa feathes, | inch one 
le on 


our = Ay otide bes Girl's 
last. 
118 Phoenix Row 
Haverhill, Mass. 
183 Essex St. 


Room 
Or 













BLEECKER STYLES 


Are the last word in footwear 
for stylish women 
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< Styles made 3) Do 
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ye GUSTIN Co NEW YORK «, 











FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 











IN STOCK 
PRICE $1.35 
» Women’s Quality 

Satin Boudoir 


Colore—Black, Old Rose, Copen, Orchid, 
Lavender, Alice Blue 
FREEMAN & THOMPSON SHOE CO. | 
Manufacturers ““Comforets” St. Paul, Minn. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
76 River St_, Haverhill, Mass. 
Boston Office 
207 Essex Street 
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tionary, 7 worse. Sales in units: 5 better, 
1 stationary, 5 worse. To question re 
revival of business activity: 4 yes, 7 no. 


Hardware 


Twelve reporting, from Minnesota, 
Utah, Ohio, Kentucky, Missouri, Michi- 
gan, W. Virginia, Pennsylvania, Con- 
necticut, (4). Comparing figures for March 
1922, with those for February, 1922: Col- 
lections: 7 better, 5 stationary, 0 worse. 
Sales in dollars: 11 better, 0 stationary, 1 
worse. Sales in units: 11 better, 0 station- 
ary, 1 worse. Comparing figures for March, 
1922, with those for March, 1921: Collec- 
tions: 5 better, 2 stationary, 5 worse. Sales 
in dollars: 6 better, 1 stationary, 5 worse. 
Sales in units: 6 better, 1 stationary, 4 
worse. To question re revival of business 
activity: 8 yes, 3 no. 


Iron and Steel 


Six reporting, from Pennsylvania (2), 
Ohio (3), and Alabama. Comparing figures 
for March, 1922, with those for February, 
1922: Collections: 4 better, 2 stationary, 
0 worse. Sales in dollars: 6 better, 0 sta- 
tionary, 0 worse. Sales in units: 6 better, 0 
stationary, 0 worse. Comparing figures for 
March, 1922, with those for March, 1921: 
Collections: 5 better, 1 stationary, 0 worse. 
Sales in dollars: 6 better, 0 stationary, 0 
worse. Sales in units: 6 better, 0 stationary, 





0 worse. To question re revival of business 
activity: 6 yes, 0 no. 


Paints and Varnish 


Eight reporting, from New Jersey, 
Pennsylvania (2) and New York (5). Com- 
paring figures for March, 1922, with those 
for February, 1922: Collections: 4 better, 
4 stationary, 0 worse. Sales in dollars: 7 
better, 0 stationary, 0 worse. Sales in 
units, 6 better, 0 stationary, 0 worse. Com- 
paring figures for March, 1922, with those 
for March, 1921: Collections: 4 better, 
0 stationary, 3° worse. Sales in dollars, 6 
better, 0 stationary, 2 worse. Sales in 
units: 5 better, 1 stationary, 1 worse. 


Paper 


Eight reporting, from Texas, Illinois, 
lowa, Nebraska, New York, Pennsyl- 
vania and Massachusetts (2). Comparing 
figures for March, 1922, with those for 
February, 1922: Collections: 3 better, 4 
stationary, 1 worse. Sales in dollars: 7 
better, 1 stationary, 0 worse. Sales in 
units: 7 better, 0 stationary, 0 worse. 
Comparing figures for March, 1922, with 
those for March, 1921: Collections: 3 
better, 2 stationary, 3 worse. Sales in dol- 
lars: 4 better, 3 stationary, 1 worse. Sales 
in units 7 better, 1 stationary, 0 worse. To 
question re revival of business activity: 
7 yes, 1 no. 


BOSTON 


What the Public Is Buying 


White Shoes Have Commenced to Sell—Many Are on 
Display—Patents and Sport Combinations Leading 


HITE shoes have commenced to 

sell and there is a great variety of 
them—in combination with patent, red, 
green, periwinkle and blue, kid trimmings, 
—or in the pure, immaculate white. 
Almost every window in town shows 
some white canvas, kid, or calf shoes, and 
interior display cases are everywhere 
brightened by spotless white, or white in 
combination with other colors. One big 
shoe department showed eight interior dis- 
play cases of whites. This store reported 
on Monday last that white shoes were 
the leaders, but the majority of the other 
stores investigated revealed the fact that 
patent leathers and sport shoes still had 
the lead. And these shoes were favorites 
in semi-pointed toes and as to heels 
everything above the military. 


Cuban Heels are Popular 


The public has strongly expressed a 
preference for a Cuban, a Spanish and the 
full Louis heels—in heights above 9/8 of 
an inch. This does not mean that the 
8/8 and7/8 heels are not selling—they are 
in large numbers, but their wearers buy 
them chiefly for sport wear, for tramping 


and for business. For dress, the young 
women say higher heels. Plain strip 


. patent leather pumps with Louis heels and 


pointed toes are selling. Buckles in 
rhinestone and ornaments in rhinestone 
and enamel are good sellers and are much 
worn on women’s shoes. Black and gray 
has proved a good combination, and while 
rubber soles and heels are selling well, 
leather soles with rubber heels seem to be 
a little more popular 


A Parisienne Atmosphere 


At the women’s shoe department of 
William Filene’s Sons Co., a case of 
“Frenchy” shoes, made by Bally of 
Switzerland, in patent leather, with fancy 
stitching gave a very “chic’’ appearance 
to the display; as well as anklets of jet 
with a diminutive rhinestone buckle and 
silver pendants—these sold at $3.50 
apiece, as milady wears ornaments only 
on one leg at a time. 

The Henry H. Tuttle Company, a very 
pretty shoe for feminine feet was shown in 
a white canvas, with 3% inch vamp, 
16/8 patent leather finished heel and two 
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straps of patent leather, cut-outs at the 
side, buckle fastened. 

At the shoe department of Shepard 
Norwell Co.’s, Mr. Andrews reports that 
quite a few plain black kid staples are 
selling, also some white canvas shoes and 
as to heels a semi-Louis and a new type of 
wood heel, on the Cuban type. 

Gilchrist’s window showed a_ very 
attractive collection of growing girls, 
misses.boys’ and children’s shoes. 


Retail Salesmen Elect Officers 


The Boston Retail Shoe Salesmen’s 
Association held its annual meeting on 
Monday evening, May 8, at Dupont’s. 
Dinner was served at 6:30 P.M. There 
was a good attendance. Secretary M. 
Daley reported that he had received a 
message that day from William H. Morgan, 
Past President of the Association, who is 


BOOT AND 


Hanan & Sons. The Secretary was 
instructed to cast one ballot for Leonard 
W. Hollis, of Thayer McNeil Co., as 
President; C. M. Sewall, of Walk-Over 
Shoe Store, Tremont Street, Vice-Presi- 
dent; R. W. Daley, of Daley-Williams Co., 
Secretaay, and E. A. Kuhlen, of T. E. 


Moseley Co., Treasurer. 


Officers Outline Policies 


The principal officers gave short 
addresses in which they outlined their 
policies for the coming year. Leonard W. 
Hollis, the new President, was for the 
past three years Chairman of the Educa- 
tional Committee of the Association, and 
is recognized as an able and conscientious 
worker for the advancement of the best 


interests of the association and its 
members. He asked for the co-operation 


of all. 
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Women’s Shoes 














Lower Priced 
than the Best, 
Better Quality 
than the Rest! 


Send for catalogue 


MAID-RITE FELT SLIPPER CO., Inc. 
35 York St., Brooklyn, N. Y. 






















E. A. & M. C.Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Facto: 
Haverhill, Mass. 
Boston Office 
Rice Bldg. Room 406 

















LEONARD W. HOLLIS 
President of Boston Retail Shoe Salesmen's 





Cc. M. SEWALL 
Re-elected Yada FA Boston Retail Shoe 
Sal 's ialion. ‘ x 


r. Sewall sells men’s 





Association and Chairman of the Ed 
Committee. Mr. Hollis sells women’s shoes 
alt Thayer McNeil Company 


shoes at the Walk-Over Shop, Tremont Street, 
Boston 





now Manager of the A. E. Nettleton Shoe 
Company at New Haven, Conn, wishing 
to be remembered to all the boys stating 
that he was getting along very nicely in 
his new position and wishing the incoming 
President and officers all success. 
L. W. Hollis Is President 

A ballot committee, consisting of 
Messrs. Daley, Chalmers, Hill, Andrews, 
Creed and Smith, were appointed to count 
the ballots for the new executive com- 
mittee. The following were. elected: 
H. E. Curcier, of Walk-Over Shoe Store, 
Tremont Street; E. Roy Smith of Jordan, 
Marsh Co; E. N. Chalmers of the Ground 
Gripper Co.; P. F. Girard of the Oblast 
Shoe Store; Fred Holder of William 
Filene’s Sons Co.; Henry Dahil of Thayer 
McNeil Co., and Thomas Stickley of 


C. M. Sewall, the re-elected Vice- 
President emphasized in his talk— 
punctuality; the necessity of live members 
and good attendance at regular and 
executive board meetings; E. A. Kublen, 
re-elected Treasurer, promised his best 
efforts in safeguardng the treasury; R. W. 
Daley, the very efficient secretary, who 
has been unanimousl yre-elected every year 
for the past eight years, assured the 
members of his continued good work in 
their behalf, especially on the employment 
feature of the association, in which he has 
specialized and has been successful in 
placing a great number of men in the 
various stores. As President Hollis so 
well expressed it in his introduction of 
Mr. Daley-—“If there is any question up 
for discussion, ask Daley.”” Mr. Daley 








FERN & POOR CO., Inc. 
Manufacturers 


Women’s Turn 
mforts 
Boots & Slippers 
for the wholesale trade 











WOMEN’S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, 
and production is “hitting on high.” The 
high-quality standard will be better main- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St. Haverhill, Mass. 








Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 

Inquiries Prompt 





y 


Felatiner-O’Coanell 
hoe Co., 











Harding Shoe Co., 


Inc. 
Makers of Women’s Turn Shoes Specialis- 
iA in High-Grade Novelties 





BERNARD L. DURGIN 
Sales Representative 


Factory 
Haverhill, Mass 





— 


STOCKBRIDGE SHOE COMPANY 
a 





HAVERHILL, MASS. 
USA 








Getting New Trade 
is mainly a-matter of going after it. Write 
our Dealers’ Service Department for new 
ways of bringing customers to your store. 
BROOKS SHOE MFG. CO. 
1731-41 N. 6th SE. Philadelphia 
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Where to Buy 


Men’s Shoes 




















TROMrson BROS . SHOE 
FINE SMOEMAKERS 
BROCKTON 











Stacy Adams Co. 

















A Sample Order for 
a Pair or a Dozen 
Will Start You Right 


T. D. BARRY =. 
Brockton - - Mass. 

















Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N.Y. 


























stated that the goal for fall should be 
250 members. On motion of Mr. Green- 
wood, the June meeting has been indef- 
initely postponed. 

A vote of thanks was given to the 
Ginter Co. for their courtesies during the 
past year and the Secretary was instructed 
to write the Ginter Co. to that effect. 


Offer Services at July Exposition 


On motion of Henry P. Dahl, seconded 
by Mr. Greenwood, it was voted that in 
view of the fact the National Shoe and 
Leather Exposition, Inc., will be held 
July 10-13, and also in view of the fact 
that one of the chief aims of the Boston 








R. W. DALEY 
PE tn yy Secretary of the Boston Retail Shoe 


nt th ‘or the eighth consecutive 
year. Mr. ‘Daley i the firm of Daley, Wil- 
iams Company, Boston 








Retail Shoe Salemen’s Association is the 
scientific fitting of feet, we offer our 
services to the committee of the National 
Shoe and Leather Exposition, Inc. 

The chair appointed a committee, 
consisting of Henry P. Dahl, R. L. Upton 
and P. F. Girard to wait upon the com- 
mittee and offer the services of the 
association. 


A “Corking” Entertainment 


The entertainment at this meeting was 
one of the best ever—In addition to the 
College City Four, who rendered a group 
of songs, a vaudeville show given under 
the personal direction of Mary E. Swan, 
in which ten of her pupils participated in 
songs and dance and sketches. 


Joseph Delany in East 


Joseph Delaney of the leather house of 
J.K. Reynolds & Co., 221 West Lake 
Street, Chicago, is in the East. There is 
some rumor among his baseball friends 
that he had had an offer to play with some 
big leagues as catcher Mr. Delaney, so it 
is reported, has seen quite a few years of 
service as a semi-pro and there is no 
doubt but what he would be a help to 
most any team. 
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W. W. Willson purchases 
Estate 


The big real estate transaction of the 
past fortnight was the purchase by 
W. W. Willson, N. S. R. A. Director, of 
one of the most valuable pieces of property 
in Wollaston, Massachusetts, the home of 
the late Ex-Mayor Bryant. On the 
premises, there is a little lake containing 
31,000 square feet. The estate is well 
laid out, there are big driveways and fine 
shade trees. The ten-room house has 
three bathrooms, and the dining room, 
which the real estate agent says is one 
of the best in Quincy, is finished a 
out in mahogany. 


New Chandler Catalogue 


The 1922 seasons’ catalogue issued by 
W. K. Chandler, Inc., 125 Summer Street, 
has just come from the presses and is 
being distributed to the firms on the 
mailing list of the above company. The 
book is very fully illustrated with the 
specialties which the house carries for the 
retail trade and offers wide opportunity 
for buyers to make selections. Several 
pages are devoted to the popular strap 
ornaments. “Flexo” bows and “Winner” 
brand shoe laces are given prominent 
position. A page carries buying informa- 
tion on “Perfection” shoe ribbons. An- 
other page offers “‘seasonable suggestions.” 
This catalogue suggests the service which 
W. K. Chandler, Inc. is rendering the 
trade. 


Radio Advertising 
Returns Big 
As a‘result of the radio broadcast lec- 


ture of B. C. Goulston, General Manager 
of the Dr. Reed Cushion Shoe Store, 


. delivered, April 22 on “The Care of the 


Feet,” in which he offered to send to 
“‘listeners-in”’ a pocket polisher, éver 200 
requests were received in one week’s 
time. An attractive newspaper ad, 
showing a man and woman radio user 


* connected with the Dr. A. Reed Cushion 


Shoe Store, asks the public “Have You 
Listened in to Dr. Reed’s Radio Talks on 
Foot Comfort?” 


Elite Shoe Manager Weds 


John M. Van Kleeck, general manager 
of the Elite Shoe Company of Holbrook, 
Mass., and Miss Mabel T. Mann, 19 
years old, and a graduate from the 
Stetson High School at Randolph: were 
recently married. 


Round Table Conducts 
Demonstration Sale 
A demonstration sale was the chief 
feature of the meeting of the May 3 
Round Table of the Boston Retail Shoe 
Salesmen’s Institute, in which Miss 


May 13, 1922 








a ee at .. oe 2 Oe 


42865. ==] = » SS — 


or 
m 
m 
Fi 











May 138, 1922 ‘ 


Goddard of the Prince School of Sales- 
manship was the customer and William E. 
Robey, a Jordan, Marsh shoe department 
salesman, made the sale. The customer 
paid for the shoes by her check and 
Salesman Robey wrapped up a pair of 
6%A black calf, two-straps, 8/8 heel, at 
$10.50 After the sale was made, crit- 
icisms were offered and a general discussion 
took place. F. T. Shirley of the Gardner 
Last Co. gave a talk on lasts, from the 
maple blocks to the finished products. 
The usual five minute talk by one of the 
members was given by Mr. Ballantine, who 
talked on “Alaska and its Development.” 
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On Wednesday, May 13, Professor 
Whitehead of Boston University, in ex- 
change for the talk on selling given by 
Messrs. Evans and Hamilton of jthe 
Institute, talked to the members of the 
round table on “Retail Selling.” 

A demonstration was also put on by the 
United States Rubber Company, two 
men being sent over from New York 
especially for this purpose. Mr.:Moonan 
of the production department, gave a talk 
on “Construction” and also treated the 
merchandising end of the business and one 
of the men from the factory showed the 
class how a rubber shoe was “built.” 





ROCHESTER 


Increase In Sales Volume Reported 


Sport Styles Ahead, of Course, But There Exists, Also, a 
Steady Demand for Staple Oxfords 


ITH the advent of balmy Spring 
weather there has been a notice- 
able increase in the volume of business in 
the retail stores here, and shoe merchants 
have enjoyed their share of the trade. 
While, on the whole, the figures still reflect 
business depression, the situation’is very 
encouraging and some dealers have be- 
come optimistic over trade prospects. 
Of course, the demand is principally for 
low-cuts from the staple lines to the 
snappy, jazzy sport models. Although 
sport shoes are very much in demand it is 
interesting to note that there still is a 
persistent cal] for the old staples, black 
and tan oxfords. Hosiery also is selling 
well. 


Sport Oxfords Selling 


A sport oxford that is popular here 
with the women is one in chrome tanned 
leather, natural color, with tan calfskin 
trimmings; another is in tan calfskin with 
trimming of chrome tanned leather in 
instep saddle, short wing tip and heel fox- 
ing. Laced oxfords for street wear are 
sought in either tan or black domestic 
gruin leather, with instep saddle, shield 
tip, brass eyelets and low walking heel. 


Weekly Meetings Held 


Shoe merchants are meeting regularly 
here every Tuesday at the Chamber of 
Commerce to discuss conditions in the 
trade. An informal discussion was held 
at the meeting last Tuesday and con- 
siderable optimism was expressed. 


Merchants to Form 
Association 


Tentative arrangements, preparatory to 
organizing an association for the advance- 
ment of business, were made this week at a 
meeting of East Avenue retail merchants. 
Following a general discussion, plans for 


another gathering on May 18th, at. which 
it is believed other merchants will be 
present, were announced. A committee 
was appointed for the purpose of interest- 
ing East Avenue merchants not -present 
at the meeting. East Avenue is Rochester’s 
“Fifth Avenue” and merchants on that 
thoroughfare, including shoe merchants, 
think all will benefit by the formation of 
an East Avenue Business Men’s Associa- 
tion. 


Fred Meyers Il 


It was learned here this week that Fred 
Meyers, of Meyers Shoe Store in Front 
Street is seriously ill. 


Purchasing Agents to Convene 
in Rochester 


Considerable interest has been ex- 
pressed here in the national convention of 
the National Association of Purchasing 
Agents to be held in this city for five days, 
beginning May 15th. In connection with 
the gathering there will be the “Informa- 
show”’ at Exposition Park at which about 
two hundred different commodities will be 
displayed. 


Working to Improve Main 
Street 


Sentiment already is beginning to crys- 
tallize in Rochester for the improvement 
of Main Street, and shoe men are in- 
terested in the discussion. In an address 
before the Rochester Real Estate Board at 
its annual dinner recently Roland B. 
Woodward, secretary of the Chamber of 
Commerce, spoke on “Better Buildings 
for Rochester,” and said that the realtors 
by advice and suggestion to ownets of 
property in Main Street could do much to 
bring about a change in sentiment to make 
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PULLMAN TRAVELING SLIPPERS 


better"than ever in Quality and fit 
Stork Aillman’ 


sadtor,owners of 7iade 

DULL 9162 a doz. 
GLAZED KIT #182 
Coloxr Black and Brown 
full sizes 3 toll in Stock 
M. GUSTIN WO, ~A 
Wwidse st 
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at 
v 11 South Street 
Boston 
(BROCKTON 


COTS ho 


FOR MEN 


~OPERATIVE 
e BOOT a SHOE 
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Stock Dept. 5 
Is at Your Service 
THE STETSON SHOE CO. (Inc.) 








South Weymouth, Mass. 














Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory at 
Brockton, Mass. 

















UNION S 


| MEN’S 















Frederick S. Peck 


A 


W Worcester, Mass. 
Men’s and Women’s 
Sport and College Shoes 
_ Boston Salesroom 
weneseven 207 Essex Street 
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Where toBuy 


Men’s Shoes 





CRAIG -REED & EMERSON INC 4 
& BROCKTON MASS 











HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


OF 
SHOES AND RUBBERS 








Every Wednesday and Friday 











WheretoBu y 


Ballet Slippers 


SUMITH Bench Made 
Professional Hard Box 
Ballets. Black Kid 
and Pink Satin in 
stock. 

Wm. Sumner Smith Co. 


SRW. Rooduns, New York 
326 W. Menree Chicage 


TURKISH SLIPPERS 
IN STOCK AGAIN 


No. Pe Lig 
ed from Constanti- 
pogte. All Sises and 
for Immediate 



















Write for 


Sample and K.M. STONE CO. 
Price—Dept. B. 12-14-16 E 22nd St, WY. 

















Where to Buy 


Boys’ Shoes 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 























the buildings in that thoroughfare more 
presentable and more in keeping with the 
size of Rochester. He said the satisfac- 
tion of a Rochesterian with his city is 
jolted “when he stands and contem- 
plates the skyline of our beautiful Main 
Street.” 

“I do not know whether a few timely 
funerals would help it or not, but it needs 
help,”” Mr. Woodward said. “This is a 
great city in many respects, in its parks, 
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and its homes, but we haven’t anything to 
brag about in this Main Street of ours.” 


Phelan to Sell Educators 


H.H. Phelan & Co., of Rochester, N. Y., 
have been appointed exclusive Educator 
dealers for that city. Harry Phelan re 
ports much interest in this nationally ad 
vertised and well-known shoe in his city, 
responses to the preliminary advertising 
being most satisfactory. 





LYNN 


Making Shoes for Occasions 


Style, Size and Color Make a New Combination; Automobiles 
Encourage Short Skirts and Fine Footwear; Side Lace 
Oxfords and Flapper Tongues Appear 


IZE, color and style are mixing in new 
array in footwear, made in Lynn. 
And use has its influence on styles, as well 
as on size and color. For instance, dancing 
shoes are made light and slim, while sport 
shoes are made stout and heavy. An 
order for novelty shoes, by the way, was 
cancelled the other day, or, at least, it was 
revised so that the soles on the shoes 
would be more suitable for summer 
dancing. 

Cut-outs on vamps and cutaways on 
sides make shoes look smalier, and shoes 
looking smaller the feet look smaller too, 
so designers say. Also the strap styles 
break the line of length. These are 
among new reasons given for the con- 
tinued popularity of strap and sandal 
style shoes. 

Colors do not seem to make feet look 
any larger. Yet some new color combina- 
tions are bright, even flashy. For in- 
stance, those new Russian low cuts have 
collars of patent leather lined with red kid. 
Strap pumps, that now have been selling 
for several weeks, present combinations of 
patent and red, patent ‘and periwinkle 
blue, and white and daffodil. These color 
combinations are as startling as the Lynn 
trade has seen for many a day, yet the 
shoes look small, comparatively speaking. 

As for the matter of usefulness of shoes, 
Lynn lines present a greater variety of 
types of footwear than in any former 
season. For instance, there are sport 
shoes, country club shoes, dancing shoes, 
dress shoes, college shoes an@ flapper shoes, 
all designed for “the occasion,” and many 
of them are made up in colors to match 
hosiery or apparel. 


Style Turning in 60 Days 

“Yes,” said Albert N. Blake of the 
Watson Shoe Company, “quick manu- 
facturing end quick merchandising are co- 
operating in the making of new styles, and 
plenty of them. As we see the markets, 
leading merchants are striving to turn 


their stock in 60 days. Some are doing 
better. Live styles are selling even in 30 
days. Some merchants take 90 days for 
turning their stocks. Things are different 
from what they were in the last century, 
when we often booked orders three months 
in advance and sometimes six montlis. 
To accommodate this quick merchandis- 
ing of shoes we manufacturers necessarily 
practise quick designing and quick pro- 
duction of shoes.” 


Quick Stock Shoes 


“Stock shoes are at a new high stand- 
ard,”’ says Mr. Colton, manager of the 
stock department of Williams, Clark & Co. 
“Merchants are relying more on stock 
departments, and naturally, we manu- 
facturers build up our stock departments. 
With reasons for stock departments every- 
body is familiar and I won’t re-argue them. 


‘But I would like to remark that stock 


shoes have been livened up by live style 
numbers. Also we are carrying more 
sizes than ever, so that we do a bit in the 
matter of ‘getting more shoes fitted 
right’ ” 


Automobile Influencing Styles 


“Certainly automobiles influence shoe 
styles,”’ says Phil Sanborn of Sanborn, of 
Lynn, Inc., pattern makers. “That is 
plain enough for anybody to see. For 
instance, millions of women drive suto- 
mobiles these days, and other millions ride 
in them, and they wear short skirts so 
that they can climb into an automobile 
with ease and grace. 

“Furthermore, the common use of 
automobiles encourages the sales of light 
and dainty shoes. Many a woman steps 
from her door into an automobile. So, on 
a rainy day, she wears her pretty pumps 
and not her boots and oxfords. 

“However, the automobile is not re- 
sponsible for strap styles. It may have 
something to do with the finish of the 
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soles of shoes. But the designing of 
uppers is purely a matter of style making, 
and these strap and sandal styles, so popu- 
lar this season, had their origin in the 
days when men drove chariots along the 
Appian way.” 


Says Louis Heels Have Won 


“Louis heels have won,” says Charles 
MoecLaughlin of the McLaughlin-Conway 
Company. “Once more do they adorn 
fashionable footwear. I was amazed 
when I saw the trend toward heelless 
shoes. The more heels were lowered, the 
larger feet looked and the heavier was the 
tread. Women pounded pavements with 
their heels instead of tripping lightly 
along on their toes. 

“As heels got lower and feet looked 
larger and the tread became heavier, 
style slumped into a slough of despond. 
Shoes, even on the feet of refined women, 
looked slovenly. But the sense of style 
has been saved. Once more are light and 
dainty shoes in increasing demand. High 
heels set the fashion again. Not only do 
they help to make the foot look small, but 
they also help to make its arches high and 
shapely.” 


Front Side Lace Shoes 


Some of the new side lace shoes have a 
flap like the flap on a former button 
oxford, only the new flaps are slashed to 
make them look like straps. The flap 
itself is laced to the quarter of the oxford 
with a small silk lace passing through 
four pairs of eyelets. 

Some flaps, by the way, overlap the 
quarter. Others are drawn to it by the 
laces and if the flap does not fit up to the 
quarter then the stocking may be seen 
through the laces. 


Flapper Tongues with Jewels 


Flapper tongues, once called shawl 
tongues, are made for trimming sport, 
street or even dress shoes. Some of them 
are ornamented with jewels. For instance, 
a flapper tongue of patent leather has a 
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bar of platinum studded with diamonds. 
Both platinum and diamonds are imita- 
tion. The bar may be bent to fit the 
arch of the instep. Another type of 
flapper tongue has a piece of soft alumi- 
num between the tongue and its lining, 
and it can be molded to fit the arch. 

These tongues are made of patent, dull 
black, white, brown and gray leathers. 
Some are perforated. All of them are 
fringed. Most of them fasten to tongues 
of oxfords or straps of pumps with thread 
stitches or metal clinches. A few are 
made with eyelets so that they can he 
laced into oxfords. 


Booklets for Consumers 


So many new ideas are coming up in 
the orthopedics of the foot that the public 
wants to know the features of the shoes 
offered them. The Cotter Shoe Company, 
Lynn, Mass., issues, for distribution by the 
merchant to his customers, an attractive 
booklet on formative shoes, measuring 
34%x 4% inches. This booklet shows the 
little problems of footwear in readable 
fashion. Here is a paragraph or two 
from it: 

“The average woman doesn’t know very 
much about the anatomy of the foot—and 
she cares less. She utterly refuses to bur- 
den her mind with the intricacies of foot 
measurements and shoe measurements and 
‘metatarsals’ and ‘longitudinal and an- 
terior arches,’ and all the other scientific 
detail which enters incognito into the 
comfort-producing makeup of her foot- 
wear. 

“We don’t blame her! It would be an 
unnecessary burden on the feminine 
mind—a burden that only the skilled 
shoemaker should have to carry. Well, 
then, is it possible for Miss Debutante and 
Mrs. Housewife to equip themselves, 
wherever they wish to, with shoes that 
are both pretty and comfortable? 

“Can they anywhere obtain shoes that 
have attractivel y-formed narrow foreparts, 
smooth-fitting insteps and arches, perfect 
flexibility throughout and smartly shaped 
heels, and at the same time complete 
comfort? Yes, in Formative Shoes.” 





HAVERHILL 


Patent Leather in Good Demand 


Orders Come From All Parts of Country and Demand for 
Patent Cut-Out Patterns Are Most Wanted 


AVERHILL manufacturers report 

that patent leather continues in 
heavy demand from merchants in all parts 
of the country. Patent leather pumps of 
various patterns, particularly cut outs, are 
bringing to all Haverhill factories orders 
for immediate and- future deliveries. All 
patent pumps, also combinations with 
gray or brown suede are trade favorites at 


the present. It is the belief of many 
members of the local trade that patents 
will sell right through the hot-weather 
months. 


A Block That Thrift Built 


“That building,” said a member of the 
local trade, indicating a brick structure in 
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Where toBuy 


Children’s Shoes 









‘Bonita: Shoe * Baby 


TURNS and SOFT SOLES 


In Stocl< 


Send. tr Cotakg 


AH Martin@ i 


Mehew #ROCHESIER NY 











<The B sp FOOTWEAR CO. 
© VWla: clare 
INDIAN MOCCASINS, BOOT SOCKS 


FOOT COMFORT 


SLUMBER SLIPPERS 
FACTORY 1, OSWEGO. N-Y. 








: Soft Soles and Moccasins 

Ask your Jobber for our 
Sonihe We DO NOT sell 
the retail trade. 


Newecomb-Anderson Shoe Co. 
; ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 181 Essex Street 












SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock—All 
leather moccasins, soft soles. 

Prices range from 

$2.50 doz. and up- 
wards. Also a full line 
of Ladies’ Pump Straps 


NU BABY SHOE CO., East Lynn, Mass. 








Where to Buy. 


Miscellaneous 




















ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 
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Where to Buy 
Shoe Ornaments 
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THE NEWEST IN SHOE ; 
OVA MENTATION 
Pumps. For La 
and Theo Ties Lr Straps 
attached Your samples are 
ready. Leathers — single 

or two-toned effects. 
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° SHOE BUCKLES | 
DETACHABLE STRAPS| 
SHOE BEADING | 


s 


Seabeo METAL HARNESS BUCKLES! 
FASHIONORNAMENTCO. | 


1S MYRTLE AVE BROOKLYN N.Y 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. I. 

















For All the Latest 
CONVERTING STRAPS, 
BUCKLES, LEATHER 
BOWS or BEADED 
ORNAMENTS 
Write to 


Vanity Novelty Works 
913 Gates Avenue 
Brooklyn, 











BEADED 
BUCKLES 


AND 


Set WALNUT sta: PHILADELPHIA 


















Whereto Buy 
Boudoir and Ballet 
Slippers 

















TRY OUR 
Boudoirs and Ballets 











Oriental Slipper Co. Inc. 
118 Phoenix Rew, 
Haver Ma san 





the shoe district, “is a monument to 
thrift and industry. About 25 years ago,” 
continued the speaker, “the man who 
owns that building hired a factory base- 
ment from me, paying $8 a month. There 
he made his goods for the shoe manufac- 
turing trade. He would frequently begin 
work as early as four or five o'clock in the 
morning and continue until late evening. 
His business grew. After a few years he 
moved to larger quarters, and his trade 
continued to expand. Now, his factory 
occupies a large part of that five-story 
building which he built not long ago at a 
cost of about $100,000. To me, that 
building supplies solid proof of what 
working and saving will accomplish dur- 
ing a period of years.” ° 


Good Orders from Western 
Trade 


Charles P. Ellis of Hopkins & Ellis, 
makers of women’s turn shoes, returned 
this week from an extended tour of the 
wholesale trade in Middle Western and 
far Western cities. Mr. Ellis secured 
orders for immediate as well as for future 
delivery. This concern is extending its in- 
stock department which has been, during 
the past few weeks, under great pressure 
by the demands of merchants in all parts 
of the United States. 


Showing Children’s Shoes 


L. B. Dudley of L. B. Dudley Company, 
manufacturers of children’s shoes, is mak- 
ing a three weeks’ Western trip, calling on 
the wholesale trade. He is visiting sev eral 
of the larger cities, including Chicago, St. 
Louis and St. Paul. The Dudley line of 
children’s shoes has been on the market for 
about 30 years, and always identified with 
Haverhill. 


Charter Granted to Shoe 
Concern 


The Mohican Shoe Company, Inc., of 
Haverhill, has been granted a charter un- 
der Massachusetts laws, with a capital of 
$10,000. Officers of the company are: 
Clinton Barchard, president; William E. 
Fellows, treasurer; Mary E. Fellows, clerk, 
all of Haverhill. 


Manufacturer on a 
Western Trip 


Collins & Staples, manufacturers of 
women’s turn slippers, are increasing the 
facilities of their factory in-stock depart- 
ment. At the present time they are 
featuring white shoes for immediate de- 
livery. A.G. Collins of this firm is mak- 
ing a three weeks’ trip among the principal 
cities of the Western and Middle Western 
states, calling on the trade with novelty 
styles of C. & S. turns. 


Goyette Superintendent of 
Gorman Factory 


Joseph Goyette, who is retiring as 
general agent of the Shoe Workers’ Pro- 
tective Union, Haverhill, has +éecome 
superintendent of the Gorman Shoe 
Company, makers of women’s fine turns 
and slippers, Victory Building, Haverhill. 

The principal owner of the Gorman 
Shoe Company is Mrs, Charles Feehan, 
whose father was James H. Gorman. 
Mrs. Feehan is said to be the @nly woman 
proprietor of a shoe factory in Massa- 
chusetts. 


Cushman Interests Sell Out 


The Cushman interests in Cushman & 
Hebert, Inc., manufacturers of women’s 
shoes, 414 River Street, Haverhill, Mass., 
have been purchased by P. Hebert and 
his son, P. A. Hebert. 

This is one of the oldest and best-known 
shoe manufacturing firms in Haverhill, 
having a capacity for 3000 pairs daily. 
There will be no other change in the 
organization. The selling will be under 
the direction of Lyman G. Perkins, 207 
Essex Street, Boston, Mass. 





A. A. Ordway Dies 


One of Haverhill’s former shoe manu- 
facturers, Alfred A.*Ordway, died sud- 
denly May 6, at his home in Haverhill, 
at the ripe age of 85. Mr. Ordway for 
many years was identified with the pro- 
duction of women’s turn boots and shoes 
of high grade. Quality, not quantity, was 
Mr. Ordway’s motto. He designed his 
own styles and superintended details of 
production. He claimed the first use of 
and exclusive right to the word “Don- 


* gola,” although it later was generally em- 


ployed as a name for fine kid leather. 
Mr. Ordway was an expert in amateur 
photography. He was chairman of the 
Board of Trustees of the John G. Whittier 
Home in Haverhill, was instrumental in 
preserving the poet’s homestead, and 
formed the Whittier Association. Mr. 
Ordway had been long retired from active 
business life. 


Former Merchant Dies 


Had been Retired Several Years 
Ago to Enter the Real Estate 
Business. 


Charles F. Hill, 70 years of age, for- 
merly a well-known shoe dealer of Louis- 
ville, who retired some years ago and 
entered the real estate business, from 
which he retired a few weeks ago, died on 
April 18 at his home in Louisville. Mr. 
Hill came to Louisville in 1875 from Bal- 
timore, and established a retail store in 
the downtown section, operating as 
Charles D. Hill & Co. 
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BROCKTON 


Unanimous For Free Hides 


Increase in Government Revenue Would Not Justify Increased 
Cost of Shoes at Retail 


ROCKTON manufacturers, salesmen 
and factory employees are unan- 
imously of the opinion that free hides are a 
vital necessjty to the shoe manufacturing 
and shoe selling trade. A 15% duty on 
hides as proposed in Congress will result in 
higher prices on shoes such as-are made in 
Brockton and elsewhere. The revenue to 
the Government would be, it is stated by 
manufacturers, trifling compared with the 
increased cost to every buyer and wearer 
of leather shoes. Not only that, but the 
duty would seriously handicap the export 
of both shoes and leather, which branch 
of the trade is in a bad way, even under 
present conditions. As a clincher, the 
manufacturer states that the packers may 
make $7,000,000 or $8,000,000 additional 
through the increased value of the hides. 
On the other hand the American people 
will pay about $100,000,000 additional for 
shoes and other goods made of leather. 


Laying Out an In-stock Line 


“In playing the factory in-stock game,” 
remarked one of Brockton’s manufac- 
turers,” it is of vital importance that 
styles should be carefully planned. In 
selecting our in-stock styles for Spring we 
invited the co-operation of our traveling 
representatives. The samples were sub- 
mitted to salesmen who represent us in 
New England, South, Southwestern and 
Middle Western States, also New York 
City and adjacent territory. We carefully 
considered their opinions of the samples 
together with the idea of our factory men. 
The result of this composite opinion was 
that of ten styles selected all have been 
sellers. I think this is of interest to 
merchants at this time when they are 
depending more and more upon factory 
in-stock departments to supply seasonable 
styles and prompt service.” 


Featuring Well-Known 
Trade Mark 


The fact that M. A. Packard Co.’s 
Brockton factory is located on a main 
thoroughfare between Boston and the 
Cape Cod district has enabled that 
cocern to do an effective publicity stunt 
on the grounds in front of the building. 
A large sign bears the words ““The Packard 
Shoe’’together with the familiar trade 
mark and the name of the concern. The 
lettering is in contrasting color with the 
background, thus making an effective 
appearance. At night the sign is illumin- 

_ ated by two nitrogen electric lights so that 
automobilists and pedestrians can by 
night, as well as by day, be reminded when 


passing, of M. A. Packard Co., and the 
line with which it has been so long 
identified. 


Factory Being Enlarged 


The popularity of sport soles and rubber 
heels has brought to the Panther Rubber 
Co., in the neighboring town of Stoughton, 
a business so large as to require a 24 hour 
a day running schedule of production. 
To assume their trade of the quick service 
which has been supplied during the past 
few months the Panther Rubber Co., is 
enlarging its Stoughton factory. The 
tendency toward better grades of footwear 
in all lines is reflected in the increased 
sales of the Panther soles and heels. 


Death of Shoe Manufacturer 


George N. Tougas, president of George 
N. Tougas Shoe Co,. Boston, also for 
many years head of the Brockton Die Co., 
died in Brockton May 3rd, after a week’s 
illness, in his 47th year. Mr. Tougas had 
been a resident of Brockton for more than 
30 years. The concern, of which he was 
at the head was incorporated in Boston in 
1918. A widow, daughter and four sons 
survive him. 


Thin Toes in Men’s Lasts 


Lasts makers in Brockton are showing 
thin, wide toe lasts for men’s shoes. A de- 
pression in the insole of the shoe provides 
the needed foot space required by the 
thinning of the last at the toe. These 
lasts carry 7-8 heel. 








Garage for Employees 


East Weymouth, Mass.—Something 
unique in the line of a garage, which is 
attracting favorable comment, has been 
completed by Edwin Clapp & Son, Inc., 
at the plant in East Weymouth, Mass. 

Many employes coming from a distance, 
have found it convenient to make the trip 
to and from the factory by automobile. 
They were obliged, however, to park their 
cars in the open. In Winter many pre- 
ferred to give up the automobile and come 
by train or trolley with resulting incon- 
venience. 

Edwin Clapp & Son’s solution of the 
matter has been this immense, fireproof 
two level garage, affording plenty of room 
to accommodate the cars of all employes. 

It is heated by steam from the factory, 
is lighted by electricity, equipped with 
wash stands, and has all facilities for 
keeping cars clean. 
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The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. $50"*" Yc" 


Tenneries at Danvereport 














T. W. qoes-s, Pres. 
. G DONALD, Mig 
JONES, Treas. 


F. E. JONES COMPANY 
corors MAT KID 


95 South Street, Boston 



















Most 
efficient 
cleanser for 
factory so 
shoes. Sold in bulk, 
Prices on request. 


Cleaning Compounds Mfg. Co., Inc. 


Sole Licensees of Fe, Biooeher Co. 
Hempstead, N 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
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Miscellaneous 

















COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











UNIVERSITY =, 


~ 


ELEctRorvee UR | 





15> Esoex St Boston 
71 Bentia. St Brockton 














ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All mandy to Mail 


F. 8. ROOT COMPANY 
Sales Service and Advertising 


6 Beacon Street Boston, Mass. 











FOR SALE without any money down, or 

To Let, little over 10 cents square foot, brick 

Sostery. Haverhill, Mass., oat 58.000 4- u- 

acturing purposes, any part sq. feet. 

Five floors and low 

Blower and electric lighting system already 

installed 

New England Wood Heel Co., 93 Essex St., 
Tel. 3703. ws 
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BROOKLYN 


In Stock Business Good 


Some Inquiries for Fall Have Appeared But Comparatively 
Few Orders Have Been Booked 


N-STOCK demand made on Brooklyn 

manufacturers continues fairly heavy 
and those factories that stocked well in 
advance on strapped models are doing a 
good business. Advance orders are light. 
Some orders are being placed for nearby 
or immediate delivery, which means as 
soon as ready, but they are largely for 
filling in purposes. Most of the factories 
are now turning out shoes for delivery 
within two or three weeks. Some of the 
smaller shops are making them in even 
less time. 

Inquiries for Fall shoes have appeared, 
but orders are not materializing to any 
extent, largely because of the style situa- 
tion. It is felt that the forthcoming style 
show will help define the Fall style trend 
and will lead to a materialization of some 
of the orders forecast by the inquiries. 


Strap Models Still Lead 


Style talk around Brooklyn still centers 
largely on strapped shoes. Most manu- 
facturers do not see much of a chance to 
break away from this type of footwear, 
and in fact, few of them seem to desire 
any radical change at present. Boots are 
discussed from time to time, but little 
place is assigned them in the Fall prospects, 
outside of orthopedic or common sense 
footwear. 

The Russian boot, so far as Brooklyn i+ 
concerned, seems to be a thing of the past. 
The plain Russian boot has been ruled 
out of the style show and manufacturers 
here do not see much of a future for it 
Some of the producers who have been 
active in making Russian boots are now 
trying to discourage its vogue. 


NEW YORK 


Men Buying More Freely 


In Fact, Some Merchants Report Gains Greater Than Those 
Made in Sales to Women 


HE retail business in New York and 
vicinity in the first week in May was 
characterized by most merchants as 
“fair,”’ and gave promise of a considerable 
expanded demand to come later on in the 
month. Better weather was given as the 
principal reason for the increase in sales 
volume. Some of the retailers of men’s 
footwear reported business showing a 
better increase than did the retailers of 
women’s footwear. Men, it is felt, have 
delayed buying as long as possible and 
are now being forced to it by warmer 
weather, which makes the heavy grained 
leather models that have been in vogue 
during the Winter somewhat uncom- 
fortable. 


No Pronounced Style Tendency 


In women’s shoes there is no pronounced 
new style tendencies. Although novelties 
are being brought out almost daily, in the 
main, they are variations of the strapped 
models. All reports indicate that straps 
are still good, and will continue so for 
some time to come. 

Among the novelties are the Czarina 
boots shown by Franklin Simon & Co. 
This is a combination of the collar effect 
of a Russian boot set on the crossed instep 
strap pump. The shoes are attracting 
considerable attention. both among con- 
sumers and other retailers. Some varia- 
tions of the Russian boot, smoked elk and 


tan with a strap fastening, for instance, 
are noted. Lattice effects are considered 
good by the exclusive Fifth Avenue shops 
and are being shown largely in beige or all 
white for Summer wear. 


Dress Made of | Stockings 


A full size wax figure with a dress fash- 
ioned completely of silk stockings, was a 
novel note in show window dressing, dis- 
played recently in the Cammeyer, 34th 
Street window. 


More Interest in Better 
Grades 


One of the exclusive upper Fifth Avenue 
retail merchants reports a good increase in 
new customers. The shop has not been 
open very long and the addition of cus- 
tomers now is indicative of a renewed 
interest in high-grade footwear, according 
to the manager of. the store. 


Men Buying Patents 


Men’s patent leather evening and 
dancing slippers are going good, according 
to a number of exclusive dealers. The 
men’s sport business also is showing up 
strong, with the opening of golf links in 
this vicinity. Smoked elk and buck in 
combinations with calf are the best sellers. 
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STYLES 





WOMEN’S OXFORDS 





250 
Tweed Last 
Pearl Elk in err $5.35 
Bi Duflex Ribbed Sole and Heel 
A to D wide 


252 
Tweed Last 


Brows BS Seert Coes hasenaeestsaacered $5.35 
Red Ribbed Sole and Heel 
A to D wide 


256 
Same shoe as 254, with Red “Duflex” Ribbed Sole 
and Heel. A to D wide.......... $5.35 


258 
Tweed Last 
Gray Calf Oxford, White Calf Apron 
Leather Sole and Heel 
AA to D wide 
$5.15 








Sport Last 

Top Rap Spare Outed 

Brown van Apron 
Red Duflex Ribbed Sole and Heel 
B to E wide 

$5.85 

508 
Newton Last 
P & V 104 Tan Oxford. ........:.......5.. $5.50 
A to D wide 


408 
Newton Last 


BOSTON 
183 Essex Street 651 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Number 312 









The Dalton Company Inc., Brockton, Mass. 


CHICAGO 
706 Security Bidg. 
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Pattern 2331 


The shoe shown above is the product of an organization that has gained recognition 
for making shoes right. Right in style, right in materials, right in workmanship. 
It makes for a difference in results in retailing to have shoes right. 


Co-operating with us in service to the retail trade are many wholesalers, to whom we 
will gladly direct retail buyers impressed with the above example of reliable New 
England shoemaking. 


If you want something that will quicken sales and make every purchaser a friend of 
your store, stock this number—A two-button patent one-strap turn with cut-out vamp 
and quarter. 


Witherell 8 Dobbins Company 


Quantity Producers of Quality Shoes 


Haverhill, Mass. 


2) | Boston Office, 110 Lincoln Street 


m ' The W & D Line is Featured in the Chicago 


————— Market by Harper Kirschten Shoe Co. 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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PORT 
Oxfords 


When you get a sport oxford 
No. R 695 that’s brimming over with 


Smoked H rt Oxford with i 
Cherry Pedder Mg. sg style, and has the stand-up 
cent ia on a along with it, you have some- 


$3.50 thing worth while on which 
No. R 693 to base a real volume of 


Pearl Elk with Patent Apron. Other- business. Here is an oxford 
wise same as No. R695. 244-7, 
BCD of that sort. 


$3.50 


IN STOCK | 


Telegraph and Mail 
Orders Promptly Filled 


WeAS WaaerCe- 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO NEW YORK, N. Y. 
i2W. Monroe St. 123 Duane St. 


ST. LOUIS, MO. PITTSBURGH, PA. 
1408 Washington Ave. 923 Penn Ave. 











-————____—_- ——— 


Cr Or - O_O O3O3 EO 
— —— —$—$S$—$F$_$=_$_—_——————————_——_ .._ _— 
The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Industrial Boom Approaches 


Spring Ushers in New Era of 
Prosperity, Merchants Believe 


HE rule that anticipation is better 

than realization is not a hard and 
fast one. A majority of the leading shoe 
merchants here who expected business to 
pick up at Easter time have been more 
than elated at the unusually brisk pace 
at which shoes are being taken from the 
shelves. The hope that the general de- 
pression which had set in, would give 
way to times more closely resembling nor- 
mal was more than realized. 

Practically every city and near city in 
western Pennsylvania is now represented 
in the active labor list, which a few short 
months ago was depleted by at least 50 
per cent. Glassport, a small town in 
Allegheny county, populated almost en- 
tirely by railroaders, mill workers and 
general laborers, four months ago was 
completely stagnant. Today, everybody 
in it is working almost to capacity. 


Demand for Sport Wear Grows 


There are other noteworthy examples, 
equally impressive, all of which show that 
the prime need of foot covering will not 
be neglected nor forgotten, owing to more 
spectacularly-exploited commodities. But 
the reasons for greater sales are found not 
alone in improved labor conditions. The 
fact that shoe merchants in general here 
are entirely educated in the latest selling 
methods has played no small part. The 
number of dealers who are simply sitting 
in their shops waiting for customer to 
‘chance in are a practically forgotten specie, 
and in almost every store in this territory 
a new spirit of enterprise is rapidly taking 
hold, either because of keener competi- 
tion or alertness of the merchant. 


Two-Color Slippers Selling 


Another reason for unusually good 
business at this season is the sudden de- 
mand for sport wear. This territory is 
sadly equipped in supplying the outdoor 
recreational wants of the public, and the 
cramped, crowded conditions conduce to a 
desire to be as comfortably outfitted as 
possible; and anything savoring of the 
outdoors can find a quick market here. 
Never before has the desire for the flashy 
footwear been so common among. the 
female element. Heretofore, the two-color 
slipper of the style now worn was a rarity; 
today it is the very thing the flappers are 
crying for and which women in general 
regard as quite appropriate for general 
use. All of which accounts for an unusual 
enthusiasm among the shoe trade in 
general in Pittsburgh, as Summer forces 
an entrance. 


Shoe Departments 
Successful - 


The George M. Wilson stores here re- 
port a growth of their shoe departments. 
Five years ago, the founder of this con- 
cern operated a single clothing store. 
Today he has three of the finest general 
men’s haberdashery institutions in the 
city, with departments in other men’s 
wear, notably a shoe section that is draw- 
ing a fine element of patronage. In its 
most recent advertisements, it featured 
the Selz six-dollar shoe. 


Rosenbach Store Discontinues 


The Rosenbach store, which introduced 
second-floor retailing of shoes to the Pitts- 
burgh public some 10 years ago, taking a 
small room in the Pittsburgh Life Build- 
ing, and which gradually increased its 
floor space until almost the entire floor 
was utilized, withdrew from business 
May 1. Originally featuring a $2.85 shoe, 
which for a time enjoyed immense popu- 
larity, the rise in leather values two years 
ago caused the firm to boost its retail rate 
to $4.65. Conflicting conditions regard- 
ing lease along with stiffer competition 
with the birth of about 10 other stores of a 
similar nature in the last few years have 
been assigned as the reason for the with- 
drawal. 


Merchants Hold Convention 


At the annual convention of the Mer- 
chant’s and Business Men’s Southwestern 
District Association in the General Forbes 
Hotel here recently, several.shoe dealers 
from Pittsburgh and surrounding terri- 
tory were conspicuous, particularly those 
of the lerger establishments. The sub- 
jects that formed the bulk of discussion 
had to do with “reducing overhead,” 
“retail credits” and kindred topics. A. N. 
Fraser, treasurer of Boggs and Buhl, 
former head of the credit department 
there was one of the principal speakers. 


Featuring Advertised Shoes 

Kaufmann’s, largest department store 
here, is finding the featuring of particular 
brands at specific prices one of its best 
selling methods. For years it has sold 
French, Shriner and Urner shoes, and 
made little effort to advertise any other 
brand. A few months ago it inaugurated 
an extensive signboard campaign on be- 
half of a “K-O”’ shoe at $8.50 only; and in 
recent newspaper advertisements an- 
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nounced a big reduction in Rice and 
Hutchins low shoes for women and girls 
for a limited period, the rate being $2.95. 


Wholesaler Narrowly Escapes 
Death 


Harold Dugan, proprietor of a whole- 
sale shoe store on Roberts Street here, 
narrowly escaped death when thieves, 
attempting to rob the place, fired five 
shots, all missing him. Dugan accident- 
ally apprehended the crooks on the job at 
about 8 o'clock one evening when he 
noticed a flashlight dancing about the 
room. As he started into the building, 
the thieves noticed him, and immediately 


opened fire, all of the shots going over his 


head into packing cases behind him. 
Dugan managed to back out and run 
after police, during which time the marau- 
ders made their getaway. 


An Important Law Shoe Deal- 
ers Should Note 


There is a law, passed as far back as 
1917, which merchants in general are pay- 
ing little attention to, and which should be 
lived up to. It is the Fictitious Names 
Act, having effect only in Pennsylvania, 
and intended for any institution, business 
or otherwise, which operates under any 
name other than the original name of the 
owner or founder. Thus, if John Smith, a 
merchant, should operate under the trade 
name of Smith’s Shoe Store, or even 
Smith's, he would be required, according 
to the terms of the act, to be registered. 
Proper blank forms are supplied by. the 
prothonotary of any county, or on applica- 
tion to the Secretary of the Common- 
weslth, Harrisburg, Pa. While there is a 
penalty of $25 for not so registering, there 
is an additional one of barring any such 
merchant from maintaining any action 
in a law court. The purpose of the act is 
to have every place of business registered 
as to ownership, and thus prevent fly- 
by-the-night concerns, whose owners are 
shrouded in concealment. 


Mrs. Laird’s Mother Dead 


Mrs. Jennie Rollings, mother of Mrs. 
William M. Laird, Jr., died here recently. 
Mr. Laird is of the controlling force of 
Laird’s, largest shoe store on Liberty 
Avenue, near the heart of the city. 


“To live a life of love and usefulness, to 


“benefit others, is the only happy life to 


live—try it. 

“Don’t worry about the soft soap some- 
body else has. He is doing just as much 
worrying as you are. 

“*After all, perhaps it is better to remain 
silent and be thought a fool, than to speak 
and remove all doubt. 

“‘A telephone pole never strikes an auto- 
mobile, except in self-defense.” 
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| IN STOCK 
For At Once Shipment 


Our Latest Novelty Slipper 
Excellent Quality. Patent leather, turn, full 
leather lined. Sizes 3 to 8, widths B and C. 
12. 18, 24, 36 pair case lots. 





Terms: 2/10—Net 30. Style No. 101 


Harry W. Felstiner & Co. 


HAVERHILL, MASS. 











L 
5 


ge S Soe Soe Se5e Seo Soe Se hese SeISe2 


IIIc 
Teele ae 


a a a a oo a aes 


IOI ee Ce ee ee Se 


——— es 
IOI ee ee ee ee ee oe oe Se 








| | Price, $4.25 




















“Little Shoes that Go Big’ 


QUALITY VARIETY 
While in New York— 





Visit Baby Shoe Headquarters 





‘ No. 400— 
SERVICE PRICE — Patent Pump, 
$1.45 
Ne. 100—Leather Lined ie. os ; : a or 
throughout. Sizes 3 to 8 izes |) ee 
75 b J 
1.75 No. 402—Patent Pu N 
No. 200- seitties bined H. M ALKIN S SONS hei. Sizes 114 to 5.. 1.18 
throughout. Sizes 844 to No. 403—Brown Kid 
il $2.25 120 WEST BROADWAY (At Duane Street) NEW YORK CITY Pump, Sizes 3 to 8. . $1.50 
No. 405—White Nu Buck. 


No. 300—Leather Faced 
$1.45 Sizes 3 to 8.........$1.50 


Sizes 3 to 8 














WE ARE LEADERS IN STYLE—DESIGN—VALUE 





Flapper No. 5007 No. 9024 Rhinestone Tassel No. 9280T 
No. 5007—Scotch Fringed Flapper Tongue, made in Our Rhinestone line is elaborate, and at prices that 
all leathers. Attachable to any style pumps—with or SEND FOR SAMPLES will surprise you. These are only 3 of our many 
without straps. popular numbers. - 

EDW. E. KAHN CO. 310 Fulton Street, Brooklyn, N.Y. KAHN & BUICK, Inc. 
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THE COMFORT SHOE THATS ALSO SMART 


J6T. Cousins Co New York 


Makers of 
High-grade Shoes 
for Women 

for 74 Years 
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Grede Shoe 


Stock No. B-408 





Seca, READY TO SHIP 


A stylish ready-selling oxford; 
built of “Barnet’s Russia Calf.” 
“Van Dyke” shade. This last 
has proven an easy fitter, and 


best seller— 


“Lorraine” Last 


Perforated Cap, Vamp and Lace 
Stay, 7 Iron Sole, Six Invisible 
Eyelets, 13-8 inch Heel Sizes 
AAA 5-8%, AA 414-8, A4-8 B, 
and C, D, 3-8. 


SEND FOR A SAMPLE PAIR 


WHITMAN & KEITH COMPANY 


Brockton, (Campello”Station) Mass. 











Real Leather 
Shoe Polisher 


Extremely Well Made 


Price, $21.00 Gross 
in Cun in Gold $24.00 Gross 
A clever advertising novelty of a profitable 
merchandising specialty. 


SPECIALTY LEATHER GOODS CO. 


64 REACH STREET BOSTON, MASS. 

















BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to 
take for granted the things the owner said, and then wait for experience 
to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man's word for it. The pedigree would 
show his ancestry and race and give you an idea of the animal's capacity 
for speed and endurance. 


It’s the same in beying advertising space. Some publications sell 
“just a horse” and you have to take their ci ion t with a 
pinch of salt. 


The Boot & Shoe Recorder is blooded-stock. An 
A B C statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 




















TAG ALONG WITH HOWARD 


7, JAR 
SEO ORECOEH ZHOWA = 
Si PRINT M7 


Printing 


A Barometer of Commercial Prosperity 


x 


BODES AS 


Irrespective of your business activity, your 
printing must fit its scope. , no mat- 
ter how low the cost, you are paying dearly for 
it. 

Printing diflers tom other industries in that 
it deals with every calling and is closely identi- 
fied with the pi ity of each. A manufac- 
turer of shoes has but little interest in the piano 
industry; but both the shoemaker and the piano 
man are interested in printing —S to their 
individual needs. There are few callings, in- 
deed, in which the intelligent or the careless use 
of printing does not mean a big difference in 
their success. 


The more you think this over, We feel, the 
more you will agree your printing should be ex- 
actly right—not nearly so. 


There is no obligation, expressed or implied. 
in connection with calling us in to assist you 
a estions. It’s what the Howard Service 
Sta 


THE HOWARD PRINT, INC. 
Quality and Service 
Campello Station, Brockton, Mass. 


“*, 


Oe 


PPR OMS 


Lee RSOGEL: 
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LOPS BEF RIGS? 


CONSE D SS COG OMI GEC OSE 
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Pet iel i) Mee ene nee Teel Tele eli Tiel iii 


CHANDLER’S POPULAR PRICED STRAP ORNAMENTS 


Send for sample assortment No. 1-embracing 18 assorted styles and colorings 
of fancy metal and inlaid designs, priced at $1.50 to $4.50 doz. »r. 


a Negat  e) » 
Dy 





Our new catalogue shows latest designs in Converting Straps, High Grade Ornaments, 
Scotch Tongues, Laces, Buckles and other specialties. Write for copy. 


W. K. Chandler, Inc. 125 Summer St., Boston, Mass. 


Te LTTe Ie LUMO MOLL LULU LULL LL LU Lb bh 


ee MU MU PML MT @I el) © 1) 


SION LMU eM Me Mee lniel niin iil 


a0 


IN STOCK 


Patent Leather s, cs...04 96.50 

Patent Leather with Saddle and Straps of Beige Ooze 6.75 

White Calf ree ee ae 6.75 ; ** TROTTER” 
White Calf with Saddle and Straps of Patent Leather 6.75 8/8 CUBAN WOOD HEEL TURN 





Quality Shoes-in Every Sense of the Word 


SULD IN LOTS OF: 36 PAIRS IN a <- 


ow 
a 
2 


4\9 2 


a 


R oe ak th se te oe 
: 2 : P J A. e080 — It 1 . > 2 1 1 
THE FOLLOWING SIZE SCHEDULE a eee Be ee ee 
BERT E. DRAKE & CO. 
MAKERS 


PARK at CLINTON AVE. BROOKLYN, N. Y. 
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Blk. Kid Or 
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HIGH QUALITY BLACK GLAZED KID 


Turn Comfort Shoes 
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DRESS LAST 
No. 41. IN STOCK 


Bik. Kid 





ORDER 


Bik. Kid Two 
Strap Sandal 
B-C-D 24-9 
Rubber Heel 
$2.35 





No. 8 IN STOCK 
2.85 


Blk. Kid Pl. Toe Oxford. Leather 
Lined. Rubber Heel. B-C-D 2144-9 
No. 12. 3 Weeks Delivery 
2.45 


As above 

C-D z%-9. Rub 
$2.15 

\s above. Cheaper Grade 

No. 6 3 Weeks Delivery 
$2.50 


reasonable p 
\s above Stk. Tip Cheaper 
Grade 
No. 204. IN STOCK 
$2.25 
As above. Cheaper Grade. C-D 
2'_-9. Rubber Heel 






No. 15. IN STOCK 


No. 203 
IN STOCK 





Cheaper Grade 


ber Heel R 


Nature's Comfort Shoes combine 
Style, Quality and Service at a 


rice 


MADE 


NATHAN, MORPHY, & CO., Inc. 
LEWISTON, MAINE 






7ODAY Finest Workmanship IN 
ae | Extra Heavy Turned Soles STOCK ren. 206, 3. Wests Bett 

= : No. ia 8 y 
Terms are Ready to Ship Now dhave. Changer Gaede. 
5% 10 Days 
2% 30 Days 


DRESS LAST 


No. 29. 
IN STOCK 
Blk. Kid 
Two 

trap 
Sandal 
B-C-D 


DRESS LAST 
No. 344. IN STOCK 
3.15 






244-9 . 
ubber Heel 
$2.25 Ooze Lined. Rubter Heel. 
7 is“ 
No. 205. 3 Weeks Delivery a & 
As above. Cheaper Grade 
2.25 


As above. Bik. Leather Lined 


BY No. 40. 3 Weeks Delivery 
2.60 


As above. Cheaper Grad 
No. 43. 3 Weeks Delivery 





$3. 
Bik. Kid Imt. Tip Oxford. Gray 


No. 35. 3 Weeks Delivery 
$3.00 


2.40 
As above. Cheaper Grade 


One Strap 





3-¢ 























For Immediate Delive 
Fine Brooklyn Turns 





No. 108—White Washable Kid, One- 

Strap, 9/8 Cuban Heel, AA to C.... . $6.75 
No. 109—Same, in All Patent.. 6.00 
No. 110—Same, in Black Satin 5.75 


These Shoes are Ready for Your Inspection | 


NOW. 


while you are in New York. 


We invite you to call at our fac 


THE CLASSIC SHOE CO. 


FACTORY AND SHOWROOM 
39-41 York Street, Phone--Main 
cor. Washington Brooklyn, N. 








The Boot and Shoe Recorder will ‘eppree 


$6.75 


ry 


tory 


9194 jf 
¥; 


jate your men 


“FLAPPER” 
TODAY 


per” readily. 


MADE IN 
EVERY 
FASHIONABLE 
SHADE 





GET THIS NEW 


OUR cus- 
tomers will 
buy this “Flap- 


lt 


attaches easily 
—no thread, 
staples. Simply 
thread the lace 
through two 
holes conven- 
iently punched. 


no 


Will fit any lace oxford of stylish design. Bound 


to create a sensation. We make them in “A” " 


grade leathers only. 


Send for samples and prices 


C. R. WHITTREDGE & CO. 
245 BURRILL STREET 


tioning the publication in replies to advertisements. 


‘SWAMPSCOTT, MASS. 
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THE RADIO 


Patent Leather One Strap, 12-8 Cuban 
Wood Heel, Cel. Covered. Last 37. 
Three Inch Vamp. 


THE DUTTENHOFER-STEVENS CO. 


MAKERS OF 
WOMEN’S HIGH GRADE FOOTWEAR 


IOI 0c 
IOC OOOO eee ee oe oe oe 


Ii icc 


Ot ee eee ee 


_—————— = ee oo ae 


a a a a a a a a a he a a at a ate ae aie ate aie nie nie abe ah Ys 





CINCINNATI 


‘*Master Shoemakers’”’ 


———<<< =e ee ee ee 
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i 





2200 oooo oOo OOo oOo OOOO See ee eee . 
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Regis 


adelphia Oxford. B, 


C, D, E. 


SHOE 


When we first stocked 
these two numbers we 
really aidn’t anticipate 


sour NOW he tremendous demand 
Black Velour Calf Phil- the tremendous demand. 
For a few days we were a 


6-11. . $5.00 IN STOCK trifle late in filli 


—tat— 


No. 520 


Same style in 35 Rus- 


sia. 
GeBG. .... 


Q 


B, C, D, E. 
sovdeecn numbers. 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 


We are ready now—and 
they certainly are some 


n¢ orders 














BLOODED -STOCK 


If you were buying a horse and he was just a horse you 
would have to take for granted the things the owner said, 
and then wait for experience to show if he had spoken the 
truth. 


But if you bought a horse of blooded-stock that had a 
pedigree, you would not need to take the man’s word for it. 
The pedigree would show his ancestry and race and give you 
an idea of the animal’s capacity for speed and endurance. 


It’s the same in buying advertising space. Some publica- 
tions sell “just a horse” and you have to take their cir- 
culation statement with a pinch of salt. 


The Boot and Shoe Recorder is blooded-stock. An A BC 
statement is the pedigree that tells you what to expect in 
the way of speed and endurance. 
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BRANDED OR UNBRANDED 


FOR MEN AND WOMEN 
STOCK STYLES READY NOW 








B-962—Men’'s-Oxford. Barnett’s Van Ruba Vamp B-972—Men’s Oxford, P.& V. 104 Tan Calf, Single 
and Top. Goodyear Wingfoot Rubber heel. 12 iron sole, Goodyear Wingfoot 5 50 
single sole. Hard box. Belmont last. 5 50 Rubber Heel, “Our Advice” Last. $ ° 
Widths A to D. Code—“Classic.” ° 
B-975—Men's Gun Meta! Calf Oxford. Widths 


Last "Our Advice’ POO 





WOMEN’S SPORT SHOES 





B-109—Women's Sport Oxford. Smoked Elk Vamp : . 

sy toe he Th Sayer Bit one Sor fo 8 One 

Cola: 4. Leather Sole and Heel. Hard Box Toe. 

Widths A to D. 125 Last. Code— 5 10 = Aaa am spew ee 125 last. $5. 35 

“Dora.” Price ° to ar 

B-110—Woimen's t Oxford, As 109 only made a s Sport Oxford. Brown = Be 5 

Widthe A Dr Cade fede on on od hed End bor. Orane fitted ‘Bg = 
t ‘ot x. e 

m... PE asian $5.35 ie Widthe AteD. Cole Dia 5 ge 35 


Charles A. Eaton Company 


“The Sterling Shoemakers of New England”’ 


BROCKTON, MASS. 


NEW YORK—127 Duane Street ATLANTA —226 Peachtree Arcade 


BOSTON —207 Essex Street 
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k, mah 
fe will sell your gi 


creases your 
both Ly and 6 


ey dos. 


bring you puttects every 


Patent Applied For 





The Bee that pats the Buzz in Business 
Wonderful Increase in Sales 
From using the Success 
finished in white, French gray or old ivory, and 
jogany or Ly ereen n stains 
report their broken line ane ett over pro — 
has been solved by using thi Sales 8 


and styles equally well, 

does 

the Bee that makes your 
ae 


progressive merchants e' where. 
equality, Service and Satistaction Guaranteed. 
$7.75 crated 


45.00 
100 pounds or over may be ord 
Don't put off ordering ~¥-x tomorrow—t 
Pay for themnaatves in a jiffy 
Success Manufacturing Co., Inc. 


Spokane, Wash. 
Formerty Success Seed Grader Co., Inc. 
Spokane, Wash. 


Shoe Display Unit 


Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 


a bs. FINE OAK SOLE LEATHER 
BELTING BUTTS 


BOSTON, MASS. 


u. Many merchants 


332 Summer St. 














APPROVED BY 
MEDICAL MEN 


support for the ankles of 
m and as a fully venti- 
Fed oe the Burkley Ventilated Foot 


fo 6 one 


WENTILATIONS 
PATENTED 


Retails $2, $3.50 


> —-GREELEY’S BOUDOIRS— 
IN STOCK 


You will like the 
kind and prices. 
Quality our strong- 
hold. Send for sam- 
ples and prices. 


A. W. 
GREELEY 


49 Washington St., 
Haverbill. Ma-= 
uch Factery, 


Pink Newton, N. I 


A ene 


M your stock of 
children’s shoes 
complete b by sending 


Phone Brockton iss 
for immediate 
BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 


Black— Red 
Havana Brown 
Blue 























Changes in 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 


Business 

















FAILURES 


Boston.—Nathan Diamond Shoe Co., reported 
posting of creditors was called for yesterday, 


Shultz-Goodwin Co., Inc., shoe manufac- 
turers goods, reported ass igned. 
» —~ a Leather Co., leather, re- 
a assigned 
Wolf Tenenbaum, shoes, reported meeting 
of creditors called for May 5, last. 
Webster, Mass.—Buchka Bros., shoes, etc., re- 
ported petitioned into bankrup' tcy 
Florence, Ala.—H. Klibanoff (Bootery Shop) shoes, 
re ‘offering to compromise at 15 per cent. 
Gurley, Ala.—Swain Bros., shoes, etc., 
ys into bankru ptcy. 
la.—J. » ete., re- 


aa 

South Norwa 
ete., reported offering to compromise at 20 
per cent. 

Daytona, Fla.—J. Bronstein, shoes, etc., reported 

petitioned into eg 

Sudienntin, Fla.— Herman B , shoes ,reported 
petitioned into —y 1. we . 

Maysville, Ga. —Bryan & , shoes, etc., reported 


(2305 Foster 
Avenue), shocs, ete., reported petitioned into 
bankruptcy. 


S. Brunhild & Son (2550 West North creditors 


—— 82 _—  —._.ae 





Avenue), shoes, etc., reported petitioned into 


bankruptcy. 

Quincy, lil — Kessell, Inc., shoes, etc., reported 

titioned into bankru ‘~ l 

Hartford City, Ind.—A. Weiler & Bros., shoes, 
etc., reported offering to compromise at 35 
per cent. 

Hickman, Ky.—Louis Goldberg, shoes, etc., re- 
ported petitioned into bankruptcy. 

Leesville, La.— Gabe Joseph, shoes, etc., reported 
petitioned into ——, 

Opelousas, La.—I. Chapman, shoes, etc., reported 
petitioned into ate 
x I. Roos, shoes, reported petitioned into 

ruptcy 

Bangor, Me. ~ Kendall & Winch, shoes, reported 
offering to com ise at 50 per cent. 

Ely, Minn.— Matt nen, also at Tower, Minn., 
Ff etc., reported petitioned mto bank- 


East y--4 N. J.—Goldberg Bros. (Cnetral Boot 
Shop). shoes, reported meeting of creditors 
cal 

Passaic, J.—Sam Kaplan, shoes, reported peti- 
tied nto bankruptcy, reported receiver 


nted. 
Newall, 'N. J.—Joseph shoes, reported 
meeting of creditors on” 
pe peutioned nto, bank Lebow, shoes, reported 
Lit! into ru 
Brooklyn . Y.—August e ‘Hempel (1025 Man- 


=k Avenue) s . reported meeting of 


called. 
Mrs. Minnie Schwartz (2923 W. 3rd Street). 
called. 


reported meeting of creditors 
ne TD, on an, reported 
nkruptcy. 


Rachel oltre nce shoes, etc., reported peti- 


tioned into bankrup by 

New York City.—J K. Benapsky (249 
Bowery) shoes, d petitioned into bank - 

. Gre a . 
shoes, 7 petitioned into ~~ 

Wilson, N. pay nnn phe & Co., shoes, etc., re- 
ported ing genera —_ 

——~ Ohio.—John H. Cox, shoes, mt 

ing of creditors called for today, May 15. 
Tulsa, € Okla. ry ~- iller Bros., shoes, etc., reported 


irs 
argolis Co. (The Fair), 
offering to to compromise at 


Nelesn ite: “Ohio.—John H. Cox, shoes, reported 
itioned into pee iy og) 


ae City, Okla.—J. J. L. Wood 
ther Co., leather and E Woody. 3. H 


meting of editor called for May 4, 

is Rose, shoes, etc., reported ti- 

= into bankruptcy. pe 

Philadelphia, Pa.—Abraham Benjamin (241 Mar- 
= Street), shoes, reported petitioned into 


Alto, T: . S. Haws & Co., shoes, etc., re- 
ported petitioned into bankruptcy. 
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MISCELLANEOUS 





Celebrated Glass Fixtures 
Catalog G. F. 
Everything in 

ee Fixtures 
log No. 14 
Artificial Flowers 
Catalog No. 19 
Window Valances 
In Stock 


Ask for samples 
Plush and Window Rugs 
Samples sent. 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 





NEW YORK SHOW ROOM Chicago 
70 West 36th St. 


Just East of Broadway 
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ne 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 








AND 


MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 41 


THE CHICAGO 
WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 


Write for 
Calta ¢ 
and Prices 











SHOE STORE 
CHAIRS { 
SETTEES 


WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 
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CHANGES 


Boston.—M. Gross & Sons Co., shoes, etc., incor- 
porated with authorized capital of $25,000. 
Mutual Leather Co., leather, incorporated 
with authorized capital of $50,000. 
with authorized capital of $50,000. 
Walter E. Sargent Shoe Co.. 
shoes, me | incorporated. 
Margaret Shuman, shoes, filed married 
woman's certificates. 

Lawrence, Mass.—Frances O’Brien, heel manu- 
facturer, filed married woman's certificate 
Springfield, Mass.—Jennie R. Cohen, shoes, etc., 

filed married women’s certificate. 

Haverhill, Mass.—Mohican Shoe Co.. Inc., shoe 
manufacturers, incorporated with authorized 
capital of $10,000. 

Spencer, Mass.—H. L. Harris Co., Inc., shoe 
manufacturers, incorporated with authorized 
capital of $75,000. 

Pueblo, Col.—Hub Sample Shoe Stores Co., shoes . 
incorporated with capital $20,000. 

New Britain, Conn.—Philip Katz, shoes, etc., re- 
ported sold out to M. Kennedy. 

Washington, D. C.—Paul P. Street, leather and 
findings, succeeded by Street & Siman. 

Chicago, [ll.—Dunlap Shoe Co. (3527 Lawreace 
Avenue), shoes, incorporated with capital of 
$6000. 

S. Rubin (2127 Division Street 
ported sold out. 

Frank Singer & Son (3608 W 26th Street), 
shoes, left town. 

Waukegan, Ill.—Alexander Hein Co., shoes, etc., 
capital =—— to $75,000. 

Auburn, Me.—The H. & L. Shoe Co., shoe manu- 
facturers, incorporated with authorized capital 
of $10,000. 

Detroit, Mich.—M. Leach & Son, shoes, succeeded 
yb Leach & Weiner. 

P. J. Schmidt Shoe Co., Inc., shoes, reported 
sold out. 

Saginaw, Mich. 
of business. 

Newark, N. J. 

rtnership. 

Beoakive:, N. Y.—Berkowitz & Lenchen, Inc., 
shoe manufacturers, succeeded by Lloyds Shoe 
Mfg. Co., Inc. 

Sterling Shoe Co., shoes, incorporated with 
« vapital $20,000. 
Samuel Feinberg (192 Columbia Street), 
ted sold out. 

New York Xity.—C. & G. Shoe Mfg. Co., Inc.. 

shoe manufacturers, incorporated with capital 

« 000. 


wholesale 


shoes, re- 


Samuel Goldstein, shoes, etc., out 


Eclipse Leather Co., dissolved 


Klein & Bernstein, Inc., shoes, incorporated 
with capital of $10,000. 
Hyman Levy 9g257 Ist Avenue). shoes, suc- 
ceeded by Harold D. Levy. 
Variety Shoe Co., Inc. (74 Reade Street) . 
wholesale shoes, dissolved partnership. 
a — —Mercantile Co., shoes, etc., incor - 
ted with capital of $150,000. _ 
( tevtient, Ohio.—Shoe System Shop Co., shoes , 
etc., incorporated with capital of $10,000. 
Columb Ohio.—C. & E. Shoe Co., shoe manu- 





WANTED TO PURCHASE 
CASH PAID 


for entire > stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 








Foanes attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone W 














Changes in Business 
FAILURES 


Mt. Pleasant, Texas.—Joe Cephman, shoes, etc., 
reported. petitioned into bankruptcy. 

Denison, Texas.—C. W. Crawford Dry Goods Co.., 
shoes, etc., reported offering to compromise at 
22 per cent. 

Big Stone Gap, Va.—Sturn & Rosenthal, shoes, 
etc., reported assigned. 

Newbury, Vt.—James B. Hale & Son, shoes, etc., 
reported offering to compromise at 33 per 
cent. 

Mt. Vernon, Washington.—Dahl’s, Shoe Store, 
shoes, reported 

Oroville, Washington. —George Bailey, shoes, etc., 
reported assigned. 


Campbellton, N. B.—D. Goldenberg & Co., shoes, 
etc., reported compromise effected at 33 1-3 
per cent. 

blaeen R oe orna —Matthewson Finch (Ltd.), 


shoes, reported assig 

Sample Shoe Store (John F. Agnew), shoes, 

reported assigned. 

Campbell's Bay, P. Q.—N. Saslove, shoes, etc., 
: meeting of creditors called for May 8, 
last. 


’. E. Born, President and Treasurer. 


Philadelphia, Pa.—Leas and McVitty, Inc., leather 
incorporated with authorized capital of 
$3,400. 


Alexander Levy (2024 North Front Street), 
shoes, reported sold out to A. Elfont. 
lrasburg, Vt.—M. Fontaine, shoes, etc.,’ reported 
sold out to E. L. Daston. 
Fond Du Lac, Wis.—Center State Shoe Co., shoes. 


i ated with capital of $10,000 
Wengen, Wis. a Shoe Co., capital increase d 
0 $75,000 
Grand Island, Neb. by ike: & Baumann, shoes. 
succeeded b 


Sonin. 

ee 1M. Mutnick, shoes, out of 
business. 

Brooklyn, N. Y.—Lloyd Shoe Mfg. Co., Inc., shoe 
manufacturers, incorporated with capital of 
$100,000. 

Penn yo _ Corp., incorporated with 


of $5 
“ST ‘tc & Son, Inc., shoes, etc., capital 
i to $3,200, 
Louis Pitkin & Co., on Ste: 
oocaner. call ees Co., Ine.. 


ated with capital of $10, 
New vor City—Onofrio Napoli (229 ean 8.), 
shoes, left town. 
L. Albert (848 Columbus Avenue), shoes., 
out. 
Shoe Co., Inc., shoes, incorpora- 


ital 4 $30,006, 
. (120 West Broad- 


*way), coperted li 
Redaeten ed liquide = ERS shoes, etc., 
incorporated with capital of $2000. 
Wyoming, N. Y.—O. H. Keith Co., shoes, etc. 
succeeded by Charles F. Keith. 
Portland, Ore.—S. Nudelman & Son, shoes, H. B. 
Nudelman 


retires. 
Knox, Pa. a Black, dem, etc., reported sold 


shoes, etc., out of 


business. 
Castle Rock, Wash.—Booth & Lampkin, sho-s 
etc., succeeded by Oscar Hanson. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eight OSITIONS WANTED—Four cents per word for each insertion. 
page per issue: as : ; ; P Mi accepted, coventy-Gve conte. For other 
Space l1time 7 times 13 times 26 times 52 times Mnbaee an , 
l in... $5.00 $4.00 $3.50 $3.00 $2.50 
2 in... 10.00 8.00 7.00 6.00 5.00 
3 in... 15.00 12.00 10.50 9.00 7.50 
4 in... 20.00 16.00 14.00 12.00 10.00 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 











SALESMEN WANTED 


SALESMEN WANTED 


FOR SALE 








Lym pa manufacturer of high-grade work 
shoes would like to get in com- 

out with salesmen who have 

confidence in their own ability and are willing to 

take line on straight seven per cent commission 

, with no drawing account. No objections to 
Maine, New PY 

ing territories open: Mai am 

Vermont, Southern New York, Pennsylvania, Vir- 

ginia_and West Virginia, Ohio, and Flor- 

ida, Mi i, 

Nel =!) 

Texas. Address D-205 oe 

corder, 207 South St., Boston, Mass. 





SALESMEN WANTED 


big repeater with a retail shoe, 


Satine, notion trade. 

ee per cent. Best side 
iy oer offered. Splendid sales help. 
Write quick for territory and free sam- 
ple. Ettenson Chemical .» Leaven- 
worth, Kansas. 











way fy) ae to handle an exclusive line 
ochester-made infants’ soft soles and 
A Big b getters. ny 
priced. Write us today, specifying Ky A 
sired and zo Adress 609 idg., 
Rochester, N. Y 








SEVERAL CHOICE TERRITORIES 

OPEN FOR EXPERIENCED SALES- 

MEN WITH RECORD-PROVING 

ABILITY TO DEVOTE ENTIRE 
TIME SELLING 


Our snappy, high-grade dress welts 
(solid leather) to retail at $7.00—5 
lasts, 5 shoes, 9 oxfords, genuine calf- 
— a tan, black and 

red). 


kip sides to retail at $5.00. 
sakes of time in territory preferred 
revious record. 


OGDEN SHOE CO. 
Milwaukee, Wis. 


FoR SALE—An up-to-date shoe and clothing 
stock in a live town in North Central Kansas 
mC. R.1. & P. Ra Railroad Stock 
opty ye fey Ae 

ing a ngs, is excep 

Stock will invoice around $18,000, fixtures $1,500. 
Has always been a money-maker. it of reasons 
for selling. Address <= D231, care Boot and Shor 
Recorder, 207 South St., Boston, Mass. 








FoR SALE—A gy = family shoe 

~ yt > city of 9,000. A railroad center with 
em ed. Four-year lease at small 

rental. “wilt 1 at inventory value based on re- 

—— prices. Excellen 

adress D-237, care Be 
Ad D-237, ag” Boot and Shoe R 
South St., Boston, Mass. 





R SALE—Real Shoe store in a real Indiana 
desirable—locati 











QWANTED—Shoe salesmen to sell pop- 
ular-priced men’s felt slippers as 
a side line. Mention territory covered. 
Address D-227, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 











N ILWAUKEE wong SHOES—Several choice 
. territories open o men _carryi 
conflicting lines. Four samples ~ By 
ine. Peter Polland and Sons Co., Milwaukee, Wis. 





SAL ESMEN wheamed sell ladies’ +» a 

Men with er = trade only, eed a pply. 
Our prices and sty are t . & 
a. & Co., 397 Bedford Ave., TL cckiys, 





Way ANTED—Salesmen to sell a line of high-grade 

African lambskin slippers. About ten sam- 
ples. Liberal commission. Van Arnam & Co., 
Gloversville, N. Y. 





a =a with 
el. proving ability. Mi Must be well ainted 
with shoe trade in States of Indiana and Iltinois, 
and must be a resident of either State. We make 


Su _— Se ale whee 


“Master Shoemakers,” Cincinnati, 





SALESMAN WANTED—Well-known line open 

for live-wire salesman. New York Company, 
making a one grade line Fp turn shoes and 
boudoir sl is open for salesman with estab- 
lished for the following territories: New 
York and New land States, South and Middle 
West to Pacific Write full particulars. 
( salesman e i considered . 
A D-236, care Shoe Recorder, 207 
South St., Boston Mass. 





et wanted for L States. Wo- 
w > --y novel- 


Add 
ecorder. 207 South St., Basten, 


ALESMAN to i 
Ballets in Alabama, kK 


ansas, ‘ 
Commission basis. Address D-232, care a nest and 
Shoe Recorder, 207 South St., Boston, Mass. 








SALESMEN WANTED 


Opportunity to sell best line rhine- 
stone shoe ornaments and buttons as 
— line. High commissions = all 
tell us where you travel and car- 
St., New 


Sep fiscccden, 067 Wann 
York City. 











of sof 
E. Leavitt, Mer. 


rr _ 
c ly, to ’ 
t soles. Chi 


Illinois and Indiana 
made Tootsies’ line 
Office, 17 North Wabash, 








ORATION, Rochester, N. Y. 








For SALE—Shoe yy in the livest > 
partment store ae oe 


ang 3 Address D-229. 
Recorder, 189 W. Madison St. St., Chicago, Ill. 





POSITION WANTED 


AS ASSISTANT. | Sales Manager = em a4 
and Women’s, Welts Mckee Familer with S all 
details; layout of desirable st — advertising, 


justments, 
mad “Di to Wearer” service at liberty May 
New t 











20 Years of Selling 
Success 


is ~ vagy bene By ot 














OPPORTUNITY 


HOLESALE house has an established trade 

Excellent opportunity. Ad- 

dress Enon, cere Thoot end Shoe’ Recorder, 127 
Duane St., it. New York, 
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BOOT AND SHOE 


THE RECORDER CREED: Getting More Shoes Su88 Right; not only “‘more” but “right’’; sold for the right 
right wearer, in the right fitting, for the right This is the great problem of t retail shoe 
merchants. The chief purpose of **The Boot and Shoe R: aap solve ies for this is the basic problem upon 
which depends the progress of the entire allied industries relating to ane Saal ther; their production and diceribution. 


Annual Subscription in the United States, $5.00 Per copy, 25 cents Canadian, $6.90 Foreign, $10.00 





Cable Address BOOTRECO 


No Subscription Accepted for Less Than One Year 


Member of the Associaled Business Papers, Inc. Member of the 
Each issue copyrighled by the Bool and Shoe Recorder Pub. Co. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


Root Newspaper Ass'n. Member of Audil Bureau of Circulation. 
Entered at the Post Office, Boston, Mass., as second class matier. 


Printed in U. S. A. 











LINE WANTED 





W ANTED by an experienced shoe man, short 
line of popular-priced men and women’s welts. 
Will consider few “MeKays. Western territory. 
Commission basis. Will pay own traveling ex- 
penses. Address D-234, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


TO RENT 


Fe RENT—Space for shoe t, in one 

of Philadelphia's great stores located on Mar- 
ket Street. in of the busiest business sec - 
tion. Wonderful opportunity for live-wire shoe 
firm catering to the lar-price trade. For in- 
terview odivess D.2i6. care 7 and Shoe Re- 
corder. 207 South St., Boston, Mass. 








WANTED TO PURCHASE 


JANTED to buy a retail shoe business. Have 

$10,000 in cash to pay on the purchase price 

of a going, poner es business. Interest on 

balance until paid. No proposition too big that 

$10,000 and the best of references as to character 

—- buy. Address D-235, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will srock of show value for your entire or surplus 








Leases having a short term to run taken over. 
Established 25 years. 


I. OLENICK 
413 Broadway, New York. _— Tel. 9531 Canal 








T° LET—4,000 Square feet of exceptionally fine 
street display and stock space in heart of 
the Lincoln Street (Boston) shoe district. Advise 
if interested and we will get in immediate touch 
with you. Address D-230, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
yen OF THE CORPORATION 
CHARLES G. PHILLI President 
EVERIT - TERHUNE, a Gen'l Mer. 
GEO President 


Treas. 
RGE W. R. HILL, Re Vice- 
H. WALTER ort Vice-President 


ARTHUR D. NDERSON: 
SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 
ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 





Shoe Department for Rent 


Great opportunity for a first-class shoe 
department in ladies ready-to-wear 
and millinery shop. Will rent space 
on first floor. Location best in the 
city. Address New Williams Store, 
1911 3d Ave., Birmingham, Alabama. 











FACTORY WANTED 








CASH PAID 


send a a representative to investigate 
and make offer upon request. 
Kalecr Cort. Mercantile Co., Inc. 
1 Broadway, New York 2 
ae Spring 5160-5161-516. 














POSITION WANTED 








KNOW a man who, during the 18 
years of his connection with the 


shoe industry has changed posi- 
tions only twice, who is fully qualified 
to act as executive office manager and 
credit expert of a small manufacturing 
business, and who is equally as well 
qualified to take sole charge of credits 
im a larger organization. He bas also 
had experience in adjustment of com- 
plaints made by retail merchant buy- 
ers. His former employers (three very 
well known shoe manufacturers) agree 
that he is dependable, conscientious, 
hard working and thorough. If you 
have room for a man of this caliber or 
know of any position which he might 
fill in an organization other than your 
own, please let me hear from you. 
Address D-238, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 











Factory Location 
Wanted 


We are looking for a shoe factory build- 
ing not dagpemncesennine equipped, for per- 

P y. We prefer loca- 
tion to be in small town in Maine, 
New Hampshire or Massachusetts. 
Must have good power, also opportu- 
nity to build up a good working organ- 
ization. Address, with full particulars, 
E. B. T., care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
PHONE—SPRING 9965 


WILL (SLOW SELLERS _)FOR 


SURPLUS STOCKS 
BUY (ENTIRE STOCKS ) CASH 


A ete 
in shoes always on hand for 
Bargains ° eaia 











Pa,.- fo bay abd wicleede stocks Ba mt of - Fee or 
a ee no object. 
SSatee 


BROOKLYN PURCHASING SYNDICATE 


Be Sg 
Phone Stagg 175 














PUBLISHER’S NOTICE 
SUBSCRIPTION—The subscription 
Boot and Shoe Recorder is $5.00 “¥ 
advance, which includes postage 
United States, Cuba, | ood song 


for 

FOREIGN SUBSCRIPT! 
foreign countries except the pas is $10.00 
per year, including postage. . 
All subscriptions are payable in advance. 


for Wente, for Sues Pete see Want Page. 





OFFICES IN 
BOSTON OFFICE: 207 Seo ae Street. Cor- 
jence departments 
Id be add: to the Boston ~ ow 
BROCKTON OFFICE: 224 Moraine & Geo. 
W. R. HILL, Manager. Telephone 507. 
CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B.C. Bowen, Manager. 
ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 


nay YORK OFFICE: Room 101, a. Goalase Bidg.. 
27 Duane St. H. Walter tt, Manager. 
.£ 2425 Canal. 
PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott. Manager. 





CHNCENS Tt OFFICE: 810 Sapend Hetienst 
Bank Bldg. ° wen, Manager. 
phone Canal 4426. 

ROCHESTER gore: 609 Powers ” 
Rossiter Seward, Western ena Yor! 
| nt Telephone Stone 63 

LYNN OFFICE: Fred A. Gannon. 

MILWAUEES OvFiCs: Seonned © . Meyer, 
clephone Broadway 1827 ae 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 


LONpOes OFFICE: john C. Curtiss, Manager, 
1 Haymarket, London, S.W., 1. England. 
. JSTRALIAN ete. Fe ae ee” 
pa elaadegs | Se Ae William am Salzman, 
ARGENTINA Bonen Alves, ivedavia, 2721, 
P. Sabazzini, Geren 
BRAZIL: Gerente. Tobe. S. Fitch, 88 Rua General 
CHILE: a. Rosas 1123-1127. Otto 
Fubrimann 
CUBA: Mr. Hi. Gomes, Corrales, 2A Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wagen, 
Manager. 
SPAIN: Gerente, Leoncio de Miguel, Librero 
Editor. 20 Fuencarral, Madrid. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisement 
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Ault-Williamson Shoe Co.. Auburn, 
Arch Aid Shoe Co.. Rochester, N. Y 


B & P Footwear Co., Oswego, N. Y 
Barry. T. D., Co., Brockton, Mass 154 
Bartlett-Somers Co., Lynn, Mass 25 
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Gilbert, E. T., Co., Rochester, N. Y. ..126 
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. 
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No. 600 
Genuine Glazed Vici Kid Comfort 
Sli with Cushion Insoles and 
Rubber Heel 


IN STOCK 
$1.60 Net 
No. 602 
T ° . . Genuine Glazed Kid ym with 
Now 1S the time to size up and order Leather insoles and rubber heels. 
. $2.00 Net 
your comfort slippers. 
No. 601 
Genuine Glazed Vici Kid Two Strap 


with Cushion Insoles. 


Here are some that you can sell in good 
volume. They have style. They are 
scrupulously well made. The materials 
throughout are above reproach. 


$1.75 Net 


The low prices allow you a liberal profit 
and the quality insures quick turnover. 


Your samples are ready. 


Write for them today. 


WOBST SHOE CO. 


411-421 VLIET . MILWAUKEE, WIS. 


t and S rder will appreciate your mentioning the publication in replies advertisements. 
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Comfort 


Shoes For Women 
TURNS AND DAVIS PROCESS (Patented) 


DAVIS 


CUSHION TREAD 


Davis Process Shoes have great flex- 
ibility, a splendid cushion at the ball, 
a perfectly smooth leather innersole 
and they give an extra amount of Stock No. 4442 
Davis Process Kid Oxford, {mt. 


service. 
- Tip, 14-inch Rubber Heel, 5-8 
Last 
$2.50 


Same style as above, Brown Kid 
No. 4444—$2.75 


In Stock C-E 


CROSS SECTION - INNER SOLE 
RAISED TO SHOW CUSHION 


Send for Catalog 
Made by 


A. H. BERRY SHOE oe. 


TE 


PORTLAND, ME. 


BOSTON OFFICE 428-430 ALBANY B'LD’G. 


























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies toe advertisements 
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WE THOUGHT OF CALLING THE PICTURE 
OF THIS FOX GIRL “SHE STOOPS TO CON- 
QUER’’ BUT THAT WOULD NOT BE 
REALLY TRUE TO FACTS. 


FOX SLIPPERS, PUMPS AND OXFORDS 
DON'T STOOP TO CONQUER. THEY STAND 
RICHT UP TO EXPECTATIONS OF SELL- 
ING AND WEAR. 


iF YOU WANT TO CONQUERIA CUSTOM 
ER'S BUYINC DOUBT, SHOW HER SMART 
FOX FOOTERY IN COLORS OR IN BLACK. 








Charles K. Fox, Inc. 


-Haverhill, Mass. U.S.A. 


BOSTON; 54 LINCOLN STREET. NEW YORK; MAR- 
BRIDGE BUILDING, BROADWAY AND 34TH STREET, 
ROOM 632. CHICAGO, GREAT NORTHERN BUILDING. 
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The Popular One Strap 


Reports from all parts of the 
country show that the Patent 
One Strap still continues to be 
the volume seller this spring. 
This ‘Johnson Brothers’? model 
has all the merits that have 
made this style so popular. 


No. 578—Patent Leather One Strap with Imitation 
Tip. Made on No. 118 last. 14/8 heel. Medium 
narrow toe 


SEND FOR SAMPLES AND PRICES 


JOHNSON BROS. 


SHOE MFG CO. 
HALLOWELL MAINE 
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STANDARD ( 
A . ee s 


eS 


MEDIUM BROWN 


the new 


STANDARD KID Color 


A shade between Havana and 
Golden Brown 


A fresh style-color that bears a close 
relationship to the two popular fav- 
orites; Havana and Golden Brown. 


Let us send you sample cuttings 





THE STANDARD KID CO. 
BOSTON, Mass. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 











ccc ITO 
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] HERE is no substitute for the peculiarly 


beautiful depth of color and acknowledged 
quality of NEWCASTLE HAVANA 
BROWN KID. 

That is why the country’s best retailers 


and manufacturers persist in demanding 


NEWCASTLE HAVANA BROWN. 


NEW CASTLE LEATHER CO., Inc., 


NEW YORK 





I, 


Sketched at the Willard, 
Washington 


That much desired “tail- 
ored look” is well exem- 
plified in the young lady 
sketched above, as observed 
at the Willard, Washington, 

" Her dress of brown 
chiffon velvet with silk net 
vest and sleeves was given a 
completing and perfecting 
touch by a pair of exquisite 
turn shoes of New Castle 
Havana Brown. 


Smaltz-Coodwin of Phila- 
delphia produced this not- 
able strap style. Their 
excellent shoemaking and 
designing are effectively sup- 
ported b the leather— 
NEWCASTLE HAVANA 
BROWN KID, of course. 


Judge it by its users. 
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| palling and money 
making sales 
opportunity 


The tourist and sport business is going 
to be big this Summer. All signs 
point that way. Be prepared to fit 
out your customers with the _best- 
made and best-fitting shoe for sturdy 
wear-—— 


THE 
NATIONAL PARK 
HIKING BOOT 


16312— Mahogany Elk, 14-inch moccasin toe boot, sizes 
24/7, A to D, at $6.25 


16310— Toy y Elk Round toe, 14-inch cap toe boot 
, A to D, at $5.75 


16110—Mahogany Elk Round English toe, 14-inch cap 
toe boot, size 244/8, A to D, at $5.75 


31108—Carl Schmidt Mahogany Eric Grain, semi-Engl.sh last’ 
14-inch plain toe blucher boot, extra light sole, size 244 /8 


A to D, at 
IN STOCK 
FOR AT ONCE SHIPMENT 


xile 
suv’ Fe 
System 
Standard 
Ad or ld ‘ 





Leather—Elk of al! Popular Shades 
Carl B. Schmidt's Eric Calf, of Popular Shades 
Prices—Cezp Toe Some Moccasin eee Boo 
Fourteen Inch. fy Fourteen Inch... 4 
Twelve Inch 5.50 Twelve Inch...... 6.¢ 
Delivery—Four to six weeks Terms—2% 10 days. Net 30 


THE JUVENILE SHOE CORPORATION: 


CARTHAGE. MISSOURI 





2 
; 
: 
: 
: 
: 
: 
: 
= 
: 
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The White House of America 
can not afford to adopt an 
aimless, nameless policy. 





Neither can any representative manu- 
facturer or merchant profitably afford 
to be concerned in doubtful issues. 


Adhere to a positive white policy 
specify 


ath, tottesn t0bke: 
Levor Grain Kid—Cabretta 


Levor Grain Goat—Chevrette 











Sha totic. Hocwse of Baucruian 


BOSTON GLOVERSVILLE, N. Y. NEW YORK 





Distributing Force 


ARTHUR S. PATTON LEATHER CO. GEO. W. NEWMAN LEATHER Co. 
ST. LOUIS CINCINNATI 


McGAW & ATKINSON EDWARD ZOHRLAUT 
CHICAGO — SAN FRANCISCO 
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a i se 


416X 
Nut Brown 


Calf 
$5 










MARION SHOES SELL OUT CLEAN 


It’s on those last few pairs that you make your profit. ““We sold 
every pair of your last shipment at regular prices,” writes the buyer 
for a large city store handling Marion shoes. That’s the way to 
make money! 


Ten weeks ago we advertised 416x as ‘““The Best Seller of the 
Season.”” Today it has proven to be the season’s predominating 
style. The most popular shade of brown calfskin on the season’s 
biggest selling last, our Tuxedo. 12 iron edge. Wingfoot heel. 
Retailers who ordered early, have re-ordered many times. 416x 
is selling better today than ever before. Mail your detailed sizes 
and widths now. 





co | 














MARION SHOE CO.., 


Marion, Indiana 

















L_} WESTERN QUALITY @ EASTERN STYLE | ee 
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Ten feet of floor space 


yields $14,500.00 in sales! 














Poe-Herden Shoe Co. 


Shoes and Hosiery 
710 Garrison Ave., Ft. Smith. Ark. 
April 6, 1922. 


Everwear Hosiery Company, 
Milwaukee, Wis. 


Gentlemen: 


We are very interested in a circular book- 
let recently sent us entitled, “Passing Along 
\ Business Building Idea.” 

We think your article is a good one and 
that most shoe stores should heed the advice 
which you give them. 

\s a sequel to this we are so much inter- 
ested in hosiery that we want to tell you 
something about our own department. 

Less than four years ago the writer pur- 
chased the Poe Shoe Store of this city and 
soon after started a hosiery department in 
the front right hand corner of the store, 
placing the cashier in charge of this depart- 
ment 

From the very beginning this department has 
paid our store rent, the cashier’s salary and 
left from one to two thousand dollars addi- 
tional profit. Our sales last year in hosiery 
were $14,500.00. Our cashier still continues 
to sell the hosiery and the hosiery department 
vecupies only a ten foot space. 

Hoping this information may inspire the 
hosiery idea in the minds of other shoe 
merchants who are certainly losing a golden 
opportunity if they do not conduct such a 
department, we remain 

Very truly yours, 
POE HERDEN SHOE CO. 


Arthur F. Herden 














No. 23 : I 
fashioned. Snug fitting ribbed top. Suede, Navy, 
84-10%. In black, White, derdozen.. 


ORMERLY-an exclusive shoe store. 

Then, new management and a hosiery 
department. Result—hosiery profits 
pay the rent with several’ thousand 
dollars left over. 


Does it pay to handle hosiery? Sometimes it 
does—but go into the business carefully. Get 
good advice from men who know hosiery. 


Hundreds of merchants are known as “Hosiery 
Headquarters” in their section because they 
followed the advice of our merchandising men. 


This advice, with definite instructions on the 
installation and operation of a hosiery department, 
is summed up in a new booklet, “Passing 
Along a Business Building Idea.” We'll gladly 


mail you a free copy. 


Everwear Hosiery Co. 


DEPARTMENT B 


Milwaukee, - - Wisconsin 


Chicago Office—Republic Building, State and Adams 
Streets, "Phone Harrison 7130. 

Boston Office and Stock Room—110 Summer Street. 

San Francisco Office and Stock Room—1i130 Bush 
Street. 


Order Some of these Quick Selling Specials Today 


No. 24X—-Women’s 18-inch silk boot, Cordovan, Mahogany, Russ Calf and No. 55—Men’s 11 thread silk hose, 
240 needle. fine gauge, 11 thread silk. Suede. Price per dozen 
Colors: Black, White, Beige, Zinc, 
Cordovan, Mahogany, Russian Calf, No. 270—Women’s 22 inch silk boot, gany, Champagne. Price per dozen 
Suede, Navy, Silver and Nude. Price 240 needle, fine gauge, 12 thread silk. 
per dozen. $8.65 Colors: Black, 


$12.00 240 needle. Colors: Black, Navy, 
Smoke, Pearl, White, Cordovan, Maho- 


$6.25 


White, Beige, Zinc, No.5—Men’s 220 fine mercerized 
Women’s. silk hose, semi- Cordovan, Mahogany, Russian Calf, lisle. Colors: Black, Navy, Smoke, 


Price Pearl, White, Cordovan, Mahogany, 
Champagne. Price per dozen. . $3.25 


Come to the World’s Advertising Convention in Milwaukee, June 11 to 15 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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HANNAHSONS HAS ’EM 


FOR MEMORIAL DAY BUSINESS 
. Whites Blacks 


No. B659 


Black Satin Flapper 
imitation turn, low flat 

9/8 heel, wide stra 

slide buckle, leather lined, B-D, 
2144/8, Code Squab. 


No. B785—Same as above except genuine turn ....... .. $3.35 


White Whipcord turn Flapper, 12/8 military heel, wide strap, 
round toe, A-D,§214/8, Code Judith. 
No. B810 


$3.35 


No. B657 
$2.35 


‘ Black Satin Grecian 
White Canvas genuine turn Flapper, 9/8 low flat heel, wide one strap, 14/8 Junior 


i : , B-C- 
strap slide buckle, A-D, 2344/8, Code Queen. rp gy 8 


No. B565—Same as above except imitation turn, straight No. B815—S as above except 12/8 military heel, Code 
WD. oc nc cvcccuvsdccdtacnscets doce eck wan ame oh denen Kathryn. Sizes and Widths A, 4-8; B, 3-8; C and D, 2!9-8 


HE four shoes illustrated above have been chosen from the famous Hannah- 
sons line of fabrics as particularly appropriate for Memorial Day business. 


Memorial Day is the doorway to Summer purchases, and it will pay you 
to go over your stock most carefully to see that you are well sized with the num- 
bers which are going to be in demand this summer. It will also pay you to fill in 
the sizes you need with Hannahsons fabrics. 


Their quality is unquestioned, their style right up to the minute, their fit better 
than most, and last but not least, they are so priced that you can sell them for 
what people want to pay and at the same time realize a splendid profit. 


Our new catalogue of In Stock fabrics is ready. 
Send for your copy today. 


HANNAHSONS SHOE CO. 
HAVERHILL - - ~-_ MASS. 


The Boot and Shoe Recorder will appreciate your 
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AREFUL, discriminating buyers, you will notice, are returning 
these days to shoes fitted with good looking, time-saving 


eyelets. 


They appreciate shoes that have Diamond Brand Fast Color Eye- 
lets — strong, durable beautiful eyelets. Can you supply them ? 


Give your customers what they want! 





UNITED FAST COLOR EYELET COMPANY 


Boston, Mass. 
The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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THESE GOODS ARE 
IN STOCK—READY TO SHIP 


Your order for any 
of these styles will 
receive immediate 


No. 475—Patent 4 =! Puttera Gue Strap, Patent No. 447—Peters White Raiguitin One Strap 


Saddle Strap, 7/8 Rubber Heel, Goodyear Welt, attention and gO Rhoda, White Kid Trim, 10/8 Ivory Rubber Heel, 
Sport Last. AK to D.. .. .Price $4.00 Goodyear Welt, Princess Last. AA to D. Price $4.00 


forward at once. 


Our catalog shows 
many other num- 
bers which are just 
as good sellers as 


No. 442— Patent Rhoda One Strap, Imitation tip, the ones illustrated 


10/8 Heel, Goodyear Welt, Princess wy toy hi No. 3 Cabee mia oo =. i Tremont 
; , ogtantie ice $4. ; Tip, 13/8 Cuban Hee year We 
No.443,—Same in Cocoa Calf........ Price $4.00 on this page. lon. Kx to C > $4.25 


YOU SHOULD 
HAVE IT 
ON FILE. 


No. 476—Peters White Reignskin Pattern, No. 354—Patent Buckle One Strap, Imitation Tip, 
One § Sere Patent Saddle Strap, 7/8 Ivory Rubber Single Sole, 10/8 Heel, Princess Last. . Price $3.30 
it 


Heel e Ivory Sole, Goodyear Welt, Sport 
Last. AAtoD Pric d No. 355—Same in Black Kid. A to D.. Price $3.30 


THOMSON CROOKER SHOE CO. 


C. R. THOMSON, President J. M. THOMSON, Treasurer C. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston, 20, Mass. 
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-Here They Are! Two Beauties-— 


IN STOCK | NOT IN STOCK 


— 
to 





IMMEDIATE DELIVERY FOUR WEEKS DELIVERY 


“BOMBO” 


PRICE $4.00 4 PRICE $4.50 


“SHIFTER” 


85 LAST 61 LAST 


White Calf Welt One-Strap. Patent Pat , 

: , ~ ent Turn Pump, with cut-out vamp, 
leather tip and foxing. Widths A to D. 10/8 Military celluloid covered’heel. Full 
kid lined. Widths A to D. 

















For Right Now Selling 
In 36 Pair Cases Only 








The above are smart, modish shoes that 
you can turn readily at a substantial 
profit. The strong, favorable impression 
that they will make on your trade will 
enable you to move many pairs quickly. 
The thoughtfulness and care in making, 
which are to be seen in these models, are 
features of all “E. and M.”’ styles. 


EMERY & MARSHALL CO... 


HAVERHILL, MASS. 
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Centemeri Wool Hose 


Made by WOLSEY CoO., Ltd., Leicester, England 








o | ‘HE public buy lavishly to gratify a sporting instinct though they curtail on 


the ordinary comforts of life. 


But with the great development of sports apparel has come a new high 
standard of discrimination in style, fit and material. 


Immense as the wool hose business has grown to be, you can never saturate 
your trade with wool hose unless you display a line that not only measures up to 
but surpasses your customers’ conception of what is beautiful and serviceable. 


Certainties for 1922 


With a good showing of stock, important 
retail sales of wool hose can be made 
now and throughout June, July and 
August. 


A larger-than-ever demand for wool hose 
will be universal next Fall. 


By planning to have early deliveries of 
your quota of exquisite new numbers, 
now in the making, you can set a new 
high record of sales and profits on wool 
hose next season. 


The Centemeri standard of advanced 
American style and ‘selling methods com- 
bined with the Wolsey British superiority 
of material and workmanship will bring 
you nearest to your ambition of saturat- 
ing your trade with wool hose. 


A sane forecast of the wool hose market 
for Fall justifies this statement: To 
secure adequate quantities of the new 
wool hose for Fall, avoid the penalties of 
postponement— 


What Wolsey Signifies 


For 138 years Wolsey, Limited, of Leices- 
ter, haye“been the important woolen manu- 
facturers of Great Britain—the real home of 
good woolen hosiery. 

With 14 factories and 3 spinning mills 
under their direct control, Wolsey,- Limited, 
have been able to maintain workers who 
through tradition and loyalty have passed 
down from generation to generation a pride 
in their work that has become part and parcel 
of their life. Every detail, from the spinning 
to the final finish, is under direct control of 
specialists, and personal supervision is re- 
flected in the thoroughness embodied in 
every finished article which leaves the factory. 

Through close co-operation with Cente- 
meri, Wolsey, Limited, have established a 
special department for the manufacture of 
woolen hose especially for the American retail 
customer. 

The strength of this combination has 
carried wool hose to new heights as one of 
the leading features of costume for sport and 
formal dress. 

The new Centemeri-Wolsey fall line is a 
revelation— 


Do not overbuy— but do not neglect to buy 


4o00 


Fifth Avenue 
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Not carried in Stock. 
Deliveries 5 to 6weeks 
from acceptance of 
order. 


Chocolate Elk, $7.25 
Smoked Elk, - 7.50 
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fal tking Boo ts 


NEXI perhaps to the wildfire of 
radio popularity is the spread of w-% 
outdoor sport costuming for women. oy 


On motor tours, on fishing trips, a- 
cross the fields, at the country clubs, 
and on every hiking path and road 
—the healthful, sensible, here-to-stay 
habit of knickers. 


And with them there must be boots 


—a huge new market for fine hiking 
boots. A market that has Fashion’s 
white hot urge behind it now, and 
common sense, beauty and comfort to 
anchor its permanence. 

Do you know how 


The Martha Washing- hiking has grown? 
ton design shown here ppRIVE out Sunday 


morning—early— 
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selling hiking boot yet 
offered. Note its exclu- 
sive features. 


Most important of all 
is the “vanity pocket” 
(patent a an for), a 
seen that wins the 


or town. Solos,couples, 
knots, groups, crowds 
and in some centers, 
even parades, will open 
your eyes to how this 
fashion has been taken 
up. And for once its 
style makers have the 
endorsement of news- 
paper editorials, health 
authorities and public 
approval. 


is ag ly the fastest from any sizeable city 
in 


immediate buying preference of every 
woman. Note the illustration above. 


Boot is 15 inch chocolate or smoked Elk, with 
moccasin effect. Vamp is brown kid lined, 
with 6 inch brown kid lining at the top. Last 
144, 'Y% heel, sizes 2% to 9, widths A to E. 


F. MAYER BOOT & SHOE COMPANY 
MILWAUKEE, WISCONSIN ’ 
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Vulco- Unit Te Toes For Reece Toe Siibee. 


A clean, well formed toe enhances the beauty of the whole shoe. The Vulco- 
Unit Process is used exclusively by the leading manufacturers of women’s 
footwear because of its wonderful possibilities on narrow toe models. 


. <4 
‘The Genuine “VULCO-UNIT” BOX TOE is made and sold only by_ | Be 


gy dente. oq Meee Store Bea : 


OE TE CR RR EI PR RE 8 A eet 
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Factory of Kalt-Zimmers Mfg. Co., Milwaukee, Wis. 
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KALT - ZIMMERS MFG. Co. 


of Milwaukee, Wis., 


make Wilson-Sewed 
Shoes in their famous 
K-Z brand for Young 
Ladies, Girls, Misses and 
Children 


The following companies are licensed to make WILSON-SEWED SHOES: 


Geo. W. Baker Shoe Co., Brooklyn, N.Y. 


Blachford Shoe Mfg. Co., Ltd., Toronto, 
Can. 


Briggs-Hutchinson Co., Lynn, Mass. 
Brown Shoe Co. Inc., St. Louis, Mo. 
Cushman-Hollis Co., Auburn, Me. 
W.L. Douglas Shoe Co., Brockton, Mass. 
Foot, Schulze & Co., St. Paul, Minn. 
Hamilton-Brown Shoe Co., St. Louis, Mo. 
Harrisburg Shoe Mfg. Co., Harrisburg, Pa. 
The G. W. Herrick Shoe Co., Lynn, Mass. 
H. M. & H. Shoe Co., Lynn, Mass. 

The Julian & Kokenge Co., Cincinnati, 

Ohio. 

Kalt-Zimmers Mfg. Co., Milwaukee, Wis. 
Kozak & McLoughlin, Inc., L.Is. Cy, N.Y. 


A. M. Legg Shoe Co., Pontiac, Ills. 


The John McPherson Co. Ltd. Hamilton, 
Ont. Can. 


Regina ShoeCo. Ltd., Montreal, Que., Can. 
Ruddock Shoe Co., Haverhill, Mass. 
Strout, Stritter & Co., Inc.. Lynn, Mass. 
Tweedie Footwear Corp..,JeffersonCy.,Mo. 
Watson Shoe Co., Lynn, Mass. 


Welch, Moss & Feehan Co., Haverhill, 
Mass. 


The Sam B. Wolf Shoe Co., Cin., Ohio 
Hanger, Chattaway & Smith, England 
W. E. Fox & Co.. England 

F. J. Palfreyman & Co. England 
Crockett & Jones. England 

And others. 


WILSON PROCESS INCORPORATED 
NEW YORK OFFICE 
Canadian Pacific Building 





WILGON ~: 


TRADE 


EWED 
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Nothing in the Shoe 
But the Foot 


Let the Shoe Itself Support the Arch 


ANY people in your city are troubled with weak or 
fallen arches. 


You should sell them shoes built with Crawford Arch 
Supporting Shanks. Do not let them experiment with 
those contraptions called arch supporter, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 
arch and destroy the shoe. 


A LINE of shoes with Crawford Arch Supporting 
Shanks is a business building asset for any 
lively shoe store. 

The Crawford Arch Supporting Shank is built 
right into the shoe—fitted between the inner and 
outer soles and locked to the insole. It preserves Milwaukee 
the shape of the shoe and gives support to the arches 258 Fourth 


N 1 
and ease to the foot. It cannot abrade the skin. Te Chae, 
New York 








708 Broadway 3 x Warren 


Chicago - ak. N. ¥. 
Haverhill, Mase.” United Shoe Machinery Philadelphia 
Remporeer. N. ¥. 


Corporation Se, Houle 


<< Florence Boston, M assachusetts Song Mission 
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U-Lire 


‘““The Heel That Makes Friends’”’ 








All Sizes 
MEN’S, BOYS’ 
WOMEN’S 

and 


Standard 
SIZE 
SHAPE 


i and 
MISSES’ | NAILING 








OU want heels that help 


your shoes to make friends. 


‘ NU-LIFE Rubber Heels are made to give 
the longest service 
the utmost comfort 
the most attractive appearance 


We can promptly supply your manufacturer 


HANOVER RUBBER COMPANY 


West Hanover, Mass. 


Boston Office and Salesroom, 10 High Street 
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For many years the quality of Goodyear Wingfoot Heels 
has been so high as to be one of the secure standards of the 
shoe business.. That quality never was so high as it is today. 
Yet the price of Goodyear Wingfoot Heels is lower now 
than ever. In no other heel, at any price, is there such value 
as there is in the Goodyear Wingfoot Heel at its present 
high level of quality and low level of price. There is no 
substitute for Goodyear Wingfoot Heels. More people walk 
on Goodyear Rubber Heels than on any other kind. 


Have you seen the new Goodyear Sport Bottoms? Perfectly designed for street 
wear, outing service, and athletics generally, the new Goodyear Sport Bottoms 
—a combination of Goodyear Wingfoot Heels and Neolin Soles—have all the 
standard qualities of both— resilience, durability, waterproofness, comfort 


WENnNGEOOtTt 
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Shoes for Summer Service 


Ay 


eH Te 


In Stock 


No. 1600—White Reinskin Oxford, 
Patent Leather Cuff and Back Stay, 
White Studded Rubber Sole, Spring 
Heel. AA to C,3to8. Price. .. $4.25 


SHOES FOR SUMMER 
SERVICE 


These Crooker-Morse styles for 

summer service are all in stock. 

You get immediate shipment. The 

designs are up-to-the-minute in 

freshness. Enduring wear is as- 

sured by the selection of dependable 
ey 1 Tein a ad fra” w ta 
Heel. 36 Pair case lots only. Price $4.75 Craftsmanship of the best. Ma- aattow ee - ona 

terials of quality. These two fac- 

tors sponsor the genuine, inherent 

salability of Crooker-Morse foot- 

wear. 


Your order receives prompt and 
careful attention. 


: 


No. 1900—Steel Gray Elk Sport Ox- “oe , - cate, Gites Giesins: Wain 
ford, Black Calf Cuff and Back Stay, . . ere om hy Buck. Trims at 8 ‘Heel 
Leather Sole and 8-8 Heel. 36 Pair . ‘a : 5 36 Pair case lots only. ke; . 85.75 
case lots only. Price Pe CL ' x =: 


eM eee PLL PH HPL PHO Meniiiiiinieliiiiiiin 


1800—White Reinskin One Strap 
Backle White Welt, Natural Leather 
Sole. 36 Pair case lots only. Price, 


CROOKER & MORSE, Inc. 
BRIDGEWATER, MASS. 


seaeerneeeremiemmman oer mr yoy se pt ee agian ik ane gee ore. yaar «gr aayr we re ereguummmmemnenama 
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Introducing 
OHIO KAFFOR KID 








This creation is distinctly different and some- 
thing entirely new in leather manufacture. 


It eclipses anything yet produced in its uni- 
_versal adaptability for men’s, women’s and 
children’s dress shoes. 





OHIO KAFFOR KID insures in a shoe 
comfort and ease such as has never before 
been known in footwear—besides having a 
beauty in appearance only appreciated when 
seen. 








Made in Black and Morro Brown—guaran- 
teed a straight aniline dyed leather, free from 
pigments. 


Sample cuttings and further information 
gladly furnished upon request. 


oo. 4 





Originated and manufactured exclusively by: 


THE OHIO LEATHER CO 


GIRARD, OHIO 
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“Faithful to the Last” 

















Nunn-Bush Full Width Ordinary Width 
Inner Sole Sole 


Keep their shape 


Lasts and inner soles of 
Nunn-Bush Shoes are 
full width. No cramped 
feet. Shoes do not bulge 
nor run over at sides. 


Nunn-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 


C.S.STEARNS SHOE CO, BOSTON, MASSACHUSETTS New England Distributors 


Turn your stock more In Stock: 2167— $4.70 
times per year with our Brown Calf 
merchandising plan. 2124 — $4.65 
Write for particulars. Rosy Red Calf 
1111— $4.70 
Black Calf 
All Numbers—A to D 
Wingfoot Rubber Heels 
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“THE EASY MONEY MAKERS 


Turn Novelties that your trade will buy soon as seen. 
We advise immediate purchase and a prominent 
window display of your selected styles as an effective 
stimulant to sales and profits. 


Ew «(AT Once 
SHIPMENTS 














No. 150—Black Patent Chrome 
“Wizz” Pump. Cut-out No. 2. 8-8 
Military Heel. Sizes: A, 3-8; B, 244-8; 
Sn E.R 6s vec encnsd sce cee 


No. 150 


No. 144—White Beechtex Aida One 
Strap, 8-8 Military Heel. A to C. 
Wes Goaaas Tere . $4.00 


No. 149—Black Satin Aida (like 148, 
no cut outs). One Strap, 14-8 Military 
Heel. AtoC. Price...........%5.00 


No. 145—White Beechtex Janet One 
Strap, l-in. Slide Buckle, 14-8 Mili- 
tary Heel. Price..............$4.10 


No. 146—White Beechtex Rena Two 
Strap, 14-8 Junior Louis Heels. A to 
a aise cbads 6 dcehi es osks eee 


No. 147—Patent Aida One Strap (like 
No. 148), with Cut-out Quarter, 8-8 
Military Heel. A to C. Price. .. .$5.00 


No. 148—Patent Aida One Strap, with 

Cut-out Quarter, 14-8 Military Heel. 

TC A eee ee 
No. 149 


HOPKINS & ELLIS Haverhill, Mass. 








X 
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YA. 


IN STOCK 
STYLES 


WOMEN’S OXFORDS 








Pearl Elk S: Oxford 
Blac’ ~—— Ribbed § sa and Heel 


to D wide 


Tw aa Last 
Brown Elk +o Oxford. . 98. 
Red — Ribbed Sole and Heel 
A to D wide 


254 
Tweed Last 
Smoked Elk Sport Oxford................. $5.10 
ther Sole and Heel 
A to D wide 


2561 
Same shoe as 254, with Red “Duflex”’ Ribbed Sole 
and Heel. A to D wide.......... $5.35 


Calf O wtocd Whit Calf 
Gray Ca xford, ite Calf Apron 
Leather Sole and Heel Number 312 
AA to D wide 
$5.15 


230 
Danse Last 
Puma Gas Ga... os ctbabees bode cccccde $4.85 
A to D wide 





MEN’S OXFORDS 





~4 
port Last 
Smoked Elk Sport ort An hth Nete deedeed $5.50 
Gal. Four Apron 
Red Duflex Ribbed Sole and Heel 
B to E wide 


310 
ort Last 
Tan Box Sport Oxford ... 65.85 
Red Due Ried & } and Heel 


to E wide 
312 
Soest Last 
t Oxford 
Brown Gon jovan Apron 
Red Duflex Ribbed Sole and Heel 
to —— 


508 
Newton Last 
P & V 106 Tam Oxford. ...... 2... ccceeees $5.50 
A to D wide 


408 
Newton Last 
Black Ivory Calf Oxford. . Lis ca ciie a 0 oe 
A to D wide 


516 
Premier Last 
ye Ee ee er tre $5.50 
A to D wide 


The Dalton Company Inc., Brockton, Mass. 


Makers of Fine Shoes 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bidg. 
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The Famous 


Shoe for: en 








ee In Stock 


dy ns a gm n 
Halt Wingfoot Rubber With the Weber 
Sizes 6-11; D Width . 

os reputation behind 
them to assure their 
value 


PRICE $3.40 
Net 30 days 


No. 848—Medium Tan 
Lotus Veal, Color 104, 


a : a a n= W 
Frenchy, Last, Single eber Bros. Shoe Co. 
Rubber Heel 


PRICE, $4.25 North Adams, Mass. 


Net 
at SS cage NEW YORK OFFICE: 
1328 Broadway, Marbridge Bidg., H. Harris, Rep 




















WRTTEMORES QUICK 
QUICK SALES 
WHITE : De ne 


; White.” The coin that 
| Waltas DIRT comes fast carries the 
p pay roll, the overhead and 
CANVAS SHOES your own income from the 
CLEANS , business. “Shelf War- 
i | mers” are the heart 
ae : breakers. 
ge: They are the joy killers 
‘ee now as at all times. Here 
QUICKLY" EASiiy you a a ~ selling, 
satisfying, white shoe 
APPLIED cleaner that is going big 
the country over. Our 
_— CLEANS 9 sales prove it. 
Ali AQRTiricce - 
“ “2 n LLES MA DE White Heel and Edge 
FRM WHITE Pay Enamel. 
NUT TTT TY AN VAS . — 
wiih} Shoeclean White Leather 
Dressing. 


WHITTEMORE BROS. 
CAMBRIDGE, MASS. 
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White Lisles for Summer Wear 


Due to the popularity of sport shoes lisles have come back into their 
own. For purposes other than dress wear they are smarter and more dur- 
able than silk. The following white numbers offer a good selection at 


varying prices: 


W1730—Women’s Mercerized White 642-DP—Women’s Imported Wyde- 
Lisle Hose with mock seam. Sizes Top Mercerized Lisle Hose with 


8-101%4. % doz. boxes ..$3.10 a doz. “Pointex”. heels. White. Sizes 8- 
10%. \% doz. boxes .. ..$11.50 a doz. 


1820—Women’s Mercerized White 
Lisle of finer quality than above, also 
with a mock seam. Sizes 8-10%. 
¥% doz. boxes........ ..$4.15 a doz. 


OUTSIZES 


W160—Women’s Lightweight Outsize 
White Mercerized Hose, with mock 
seam. Sizes 8-104. % doz. boxes, 

372-A— Women’s Full Fashioned Mer- $4.25 a doz. 


cerized Hose in White. Sizes 8-10%. WOid~Gesne 00 shave, except *hen 2 





4 doz. boxes. ...... .. ..$6.00 a doz. 


1402-CC—Women’s Lightweight, Full 
fashioned Mercerized Hose in White. 


Sizes 8-10%. % doz. boxes. 
$8.25 a doz. 


392-A—Women’s Very Fine Gauge 
White Mercerized Lisle Hose. Sizes 
8-10%. % doz. boxes. ..$8.75 a doz. 


is medium weight. 


W1840—Women’s Drop-Stitch Out- 
size Mercerized Hose in White, with 


Mock Seam. Sizes et ¥% doz. 
boxes . ca ..$4.25 a doz. 


422-A—Women’s Full-Fashioned Out- 
size Mercerized Hose in White. Sizes 
814-10%. % doz. boxes, $8.00 a doz. 


Emery 6 Beers Company, inc 


BROADWAY at 24th STREET, NEW YORK 


CHICAGO PHILADELPHIA 


BUFFALO SAN FRANCISCO 
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HEADQUARTERS for WHITE SHOES 














These shoes are made by manufacturers 
who specialize in white shoes. They are 
nationally advertised to create demand for 


the dealer. They are ready to ship at once 


————_—____-____. ____-, 


AIH | Mm 





No. B 5917 BtoD $3.25 
B5917—Women’s Black Satin Pump 
Turned Sole, Low Covered Heel $3.25 


B 5907—Same Style, other grade $3.75 


Made in our Haverhill Factories 


OUTING SHOE COMPANY, 530 Atlantic Avenue, Boston 9, Mass. 


No. B 2036 
B 2036 rn 
Sole, Low Leather Heel with Rubbe »Top 

$2.25 


Lift 


B 2251 





— Manning “Meadow-Brook” White Shoes — 





Nurses’ Oxford 
AtoE $2.25 
White Imperial Cloth, Turned 


Same Style, best grade. $3.35 


B 905—-Same Style, McKay, except tip, 


$2.25 


B 2915—Same Style, other grade $1.60 


For other styles see our complete Spring catalog 





B 2014— Women’s One-Strap Pump, White 
h Turned Sole, Low Covered 


B 2015—Same, Five-Eyelet Oxford. .$2.40 
B 2205—Same as 2014, other grade. . $3.35 
B 2206—Same as 2015, other grade. .$3.35 





AtoD $2.40 


$2.40 


OMOLTMN My= TS 






















IN STOCK B-104 


IN STOCK 


New 





ee 


e Krest Kloth, *“BABBIE.”” Widths AA, C 


Price $4.25 Net 









B-101 


Round Toe Last with ONE-INCH Wood Cu 


Heel All Patent Leather, “@ABBIE" as 
above, all sizes. AA, A, B, C widths 


Price $4.75 Net. 


ban 






IN STOCK 
B-103 


“BABBIE” 


Most Popular Model of the Season 









Black Satin “BABBIE” Widths AA, C. 


Price $4.75 Net 





Unusual ity is here afforded 
the trade to buy Gcodrich Quality 
frem Stock. 





HAZEN B. GOODRICH & CO. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


—= In Stock Ready Now == 









IN STOCK 
B-105 


White Eider Button “BABBIE."" Widths AA, (¢ 


Price $4.75 Net 








IN STOCK B-102 


Patent Leather Vamp, with Gray Ooze Calf Quarter 
This Dainty ““BABBIE”’ Combination, as 


at ove, all sizes, AA, A, B, C widths 


Price $5.00 Net 


Haverhill, Mass. 
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“King of Jobs 


WHITE CANVAS SHOES 


For At Once Shipment 


ORDER BY NUMBER 


He. Gig ot Gyre 
No. 730—Ladies’ White | ay: _— 
Canvas Flapper One Strap Pri 95 
with Buckle. Flexible Mc- rice $ - 

Kay. Sizes 3-7, 3-8, 4-7, No. 60—Same as above 
4-8. in Child’s. Sizes 814-11. 
Price $1.50 Price $ .90 
Sold 36 Pr. Case lols No. 50—Same as above 

in Misses’ English toe. 
Sizes 12-2. 
Price $ .95 
Sold 36 Pr. Case Lots 





No. 115—Ladies’ Canvas 
One —~_ we Ht 
Le rates feel. Sizes 3- 
, 4-8, 5-8. 
Price $1.15 
Sold 36 Pr. Case Lols No. 85—Ladies’ Canvas 


Oxfords, Military Leather 
Heel. Sizes 3-7, 3-8, 4-8, 


5-8. 





Price $1.15 


No. 90—Same as above 
with Rubber Heel. 


Price $1.20 
Sold 36 Pr. Case Lots 





No. 120—Ladies’ Canvas 
Two Strap, Military uJ 
ther Heel. rome 3-7, 4-7, Ri. 
3-8, 4-8, 5-8. No. 145—Growing se 
ic: 5 Canvas One Strap. ub- 
, Price $1.15 ~ ber Heel. Sizes 214-6, 3-7, 
No. 10 — Misses’ Canvas 
on + > 9.5 4-7, 4-8. 
Two Strap. Sizes 12-2. . 
2 2 Price $1.20 
Price $ .95 Ns : s, diieies 
"3, 28.89 — o. 150—Same as ’ 
No. 15—Child s Canvas with wide toe. Sizes 214- 
Two Strap. Sizes 844-11. 6, 3-7, 4-7. 
; Price * Rd Price $1.20 
Sold 36 Pr. Case lots No. 20—Same as above 
in Misses’. Leather Heel 
«English. 
Price $ .95 
Sold 36 Pr. Case Lols 








All these shoes are 
freshly made and 
wonderful. values 
at the prices quoted Special— 
No. 6150—Men’s Tan Elk Out- 
ing Bals, Grain Leather Inner 
Soles. Solid Leather Outer 


Soles. Made to fit and wear. 
Sizes 6-9, 6-10, 6-11, 7-10. 























Price *]-5° 
Sold 24 pr. case lots only 











S. Rosenberg & Son 144 Essexst, Boston, Mass. 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 


ENAMEL 


adds a much-needed ‘‘finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil nor harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray. Dark Gray and Cham- 
pagne. 


For sale by shoe findings jobbers 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York | 
United Shoe Repairing Machine Company, Boston 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A New Slide 
Ornament 


The ornament illustrated here is one 
of the most effective of all our recent 


numbers. 


It exactly fits the requirements of the 
present prevalent style. It is supplied 
in all colors and combinations and 


it is moderately priced. 
It makes a good dollar seller for you. 


In ordering, state color combination 


desired. 


We also have 8 stone rhinestone 


buttons in stock at $2.75 per dozen. 


French Beading and Novelty Co. 


922 LOCUST STREET 
PHILADELPHIA PA. 











y) 



































No. 1344 
Jet and Steel 


Brown and 


Gold 
Steel and Jet 
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InlAPYTroZ, 
TURN SHOES 


Reg. U.S. Pat. Off. 





le 272B—Patent leather, white wash- 
obie kid top, Roman sandal. Milo buttons 
In stock, immediate delivery. Price, per 
pair : ‘ $1.10 


SUPERIORITY 


We manufacture for the retail trade exclusively a 
complete line of children’s superior quality flexible 
turn shoes. Sizes—full and half 1 to 5. Every 
shoe sample lasted and 


GUARANTEED ALL LEATHER 


Soles cut in our own factory from highest grade 
flexible oak-tanned bends. Highest quality leather 
counters, insuring longest possible wear. All styles 
made with mock heel 


Send for In-Stock catalogue 


“aa 


A a. 


K '( i, Ai" - 


IMPERIAL 
CHILDRENS SHOE 
CORPORATION 


ROCHESTER —NEW YORK 
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An Open Letter 


To “Recorder” Subscribers 


You—as a merchant subscriber to the Boot and Shoe 
Recorder—and I, as its publisher, have made a bargain. 





We each owe something to the other. 


| am morally and financially bound to deliver to you certain 
things, whose sum total make the quality of the publication. 


You, on the other hand, should regard the Recorder as you 
do the customer, who not only buys from you but also 
brings other customers to your store. 


Editorially, this publication helps your present. Its adver- 
tisements, when you use them in ordering merchandise, help 
your fulure, just as the new customer helps your future. 


I believe you are unconciously appreciative to this publica- 
tion for its assistance and that you will gladly co-operate 
with us byincluding some direct reference to “The Recorder” 
in your order to the manufacturer. 


Doing this, you will have completely fulfilled your bargain 
with me. 


Yours truly, 


‘ Grr 
P.S. Why not say— Syput KH 1 et hears 


‘*T notice in your adv. 


in the Boot and Shoe 
Recorder, ete., ete.” BOOT AND SHOE RECORDER 


Treasurer and General Manager 





- = 
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70S 708 size Co, 


ff? Faces Jp 


E would like nothing better 

than. to have Bostonian 
Shoes judged entirely by the 
testimony of the dealers who 
sell them and the men who 
wear them. 


Commonwealth Shoe & Leather Co. 
Whitman, Mass. 





BOARDWALK 


Cherry Calf Lace 
Oxford with Smok- 
ed Elk instep piece 
and Short Wing 
Tip. Soft Toe. 
Rex Last. Pink 
suction cup Rub- 
ber Sole and bevel 
Heel. Sizes A 7-11; 
B 6-11; C and D 
5-11. 


Price 


= $ 4 50 


Pret! 


! 








OCK for 


Stock No. 
342 


The STROLLER 


Rich Reddish Brown Eik Lea- 
ther Oxford with Scotch Grain 
Saddle Overweight Belting 
Leather Sole with flesh side 
out. Bancroft Last 

Sizes: A, 7/11; B 

6/ll; C and D, 

s/ll. 


Price 


$5.00 





FTER all, isn't it what the 
dealer says that proves the 
value of any line? 


Commonwealth Shoe & Leather Co. 
Whitman, Mass. 


BOSTONIANS 


Famous Shoes For Men 
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Help for the Dealer 
When He Needs It 


\ , 7 HEN business depression brought the present buyers’ 


market to the country’s attention, the cause was 
attributed to innumerable “inflations.” 


7 
“44 
Of course the. fact remains that it was with the consume 
that the movement began. No longer does haphazard buy- 


ing exist. Money has a definite value. 


When a woman goes shopping nowadays, she buys with a 
sense which has been made keen, either by necessity, or in- 
telligence. When a woman buys shoes, for herself or her 
children, she demands a real return in value for her expendi- 
ture. Hence, it is explained why Dugan & Hudson dealers 
have prospered on a buyer’s market. 


Dugan & Hudson Shoes are all leather; stylish but not 
flapperish; not too conservative; wear-resisting to an un- 
precedented degree. 


Dealers need them because women want them. 


Makers of fine shoes for women and the famous 
‘Tron Clad”’ line for Children. 


DUGAN & HUDSON CO. INc. 


Shoemakers for over 40 Years 


ROCHESTER,N.Y. 




















. 


= 
MW 


: : 4 5 - 
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IN STOCK Ready to ship to-day 


White shoes made for dealers who de- Our Patent Leather shoes are having 
mand quality in fabric footwear. High- wide sale. We are ready to take care of 
grade construction throughout. your wants with proven sellers. 





No. 903 


White “‘Eve Cloth” one strap. Nickle buckle. 
ad Heavy turn sole. 13/8 millitary heel. Widths 
Fine White “Eve Cloth” One Strap. Heavy A,B,C. Price, $2.75 
turn sole. Military heel. Widths AA to D. | . 
No. 902 


ng te —— - cee. pene care 

4 sole. 8/8 Celluloid heel. apper last. Silver 

PRICE $2 75 finish buckle. A, B,C, widths. Price, $3.75 
TERMS 2% 10 DAYS 


ELLIS, EDDY CO., Lewiston, Maine 


BOSTON SAMPLEROOM, 207 Essex Street, Room 318. 











= 


GRIFFIN | GRIFFIN 
1798.8)5.99 PEUERWHITE 
“For white CLEANER 


kid shoes Jor all white shoes 


and gloves except kid - 
CaS <* \ 


\ a rarroepenalatl Thoroughly cleans : In Liquid, Cake 


and Whitens rae. OF Powder Bag 4 


ee "2? F-MPERS 


; vd. form 


(Reproduction of New Display Card) 
LINK UP YOUR STORE with 
GRIFFIN’S WHITE —_— CAMPAIGN 


Write Dept. C for Prices 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET NEW YORK. U. S. A, 


Fee MM ss Ee = 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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ROOK BERBER RRB RIG 


‘Constant Comfort 


‘‘America’s Best Comfort Shoes’”’ 


[N-STOCK service on sixty styles of straps, oxfords, boots and Juliets. 
OTHING but black kid comforts made in our factory —we are comfort 
specialists. 


SU PREMACY is due to definite standards of quality, fair treatment and good 


values — we maintain such standards. 


’ | ‘O merit the good will we have gained among the country’s best dealers we must 
keep our quality right. 


UR line is continually being improved by adding those new lasts and patterns 
that your trade demands. 


Oe -NTRATE your buying of black kid comfort footwear with us. It will 


pay you. 





EEP your sizes right — quicken your turnover by ordering often from 
stock. 


Advise us, if you have not received our recent catalog 





No. 74R No. 285R No. 125R 
No. 74R—H gh-Grade _- ck Kid Blu ~~ No. 285R—High-Grade Black Kid Two- No. 125R—Bla <" x a o . ~% ave Cat’s 
Oxford, 12/8 Cat’s Paw Heel, Gray Ooz Strap Pu amp, — Wi agree Heel, Gray Paw Heel, Gray O d Toe 
Lini —. Ooze Lining. . $3. and Wide Ball. 
No. —Same St trie! <a spate Lac No. ‘282K Sa ame Style in One Strap, $2.85 No. 126R—Same Style with Plain Toe. 
Both In Ste ck B, “53.00 Both!In Ste ck A. B.C, D. Both In Sto ck B. C.D, E. . $2.75 


Ault Williamson Shoe Co. 


anufacturers 
Auburn prope 1100 E, Sth STREET Maine 
Kansas City, Mo., Office—Suite ““C” Mass Bldg. 


Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. 7 So. Fifth St. 


ee ee en ne en en en en en, en, ww, ew, ew ww, ew, ew, we Ew, Ee, a 
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Three Popular White Numbers 


IN STOCK 


No. B 713. All white cloth five eyelet oxford, outside tip, narrow space 


vamp and lace stay, white ivory sole, welt and heel, 27 last, 13-8 — 
4.15 


No. B 714. All white cloth one buckle Detroit, corded imitation tip, 
white ivory sole, welt and heel, 25 last, 9-8 heel . e $4.25 


No. B 715. White cloth Cambridge, perforated anak leather strap, 
white ivory sole, welt and heel, 25 last, 9-8 heel .. aa 





Sizes AA, 41% to 8; A, 4 to 8; B and C, 3 to 8 
Terms: Net 30 Days. 











BURROWS SHOE CO., Inc. 


ROCHESTER, N. Y. 
N. Y. City Sales Room: 604 Marbridge Building 









































CURE 


The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and arch and 
self adjusting movable stiff 
shank give support to the 
needs of the individual foot. 


These points make La 
France Rest Cure Shoe 
our biggest seller. 


In Stock NOW 
AA-D. Sizes up to 10. é. 
653-Black Kid Oxford 5,00 a ee, ; 
~ Williams Clark & Co. 


983-Brown Kid Oxford 5.50 
353-White Fabric Oxford 4.35 “ 
Lynn, Mass. 
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You will improve your line of shoes 
by using 


ACE RED 
ACE BROWN 
ACE TITIAN 
ACE 75 
ACE 808 
ACE 24 
ACE 909 


















































J. S. BARNET & SONS, Inc. 


“Maintains a Standard Reputation” Sediinintes Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS “‘TENRAB” 


i your mentioning the publication in replies to advertisement 
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Individuality 


ALLUN’S RAMBLER RED, a leather of 
distinctive tannage, possesses a shade pe- 
culiar to itself. Its economical cutting qualities 
and all-round attractiveness recommend it 
strongly to manufacturers of stylish footwear. 


To meet present demands, RAMBLER RED 
can be secured in either Aztec or Viking Calf. 
There are various grades and weights to fill the 
requirements of manufacturer and merchant 


alike. 


-A.¥ Gallun & Sons Co. 


CMilwaukee Wisconsin 


AE GALLUN & Sons Inc. 
W.A.Ely, Manager; 11 East Bosfon 


® 


(ApS 
s* 4 
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THE PERFECT INSOLE AND MIDDLE SOLE 


KENDEX 


Following the example of the great rubber 
shoemakers many manufacturers of sport 
shoes carrying rubber soles are ysing KEN- 
DEX to give added comfort and eliminate 
hoisery staining. 


KENDEX < insoles are positive non-conductors 
of heat and thus relieve burning and stinging 
of the feet. 


KENDEX never hardens nor cracks, but 
remains flexible always. It conforms readily 
to the foot and eliminates callouses. 


KENDEX is not a substitute for leather. It 
is a scientifically perfected better insoling. If 
you will try KENDEX insoles yourself you 
will realize how much they will please your 
trade. 


KENWORTHY BROTHERS CO. 


Stoughton, Mass. 


Kenworthy Brothers of Canada, Ltd. 
St. Johns, P. Q. 


Slip Insoles 
Kendex Slip Insoles 
will not bunch, crack 
or curl. Packed one 
dozen pairs assorted 
siz.s. Order a sam- 
ple lot at once. 


Kendex Inside 
and Out 


The illustration shows a 
golf shoe made with both 
KENDEX _ insole and 
middle sol.. The unusual 
comfort of a shoe so made 
cannot be described — it 
must beexperienced. 


KENDEX middle _ sole 


next to a rubber outer sole 


not only lightens che shoe 
but prevents burning and 
stinging of the feet. 


Comet 


Ideal for Outing Shoes 
The Hood Rubber Company use KENDEX 


in practically all their outing footwear such 
as the accompanying illustration. 


All the large rubber companies use KEN- 
DEX for the same reasons—its lightness— 
its non-conducting qualities—its stainless 
fast color—its constant comfort and fexi- 
bility. 


REMEMBER—THE FEELING OF THE FEET IS REFLECTED IN THE FACE—WEAR KENDEX 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








BOOT AND SHOE RECORDER 

















THE DUTTENHOFFER 


MASTER}, 
CINCH. 


SH 


Ree, U. 3 5 oe Office 
rade 
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supports the waist- 


‘$090 the Master Futkorset 
Shoe supports the arch’’ 


Its patented steel shank of an ex- 
clusive design hugs the arch like a 
corset hugs the waist—it is an as- 
surance of absolute relief from arch 
discomforts, it helps weak feet 
become normal, it prevents fallen 
arches. 


But the Master Futkorset is more 
than an arch support. It is a shoe 
of refined beauty, built on lasts 
that represent the latest decrees of 
Fashion. The stylish lines of the 
various models and the elegant 


* seller. 


materials used in their manufac- 
ture cannot help but please the 
most particular patron. It is, in 
fact, a shoe that will delight the 
eye as well as comfort the foot of 
the woman who wears it. 


The increased patronage and repeat 
sales that have attended the stock- 
ing of this shoe in hundreds of high 
class shoe stores throughout the 
country have proven our shoe sales- 
builders. If you have not stocked 
it, you have overlooked a certain 
It is made in both high and 
low models. Send in your order at 
once for a trial dozen. 





SUPPORTS THE FOOT AS— 











. 








A CORSET 
SUPPORTS 
THE WAIST 








STEVENS COMPANY 


R SHOEMAKERS 
~ gATI, O. 


Reg. U. 8. Pat. Office 


Trade Mark 
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Posed especialiy for 
Cedar Cliff Silk Com- 
pany by Peggy Mat- 
thews of Greenwich 
Village Follies 





(CEDAR CLIFFS 





EX6Q—>- <> -~ 















y br Fine Uootwear 


Satin now holds its rightful position. 



















No longer is the pair of satin slippers a mere accessory 
of the smart wardrobe. True, it is often a finishing 
touch to correct dress; but the variety of costume 
with which it blends has increased to such an extent 
that Shoes of Satin are an essential to practically every 
woman. 





Regard every woman who enters your store as the 
prospect for “‘a pair of Satins. 





Cedar Cliff quality guards this market and insures 
this permanent vogue. Cedar Cliff quality has made 
Satin practical as a shoe material. Cedar Cliff 
quality has eliminated all hazard in the purchase of 
large stocks of Satin footwear. 






The wide use of Cedar Cliff Satin by leading shoe manu- 
facturers is a clear expression of their determination to 


produce Satin styles of greatest value and practical = rg wees cn 
: , , : reflec > sez 
quality. You can buy shoes of Satin with greater mode—made of Cedar 
confidence if you know they are made of Cedar Cliff, Cliff satin. 
th tin wowe tally for & footw From stock of 
e satin woven especially for fine footwear. BLISS & PERRY 


Newburyport Mass. 


“Nhe CEDAR. CLIFF 
SILI COMPANY 


251-255 FOURTH AWE. 
NEW YORI 


PHOE SATINS 


+: >->Qrxy 
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C7 om 
INFANTS AND CHILDREN’S 
FOOTWEAR 


SOFT SOLES 





—_ 
An Improved Bathing Shoe 


With a special 
lightweight 
rubber sole. 


Upper of white duck and 


se, ane _ mercerized sateen 
White Moccasin with No. B 1485 
White, Pink or Blue Rib- One Strap, Mary Jane, 
bon and French Knot- Patent Leather, Black But- 
l'rimmings. ton and Pump 

$9.00 a Dozen Pairs Sizes 0 to 4... .$6.00 doz. 


TURN SHOES—IN STOCK 
FOR AT ONCE DELIVERY 


Made in all colors and combinations 
IN STOCK AFTER JUNE Ist. 


Send for samples and prices 
of our complete bathing shoe line 


C. R. WHITTREDGE & CO. 
245 BURRILL STREET SWAMPSCOTT. MASS. 





——— ———— Ff oe — a 














TO THE FRONT— 
of your FINDINGS CASE 


“OLD RELIABLE”? Brands of 
No. B 106 SHOE LACES 


All Patent Leather, One 
Strap, Mary Jane. Flex 
ible Hand Turn All Patent Leather, Four 
1 to 5, Half Sizes... . $0.90 Strap Sandal, Turn Sole. 
4 to 8 Spring Heels . . . $1.70 

No. B 135 8% to 11 Spring Heels 2.25 


Same in Brown Patent No. B 379 
. ‘ 


Leather. 
Same in All Brown Patent 


Leather 


No. B 162 
All Mat Kid, On pee. 
Mary Jane, Flexible Turn 
Soles. No. B 370 
3-5 Spring Heels $1.30 Patent Leather, One Strap, 


5 44-8 Spring Heels. . . $1.35 Lay La ; ‘““YALE,” “DUDLEY” and “CO” Round 


No. B 163 4 
Same in All White Buck. SOE oT Seetne ical: 1.65 “THE QUALITY THAT SELLS” 


3-5 Spring Heels... . . $1.50 
5'4-8 Spring Heels. .. 1.55 Your Jobber Can Supply You 
MANUFACTURERS 


J. J. MAc MASTER FRANK W. WHITCHER CO. 82872 U.S. A. 


Rochester, N. Y. ———E —— 
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Hidden in each shoe is a charac- 
teristic which determines the real 
value in all Footwear- the quality 
upon which performance depends. 


Although style, the last and work- 
manship are very important fac- 
tors, your success depends mostly 
on the careful consideration. which 
you give to “leather - quality”. 


Leather is that element which 
lends character to all footwear. 


Having Pfister & Vogel leathers 

built into your shoes, assures 
you that your customers are 
getting that hidden value. 





Phister & Vogel Leather Co. 


.bvVra YY & Be WISCONSIN 
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TO RETAIL 


A T 


FIVE DOLLARS 


IN STOCK JUNE FIRST 








No. 220. White buck, one-buckle sandal. Perforated collar 
and strap. Imitation tip. Design on toe. Goodyear welt, 
8/8 rubber heel. Widths B,C, D; sizes 214 to 8.......Price $3.30 





No. 210. White buck apron oxford. Goodyear welt, 8/8 rub- 
ber heel. Imitation wave tip. Design on toe. Widths B, C, 
D; sizes 2% to 8.... Les Ree eh Price $3.30 


Terms 5%-10, 4%-30. Case Lots 7%-10 Prox. 


Garrishurg Shor Manufacturing Company 


Shoes for Women and Children 
Garrishurg, Pa. 


**Sane Styles and Sound Values’’ 


a 
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FRENCH. SHRINER & URNEK 


MENS SHOES 











In Genuine 


KANGAROO 


---soft as vici kid 
---durable as calfskin 


The Liberty FOR THE YOUNG MAN, 


FOR THE CONSERVATIVE MAN. 
COMFORT, STYLE AND SERVICE 





A perfect fitting model 
with low instep measure- 


ments combining smart- ; Immediate Deliveries 
ness and comfort. from Stock 


Kid or Kangaroo 
Black or Tan Oxford Models 
Black Kangaroo and Tan Vici Bal Models 




















FRENCH, SHRINER & URNER 


Factory and Salesrooms: 63 Melcher Street, Boston, Massachusetts 














Si upertority fyuilt in, R a JVYot Rubbed On ; 
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Two Significant Facts 


1 Orders for TONY RED CALF are practically identical in 

* volume with our record season of a year ago—although this is 
the fourteenth consecutive season of a constantly increasing 
demand for 


TONY RED CALF 


Reg. U.S. Pat. Of. 


2 We are receiving a steadily progressing demand for 
. 


TONY BROWN AND TONY BLACK 


Reg. U.S. Pat. Of. Reg. U. S. Pat. Off. 


What Does This Mean? 


That there is a growing public acceptance for a lighter shade 
of brown and consequently a demand for black, since light 
brown shoes cannot be worn appropriately for all occasions. 


That well informed retailers who have experienced the intrin- 
sic value of calf leathers manufactured under the name TONY 
are rightly impelled to call for CREESE AND COOK 
TONY BROWN AND TONY BLACK. 


We appreciate that more sales of TONY BROWN AND 
TONY BLACK will mean more sales for the retail shoe 


merchant and therefore welcome this tendency. 


CREESE and COOK COMPANY 


ee SN TANNERIES 
SALESROOMS ei N 
195 SOUTH STREET, BOSTON My) & SN DANVERSPORT, MASS. 
P. A. HENRY & CO. WOLFENSTEIN & SHANAHAN 

706 Broadway, Cincinnati, O. 39 SPRUCE STREET 


Leather Trades Bldg., St. Louis, Mo. n WY NEW YORK 


: 





: 
: 
: 
: 
: 
: 
: 
| 
; 
: 
: 
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Increased rejail profits come 
om increased courage an 
wider wr ott 
ltis the intention ot those responsible 
for epee of” 1922 B Boston 
Show to make it literally pay increased 
profits te every mevderh atending- 
The devotion and enthusiasm bei 
a into its preparation warrayt LY 
ein (sg ger heey dealers a sho 
they can ill afford to miss. 
‘We want YOU to come. 
ES President ue 
Pes ATIONAL SHOE»° LEATHER EXPOSITION . 
orca AND STYLE SHOW “See 


- 











‘ 
¥ 5, 
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CHROMOK 


REGISTERED 













Patent, Dull and Colored 


U.S.PAT. OF FICE 




















SIDE LEATHER 








| Made especially for 
in medium priced shoes, 


Also makers of consequently superior 
| Famous for such merchandise. 
Oak Tanned 
Flexible Inner Soles 
oiih Mani yron ons Leather Co. 
Wittens. Md. es oi Boston, Mass. 











Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 





The ideal of comfort —_ agin? in moccasin ~~ for dry 
season wear, and a sensible “pal” for the growing lad. . eal 
Write for Dealers’ Price and 


Catalog 


W. C. Russell Moccasin Co. 
Berlin, Wis. 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 



































May 20,1922 .- BOOT AND SHOE RECORDER 53 












A 
ohansen’'s 






\t 





JOHANSEN’S FEETURE ARCH 


Doubles Dollars 
for the Dealer 


Not alone an arch of double action, but an arch of 
double profits. 


It fulfills completely the demand for flexible arch shoes 
and the demand for rigid arch shoes. 


Doubles sales—but one line of shoes instead of two— 
one-half the investment. That is real dollar value for 
the dealer. 


And beyond that—to women it means foot comfort in a 
measure never before approached. 


In many localities even now it is too late to secure the 
FEETURE ARCH agency. Your town may still be open. 


ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 
Saint Louis. 
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. MeKays 
Sandals ci\ay 
5-8 844-11 1144-22148 — = 
733 Tan Lotus Sandal -90 1.00 1.15 1.50 Oxfords Instep Strap: 
73311 Tan Lotus Sandal, heel 1.30 1.65 a ‘ » on 
2733 + Mahogany Elk Sandal 9 1.00 1.15 1.50 SB 8)4-11 1119-2 29-8 
730 Black Calf Sandal -90 1.00 1.15 1.50 210 Gun Metal Ox., wide toe, wedge 1.15 1.35 
762 Smoke Sandal 90 1.00 1.15 1.50 210H Gun Metal Ox., wide toe, heel 1.35 1.55 
731 Tan Lotus Pump 90 1.00 1.15 1.50 1210H Gun Metal Ox., Eng. toe, heel 1.55 1.85 
752 White Sandal -95 1.05 1.20 1.60 214 Mahog. Ox., wide toe, wedge 1.20 1.40 
736 Tan Lot. Ox. imt. tip, lined 1.00 1.10 1.25 1.65 214H Mahog. Ox., wide toe, heel 1.40 1.60 
7 Blk. Ox. imt. tip, lined 1.00 1.10 1.25 1214H Mahog. Ox., Eng. toe, heel 1.60 1.90 
+ 726 fan Lotus Ox. imt. tip % 1.05 1.20 216 Black Kid Ox., wide toe, wedge 1.25 1.50 
766 Mahogany Elk Ox. unlin. 95 1.05 1.20 1.60 216H Black Kid Ox., wide toe, heel 1.50 1.75 
82611 Tan Lot. Ox. imt. tip, Narrow toe 1.75 1216H Black Kid Ox., Eng. toe, heel 1.75 2.00 
Sti t hd 218 Nut Brown Ox., wide toe, wedge 1.25 1.50 
1 218H Nut Brown Ox., wide toe, heel 1.50 1.75 
si Cc own 1218H Nut Brown Ox., Eng. toe, heel 1.75 2.00 
Men’s and Boys’ Ox fords 614 Mahog. Instep Strap, wide toe, wedge 1.10 1.30 ' 
a 614H Mahog. Instep Strap, wide toe, heel 1.30 1.45 
1144-22%-6 6-11 1614H Mahog. Instep Strap, Eng. toe, heel 1.45 1.70 
73511 Tan Lotus Blucher Oxford, heel 1.50 1.85 2.25 616 Black Kid Instep Strap, wide toe, 
5Vox Tan Lotus Ventilated Oxford 1.85 2.25 wedge 1.15 1.135 
25Vox Mahogany Elk Ventilated Oxford 1.85 2.25 616H Black Kid Instep Strap, wide toe, heel 1.35 1.50 
2735H Mahogany Elk Blucher Oxford 1.85 2.25 1616H Black Kid Instep Strap. Eng. toe, heel 1.50 1.75 
HAGERSTOWN SHOE & LEGGING CO., Inc. 
HAGERSTOWN, MARYLAND, U.S. A. 
i ii i SIS 
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In a Fashionable New York Setting 
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yu want four things in a hotel when 
you come to New York. 4 gomfort- 
able room, good fd, moderate tariff —and 
a chance to see the latest in shoes, worn by 
smart men and women. Granting this— 

the Claridge is your New York hotel. 


Fifth Avenue’s daily fashion parade is ( 
but two short blocks away —the Broadway 
entrance of the hotelis onthe Great White 
Way—and a ten minute ride takes you 
to New York’s wholesale shoe district. 


Stop at the Claridge. If he isa 
shoeman you will find him there. 


PS 





Hotel 


CLARIDGE 


BROADWAY aé 44th. STREET 
NEW YORK 


LM Boomer Pres.-Fred A Reed, Man Director 
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YOU CAN MAKE 1922 A BANNER 


WHITE SHOE SEASON 


by taking advantage of our complete 
‘tin stock’’ white shoe numbers ; 


White Suede 
Low Heel 
Novelties 
In Stock! 





G161— Women’s White Suede 6- 

Eyelet Blucher Oxford, imitation G160—Women’s White Suede Buckle 

short wing tip, 1-inch rubber top heel, 2-Strap Pump, imitation short wing 

Ivory welt, Sport Last, A width, sizes tip, l-inch rubber top heel, ivory welt, 

34-7; B width, sizes 3-7; C and PD Sport Last, A width, sizes 314-7; 
B width, sizes 3-7; C and D widths, 





widths, sizes 244-7.... . $3.50 
sizes 214-7. ocecc on 
Complete Start Featuring 
White Shoe White Shoes 
Folder ati - oa Early ! 
—Women’s ‘‘ Maxine’’ it 
Upon Cloth Parade Strap, 134 inch Quen These Shoes Can 
Wood Cuban Heel, Imitation Turn, ; 
Request Vogue Last, A width, sizes 3)4-8; Be Shipped 
B width, sizes 3-8; C Pesonegs sizes At Once! 


A ee ee 


Patent Trimmed, 





White Cloth, 
Low Heel Novelties = 
’ 
A191—Women’s “‘ Barbara Brown’’ In Stock : A186—Women’s ‘‘ Maxine’’ White 
White Cloth Flapper Strap, Patent Cloth Sport Lace Oxford patent lea- 
Leather Tip and Strap, l-inch rubber ther trimmed, 1l-inch rubber top heel, 
welt, Bab Last, A width, sizes 314-8; 


top heel, Welt, Bab Last, A width, 
sizes 3!4-8; B width, sizes 3-8; C 


B width, sizes 3-8; C and D widths, 
width, s‘zes 214-8..............$3.50 - . $3.50 


sizes 214-8. 


CBROWN'S 


ey) 





Www Ques Gouger 


First Successful Shoe Manufacturer in St. Louis 
Founded 1878 
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WHITES—AT A PRICE 
SURE SELLERS 




















No. 1711—White Sea Island Flapper No. 2511—White Sea Island Flapper | 


Strap, over combination last, with me- Strap, white welting, 12/8 Wingfoot heel. 
dium toe, white welting, 8/8 white Wing- AA pi D. 2%8. In Stock at $2.35 
foot heel. A to D. 2 %-7. In Stock " 

at $2.35 


THESE NUMBERS 
IN STOCK 


White Welting 
and 
White Wingfoot 
Heels 





No. as — yo —— ries Ne. 1913—White Eve Cloth Grecian 
tern Flapper otrap, patentimt. tip. A to Sandal. 8/8 Winef. 7 D. We 
€. Broad toe. 2% to 7. In Stock. $2.60 ares : oe. pubes 


No. 2512—Same Shoe, 12/8 Wingfoot 
heel. AAtoD. 2% to 8..........$2.35 


THE McGOVERN SHOE CO. 


COLUMBUS, OHIO 
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Your Countersign 


NSISTANT is the new demand — ‘‘ Good 
Shoes at a price!”’ 
Your Countersign to this demand is MOUSAM COUNTERS. 


Economy in shoe manufacture is largely a matter of wise selection of 
component parts. Mousam Counters long ago proved their value and 
their downright economy. The present industrial condition has 
simply established their leading position more firmly. 


Long ago manufacturers found that there is no economy in counters 
costing less than Mousams—indeed that there is doubtful advantage 
in any of those costing more. 


Dealers too have sensed the situation. They welcome Mousams as 
the counterpart of good shoes, knowing how they make for sound 
value and real economy. 


In meeting the present demand for ‘“Good Shoes at a Price,”’ advance 
g Pp ’ 
friend and give the countersign “‘Mousams.” 


MOUS AM 


121 BEACH 


Philadelphia 
1024 Filbert St. 


CaN I ERS 


GUARANTEED TO OUTWEAR THE SHOE 





ROGERS FIBRE COMPANY 


Mousam Division . 


STREET BOSTON, MASS. 
Cincinnati St. Louis Milwaukee 
John C. Rupp Co. Dennott & Prince Fred A. Hollis 
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AOD 
C.H.ALDEN CQ 


us h& 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


° ° ° ° ° 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 

We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 








The above is one of the styles that can be delivered 
promptly 
Lot No. 230 
Men’s No. 4 Gallun’s Russia Calf Oxford 
324 Last 
English Toe 





FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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Lasts and Patterns 


are often “murdered” 
by combinations. 


No matter how attractive the pattern, 
it simply won’t go with, or fit every last. 


Solving such difficulties is a considerable 
part of United Last Company’s service. 
Most United Last Company experts 
have practical shoe-making experience. 


ee 


SIX SHOW ROOMS 


BOSTON 
212 Essex St. 
CINCINNATI 
803 Sycamore St. 
ST. LOUIS 
Adv. Bidg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 





Feeble lee ere eed ele et OT TT TT at 


= 331 Arch St. = —8— 8 _— 8 — 22 _ es _ ee _e_ e_ S_ e_E 
= aILWADKER a ce i he See 


10 Metropolitan Bidg. 

















{ TEN FACTORIES 
BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 

CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


HEADQUARTERS BOSTON MASS. 
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She Things that Count 








a Y \ va in window fixtures ~ 
ne: zie are individuality 
SOFT SHOES FOR TENDER FEE of design and 
adaptability to a 
number of display 
effects. 











A shoe set which 

approximates the 
ideal in this respect is one 
which we produced for 
the Florsheim Shoe Co. 
and has been adopted by 
them as standard for use 
in all their stores through- 
out the country. ‘The 
design of this set is illus- 
trated. All slabs are de- 
tached. 


Write for Catalog T 


. The DECORATORS SUPPLY CO. 


THE GROVER NATURE'S WAY SHOE 2553 Archer Ave. CHICAGO 
MODEL 186 


TAG ALONG WITH HOWARD 
Style No. 9845 


Kangaroo Blucher Oxford on — ma HOWARD Yammer 
EGO OTRO Getacat ae 
No. 186 Last. Full toe. Stock SPRINT 


tip. Flexible Welt. Flexible 
New England Shoe 


shank construction. | 1-8 inch 
Show and Style Exhibit 


heel. AA to D IN STOCK. 
Mechanics Bldg., Boston, July 10-13 


Price $6.00 
Our Service Department is prepared to assist 
9 + | you in the laying out of your special advertising 
J. J. Grover $s Sons Co. | literature for the shoe show. 
LYNN, MASS. Shoe printing should receive more than 
Boston, 80 Boylston St., Little Bldg. ordinary attention for the best results. 
New York, 47 West 34th Street 


ASS 


SESH DORE 


SADR ARR TE BOIL SOLO A ROO, 


= 3) 


MPR SFL LIL DLS 


Drawings, plates, paper, ink, workmanshi 
each contribute to the excellence of the finished 
product and we make a study of them. 


One of our large customers has commended us 
many times on what he says are the best printed 
shoe plates he has ever seen. 
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If you are going to use advertising at the 
show, it should be of the best, picturing the shoe 
to best advantage and The Howard Print, Inc.., 
can do it. 


a 





THE HOWARD PRINT, INC. 
Quality and Service 
Campello Station, Brockton, Mass. 
“Tag Along With Howard.” 


ERR ES 


Pe 
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ONS RIE IE AOGOMD CHE INO ENTE DOES 
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PORT 
Oxfords 


When you get a sport oxford 





No. R 695 that’s brimming over with 
Spink tiene Sen Soe style, and has the stand-up 
Wingfoot Rubber Heel, 234-7,B-C-D along with it, you have some- 
$3.50 thing worth while on which 
No. R 693 to base a real volume of 
Pearl Elk with Patent Apron. Other- business. Here is an oxford 
wise same as No. R695. 214-7, 
B-CD of that sort. 
$3.50 


IN STOCK 


Telegraph and Mail 
Orders Promptly Filled 


 FRoA-S rs Ro. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 
CHICAGO NEW YORK, N. Y. BOSTON, MASS. 
i2W. Monroe St. 123 Duane St. 100 Summer St. 
ST. LOUIS, MO. PITTSBURGH, PA. PHILADELPHIA, PA. 
1408 Washington Ave. 923 Penn Ave. 51 North Third St. 
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The New 
ARMORTRED “WEDGE” HEEL 


Allows the shoe to set flat and tread flat 





The ARMORTRED WEDGE HEELis 
especially designed to give perfect tread 
and balance to the now much demanded 
low heeled styles for men. 


By graduating the heel from back to 
breast as shown in Figure A, a leather 
base of the proper thickness can be used 
which will give exactly the proper pitch 
to the heel. 








Note the contrast between illustrations 
Band C. B shows how ordinary heels 
tend to rise and strike at the breast but 
not at the back; C how the Armortred 
Wedge Heel corrects this trouble and 
gives the shoe a perfect tread. 


This is just another instance of our con- 
stant study for improving 
ARMORTRED HEELS and service 
wherever we can. 


QUABAUG RUBBER CO. 


NORTH BROOKFIELD, MASS. 





ARMORTRED 


SOLES AND HEELS|¥ 
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What Is The Real “Comfy” Season? 


Shoe dealers have changed their ideas 
radically about the season to sell Daniel 
Green Comfy Slippers. 


Not so long ago, many dealers began 
to display felt slippers late in October 
or early in November, and pushed 
them almost entirely as a holiday 
item. Then they’ extended their 
efforts through the winter season. 


Now, thousands of dealers find the real 
season for Daniel Green Comfys is 
from January 1 to December 31, and 
then repeat. 


Daniel Green advertising helps foster 
this idea. Right through the year— 
Winter, Spring, Summer, and Fall— 
the Daniel Green message of comfort 
and cheer is told to millions of Ameri- 
can women in their favorite mag- 

azines. They are told that Daniel 

Green ‘‘Comfys”’ are not simply = 
“‘bedroom”’ slippers, but are so | 
good looking and shapely, that 
people wear them at alltimesand — 
occasions where foot comfort 4 


Slippers 


and relaxation are desired. And since 
Comfys are made of various fabrics, 
they are the coolest of all slippers for 
warm weather. 


Daniel Green advertising also tells the 
story of Daniel Green quality, and 
warns careful buyers against cheap 
felt slippers that quickly lose their 
shape and appearance. You can’t 
afford to even suggest a cheap, un- 
known felt slipper to your customers. 
You can’t build business soundly on 
inferior merchandise, no matter how 
cheap the price. 


The Daniel Green salesmen are now on 
the road, with the 1922 Daniel Green 
line. Place your order early, and profit 
by the all-season demand we are help- 
ing build for you. Then our “In 

, Stock” service will be at your 


WEE) «command to round out your 


stock for the increased Fall busi- 

ness, and in the meantime, you 
© have realized the profit on the 
= extra sales. 


DANIEL GREEN FELT SHOE CO. 


New York Salesrooms: 
116 East 13th Street 


General Offices: 
Dolgeville, N. Y. 


Chicago Sales Office: 
1107 Security Building 


Write for our Green Book, which describes our 
national advertising for 1922 and the merchan- 
dising helps we give you to boost Comfy sales. 


Daniel Green 


omfy olippers 


Om 


@_ 


7 
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Wz READY TO SHIP 





A stylish up-to-date Oxford; built 


of “Barnet’s Russia Calf,” No. 18 
t oO Cc oO e bead 4 1 0 Shade—on a last that is unques- 


tionably a real fitter. 


“Vassar” Last 


Perforated Cap, Vamp, Lace and 
Top; Tan Kid Lining; Invisible 
Eyelets; 10-8 inch heel. 


Sizes: AA, 414-8; A, 4-3; B, C 
and D, 3-8 


SEND FOR A SAMPLE PAIR 


WHITMAN & KEITH COMPANY 


BROCKTON (Campello Station) MASS. 








IN STOC SHIPMENT 
Our Latest Novelty Slipper 


Excellent Quality. Patent leather, turn, full leather lined. Sizes 
3 to 8, widths B toC. Minimum: 12 Pair Lots. 


PRICE, $4.25 


Terms; 2/10—Net 30 


HARRY W. FELSTINER & CO. 


HAVERHILL, MASS. Style No. 101 


ciewewieiee esses Ate 
OPPOSITE SOUTH STATION Gs EX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 
Se ee ee oe ee 


You will enjoy your stay at the‘ _—. fousand sh mand es for your comfort. ~ Business can be done 
from here most conveniently. More than tt leather firms are close ee: Oncefyou ex- 
perience the advantages of A + at the“ ou'll wish a reservation here again. 





_——— == ee a al 














THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 
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STIMULATION FOR YOUR 
SHOE DEPARTMENT 


LLUSTRATED below is an advance showing of one of our many attractive fall 
models, which leads in attention getting and sales producing. 


HOLTERSHOES reflect their own high selling value to your entire stock. They are 
department stimulants. 


Workmanship—High Style and Quality characterize HOLTERS’ fine merchandise. 


THE HOLTERS COMPANY 


Cincinnati, O. 
New York Office: 437 Marbridge Bldg. Chicago Office: 210 Security Bldg. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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LATEST NOVELTIES AT MODERATE PRICES 



































Women’s Welts and Mc Kays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 








Two Factories 
Capacity 5500 Pairs Daily 
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THE GREAT NATIONAL SHOE WEEKLY 
207 SOUTH ST.,- BOSTON MASS. 
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In This umber oo } : = Just Visiting wilh the Publisher 
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Change in Decree Asked by United Shoe Night—and a Broken 
Machinery Corporation. ........... 72 Propeller! 


The big ship—helpless as a dead, float- 
Merchants from Every State Attend ing monster of the deep—wallows and 
Brooklyn Style Show................74 tosses in the constant smother of the 
hissing “‘combers’’ which pound and 
A Critical Color Survey smash her deck and sides. 

New era of color and art in footwear is No human being, outside her  bul- 

inaugurated by Brooklyn style show. warks, knows her plight. No one can 
help her. Isolated from the human 


What Do You Know About Feet?... world, she may sink for all eternity. 
If you ere determined to bene P@lizemanle She has no radio connections with ships 


Heel, you will find the answer in this or shore. 
article by Dr. Marshall. Radio, and advertising, are today the 
accepted rule when once they were the 
Business Revival and Its Cause... .. . exception. 
Strong forces are operating to produce in- The pity of it is, there are still good 
creased industrial activity says Warren M. business ships which are slowly sinking 
Persons. or drifting for lack of advertising or the 
proper kind of advertising. 
Recorder Ad-Visor Service........... We see them every day on our horizon. 
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Making Salesmen Out 
Of Customers 


That feeling of comfort and ease, and the longer 
wearability which the Educator gives to everyone, 
is what makes enthusiasts and salesmen out of 
customers. 


They are glad to tell their friends about this re- 
markable shoe. (Over-time sales work for your 
store.) 


This is the reason why Educators do not remain 
long on any shelf—they are busy stock. 


You will appreciate the quick turnover perform- 
ance of this great shoe. 


Our; nine conveniently located branches are pre- 
‘ 

pared to ship you a stock at once, which you can 
“size in’ on quickly. 


RICE & HUTCHINS, Ine. 


10 High Street Boston, U. S. A. 


NINE AMERICAN DISTRIBUTING POINTS 


The Rice & Hutchins Atlanta Co. The Rice & Hutchins Cleveland Co. 

The Rice & Hutchins Baltimore Co. The Rice & Hutchins New York Co. 

The Rice & Hutchins Chicago Co. JosephI. Meany &Co., Inc.,Phila., Pa. 

The Rice & Hutchins Cincinnati Co. The Atlas Shoe Co., ‘Boston, Mass. 
The Rice & Hutchins St. Louis Shoe Co. 


RICE & HUTCHINS 


FDUCATOR 
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Every Style Well Bought Is Salable 


Selections of the Past Six Months 
Are Good for the Next Four Months 


HE real keynote and significance of the Brooklyn 

Style Show is summed up in this title, and it is 

reaflirmed by Harry C. McLaughlin, chairman 

of the Style Committee of the N. 8. R. A. when he tells 

us “‘any merchant with any seasonable styles, properly 

bought in the last six months, is perfectly safe for the 

next three months,”’ only we go him one month better, 
bringing it up to September. 

Style is so big a factor in the women’s end of the 
business, that it is the greatest safeguard to a season’s 
good business, for all merchants to know that no 
extreme style has swept into vogue by reason of the 
concentration of all-style minds into the city of New 
York. What might be expected was a style surprise, 
instead a firm stand against freaks and flash patterns 
has given the craft a sense of security and of confidence. 

Concentration on the runway showing is but a part 
of a style show; it is the window dressing for the sample 
rooms upstairs. Look over the samples on the tables 
and see a few kept secretly in trunks and you get both 
substances and surface impressions of a style trend. 
The trend is safe and buying can be done profitably. 

Merchants are safe on straps, safe on patent, 
safe on satin and safe on good combinations of 
colors harmonious with costumes, provided 
heels are appropriate to the type of shoes bought. 
The heel is the danger point in style from now 
on—let the sport run of sandal heels run along, 
but watch the evening slipper for the proper 
height of heel. This turn of heels was to be 
expected; it is worthy of close attention. 

There is no question but as time goes on that the art 
of dressing the feet will be more appreciated by the pub- 
lic. This appreciation will make the creation of shoes 


more remunerative to the concern that can capture 
feminine fancy at the right time with the right shoe. 

Style shows, such as these, point out that the indi- 
viduality and creative ability of geniuses within shoe- 
factory organizations will be more and more appre- 
ciated in the future. 

Even A. C. McGowin acknowledged that his being 
out of the shoe trade but a few months, comparatively 
speaking, has allowed him to see a tremendous develop- 
ment in the high art of foot wear. 

The whole thing can be summed up in the words 
of our own color expert, Eugene Pierce, who sat at 
the runway side and voiced this observation. “There 
is a girl on the runway with a $5000 fur wrap, a $600 
evening gown, a $30 pair of embroidered hose, and to 
complete the picture the shoe maker gets $12 for the 
slippers she wears. To my way of thinking, there is 
something wrong with an industry that permits such 
a thing to happen. What you should do is to build up 
a better appreciation of what a pretty shoe actually is 
and what it is worth. 

Another observation from an expert who makes a 
livelihood through fashion photography, is the remark 
of Miss Mary Glynn of Underwood and Underwood 
who said, “The longer I stay in the photographic field 
the more | appreciate the fact that the prettiest part 
of a woman is the turn of her ankle and the graceful 
lines of her foot. 

We bring these things into this leading editorial 
just to concentrate merchants minds on an evolu- 
tion in styles and stores that is swiftly taking place. 
There is no question but that a retail shoe merchan- 
dising shoe industry is facing a real revolution in its 
methods of merchandising. When style becomes such 
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a major factor in an industry, it behooves all men to 
realize the costs. It will mean that 50 per cent of the 
stores will have to study deeply into the style game or 
become staple shops, subject to intense competition of 
price and to be content with “wages instead of profit.” 

To the other group watching the style pendulum, 
minute by minute, will come real profit for the effort 
put in providing a real appreciation of footwear is 
encouraged so that a real profit per pair can be obtained 
in keeping with the profits demanded by artists and 
designers who create footwear masterpieces. 

Thus you have it—two pairs of progress—one for 
price and the other for real profit. 


ee e ° 
A Crisis in Quality 

7 DUCATING the public into better-grade shoes 

has been in progress for some years—it should 
go on, It has been real education; there was and is 
superior value in high-grade materials and good work- 
manship; the public have been shown a real difference 
between good, mellow calfskin and coarse-fibered grain 
or split; between fine kid and papery, acid-scorched 
stuff. The difference has meant more money; and 
people were becoming used to an upward scale of price. 
Workmanship, also improved; there is no better shoe- 
making in the world today. 

The dealer's struggles with the size problem of course, 
do not appear to the public eye. But betterment there 
is really for the public good. To lessen waste and loss 
is to preserve the interests of the consumer: because 
all such economies, or a portion of them, are reflected 
to the consumer, There might be a few less shoes on 
the bargain counters; but it is the great central bulk 
of every-day buying, at regular prices, not the odds 
and ends of bargains, which most affects the con- 
sumer’s interests as a whole. One pair of shoes which 
fit is worth several pairs of misfitted “‘bargains,”’ as 
the wiser portion of the shoe-buying public has 
learned by experience. 

In the matter of profits (“‘earnings’”’ is the better 
word, when it can be used to fit the case), the percentage 
based on selling price has come into general use. Of 
course, it is largely a matter of simple arithmetic; 
but sometimes it helps greatly to visualize a well- 
known principle, by setting up some concrete and 
definite emblem. And the change has made a change 
of mental attitude on the part of many dealers, to 


their own benefit. It has helped all dealers to get 
away from an attitude which was thus reproved by 
one of the leading shoe dealers of the United States: 
“We have too long gone at the job with the souls of 
cobblers, rather than as merchants; have been con- 
tented with days’ wages for our work, with nothing 
at all for our capital and our risk and our brains.” 
His reproof was at that time justified by many an 
instance; but these are ““better days”’ in the shoe trade, 
no matter what may be said of the older days. And 
the united energy of all elements in the trade will be 
devoted to the ordering of still better days. A crisis 
is on now— it is up to you—quality or the old game of 
apology for price, product and principle. 


Why Merchants Came to New 
York 


HENEVER a man contemplates leaving his 

business and spending a protracted time away 
from home he usually asks himself: ‘‘Can | afford to 
go?”’ Whether the contemplated trip be for business 
or pleasure or a combination of both, the decision 
usually hinges on how much will have to be put in 
to it in time and money and how much benefit in 
knowledge and profit is to be derived from that 
expenditure, 

Here are two significant statements: “It is worth 
while for a man to learn that he can properly lay down 
his tasks for a reasonable while without betraying his 
trust,”’ and also. “The lessons that we learn out of 
school when we do not realize that we are studying, 
are usually the most pleasant and frequently the most 
profitable.” 

The successful man in business today, generally 
speaking, is the man who more or less frequently gets 
away from his own store, mingles with other men of 
his craft and absorbs the ideas that have made other 
men successful. He is the man who endeavors to learn 
from sources outside of himself, all he can that relates 
to the conduct of his own business. 





Need for Initiative 


HE firms that have distinguished themselves by 
doing exceptionally well in the shoe business 
in the last year have been those who put initiative 
in the direction of getting new merchandise, new selling 
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ideas, a new range of prices or a new plan of advertising. 
It has taken something other than just shop-keeping to 
make business in the last 18 months. 

The Recorder sums it all up in the word PEP. A real 
sparkle to the department store business has been given 
by the addition of a number of clever stunts, the least of 
which is the installation of radio departments for the 
sale of such electrical equipment as one would normally 
expect to find in electrical shops. There isn’t a depart- 
ment store but that is eager to find articles which move 
with a quick rate of turnover. 

They have got to make a volume of business to keep 
floor space working, clerks out of mischief, and the 
capital of the business earning a profit. Some of the 
shoe stores that have been extraordinarily successful 
have done more with hosiery, findings and every possible 
sort of footwear novelty to make business. It has en- 
abled many a concern to escape the red ink figures of 
losses in business. 

The Recorder doubly emphasizes the necessity of 
putting into the next six weeks a real effort in business 
on regular prices. Shoe stores are on a sounder and more 
economical basis than they were 18 months ago. The 
improvement has been brought about by planning and 
working along the lines of making shoes and shoe store 
articles, interesting to the public. For every event, a 
proper shoe, and the clerk, knowing something about 
both. For every day, an argument in favor of some one 
type of shoe, be the weather fair or unfair. There is no 
need of our going into the complete details of what has 
got to be done. The real job is to put in unusual initia- 
tive into the selling of shoes before July 1. 


——— 


The Key to Buying 


F the demand for shoes comes in regular waves, is it 
not to be expected that white shoes will swing 
into demand from now on. The newer styles in straps 
and cut-outs are to be had in canvas, kid or buck, in 
either sandals, straps or oxfords and preferably with 
covered boxwood heels, from an 8-8 to 12-8 height. 
With this range, whites can be interpreted in the 
turns, welts and McKays. For oxfords in whites, the 
biggest demand will naturally be in the very cheapest 
of prices. The sandals have the crest of the wave of 
fashion with the one-strap coming next. When women 
get into ginghams and silks, there is nothing that har- 








monizes as well as whites and some merchants with city 
trade have gone the whole limit in vivid colors for in- 
serts, patches and underlays. Any and all of this mer- 
chandise is intensely seasonable. The bigger part of the 
business should be completed by the first of July, al- 
though in many communities the demand holds good 
until mid-August; the only way to handle whites is to 
be sure of your community and plunge. Put all of the 








-To all Merchants of Shoes 

















Especially those residing in Georgia, Florida, 
Alabama, and South Carolina: 


This is a special invitation for you to attend 
the Annual Convention of the Southeastern Shoe 
Retailers’ Association in Jacksonville, Florida, 
June 6, 7, 8. There is no need for me to tell of 
the wonderful educational value this convention 
holds for every retailer who attends and the 
opportunity of seeing hundreds of lines of shoes 
on display, but I will say that Jacksonville Shoe 
Retailers’ Association are preparing an entertain- 
ment feature that will be remembered for years 
to come by all who attend. 

Come and help us make this the biggest con- 
vention ever pulled off outside of the National 
Association. Watch the trade papers for detailed 
program. 


R. R. WILKINSON, 


President, Southeastern Shoe Retailers’ Asso- 
ciation. 








“pep” that you can into the selling and then clean out 
in August. Never hold whites over from one year to 
another. 

With short skirts, low heels will continue to be good 
despite advocates of higher heels. Low heels will also be 
good in smart oxfords and strap effects for sport and 
business wear. It is well'to keep the Louis and Spanish 
heels for afternoon affairs and evening functions. When 
it comes to orthopedic footwear, this is the great season 
for the oxford, for towards Fall there is some demand 
for corrective boots. The shoe trade is really on a 
steady basis as far as the business up to August is 
concerned. 
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Change in Decree Is Asked by United 
Shoe Machinery Company 


Modification Necessary to Prevent Grave Injustice and 
Possibly Serious Injury to Many Manufacturers, 
Says Attorney 


Washington, May 15—Modification of the decree 
recently rendered by the Supreme Court of the United 
States against the United Shoe Machinery Company 
was requested to-day by Charles F. Choate of Boston, 
counsel for the company. In addressing the Court, 
Mr. Choate said that the company does not ask for a 
rehearing in respect to the Court’s interpretation of 
the Clayton Act or its finding that the system of 
leases which has been employed by the company is 
contrary to the act. He said that the company does 
ask, however, for a rehearing in respect to the specific 
terms of the decree of the District Court which has 
been affirmed by the Supreme Court, and urges that 
in any event the mandate of the Supreme Court modify 
the decree in certain minor particulars. The modi- 
fications, he said, are not inconsistent with the opinion 
of the Supreme Court. He added that the company 
believes them necessary to prevent grave injustice to 
it and possibly serious injury to many shoe manu- 
facturers who desire to use its machines, said Mr. 
Choate. 

Four Modifications Desired 


We request that the following modifications be 
made: 

1—That the mandate of this court provide that the decree 
shall not go into effect for a period of six months, or that 
the District Court be instructed or permitted to grant a rea- 
sonable time before the decree takes effect. 

2—That the decree be amended so as to provide that if, in 
the opinion of the District Court, it shall hereafter appear that 
any one or more of the 12 clauses or any other clauses of like 
tenor or effect which are enjoined may be used under such 
circumstances or in connection with such other clauses 
(modifying the effect thereof) that the clause or clauses as 
so used will not violate the law, the Court may modify the 
injunction to the extent necessary to permit such use. 

3—That the decree be amended so as to define its exact 
application to the leases executed since the enactment of the 
Clayton Act. The District Court held that such leases do 
not contain the tying clauses complained of, and this court 
apparently adopted the finding of the District Court, yet the 
decree enjoins the enforcement of various clauses in such 
leases. 

1—That the decree be modified so as to permit the use of 
certain of the 12 clauses which are enjoined under such specific 
circumstances that it seems clear they cannot violate the law. 


Machines Worth $20,000,000 


Mr. Choate told the court that if the present decree 
goes into effect, the company will be enjoined from 
enforcing various clauses in the so-called temporary 
leases of machines put out since the enactment of the 
Clayton Act. The machines outstanding under such 


leases. he said, number over 60,000, and constitute 


more than half the machines which the company has 
under lease. They have a value in excess of $20,000,000. 
He added that the clauses which the company is en- 
joined from enforcing, are in most of these leases, the 
sole clauses which require the lessee to pay royalties. 


New Leases Must Be Made 


“The company must cancel all these leases and offer 
to the shoe manufacturers new leases which conform 
with this court’s opinion,” continued Mr. Choate. 
“Tt will, however, take considerable time for the com- 
pany to prepare a wholly new system of leases. Some 
200 different kinds of machines are involved, the terms 
of the several leases necessarily vary to a substantial 
extent, and the conditions under which the machines 
must be leased are radically changed by the decision 
in this case. Furthermore, it will take some time to 
cancel the outstanding leases, each lessee must be given 
at least 30 days’ notice of cancellation under each 
lease, and in the case of certain leases a longer period. 
It would be unfortunate to cancel the present leases 
until the company had prepared a new set of leases, 
otherwise the shoe manufacturers would be left with 
no right to use the company’s machines now in their 
factories upon which they are therefore necessarily 
dependent for continuance of their business. 


May Mean Liligation and Disputes 


“If the decree goes into effect at once, uncertainty 
as to the rights of both the company and its lessees, 
possible litigation and disputes, and grave injustice 
may result. To avoid this confusion, the defendants 
ask that they be heard upon this point, or that the 
mandate from this court provide that the decree shall 
not go into effect for a period of six months, or, if this 
court is unwilling to fix a definite date, that the Dis- 
trict Court be instructed or permitted to allow a 
reasonable time before the decree shall go into effect.” 


C. Edgar Kaulbach is Dead 


Boston, May 16—C. Edgar Kaulbach, aged 72, and 
for 60 years employed in retail shoe stores here, was 
buried to-day from his home in Roslindale. Mr. Kaul- 
bach began his career in the old John H. Rogers store. 
Sudbury Street. He then went to Small Bros., Wash- 
ington Street, and for the past 20 years has been with 
Jones, Peterson & Newhall. 
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Brooklyn Fashion Fete Steadies the Swing 
of the Fashion Pendulum 


Feminine Footwear Raised toa Real Art in Maintaining 


Harmony with Apparel 
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Merchants From Every State Attend 
the Brooklyn Style Show 


Greater security of shoe business assured 
by practical styles 


DEGREE of perfection hitherto un- 
Asie in the staging of shoe-style 

shows was reached in the Brooklyn show 
at the Hotel Commodore, New York, May 1S, 
16 and 17. The two objects desired by those 
who participated in the big event were accom- 
plished. These were definitely to show the 
style trend in high-class footwear, and to stimu- 
late buying among the retail shoe merchants. 
Reports from the manufacturers on the business 
booked in their sample rooms on the eighth 
floor of the Hotel during the show, were all 
highly optimistic. The buyers, who were spec- 
tators at the six different exhibitions given in 
the Grand Ball Room of the Hotel, attested to 
the value of the show from a style trend stand- 
point. 

The exhibition itself was more elaborate than 
that of a year ago, when the manufacturers in 
the Brooklyn district put on their first style 
show. The stage setting was that of a Summer 
garden, with flowers in profusion and garden 


shown at show 


furniture and umbrellas giving a particularly 
bright out-door atmosphere. The long runway 
provided three stopping places on each side, 
where a close inspection of footwear by the 
visiting buyers was possible. The buyers were 
all given reserved seats upon registration and 
this enabled them to view the exhibit from 
vantage points and expedited the work of 
imbibing some real fashion impressions. 


Twenty Firms Participate 


Twenty of the leading Brooklyn firms, all 
members of the Shoe Manufacturers Board of 
Trade of Greater New York, participated in the 
style show. Each firm showed two pairs of 
shoes at each exhibit, which was held twice 
daily, at 3:30 in the afternoon and 8:30 at night. 
Four of the houses showed children’s shoes. 
This gave each firm a maximum of 12 
different styles shown on the run-way. In 
addition, more styles were shown in the various 
sample rooms. 
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The staging of the show was under the 
personal direction of Ned Weyburn, of Ziegfeld 
Follies fame and to him and the committee in 
charge, under the chairmanship of L. C. 
Doremus of the George W. Baker Shoe Com- 
pany, goes the credit for putting on one of the 
smoothest running style shows ever presented. 
Each performance went off without a single 
hitch. 

Vaudeville A Feature 


During the model parade and the inter- 
mission, Paul Whitman’s orchestra furnished 
a delightful musical program. Through the 
efforts of Mr. Weyburn, some high class 
vaudeville and cabaret turns also were provided 
for the intermission. Among the stage artists 
who appeared were Elva Lloyd, Eva Clark, 
Evely Law, Betty Hale, Rita Owen, Janett 
Johnson, Billie May and Muer and Gillen. 

The costumes and accessories, which were in 
keeping with the shoes, were supplied by 
Oppenheim-Collins & Company. The costumes 
while beautiful in themselves, served mainly as 
settings for the display of footwear. The gowns 
and frocks were well matched to the footwear, 
preserving a close harmony and demonstrating 
the co-relation that is now being emphasized of 
the proper shoes with the proper costume, and 
vice-versa. 

By advance agreement the manufacturers 
limited the styles to be shown on the run-way. 
A definite style policy was developed and a 
definite trend was shown. No extreme models 
were permitted and all of the shoes shown were 
of a practical nature. 


Sport and Street Shoes First Day 


On Monday afternoon sport and street shoes 
were shown. In the evening semi-evening and 
formal footwear was on exhibition. Tuesday 
afternoon was given over to street and afternoon 
footwear, while semi-evening and formal slippers 
were shown at night. On Wednesday afternoon, 
semi-evening shoes were shown, with street 
footwear. Wednesday night was devoted 
entirely to formal footwear. 


Manufacturers Who Exhibited 


The manufacturers participating in the style 
show were: 

George W. Baker Shoe Company, Baker 
Chandler Co., Inc., John Cramer & Son, Degen- 
Lipp, Inc., Fred A. Eyre & Co., Inc., A Garside 
& Sons, Inc., Andrew Celler, Griffin-White Shoe 
Co., Julius Grossman, Inc., Wm. Henne & 





Company, Inc., Horn Shoe Manufacturing 


Corporation, R. H. Hoskins Company, Kozak 
& McLoughlin, Inc., John J. Lattemann Shoe 
Mfg. Co., I. Miller & Sons, Inc., Pincus & 
Tobias, Inc., Strassburger-Stiles, Inc., S. Weil 
& Co., Inc., and Wichert, Inc. 

The committee in charge of the show included 
besides L. C. Doremus, Theodore Cramer of 
John Cramer & Son; E. H. Strassburger of 
Strassburger-Stiles, Inc., George Miller, of I. 
Miller & Sons, Inc.; and Roy H. Hoskins of the 
R. H. Hoskins Company. 


New York Merchants Meet 
Hold Mid-Style-Show Banquet 


With such leading lights of the retail shoe 
world present as C. K. Chisholm, president of 
the National Association; C. H. Barton, presi- 
dent of the New York State Association, and 
Henry Hagan, president of the Massachusetts 
Association, the quarterly dinner of the Retail 
Shoe Dealers Association of Greater New York 
on May 16, at the Yates Hotel proved one of the 
red letter nights in the organization’s history. 
Following the dinner, which was cut short, the 
members, about 100 strong, adjourned to the 
Brooklyn Style Show at the Hotel Commodore. 

President Percy E. Hart of the local associa- 
tion presided at the dinner. 


President Chisholm Present 


Mr. Chisholm extended the greetings of the 
National Association to the local body, in a few 
well chosen words. He was followed by James 
Stone, editor of the Shoe Retailer who based his 
remarks on a recent statement by Samuel 
Reyburn, president of Lord & Taylor, to the 
effect that the great Fifth Avenue department 
store had made no profit on its shoe department 
in the past five years. This, said Mr. Stone, 
was a symptom of a great evil, that of bargain 
sales and price cutting, particularly bad in New 
York and indulged in chiefly by department 


stores here, to gain volume. 
Albany Convention Advertised 


Mr. Barton explained the plans of the N. Y. 
State Association for its convention in Albany, 
September 5 and 6. Last July, he said, the 
state organization numbered 335 and since then 
has been increased by about 125 members. He 
predicted 600 by September. 

“The present,” he said, “‘is the day of service 
in business. To us shoe men this means the 
fitting of shoes scientically and the bringing of 
relief to thousands, yes, millions of people.” 
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A Critical Color Survey 


The Brooklyn Style Show Opens Up a New Era in Color, 
Blend and Art in Footwear 


By EUGENE PEIRCE 
Internationally Known Expert on Colors, Who Covered the Show for the ** Recorder’’ Exclusively 


of the outstanding features at the Brooklyn 

Style Show and justly so. The Recorder 
here points out that combinations of white and 
black are now one of the safe novelties in silks 
printed in Lyons the most artistic fabric center in the 
French Republic. 

Colors appeared in the form of pipings, heels, hair- 
line stripes, appliques, conveniently spaced and always 
with rare taste so that feet should not appear con- 
spicuous. Not infrequently the color chosen for shoe 
decorations, were in matching shades with the motifs 
of printed silks or trimmings applied to plain goods 
with the end in view, that a subdued symphony of color 
greeted the eye of the interested and critical attendants. 

The colors of the exhibit both in costumes and in 
shoes closely followed the predictions of the Recorder 
of May 13. Black was apportioned one-half of the 
representation, appearing in satins, dull-finished kid 


(U) ot the cotatan of white and black were one 


and patent leather. 
Blacks in Style Leaderships 


It may be stated here, that in Paris and in New 
York, black overshadows all colors from three to one 
in a general way and nine to one in dress and millinery 
velvets. 

As for colors proper worn at the show, light tones 
of periwinkle, emerald greea, scarlet, turquoise, canary 
yellow, gray blue, beige, cafe au lait, rust reds, pearl 
grays, were outstanding. 

An extreme and elegant ex- 
ample of simplicity, was pre- 
sented in a pair of one-strap 
slippers of pearl-gray suede hav- 
ing an instep decorated in small 
pearls. 

Cut-out effects appeared in the 
form of very narrow strips of 
black léather posed on grounds 
of beige, fawn and biscuit. The 
applique form of decoration was 
applied to the vamps and always 
in unobstrusive formations, so as 
not to intensify the appearance 
of the slipper it was given to 
decorate. 

The materials used were kid 
satin, metal fancies in silver and 
Persian 


in gold, brocades in 





Where Style was Queen 


colors and especially in black and all were woven in 
such light constructions, as to prevent intensifying the 
size of the feet. 

As for the footwear exhibited, it may be conserva- 
tively stated that marked creative ability was shown 
by the designers in the origination of several hundred 
distinctive styles and what is more difficult, to keep 
the creations down to the refined sphere when beauty 
is joined to unobstrusive simplicity. 

Especially gratifying, in a study of the Brooklyn 
show, is to find the featuring of such combinatiors as 
white and black, the introduction of color in subdued 
form in appropriate settings, confidently adopted dur- 
ing 1921 as safe investments before the styles were 
generally taken up and shoe fashions were not 
crystallized. 

Straps Are Universal 

It was learned that strapped footwear in almost 
endless variety are standardized following a century or 
so of plain pumps. 

That lighter and softer colors are to displace 
the strong colors now dominant in cottons and 
that tints and vivid colors, such as emerald green 
will come into favor, rather than the deeper and 
stronger shades. To the informed it may be 
stated, that the fire is being taken out of strong 
colors by the introduction of white which, of 
course, serves to soften strong colors. 

Even the premier darcers from the Follies were 
attired in pastel colors and the 
newest dressé¢s wora by the parad- 
ing models were in graduated 
shades of a given color worked 
out by the means of flounce 
effects thus presenting the mono- 
tone idea. 


While Modifies Strong Colors 


It should be understood that 
strong colors are the primaries in 
pigments such as red, blue and 
yellow ; together with the second- 
aries, green, orange and violet. 
and that pastels are made softer 
and lighter by the introduction 
of white or in combinations pro- 
ducing the desired effects. 

In passing, the Recorder recom- 
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mends expansion in the direction of irridescents or the 
specifically subdued intermingling of mother-of-pearl 
effects interwoven in metals and kept down to un- 
obstrusive effects by a liberal introduction of cream 
white in the ground, the whole presenting tints simu- 
lating in appearance the stones of Venice, that have 
become softened by the action of the elements during 
the major portion of a century. 


A Great Fulure in Evening Slippers 


Still another addition to materials could be profit- 
ably made in the form of white satins shot with glanc- 
ing colors, producing the subdued effect. developed by 
noted painters from the super-imposing of one color 
upon another. 

The present color movement demands such a pro- 
cedure if artistic harmony is to prevail in dress and 
manufacturers of fabrics should be induced to supply 
the present deficiency. Decorations in the form of 
applique were prominent and look promising for the 
future. Attention is directed by the Recorder to the 
possibilities in store for manufacturers willing to take 
cognizance of an expanding vogue for Jacquard effects, 
which generally speaking, should be worked out in 
small formations and especially in spaced effects, the 
idea being to prevent any presentation of a design 
that would attract immediate attention. 

For June Brides 

While the wedding march is being rehearsed, to the 
music from the phonograph in many a home, the 
shoemakers are busily at work on wedding slippers, 
and some stores already are making an advance 
display of footwear for the bride. 

Wedding shoes are dignified, and of finest materials 
—cloth of silver, cloth of gold, the richest brocades, or 
the whitest of kid leather. Some are ornaments with 
the most brilliant of buckles, and some with the 
simplest of white bows. While the reformers have 
battered down high heels for street wear, yet they have 
spared high Louis heels to the shoes of the bride. Even 
are there orange blossoms—artificial ones, of course— 
on some shoes for the bride. 

No wedding is formal and complete, as weddings 
should be, without a pair of pretty shoes for the bride, 
and an old shoe or two to cast after the departing 
wedding pair. For that ancient proverb, “now for 
good luck cast a shoe after me,”’ was spoken of brides in 
the days when the world was young. 


Listen to Your Customers 

Customers give many hints as to popular numbers. 
Make an effort to keep track of every request and 
insist that all your salesmen do the same. A good 
way is to put up a request board on which all such 
material is written. When the list grows lengthy, 
check it over and see if you are missing anything. 
Continued requests show which way the wind is blow- 
ing and are indicative of future business if stocked. 
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House Cleaning Time 


Hark! What's that dreadful drubbing? 
Hist! Hear that awful rubbing! 

Run, Man! Run for your life! 

It's the wife! It’s the wife! 





The chap who looks for trouble in his 
job usually draws down more salary than 
the one who tries to duck it. 


Wellesley College girls now wearing 
infant’s cut-out play sandals. Harvard 
lads will naturally appear in old-time red 
top leather boots with copper toes. 


“Pasteur Institute says six quarts of 
alcohol can be made from 100 pounds of 
seaweed.”’ By the way—do you want 
to rent your beach cottage? 


Now come the days when the em- 
ployee’s mental agony to frame an excuse 
which will land him in the bleachers is 
only exceeded by the boss’s to get to the 
same place. 


“Daylight slaving!’ muttered the back 
yard gardener, bending anew over his hoe 
under the eagle eye of his better half. 





What the amateur gardener wants is a 
“Weedless Week.” 

Congress may still be running with 
the cut-out open, but the closed season 
for after-dinner speakers comes like sweet 
balm to a weary .world. 


Isn’t it time something jput a ban ‘on 
the bandits? 
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As a stage setting and picturing of styles on the run- 
way the art of throwing a spotlight was used to perfec- 
tion. A battery of 14 spotlights flashed upon the model 
as she left the Summer garden to walk down the run- 
way. As she walked the light gradually dropped, so that 
in the very end of the runway the entire circle of light 
was from the knees down. It was a subtle form of di- 
recting the eye to the harmony of the costume, right 
down to the footwear of the model. In similar fashion 
we ‘‘spotlight’’ the show, revealing its harmonies and 
then focusing on styles in footwear—so that every 
reader can get facts that he might have summarized for 
himself if he had been at the Commodore during the six 
style show sessions. 


Ninety-five per cent of all the shoes shown on the 
runway were of strap patterns and of these, practically 
every one has no radical feature in it that would put it 
out of the safe style trend of the season. 


Fully 70 per cent of all the shoes shown on the run- 
way were black, and of this volume at least one-half was 
patent. To accentuate the black a spot of color, a trim- 
ming, or inlay gave distinction to the footwear. 


Black satins, particularly in the brocaded patterns, 
was the strongest feature in semi-evening and afternoon 
footwear. In the fabrics for formal evening-wear, silver 
brocade led the field, with gold cloth in fine brocade 





Our Style Spotlight on Brooklyn 








The Vital Points of the Great Fashion Feature 
of the Season 


coming into high favor—watch gold from now on, and 
combination of gold cloth and gold leather, or silver 
cloth and silver leather. 


* * * * * * 


For a touch of brilliancy practically all evening foot- 
wear had ornate side buckles. There were very few 
center strap buckles, (only one huge colonial rhinestone 
buckle on the last night of the shoe) for the beauty of 
the ornament was left to fine bead tassels and brilliant 
buttons. 


* * * * * * 


The outstanding feature of the hosiery of the entire 
show was that the harmony was made between the shoes 
and the hose and not as is prevalent in sport attire, be- 
tween the apparel and the hose, leaving the shoes to 
carry out a different color. 

In evening footwear, invariably silver shoes had 
silver colcred hose, gold slippers gold hosiery, and green 
slippers, green hose; with the possible variation of a 
nude hose with black patent or satin slippers. 


* * * * * * 


The most significant thing of the entire show 
as having a great influence on advance style, is 
the possible return of the higher heel of the 
Spanish-Louis and full Louis types. There is a 
very positive indication that these types of heels 
are well on their way in the evening and semi- 
evening footwear, bearing out the old industrial 
proverb that: “When a style goes out the back 
door it is ready to come in the front door.” As a 
style observation—this higher heel trend is the 
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uy biggest thing coming out of the Brook- 
lyn Style Show. 


} In all probability, the return of high 
heels is due to the one feature—the 
! lengthening of skirts in evening cos- 
tumes. With “‘bobbed hair and short 


skirts we get flat heels’? and contrawise 
with fancy evening coiffeurs and longer evening 
gowns look for the return of the graceful Louis 
heel, and the smart Spanish heel. 

As a sidelight on this problem of heels it is said 
that dancing is extremely difficult in low heels. 
It takes a high heel slipper to make dancing com- 
plete in its gracefulness. 


Russian boots were taboo on the runway, and yet the 
first girl to enter the hall as a spectator, to the show, was 
wearing them. 


The president-emeritus of the N. S. R. A. and the re- 


tired dean of the craft, Mr. McGowin, made this obser- . 


vation from the side lines during the Wednesday after- 
noon session: “The shoe industry is stepping along. 
Here the buyer learns the harmony of footwear and | 
make the prediction that shoe style shows will be made 
as popular with the public as a fashion feature, as the 
Diamond Horseshoe was years ago. The next step is 
for a joint interest of all merchants, the milliner, the 
costumer, the hosiery man, and the shoe creator to co- 
operate in the betterment of dress of the American 
public. 


Some surprises were expected in the last session of 
the style show, and perhaps the introduction of peri- 
winkle blue as a leather in contrast with patent and 
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with satin, can be given that honor. It is a 
remarkably handsome leather and simply 
shows that we have in no sense exhausted 
the possibilities of a diversity in color in 
footwear. 





Here is the Recorder prediction— ‘that there will be a 
national style show circuit with dates and events as 
follows: in July, the Boston Style Show; next Novem- 
ber, a return of the Brooklyn Style Show; next January, 
the Chicago Style Show, as a feature of the N. S. R. A.; 
and thus around the circle goes an increasing apprecia- 
tion of fine footwear.” 


We all know, as we look at a shoe model on the run- 
way, that the eye occasionally rests on the shoe, but 
have we ever thought of what the model thinks—if she 
does! 


It was a great style show because—not a member of 
the committee had an opportunity to see a style on the 
runway—being occupied elsewhere. It was almost in- 
conceivable that a stampede of 8000 people tried to get 
into a hall that can hold 3000 could be based on what 
was once the most lowly article of wearing apparel— 
the shoe. If this appreciation comes within these few 
years of style-shows, what can be said of the future? 
The Recorder can be given credit for truth-telling, and 
be it known that never in its experience has it ever seen 
anything approaching the size and rush of thousands of 
well-dressed people, trying to squeeze into a big ball- 
room. It means a future huge amphi-theatre for both 
buyer and public or it means a more intimate and re- 
served show, with an exclusive seating capacity of 
buyers only. 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 


A series of condensed medical articles with numerous illustrations have been prepared 
by the writer for the “Boot and Shoe Recorder.” They are direct results of a question- 
naire on shoes and feet that was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 


POLICEMAN’S HEEL 


‘‘Policeman’s heel”’ is a name which has been applied 
to sore heels due to deep seated tenderness on under 
sides of heel bones. Policemen who are on their feet 
continually in discharge of their duties have been 
considered particularly subject to this chronic inflam- 
matory trouble, but probably 
they do not suffer more frequent- 
ly than others who walk or 
stand continuously. 

Figure 13 is a lateral X-ray 
picture of a heel bone that was 
tender to pressure on its under 
surface. This patient was a 
middle-aged housewife who had 
been bothered with a “stone 
bruise,” as she described her 
trouble, for a period of two 
years. No definite injury had 
been received. She had been 
bothered also with aches in her 
feet as well as soreness to direct 
pressure at this particular spot 
on the heel. Apparently from 
her history she had been suffer- 
ing from unrecognized foot strain. 
On examination there was no ab- 
normality of the skin over the 
heel that could be seen. There 
was definite localized tenderness 
at the indicated point. Her shoes 
possessed average smooth heel 
seats. 

Figure 14 is a lateral X-ray 
picture of another individual's 
heel that shows a definite bony 


yrojection, or spur, in the same , , 
Proj ote jection on its under s 





Figure 13— X-ray of heel bone with irritative 
processes on its under surface and posterior sur- 
face at points indicated by arrows 





Figure 14— X-ray of heel bone with bony pro- 
‘ace, al the point indicated 


and spurs co-exist. Numerous persons have had heel 
spurs chiseled off and have been benefitted. Others 
have obtained less satisfactory results when spurs have 
grown again in some instances. 

Other facts have been sought therefore to account 
for soreness without projections, 
as well as projections without 
soreness, for these have to be 
understood. An explanation lies 
in the fact that strong ligaments 
and muscles in soles of feet 
possess important attachments 
at heel bones where spurs are 
located. There may be soreness 
on pressure at these attachments 
of foot muscles in mild grades of 
foot strain, although no pain is 
complained of actually at first. 
In prolonged strains, however, 
heel tenderness increases until 
the individual becomes aware of 
it gradually; and when severe 
strains of attachments of muscles 
and ligaments develop, there 
will be heel soreness whether or 
not any bony projections exist. 
Projections may delay recovery 
theoretically if they become an 
added source of harmful pressure 
after soreness has been estab- 
lished first by strains. 

Further light can be shed on 
character of spurs as they are 
seen in X-rays, from consideration 
of the anatomy of the heel bone 
and its muscular attachments as 


relative position on the under by the arrow shown in figure 15. There is a 
surface of this heel bone. There bony ridge extending across the 
had been no trouble whatever in this instance. The under surface of the heel to which muscles and liga- 


ankle had been broken and the spur was revealed 
incidently in X-rays taken. 

Local soreness and a bony projection both are 
present in many cases. The conclusion was reached 
thérefore by orthopedists that projections are liable to 
cause soreness and should be removed when tenderness 


ments are attached. See fig. 15—1. In profile view, as 
seen in lateral X-ray pictures, this ridge will appear as a 
spur and give erroneous conceptions of its character. 
Instead of a conical spur, in reality there exists a 
continuous ridge across the heel. 

The well-developed spur of figure 14 is without doubt 
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simply a prominent ridge that represents a marked 
natural bony variation existing since birth without 
trouble. If this person should develop strain of foot 
muscles then the spur would be blamed for painful 
symptoms without good reason. 

Operations performed to remove spurs or ridges 
destroy necessarily important attachments of muscles 
and ligaments temporarily while bone is being cut 
away; and re-attachments in healing may not be as 
strong as were original ones. If this happens then an 
operation has done more harm than good. On the other 
hand, if there has been strain of muscles and ligaments 
of long duration, scraping away 
weakened inflammatory tissue gives 
fresh new surfaces that may heal very 
solidly during rest enforced after- 
wards so that definite benefits result. 

Recurrence of bony spurs after 
operations may occur. These may 
not be true bony outgrowths like 
congenital spurs, but deposits of 
hard lime in and about muscle and 
ligament attachments. Deposits 
tend to increase anyway with age, 
and are comparable to similar hard- 
ening processes in walls of arteries. 
They may occur whether or not oper- 
ations are performed. Operations 
may accelerate or retard such signs 
of premature aging of these tissues. 

The person’s heel shown in figure 
13 will have deposits of hard lime 
about these insertions soon presum- 
ably and the bony spur will grow 
gradually as ligamentous attach- 
ments lose their vitality. Similar 
hardening at the insertion of the 
strong heel cord can be distinguished 
faintly already. False spurs will 
grow probably at both of these 
regions in this heel. 





Slight continuous strains at muscle attachments are 
not always primary causes of sore heels, for at times 
there may be definite mechanical injuries, even fractures 
of heel bones, which hurt muscle or ligament attach- 
ments. After such injuries, the strains in ordinary 
use of the feet may be sufficient to keep up a sensitive 


_ weakened condition that started abruptly. 


What can be done for sore heels besides surgical 
operations, and what can shoe fitters do? 

There are two things to be done; namely, to relieve 
direct pressure from weight of the body on heels, and 
secondly, to relieve strains on muscles and ligaments 

that are attached to heels. 

Direct pressures may be lessened 
by soft cushion heels; by special 
plates with areas cut out of them so 
that these latter protect tender 
points as a bunion shield acts by 
transferring all pressure to adjacent 
regions; or by heel elevations which 
throw more weight on balls of the 
feet and thus diminish heel pressures. 

Strains of muscle and ligament 
attachments may be relieved most 
effectively by keeping off of the feet 
entirely, a procedure that is im- 
possible to carry out conveniently. 

Most persons manage to worry 
along somehow, retaining their usual 
activity in part at least, avoiding 
unnecessary standing or walking 
which overstrains weak attachments, 
and by assisting themselves with 
special heels. Ordinary arch sup- 
ports that put continuous increased 
pressure on tense muscles and 
ligaments in soles of feet may 
increase heel troubles by the in- 
creased strain that they place 
indirectly on muscle attachments. 
If, however, muscles and ligaments 
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Two kinds of spurs should be rec- 


Figure 16—Drawing of foot showing attachments of 
muscles to heel bone at 1—After Toldt’s Anatomical 
Allas— Republished by special permission of Rebman 


are relaxed so much that an arch sup- 
port helps to take weight on the arch 


ognized. Congenital ones of normal 
bone, and false spurs or calcifications 
in attachments of muscles and ligaments. Congeoital 
spurs without complications are symptomless. False 
spurs usually are found to have been associated with 
heel soreness in the past, although the latter may have 
subsided, leaving a deposit of lime to confuse minds of 
observers. A congenital spur or ridge may grow 
secondarily by deposits of lime in attachments of 
muscles located on it when strains develop. Thus 
mixed types of spurs exist presumably, although 
distinguishing features between different types may be 
unsatisfactory. 

Sore heels are direct results of strains as a rule, and 
bony projections are of secondary importance, either 
representing no practical significance or showing 
results rather than causes of inflammatory processes. 


Company, New York 


without straining heel attachments, 
then there may be some relief. One policeman whom 
the writer had as a patient was benefitted decidedly 
by a combination of high heels and arch supports. 

Shoe fitters can try different heights of heels, soft cush- 
ions, and stiff shanked shoes. When these fail perhaps 
a general medical overhauling may be necessary, for 
patients who are most resistant to treatment often are 
in poor general condition, being heavy, or anemic, or 
debilitated. Correction of blood defects, surgical 
removal of spurs and of chronic inflammatory tissue, 
and complete rest all may be required simultaneously 
for success in a few obstinate cases. Severity and 
duration of abnormal symptoms rather than prominence 
of bony spurs should determine what treatment is most 
advisable in most cases, 
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- ae = Business begins and ends with the Final Buyer—the 
WY ~ man who lays his dollar down on the counter for a 


Om dollar’s worth of goods. 


If the Final Buyer doesn’t plank down his coin, 
the dealer doesn’t order from the jobber—the wholesaler places no 
order with the factory and the manufacturer tells the raw material 
salesman ‘“‘There is nothing doing.” 


In these United States of ours there are more than one hundred 
million of us Final Buyers and we own more millions of dollars than 
were ever stacked up in our banks before. 


Frozen millions—waiting unspent for lower prices, while lower 
prices are only possible by a general resumption of business, which 
means the circulation of the frozen millions. 


You see—it’s a deadlock and it’s up to every one of us to play 
our part as Final Buyers and help business boom at the retail end. 


If every person in the country started to buy wisely and cautiously 
the things he or she needed—the greatest of prosperity waves would 
hit this country. 


Work Makes Wealth. Buying Makes Work. Therefore—make 
money by helping to spend our frozen millions. 


Srnite Tu € 


Publisher 
P.S. If I were a retail merchant I would use 
the above, or similar argument, in my local news- BOOT and. S HO 
paper advertising. Paste this page up in your RE ORDED 
store. THE GREAT NATIONAL SHOE WEEKLY 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Business Revival and Its Cause 


By WARREN M. PERSONS, Editor of ‘The Review of Economic Statistics” 


(From an Address Delivered Before the Recent Meeting of Tanners’ Council) 


Copyright by Harvard University and Printed Through Courtesy of the Harvard Economic Service 


HE first quarter of 1922 made 

measurable progress toward 

business recovery. The rela- 
tionship between production, distri- 
bution and consumption of goods, 
the recovery of agricultural prices, 
recent advances of other wholesale 
prices, the availability of credit at 
moderate rates, and the strength of 
security prices indicate that con- 
tinued improvement is in prospect. 


Striking Industrial Features Sum- 


marized 


The most striking feature of the 
industrial situation in the last seven 
months of 1921 and the first three 
months of 1922 is the relatively 
moderate volume of manufacture 
compared with the shipment, sale, 
and indicated consumption of manu- 
factured goods, 

This relationship between pro- 
duction and consumption of manu- 
factures means that strong forces are operating to pro- 
duce increased industrial activity. The physical volume 
of manufactures, in fact, increased steadily in the 
second half of 1921 and the first quarter of 1922. 

Car loading—merchandise and total loadings for 
all classes of commodities—held up well in 1921 and 
increased substantially in the first quarter of 1922, 
indicating that greater manufacturing activity is 
probable. 

The prices of important raw materials and basic 
articles are relatively lower than the prices of finished 


WARREN 


goods. Agricultural prices were strong during the last 
three months but the 
prices of most other 


materials showed no per- 
sistent upward trend. A 
substantial rise in the 
prices of other than agri- 
cultural materials will 
probably accompany in- 
creased industrial activ- 
ity. 

Credit is available for 
financing a larger volume 
of production than now 
exists at a higher price 





M. PERSONS 


Of Harvard, who says, “I look for the 
general level of prices to a elie 
have already started. This advance will 
be more pronounced in the raw materials 
-than in the finished products.” 


ADJUSTED INDICES OF (==) THE VOLUME OF MANUFACTURE 
AND (==) MDSE., ETC. LOADINGS 





Chart A . 


level. Statistics of bank loans and 
commercial paper outstanding show 
that contraction of loans for business 
purposes has ended and that bank- 
ing expansion is in prospect. Persis- 
tent strength of industrial and rail- 
road stock prices, especially in the 
last two months, forecasts business 
improvement. 


Developments of First Quarter of 1922 


In order to interpret correctly the 
developments of the first quarter of 
1922, it is necessary to consider them 
in connection with the business con- 
ditions of the periods immediately 
preceding. The period of 14 months 
from April, 1920, to May, 1921, was 
one of drastic declines in commodity 
prices and terrific recession of business 
activity, and it resulted in numerous 
maladjustments of prices and pro- 
duction which required correction 
before industry could return to a 
normal basis. The ensuing period of seven months 
from June to December, 1921, was one of readjust- 
ment. It was characterized by diverse movements of 
commodity prices; but increases of wholesale prices 
gradually predominated over decreases, with the re- 
sult that general wholesale prices were stabilized and 
Bradstreets index recorded an advance. With price 
stabilization, too, came a material increase in general 
industrial activity. 


Favorable Factors Outweigh Unfavorable 


The opening quarter of 1922 differs from the last 
seven months of 1921 in 
degree rather than kind, 
but the difference is sub- 
stantial and significant. 
It has offered more pro- 
nounced evidence than 
did the seven preceding 
months—of progress to- 
ward price adjustment, 
particularly in agricul- 
tural prices, of increase 
in industrial activity, of 
larger freight movement, 
and of restored confidence 
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in security values. "{The developments of the first three 
months of the year, especially those of February and 
March, are such as we should expect if a substantial 
upward swing} of business activity were being in- 
augurated. | 

SinceJthe first of the year favorable developments 
have outweighed unfavorable. Substantial advances 
in the prices of agricultural products have done much 


RELATIVE STOCKS OF CATTLE. HIDES, PRODUCTION OF SOLE LEATHER 
AND PRODUCTION OF SHOES IN NEW ENGLAND, St9-22. 


i919 average = 100 
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919 (920 se! 
Physical Unit Chart No. 1 
(This chart shows the increasing volume of production of leather 
and shoes in 1921 and the decreasing stocks of hides. This is 
typical of the relation between production and stocks for manufac- 
turing in general. Stocks of neice in pe part of 1922 much less 
than in corresponding quarters of 1921 and 1920. Above condi- 
tion favorable to revival of tanning and leather industries.) 


to remedy the difficult situation of farmers and those 
who sell to farmers. The volume of manufacture in 
general has not only heid the advance made last 
autumn, but further increase has been registered 
despite some declines in paper, automobiles, tex- 
tiles and leather. When all due allowance is made 
for long-time tendencies and seasonal influences 
characteristic of the diffferent lines of industry, 
it is clear that the volume of manufacture was con- 
siderably higher in the first quarter of 1922 than 
in the middle of last year. Building construction, 
allowing for seasonal changes, maintained the high 
level reached at the end of 1921, and the volume of 
permits issued during recent months indicates that the 
building trades are more active than they have been 
since 1919. The movement of goods, as shown by the 
number of railroad cars loaded, increased remarkably 
during the quarter, and the volume of freight is now 
the largest that it has been since the first quarter of 
1920. 
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Raw Material Prices Strengthen 


Among the unfavorable developments we may 
mention the weakness during January and February of 
the prices of such important raw materials as iron and 
steel, non-ferrous metals, hides and rubber; the slowing 
down in the the decline of money rates; and, at the end 
of the quarter, strikes in the textile mills and coal 
mines. These developments, however, do not appear 
to be of great significance because the prices of raw 
materials have steengthened in recent weeks, the 
commercial paper market became easier in March, and 
such strikes as are now in progress are no more likely to 
prevent recovery of business than similar factors have 
been in times past. Indeed the coal and textile strikes 
may not improbably result in reduction of operating 
costs, which will help to restore normal relations among 
various commodity prices. 

Although most industries are more active, some are 
more depressed and certain commodity prices have 
been weak. The spotty character of business recovery 
in the past 10 months is undoubtedly the basis for the 
pessimism which has existed, and still exists, in many 
quarters. Some observers, finding conditions in cer- 
tain industries unsatisfactory, do not realize that else- 
where a considerable advance in industry has actually 
been achieved; others are impatient because recovery 
has been slow, and still others are confident that such 
improvement as has occurred is temporary and will 
be followed by chronic business depression. 


Continued Business Depression Improbable 


The fundamental economic situation in the opening 
quarter of 1922 as we find it—a relatively stable general 
price level, low prices of producers’ goods compared 


SEASONAL VARIATION OF HIDE PRICES 
Based on data for I690—I915 
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Physical Unit Chart No. 2 


And so the waves roll—of equal length—from season (o season, 
throughout the years. 
























































with consumers’ goods, moderate manufacturing out- 
put compared with consumption of goods as indicated 
by freight movement and retail sales, a strong bank- 
ing condition with declining money rates, and buoye nt 
security prices—is such as to make improbable the 
continuation of business depression. In other wor js, 
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the existing relations among prices, production and 
consumption of goods mean that strong forces are 
operating at this time to produce business expansion 
rather than chronic depression. 


Important Factors—Physical—F inancial 


In general, there are two sets-of factors which con- 
trol business developments; first, the relations among 
the physical output of goods, stocks of goods, the 
movement of goods from producer to consumer, and 
the consumption of goods; and second, prices, wages, 
profits, money and credit. The present business situa- 
tion will be considered with respect to these two fac- 
tors, one physical, the other financial. 


Production and Consumption of Manufactures 


The quantity of goods produced by seven leading 
groups of manufacturing industries (iron and steel, 
lumber, paper, textiles, leather, food and tobacco) 
for January was 90, and for February is estimated at 
95 relative to “normal,” allowance having been made 
for seasonal influences. The low point of output, 72, 
in the depression of 1921 occurred in July, and the 
high point, 118, before the crisis of 1920, occurred in 
January of that year (Chart A). The relative number 
of workers employed was 82 in January, 1922, com- 
pared with 78 in January, 1921, and 107 in the middle 
of 1920. The number of employees on the payroll 
shows the same major movements as the volume of 
goods manufactured, but the extent of rise and fall of 
the former series is less than that of the latter because 
of overtime work in periods of prosperity and part- 
time work in periods of depression. 

From the evidence just presented the pbysical out- 
put of manufactures, which fell from 118 in 1920 to 
72 in the middle of 1921, has recovered to about 95. 
These figures, showing the relative production of 
goods, considered by themselves, are significant, but 
they acquire added meaning when compared with the 
distribution and consumption of goods as indicated by 
railroad car loadings. Chart A makes such a com- 
parison. The average number of cars loaded with all 
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Price Unit Chart No. 3 


(This chart shows how closely hide prices follow general business activity, 


1903-1914.) 


classes of freight, after adjusting for seasonal influences, 
fell from 114 in March, 1920, to a low point of about 
91 in July, 1921. Thus, a decline in the adjusted 


figures from 118 to 72 in manufacturing output com- 
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pares with a decline from 114 to 91 in car loadings 
for all classes of freight—grain and grain products, 
live stock, coal and coke, forest products, ore, mer- 
chandise, l|.c.l. (less than carload lots), and miscel- 
laneous. In other words, a fall of 46 points in manu- 


HIDE PRICES, LEATHER PRICES, AND THE BUSINESS CURVE, IS9i9—22 
(Hide prices corrected for sensonal variation. « For prices, i919 average =i00) 
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Price Unit Chart No. 4 


(This chart shows ‘that hide prices have declined more drastically 
than leather prices and may be expected to recover more sharply in 
the immediate future.) 


facturing output was accompanied by a fall of only 
23 points in car loadings. The decline in the manu- 
facture of goods was much more drastic than the 
decline in the shipments of all classes of freight. 


Car Loadings Increase ‘in 1921 


But a comparison of changes in manufacturing out- 
put with changes in shipments of manufactures—in 
stead of total shipments—has a more defi- 
nite bearing on the industrial situation. 
Figures for “merchandise and l.c.].” load- 
ings, excluding miscellaneous, were not 
reported in 1919, but they are available 
for 1920 and 1921. For the calendar year 
1921 this class of freight actually increased 
about 20 per cent. compared with 1920— 
the cars loaded in 1921 being about 11 mil- 
lions compared with 9 millions in 1920. 
This increase in the number of cars, how- 
ever, does not indicate precisely the same 
increase in the tonnage of merchandise 
moved, because the “less than car load” shipments 
were heavier jn 1921 than in 1920 on account of hand- 
to-mouth buying in 1921. Nevertheless, merchandise 
shipments undoubtedly increased somewhat at the 
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same time that manufacturing output suffered a drastic 
decline. This fact indicates that current production 
was less than shipments and, consequently, that manu- 
facturers’ stocks have been reduced. 


Output and Merchandise Shipments Advance 


Monthly figures since the beginning of 1919 are 
available for cars loaded with “merchandise,” 1.c.1. 
and “miscellaneous” freight. These figures, as well as 
those for total car loadings, duly adjusted for seasonal 
influences, fluctuated less violently than the volume 
of goods manufactured. Chart A gives a comparison 
of the adjusted figures for “merchandise, l.c.l. and 
miscellaneous” shipments and the output of manu- 
factures. Shipments rose to a maximum figure of 114 
in January 1920, and fell to a minimum of 93 in Janu- 
ary, 1921, while the output of manufactures, as we 
have said, fell from 118 in 1920 to 72 in 1921. The 
relation between the most recent figures is striking. 
In February, 1922 the output of manufactures, as we 
have said, rose to 95, compared with 105 for “mer- 
chandise, l|.c.l. and miscellaneous” shipments. In 
March shipments advanced to 109, the highest figure 
since March, 1920. The parallel advance of both out- 
put and shipments of merchandise in the first two 
months of 1922 is a development which indicates that 
an enlarged current output is necessary to meet a 
growing volume of shipments. 


1921 Physical Volume of Sales Increase 


From this comparison of the output of manufactured 
goods with the shipments of manufactured goods, it 
appears that manufacturing output in general declined 
much more in 1921 than did shipments and, conse- 
quently, that stocks of goods—for which only incom- 
plete and inadequate statistics are available—must 
have been drawn upon for the sales of 1921. The few 
direct figures which are available for stocks on hand 
in January, 1922 compared with January, 1921, con- 
firm this conclusion. Among 22 manufactured articles 
and important articles used in manufacture the stocks 
of 17 declined during the year, 4 advanced, and | 
remained constant. For certain scattering commodities 
—structural steel, enamel baths. lavatories and sinks, 
oak flooring, paper—data are available for comparing 
the physical volume sold with that of a year ago. In 
every one of these cases there has been an increase 
in the physical volume of sales This is a situation 
which explains the rise in the volume of manufacture 
registered in the second half of 1921 and the first quar- 
ter of 1922. 





1922 Car Loadings Show Expansion 
In the first quarter of 1922 the relative number of 
cars loaded with all classes of freight has shown a 
remarkable expansion from 702 in January to 765 in 
February and 825 in March. This sharp increase in 
car loadings in recent months, only partly due to a 
heavier movement of coal in anticipation of the strike, 
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is striking evidence that an increase in general indus- 
trial activity is necessary to supply current demand. 

Railroad car loadings constitute only indirect evi- 
dence of the sale and consumption of goods. The 
figures for loadings measure the distribution of raw 
materials to manufacturers and of finished goods to 
wholesalers and retailers; they do not show that goods 
have passed into the hands of the _ ultimate 
consumers. 

A more direct measure of the consumption of goods 
would be given by an index of the physical volume of 
retail trade, but data for such an index do not exist. 
The best substitute for such an index are the figures 
for the total values of goods sold by certain depart- 
ment stores, mail-order houses, and chain stores. 


Relative Figures for Retail Sales 


Relative figures for retail sales of various classes of 
stores for 1920 and 1921 are given in the accompany- 
ing table. From this table it will be seen that, in 
general, the value of sales fell in 1921 compared with 
1920, but that the decline was less than 16 per cent 
for every class except mail-order houses. When we 
recall the fact that retail prices probabty fell con- 
siderably more than 16 per cent it appears that the 
physical volume of goods sold by these stores in 1921 
was equal to that of 1920, and perhaps even greater. 
Although it is hardly probable that these figures are 
representative of retail trade in general, nevertheless, 
they support the conclusion that the decline in the 
quantity of goods sold at retail in 1921 was very much 
than the decline in the quantity of goods 
manufactured. 


less 


Consumption Has Exceeded Production 


The evidence presented indicates that the fluctua- 
tions in the output of manufactured goods during the 
years 1919-21 was very much more violent than the 
fluctuations in consumption. In the last year and a 
half shipments and consumption have materially ex- 
ceeded production. Consequently, stocks have been 
reduced and in recent months there has been an in- 
creasing resort to current manufacture to supply cur- 
rent consumption. In general, it may be said that a 
violent decline of manufacturing output coupled with 
relatively stable consumption of goods results in a 
situation which forces a revival of manufacturing 
activity; and it is precisely this situation in which we 
find ourselves in the first quarter of 1922. 


Transition from Buyers’ Market in March, 1922 


As is usual in a period of depression and falling 
prices, buying goods during the past year has been for 
immediate sale or consumption only. In consequence 
of this policy, which has apparently been pursued by 
manufacturers, wholesalers, and retailers alike, un- 
filled orders are small and stocks of goods are probably 
moderate. 
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The Recorder Ad-Visor Service 


A Way To Lay Out Ads 


UCH of one’s time in preparing newspaper ads 
M is taken up in reading proof and rearranging 
matter to fit the idea originally in mind when 

copy was sent to the newspaper. 


One of the first things for the merchant to do in getting 
satisfactory results is to decide on the type you will use 
in your paper, and then to stick to that one type, bas- 
ing all calculations of space on it. 


Get Type Faces from Your Newspaper 
Your newspaper will supply you with proofs showing 
headlines in the various sizes of display types and also 
blocks of printed matter in the body sizes. 


It must be borne in mind that there are several faces 
of type in the same sizes—condensed, regular and ex- 
tended. The first allows more words on a given line; 
the second is the most generally used, and the third is 


useful in filling out a line to match that of one in which 
a regular face is used. All of this is important to know 
in order to be able to make your headlines read as you 
want them to. It preserves the shade of meaning many 
times or makes heads of more than one line easier to 
read. 


How Many Words Will Your Ads Carry. 


The number of words possible to the square inch in 
given sizes is shown here, along with set-ups to show 
their comparative weights and readability. 


A little thought on the material shown here will save 
you endless time, and result in ads which come nearer 
to your idea of what you want. The hurry and rush 
of the newspaper do not allow much time to plan each 
ad, and even if this were so, it would still be necessary 
for the newspaper compositor to know clearly what 
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Once you know how much room your copy 
lakes you can place it in the space to be 
used. Display forms the blacks of your 
ad. It is heavy, descriplive matter in 
body type forms the grays. Lighler, 
therefore, it takes more of the latter to 
balance the display. Figure the point of 
balance at the point indicated by arrow 
on layout chart, and mass your copy and 
illustrations so that you"can imagine the 
lower three-fifths being weighty enough 
lo keep the ad upright. 
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Recorder Ad-Visor Service 


your ideas with regard to the goods to be advertised This sort of planning will make all your advertising 
are. You, or the one delegated to the preparation of hang together, and will also give it a personality that 
your advertising ought to know just how to estimate readers will soon come to know and recognize as yours. 


the type necessary for the proper utilization of space, 
in order to preserve balance and in order to prevent This is a point of real importance and one which is 


more than one type family being used in any ad. frequently overlooked. 
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Such a layout as this will leave little to 
the imagination of the busy newspaper 
compositor. The character of the type is 
plainly indicated as typifying strength, 
and if an old-style type is used, you can 
hold the one who sets it to your copy. 
The rule of the printshop is “follow 
copy,”’ however, which precludes to some 
degree the possibility of having ads sel 
in a style not wanted. In fact, carefully 
made layouts will induce the compositor 
lo exercise care on the rule of “like at- 
tracts like.” 
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Relative Retail Sales for Certain Stores in January and February 1922— 
Compared with January and February 1920-1921 


Relative Retail Sales of Various Classes of Stores For the first quarter of 1922 similar figures are not available but 
in 1920 and 1921 the relative sales of certain stores in January and February compared 
with the corresponding months of 1920 and 1921 are as follows: 
(Relative to 1919 as 100) 
1920 1921 1920 1921 1922 
158 = 118112 Soames Bostestl, & Se acs: sit indiciht edited = 4 = 
ad og aE ee ntgomery, OS aaa oe 
sy ceeeeeeaeeeeseesquees RH 4 five and ten cent chains................. io Ww Ww 
‘ede ae a ae lee ie SARUM PET fe 
6 dag chains 3S SRA geri ARR E ME ty tercoy OF = 18 119 These figures show a remarkable increase in the sales of five and 
3 cigar chains........ nkdcodedscusseseteen 132 132 ten cent stores in 1922 and a decline in the sales of Sears, Roebuck 


& Co. and the American Wholesale ration. This decline is 
Federal Reserve Bulletin, February, 1922, p. 219. wholly or in large part the result of the fall in prices. 
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Type Sizes 











Body 
Knowing exactly how many words fit a given Knowing exactly how many words fita 
pace will result in ads which are more distinc given space will result in ads which are 
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You Have to Know a Lot 
About Boats to Run 


a Retail Store in 
This Town 






When the river went on a rampage recenlly 
near Beardstown, IIll., it almost inter- 
rupted rail traffic. 


1/ least 90 per cent of the business houses 
were flooded. Venice had nothing on 
Beardstown for a few days. 








Sea going trucks plowed their way through 
the streets, hilling on all two cylinders. 





The man posing with the oar is R. J. 
Siekman, a successful retail merchant of 
Beardstown. Note that the latest wrinkle 
in attention getting is to tie your boat 
(not the bull) outside. 
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Business Improvement Noted 


Stores Report Increased Activity Over Previous Weeks— 
Demand for Whites Not Yet Apparent 


HE white season is here, or what is 
normally known as the white season, 
but the question being asked is, “where is 
the white business?”’ There are those who 
are rubbing their hands and shouting the 
proverbial “I told you so.” These are the 
wise heads who have had an ear constantly 
to that stretch of ground which in some 
uncanny way broadcasts style events 
rather accurately. 

They have bought sparingly on whites 
and predicted a month or more ago, that 
white would be sold, but nothing that 
would parallel the business done last year 
in this type of footwear. They still refuse 
to believe that the demand will be in 
evidence a little later on in the season. 
They point to the continued demand for 
patent in the new cut-out and sandal 
effects, for satin in the variousnew patterns 
and the sport stuff which seems to be 
holding on with some slight increase in the 
call, as the answer to the much discussed 
question, of what has become of the white 
business. 

On the other hand not a few of the 
styles geniuses in the down-town “shoe 
belt” have taken the opposite view-point 
and say that whites will be sold and in 
rather fair quantities. They have had the 
courage of their convictions and have 
bought according to their beliefs. One 
definite fact that cannot be overlooked in 
summing up the situation is that although 
some stores have had white displays in 
their windows and some have used 
generous space in the newspapers, the 
response has not been gratifying in point 
of sales. 

Sport skirts and sweaters which are be- 
coming more popular each day have added 
prestige to sport footwear. The character 
of shoes being sought in most instances 
where an outfit of the above is worn, are 
the smoked elk or horse with trimmings 
of tan calf. The leather soles are the only 
thing being considered now. The tendency 
is turning toward a one-strap sport oxford 
which is expected to replace the lace sport 
oxford which was introduced at the 
inception of the sport footwear season. 


Sandals Coming Strong 


The latest vogue in the style field which 
has had an unusual call during the past 
ten days and particularly during the past 
week is sandals. There are “Patsy” 
sandals, ““Trilby”’ sandals and about every 
other name that any retail merchant can 
think of that will add zest to the advertis- 
ing and direct its attention to that indi- 
vidual who is subject to this sort of 
appeal. While they are being called for in 


a majority of instances by the flappers, 
many pairs are being sold to girls of the 
school age who find them comfortable as 
well as stylish. 

A visit to one of the stores found a girl 
in her teens who was being fitted with a 
pair of sandals and the sport oxfords worn 
when she entered the the store were not 
three weeks old. If style can create a 
demand for more pairs as rapidly as this, 
then it would be wise for a number of 
retail merchants to gather in this extra 
pair business, which is created by the 
constant change of footwear fashions. 

The principal styles are the bare-foot 
effects with severe cut-outs in the vamp 
and very little if any heel. They are being 
shown in three or four ways. The two 
popular styles are patent and smoked 
leather effects or buck-skin. 


Saturday Business Slower 


Satin and patent both have held their 
leadership in point of sales during the past 
six days. The Saturdays, especially the 
last two, have shown a tendency to slow 
up. This of course is due to the warmer 
weather and the desire of the public to get 
out of the city over the week-end. This 
has thrown the sales into Mondays and 
Fridays and both of these days are 
starting to show decided betterment. 

The business during the past week has 
shown an improvement and in the case of 
some stores decided increase over the 
previous weeks’ business. The higher 
priced stores, particularly, are showing 
large gains. This is attributed to the fact 
that prices which became prohibitive for 
some people during the last three years; 
haveagaing ot back to the “spending level” 
and managers of the better class establish- 
ments are enthusiastic in their statements 
that many of their old customers are back, 
which is making business good. 


Dave Weiss A Father 


Dave Weiss, member of the firm of the 
Vogue Boot Shop at 615 Locust Street, is 
being congratulated upon the arrival of a 
new baby. Weiss reports the mother and 
7’ pound infant both doing splendidly. 


Sensenbrenner Attends Style 
Show 


Joe Sensenbrenner of Sensenbrenners, 
who spends most of his time riding back 
hand fort to New York is off agin to 
attend the style show in that City. He 
will go from New York to Boston where 
he will make a survey of the style situation’ 
in that center and return to St. Louis in 
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about ten days. On his way to New York 
he visited Louisville to look over the store 
operated there by the Sensenbrenner 
company. 


Wm. Graham, Jr., Back on Job 


Wm. Graham, Jr., manager of Hanan’s 
St. Louis Store is back again on the job 
after a few weeks of illness which kept him 
away from his business almost entirely. 
Graham reports that business has been 
exceptionally brisk with their store and the 
past week especially showed a decided 
gain in point of sales. The sales have been 
pointing in an upward direction during the 
last month according to Graham, who 
stated that the majority of the sales were 
in the better class of merchandise. 


Swope Officials Go to New 
York 


M. Swope and Arthur Ebbs of the 
Swope Shoe Company are in New York 
where they attended the style show. They 
will also buy a number of shoes while 
away on this trip. In order to introduce 
their large line of white shoes, the entire 
Olive Street and Tenth Street windows 
were turned over exclusively to white 
footwear. About 70 percent of the types 
shown were all white straps, the remainder 
in sport stuff and oxfords. 


Harry Feidler Returns from 
East 


Harry J. Feidler, manager of the shoe 
department of Famous-Barr has jus’ 
returned from a buying trip in the East, 
New York and Boston and other easter, 
style centers were visited on the ten-day 
trip. 


John W. Craddock Visits 


Factory Here 


John W. Craddock, president of the 
Craddock-Terry Company of Lynchburg, 
Virginia, was a visitor here this week at 
the officers of the McElroy-Sloan Shoe 
Company, a branch of the Craddock- 
Terry Company. Craddock is on a tour of 
inspection of the company’s factories. He 
is making a survey of production and 
other conditions and after a four-day 
visit here departed for Milwaukee to visit 
the Harsh-Chapline Company, a branch 
factory in that city. 


Springer to Manage Kansas 
City Hood Branch 


William Springer, who recently opened 
the Hood Rubber Products Co. branch in 
St. Louis will also take over the manage- 
ment of the Kansas City branch. This 
change was made necessary by the recent 
death of Tom Johnson, former manager of 
that branch. The sales force wili continue 
to travel out of Kansas City, although a 
number of men have been transfered. 
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See Trend Toward Higher Heels 


Cincinnati Style Designers Believe They Will Be More 
Popular for Dress Wear This Fall 


UST what turn the style trend wil! take 

for early Fall is a subject that has 
been claiming a great deal of attention on 
the part of the local manufacturers; and 
while there is the usual amount of uncer- 
tainty that always exists this far ahead of 
the season, there nevertheless, are a num- 
ber of discernible tendencies upon which 
all of the style builders here more or less 
agree. 

For instance, it is generally accepted in 
this market that with the coming of the 
longer skirt for afternoon and evening 
wear, a definite move toward higher heels 
will result. This means that in the lighter 
types of footwear the full height Louis 
heel will be worn. It is the opinion of some 
that the full Louis will begin to be seen 
this Fall in the larger cities, and that it 
will have a full run of popularity next year; 
and though it is quite evident that for 
morning wear the short sport skirt will 
continue to be worn, there is also a fairly 
well-crystallized opinion among the style 
builders that on oxfords and wide strap 
pumps the 12-8 and 14-8 will be in much 
greater demand for early Fall. 


Inch Heel on the Wane 


The 8-8 heel is believed to be on the 
wane. Another virtually definite tendency 
is toward slightly shorter vamps and a 
little rounder toe effects. In some quarters, 
the purely flapper type of footwear is ex- 
pected to lose its popularity this Fall. Yet 
some of the cleverest style builders do not 
hesitate to say that good live, snappy, 
patterns in strap effects will continue right 
up to cold weather. 

Some orders already have been placed 
for boots with the local factories. Of course 
in most instances boot business is in the 
corrective footwear lines, but besides this, 
some of the factories are preparing for 
more or less novelty boot business. One 
local factory has received an order for 
1500 pairs of 11 and 12 inch plain top 
boots, carrying 12-8 heels. Many manu- 
facturers feel that boots of some nature 
will be worn next Fall. 


\ttend Brooklyn Style Show 


A number of the local manufacturers 
and larger retail merchants were in New 
York this week attending the Brooklyn 
Style Show. The information provided by 
this affair, from a style standpoint, is ex- 
pected to have a direct influence in favor 
of Fall buying. The salesmen from the 
Cincinnati market will all be in their ter- 
ritories within the next two weeks, ready 
to book early Fall business. Some of the 


sales forces are already out. 


Potter Employees Get 
Together 


The regular weekly meeting of the Pot- 
ter Shoe Store employees last Friday 
morning, had for its subject: ““What can 
the house do for the employees?” S. J. 
Betz of the men’s department acted as 
chairman, and directed the general dis- 
cussion between the employees and the 
store managers. Though both Mr. Orr and 
Mr. McLaughlin were in the East, the 
management was well represented by Miss 
Alice Engelhardt. It was proposed by the 
employees that the names of the individ- 
ual salesmen in the store be inserted in the 
various newspapers ads of the company, 
the idea being that it would serve as a 
means of identification for the salesmen 
among their acquaintances. Mr. Betz’s 
plan was to run the names of the salesmen 
in the men’s department in an ad, showing 
a man’s shoe, and likewise for the other 
departments. It was emphasized, for the 
general good of the store and of the sales- 
men, that the public should be better ac- 
quainted with the employees. And it was 
further agreed that the salesman’s per- 
sonality plays a very important part in 
attracting trade for the store. The Potter 
store at present has a plan of printing 
personal cards for each of its salesmen. 
The employee is instructed to give his 
card to every person he waits upon. It has 
been found some of these cards come back 
as much as ten years later. 
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Another idea presented by the employ- 
ees, under the subject of ““What the house 
can do for the employees,” was that of 
providing a special stamping machine for 
printing size slips for the cartons. Next 
week the subject of the meeting is to 
be “What the employees can do for the 
house.” 


Wiechman Pattern Company 
Moves 


The Wiechman Pattern Company 
moved its headquarters this week from 
717 Sycamore Street to 124 East 8th 
Street. Their new location enabled them 
to double their capacity. Harry Wiechman 
announced this week the opening of his 
St. Louis branch, which is at 3939 Olive 
Street, St. Louis. The machinery is now 
being installed, and according to Mr. 
Wiechman, they will be getting produc- 
tion in about 60 days. Mr. Wiechman was 
in New York attending the Brooklyn 
Style Show this past week. 


Milton Adler Returning from 
Europe 


* Milton Adler, vice-president of the 
Julian & Kokenge Co., is expected back 
from Europe this week. Mr. Adler went 
abroad for the purpose of making a thor- 
ough study of economic conditions. 


To Open Store in Moundsville 


A. R. Thomas, formerly with the Griffin 
Shoe Company, Sistersville, W. Va., will 
open a retail store of his own, about June 
15, at Moundsville, W. Va. He expects to 
carry a full line of ladies, men’s and chil- 
dren’s shoes. 


DENVER 


Business Continues to Show Improvement 


Sport Shoes Proving Popular. Rubber Soles in Greater 
Demand Than Was Expected 


Business continues to show improve- 
ment in Denver and other parts of Colo- 
rado. The rain that the State has had 
during the past few weeks has served to 
give to the farm crop outlook even a 
brighter light. The farmers are beginning 
to get back on their feet, which fact is 
serving to speed up business in the 
country districts of Colorado. Business in 
general is showing a gradual improvement 
and seems to be moving back to normal. 
Shoe merchants in Denver report that 
spring business has been good and that it 
has been ahead of last year for the same 
period. A good summer sale of footwear 
is looked forward to by local shoe 
men. 


Sport Shoes Popular 


Two distinct types of sport shoes—one 
the low flat oxford with one white strap 
and large buckles, leather or rubber soles 
and heels, and the other type on narrower 
top dress lasts with heels from 12-2 to 
13-2 high, in strap effects are popular in 
Denver. The popularity of these types of 
shoes is said to be occasioned by the 
readiness on the part of the younger 
women to buy something in footwear 
radically different from what they have 
had. Up to the present time there has 
been some question in the minds of 
merchants as to the relative selling 
qualities of rubber soles 9s against leather 
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soles. From present indications, rubber 
soles are showing greater strength than 


anticipated. 


Denver Man in 


California 


Former 


Word has reached Denver to the effect 
that R. C. Hearne, who for a number of 
years Was manager and buyer of the shoe 
department of the Daniel & Fisher Stores 
Company, Denver, is now located in Los 
Angeles, California, where be has just 
recently accepted the managership of the 
College Boot Shop, Seventh Street store. 
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Mr. Hearne left Denver nearly a year ago. 
He is well known to the trade and espe- 
cially in this section of the country. 


Brief News Notes 


The Spizer Shoe Company, Colorado 
Springs, has obtained a long time lease on 
the building which it now occuries at 
105 South Tejon Street, and have made a 
contract for extensive improvements 
which will give the firm considerable more 
display room. 

Hunt Winn of the Hand Shoe & Cloth- 
ing Company, Cripple Creek, was a recent 
business visitor in Denver. 


| White Footwear to the Front 


Sport Oxfords Also Being Pushed with Vigor and Sales Volume 
Is Well Sustained 


PORT oxfords are being pushed with 

more vigor, while white goods like- 
wise are coming to the front in window dis- 
plays and other nature of offerings in Mil- 
waukee boot shops. Ideal Spring weather, 
although accompanied by the usual sea- 
sonal interruptions of chilly spells, rains, 
etc., has lent snap to shoe trade, and vol- 
ume is being well sustained. Very little 
complaint is heard beyond that of mer- 
chants who probably do not take into ac- 
count the period of the year and the diffi- 
cult conditions under which business is 
still compelled to labor in order to make 
satisfactory progress. 


Strap Patents Best Seller 


The patent pump, both one and two 
strap, with covered wood military heel, 
or the flat-heeled, girlish style, holds the 
center of interest. Patent leather vamps 
with suede quarters and cutout- sides are 
also very good numbers. The sandal types 
move well, women of young and middle 
age apparently desiring the bizarre effect, 
secured by the exposure of much foot. The 
Spanish heel is coming into more favor as 
an offset of the military heel. The flat heel 
is attracting attention mainly from young 
women of 18 to 25; older persons seem to 
prefer a little higher and less “kiddish” 
heel. 

The Russian Boot 


Practically every representative shoe 
store in Milwaukee is showing a pair of 
Cossack boots in its window, but inquiry 
reveals that the stock on the shelves con- 
sists of anywhere from one to two dozen 
pairs, with few having more. There is little 
or no confidence among local merchants in 
the future of this class of merchandise, and 
none have gone in for the line beyond havy- 
ing a pair to show and probably a few pairs 
to meet whatever call might develop. Some 
dealers here have come to call this number 


the “Bolshevik,” which to us means all 
that the name implies in its true sense. 


Denounce High Tariff 


The Milwaukee Retail Shoe Dealers’ 
Association, at its monthly meeting for 
May, entered into further discussion of 
the proposed hide tariff, and the probably 
effect on business. It was decided to at- 
tempt to get local newspapers to deal more 
favorably with this subject and its rela- 
tion to the increased cost of shoes. Reports 
show that Wisconsin representatives in 
Congress oppose the tariff. An effort also 
will be made to secure better co-operation 
of the press on other questions affecting 
the shoe business unfavorably, when only 
one side of the story is told in the news 
columns. 


Famous Speakers for Ad Men 


Thomas E. Wilson, head of Wilson & 
Co., Chicago; James A. Emery, represent- 
ing the National Manufacturers’ Associa- 
tion, and Sir Charles F. Higham of Eng- 
land will be among the principal speakers 
of national and international prominence 
who have accepted invitations to address 
the opening general session of the annual 
convention of the Associated Advertising 
Clubs of the World in the Auditorium at 
Milwaukee, June 12 to 16. The convention 
promises to be the most important con- 
gress of advertising forces in the history of 
the world. 


Teeple Increases Capital 


The Teeple Shoe Company, Waupun, 
Wis., has recently increased its capitaliza- 
tion from $35,000 to $75,000, to handle the 
constantly enlarging volume of business. 
Heavy orders have been booked for Fall 
delivery, while current orders for oxfords 
and boots for men are keeping capacity 
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well occupied. The Teeple Company con- 
centrates on men’s and boys’ footwear 
H. M. Larson is manager. 


A‘ Tradehome ”’ Store 
The “Tradehome”’ Shoe Stores Com- 
pany, a chain-store organization, has es- 
tablished a new shop in Fond du Lac, Wis.., 
under the management of H. C. Ginsberg 


Appoints New Manager 


The Enz Bros. Company, Denmark, 
Wis., general merchandise, boots, shoes, 
etc., has appointed P. D. Cole of Iron 
Mountain, Mich, as genera Imanager to 
fill the vacancy caused by the resignation 
of Fred Buckman, in charge for three 
years, who will devote his time to exten- 
sive fruit-growing interest in North- 
eastern Wisconsin. 


Wins Oratorical Honors 


William M. Lamers, son of John P. 
Lamers, of Lamers Bros., prominent South 
Side shoe merchants at 354 Grove Street, 
Milwaukee, has won the Grau gold medal 
as winner of the annual oratorical contest 
of Marquette University. He is a senior in 
the arts and science college and is widely 
known as a debater and orator. 


Some Menzies’ Records 


The Menzies Shoe Company, Fond du 
Lac, Wis., is selling shoes at the rate of 
nearly 26,000 pairs a week, while its out- 
put at the same time has been only 18,000 
a week. The result is that since May 1, 
more workers have been added and others 
will be employed as rapidly as the proper 
kind of help becomes available. Eight 
dress shoes have just been added to the 
line, three being made from brown full- 
grain calf, supplied by the Fred Rueping 
Leather Company, a big Fond du Lac 
tanning concern. Although the first year of 
active business of the Menzies Company 
is not yet completed, the factory has 
shipped $1,927,371 worth of shoes, and has 
a factory payroll of $10,000 a week, which 
does not include the salaries of the 34 
salesmen on the road. 


Dempsey Heads Credit Men 


Robert J. Dempsey, head of the credit 
department of the Weyenberg Shoe Mfg. 
Company, Milwaukee, and president of 
the Milwaukee Shoe Credit Men’s Associa- 
tion, was elected president of the Milwau- 
kee Associationof (Wholesale) Credit Men. 
Mr. Dempsey has been one of the most 
prominent figures in the general credit 
association since its inception and served 
for many years as a director. He also is 
serving as a member of the arbitration 
committee of the Milwaukee Association 
of Commerce, which is starting work under 
anact of the 1921 State legislature, pro- 
viding for the settlement of commercial 
disputes outside of courts by arbitration. 
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Convention Plans Progressing 


Plans of the retail shoe trade at Apple- 
ton, Wis., for the entertainment of the 
annual convention of the Wisconsin Retail 
Shoe Dealers’ Association, to be held Aug- 
ust 8, 9 and 10, are progressing very satis- 
factorily. An attendance of 500 is being 
provided for. Herman Heckert has been 
appointed chairman of the reception and 
entertainment committee, and George 
Dame chairman of the advertising com- 
mittee. 


Traffic Problems Grow 


Milwaukee boot and shoe merchants 
are co-operating with other retail dealers 
and interests to help solve the growingly 
acute traffic problem, which it has de- 
veloped was recently made worse by the 
re-routing of several important street car 
lines through the downtown district. The 
merchants protested against the changes 
at the time they were proposed, but were 
said to have “‘selfish motives.”” Experience 
has demonstrated the wisdom and justice 
of their protests and early relief is now 
promised. 


To Push Scandinavian Trade 
Fritz V. Hein of Copenhagen, spent ten 
days in Milwaukee to effect connections 
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with a number of representatives manu- 
facturers. Mr. Hein said that in Scandi- 
navia the United States was looked upon 
as the strongest producing nation in the 
world, and not only the largest producer, 
but the best. The population is 12,000,000. 
Both in 1919 and 1920 exports of United 
States goods to Scandinavia exceeded the 
exports to all of South America, he said. 


Engagement Announced 


The engagement of Herbert Edward 
Wolfram of Madison, Wis., to Miss Janet 
Evelyn Roach of Watertown, Wis., has 
recently been announced. Mr. Wolfram is 
associated with the Wolfram Shoe Com- 
pany of Watertown and Madison. The 
wedding will take place in June. 


J. B. Langenberg Honored 


J. B. Langenberg of Appleton, Wis., 
president of the Wisconsin Retail Shoe 
Dealers’ Association, has been appointed 
one of seven representative merchants to 
represent the retail trades division of the 
Appleton Chamber of Commerce on a new 
executive committee enibracing every line 
of retail trade. The new group will hold 
meetings at least once in two weeks to 
work out plans for commercial and civic 
betterment, with special relation to the 
progress of the retail merchants of the city. 


LOS ANGELES 


Cool Weather Retards Business 
Merchants Check Up on Stock. All Eyes Now on Coming 


State Convention—Pasadena 


There is little change to be noted in the 
local shoe situation, except that the con- 
tinued cool weather is proving a deterrent 


to sales. A good soaking rain last week 


June 13-15 


cast a gloom over the merchants, who are 
all set for sunshine. However, as one 
merchant said, it gives them time to check 
up on stock and catch up on a lot of work 


An Effective Easter Display of Children’s Shoes recently made by the Van Degrift Shoe Co., Los Angeles 
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that in the ordinary rush of selling is apt 
to be neglected. 

It is noted that the men folks are begin- 
ning to pay a little more attention to their 
footwear. May 13 is officially recognized 
as “Straw Hat Day” and the majority of 
our male citizens sallied forth with their 
new lids on. This will be good for the 
shoe business. for a man’s self esteem will 
hardly allow him to don Spring straws 
without a corresponding look to his ward- 
robe and footgear, and if the old shoes 
don’t match up with the new straw, they 
are likely to give way to anew pair. One 
new garment, be it for man or woman, 
usually means a brightening up of the 
entire costume. 


Men Buying Saddle Straps 


The demand for saddle strap oxfords 
for men continues to be good. The Flor- 
sheim Company states that it has sold 
considerably more than it anticipated for 
so early in the season. This store expects 
to see them become one of their best 
sellers. 


Novelties Continue Unabated 

Novelties continue to the 
style situation as far as women’s shoes are 
concerned, and sports oxfords and straps 
are the heaviest selling numbers for all 
around wear. Patent sandals are still a 
big number and the more cut-outs the 
better. Low heels are the rule on this 
class of footwear. Flapper stuff is better 
than ever. 


dominate 


Merchants Waiting for the 
Convention 

Merchants are anticipating their needs 
very conservatively and after the Con- 
vention in Pasadena, June 13-15, it is 
expected that they will be in a better 
position to judge the situation for Sum- 
mer and early Fall. The convention will 
be without question the biggest and most 
important affair, having to do with shoe 
retailing ever held in the State. 


“Mudgett’s” Different Kind 
of Store 

George Mudgett, formerly with Wether- 

by-Kayser’s and more recently manager 

of the Seventh Street College Boot Shop, 

has just opened a retail shoe shop that is a 

little different from anything that has 


ever beén attempted in this city. His 
shop presents the appearance of a country 
club. exterior and is very attractively 
arranged with appropriate furnishings. 
Mr. Mudgett retails custom-made shoes 
exclusively, giving especial attention to 
sport and semi-sport styles. R.C. Hearn, 
formerly with Bullock’s and Gude’s, has 
taken charge of the College. Mr. Mud- 
gett opened last Monday and says he has 
enjoyed a good trade since, notwith- 
standing the rainy weather. 
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‘“Nesl-ins in New Houses 

The new product of the Just Shoe Com- 
pany, the “Nesl-in,” will be housed in 
“different” boxes, which is sure to meet 
the approval of the most critical trade. 


Instead of printing the color of the product 


SAN FRANCISCO 
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on the label, there is a small disc of the 
color stamped on a solid background, 
which is easily discernible at a distance of 
30 feet. This will help in the quick selec- 
tion of the right colors by the store sales- 
men and prevent the possible mixing of 
the boxes. 


Fight Proposed Hide Tariff 


Shoe Retailers’ Association Drafts Resolutions for Congress- 
men. ‘Tariff Would Increase America’s Shoe Bill from 
$100,000,000 to $150,000,000,”’ Say They 


The San Francisco Shoe Retailers’ 
Association is showing a good many signs 
of activity at present. For one thing, the 
organization is opposed to the proposed 
tariff on hides, leather and shoes. Calling 
a special meeting recently, the members 
went on record as believing that such a 
tariff would tend to increase shoe prices 
to the consumer. Speaking of this, H. A. 
Ballentine, president of the association 
said: ““You can put our organization down 
as being opposed to the proposed tariff 
on hides. It would increase America’s 
boot and shoe bill from $100,000,000 to 
$150,000,000."’ The association has drafted 
resolutions along these lines for submis- 
sion to the congressmen from California. 


Gibson Believes in 
Exchanging Ideas 


Harry Gibson, manager of the White 
House shoe department, is a great believer 
in the exchange of ideas. When in New 
York recently, he was invited by Percy E. 
Hart, president of the New York Retail 
Shoe Dealers’ Association, to attend a 
dinner meeting. When called on for a 
speech, Mr. Gibson told about the San 
Francisco Shoe Retailers’ Association 
encouraging out-of-town merchants to 
“sit in” at its quarterly dinners and ex- 
change ideas. It has since been stated 
that this seed of thought fell on fertile 
ground and that the New York organiza- 
tion will henceforth encourage visits from 
out-of-town dealers. 


Open F ‘orums Suggested 


On returning to San Francisco, Mr. 
Gibson, who is a director of the local shoe 
retailers’ association, urged on his fellow 
members the benefits that would result 
from following the example of the New 
York dealers, in the matter of holding 
open forums at their dinners. He also 
pleaded for songs and other musical 
features at these dinners, in order to 
attract a large attendance. Mr. Gibson 
has been attributing much of the success 
of the New York association in getting 
members to its dinners, to the open 
forums and the music. He talked so 


enthusiastically of New York dealers’ 
success in bringing members in to dinner 
meetings that he has already made a 
number of converts among the retail 
shoe dealers of this city. 


Merchants Decorate for Shriners 


San Francisco is to be a convention city 
during the coming season. The National 
Shriners’ Convention, June 12 to 15, is so 


-near that grandstands are already being 


erected along the line of march for the 
grand parade. ‘“The Shriners’ Convention 
is bound to bring in a lot of people, and 
we look for good business,” said H. J. 
Brisbin, manager of the Walk-Over shoe 
stores. Mr. Brisbin has already made 
arrangements for attractiveShriner decora- 
tions for the Walk-Over windows. Most 
of the retail shoe merchants of the city 
are preparing to display Shriner emblems. 


Al Katschinski Helps War Vets 


Al Katschinski, president of the Cali- 
fornia Retail Shoe Dealers’ Association, 
has done so much for the disabled veterans 


recently that many of the veterans when: 


they walk along Market Street and see 
the Legion signs: “Al is Here,”’ think the 
statement applies to Al Katschinski. 
They do not all read the National Maga- 
zine that made “Al” famous, but they do 
all know that “Al’’ of the Philadelphia 
store was chairman of the finance com- 
mittee for the Disabled Veterans’ Ball, 
and that the affair netted a cool $9000. 
Some of the leading movie players ap- 
peared at this affair. It was to raise 
money for the entertainment of the 
disabled veterans during the National 
Convention of Disabled Veterans. Spar- 
ring bouts take place within the next few 
days to add to the fund. Mr. Katschinski 
is also chairman of the finance committee 
of the national convention, June 26 to 30. 
He is working with his usual enthusiasm 
for the success of the cause. 


Chester Herold, Chairmanof StyleCommittee 

Chester Herold of San Jose is chairman 
of the State Style Committee, which will 
take an active part in the coming con- 
vention at Pasadena. Other members of 
this committee from Northern California 
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are: Max H. Sommer, Jr., of Sommer 
Kaufman, H. A. Bailentine of Hanan 
Sons Shoe store and R. Rosenberg of the 
Philadelphia Shoe Store. This committee 
is engaged in formulating a style program. 
There will be a very large Northern 
California delegation at the convention 
in Pasadena. 
Specializing in 
Novelties 


Women's 


The Block-Levy Company has given up 
its lease in the Magnin Store, Stockton 
Street at O'Farrell, and is now concen- 
trating its San Francisco business in the 
department the company owns in the 
Reich & Lievre store. The Joseph Magnin 
Company is running the department it- 
self. Everything has been redecorated, 
new low shelves and comfortable reed 
furniture installed and firm is specializing 
in women’s novelty footwear. John E. 
Stuard is the new manager. Mr. Stuard 
has been connected with the department 
for some time past and is favorably 
known to its patrons. 


Gerlach’s Is Dressing Up 


Gerlach’s Shoe Store, 543 Market 
Street, is just having extensive alterations 
completed. The large stockrooms in 
the rear have been added to the store, 
making it one of the largest of its kind in 
the city. Low shelves, side galleries and 
new repairing department and offices 
have been built, adding greatly to the 
service capacity of Gerlach’s, which has 
always specialized in quick service. 


Employes Go Picnicking 

Members of the Mutual Benefit and 
Aid Association of the Philadelphia Shoe 
Store and employees of the City of Paris 
held an enjoyable annual picnic recently 
at Paradise Cove, El Campo. There were 
races and other sports. 


Seventy-Second Anniversary 
Sale 


The City of Paris has been holding its 
72d anniversary sale. “All the anni- 
versaries seem to come in May,” said T. L. 
Jarrell, manager of the City of Paris shoe 
department. He added that business 
has been good, especially in the colored- 
back pumps. The birthday sale of the 
City of Paris is an annual event. 


White House Has Anniversary 
ale 


For the first time in 68 years, the White 
House celebrated an anniversary sale this 
month. Harry Gibson, manager of the 
shoe department, stated that the sale 
doubled business in the women’s, men’s 
and children’s shoes. Fifty salesmen 
found it hard to take care of the crowd. 
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Sommer and Kaufman 
‘“* Doings ” 


William Kaufman of Sommer & Kauf- 
man and Max H. Sommer, Jr., are now 
in the East on a buying trip. They 
attended the style show in New York, and 
will return in time to attend the con- 
vention in Pasadena. Max Sommer had 
planned to be at Pasadena also, but when 
the convention date was changed, he was 
obliged to give up the idea, as he had 
booked passage with his family for a 
trip to Alaska, during the latter part of 
June and July. Sommer & Kaufman 
are having a handsome new front put 
to their building, which is now being 
stripped to the brick. _ They recently 
purchased the structure, which is in one 
of the best blocks on Market Street. 


Werner and Baker in East 


W. Russell Werner, manager for the 
men’s department of the Frank Werner 
Company, and H. A. Baker, manager of 
the women’s department, left on May 7 
for New York and Boston. They will be 
gone about five weeks, each buying for 
his own department. Frank Werner 
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stated that April sales for his store 
showed a larger volume than for any 
April during the past five years. He 
attributed this partly to a revival of busi- 
ness and partly to the fact that Easter 
came in April. 


News Brieflets 


J. E. Fleming, manager of the Em- 
porium Shoe Department, returned late 
in April from a buying trip East. Business 
was stated to be good at the Emporium. 

“Though business fluctuates, on the 
whole it is remarkably better,”’ said G. O. 
Allen, manager of the Bootery. 

Speaking of the present style demand, 
H: A. Ballentine, manager of Hanan & 
Sons, Geary Street, said: “In women’s 
shoes, patent leather with beige quarters 
and 1% inch heels is the favorite style. 
Strap pumps of patent leather with gray 
suede quarters and 14 inch heels are also 
having the big call at this time. The 
demand is for 11% inch heels rather than 
for higher heels. The demand in men’s 
low shoes is strongest just now for No. 4 
Russian calf. The brogue oxfords with 
straight tips and back heel foxings seem 
to be what the younger men are wearing.” 





DETROIT 


Fewer Sales But More Profit 


Retail Merchants Encouraged by Ability to Sell Shoes 
Carrying Adequate Mark-Up 


HILE the sales volume is not as 

satisfactory as the majority of 
dealers desire, there is a general tone of 
optimism found in nearly all stores. Mer- 
chants have yet to perfect a proper 
method of gauging business during times 
when prices are going higher or lower. 
Only with a comparison of pair volume 
can business at these times be judged 
properly. 

In one store visited it was reported that 
April was a record month. This was on 
dollar volume, therefore it showed a con- 
siderable increase in the sale of pairs, for 
prices are at least 40 per cent lower than 
last year. At Kline’s, F. L. Wood, 
manager of the shoe department reported 
that business is better than last year. 
Prices in this department range from $6 to 
$12, with the volume on $8 and $8.50 
lines, and sale prices somewhat lower. 


A Profit On Every Pair 


“There is one thing the merchant can 
be thankful for this Spring, at any rate,” 
said Mr. Wood, “and that is, that he is 
making a profit on what he sells, while 
last year it was pretty much all loss.” 

Steven J. Jay, manager of the men’s 
floor department at R. H. Fyfe & Co., 
suid the tendency towards the purchase of 
several pairs of shoes at one time was 


marked, showing a return to a more nor- 
mal buying method, which could be 
attributed only to the feeling of prosperity 
that many are experiencing. While 65 
per cent of the manufacturers in Detroit 
are connected with the automobile and 
accessories industries, this business 
amounts to but 45 per cent of the city’s 
total manufacturing output. There are 
3500: factories in Detroit turning out ap- 
proximately $5,000,000 of manufactured 
products each working day of the year. 
With a labor situation that is envied by 
other large cities it is easily seen that the 
shoe merchant has a perfect right to feel 
optimistic of the approaching season’s 
business. 


Sports Oxfords Selling Well 


Sports oxfords have taken a leading 
place in the sales in some stores, although 
in others it still appears uncertain where 
the sport oxford will lead. “There is sure 
to be a reaction on the business through 
the introduction of sport shoes for street 
wear. It is not correct style for a flapper 
or a flipper to wear sport oxfords with 
business dress. They should be worn only 
with the proper clothing, but, of course, 
there would not be the volume sold if that 
were the case,” remarked one merchant. 
He added: “I am afraid that the incon- 
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gruous and inconsistent wearing of these 
styles will lead the public away from a 
proper consideration of styles instead of 
towards that desirable conformation to 
style that will lead to. better business for 
shoe dealers.” 


Preparing for Big White Season 

Merchants are preparing for a big white 
season. Before this news is published, 
several “White Sales” will have been 
launched by Detroit stores. Whites, and 
whites trimmed with colors, mostly black, 
will probably cut into the sale of sport 
lines in other color combinations. Sports 
are advertised by shoe merchants in the 
newspapers at prices varying from $3.50 
to $8.00 per pair. 

Children’s sportoxfords are reported as 
ready sellers in spite of the offering of the 
Kresge store here, (the ten cent man), of 
barefoot sandals at from 87c to $1.00 the 


pair. 


Stores Celebrate 
Anniversaries 


Frank & Seder are holding their First 
Birthday Sale; Elliott-Taylor-Woolfenden 
Company, their 42nd Anniversary sale; 
Crowley Milner Company, their 13th 
Anniversary sale, all of which stores have 
shoe departments, the latter having a 
whole floor of a large building devoted to 
the sale of shoes alone. 


To Hold Big Sale 


The P. J. Schmidt Company stock has 
been purchased by the Crowley, Milner 
Company, who will dispose of it at one 
fell swoop with a rousing sale. 


Making the Window Reflect 
the Store 


The window of the new Hanan Shoe 
store in the Stroh Building, 40 Adams 
Avenue, is deserving of mention as it re- 
flects the refinement of the entire estab- 
lishment. The front is divided into the 
entrance and one window at its side, 
giving a large window space in which 
only a few shoes are displayed. The back- 
ground is of solid walnut panels, with a 
casement window inset in the center. 
The floor is of the same beautifully 
finished wood, having a panel outlined 
with two parallel lines of ebony. The 
fixtures are of walmut, two oval and one 
oblong plateau each handsomely carved 
and having a touch of verde and bronze- 
gold in the finish that gives them the 
appearance of age and elegance. 

The lighting is done in the conventional 
manner from hidden lamps with strong 
reflectors at the top, which are hidden by 
a voluminous valance which stretches 
across the giass in heavy folds. Drapes of 
similar material to the valance hang at the 
corners of the window and at the angle of 
the glass. Besides the regulation lighting 
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effect there is a handsome candelabrum 
fixture of old silver and crystal having six 
electric candles set in a row across the 
fixture. 


Baseball Season Is On 


Clyde K. Taylor, manager of the Walk- 
Over Baseball Team, and incidentally 
manager of the women’s and children’s 
departments of the Walk-Over stores, is 
walking around with a chip on his shoul- 
der, following a victory of his ball team 
over the team of the old Lindke Shoe 
store team, which he formerly managed 
for the past two seasons, while manager 
of the Lindke store. Clyde is evidently 
some manager. 

A baseball league has been formed and 
known as the Woodward Avenue Mer- 
chants’ League. There are six teams in the 
league with a schedule of 15 games to be 
played by each team during the season. 
The Walk-Over store is the only exclusive 
shoe store represented this year, the 
R. H. Fyfe & Co. team not functioning 
this season, but three of the other stores 
have shoe departments of considerable 
importance. 


Officers Installed at 
Association Meeting 


The postponed annual dinner and 
dance of the Detroit Retail Shoe Dealers’ 
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Association was held at the Hotel Cadillac 
on May 18. The ladies were present as 
guests of the merchants. The following 
officers were installed into office: 

James J. Ertell, president; Stewart 
Rackham, vice-president; W. S. Dowler, 
secretary; F. E. Whitelam, assistant 
secretary; T. B. Neath, treasurer. 


A Course in Window 
Trimming 


The retail merchants of Detroit, through 
the Retail Merchants’ Bureau of the 
Board of Commerce, are co-operating with 
the Display Man’s Association in holding a 
series of educational meetings where the 
benefits of good window and interior dis- 
plays are being demonstrated. There is 
some likelihood of the lectures and de- 
monstrations becoming a permanent fea- 
ture of the Bureau’s activities. 

A bulletin has been issued by the 
Bureau, in its efforts to secure active par- 
ticipation in this work by the Detroit 
merchants, listing books on display and 
kindred subjects, as well as leading articles 
from representative publications. The 
Boot and Shoe Recorder is well represented 
in the digest covering the past several 
months, reference being made to the many 
articles published on}good window dis- 
plays by the Recorder. 


LOUISVILLE 


Spurt in Retail Shoe Business 


Summer Weather and Opening of Racing Season Responsible 


for Gain in Sales 


HE shoe business in Louisville since 
the first of May has taken a spurt, 
and for the week ending May 13 was 
about as good as any period of the year, 
except that directly prior to Easter. Be- 
tween the opening of the Spring racing 
season on Saturday, which had brought 
people into the city for a number of days 
in advance, and extremely hot weather for 
May, the demand for men’s low shoes and 
white shoes for women and children, is 
quite good as a whole. ' 
Some of the retail merchants in discuss- 
ing business cleim that the volume has 
been off a little, especially in women’s, but 
that men’s business has been holding up 
well. One reason for this was the late 
Easter, resulting in April purchases, and 
no large replacement buying, whereas men 
didn’t buy until the weather warmed up. 
However, hot weather is creating a de- 
mend for white shoes, which should last 
for some weeks. Barefoot days are here 
and are beginning to affect children’s 
demand somewhat. 


Goldstein & Moseson Open 
New Store 


The house of Goldstein & Moseson, at 
Eleventh and Market Streets, Louisville, 
out of the hizh rental territory, has re- 
cently opened a branch store at Ninth 
and Broedway, which is claimed by some 
of the merchants to be the best suburban 
territory in Louisville. It 1s really not sub- 
urban by any means, but it is out of the 
business district by nearly a mile. How- 
ever, the new store is opposite the main 
offices of the Louisville & Nashville Rail- 
roed, which employs several thousand 
men, and there is not a good store any- 
where near. Many of the railroaders get 
up town very seldom, as they haven't time 
to eat and shop up town. The Goldstein 
store handles high quality merchandise, 
such as Florsheim shoes. Stetson hats and 
Styleplus clothing, and appears to have 
picked a very favorable location. The 
house, for several years, has been known 
as one of the fastest growing and most 
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successful in the city and has windows 
that would do credit to any Fourth Street 
establishment. 


A. J. Kinker Leaves Shoe 
Game 


A. J. Kinker, Louisville, for sever] 
years connected with some of the specialty 
shoe stores as manager or clerk, and who 
has been manager of the women’s shoe 
department of Byck Brothers since re- 
tur ning from France, where he held a com- 
mission in the army, has resigned to go to 
Cincinnati, where he enters the auto 
supply business. F. C. Davis, formerly 
with Marrott, Indianapolis, has succeeded 
Mr. Kinker. 


Mt. Sterling Shoe Man Dies 


News was recently received from Mt. 
Sterling, Ky., of the death there of Jack 
Owings, 22 years of age, vice-president of 
the R. E. Punch Shoe Company, who died 
suddenly at the store irom a heart attack. 
Apparently Mr. Owings was in fine condi- 
tion and his death wes a severe shock. He 
was a son of George Owings, a prominent 
business man of the cit y. 


$9,000,000 for Central 
Kentucky 


It is reported that some big business is 
in sight for the Central Kentucky retail 
merchants about May 20, when the Burley 
Tobacco Growers’ Pool pays its members 
a second yayment of $9,000,000 in con- 
nection with sales of the 1921 tobacco 
crop. This will result in a lot of cash being 
released to the farmers, who will catch up 
with the merchants, and start buying more 
freely. Farmers in a radius of 70 miles or 
better, of Lexington, Ky., will be the ones 
principally taking part in the distribution, 
which will also reach a few growers in 
Southern Indiana and Ohio. 


Medium Grades Moving 
Better 


Deslers handling cheap and medium- 
priced lines of shoes have peen complain- 
ing somewhat, but report that trade is 
picking up a little and prospects are 
better. In the Winter and early Spring a 
good many people were out of work, or on 
short payrolls. Today, general employ- 
ment is much better, and factory running 
time has increased. However, many work- 
ers are probably trying to catch up with 
the setbacks suffered during the duil 
periods. G. B. Hays, manage. of the Petot 
Shoe Company, in discussing conditions 
aid: 

“We've done a fine men’s business since 
Easter and women’s business has been 
fair. We're ahead in pairs on men’s shoes 
over the Spring period, but a little behind 
in women’s. However, prosgects are for a 
steady Summer and good Fall business, as 
the consumers are more confident now.” 
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Travers Shoe Company 
Resumes 


The Travers Shoe Company, in resum- 
ing operations in Louisville a short time 
ago, following a close down of several 
weeks on account of water damage, started 
about where it had left off, restocking 
both men’s and women’s shoes. This con- 
cern for several years handled women’s 
shoes only, but stocked men’s shoes last 
year for the first time. That the men’s 
shoes proved fairly successful at least is 
shown by the fact that when the concern 
had an opportunity to discard men’s shoes 
if it so desired, it kept the line. 


Rodes Rapier Capital 
Changed 


Amended articles have been filed by the 
big men’s store of the Rodes Rapier Com- 
pany, fixing the capital stock at $150,000. 
Principals in the company are W. H. 
Rapier, John S. Rodes, W. Reed Embry, 
Frank C. Cannon and Franklin R. Starks. 
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The company has one of the finest and 
largest general men’s stores in the city. 


Merchants Oppose Traffic 
Rules 


On Monday, May 8, a new parking ordi- 
nance for automobiles was adopted and 
placed in effect, under which cars are only 
permitted to park for a period of 15 min- 
utes in Louisville’s downtown or business 
district, from Broadway to Main, and 
from Second to Sixth Streets, or a district 
about 8 by 6 blocks. Merchants are com- 
plaining bitterly of the new regulations, 
which are making the business district 
look as though it was taking a vaca- 
tion, and which is resulting in walkouts 
before customers can be waited upon. 
Merchants are planning to get up a peti- 
tion and go before the Mayor and City 
Council, asking for an increase to 45 min- 
utes or an hour, but strict enforcement of 
the longer provision. As it is, buyers have 
to park too far from the business section, 
or go to the garages. 





DES MOINES 


Good Business on Novelties 


Prospects Excellent for Heavy Sales of Whites—Farmers 
Working for Bumper Crops 


ONTINUED warmth with only a few 
showers has increased the business of 
local retail shoe merchants. The novelties 
for the present season have been intro- 
duced and an increased business is being 
done in them daily. With a national ath- 
letic event such as the Drake Relay Carni- 
val there was much chance for the display 
of novel effects in wearing apparel. 

Sport shoes have the call at present, and 
seem to be getting more popular each day, 
with the sale of women’s sport wear far 
outrunning that of the men. The majority 
of the new sport shoes being sold are the 
plain toe elkskin with the tan calf apron. 

“The prospects for a very heavy sale of 
white footwear are excellent,” say the 
local shoe men, “and indications now 
point to a strong justification of our opin- 
ion. Patent leathers, two-tone cut-out 
novelties and satins are also expected to 
continue to sell well throughout the 
summer. The general sales volume during 
the past week was greater than during 
the same period for the last two years.” 

The farmers over the entire State, with 
all fear of future cold spells vanished and 
with the upturn in the market, are busy 
putting in their crop. Though of course 
it is much too early to prophesy the kind 
of crop Iowa will have this year, one thing 
of importance can be said, namely that 
farmers are working very hard for the 
largest crops ever because of their desire 
‘o recover some of their heavy losses of 
last year. The general tendency over the 
entire State is toward optimism, and the 


farmers believe that it would be an excel- 
lent thing to have a bumper crop start 
business booming again. 


Fire Destroys Two Stores 


The Brunk Bootery was one of the 
heaviest losers recently in one of the most 
spectacular fires Des Moines has witnessed 
in many a day. The Subway Shoe Store 
stock was rwned by smoke and water. 
The fire started on the second flcor in one 
of the offices of this old building, which 
was erected over fifty years ago. The 
entire stock of the Brunk Bootery, except 
two sections of shelf, lay in ruin. As a 
result of this Des Moines is without the 
services of two of its largest shoe stores, 
but plans are rapidly being formulated to 
reconstruct the building so that the busi- 
ness thus dislocated will be able to return. 
The fire was in the heart of the retail 
district, and two other shoe stores located 
next to the Brunk Bootery were threat- 
ened by the fire. The total Clapp Block fire 
loss is estimated at $400,000. The White 
Shoe sCompany, ituated next door to the 
Brunk Bootery, was not affected by the 
conflagation and is “open for business as 
usual.” 


Arant Inaugurates New 
Policy 
With a new policy of “Nothing over $8” 
the Arant Shoe Company this week 
inaugurated a sale of novelty Spring foot- 
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wear. Satin and patent pumps were 
offered at $5.85; the hosiery department 
offered new shades in silk hosiery at $1.85. 
White moleskin cut-outs and other white 
footwear for Summer needs were offered 
at the uniform price of $5. This is one of 
the first displays of white footwear in the 
city. 


Emporium Opens Down- 
stairs Store 


A new downstairs section has been 
opened by the Emporium at 720-722 
Walnut Street, in which a large space has 
been give over to the new department of 
women’s shoes. The downstairs store 
covers 5000 square feet and is well lighted 
and ventilated. It is fitted with up-to- 
date fixtures and is artistically decorated. 


Featuring Spring Sandals 


Breck’s Walk-Over Boot Shop is this 
week featuring novelty patent cut-out 
pumps. These new pumps have a rounder 
toe and a flat heel. The outstanding 
features in the hosiery depertment 
continue to be the large volume of saies of 
the nude color sport hosiery. 


Health Shoes Sell Well 


With the continued advertising done by 
the Ground Gripper Boot Shop, the seles 
volume in this type of shoe is increasing 
rapidly. The advertising is of an educa- 
tional nature and is developed from a 
heaith standpoint. The White Shoe 
Company has also gone into this depart- 
ment of the shoe business and good results 
are reported. Many people report that 
whereas formerly they believed it neces- 
sary to go to a very expensive orthopedist, 
they are now receiving equal satisfaction 
at the hands of Des Moines retail shoe 
dealers. 


DENVER NOTES 


The Dobbins-Basey shoe store at 
Longmont is being remodeled and made 
into one of the most up-to-date retail shoe 
establishments in that section of the State. 

R. L. Gilliam of the Brown Shoe Com- 
pany of St. Joseph, Mo., was a recent 
business visitor in Trinidad and other 
southern Colorado cities. 

M. B. Wise, head of Denver's newest 
retail shoe store, which was opened to the 
public about the first of April, reports 
business getting under way nicely. 

The Popular Price Shoe Store, 241 N. 
Commercial Street, Trinidad, was recently 
broken into and about $100 in cash and 
approyimately the same amount in 
checks stolen. Max Sanders is proprietor 
of the store. 

The New York store at Loveland 
recently featured a window display calling 
attention to the Edmonds “Foot Fitter” 
shoes. 
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CLEVELAND 


Conditions Show Continued Improvement 


Business Depends Largely Upon Weather. 


Patent Leather 


Shoes in Big Demand. Black Satins Next 


The second week in May in this city 
was rather cold for the season, and as a 
result business was but fair in the shoe 
business. On account of the weather, 
buying for Decoration Day wear had not 
opened when this was written on the final 
day of the week, May 13. 

Industrial conditions, however, con- 
tinued to improve, and the payrolls are 
larger in May than they have been for 
some months. The general business 
situation is better than last month, and 
there is nothing to worry about. There 
are certain lines that depend to an extent 
on weather conditions for swift turnover, 
and the shoe merchants, through long 
experience, have learned that the volume 
of business in their stores depends on the 
weather to a certain extent. 

One of the big developments of the 
retail trade in this city is the quickening 
of the demand for patent leather shoes. 
The demand started out early in the 
season in a Way that was most satisfactory 
to those who have guessed patents would 
go strong, and had backed their guess by 
stocking up on shoes of this leather. But 
the sales in May have gone far beyond the 
expectations of the average merchant. 
Patent leather oxfords and straps are now 
the best sellers. It was not true in April, 
but there is no question now but that the 
patent is outstripping all others in num- 
bers of sales. 


Straps Are the Favorites 


Saturday, May 13, was rather a cold and 
dreary day in this city, but the stores 
fared fairly well. Several in the down- 
town retail section were visited, and the 
work of the retail salesmen was watched. 
In each store, the men were trying on 
patent leather oxfords or straps on a big 
majority of customers. 

Straps are more popular than the patent 
oxferds, but the latter are going well. 

Next to patent leather, the black satins 
seem to be enjoying the next best run. 
As the weather gets warmer, merchants 
are figuring that the demand for satins 
will increase, for they are more comfort- 
able for Summer wear. Some of the 
keenest men in the city are figuring that 
satins will in the near future be as popular 
as patent leather. 


Merchants Attend New York 
Show 
Cleveland shoe merchants are always 


willing to co-operate in any concerted 
movement started within the industry to 


better the trade and to raise the standards 
of doing business. They also are keen to 
get the latest information on _ style 
developments. 

The merchants are greatly interested 
in the style show, which opened in New 
York City on May 15, and for some time 
previous to the opening of the function 
they had been discussing it. Quite a 
delegation left the city for New York on 
the Sunday preceding the opening of the 
convention. 

Among those who attended and the 
hotels at which they made. reservations 
are the following: C. E. Petot of the Petot 
Shoe Company, The Astor; J. F. Anderson 
of the Taylor Store, The Claridge; John F. 
Anschutz, The Claridge; Samuel Wilkin- 
son of the May Company, The Commo- 
dore; Ed. H. Aymar of Halle Bros., The 
Claridge; C. K. Chisholm, president of 
the N.S. R. D. A:, The Waldorf-Astoria; 
E. A. Clarke and C. C. Bane of the Stone 
Shoe Company, The Biltmore; H. M. 
Chisholm, of the Chisholm Shoe Com- 
pany, The Imperial,and M.C. Peterson of 
Detroit, who is associated with the 
Chisholm stores. 

David E. Brill, representative of the 
Brown Shoe Company, headed a party of 
salesmen who attended the show. 
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Merchants Good N.S. R. A 
Boosters 


Local merchants always heartily su; 


ported the N.S. R.A. In fact, they hay 
given such strong co-operation that on 


of their number, C. K. Chisholm, has bee); 

made president of the association. 
Merchants have further shown thei: 

interest in the national body by enrolling 


in it as members, and the percentage of 


members here to the total number of shoe 
merchants is high. Business methods are 
kept on a high standard and men in the 
business are progressive to the extent 


that they are zealous of the reputations of 


their stores and are continually searching 

for improved methods of handling their 

trade. 

Travelers Report Encourag- 
ingly 

Traveling shoe salesmen who have come 
in from visits over the State the last week 
report that business is good in spots in 
Ohio cities. 

Industrial conditions have improved 
as a rule in all Ohio cities. More men are 
on the payrolls, which are higher than 
they have been for months. 

The men are back on the job at much 
lower wages, however, than they were 
receiving in 1920 and the early months of 
1921. There is a tendency on the part of 
the workers to guard their dollars more 
closely then they did in the war days and 
in the years immediately following the 
close of the world conflict. 


KANSAS CITY 


Continued Improvement Expected 


Retail Business Good and General Conditions Much Better 


Ae April brought a big 
increase in business to the Kansas 
city shoe dealers, the weather hasn’t been 
such as to encourage buyers. Heavy 
rains and several revivals of cold weather 
tended to keep the conservative trade in 
the notion that Spring shoes could wait. 
“A little warm weather,” the merchants 
say, then smile broadly as they contem- 
plate the prospects which the words “warm 
weather” conjure. 

The Easter trade, however, was espe- 
cially heavy, much more so than last year. 
To this, practically all of the merchants 
agree. Robinson's said that the business 
for April, 1922, represented a large in- 
crease over that of April, 1921. Others 
make similar reports. All agree that, witha 
little real warm weather, business will con- 
tinue to improve in the next two months. 
Most of the merchants say that they are 
well stocked on white goods, especially in 
the sport patterns, and expect a good de- 
mand for that style of footwear. The white 


season has not yet got under way in Kan- 
sas City, but it is expected to come in 
strong the latter part of this month. 

In women’s wear, the patent low heel 
strap effect pump continues to be the best 
seller. Combinations continue to be good 
numbers. The black satin seems to be slip- 
ping in sales, but patents and combina- 
tions are the leaders. However, as one 
merchant said, there is such a variety of 


-demand that almost anything, provided 


it is not a boot, sells. Oxfords in patent and 
brown and black kid, with both the mili- 
tary and the low broad heel, experienced a 
brisk demand. In the men’s shoes the 
moderate brogues, with little perforation, 
in both brown and black had the call. 


Well On Road Toward 
Good Times 

Kansas City is setting the pace in the 

“back to normal” movement, according to 

William C. Browning, treasurer of the 
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Browning-King Company, which operates 
a number of clothing and men’s furnishing 
stores in many of the larger cities of the 
United States. 

“The Kansas City store, in the last two 
months, has increased its business more 
than any other of our 18 stores,”-he said 

' recently. ““This is a true indication of a re- 
; turn to normal conditions.” 

Mr. Browning does not look for a rapid 
return of prosperity. 

“While I do not think that general con- 
ditions will be entirely normal for two or 
three years yet, I believe that the worst 
has passed. We are manufacturing twice 
as much stock as we did last year. ‘ ; 

“Conditions are far better in Kansas 
City than in the East. In Cleveland things 
are just beginning to open up. Kansas 
City seems to be the pulse of the nation. 
Everywhere things are opening up, getting 
back to staple times, but few cities have 
taken such a step in advance as Kansas 
City. This is accounted for by the fact that 
Kansas City is a city of diversified indus 
try. Cleveland, on the other hand, is 
largely dependent upon the motor car in- 
dustry. Similar conditions exist in ovher 
cities.” 

Wholesale Branch Discon- 
tinued 


The Barton-Wheeler Company, for- 


SALT LAKE CITY 


BOOT 


merly the McElwain-Barton Company, 
shoe wholesalers; has discontinued business 
in Kansas City. The building which the 
company formerly occupied at 313 West 
Eighth Street/has been taken over by the 
United States Rubber Company for its 
Kansas City branch. 

According to information obtained at 
the offices of the Jack’ Barton Shoe Com- 
pany, another Kansas City wholesale con- 
cern, the move on the part of the Barton- 
Wheeler Company is the first step toward 
discontinuing business. Jack Barton is a 
son of K. L. Barton, president of the Bar- 
ton-Wheeler Company, and was himself 
interested in the concern, it is said. It was 
said that the Barton-Wheeler Company 
has transferred its offices to St. Louis, 
where it is gathering in loose ends. The 
office is in the International Shoe Com- 
pany offices. K. L. Barton, Sr., the presi- 
dent of the Barton-Wheeler Company. 
however, said that the concern merely 
moved to St. Louis and was not discon- 
tinuing business. 

The McElwain-Barton Company has 
been doing a wholesale business in the 
Middle West for a number of years. Re- 
cently the McElwain interests were pur- 
chased by Mr. Wheeler, secretary of the 
old company, and the name of the firm was 
changed to the Barton-Wheeler Company. 
The Jack Barton Shoe Company was 
organized a few months ago. 


Retail Shoe Stores are Busy 


Sudden Advent of Good Weather Brings Out Crowds of 
Shoppers; Industrial Conditions Show Improvement 


HE only word that properly describes 
business here during recent days is 
“rushing.” This is not a bit too strong, al- 
though at this writing few have given out 
any actual figures. This happy state of 
affairs is the result of the warm, sunny 
days that were delayed so long, much of 
April being stormy and out of harmony 
with the spirit of Spring. 

Manager Staiger of the Auerbach Com- 
pany’s shoe department tells the writer 
that his department’s business on Satur- 
day May 6, was 140 per cent ahead of 
May 6 last year, and that he was 50 per 
cent over for the month so far. The depart- 
ment over which Mr. Staiger presides is a 
little larger than it was a year ago, but it 
is not nearly so much larger as to account 
for this increase in turnover. The writer 
inquired how the advertising bill compared 
with that of a year ago and Mr. Staiger 

aid it was less. 


Industrial Situation Good 
The industrial situation is improving 
,ore each month. Mines that were closed 
own for a year are working steadily, 


though no: as yet at full capacity. Unem- 
ployment is decreasing rapidly and it is 
predicted by those who study statistics 
that there will be no jobless men in the 
State by June 1. 

Another bank building—something in 
the nature of a skyscraper —is to go up on 
the Southwestern corner of Main and 
Second South Streets, in the near future 
and this will provide considerable employ- 
ment as well as lend additional dignity and 
prestige to the city. 

But there is more to tell—big news! A 
group of local people have financed a mil- 
lion-dollar company to manufacture radio- 
phones. This is not a stock scheme, for it is 
declared that every dollar has been sub- 
scribed and the directors are among the 
community’s most prominent and re- 
spected citizens, one of them being a well- 
known figure in the Mormon church, and 
another a former president of the Salt Lake 
Commercial Club. It is expected that with- 
in five or six weeks the company will have 
from one to two thousand men at work. 
The plant is to have a capacity running 
into thousands of receivers a day. 
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More Up-Stairs Shoe Stores 


Two more up-stairs shoe stores have 
been started on Main Street since our 
previous notes. One of them has been 
organized by the Sam and Frank Up- 
Stairs Clothes Shop. This firm was estab- 
lished a few years ago at the Northwestern 
corner of Third South and Main Street, to 
sell men’s clothing. It adopted as its slogan 
““Walk-Up-and-Save-Ten-Dollars!” — and 
its. advertising, which was liberal, was 
made to appeal to the younger fellows who 
like ‘to regard themselves as “sports.” 
Business was satisfactory from the outset 
and it will be interesting to see what they 
will do with a shoe department. The open- 
ing was celebrated for two or three days 
by the giving away of a $5 pair of shoes to 
every purchaser of a suit. The other firm 
to open an up-stairs store is the Christen- 
sen Boot Shop on East Third South Street. 
It is between First and Second South. 


More Dollar Sales 


Albert’s and the Busy Bee stores, the 
former on East Third South and the latter 
on State Street, are offering women’s 
pumps, oxfords and ties at a dollar a pair 
at certain hours of the day and on certain 
days of the week. Business is brisk. 


Burns’ Sandals Make Hit 


Burns’ Universal sandals are making a 
big hit here, according to Mr. Staiger, 
manager of the Auerbach shoe department. 
This firm has the exclusive agency and it 
is proving a very profitable one. Mr. 
Staiger told the writer that he was a little 
doubtful at first concerning the way they 
would be received in Utah, but he now ex- 
presses himself thus: 

“They are the biggest money makers in 
shoes I ever encountered.” 

These shoes are popular with the flapper, 
of course. 


New Company Formed 


The Tom Morby Shoe Company of 
Ogden, has filed incorporation papers. This 
concern -will have a capital of $20,000 di- 
vided into one-dollar shares. The incor- 
porators are Thomas J. Morby, E. E. 
Morby and former Juvenile Judge W. H. 
Reeder, Jr. 


Coen Joins Soloman’s 


O.,P. Coen has become associated with 
the R. H. Solomon Company on East 
Third South Street or Broadway. Mr. 
Coen has been with leading coast firms 
and came here from California. He has 
also served in Salt Lake City. He is a 
young man of pleasing address and should 
prove a valuable acquisition to the Solo- 
mon organization. 
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LINCOLN SHOES 


GGG 


No. 3540 No. 1103 


——— 


No. 3542 No. 1101 








3540— Boy’s Mahogany Side Whole Quar- 
ter Lace Oxford, Perforated Vamp, Wing- 
foot Heel, Single Sole, Goodyear Welt, 
Lafayette Toe, 1-6 C and D wide. $2.70 


1103—-Growing Girls’ Mahogany Whole 
Quarter Lace Oxford, Wingfoot Heel, 
Single Sole, Goodyear Welt, Smith Toe, 


214-7. B, C and D wide $3.00 


3542—Boy's Mahogany Side Whole Quarter 
Lace Oxford, Perforated Vamp, Wingfoot 
Heel. Single Sole, Goodyear Welt, Prince- 


ton Toe, 1-6, C and D wide $2.70 


1101—-Misses’ Mahogany Whole Quarter: 
Lace Oxford, Wingfoot Heel, Single Sole. 
Goodyear Welt, Simmons Toe, 11%-2. 


3 C and D wide $2.60 


= 





1 
10 








Smoked Elk, Mahogany Saddle Strap 
Sport Oxfords. Goodyear Welt 


61: 


Sizes 
6- 9 $3.50 
- 6 3.00 
-13'% 2.50 








Style-full ad Wear-f ull 
Shoes for Boys and Girls 


CARRIED IN STOCK 


Five leaders — taken from our In Stock 
Department —are here displayed as a 
reminder to you of the thoroughly good, 
staunch and stylish numbers that await 
your selection in the LINCOLN IN- 
STOCK LINE. 





There's a Catalogue for you! 


MARSTON & TAPLEY CO. 


MANUFACTURERS 
DANVERS, MASSACHUSETTS 


Boston Office, 111 Lincoln Street 





*‘The Lincoln Shoe means Profit for you’ 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 
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Twelve Styles In Stock 
Four Boots—E:ght Oxfords 


Menihan Arch-Aid 
Stock Style 
Vinette Tan Calf Oxford No. 607 


-Aid Shoe Compan j 


MANUPACTURERS & ietieobead” 


Rochester WI 
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IN STOCK 


STYLE 31—Wek | 
Russia Calf Lace Oxford. Medium Shade 
Perforated Vamp—Lace Row and Quarter 


24% & cast 20, 7-8j[Heel, AA-D. .$3.85 
11% 2, Last 21. Low Heel, A-D.. 3.15 
814-11, Last 21, Spr. Heel, B-E.. 2.75 


STYLE 73—Welt 
Growing Girls’ Sterling Patent Colt Strap 
Pump. Perforated Vamp, Foxing, Strap 
and Quarter 
2%-8, Last 40, AA-D 


STYLE 74—Welt 
Growing Girls’ White Reignskin Strap 
Pump. White Welt 
214-8, Last 41, AA-D 


feet of every size and width, offer 

you a comprehensive line for child 
fitting. Our price to you allows a 
good profit. Of prime importance, 
however, is the fact that fine mate- 
rials and honest workmanship assure 
absolute satisfaction of parent. pur- 
chasers. 


J ict of eve made for growing 


| JEEDEL | 


MADE TO GUIDE 
THE GROWING FOOT 
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“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength 1s 
most needed. 


The Trade Prefers 
“Clifton” Gem Duck 
when once tried 


“Clifton” shoe covering paper and 
shoe covering cloths, also “Clifton” 
backing and plumping cloth have 
proved satisfactory wherever used. 


CLIFTON MFG. CO. 


| BROOKSIDE AVENUE, JAMAICA PLAIN 
. BOSTON 30, 


MASS. 








[ae aes aay | 
THE HOSIERY WITH 


THE BLUE EDGE 


| 
Chiffon Hosiery in 
All Shades 


PROPPER SILK HOSIERY MILLS, | 
INCORPORATED 


276 Fifth Ave. (Holland Bidg.) NEW YORK | 


Manufactu rers of 


_ LADIES’ FULL FASHIONED SILK HOSIERY 
MILLS AT LONG ISLAND CITY 


| 
| 








JELLY-DELANEY SHOE CO. 
LYNN. MASS a 
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WORKERS 
& r factory is orga nized under’the Boot will be well taken care of. all labor 
und Shoe’ Workers’ Union: This isa diffict ulties are adju sted by the State Board 
on actical guarantee tha ( your deliveries | of Arbitration under s signed contracts. 


4000 PAIRS PER DAY! 


HAT is the actual output of Allen- Goller-Leighton 
Company. 4000 pairs of shoes unequalled in point 
of fine atin Seg high-grade materials and 

correct style! 


Every shoe shipped from our great busy plant portrays 
the efficiency which results from co-operation of foreman 
and worker. And they sell because they are skillfully 
made by contented operatives. 












tut 























Prompt*deliveries by direct routes constitute the’ biggest 
factor in Allen-Goller-Leighton service. The “Pe Kin,’ 

our latest creation for the fastidious flapper is now ready. 
Wire for it today. 
















The 
“Pe Kin” 
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ALLEN-GOLLER-LEIGHTON Co. 


60 K STREET, SOUTH BOSTON, MASS. 


= ‘ uy | ! 
ca i 








! vi 2 a 
.. TOOT call ei) 


mT TL 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertiséments. 





108 BOOT AND SHOE RECORDER May 20, 1:29 











A pair of boy's shoes recently 


imported by an exclusive New ISTINCTIVE shoes for 

York house. Note the trim ap- children feature laci 

pearance of the Lacing Hooks ng 
hooks. 


Your customers appreciate them 
because they make it easy for the 
children to lace their own shoes. 
Children take pride in them; parents 
take comfort in them. 


For speedier, neater, easier lacing— 
lacing hooks on children’s shoes. 




















Specify lacing hooks when placing your order. 
Insist on having what you want. 
For men’s, women’s and children’s shoes. 


The Boot ind Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Herman’s Officers Shoe 
a Made of best selection Chrome Cordo 
Side Leather over the snappy Cadet Last 
with high-grade Oak Outsole. White 
Rubber Mid-Sole; Plain Toe, whole quar- 
ter Blucher, Goodyear Wingfoot Rubber 





Heel. 
N 1.0 IN STOCK 
O. C Width, 5-9, 6-9, 6-10, 6-11. 
; D “5-9, 6-9, 6-10, 6-11, 7-9, 7-11. 
E “ 5-9, 5%-9, 6-9, 6-10, 6-11, 7-9, 7-11 
EE “610, 6-11, 7-9, 7-11. 









“Retrievers” 


That will startle “‘low-price waiters” and bring 
them into your store. Two live sellers—each with its 
own distinctive style, meeting the requirements of 
avenue class and mountain ruggedness. Winning 
and holding a host of friends through the Herman 
inbuilt comfort and service. Made with the skill and 
craftsmanship born of first-hand experience with 
millions of army and navy shoes. 

Your cash register will sing the wisdom of your stocking 
these two “profit bringers”’. 
















We have a limited quantity in stock at 
these prices. They will not last long. 


Order Yours Today 


JOSEPH M. HERMAN 


SHOE COMPANY 
MILLIS, MASS. 






$235 


Herman’s Army Shoe 


Vamp, Tip and Top cut from high-grade 
Russet Leather, built on the popular 
Munson Last. Side Seam, Blucher Pat- 
tern, Soft Toe (no box), half Double Sole 
that’s a wonder for service. One-inch 
heel. The type of shoe for the out-of- 
door man. 

IN STOCK 
C Width, 6-9, 6-10, 6-11, 7-9, 7-11. 
D "69, 6-10, 6-11, 7-9, 7-11. 
E “ 5-9, 6-9, 6-10, 6-11, 7-9, 7-11. 
EE “ 6-9, 6-10, 6-1i, 7-1i. 
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You make more than the direct profit 
from the sale of shoe trees. You make 
satisfied customers. 
Miller Shoe Trees keep the shoes in shape 
and lengthen their life of usefulness. 


Miller Shoe Trees are life savers in the shoes _ 
of those whose feet perspire. 
You know their many good qualities. 


Mention them to your customers. 


THE “PACK FLAT’’ TREE 


(Ventilated) 


This tree, as its name implies, can be packed flat 
making it convenient and desirable, especially for 
travelers. The adjustment is simple and serviceable. 
Our catalogue gives complete description of all 
Miller Trees. May we sénd you a copy? 


SHOE TREE DIVISION 


O.A.MILLER TREEING MCH CO. 


BROCKTON, MASS. 


The Boot and Bhée Recorder will “appreviate your mentioning the publication in replies to advertisements. 
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READY TO SHIP 
JUNE 5! 


These New Numbers 
in Sarg 





oes 

TRADE MARK 
Have just come from the design- 
sahiiaias ontealanall ing board. They reflect the last 
"(pwn 29607) word in style tendencies for the 


a en ee 
Fairy2124{  31¢t07}$3-40 season and they are shoes that 





ieee et) 

no matter > 
how com- 
plete your 
line may be 


WHITE CALF GRECIAN 
there should coe ae 





Fairy 40, 2. to 5,D.....$1.60 
be a place 1 in “140, 3 to 8,C-D. 1.85 

“ 240, 8% toll,C-D. 2.25 
it for them. * 340.1116 to 2.C-D. 2.60 


WHITE CALF A fortunate purchase of white 


ONE STRAP, WELT 





calf has enabled us to offer un- 
usually low prices on these styles. 


{ “3 Width, 2% to7 
Fairy 2126 { { B 
LA 
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We Suggest Early Ordering to Assure Prompt Delivery 





GRIEB SHOE MANUFACTURING CO. 


309 ARCH STREET, PHILADELPHIA, PA. 


Factories: Palmyra, Pa. and Vineland, N. J. 
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SPORTS 


THE BETTER GRADE 
NOW READY FOR DELIVERY 























ee 
| 
ar 


UOUOEADEDUGREDEORUDEORORODODAONOOEORUEEOONGROAOOOTENI 














1137—Eve=Cloth*Sport 1108—Eve Cloth Sport 





Patent Apron Patent Apron 
AA to C Goodyear Welt AA to C GoodyearfWelt 
$4.25 $4.25 














1805—Eve Cloth Sport 
Patent Apron 
AA to C Goodyear Welt 
$4.00 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
RTH ST. ee eee 


LE Is NORTH FOU 
~~ tex 























May 20, 1925 
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Patent and Novelties Furnishing 
Bulk of Leather Business 


SIDE from sampling, the best trade 
nN in the leather market is in patent 
leather and such of the novelty 
leathers as shoe manufacturers are run- 
ning on. Leather business has been in a 
rather inactive state the past two weeks, 
and shoe manufacturers are now awaiting 
the outcome of reports from salesmen on 
the road. There is a large in-stock busi- 
ness which gives encouragement to shoe 
manufacturers who cater to this class of 
trade, and such manufacturers are more 
ready purchasers of leather. The matter 
of season has become almost obsolete as a 
basis of estimating the requirements of 
leather buyers. This is due to the custom 
of retailers in many cases purchasing when 
they need the shoes rather than ordering 
for far-off delivery. 


Why Kid Shoes Cost More 


The matter of price is not an obstacle, 
although purchasers of leather are on the 
hunt for bargains as they have been for 
the past six months. Some retail mer- 
chants cannot understand why kid leather 
shoes should cost more than calf and side 
leather. The best grades of kid, it must 
be remembered, cost from 70c to 80c per 
foot as compared with 30c to 40c for calf. 
This is due to high-priced goatskins over 
which importers and tanners have no 
control. There is some very fine kid 
leather which still brings from 90c to 95c 
and $1.00 per foot. This, of course, com- 
prises but a very small percentage of the 
product. There are excellent grades 
ranging from 50c to 70c per foot and the 
medium grades of kid run from 30c to 
45c per foot, but the same class of calf and 
side leather would bring 25 per cent or 
more less. The very cheap grades of kid 
run down to six and eight cents per foot 
up to 20c, but much of this leather goes 
into the cheaper grades of women’s and 
children’s slippers and similar footwear. 


Sole Leather Demand Improving 


The sole leather situation is showing 
some improvement; more leather is being 
sold to sole cutters and also to shoe manu- 
facturers. The market is firm and sole 
leather tanners have determined not to 
sell any more leather which does not show 
a profit. The improvement in the sole 
leather market extends to union sole, 
green hide, oak sole and oak offal. Sole 
cutters have to some extent been selling 
their floor stocks on a basis below replace- 
ment value, but they will not book new 
business for future delivery on the same 
basis. 


Good Call for Patent 


The patent leather business is in ex- 
cellent condition, especially as compared 
with what it has been the past few years 
at this season. It has been the bright spot 
on the leather market for some months. 
Tanners and japanners have been in many 
cases sold ahead on their output. Quota- 
tions are the same as for the past few 
weeks, top grades bringing from 35c to 43c 
for chrome patent sides, and the past week 
some of the leaders have marked up their 
prices to 45c per foot on this leather. The 
other grades range down according to 
quality. No. 2 grades bring 28c to 32c; 


No. 3, 20c to 28c. The export trade in 
patent leather is also said to be showing 
much improvement. 

Glazed kid tanners are looking forward 
to a larger business this Spring and Sum- 
mer; tanners are firm in the matter of 
price, owing to the high and advancing 
raw stock quotations. Much of the me- 
dium leather is said to be moved of late 
at lower than replacement value. The 
quotations on glazed kid cover a very 
wide range, although the popular leathers 
are bringing today anywhere from 40c to 
60c per foot. The very highest grades of 
shoes call for a still better and higher 
priced leather. 





Comparative Leather And Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak Today 
Calf, suede, top grade...... $0.32@$0.35 $1.40@$1.50 $0.60 @$0.65 
Cal., — colored, top 
cal Eas .28@ _ .30 1.40@ 1.50 38 @ AB 
f, smooth, ‘black, ‘top : 
ee .26@ .28 1.30@ 1.40 .35@ .38 
Side. a" colors, top 
MEDD Aa sas pated d,0. 4°56 18@ _ .22 -75@ 1.00 20 @ .28 
Side leather, biack, top 
ee. ar 16@ _ .20 65@ .90 20 @ .26 
Genuine buck. . 4A5@~ .50 1.40@ 1.60 60 @ .70 
White buck, top grade (side ‘ 
lea -28@ .30 .90@ 1.00 35 @ .38 
Elk, heavy side. . aye .24@ _ .26 .65@ .70 20 @ .24 
Kids, colors, best fancy.. Bas 35@ .40 1.40@ 1.65 70 @ .80 
Kid, colors, top grade. . .28@_ .30 1.35@ 1.60 60 @ .75 
Kid, black, top grade...... .28@ _ .30 135. LS 60 @ .65 
Kid, medium, colors. ...... .20@ .24 .70@ 1.10 30 @ 45 
Kid, medium, black. . 18@_ .22 .60@ 1.00 25 @ 40 
Kid, cheap. cheers .06@ .12 .20@ = .36 os a a 
hrome patent sides....... .25@ .30 85@ 1.05 30 @ 40 
Patent kid.. Pie. .40@ 1.40@ 1.60 60 @ .70 
Sole Leather (price per pound) 
Green Hide Sole. . wea 32@ = .33 56@ 58 28 @ .30 
Union. . to — oe 9@ .. 45 @ .50 
No. 1 oak ‘backs. . 38@ .39 :02@ 95 47 @ 52 
7 1 oak bends, shoe mfrs.’ 
eek be ee eas 5.5 6 46@ AT . 98@ 1.05 50 @ .60 
No.1 1 oak bends, finders’ use ..@ 48 1.15@ 1.25 65 @ .75 
Raw Hides and Skins (price per pound) 
(1913 Av.) 
Native steers, as used in sole 
leather, harness, etc...... ..@ 1834 52@_ «55 14 @ 14% 
Heavy Texas steers, for sole 
ER a ee ..@ 18 .-@ 50 134%@ .13% 
Light native cows, for side 
upper leather ..@ 17% -@ 1lLK%@ .12 
Branded cows, for light sole 
SE ri SP ..@ 17% ..@ 50 oe aad 
No. 1 buffs for heavy upper 
and side leather......... .-@. 35 45@~ «.50 08 @ 08% 
No. 1 Chi City calfskins 
for fine leather....... ..@ 17% 80@ 1.02% ll @ .15 
Kips for upper leather... ... --@ .16% 65@ .80 10 @ .13% 
B. A. hides, for hemlock sole 
er es ae ..@ .30 42@ 46 164@ 16% 
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SNUG-LERS 


HERES your chance for 

profits! Every camper, 
vacationist, traveler or any- 
one who demands real sum- 
mer comfort should have a 
pair of Snug-lers, the superior 
felt footwear. These mocas- 
sins for men, women and chil- 
dren are only one of many 
fast selling numbers. Feature 
Snug-lers now and cash in on 
their summer appeal. 


United States Rubber Company 
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Sport Shoe Vogue In Full Swing 


The Ice is Out in Lake and River—Rubber Fishing Boots 
Good Sellers—Also Canvas Rubber Soled Shoes— 
Don’t Neglect the Little Folks on Vacation Shoes 


HE season for outdoor sports is now 
in full swing and with it sport 
shoes. If you have not yet dis- 

played rubber fishing boots and rubber 
soled shoes for camp and hiking, get same 
out and “rig up” a window. There is no 
need of the sporting goods houses getting 
all the business in the sport shoe line and 
yet they make a praiseworthy bid for it 
by attractive window trims. It is easy 
enough to arrange a window trim by 
exercising a little ingenuity—there are the 
grass and pond effects which can be easily 
produced and tennis racquets, nets, base- 
balls and bats are easy enough to procure. 
Now that the fishing season is on in 
earnest, it is a good idea to fix up a window 
showing some rubber boots, rods and 
lines and other fisherman equipment. 


Trim Windows for Children 


Vacation season will soon be at hand. 


The small boy and girl will want their 
canvas. rubber soled shoes to play in. 
Whether it be amateur baseball, or tennis, 
or just plain walking around the yard 
and street, children feel so much more in 
vacation mood if their feet are encased in 
canvas rubber soled shoes. Oftentimes 
a clever window trim featuring little 
folks’ play shoes will sell many pairs. 
Attract the attention of the children, for 
if you please them, you 
will please father and 
mother; and moreover 
if a small boy or girl 
sees a shoe in your win- 
dow which appeals to 
him, there will not be 
much peace around the 
family firesidé until he 
or she is fitted to a pair. 


Heels of Children’s 
Shoes 

While we are talking 
about the children, a 
word about the heels of 
children’s rubbers may 
be in order. With the 
matter of fitting rubbers 
to heels of women’s 
shoes, every shoeman is 
familiar,and knows from 
experience that a flat 
heel rubber cannot, be 
fitted to a Louis heel 
shoe. 

A situation some- 


shat similar in the 


In the office of a camp in the Moosehead, Region. 
cupants of the office are watching trout fishing. For Spring and Summer fishing trips, rubber boots 
are necessary. Merchants may with profil call attention to this fact in an especially arranged = 

window trim. This trim suggested by United States Rubber Co. 15. 


children’s trade is now engaging the 


attention of retail merchants and their 
salesmen also, of buyers who are selecting 
rubbers for next Fall. 

Rubbers for children should fit snugly 
at the heel, so that they will not slip off, 





A boy's base ball shoe—in canvas—rubber soles— 
brown leather trimmed. Made by Hood Rubber Prod- 
ucts Co. 
when little Jack is running to school. The 
leather lifts of the heel should fit snugly 
down into the heel seat of the rubber. 
Yet the heel of the leather shoe should 
not fit too tightly, for in that event, little 
Jack is apt to get his rubbers only half on 
at the heel, and as he runs about, his 
leather heels will chew a hole in the heel 





Time the present. The ice is oul and the oc- 


of the rubber, and thereby destroy their 
usefulness. 

In brief, the heel of the leather shoe 
should correspond in shape and size to 
the heel seat of the rubber shoe, or vice- 
versa. Now that trade is settling down 
to normal, some work might be done 
towards standardizing heels of leatber 
shoes and rubbers, so that they will 
correspond. 

27 Cash Prizes for Keds 

Dealers 


The United States Rubber Company 
has arranged for three contests wherein 
$1250 will be awarded to retail merchants 
for the best window displays, local news- 
paper advertising and selling plans. At 
first, it was decided to give three cash 
prizes for the best Keds window displays, 
local newspaper advertisements and sell- 
ing plans, but these have now been in- 
creased to 27. This was done so that 
more dealers would have an opportunity 
to win one or more of these prizes, which 
are as follows: 

For the dealers submitting photographs 
of their windows the following prizes will 
be distributed: First prize: $200 for the 
best display. Second prize: $100 for the 
second best display. Third prize, $50 
for the third best. dis- 
play. Six prizes of $10 
each for next best six 
displays. 

Contest closes May 
31. Winners announced 
and prizes awarded, 
June 15. 


«Second Contest Closes 
June 30 


For the dealers who 
send in the most original 
newspaper advertise- 
ments on Keds appear- 
ing over their names in 
the local newspaper, the 
following prizes will be 
distributed. 

First prize, $200; 
second prize, $100: third 
prize, $50; and six prizes 
of $10 each. Contest 





5 closes June 30. Win- 
ners announced § and 
prizes awarded, July 
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UGérrect Dodge- 
FOR ALL OCCASIONS 


viii IN STOCK 



















X622—Tan Calf Vamp, Beige Ooze quarter, X611—Patent Leather, Hazel. AA-C 
Hazel. AA-D. $5.35 $4.35 
X614—White Kid, Hazel. AA-C.. . . 95.25 X612—White Kid, Hazel. AA-C.. ..$5.25 











X625—Patent Leather Vamp, Hazel, X561—White Kid, Susan. AA-C.. .. 85.00 X6Z1—Tan Calf Vamp, Hazel, Beige Ooze 
Beige Ooze Quarter. AA-D......... 95.25 X600—White Kid Susan. A-D.... .$5.35 Quarter. AA-D...................-95.35 














X624 wr Vamp, Hazel, Beige on X586—White Cloth, Susan. AA-C.. .$4.20 X596—White Cloth, Susan. AA-D.. . $4.05 


Quarter. A owe . _ ' 
X618—White Beachtex, Hazel. AA-C. nee, Sa-6.. ee 
$4.20 


Nathan D. Dodge Shoe Company, Newburyport, Mass. 


mmm em ema ee gg mee — oe ee 
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Third Contest Closes July 31 


Cash prizes will be given for the best 
and most original sales ideas on Keds, 
as follows: 

First prize, $200; second prize, $100; 
third prize, $50; and six prizes of $10 each. 
Contest closes July 31. Winners an- 
nounced and prizes awarded, August 15. 

Merchants may send in any ideas, ad- 
vertisements or photographs of windows 
immediately to the Editor of the Keds 
Dealer, 1790 Broadway, New York, and 
they may send in as many ideas or as 
many photographs as they may desire. 
The only stipulation is that the postmark 
show that the idea or photograph or 
advertisement is sent not later than the 
closing date of each contest. 

The judges of three contests will be: 
Gilbert Kinney, vice-president of the J. 
Walter Thompson Advertising Agency, 
New York; G. W Davidson, vice-presi- 
dent of the Tolman-Davidson Press, 
producers of window display material, 
Boston, and George Smith, window dec- 
orator, whose work is nationally known. 


Demand for Non-Skid 
Cushion Heels 


A very busy, enterprising concern in 
the Northwest is the Huntington Rubber 
Mills of Portland, Oregon. The plant has 
modern equipment throughout, and is 
arranged for efficient production and the 
safety and comfort of its workers. The 
Huntington non-skid cushion heel is the 
chief product, the market for which is 
west of Denver and along the Pacific 
Coast. The demand for this specialty is so 
strong that the mills have been running 
night and day, almost without interrup- 
tion, for four years. A good demand is 
also growing for non-skid soles. In addi- 
tion to shoe findings, the mills make choice 
tire repair materials that find a wide sale. 
Harry Huntington, president and general 
manager, says that the prospects for 1922 


are excellent and that the double shift, 


may be continued for the remainder of the 
year. 


Interested in July Exposition 


At the third National Shoe and Leather 
Exposition and Style Show in Boston, July 
10-13, inclusive, rubber-soled canvas 
sports footwear will be an important 
feature as in former years. Exhibits are in 
charge of a committee of which Major 
Charles T. Cahill, of the United Shoe 
Machinery Corporation is chairman. E. L. 
Phipps and W. L. Wardell, both of the 
United States Rubber Co., Boston, are 
members of the committee. 


A conference of the entire sales force of 
the United States Rubber Company in 
Southern Caiifornia was held recently at 
the Los Angeles branch, over which J. B. 


BOOT AND SHOE RECORDER 


Magee, who is manager for this section of 
the state, presided and also made an ad- 
dress on up-to-date salesmanship. ‘‘Cred- 
its,” were treated by P. G. Gergen; ““Rub- 
ber Footwear,” by L. A. Lilton; “Keds 
Week,” by T. R. Pitts. 


The Netherlands Rubber 
Production 


The production by private enterprises 
of rubber in the Netherlands East Indies 
for 1921 totalled 62,753 tons as against 
65,601 tons in 1920. 


With London down to 8d for standard 
grades of plantation rubber the feeling of 
depression that had existed in New York 
for several days was increased. While 
asking prices were nominally unchanged 





A child's canvas Sandal of brown and wh 
canvas—while r r sole. adeby Hood Tube 
7 Products Co. 


it was indicated that some sellers would 
have been willing to shade them a little, 
particularly on stock in the nearer posi- 
tions. Spot and near-by rubber was of- 
fered at 15)4c, but the best bid appeared 
to be 154%4c. However, there was no pro- 
nounced pressure to sell and, in fact, few 
sellers appeared. On the other hand, the 
indifference of buyers was marked and, 
apart from the usual disinclination to do 
business on Saturday, there was generally 
manifested a disposition to hold off and 
await developments. 


Rubber 
Plantations— 

First latex, crepe, spot. .... 154@ 
May.. occecsee, saa 
June. . ee 
July-September. Ss 
July-December. . ; 164%@ 

Ribbed, smoked deaths epet 15%@ 
May.. : 15%@ 
June.. 154%@ 
July- September... 15 %@ 
July-December. . .. 14%@ 
Guishae Decunhe. ara i 16%@ 

*Brown crepe, thin, clean.. 1434@ 
CRT et FD 124%@ 
*Amber No. 1........... 154%@ 
Asthber Mo: 2... ....;..2. 3. @ 
Amber No. 3............ 144%@ 

Para—Up-river, fine....... 18%@ 
*Up-river, coarse 134%@ 
*Island, fine. . 174%@ 
Island, coarse. . .... 9%@ 
Caucho, ball, upper... .. . 4k%e@ 
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Caucho, ball, lower...... 124%@ 

Cameta. . -- @9% 
“Cotnie—Cathate.. .. @10 
Memereile..0... 6... 000. ee lee 

*Mexican scrap......... @ 9% 





*Guayule, wet.......... @13 
*Guayule, dry... @26 
*Balata, block, Ciudad . @55 
*Balata, block, Colom- 

WIE Gives cic oaks baw ons @42 
*Balata, Panama........ .. @40 
*Balata, sheet........... 68 @70 
*Benguella, No. 2....... 7 @9 
*Kassal, prime black..... 14 @.. 
*Kassal, prime red....... 10 @12 
*Nominal 


Scrap Rubber 


The market remains featureless in the 
almost complete absence of demand. 
Prices are subject to more or less shading. 


Boots and shoes........... 2%@ 
Arctics, trimmed.......... 14%@ 
Arctics untrimmed........ . 14y@ .. 
Inner tubes, No. 1......... @ 3% 
Inner tubes, No. 2 .. @2% 
Hose, steam, fire.......... 4@ % 


Tires—Automobile. ....... 4@ %&% 


Exports Gain 66 Per Cent 
Over February 


United States exports of rubber for 
March amounted to $3,524,775, or $1,- 
398,245 more than February, an increase 
of 66 per cent, according to figures by the 
Rubber Division of the Department of 
Commerce. 

While rubber boots and shoes naturally 
showed a slight seasonal decrease, rubber 
soles and heels, as well as rubber soled 
canvas shoes, showed gratifying gains. 





Business Will Improve if You 
“Go After It” 


“Business men are talking too much 
about the number of men out of work and 
the lack of buying power,” declares Wil- 
fred Sellers, president of G. I. Sellers & 
Sons Co, manufacturers of kitchen cabi- 
nets, Ellwood, Ind., in an interview in 
Forbes Magazine (N. Y.). 

Says Mr. Sellers: “There is a psycho- 
logical reaction to hard times which makes 
people sit back and wait for better days. 
One of our salesmen came back from a 
neighboring city with a report from a 
dealer as to the great number of men out 
of employment. Our sales manager sent 
this salesman back to investig ite and in- 
form the dealer of the number of men 
employed.” A sale resulted. 

Here are some timely pointers from Mr. 
Sellers, whose business has increased from 
2500 cabinets a year and assets of only 
$13,500, to 75,000 or 80,000 cabinets—a 
$3,000,000 business. 
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c The Saturday Evening Post carries our advertisements regularly, thus popu- 
5 larizing “‘Arnold’s Glove-Grip Shoes’’ and stimulating demand for styles 
3 in stock. Keep your store in line with our advertising for success. 
QNawcee Medels to be Advertised in Saturday Evening Post, May 27 : 
MODEL S-499 
Men’s sport oxford in brown elk. Coco 
saddle and stay. Special ‘“‘Glove- 


Grip” vacuum cup sole and heel. Sizes 
\A-—A, 7 to 11, B, 6 to 11, C, D, E, 
5 to Il. 


PRICE $6.00 


ARNO ILD 


GLOVE “GRIP SHOES 
GOLF STYLES SUITABLE FOR GENERAL SPORT WEAR 


AT ONCE DELIVERIES 
The Nationally advertised Arnold “Glove-Grip” shoes retail easily at most favorable prices. 
It is a line with a name that represents old New England integrity in shoemaking. A few week’s 
wear by any first time purchaser, reveals the difference in fit and service which is universally 
satisfying. ¢ Contributing to consumer confidence, is the “Glove-Grip’”’ patented principle 
upon which these Arnold shoes are made. It takes the work out of shoe fitting, the worry out 
of shoe retailing and the discomfort out of shoe wearing. 

















MODEL S-735 


Women’s sport .oxford of smoked 
elk. Black calf saddle. Specia! ‘“‘Glove- 
Grip” vacuum cup scle and heel. 
Sizes AA-A, 7 to 11, B, 6 to 11. C, 
D,°E, 5 to 11. 


PRICE $5.85 





Send for Stock Style Catalogue 


M.N.ARNOLD SHOE COMPANY 


North Abington, (#apea@\ Massachusetts 


New York Salesroom GRIP 127 Duane _ Street 
| SY 3 (0) Dk eral 
Stat > 
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Meet James L. 
Seanlon 


The Philadelphia President Is 
a Young Man Who Chose 
Shoe Selling Above All 
Other Careers 


James L. Scanlon, the Philadelphia 
and vicinity representative of the Lunn 
& Sweet Co. of Auburn, Maine, was seen 
piloting Mr. Sweet among the leading 
concerns of Philadelphia recently, intro- 
ducing him to the buyers. “James” has 
such a wonderful personality and is so 
popular with his many friends in the 
trade that we placed him in the ring this 
week, feeling that everybody in the shoe 
business will want to know more about 
the young man who gave so much time 
and thought to the correct steering of the 
National Shoe Travelers’ Convention of 
last January. All the boys of the National 
who attended the big event at the Bellevue 
Stratford had one fine time, and aside 
from the social stunts of the meet, a 
fund of constructive ideas and selling 
policies was gained. And in every part 
of the convention proceedings, the good 
work of “James L. Scanlon” stood out 
prominently. 


4n Athlete of Renown 


James L. Scanlon, president of the 
Philadelphia Shoe Travelers’ Association 
of the N. S. T. A., was born in Phila- 
delphia on December 18, 1891. He 
attended the public schools and graduated 
from the High School, to enter St. Joseph’s 
College of his home city Philadelphia, 
graduating therefrom in June, 1912, with 
honors and the degree of Bachelor of Arts. 
While in the elementary schools and col- 
lege, young Scanlon was famous in ath- 
letics, being conspicuous in baseball, foot- 
ball and running, and has many prizes as 
mementoes of his supremacy in these 
sports. 


BOOT 


AND 


A Real Fondness for Shoes 


Although a different career was planned 
for him, upon finishing college he pre- 
ferred to follow in the footsteps ot his 
father who, for many years, was engaged 
in the retail shoe business in Philadelphia. 
It was in his father’s store that James 
got his early training. That he might 
keep closer to the selling game, he made 
connections with the Endicott-Johnson 








WILLIAM P. (HOFF) BRENNAN 
Who is now covering the South with the Richards 


¢ Brennan line of Randolph, Mass. 





Company, with which company his 
brother Charles was already a salesman, 
and whom he assisted in representing 
these people in Philadelphia, parts of 
Pennsylvania, New Jersey and Delaware. 


He was most successful through his prac-_ 


tical knowledge of shoes, leathers, styles 
and merchandising. 


A Delightful Personality 


In July, 1920, Mr. Scanlon decided to 
branch out as a full-fledged salesman, 
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and became connected with the J. Ralph 
Baker Company, of West Bridgewater, 
Mass., which line he represented until 
becoming associated with his present firm 
—Lunn & Sweet Co. of Auburn, Maine. 
That young Scanlon has made good is 
substantiated by the good things said of 
him in Auburn and the many orders 
which daily come through the mails, but 
if proof were needed of his ability as a 
salesman and his faculty of making 
friends, then you have but to seek out 
the merchants in and around Philadelphia.\ 

Thoroughness in his work is his aim, 
knowledge of his merchandise is his study, 
honesty and truthfulness his traits. He 
is a gentleman in the true sense of the 
word, precise in attire and diction. 


A Successful Organizer 


As an organizer he is an acknowledged 
master—the Philadelphia Association 
demonstrates this. ~He_is an. eloquent “ 
public speaker, with good. poise and suffi- 
cient zest to brighten a dry subject. 

Next to selling shoes, his great hobby 
is his family, with whom he resides in 
Wyomissing, a suburb of Philadelphia. 
He has a charming wife and two children 
—a boy and a girl, and they live an ideal 
life together. Well might the younger 
generation of shoe salesmen imitate the 
character and methods of James L. 
Scanlon. 


Rockland Sends Out 165 
Travelers 


Rockland, Mass., is still on the map in 
the shoe industry, just as she has been 
upwards of 50 years. At the present 
time there are four large factories and 
two welting factories, all busy and opti- 
mistic for future trade. The “Just 
Wrights,” the “Hurley,” the “Emerson” 
and the “Educators” are campaigning 
strongly for Summer business, with about 
2000 shoe operatives employed at present. 
Factories have 165 salesmen now on the 
road selling shoes and taking orders. 
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THEN REMEMBER 


IN STOCK 
SANDAL SANDALS 





No. @—Cherry Chrome, Oak Leather Sole....... $0.80 $0.90 $1.05 $1.55 
No. 40—Cherry Chrome, Neolin Sole. . ‘ -75 -85 1.00 1.55 


SANDALS—BEST BEND SOLES 


5-8 8%-ll 11%-2 24-6 
No. 9%—Patent Leather, peapeite, Lined, Oak 





Sole, Rubber Heel. . $1.15 $1.30 $1.50 
No. 00—Cherry Chrome, Oak Sole = 90 1.05 1.20 1.75 
No. 15—Brown Lotus, Oak Sole. . ‘ 1.00 1.15 1.35 1.85 
No. 53—Smoked Elk, Elk Sole. 1.00 1.15 1.35 1.85 
FINALE HOPPER SANDALS 
. Rubber Heels 
FINALE HOPPER SANDAL No. 109—Patent Leather, Sheepskin Lined, Oak Sole......... 2... 6.6. - cece eee eee 


No. 113—Smoked Elk, Oak Sole. . 
No. 115—Brown Lotus, Oak Sole... 


MEN’S AND BOYS’ BLUCHER OXFORDS 


Outside Rubber Hee! 
Same as Ventilated Oxford ph. mel Perforations 


BOYS’ AND MEN’S VENTILATED OXFORDS 


Outside Rubber Heel 





2%-5'4 
No. 900—Cherry Chrome, Oak Sole. . ‘ 02096 sebedenedpaeteasnaoue $1.75 
No. 914—Cherry Full-Grain Crystal, Oak Sole. indescvenedewebhmadcn adele ee 2.08 
VENTILATED OXFORD PLUG OXFORDS 
5-8 8%-l1ll 11%-2 
No. 20—Cherry Chrome, Oak Leather Soles.............. $0.85 $0.95 $1.10 
No. 240—Cherry Chrome, Neolin Soles. . .80 99 1.05 


PLUG OXFORDS—BEST BEND SOLES 


5-8 8%-1ll 11%-2 


No. 200—Cherry Chrome, Oak Sole............+-+++e0000 $0.95 $1.10 $1.25 
No. 214—Cherry Full-Grain Crystal............ 6.620405 1.05 1.20 1.40 
No. SBB—Brwwts LAGI... ooo oc cites ccc ccc cccccsccccooes 1.05 1.20 1.40 


BAL OXFORDS—BEST BENDJSOLES 
5-8 8-11 
No. 314—Cherry Full-Grain Crystal, Oak Sole...............000+: $1.20 $1.40 
PLUG OXFORD No. 2315—Brown Lotus, Perforated Vamp.........+e+eeeeee+ee00: 1.30 1.50 








“ THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE war WELT 


ROW OF STITCHING HOLDING UPPER TO INDO THAT ts 


OWS OOOO VEAR STITCHING NO HOLDING OUTSOLE TO INSOLE AND UPPER 
Rows OF QOODVEAR STITOUNG SHOWING ON BOTTOM OF OUTSOLB RAMSEYS 


iv 





24-5 
Ne. 680—Cherry Chrome, Oak Galle... 0.22. ccc cccccccccccccccceccesons $1.75 
No. 814—Cherry Full-Grain Crystal, Oak Sole becceetuphne ebb edhe GROSSE Ree 2.00 
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Campane Them with Others 


+2 


Ramsey CAN'T RIP 


5-8 8%-1l 11%-2 2%-6 6-11 


$1.85 
1.85 


6%-11 


2.05 
2.15 
2.15 


24-7 


. $2.25 


2.15 
2.15 


6-11 
$2.00 
2.25 


6-11 
$2.00 
2.25 


214-6 
$1.65 
1.60 


2-6 


1.95 
1.95 


1134-2 
$1.60 
1.70 


967 Atlantic Ave. E. J. RAMSEY CO. Brooklyn, N. Y. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Jolly Good Fellows—Four 


A group of jolly good fellows were dis- 
covered on Saturday, May 6. They had 
gathered at the Boston Shoe Trades Club 
and were exchanging notes on shoes and 
shoe business in general. The genial 
national secretary, “Tom” Delany was 
one of the four. If conversation lagged a 
bit now and then, ““Tom”’ immediately 
came to the rescue. But the other boys 
were not especially lacking in repartee 
nor in their full share of news. 


“Dave” Tobin Says Business Improving 


“Dave” Tobin, who has traveled New 
England and the Middle West for the 
Lindner Shoe Company for the past 25 
years, was another live one of the group. 
“Dave”’ has been with the house of Lind- 
ner for the past 25 years and before that 
for five years with Harry Gray of Syra- 
cuse. “Dave” leaves on May 15 to cover 
New England and is looking forward to 
taking some good-sized orders. ‘“‘Condi- 
tions are improving all the time,” said he. 
“T am selling patent leather straps, white 
canvas and white Nubuck shoes, with 
leather and also rubber soles. I note a 
demand for higher heels, for round toes 
and short vamp. There is also a good 
demand for the 7/8 and the 12/8 to the 
12/8 heel.” 


C. B. Merrill with Mrs. King 


J. W. Hoben, who travels for the Geo. 
E. Coffin Shoe Company, Lynn, covering 
all of the big cities of the country contri- 
buted many valuable suggestions on shoe 
selling, as did C. B. Merrill, buyer for the 
shoe department of Shepard, Norwell 
Company for six years, and who on 
April 21, 1921, started out to cover New 
England towns and hamlets for Mrs. 
A. R. King. Mr. Merrill has his head- 
quarters ait Room 243, 10 High Street, 
where a full line of Mrs. A. R. King’s 
samples are on display. 

“The little folks this year are wearing 
grown-ups’ styles,” said Mr. Merrill. 
“IT have some snappy models in growing 
girls’, misses’ and children’s welts, turns 
and oxfords; the one straps and sport 
styles for girls of 13 and 14 are very 
good; also the flapper pumps with low 
heels. All these styles are carried in 
stock. The situation looks encouraging 
to me—trade is getting better all the 
time.” 


A Spanish-American War Incident 


Then Mr. Merrill talked scientific 
fitting and cited an interesting experience 
which happeried during the Spanish- 
American war, at which time, he was 
manager for one of the Emerson Shoe 
Company’s stores at Lynn. The eighth 
regiment was leaving for Cuba and they 
wanted shoes immediately. Captain 
Brackett of Lynn told Mr. Merrill of 
their wants and he jumped in and secured 
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the order, filling it from his store. The 
style ordered was on the pedestrian last; 
the shoes were of calf, with a plain toe, 
double sole, and the price was $3.50 the 
pair—just the same price at which they 
sold to the public. Mr. Merrill personally 
took the shoes to the Lynn armory, 150 
pairs at a time until all of the 1200 
boys were fitted. And the fitting did not 
stop there, for there were ten companies 
in the eighth regiment and all were 
equipped from the 45 stores of the Emer- 
son Shoe Company, located in the differ- 
ent cities in which the companies were 
quartered. 


Gordon Humphrey’s First 
Trip 
Gordon H. Humphrey of Herbert 
Humphrey's Sons, left the Marblehead, 
Mass., factory on Sunday, May 7, on his 
first trip for his house. This young man is 





GORDON H. HUMPHREY 


Of Herbert Humphrey's Sons, now on-his first 
trip for the house of Humphrey 


21 years of age, and has now started on the 
career which he commenced to map out 
for himself when as a small boy he was 
entertained by the late “Charlie” Pike, 
one of the Humphrey travelers. 
“Charlie” Pike was Gordon H. Hum- 
phrey’s hero and it was through his as- 
sociation with “Charlie” that he was in- 
spired to become a “knight of the grip.” 


Knows Shoemaking Thoroughly 


After graduating from the Marblehead 
High School, Gordon Humphrey entered 
his father’s factory and studied every 
detail of shoe manufacture, specializing in 
the making room, so that he starts on the 
road with four years of intensive training 
in footwear building, and back of that is 
an ancestry of men who have devoted 
their lives to the shoe craft. 
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Chip off the Old Block 


Gordon is really “‘a chip off the old 
block.”’ He likes the shoe business, and 
shoe selling in particular. He knows 
that the life of a traveler is beset with 
many difficulties, but he has ample en- 
thusiasm and faith in his product, and so 
did his father who just 23 years ago com- 
menced the making of children’s turns in 
the room where Gordon two years later 
first saw the light of day. 


Is Ks own as * Hump” 


In order te thoroughly introduce young 
Mr. Humphrey to the merchants of the 
country, it is necessary to disclose a secret, 
and this secret refers to a pet name by 
which his boy friends on the North Shore 
call him. If one of the “gang” should 
read this item they would not really 
appreciate it, if we did not refer to him as 
“Humph” Humphrey, so “Hump” it 
will be from this time on. 

“Hump” will cover the following cities: 
Utica, Syracuse, Rochester, Buffalo, Cleve- 
land, Toledo, Saginaw, Grand Rapids, 
Chicago, St. Paul, Minneapolis, Omaha, 
St. Joseph, St. Louis, Cincinnati, Pitts- 
burgh, New York City. He will not re- 
turn to the factory until about the first of 
June. 

“Hump” sells the jobbing trade and 
consequently has to look a long way 
ahead in regard to what will sell for the 
Spring of 1923. He is carrying with him a 
blucher moccasin, novelty in a low-cut 
shoe. “This is a season for low cuts,” 
said Mr. Humphrey. “The children are 
wearing them to the same extent as are 
the grown-ups. We call everything that 
is low, ‘oxfords,’ although there are 
straps pumps and moccasins in my line 
as well as oxfords. We sell quality and 
it is a problem to sell quality in combina- 
tion with price stuff, but quality is what 
we have built our business on and quality 
is what we always intend to maintain. 
Everything has been done towards making 
our line better with each year. I also 
have with me some ball strap models in 
white, trimmed with black; white with 
Russia calf trimmings; white with gray 
trimmings; white with green trimmings 
and smoked elk with Russia calf ball 
strap. I also have many patent leather 
shoes, and expect to sell heavily on this 
number.” 


Darling with Clapp & Tapley 

Arthur Darling, formerly with W. H. 
Griffin, Manchester, has made arrange- 
‘ments to represent Clapp & Tapley, 
Danvers, Mass., makers of boys’, youths’, 
and little gents’ shoes in Michigan, New 
York, Ohio and Indiana. Mr. Darling 
left for his territory this week. He has 
covered this section of the United States 
for the past 15 to 18 years and has a large 
following. 
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“THE HITS” 


OF THE SEASON 


No. R920—-Women's Very Good Quality White No. ne Women's Fp Quality Pearl Elkskin, 
Canvas, patent leather tip, strap and back stay, oe leather strap and trimmed, Goodyear rubber 
rubber heel. Goodyear welt soles xible soles. 


Di SIIB os cscsatecticancane $3.25 Br GD ssccceseceesiics $3.65 


No. R3511—Same pattern as above in High-Grade 
White Canvas, stitched with red thread 


B-C-D widths odeeesce $3.35 


No. R150—Women's White Canvas Oxford, rub- 
ber heels, Goodyear welt soles. 


B-C-D widths. . oweee see. $2.00 


No. R151—Same style in 9-8 flat heels... .$2.00 


“Live Shoe Retail- 
ers Look to “Novel- 
ty” for the Latest 
Creations in Wom- 
Nip, ROEIt—Wonen'y agent Leathie Gan lnee en’s Footwear.” 


peered be an *kle, new Grecian cut-outs on quarter, — R2506 Top-Grade White Cab. One-Strap, 
Grecian cut-outs on vamp; French corded, low 
B-C-D widths $3.00 covered heel, very flexible soles. 


A-B-C- i eecers waaay 5 
o. R3910—Similar pattern in all Black Satin, D widths o.e8 


12-8 covered military heel, no cut-outs. No. R2505—Same pattern in all patent leat as 
heel $4. 


A-B-C-D widths $3.25 leather 


NOVELTY SHOE CO. 


“TRUE TO ITS NAME” 
32S. WELLS STREET - - - CHICAGO 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“AI” Berry is Dead 


New York City—‘Al” Berry, an old- 
time shoe buyer for Marshall Field & Co., 
and for the last 10 or 15 years in the in- 
surance business here, died Sunday, May 
7. “AIT’ was‘a big favorite with the 
travelers of a score or more years ago. 


E. T. Wright Men In 


Territories 


The traveling sales force of E. T. 
Wright & Co., of Rockland, Mass., is as 
follows: M. F. Baker and L. F. Goodman, 
who take the extreme Western part of 
country in its entirety; K. F. Pitcher, 
northern half of Indiana, entire State of 
Michigan, Western Wisconsin, North and 
South- Dakota and Minnesota; G. W. 
White, lower half of Indiana and Mis- 
souri, Iowa, Nebraska and northern half 
of Kansas; C. F. York, Arkansas, Okla- 
homa and principal cities in Texas; Sam 
Fuller, Mississippi, Louisiana, and second- 
ary stops in Texas; John Donovan, 
Chicago district, northern half of Illi- 
nois, and eastern section of Wisconsin; 
P. C. Jenkins, lower half of Indiana, West 
Virginia, Kentucky and Tennessee; F. J. 
Sullivan, Alabama, Georgia and Florida; 
G. T. Gaines, Virginia, North and South 
Carolina; C. J. Bobay, Ohio; C. B. Lan- 
ning, territory around Philadelphia, Mary- 
land and Northern Virginia; Charles 
Brandman, larger cities and towns of 
New York, Pennsylvania and New Jersey; 
H. Burnett and R. Weil, working from the 
‘office of Mr. Brandman in the smaller 
towns; Charles Walls, New England; 
W J Crowley, house salesman handling 
arch preserver sales. 





Lape & Adler Salesforce 
The roster of Lape & Adler salesmen 


for Fall, 1922, in their territories May 20, - 


is as follows: Dunbar Archer, West Vir- 
ginia, Virginia and Maryland; J. B. 
Coens, Illinois (Chicago excluded); J. C. 
Combs, Washington, Oregon and Cali- 
fornia; J. H. Conrad, Colorado (Denver 
and Colorado Springs excluded), Wyom- 
ing, Montana, Utah, Arizona and New 
Mexico; Robert Lee Evans, Missouri and 
Kansas; Ray Glascock, Iowa; B. L. Hop- 
per, Mississippi and Georgia; H. H. La- 
mar, Michigan; Will C. Lape, Nebraska, 
North and South Dakota; H. N. Lape, 
Denver and Colorado Springs, Colo., and 
Kansas City, Mo.; Paul J. Lee, North 
and South Carolina; Fred A. McGiffin, 
Minnesota and Wisconsin; William E. 
Merry, New England States; Phil Miller, 
Ohio; Ben P. Mooney, New York State 
and Pittsburgh, Pa.; J. P. Overstreet, 
Texas; Arthur J. Reilly, Pennsylvania 
(Pittsburgh excluded); J. C. Thomas, 
Indiana and Chicago, Ill; Clyde J. 
Thomason, Tennessee, Alabama and 
Florida; Jack Walsh, Kentucky. 
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McLaughlin with Krippen- 
dorf Dittmann 


Jack McLaughlin recently joined the 
salesforce of the Krippendorf-Dittmann 
Company, Cincinnati. He will cover the 
states of Kansas and Nebraska. 


Congratulations to President 
King 

Frank B. King, President of the 
Nationa) Shoe Travelers’ Association, 
has been under the weather for the last 
few months, with a very severe cold, which 
at one time looked as though it would 
develop into pneumonia. We are glad to 
report, however, that the President is 





FRANK B. KING, PRESIDENT OF N.S. T.A. 


Who travels for John J. Latterman Shoe Mis. 
Company in Chicago and or cities of Mi 
es 


now out in his territory once more and 
has likewise resumed a strong hand on the 
helm of N.S. T. A. activities. 


Arthur Roseman Ill 


Arthur Roseman, representing Whitte- 
more Brothers, the shoe polish manufac- 
turers of Cambridge, Mass., is reported 
ill. M. C. Thayer, Southeastern and 
Middle West representative of the above 
firm, will look after Mr. Roseman’s trade 
in and around New York City during 
Mr. Roseman’s illness. M. C. Thayer's 
headquarters for the present are at the 
Hotel Claridge. 


Frank Dohoney on Trip 


Frank Dohoney, who travels Tennessee, 
Alabama and Mississippi for the Irving 
Drew Company, left the first of this 
month for his territory with his Fall line. 
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Mr. Dohoney will be in the South about 
five weeks. 


Fred T. Coleman On 
Trip 
Fred T. Coleman, who covers the large 
cities from Canada to South Carolina for 
the Watson Shoe Company, left Boston 
on Monday, May 15, on his Fall trip for 
his home. 


Fishing Good at Moosehead 


Word has been received from “Ed” 
McMahon, as he is known to Brockton 
and Old Colony shoe travelers, that he 
has made a good haul of trout lakers and 
salmon at the Moosehead. He is offi- 
cially known as Edward H. McMahon, 
financial man at the T. D. Barry Com- 
pany. Every Spring he leaves his books 
for a few weeks’ sojourn in the fishing 
section of Maine—sometimes it is Range- 
ley, sometimes Moosehead. This year, 
he has taken up his abode at one of the 
West Outlet camps. With “Ed” is 
Thomas Mackedon, until recently travel- 
ing salesman for Laird, Prior Company, 
and who it is reported will shortly go into 
the findings business on his own account. 
Together they are enjoying life in the 
open and making some big hauls. The 
folks in ““Ed’s’’ and ‘“‘Tom’s”’ home town 
of Randolph have already received several 
consignments of the finny victims of these 
two fishermen’s angling skill. 


C. H. Spencer Has Recovered 


C. H. Spencer, traveling salesman for 
the Lynchburg Shoe Company, has re- 
covered from injuries sustained in Greens- 
boro, N. C., when an automobile driven 
by an intoxicated chauffeur collided with 
a car from which a friend and he were 
removing sample cases. Two bones in 
Mr. Spencer’s right foot were broken as 
he was thrown to the sidewalk. After 
treatment in a Greensboro hospital, Mr. 
Spencer was able to return to his home 
in Lynchburg. 


Peoria Shoe Travelers on the 
Job 


The Peoria, Illinois shoe travelers, 
whom Frank P. Meyer, Chairman of the 
Membership Committee of the National 
Shoe Retailers’ Association, says are “‘a 
live bunch of fellows,”’ have pledged them- 
selves to make the coming Illinois Shoe 
Retailers’ Convention of July 10, 11 and 
12, the liveliest, snappiest and cleanest 
convention ever held. The entertainment 
feature will be entirely in the hands of the 
Peoria retail shoe merchants and traveling 
salesmen, and thet means some enter- 
tainment. The convention will be held in 
the Shrine Temple, where the manufactur- 
ers will display merchandise and where a 
style show wil! be held every day. 
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Put ‘‘Pep” in Salesmanship 


The Difference Between ‘‘Pep” and ‘‘Peddling”’ 


is Related in “The Rule of Thumb Science” from Chapter I of ‘Salesman 
ship” by William Marwell—Copyright. Published by Houghton Mifflin Com- 
pany.—This is No. 2 in our Pep series. No. 1 appeared May 6. 


UMAN nature is pretty much the 
same the world ovec—The United 
States over, atleast. On the other hand, 
none of us are exactly alike in character or 
temperament. A salesman who had 500 
potential customers, and could read their 
characters and adapt his methods to the 
character of each, would have 500 dif- 
ferent methods—a different method for 
every customer. Manifestly no traveling 
man could have 500 different methods. I 
have never known one who had as many 
as five. One method is the limit of the 
averge salesman if you correctly define 
the word “method.” 


Who Can Read Character? 


Possibly if a salesman could really read 
character he would also be gifted with 
sufficient versatility to apply a different 
method to each different kind of character. 
But who can read character? I don’t 
understand my own character. You don’t 
understand yours. How can you read 
mine? How can I read yours? The shal- 
lowest character lies too deep to be fath- 
omed by the most penetrating eyes. The 
supposed manifestations of character 
which mark a long and intimate ac- 
quaintance with a given man are not to be 
depended upon. How much less can we 
rely on our superficial estimate of a 
stranger? 


Approach and Closing Talk Important 


The young man who contemplates 
salesmanship as a profession may safely 
free his mind from the thought that the 
ability to read character is an essential 
qualification. However, there are two 
desirable qualifications in a salesman 
which are perhaps responsible for the mis- 
taken theory that an experienced sales- 
man becomes able to read character. The 
first is the ability of the salesman to adapt 
the method of his approach to the ap- 
parent temperament of his customer. The 
second is the curious faculty of divining 
the proper time to risk everything on the 
“closing talk.”” The first is easily enough 
explained and easily enough acquired. 
The secofd is infinitely more difficult. 
Both will be touched upon in their proper 
places. 


4 Sale Has Four Parts 


Now, I have gone as far as I can with- 
out dividing a sale into its four separable 
parts. This division is imperative to an 
intelligent consideration of the subject of 

~salesmanship. It is even more important 
to the actual making of a sale. The pro- 


jection of your mind to a successful meet- 
ing with another human mind requires the 
accomplishment of four distinct steps 
with your auditor: First, you must gain 
his undivided attention. Second, you 
must arouse his definite interest. Third, 
you must create an unqualified belief in 
and accord with your statements. Fourth, 
when you have removed all quibbles and 
doubts from his mind, you must replace 
them instantly with an impelling resolu- 
tion to do the thing you ask. 








F. S. BRILL 


fone President and Secretary of the BR. A. T. 
S.S. Mr. Brill covers New York State for Chas. 
. Eaton Co. 








These four steps, whether accomplished 
by the salesman’s skil! alone, or aided by 
the customer’s previous deliberations or 
some freak of circumstance, must occur 
in every sale. It is important that the 
salesman be sure the first step is ac- 
complished before he assays the second; 
the second before he attempts the third; 
and above all else he must proceed’ to the 
final step at precisely the proper moment, 
the psychological moment, if you will. 


First Step—Alttention-Getling 


We take up the consideration of. the 
first step: attention-getting or approach. 
Our friend the grocery drummer said, 
“You can’t hanale any two men alike’”’; 
and implied that he handled his customers 
accorcing to his estimate of their respective 
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characters. He also said, “‘Human nature 
is pretty much the same the world over.” 
I say that he was very close to a great 
truth without comprehending what the 
truth is. There is comparatively little 
truth in the statement that “You can’t 
handle any two men alike,” but it con- 
tains enough self-evident truth to be 
fatally misleading if one does not establish 
its proper relation to the greater truth 
that “Human nature is pretty much the 
same the world over.”” There are certain 
impulses, ambitions, prejudices, vanities 
and suspicions which in varying degreesare 
common to us all. A considerable part of 
judge-made law is based upon the judicial 
concept of that creature of hypothesis 
called an average man. In numerous law 
cases and in numerous kinds of law cases, 
the conduct, thoughts and motives of the 
individual are measured by the judge’s or 
jury’s estimate of what would be the con- 
duct, thoughts, and motives of the aver- 
age man in similar circumstances. This 
average man, which the courts attempt 
mentally to visualize, is nothing more or 
less than a definite embodiment of our 
grocery drummer’s theory that “Human 
nature is pretty much the same the world 
over.” 


Thoughts of Average Traveler 


As a rule a traveling salesman who is 
about to take to the road with a new line of 
goods does not plan in advance the precise 
manner in- whiclihe will present his 
proposition. If you ask him what methods 
he intends to pursue, he is likely to say, 
“It all depends on the man I’m trying to 
sell. I'll probably have to handle each 
case differently.” 

What he really does, is to outline in his 


~ mind the talking points which he believes 


will be effective. When he reaches his 
first prospective customer he makes use of 
as many of these points as he remembers 
or finds an opportunity to present. The 
salesman’s imagined handling of each case 
“according to the man” is largely a delu- 
sion. The salesman doesn’t handle the 
“man.” The “man” handles the sales- 
man, because the latter has not worked out 
and rehearsed a definite plan of action. 
After-a salesman has interviewed a num- 
ber of potential buyers, he evolves a more 
or less uniform method of presenting his 
subject. This is what he calls the result of 
his experience. 


An Actor Memorizes—So Should You 


But it must be remembered that ex- 
perience does not become know:edge until 
it is fused with thought in the crucible of 
analysis and reflection. I have no hesita- 
tion in saying of the salesmen whom I 
know, that 90 per cent of them fail proper- 
ly to analyze and reflect upon the daily 
events of their experience. As we progress, 
I hope to make this thought clearer, but 
for the present this reference is sufficient. 
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Sympathies to A. J. Leahy 


The boys on the road and the shoe 
trade generaily are extending their sym- 
pathies to A. J. Leahy, better known as 
“Bert,” who travels for the H. C. God- 
man Company of Columbus, on the death 
of his father, Joseph E. Leahy, who 
until a few months ago conducted a retail 
shoe store at Clinton, Massachusetts. 

Joseph E. Leahy was one of the most 
prominent men in his community. He 
was born in Spencer, Mass., in 1852 and 
was in business there before coming to 
Clinton. In 1892, he opened a shoe store 
on Mechanic Street, Lowell, A year and 
a half later he moved the business to 
Johnson Block on Union Street, and later 
moved to the store in the Morse Block, 
there doing a splendid business until the 
first of this year, when he sold out to 
Alexander & Cunnis. 

Mr. Leahy was a trustee of the Clinton 
Hospital Association for many years. He 
had always been a public-spirited man, 
serving as a selectman; was a member of 
the municipal finance commission; a 
director of the Wachusett Co-operative 
Bank since its organization in 1913. He 
had also served as a delegate to the 
Democratic State and District conven- 
tions. He was a member of Clinton 
Council, K. of C., and of Division 8, 
A.O.H. Besides his son, Albert J. Leahy, 
he is survived by three daughters. 


D. V. Shaffer Reports Good 
Business 


D. V. Shaffer, who travels for Brauer 
Bros. Shoe Company in Michigan, Wis- 
consin and Minnesota, is a live wire. He 
has booked a large number of orders and 
says that his customers are all doing a 
fine business. 


A. J. Spring Succeeds 
Stouffer 


A. J. Spring, who for the past half 
dozen years has traveled Iowa for the 
Brown Shoe Company, has taken up his 
quarters at St. Louis, where on April | 
he took charge of the business of the 
United Shoe Mfg. Company, an auxiliary 
of the Brown Shoe Company, making « 
line of high-grade -specialty men’s and 
women’s shoes. Mr. Spring is a man of 
remarkable executive ability and alertness 
to conditions. C. E. Stouffer, who was 
formerly in charge, is also a live-wire shoe 
traveler; he is now covering Southwestern 
Texas for the Brown Shoe Company. 

C. W. Robinson and K. F. Curry are 
now covering the Iowa territory made 
vacant by the transfer of Mr. Spring. 
Both of these men are well-known Brown 
Shoe Company salesmen. Mr. Curry is 
assigned to a territory in lowa and Mr. 
Robinson is assigned to another lowa 
territory. 
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Murray Says Buyers’ 
Attitude Better 


M. H. 
for the James Clark Leather Company, is 


now representing the Juvenile Shoe Cor- | 


poration of Carthage, Mo. He will cover 
the States of Arkansas and Mississippi: 
Mr. Murray writes that since leaving for 
his territory, April 1, he has found an 
altogether different attitude as compared 
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Murray, who formerly traveled | 


with the two preceding months of Feb- | 


ruary and March relative to placing their 
needs for future use. 


Most all buyers | 


have gotten over their fears as to what | 


the future will bring forth, and are now | 


realizing that they must place a good 
amount of future demands now if they 
want to get shoes to meet the steady 
increase of business they are now enjoying. 

Stocks are greatly reduced among the 
leaders owing to a shorter range of sell- 





M. H. MURRAY 


Who represents the Juvenile Shoe Corporation 
in Arkansas and Mississippi 


ing prices, which has automatically cut 
down their investment, and the old 
guards are in better shape to place their 
future needs now than they were a year 
ago. Popular demands on misses’ and 
children’s shoes are from $2.50 to $5. 
Womens’ from $5 to $10. 


Saul Berner Travels With 
Wife 

Saul Berner, Pacific Coast salesman for 
the Krohn-Fechheimer Company, recently 
attended a sales convention of the Krohn- 
Fechheimer travelers and a celebration of 
the 25th anniversary of this house. He 
was accompanied by Mrs. Berner, who 





is fond of traveling and has already made | 


several trips with her husband from their 
San Francisco home. 





PUBLIC 


Buying More Judiciously 
Than Ever Before, but 
Merchant Who 
Gives Customers 
Money’s Worth 
Will Prosper 


The public is buying shoes and will 
continue to buy them. People have 
not gone on a “buyer's strike.” 
They have merely quit spending 
riotously, and are buying judi- 
ciously. 


The merchant who sells better shoes 
than any of his competitors will find 
money being spent liberally enough 
in his store. 


Tell your customers why your shoes 
are better than others. See to it 
that. your manufacturer puts the 
right kind of materials into the 
shoes you sell. Let your customers 
know what this means to them. 


Above all else see that the founda- 
tion of all footwear you sell is right. 
Insist on your shoes having bottoms 
of “Rock Oak,”’ the sole leather that 
has served the trade satisfactorily 
for 40 years. 


We will send you a sample of ** Rock 
Oak” for inspection. Write today 
to any of our sales offices. 


THE AMERICAN 


OAK LEATHER 
COMPANY 


CINCINNATI 


Chicago Boston St. Louis 
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Business Looks Up Encouragingly 


Bulk of Public’s Buying on Shoes under $10. Flapper Element 
Likes Shoes at $4.00 and $5.00 


GENERAL survey of business in 

retail shoe stores and shoe depart- 
ments the past week brings forth encour- 
aging features. Business cannot be said to 
be exceptionally good except in spots, but 
many days are very good ones—chiefly 
according to the weather. Some stores re- 
port—‘‘Ahead in the number of pairs sold.” 
Another store says: “We have showed a 
gain every day in our shoe. department 
since April 10. 

The price trend is lower—about 30 per 
cent since May, 1921. While many shoes 
are sold above $10, the great majority of 
the adult population want shoes at $7, $8, 
$9 and $10; and the young element, espe- 
cially the feminine portion of the com- 
munity, want shoes-—and pretty ones, too, 
at $5 and under. They go on the princi- 
ple of “sufficient for the day is the evil 
thereof.” What difference does it make to 
them if the $5 and under shoes are not so 
well constructed, or are perhaps not of 
first grade materials; or if they do not last 
as well as the higher priced shoes—the 
style is there and that is the main con- 
sideration. 

Those stores which are catering a bit to 
this $5 and under trade are keeping busy 
every minute and the stores who do not 
carry this class of merchandise are keeping 
busy, too, but their trade is more conserv- 
ative; they are willing to pay more and 
expect more as to quality; take a bit more 
time in making purchases, and do not pur- 
chase so often. 


Henry Hagan Sums Up 


Henry Hagan, president of the Massa- 
chusetts Retail Shoe Merchants’ Associa- 
tion, ran into his Washington Street store 
the other day for a short stay during City 
Council legislative sittings, and stated that 
Boston had had its troubles in common 
with other cities of the country, but that 
Boston merchants had weathered the 
storm and were sailing into calm waters. 
Said Mr. Hagan: “Boston felt the business 
depression equally with the others—no 
better, if no worse. Our employment situa- 
tion is possibly more pronounced than 
some sections of the country, because this 
is a manufacturing section; then again 
there are 35,000 ex-service boys walking 
the streets today looking for jobs; there 
are five closed banks, with some 80,000 
accounts tied up, representing some $14,- 
000,000 of the public’s money. The Ponzi 
episode had a bad effect on financial 
conditions. 

“The revolutionary idea of some of the 
women as to shoe styles has been very bad 


—for instance, so few people bought boots 
last Winter; no one wanted boots but a 
few old ladies, and the Louis heel boots 
that cost say $6.50 to $10 a pair, merchants 
would be glad to get rid of at $1 the pair. 


Cubans in 12-8 to 13-8 Heights 


‘“Now as to heels—higher heels are com- 
ing back. There is a pronounced demand 
for the 12-8 to 13-8 Cubans, and I believe 
that a 15-8 Cuban will be a good seller on 
a pump or oxford. I understand that we 
ere having quite a few calls for Colonials. 


Exterior view ad 
the Boston C. Commerce, showing main 
entrance on werederch Street. The other side 
shown is on Franklin Street. It is expected that 
this will be completed by October, 1923. 

This building will An 4 quarters not ont 
in keeping with the needs of the Chamber itself. 
bul with the needs of local business in general. 
Its cost, including the purchase price ea 
and cost of razing the old buildings on the site 
may amount to $5000,000 or even $6,000, 000. 
The architects are Parker, Thomas § Rice. 


heya new building for 


Women, as a rule, are like a flock of sheep 
—a leader will express some startling idea 
in shoes, or other articles of wearing ap- 
parel, and away the whole crowd will go— 
it does not make any difference whether 
they are comfortable or uncomfortable. I 
have seen this demonstrated many times. 
The young woman of today is eternally 
seeking variety—she does not want the 
same thing as she had the last time. It 
might be a good idea if we could have just 
one new style a month, sell all out on that 
style in four weeks and commence the 
next month with another new style, that 
would be better than the way we mer- 
chants are now operating. We have all, I 
think, arrived at the conclusion that there 
is a certain limit on new things and we 
must not exceed that limit.” 

By the way, President Hagan, who is 
also city councilor, has recently been re- 
ported as saying that he likes to see orders 
presented to the city council with teeth in 
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them; said “‘teeth’”’ to be located both in 
the upper and lower jaws. 


Attend New York Style 
Show 


President Hagan, Fred Small, Edward 
McManus of the Gilchrist shoe depart- 
ment, Mrs. Florence Durney, shoe buyer 
at Hagan’s, and many others of the retail 
shoe fraternity of Boston attended the big 
style show at the Commodore on Monday, 
Tuesday and Wednesday of this week. 
Much interest in this show was manifested 
by Boston merchants, who went over with 
the idea of looking over the new creations 
for immediate delivery and Fall. 


To Meet in Worcester 


The June 7 meeting of the Massachu- 
setts Retail Shoe Merchants’ Association 
will be held at the Hotel Bancroft in Wor- 
cester. Reception will take place at 6 P.M. 
and dinner at 6.30 P.M. This is an idea of 
President Hagan’s, who announced at the 
May 10 meeting that as the members in 
the Central and Western parts of the 
Commonwealth had in the past always 
come to Boston to attend association meet- 
ings, the monthly get-together should be 
held in the Central or Western sections of 
the Commonwealth at least once, if not 
twice a year. This will be the first meeting 
of the association to be held outside of 
Boston. 

The committee in charge of this meeting 
is composed of the following members: 
Hobart P. Shean of Worcester, chairman; 
William N. Bushey, J. Edward Brothers, 
Mark S.-Gosgrove, Jacob Femberg, Frank 
E. O'Donoghue, William F. Sandquist 
and Rock P. San Souci. 

The speakers at this meeting will be: 
Congressman Samuel Winslow, chairman, 
Interstate and Foreign Commerce Com- 
mittee, House of Representatives; Major 
Chester Heywood, Heywood Boot and 
Shoe Company; Mayor Sullivan of Wor- 
cester. After the speakers have given a 20- 
minute talk, there will be an open forum 
discussion for one and a half hours and 
everybody will be able to get home by mid- 
night, or earlier. Members are urged just 
as soon as they receive their tickets to send 
in their checks for $3 at once, and let 
Managing Director Ensyln Gardner, 80 
Boylston Street, Boston 11, know if they 
have not an auto, so that he can provide 
transportation. There will be plenty of 
room in autos for members and for non- 
members, who may wish to attend the 
meeting. 


New Members Added 


The following have been added to mem- 
bership in the association; bringing the 
membership up to date, 240: Barnet H. 
Bluestein, Bluestein Bros., 173 Summer 
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Where to Buy 


Women’s Shoes 
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The WESTCOTT-WHITMORE Co. 
Syracuse, N. Y. 

In Stock Specialists of 

Women's Shoes, Party 

Slippers and Novelties. 





Write for Catalogue 











COLLINS & STAPLES 
Makers of 
Hand Turned _ Cuts 
Patent leather, % inch one 
strap with slide Je on 
our ave. * Growing Girl's 


118 Phoenix Row 
Haverhill, Mass. 
183 Essex St. 


PATRIA, AR TOtts 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 


SSLFECKER 
“SINE LIVE WIR 
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FELT SLIPPERS 


BLUM SHOE MFG. Co. 
Dansville, New York 








IN STOCK 
PRICE $1.35 
Women's Quality 

Satin Boudoir 


Colorse—Black, Old Rose, Copen, Orchid, 
Lavender, Alice Blue 
FREEMAN & THOMPSON SHOE CO. 
Manufacturers “Comforets” St. Paul, Minn. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
76 RiverSt., Haverhill, Mass. 
Boston Office 
207 Essex Street 





AND 


Street; Thomas I. Carey, Connell & Carey 
Co., 80 Boylston Street; James J. Duggan, 
manager of men’s shoe department, Wil- 
liam Filene’s Sons Company; William E. 
Lamb, Wm. E. Lamb & Co.; Main Street, 
North Adams; Francis M. McEnaney, 
William Filene’s Sons Company; James 
Gordon McNeil, manager Thayer McNeil 
Company store, 414 Boylston Street; 
William Pukatch, Carter Shoe Company, 
17 Boylston Street; George H. Wirth, 
Geo. H. Wirth Company, 272 Boylston 
Street; Charles A. Wragg, C. A. Wragg & 
Co., Norwood. The auditing committee, 
composed of E. Warner Howe, J. H. Wood- 
bury, and C. W. Pollock, gave a very 
complete report. 





This little shoe polisher was given lo some 250 
people who “listened in” on a radio talk on the 
care of feet given April 22 by General Manager 
Goulston the Dr. Reed Cushion Shoe Store, 
Boston. It was made by the Specialty Leather 
Goods Co., of Boston. 





What the Speakers Said 


Edward L. Greene, executive secretary, 
Boston Better Business Commission, told 
about the operation of this new commis- 
sion, which. is-for the protection-of the 
public, the merchants, the investors and 
the community. Mayor Curley commented 
on the fact that Boston’s Chamber of 
Commerce is at last awake to the impor- 
tance of booming Boston commercially. 
Hon. J. Weston Allen, attorney general of 
Massachusetts, told about graft in govern- 
ment, due to the lack of interest by the 
voters in the integrity of the candidates 
for office. 


A Style Show Suggested 


President Hagan announced that the 
Association is in need of more revenue to 
carry on its work than can be raised even 
by increased dues and submitted for con- 
sideration a proposal for members to take 
space in a style show where merchants 
only would exhibit, with a view to educat- 
ing the public in regard to what's what in 
shoes for Fall; the exposition to take place 
in late September or early October, prob- 
ably in Symphony Hall. Boston mer- 
chants will be interviewed in regard to 
their co-operation and any merchant in 
the association will have the privilege of 
exhibiting, if he so desires, the proceeds to 
be used for the work of the association. 


To Support Exposition 
President Hagan urged that at the Na- 
tional Shoe and Leather Exposition, Inc., 
July 10-i3, every member give his sup- 
port by attending Retail Shce Merchants’ 
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Day. Means for increasing attendance « 
meetings were discussed; it is the desire of 
officers to have an attendance at each: 
meeting of not less than 60 per cent of the 
membership. 

Joseph C. Palmer of Lynn suggested 
that members from a certain city or sec- 
tion come to the meeting with a report on 
some phase of the trade; William E. Wood 
of Lowell suggested one or two meetings 
a year atwhich there would be nodinner,— 
the meeting starting at 7 P.M.; Fred W. 
Small of Boston suggested starting 
the meetings on time and putting them 
through on time. 

Members are urged to write about their 
troubles to Hobart P. Shean, chairman of 
the June meeting, Heywood Shoe Shop, 
415 Main Street, Worcester, Mass., so 
that he may make a place on the program 
for anyone desiring to have his troubles 
aired at the June meeting. 


Whites a Constant Seller 


Manager Harry R. Terhune of the Dr. 
Reed Cushion Shoe Store says that white 
shoes are constant sellers at his store. 
They constitute that “extra pair’ sale. 
For instance, the white shoes of this store 
are received in January and are suggested 
to the customers, who come in during Jan- 
uary, February, March and April, as a shoe 
that will be the correct thing for the 
warm weather and that if bought “now” 
will insure just the right size, style and 
fit.”” 








dverlising a Boston, 
the judges in the theee $1250 cash prize K Ked 
window = contests, n 8. "Reabber to & 
retail shoe merchants by the U.S 
The contests also a newspaper “ads” a" 
one pome- A more te story of the contest 
will be found in ae Rul department of this 


week's issue. 


In Oak and Blue 


The new store of Ross Bros. opened at 
23 West Street on May 13, with attractive 
windows and interior, brightened by bas- 
kets and bouquets of flowers. Not only 
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did many flowers come from shoe manu- 

facturers, but friends and neighbors ex- 

pressed best wishes in flowers; for instance: 

the boys at the Scollay Square store; Mr. 

Cogan, of the General Electric Company; 

H. C. Ross’ daughter, Mrs. Bugbee of 

Brookline; E. W. Burt store, and B. C. 

Goulston and Harry R. Terhune of the © 
Dr. Reed Cushion Shoe store. 

The proprietors are H. C. Ross and 
J. H. Ross, brothers, who have for many 
years operated a men’s and women’s shoe 
store at Scollay Square, Boston. They will 
retail their Scollay Square store for a time 
at least. The new establishment is 60 feet 
long by 21 feet wide. It seats comfortably 
36 persons. It is well lighted by daylight 
and four large ceiling lights. 

The opening day brought a large num- 
ber of customers, who were scientifically 
fitted in men’s shoes from $7.50 to $11, or 
in women’s of the same price range. In 
men’s shoes, the Churchill & Alden, Ral- 
ston and Trupedic lines featured, and in 
women’s, the La France, of Williams, 
Clark & Co. Ten retail salesmen were kept 
busy all day fitting feet. 

The windows have oak floors and the 
valances are of ecru, embroidered in old 
blue; inside, the floor is of oak with old 
blue Wilton velvet rugs. 

A hosiery department at the right of the 
store is presided over by a young woman. 





Traveler Stores Sell Russian 
Boots 


All was activity the past week at the 
head Traveler Shoe Store, 467 Washing- 
ton Street—J. E. Levine, manager. Mr. 
Levine reported that their $5 Russian boot 
advertising stunt was one of the best they 
ever inaugurated ; that approximately 1500 
pairs had been sold since April 7, and that 
hardly a day passes but what nine or ‘ten 
pairs are sold. An order came to the store 
recently from Salt Lake City; the young 
woman reader had seen the ad in the Bos- 
ton Post of April 7, and concluded: that 
she wanted a pair. The other day a woman 
going to Panama came into the store and 
besides buying seven or eight pairs of 
white shoes, bought two pairs of Russian 
boots, one with the black patent leg and 
the other pair with the gray suede leg; a 
dancer recently ordered a pair like that in 
case with red top. The bulk of the business 
on Russian boots was transacted at the 
three Boston-proper stores—the store in 
Roxbury has sold only a very few pairs. 


Boots Good Fitters 


“The young women are the principal 
buyers of these Russian boots,” said Mr. 
Levine, “although some middle-aged 
women buy them, too. They are not ex- 
pensive, are good fitters, and they buy 
them just for the fad. They can afford to 
have a pair in their wardrobe, because they 
are not expensive propositions. The leather 
is patent colt—they are hand-turned, 
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lined with kid leather, and the seam up and 
down the front of the leg gives ample room. 
They are not made for the abnormally fat 
girl; but the girl of average proportions 
can wear them all right and can be fitted 
in most cases in the same size as she would 
take in other shoes—sometimes a half-size 
larger. The fact that the stitching runs 
down to the shank makes the boot a better 
fitter than if it ran straight around the foot 
at the instep. The boots have the new 
Cuban wood heel, are 8% inches high, 
with a three-inch cuff. 

“We spent much money in this adver- 
tising stunt—equipping the models, their 
parade, etc., but we believe it paid us well, 
not so much from the numbers of pairs 
sold—although we sold, and are still sell- 
ing, a large number—butfrom the publicity 
which it gave to the Traveler Shoe Stores.” 


Retail Salesmen Learn About 
Welting 


Mr. Brown, of the Brockton Rand Com- 
pany gave a demonstration of endless welt- 
ing and rands at the May 15 meeting of 
Round Table of the Boston Retail Shoe 
Salesmen’s Institute. Footwear advertis- 
ing was discussed by the group of students. 
The opening five-minute talk was given by 
Miss Alice Kelley of the Gilchrist shoe de- 
partment. This young lady will be fol- 
lowed by two other young women from the 
Gilchrist shoe department, as follows: Mrs. 
Elizabeth Kelley, on the evening of May 
22, and Miss A. F. Adcock on the evening 
of May 29. 


Chamber of Commerce 
Meeting 


The Boston Chamber of Commerce cel- 
ebrated the beginning of its new building 
at a dinner which was held at the Copley 
Plaza Hotel, Wednesday evening, May 
17, at 6.30 o’clock. An illustrated talk on 
the new building was given by Henry I. 
Harriman, chairman of the committee on 
the new building. Other speakers were: 
George R. Nutter, ex-president of the 
Chamber; John G. Morgan, superinten- 
dent of building construction; E. Fred 
Cullen, chairman of the committee on 
membership. This dinner was for the sole 
purpose of giving the members of the 
Chamber complete information about the 
new building. 


Oliver M. Fisher, Director 


The annual meeting of the Boston 
Chamber of Commerce was held on Tues- 
day, May 16, at 1.30 o'clock, at the read- 
ing room of the Boston Chamber of Com- 
merce building. Ten directors were elected, 
as follows, for the term of three years: 
W. Irving Bullard, Charles M. Cox, E. 
Fred Cullen, Frank H. Purington, George 
H. Ellis, Francis W. Tully, Edward F. 
Woods; for the term of two years: Frank 
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Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for catalogue 


MAID-RITE FELT SLIPPER CO., Inc. 
35 York St., Brooklyn, N. Y. 






















E. A. & M.C.Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Facto a ae 

Haverhill, Mass. y 
Boston Office 

Rice Bldg. Room 406 £ 














FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 






















WOMEN’S FINE TURNS 
and NOVELTIES 
One of our newest models. 
Hand turn kid lattice work 
quarter—in all finest 

leathers. 
TESSIER & 
BOWDOIN 
172 Washington 


Street 
Haverhill, Mass. 








Makers of 
HAND TURN NOVELTIES 
In All Leathers and Satins and 
On All the Latest Lasts 
Inquiries Promptly An3 werel 
Samples on Request 
Felstiner-O’Connell Shoe 
Co., Inc. 


41 Washington St. 
Haverhill, Mass 


Boston Office 





92 Beach Street 


Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Specializ- 
ing in High-Grade Novelties 

















BERNARD L. DURGIN 


Sales Representative 


Factory 
Haverhill, Mass. 





| STOCKBRIDGE SHOE COMPANY 






| 


HAVERHILL, MASS. 
ZU SAS 








° : 
Getting New Trade 
is mainly a matter of going after it. Write 
our Dealers’ Service it for new 
ways of bringing customers to your store. 
BROOKS SHOE MFG. CO. 
1731-41 N 6th St. Philadelphia 











132 








a to Buy 
Men’s Shoes 


WEneErT © O.5A8OR. 


THE 
: JOHN 











ernice ano ract 


~wewaRn eS 
vea 











(TROeeson BROS . SHOE € 
FINE SNOEMAKERS 
BROCKTON 


Stacy Adams Co. 


Manofacturers of 


MEN’S FINE 

















“For Men Who Care 
To Dress Well 

A Sample Order for 

a Pair or a Dozen 

Will Start You Right 
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Shoes 


A.E. Nettleton Co. 


SYRACUSE, N.Y. 
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M. Eshleman; for the term of one year: 
Henry G. Bradlee and Oliver M. Fisher, 
president of M. A. Packard Company and 
ex-president of the Boston Boot and Shoe 
Club. 


Fighting Proposed Increase 
in Ocean Freight Rates 


The action of the Merchants & Miners 
Transportation Company in filing with the 
Interstate Commerce Commission, effec- 
tive May 10, an increase in the rate on 
boots and shoes from Boston to Rich- 
mond, South Richmond and Petersburg, 
Virginia, from 64\4c to 74c a hundred 
pounds, has brought a storm of protests 
from the shoe manufacturers and whole- 
salers in both the North and the South. 

This increase was filed with the com- 
mission without any prior notice having 
been given to the trade organizations, and 
to most shippers and receivers came as a 
decided surprise, particularly as the times 
are anything but favorable to increased 
costs of any kind. 

The New England Shoe and Leather 
Association promptly took up the matter 
in behalf of the trade, and on May 8 sent 
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the following telegram to the Interstate 
Commerce Commission: 

“The New England Shoe and Leather 
Association and New England Shoe 
Wholesalers’ Association join in appealing 
to your board to suspend Merchants & 
Miners Transportation Company Supple- 
ment No. 3 to I. C. C. 959, increasing rate 
on boots and shoes from 64!<c to 74e per 
one hundred pounds from Boston and 
Providence to Richmond, South Rich- 
mond and Petersburg, Virginia, to become 
effective May 10. 

“This advance apparently would work 
a great injury to our New England shoe 
industry and we earnestly hope you will 
suspend increase and give us a hearing. 
We believe this is no time for transporta- 
tion companies to make any increases in 
charges. 

“Thomas F. Anderson, Secretary.” 


As a result of the good work of the New 
England Shoe and Leather Association, 
the Interstate Commerce Commission 
assigned the matter for a hearing on May 
19 at the office of the Commission, Wash- 
ington, before Examiner Jewell. The asso- 
ciation submitted a brief to the Commis- 
sion. 


LYNN 


More Summer Novelties to Come 


Interest in Fall Styles Grows 


Russian Boots Still a Live 


Topic—Custom Boot for College Trade Appears 


YNN manufacturers will show more 
novelties tor Summer. Shoes can be 
made in 21 days, or even in 15 days, so 
there is yet time to design and make many 
novelties for late June and Fourth of July 
trade. Also, there is the vacation trade, 
which should be larger than ever this 
Summer, because business is getting back 
to normal, and people are finding time to 
relax and to play. 

New samples of Summer shoes continue 
to show various novel patterns in patent 
with fancy trimmings, and white shoes 
with fancy trimmings. 

Also, there is new interest in colonial 
pumps of patent leather, and in oxfords of 
black and brown leathers. And talk about 
Russian boots still goes on. 


Walking Oxfords for Fall 


While one manufacturer says that he 
has not a sample of a boot in his Fall line, 
yet the next man eagerly asks for signs of 
boots for Fall, and adds that he thinks 
they will sell. 

Walking oxfords. in welts, wili probably 
be good in the Fall. At least, several new 
types of them are being produced. They 
will have heels as high as 14-8. Bottoms 
will be heavier. Sole cutters, who expected 
a run on No. 6 iron soles for Fall, now say 


that their orders indicate a demand for 
No. 7 izon soles. 

Better grade shoes will doubtless be in 
demand. Reports from retail merchants 
indicate that price cutting led to quality 
cutting, and that quality cutting led to 
dissatisfied customers. People now are 
asking, not for cheaper shoes, but for 
better shoes. 


Quality Being Emphasized 


One manufacturer is arguing that extra 
good soles and heels should be put on Fall 
shoes, so that women will wear them a 
long time before they think of putting on 
rubbers, or arctics. 

Also, in strong standard lines of shoes, 
Norwegian grain, Scotch grain, boarded 
calf, and gun metal calf, in good weights. 
are being used for uppers. These substan- 
tial uppers, in combination with heavy 
soles, will make substantial shoes that will 
delay the day for putting on rubbers. 
Frankly, Lynn manufacturers would like 
to fight off the fashion of flapping arctics, 
and force up a fashion that would call for 
more shoes of leather. This is, by the way. 
one of the arguments in favor of Russian 
boots. 

“I asked girls in stores if they would like 
Russian boots in the Fall,” says one sales- 
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man, and several of them told me they 
thought the Russian boots novel looking, 
and comfortable to wear, too.” 

One thing is certain, and it is that a new 
high standard has been set for fitting shoes. 
Indeed, buyers now commonly consider 
the fit of the last first, and the style of the 
shoe second. 

Custom Boot for College Trade 

A boot for Fall by Jelly, Delany, usuaiiy 
gets a second look from the buyer, and 
then examination. First look sees nothing 
striking in the boot. But second look shows 
character. Some points about this boot 
may interest buyers, both those who want 
to sell boots, and those who think boots 
may sell. This boot is of Norwegian grain, 
eight inches high, with a moderately 
heavy sole, and a fair stitched edge. It is 
made in the large sizes for growing girls. 
Service stands out plain in the boot. But, 
so far, the first inspection shows nothing 
stunning. 

But second look shows a classical cus- 
tom toe, a graceful shank, and a heel 
slightly flanged. The ear marks of custom 
shoemaking begin to appear. And charac- 
ter is revealed. The firm has worked for 
years on that last. It believes that it has a 
fitter, and a winner. The buyer may, if he 
has the habit, sight the shoe along the 

bottom, to see if it treads true. But the 
trueness of the tread is pain enough, with- 
out a test. 

Also, there are fine points of workman- 
ship about this boot, as for instance, a heel 
pitched precisely, and finished finely, up- 
pers fitted perfectly, and excellent edge 
setting. There are no frills, but there is 
plenty of good and thorough workman- 
ship. The back stay, by the way, is of 
an improved design, warranted to fit 
smoothly. 

The firm is not sure yet whether or not 
this boot will be popular in the big city 
trade. But it is quite certain that it will 
sell to the college girls trade and to those 
who follow the college styles. Already, 
merchants who sell to the college trade 
are ordering this boot. One speaks of it as 
“‘merchandise of substantial value.” 


Rainbow of Colors 


A rainbow of colors looms up on the 
horizon of Lynn’s shoe trade. Colors were 
never finer,or varied more than thisseason. 
Tanners promise colors even finer and 
more varied for 1923. So this season’s ¢un 
on color is but preperatory to a larger run 
on colors next year. 

Black, especially shiny patent, black 
and white, are leading base colors for 
Summer shoes. The decorative oi trim- 
ming colors are red, in radio, fire and sun- 
set hues; green, in emerald, jade, grass and 
Nile hues; dandelion, daffodil and lemon 
yellow; blues in the sea gull, periwinkle 
and national hues; and grays in the silver, 
mist, mouse, otter, bobolink and pigeon 
tones. Also, there are browns, in the pheas- 
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ant, gold, morro. Chippendale, tan, cherry, 
and other shades, which are used for both 
base and trimming colors. 

A remark by a cutter, in a novelty shoe 
shop, seems to fit the color situation. Said 
he: “I begin to feel like a clerk behind the 
ribbon counter. So many colors!” 


Indian Oxfords for Camp 


The Collyer Moccasin Company is mak- 
ing up a lot of Indian oxfords for boys and 
girls who are going to Summer camps. 
These shoes lace like a regular oxford, but 
they are made like an Indian moccasin, 
and they have a moccasin seam on the toe. 
The seam, by the way, is sewed by hand. 
The uppers are of elk, in combinations of 
brown and smoke. Outsoles of feather or 
fiber are sewed to the bottoms. 


Electrically Pressed Edge 


Lynn manufacturers are interested in a 
new method of pressing edges by electrical 
heat. The iron burnishes a thin line around 
the edges of the vamps, quarters and 
straps. Also, a finishing compound is 
flowed onto the edge of the upper, and it is 
“set”’ by electrical heat, so that the edge of 
the upper has a smooth finish, like the 
edge of a soie. If this new method of finish- 
ing edges is used, there is no need of skiv- 
ing and folding edges of uppers. Claim is 
made that, by eliminating the skiving and 
folding, seams can be sewed stronger, and 
a tenth of the leather, now wasted in skiv- 
ing and folding, can be saved. 


White Kid Sandal 

The Psyche sandal, of patent leather, 
which V. K. & A. H. Jones & Thomas 
brought out last month, is followed this 
month by a similar sandal of white kid 
leather. The upper is cut away so much 
that the shoe is about as near a barefoot 
sandal as there is in stylish weit shoes for 
women. 


Donn D. Sargent Buys Third 
Plant 


Donn D.Sargent Company have bought 
a near-by factor y, and will move it to their 
factory yard, and remodel it. This will give 
them three factories. They will increase 
their production on the Fall run. 





Moving to Chelsea 


The Braude, Goodman Shoe Comy any 
is moving from Lynn to Cheisea. The firm 
makes McKays for growing girls, misses 
and children. 


Patent and Red 


The Travers Shoe Company is getting 
out a lot of sandal style pumps, of patent 
leather, with red bindings, for the New 
York trade. The vamp is three inches long, 
but the seven cut-outs in it make it look, 
about 234. The heel is 14-8 high. 
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Men’s Shoes 
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THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory at 
Brockton, Mass. 
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Worcester, Mass. 
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Sport and College Shoes 


Boston Salesroom 
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Where toBuy 


Men’s Shoes 
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HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


OF 
SHOES AND RUBBERS 
Every Wednesday and Friday 
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Shoes 


Women’s 























PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


147-153 WAVERLY PLACE 
NEW YORK CITY 








TURKISH SLIPPERS 
IN STOCK AGAIN 
No. 101— Sofia Turk- 


Colors for Immediate 
Delivery. 

K. M. STONE CO. 
12-14-16 E. 22nd St., N.Y, 
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ROCHESTER 


Factories to Reopen Soon 


Letters Sent to Individual Employees Bring Good Results 
And Salesmen Are Leaving for Their Territories 


HE nine Rochester women’s shoe fac- 
tories which recently declared for an 
open shop and broke off negotiations with 
the United Shoe Workers have sent letters 
to their former employees urging them to 
return to work as individuals, and judging 
by the number of workers who have signi- 
fied their willingness to work, there will be 
no further labor trouble. 

The letters are virtually the same in 
form. Following is a part of the letter sent 
by one of the Rochester houses to its 
employees: 

“We will send our salesmen out at an 
early date and will begin operating our 
factory just as soon as a sufficient amount 
of business has been obtained. We will re- 
organize our working forces and would be 
glad indeed to welcome our old employees, 
who have proven their efficiency in the 
past and whose services we value highly. 


An Effective Appeal 

“We are confident that we see the situa- 
tion from your point of view, as well as 
from our own, and we want you to know 
that it is our aim to make working condi- 
tions for you so satisfactory that there can 
be no discontent or lack of harmony. We 
want you to work with us, not for us. We 
hope we can count on your co-operation 


for our mutual good.” 


Salesmen are already leaving for their 


territories and the manufacturers have 
sent letters to their trade assuring them 
that there will be no trouble in making de- 
liveries, as the labor trouble is a thing of 
the past. 

The factories are to manufacture with 
their old skilled employees, thereby insur- 
ing, as in the past, a high standard of 
product. 


Merchants Report Good Week 


Rochester shoe merchants report good 
business during the past week. Straps are 
very much in demand in various models, 
but patents and patents in combination 
are the big sellers. Sport shoes of smoked 
elk are still selling, but local shoe men feel 
that the “flappers” have killed this shoe 
and that it will soon be a dead number. 

Whites are beginning to appear in the 
store windows, but as yet they have had 
very little call. Sandal patterns are being 
featured by Shield’s Boot Shop, and judg- 
ing from the sales they rerort, this is a 
very attractive pattern for the younger 
women. 


Le-Hy Men Out 


Salesmen representing the Le-Hy Shoe 
Manufacturing Corporation, makers of 


“Pals” for children, misses and growing 
girls, are now in the field and report that 
business is picking up materially and that 
retail merchants are buying in much 
greater volume than they were recently. 
The following men represent the Le-Hy 
Shoe Manufacturing Corporation: 

Louis R. Prince, Pacific Coast; John M. 
Berry, Northwest; J. B. Dalferes, South; 
George R. Holst, Michigan; Louis E. 
Freidman, New England; Myron Levin- 
son, New York and Western Pennsyl- 
vania; E. M. Cohen, New York end 
Metropolitan District. 


J. J. MacMaster on Trip 


J. J. MacMaster, manufacturer of soft 
soles, moccasins and infants’ and chil- 
dren’s turn shoes, is visiting the large 
cities call'ng on the trade, and reports that 
business is picking up materially and that 
everyone is looking forward with confi- 
dence to Fall business. 


Window Display Draws Crowd 


A pair of patent oxfords displayed on a 
pedestal in the Eastwood store attracted 
much attention during the past week. The 
oxfords were so placed that the lights of 
the window, aided by mirrors, made the 
shoes stand out and shine like Tiffany 
diamonds. 

There is a rumor that the State Street 
store of William Eastwood & Sons will be 
discontinued this Fall, and that the entire 


_ efforts of the Eastwood organization will 


be concentrated on the Main Street store. 
According to the report of a real estate 
firm, an out-of-town chain store organiza- 
tion has already leased the Eastwood 
State Street store and will open some time 
in the Fall. 


Brief News Notes 


G. H. Humphrey of Herbert Hum- 
phrey’s Sons of Marblehead, Mass., was a 
recent visitor in Rochester on business for 
his firm. 

Henry D. Masterton, manufacturer of 
children’s fine turned shoes, is visiting the 
large cities calling on his trade. 

Several shoe stores recently iost shoes 
through the operation of a clever band of 
thieves, who passed as representative of a 
local delivery company and called at the 
stores to get the packages ready for deliv- 
ery. The thieves came back once too often 
and were caught, and to avoid a repetition 
of this type of thieving the delivery com- 
pany has fitted their men out with identi- 
fication badges, which must be displayed 
when merchandise is taken from stores. 
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Preparing for Big Style Show 


Haverhill Concerns Planning Special Decorative Effects for 
Exposition to Be Held in Boston 


GOODLY portion of Haverhill’s 
A representative shoe manufacturing 
houses are signed up for spaces in the 
National Shoe and Leather Exposition 
and Style Show to be held in Mechanics 
Building, Boston, July 10-13. Members 
of the Haverhill trade believe the forth- 
coming show will be of special interest as 
emphasizing the pre-eminence of New 
England made footwear, and the impor- 
tant part it plays in the manufacture and 
sale of good shoes. Special decorative 
effects will be achieved in the Haverhill 
booths by way of adding to the attractive- 
ness of the exhibits. However, shoes are 
the points of interest, and to these will be 
given most careful attention as regards 
novel, as well as practical styles. Haver- 
hill lives on novelties in women’s foot- 
wear. The reputation which the city 
enjoys in this regard is world-wide. Ex- 
hibits of Haverhill-made footwear at the 
New England Show in July will maintain 
and enhance the city’s style prestige, 
which is being strengthened daily by 
progressive policies of Haverhill manu- 
facturers. 


Shoe Manufacturer Gets 
Judgment 


The Bradley Shoe Company of Haver- 
hill, manufacturers of women’s turn shoes, 
has obtained judgment against C. E. 
Wethey Shoe Company, jobbers of 78 
Reade Street, New York City. The 
Bradley Company brought an action to 
recover from the Wethey concern losses 
alleged to have been sustained from shoes 
refused and orders cancelled. A Supreme 
Court jury awarded the Bradley Shoe 
Company $43,915.61. This sum includes 
an award of $7635.60, representing a loss 
to the Bradley Company of $2.10 a pair 
on certain shoes made by the Bradley 
concern for the Wethey Company and 
refused by the latter. 


Careful Fitting of Shoe 
Patterns 


Here is an interesting comment on the 
care taken by Haverhill shoe manufactur- 
ing concerns in assuring customers that 
the shoe patterns will fit women’s feet. 
“All patterns which are used in our shoes,” 
said a Haverhill manufacturer, “‘are fitted, 
not only in the factory, but on the street. 
That is, these shoes are put into every- 
day use before we submit samples to our 
customers. Patterns which appear at- 
tractive in the designing are often rejected 
after being tried out in street wear. Thus 
our customers are assured, when they 





see our samples, that nothing is shown 
which has not already been denton- 
strated as having foot-fitting qualities in 
every-day wear.” 


Style Creations Sold the 
World Over 


Further details regarding the career of 
Alfred A. Ordway, formerly manufacturer 
of women’s fine footwear in Haverhill, 
whose death was recently recorded in 
this department, is supplied by an article 
in the Haverhill Gazette. As a designer of 
women’s high-class footwear, Mr. Ordway 
acknowledged no superior. He regarded 
his business as a fine art, and his graceful 
models were extensively copied. Wives of 
numerous presidents of the United States 
have worn his slippers and these have 
found places at royal functions in 
Europe. Mr. Ordway’s production was 
handled by leading merchants in the 
United States and foreign countries. He 
was a connoisseur in paintings and other 
works of art, and his opinions were 
invited by art museums. 

Mr. Ordway, although receiving a 
limited education as a boy, added to it in 
later life through the study of architecture. 
After working for some time in Haverhill 
shoe shops he began business for himself 
in a small way. As time went on his busi- 
ness increased as the fame of his creations 
became widely known. At his retirement 
from active business in 1918 at the age of 
80 years he was the oldest active shoe 
manufacturer in Haverhill. Then he 
turned his attention to the study of paint- 
ings, poetry, and the fine arts in general. 
He was a personal friend of John G. 
Whittier and had an extensive library of 
the Quaker poet’s works. Mr. Ordway’s 
estate was one of the most picturesque in 
New England. He was a trustee of Dum- 
mer Academy for boys and made generous 
gifts of money to that institution. 


Predicts a Good Summer’s 
Business 


Charles P. Ellis of Hopkins & Ellis, 
manufacturers of women’s turn footwear 
in Haverhill, returned recently from a 
two weeks’ Western business trip. Mr. 
Ellis said: 

“I had one of the best trips I ever made. 
The white shoe business in the West has 
been somewhat backward, owing to un- 
favorable weather, but the demand is now 
coming strong and merchants will want 
their goods in a hurry. I look for a good 
Summer’s business and we intend to be 
ready for it.”’ 
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Where to Buy 
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Spring Shopping Being Delayed 
Fair Retail Business Reported Nevertheless— Losses Feared 
at End of White Season 


AIR business is reported by most of 
the retail shoe merchants here, with 
indications that much of the Spring shop- 
ping is being delayed. The business lacks 
the snap that merchants want to see, and 
many of them are not particularly optimis- 
tic concerning the immediate future. Com- 
pared with other distributive trades, how 
ever, shoes appear to be faring well. Re- 
tail merchants in other lines are voicing 
more frequent and louder complaints than 
are the shoe men. 

Little that is new in the way of style has 
been presented by the merchants here. 
Patent leather in strapped models con- 
tinues as the one best bet and more mer- 
chants are pinning their faith to it for all 
Summer selling, in competition with the 
whites. Some skepticism concerning the 
possibility of coming through the white 
season without taking severe losses is ex 
pressed by a few of the local merchants. 
The vogue for color trims on white is the 
crux of the matter and the sentiment that 
“someone will be burned” before the sea- 
son is over is expressed in various quarters. 


Big Variety of Colors 


Regarding Summer colors, dye plants 
report a greater number of high shades in 
process in silks, woolens and cottons for 
the Summer trade than seen for some 
years past. What the effect of this wil) be 
on the Summer shoe business remains to 
be seen. It is fairly clear, however, that a 
wide variety of high shades will be worn 
by the women and that some attempt to 
match these colors in footwear trims will 
be made. 

Sandal effects, particularly in patent 
leather or all-white kid, are coming in 
stronger, according to the mid-town retail 
merchants. In the more exclusive shops a 
trend toward plainer shoes is marked. One 
Fifth Avenue house reports the bulk of its 
sales are on the plainer broad, one-strap 
models in gray or sand buck, or all-patent, 
rather than on combinations or highly 
cut-out models. 


What of Russian Boots? 


On the matter of Russian boots, some 
new designs will be out soon. Little hope is 
expressed for the Russian boot, but the so- 
called Cossack boot, that is, a boot about 
7% or 8 inches over all, with some varia- 
tion from the plain models, will sell to a 
certain extent, in the opinion of trade 
leaders here. 


Extreme Low Heels Waning 


Heels are coming in for considerable 
attention now, and a reaction away from 
the extremely low-heeled types is antici- 
pated by many. One of the best-known re- 
trail merchants says that he is ordering 
most of his shoes for mid-Summer selling, 
in the 1%-inch Cuban heél model. 


New Boudoir Slipper Appears 


Under the trademark of ““Feelsgud,”’ the 
Advance Slipper Company, 74 Reade 
Street, is introducing a soft-soled, all- 
leather, boudoir slipper on the market. The 
slipper has a lining of felt or other fancy 


Hosiery Prospects Bright 
on Pacific Coast 


Stories to the effect that an 
exceptionally good retail busi- 
ness is being had by Pacific 
Coast merchants are reaching 
the East from a number of 
sources. Among the latest is a 
telegraphic report received 
from the Pacific Coast repre- 
sentative of Emery & Beers 
Co., Inc., the big hosiery con- 
cern. The telegram reads as 
follows: 

“All stores having big sales 
here (San Francisco), this 
month, which enables them to 
anticipate Fall requirements in 
larger quantities. No question 
but our business here will be 
bigger than ever. Same applies 
to Los Angeles.” 


cloth. More than 100 styles are shown, 
many of the ankle strap type, others with 
perforations or cut-outs and underlays, 
which give the boudoir slipper all the style 
of a street shoe. Hyman Horowitz is presi- 
dent of the company and will travel his 
old territory with the new slipper. He has 
been in the shoe trade for the past 15 
years. The company’s plant is in Brooklyn 
and has a capacity of 3000 to 4000 pairs 
a day. 
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Says Shoe Prices May Be Higher 


Manufacturer Warns that Proposed Tariff Will Have that 
Effect and Urges Early Fall Buying to Escape It 


T a time when many shoe dealers are 
A demanding cheap merchandise it 
may seem somewhat revolutionary to say 
that shoes are likely to be higher in price,” 
said a member of the Brockton trade, 
“vet this is not an unlikely situation. 
With the proposed tariff on hides and 
skins put into effect there is no doubt 
whatever that shoes will cost more to 
produce than at present, and that this 
increased cost will be figured into foot- 
wear. Shoes such as are made in Brockton 
good work and good materials 
throughout. Quality is the foundation of 
Brockton production. This reputation is 
ene which must and will be maintained. 
Any higher prices for materials will be 
immediately reflected im higher prices for 
shoes. Merchants who are buying, or 
will soon buy Fall shoes will do well to 
bear these facts—and they are facts—in 
mind.” 


require 


Memorial Building for a 
Brockton Man 


Of imterest te the thousands of mer- 
chanits who sell Walk-Over shoes is the 
fact ‘that a memorial building is in process 
of construction on Oxford Street, London, 
England, commemorating the opening of 
the first Amemican shoe store in England 
by George E. Keith. It was the pioneer 
store in that country selling exclusively 
shoes of American manufacture, and is 
still in operation. From this beginning a 
chain of Walk-Over stores in England 
and on the European Continent has been 


developed. 


The Keith memorial building in London 
is-on the site of the first Walk-Over store, 
and the new store will be patterned after 
‘the latest American ideas in shoe retailing. 
In the store will be a bronze tablet with 
‘the following inscription: 


The first American Shoe Store 
in Europe 
was opened on this site 
January 1899 by 
George Eldon Ke#th 
President of 
The Geo. E. Keith Company 
Brockton, Massachusetts, U. S. A. 

and to his memory 

. this building is dedicated. 


Shoes Last Three Years 


Typical of the long wear of “‘Made in 
Brockton” footwear is a pair of men’s 
shoes recently received by Charles A. 


Eaton Company from J. C. Stewart & Co., 
retail merchants of Jackson, Ala. A 
letter accompanied these shoes, stating 
that the customer had worn them for 
three years and had them half soled eight 
times. The uppers of tan calf had not 
broken through in stock or fitting, but 
gave unmistakable signs of hard wear. 
The concern sending the shoes asked 
Charles A. Eaton Company if the makers 
thought that the customer was entitled to 
a free pair of shoes on the strength of 
service supplied by those he purchased 
three years ago. The answer was de- 
cidedly in the affirmative. 


““Brockton Shoes the World” 


This slogan, used by the Brockton 
Chamber of Commerce, is aptly illustrated 
in a display made by the Brockton Post 
Office department during what was known 
as “Postal Service Improvement Week.” 
In the windows of one of Brockton’s 
Branch Post Offices were shown packages 
from various Brockton factories to be 
sent by Parcel Post to widely separated 
localities. A few of the countries to which 
these packages were consigned are: Ice- 
land, Turkey, Italy, Greece, Mexico, 
Canada, Australia, Scotland, France, 
Finland, Ausiria, Cuba, also United States 
possessions of Sandwich Islands, Porto 
Rico and Alaska. 


Factory Facilities Increased 


The Avon Sole Company factory in the 
neighboring town of Avon has, during the 
past few months, largely increased its 
facilities for production of Duflex soles 
and heels. The new office building, re- 
cently completed and occupied, con- 
stitutes a separate wing from the 
manufacturing department. The new 
pressing department is in full operation 
where moulds to the value of many thou- 
sands of dollars ane conveniently stored. 
Other improvements are under way which 
will further increase the efficiency of the 
Duflex plant. 


Shoe Manufacturer in Europe 


President W. L. Douglas of W. L. 
Douglas Shoe Company, accompanied by 
Mrs. Douglas, sailed for Europe last week. 
They intend to be absent about two 
months, visiting mamy points of interest 
in England and on the Continent, includ- 
ing in the latter some of the battlefields 
of the World War. 
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Where to Buy | 


Standard Shoe Materials 












































‘ Creese & Cook Co. Sicton” Wore 


The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Tanneries at Danvereport 








T. W. qoeees. Pres. 
- DONALD, Ma at 
F. E. NES, Treas. 


F. E. JONES COMPANY 
coors MAT KID 


95 South Street, Boston 





















Most 
efficient 
cleanser for 
factory soiled 
shoes. Sold in bulk, 
Prices on request. 


Cleaning Compounds Mfg. Co., Inc. 


Sole Licensees of Bigger Co. 
Hempst mn. %. 








COATED GEM DUCK 
preg <~ eo Hgen sy vena CLOTH 


3 Foot ya al 
Sheet Rubber Soling 


oF CHAMBERLIN 


Fermerty Walpslo Shee Supply Co 





Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 




















BOOT AND SHOE RECORDER 











Where to Buy 


Miscellaneous 




















COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








UNIVERSITY | 
Frc ORY 
‘Eth 




















ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special statins 2 * for the 
Boot and Shoe T: 


201 South Street, _ Besawe, Mass. 
Telephone 4960-496 











1000 Sales Letters 
All Ready to Mail 
3c Each 
S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 











LE without any money down, 

Te Le Let, little over 10 cents square foot, brick 

ee. Haverhill, Mass., suitable for manu- 

scturtas Purposes, any part of 55,000 sq. feet. 

Five x} - ligh d 
wer and electric ting system alrea: 

installed. , 


New England Wood Heel Co., 98 Essex St., 
Tel. 3703, 











May 20, 1922 


CHARLESTON 


After the 1923 Convention 


Charleston Merchants Plan to Sell Idea to Those Attend- 
ing Southeastern Association Meeting in Jacksonville 


HARLESTON shoe merchants are 
now looking forward to the annual 
convention of the Southeastern Shoe Re- 
tailers’ Association, which will convene in 
Jacksonville, Fla., June 6, 7, 8. Several 
have already expressed their intention to 
be in the Florida metropolis at this time, 
and efforts will be made to have a large 
delegation from this city. A drive is now 
on here to secure new members for the 
association and thus not only increase the 
membership, but also the delegation to the 
convention. 

M. A. Condon, a director of the associa- 
tion for South Carolina, has recently made 
a trip to Columbia, where he conferred 
with G. W. Nicholson, vice-president for 
this State, as to the possibility of getting 
Columbia shoe merchants to go to Jack- 
sonville with the Charleston party, which 
will leave this city via the Clyde line on 
Monday, June 5. Mr. Condon has ex- 
tended an invitation to all shoe merchants 


of the State to join the local delegation on 
the trip. 

Plans are being laid by the local mem- 
bers of the association to secure to Charles- 
ton the 1923 convention. The new and 
modern Francis Marion Hotel will be 
ready for guests by March of next year, 
thus assuring ample accommodations for 
all, should this city secure the convention. 


Whites Moving Freely 


The Newark Shoe Stores Company is 
now in new quarters at 439 King Street. 
The building has recently been erected for 
this concern, and is equipped with all 
modern conveniences for handling shoe 
customers. 

The warm weather has started the white 
goods sale with a rush. Condon’s reports 
splendid sales and anticipates a big “white 
season.” 





PHILADELPHIA 


High Grade Shoes Moving Better 


“Satisfactory Volume 


Recorded by Quaker City Factories— 


Retail Trade Fair to Good 


ETAIL business has been fair to | 


good in Philadelphia during the 
week. One thing, the weather has been 
favorable and this is having its effect on 
sport apparel generally, making it possible 
for the retail merchants to do quite a nice 
business on seasonable footwear. 

The wholesale end is quiet, with collec- 
tions reported as poor. Women’s high- 
grade factories in this district say business 
is picking up to the point of a satisfactory 
volume. 

General business conditions ere such as 
to furnish ground for an optimistic out- 
look. The building trades are looking up 
and, notwithstanding extensive plans in 
earlier months, new operations are numer- 
ous. Deliveries of building materials locally 
are steadily increasing. The iron and steel 
industry is very active. The coal strike 
seems not to exert much of an influence 
one way or another. Slowly, but surely, the 
textile plants are resuming and the unem- 
ployment in this district is rapidly dimin- 
ishing to the point where merchants can 
look for much better business. The crop 
outlook in the surrounding farm territory 


is said to be good with the farmers getting 
fair prices for early products, so that all in 
all, the ensuing Summer season does not 
look bad for retail activities. 


Men's Business Still Slow 


Men’s business is still slow, the volume 
of both pairs and dollars being mainly in 
the women’s end of the game, as has been 
the case for a long time. Already white 
shoes are making a showing in the sales. 
There are many new and attractive models 
being displayed in the downtown exclusive 
shops, and dealers say that in no previous 
Summer season have there been so many 
chic styles in Summery white footwear, 
for milady to choose from. Straps and 
sandal effects are the favorites; rounded 
toes and the lower heel modéls are best 
sellers. Patent leather continues a popular 
material. Little new life is noticeable as 
far as kid is concerned, and calf leathers in 
the light-weight footwear appears to be 
gaining in favor. Black and tan oxfords, in 
many sections of the city, are selling well, 
along with the snappier sport models. 








on 
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Whites Beginning to Move 


Pumps of All Kinds in Fabric and Leather Prove Popular— 
Warm Weather Brings Increase in Volume 


HE greatest white season in years,” 

is what Lynchburg shoe merchants 
say they expect to be upon them in a few 
days, and they have surely made great 
preparations, for practically every one of 
them have stocked up on a diverse line of 
styles. 

White pumps of all types, from flat- 
heeled, one-strap models for sport wear, 
to cut-out styles with full Louis heels for 
dress-up occasions. Some models are in 
kid, some in cloth of various kinds. In 
price the range is from the simple one- 
strap pumps priced at $1.95 by the 
Quality Shoe Store, upward. 

Not only are the merchants anticipating 
a good season in all white lines, but they 
have noticed a growing interest in black 
and white combinations, especially for 
sport wear. Some of the white pumps and 
oxfords are trimmed in dull black, but 
types that have the trim in patent are 
those that are attracting most attention. 

While all of the stores are displaying 
white styles, the Quality Shoe Store is the 
first to have any marked bargains in a 
reduction sale. 


Sandal Types Are Good 


Increasing interest in sandals of white 
or gray kid has been noticed by Rucker- 
Evans Company, which is reporting that 
it is practically impossible to keep wanted 
sizes of these styles in stock. The uncer- 
tainty of the length of time during which 
extreme sandal types will be in demand 
has caused this store to order lightly, but 
the re-orders have been many. 

Cool and damp weather for three weeks, 
which ended with a day of almost unnat- 
urally warm weather May 6, when Ran- 


dolph-Macon Womans’ College observed 
May Day, has caused the buying of Spring 
styles to be lighter than was anticipated 
this late in the season. But the merchants 
are noticing a difference now that the 
weather seems to have warmed up for 


good. 


Coleman Company Holds Sale 


Newspaper advertising and handbills 
are being used by the G. A. Coleman Com- 
pany to attract attention to a sale of 
pumps and oxfords. Three prices are 
named. At $6.95 this store is showing black 
and tan oxfords, tan flat-heeled pumps 
with two straps, black, brown and tan one- 
strap pumps with baby Louis heels, silver 
cloth pumps, brown kid and satin one- 
strap combinations, and smoked elk golf 
oxfords with patent saddle strap. At $4.95 
there is offered plain black and brown 
pumps, black kid one-straps with baby 
Louis heels, two-strap patent and black 
pumps with high heels, and several styles 
in satin and in combinations. A table of 
broken lots is offered.at $3.95. 


Baseball Season Opens 


Craddock-Terry Company has _ two 
baseball teams in the city league, which 
opened Saturday, May 13, under the 
municipal department of recreation. Last 
year the single C.-T. team captured the 
league championsbip in a walk- away. This 
year other industrial teams declined to 
join the circuit until arrangements were 
made for. the shoemakers to split their 
strength. One team will be known this 
season as the West End Factory team, the 
other as the Southland Factory team. 





SYRACUSE 


Plan to Attend Convention 


Syracuse to be Well-Represented at Convention in Albany— 
Retail Sales Shows Increase 


ELEGATES to the convention of the 

New York State Retail Shoe Deal- 

ers’ Association at Albany in September 
will be appointed by Thomas A. Fair- 
bairn, president of the Syracuse Shoe Club 
next month. Syracuse will send three dele- 
gates. A large number of retail merchants 
are planning to attend the convention. The 
local organization is soon to make arrange- 
ments for its annual outing, which will be 
the closing event of the pre-vacation sea- 
son. It will probably be held at Three 


Rivers, a short distance from the city. A 
committee to make arrangements will be 
appointed soon. 

Members of the Syracuse Shoe Club 
have filed formal protests with Congress- 
man Welter W. Magee and United States 
Senators Wadsworth and Calder agesinst 
the proposed tariff on hides. All three have 
acknowledged receipt of the protests and, 
while not promising anything definite, the 
representatives agree to give the question 
consideration. 
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Class to Close for Summer 


Thesalesmanship class of local shoemen, 
which has been in progress for several 
months, will close for the Summer about 
the end of next month. Sessions will be re- 
sumed in September. The first of the co- 
operative advertising sponsored by mem- 
bers of the salesmanship classes appeared 
this week in a local publication. The spirit 
of the advertising is to assure the public of 


_better service in local stores, through the 


adoption of modern and scientific methods 
of fitting and salesmanship. 


Retail Sales Increase 


Syracuse shoe dealers welcomed the re- 
turn of warm weather this week. Contin- 
ued cool weather had the effect of reducing 
sales on Spring and Summer goods, and 
many dealers had been pessimistic at the 
outiook. However, with the return of warm 
weather, most of the stores reported in- 
creased sales. Industry generally in this 
city is slowly returning to normal, with the 
big machine shops increasing their forces 
each week. A general improvement in 
business is looked for immediately. 

Practically every local dealer antici- 
pates a big season for whites of all kinds. 
These have been selling slow, on account 
of the weather. Barefoot sandals have been 
in big demand. 





PROVIDENCE 


Industrial Conditions Still 
Improving 


HOUGH there are still some disturb- 

ing elements in the business situa- 

tion here, there is no question of the trend 

of affairs. The area of business improve- 

ment is steadily widening. Business men 

in general are becoming more confident. 

Everywhere there is a growing realization 

that the rising business barometer, in 
divers forms, means something. 

The most encouraging thing about the 
current situation is that the improvement 
is taking place from the bottom, and 
though slowly, is headed skyward 

A big white season is anticipated in 
shoedom, and merchants state by Fall 
business will have come into its own. A 
spirit of optimism prevails everywhere. 


Alterations Complete 


Alterations, which have been going on 
the last six weeks at the local Crawford 
Shoe Store, is complete, bringing to view 
new window backgrounds of Circassian 
walnut. The interior of the store has also 
been renovated and the offices remodeled. 
A full line of misses’ shoes is now stocked, 
making their initial appearance at this old- 
time men’s exclusive store. J. J. Kenyon 
is the new manager. 
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Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 

















FAILURES 

Haverhill, Mass.—Baker Shoe Co., manufacturers, 
reported meeting of creditors called for yesterday , 
May 19 

Lynn, Mass.—Trubilt Shoe Co., manufacturers, 
reported meeting of creditors called for yesterday, 
May 19 

Salem, Mass.—Simard & Morneau Shoe Co., shoe 
manufacturers, reported petitioned into bank- 
ruptcy. 

Amesbury, Mass.—Littlefield Heel Co., heel 
manufacturers, reported petitioned into bank- 
ruptcy 

MetClehee, Ark.—W. M. McCloy (McCloy Co.), 
shoes, etc., reported petitioned mto bankruptcy. 

Fort Meade, Fla.—W Hurst (Hurst's Racket 
Store), shoes, etc., reported assigned 

De Funiak Springs, Fla.—J. M. fiemphill, shoes, 
etc., reported petitioned into bankruptcy. 

Orlando, a —Laveenee I Lawton, shoes, etc., re- 
ported petitioned into bankruptcy. 

St. Andrew, Fla.—T. J. Webb, shoes, etc., reported 
petitioned into bankruptcy. 

Eastman, Ga.—Leader Shoe Store (M. Katzif), 
shoes, reported petitioned into bankruptcy. 

West Palm Beach, Fla.—Harry Leibovit, shoes, 
reported petitioned into bankruptcy. 

Cartersville, Ga.—Mrs. A. Davis, shoes, etc., re- 
ported offering to compromise. 

Chicago, Ill.—Lewis Terminal Booterie (3352 
Lawrence Avenue), shoes, reported assi : 
Marcus, lowa—Marcus Co-operative Co., Inc., 

shoes, etc., orted assigned . 

Marshalltown, la.—August H. Simon, shoes, etc., 
reported petitioned into bankruptcy. 

Alton, Ill.—Fashion Shoe Shop, shoes, etc., re- 
ported petitioned into bankruptcy 

Chicago, fit. —Western Wholesale on Retail Shoe 
Store, Inc. (732 Maxwell Street), shoes, reported 
petitioned into bankruptcy 

Highwood, Il!.—Charles plas, shoes, etc., reported 


assigned. 

Rock Island, I!l.—Sherman & Shonfield, shoes, etc., 
reported embarrassed. Reported offering to 
compromise at 15 per cent. 

Peoria, Ill.—R. Huber & Co., shoes, reported pe- 
titioned into bankrupt 

Providence, Ky.—Sc Schindler's (D. H. Schindler), 
shoes, reported petitioned into bankruptcy. 

New Orleans, La.—Sam Schwartz, shoes, etc., 
reported aitioned into bankruptcy. 

Geo. Stern (Emerson Boot Shop), shoes, re- 
ported comp ymise effected 
Minnea inn. —Hathaway Shoe Co., Inc., 
wholesale ~ Say reported offering to compromise 
at 25 per cent. 

New York City—Philip Pensky (502 E. 138th 

Street), shoes, reported petitioned i into bankrupt 

Isaac Feldman (782. E. 152nd Street), = 
reported meeting of creditors called. 

Nathan Katzman (1299 Sth — shoes, 
petitioned reported into bankrupt 

Samuel Kronenfeld (50-1st ot, shoes, 
reported meeting of creditors called. 

Port he N. Y.—Edward Siegel, shoes, etc., 

Fala Nec into bankruptcy. 

Greaiee Falls. . C—D. W. Drum, shoes, etc., 

reported assi 


Mt. Olive, N. ~~ & Schwarb Co., shoes, 
etc. _ reported petitioned into bankruptcy. 

Cc ipeianet Ohio— Morris Katz, leather and find- 
ings oe meeting of creditors called for 

ay 2 

Tulsa, Okla.—Miller Bros., shoes, etc., reported 
offering to com ise at 20 per cent. 

Walter, Okla.—Jacob Weise, shoes, etc., reported 
petitioned into bankruptcy. 

Cleveland, Ohio—F. Prusa, shoes, etc., reported 
a ey ime penteesey. ad ‘ 
Koppel, Pa.— a etc., reported peti- 
+ wal into bankruptcy. 

Antlers, Okla.—Roberts Mercantile Co. (T. E. 
Roberts), shoes, etc., reported petitioned into 
bankruptcy. 

Ardmore, Pa.—G. Rossi (Main Line Shoe Store), 
shoes, re petitioned into bankruptcy. 

Connellsvil Pa.—Coch Melancon, shoes, etc., 

ed petitioned into bankruptcy. Reported 
ciuins to compromise at 25 per cent. Meeting of 
creditors scheduled for May 16. 
Farrell, Pa.—Gluck's Department Store, Shoes 
-. coppeee meeting creditors called for 
vo Pas last. : 

Phila Iphia, Pa.—Simon Shoe Co., wholesale 

shoes, reported petitioned into bankruptcy. 


Loyal Shoe Co., Abe Gonshery, Prop., whole- 
sale shoes, reported at meeting of creditors it 
developed that liabilities were $107,000, and 
assets about $45,000. The debtor not ready to 
submit any offer. Committee appointed to take 
charge, close store, and employ accountant to go 
over books. 

Reading, Pa.—Jacob S. Schwartz, shoes, reported 
petitioned ate pa ytcy. 

Charleston, 5. Beseuite, shoes, etc., re- 
ported petitigned jae bankruptcy. 

Columbia, 5. ramers Shoe Store, shoes, re- 
ported petitioned into bankruptcy. 

Samra Dry Goods Co. (Fred E. Samra), shoes, 
etc. orted =o into bankruptcy. 

Denison, Texas—M hargas, shoes, etc., reported 
petitioned into te picy. 

Jasper, Texas—Ratcliff Lanier, shoes, etc., re- 
ported gettionss into bankruptcy. 

Simpsonville, S. C.—T. L. Benson & Co., shoes, 
etc., reported offering to compromise at 33 1-3 
per cent. 

Richmond, Va.—Eva Buch (New York Clothing 
Co. ds shoes, etc., reported offering to compromise 
at 25 per cent. 

Pax, W. Va.—L. B. Bailey & Co., shoes, etc., re- 

ted petitioned into bankruptcy. 

Ishkosh, Wis.—New York Store, shoes, etc., re- 


ported assigned. 

Pedlar Mills, Va.—H. L. Johnson, shoes, etc., 
reported ee | into bankruptcy. 

Seattle, Wash.— . Goldman Co., shoes, etc. 
as = retin pe creditors was scheduled for 


Chartlerville, P. Q.—Philias Lauzon, shoes, etc. 
ed compromise effected at 50 per cent. 
Quebec, P. Q.—Le ~~ & Lepinay, shoe manu- 
facturers, report ssigned . 
Windsor Mills, P. Q. — E. Lambert, shoes, etc., 
reported compromise effected at 40 per cent. 


CHANGES 

Boston—H. Goldman & Sons, Inc., sole leather, 
Albert K. Goldman retires. 

A. Shuman & Co., clothing and shoes, sold out 
to Jordan-Marsh Co. 
Doris Arbeter (wife of Morris), shoes filed mar- 
ried woman's certificate. 

Haverhill, Mass.—Phillips-Cram Corp., shoe 
manufacturers, M. C. Cram, President, retires. 

Boilard & Bailey, Inc., leather, P. Boilard 
retires. 

Lynn, Mass.—Chesley-Glennon, Inc., shoe manu- 
aan incorporated with authorized capital of 
New Haven, Conn.—Shoe Reneu Inc., shoes, 
etc., incorporated with authorized capital of 
$10, 000. 

a Ill.—Associated Shoe Stores, Inc., shoes, 

ncorporated with — of $150,000. 

Faultless Shoe Co. (3113 Lincoln Avenue), 
shoes, incorporated ‘with = of $10,000. 

Benjamin Z. Ho! (2007 W. Lake Street), 
shoes, etc., succeeded by Podkin & Sandroff. 

Peerless Mercantile Co. (568 West Roosevelt 

Road), shoes, succeeded by Peerless Mercantile 
Co. (Baul Nathanson, Bvensisten}. 

Superior Tanning Co., leather, incorporated 
with capital of $150,000. 

Elgin, Ull.—Greenberg Shoe Stores, Inc., shoes, 
— 5 ee with ca a of $2000. 

Brazil, Ind.—Sanders ., Shoes, etc., succeeded 

y William . 

Topeka, Kans.— Pressman Bros., shoes, etc., suc- 
ceeded et Royal Clothing Co. 

Woodland, Mich.—S. C. Van Heston, shoes, etc., 
reported sold out to Shorno & R uel. 

Cape Girardeau, Mo.—Cape Army Store, shoes, 
etc., out a business . 

. J.—H. Laken, shoes, reported sold 


out. 

Belleville, N. J.—Max M. Blake, shoes, reported 
sold out. 

Newark, N. J.—Perlman Hutter Inc., shoes, suc- 
ceeded by Charles L. Hutter. 

—~ Prince (Prince's Boot Shop), shoes, 
out. 

Salis N. C.—Brown Shoe Co. ey Fr M. 

Brown), shoes, reported sold out to Joseph Gold 


Holdrege, “\ = Ty yeaa shoes, etc., 


Jersey City, J.—Ross Stores, Inc., shoes, etc., 
capital increased to $1,500,000. 





N. Trenton, N. J.—Allen & Lavinson (Wauk A. 
Bout Boot Shop). shoes, reported succeeded by 
Allen's Boot Shop 

Brooklyn, N. Y.- - Feinberg (192 Columbia 
Street), shoes, the report of sold out denied. 

Chester, N. Y.—Charles E. Kerner, shoes, suc- 
ceeded by H. M. Littell. 

Cohoes, N. Y.—Frank J. Gorman, shoes, out of 
business. 

College Point, N. Y.—Riolo & Hoffelder, shoes, 
out of business. 

New York City—Louis Astor (564 7th Avenue), 
shoes, reported sold out. 

Barnett Tossing Co., leather ircorporated 
with capital of $10,000 

Glass & Krinsky (211-229 Willis Avenue), 
shoes, succeeded by Jacob Krinsky: sold out 
store at 211 Willis y Ronen 

Well Made Stipper Co., manufacturers, in- 
corporated with capital of $20,000. 

Rochester, N. Y.—Gar Shoe Co., shoe + a 
ers, incorporated with capital of $100,0¢ 

Sheldon, N. D.—A . Burgess, shoes, ~™ re- 

ported sold out to T. e Thompson. 

Resunovine, Ohio—E. Harrison Co., shoes, etc. 
gy = ca soa of $275,000. 

Beaver O. Froehlke (Froehlke 
Boot Shey’ P-- succeeded by Mench & Yasger 
Foot Fitters. 

Milwaukee, Wisc.—National Pattern Service, 
Inc., manufacturers joe patterns, in cor- 
porated with capital of $25,000. 

Superior, Wisc.—A. Wiener, shoes, etc., reported 


out of business. 

Wi ba—Fashion Shoe Shop Ltd., 
shoes, ‘recently <__ 

Montreal P. Q.— H. Stewarj, shoes, out of 
business. 





New Shoe Stores 


The Tracehome Shoe Co., Fond du Lac, Wis. 
(H. C. Ginsherg, Maneger). 

Sam and Frank Up-Stairs Clothes Shop, shoe 
department, an 2 woe store, Northwestern 
Corner ae Se th and Main Streets, Salt Lake 

tah. 


City, Ui 
‘ hristensen Boot Shop, East 3rd Street, Salt 


Lake City, Utah. Up-stairs store. 
Jacob Stone, Lynn, Mass. 
e. St. Paul Shoe Store (Geo. ‘Daigneault), Montreal, 


The Bootery (F. Ford) Manchester, I 
Arthur Schuette, De Plaines, Ii. a 
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Neatest, strongest, lightest and most 
convenient fitting stool on the market. 


fadines ‘hows. your jobber cannot 
supply you, =e. £65 from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 
For thirty-five manufacturers of 
Milbradt Rolling Step Ladders. 
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WANTED TO PURCHASE 





BOOT AND 


MISCELLANEOUS 








: THE NEW YORK EXPORT 
: PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
: PHONE—SPRING 9965 
: WILL(SLOW SELLERS )FOR 
“BUY |SURPLUS Stocks! casH 
Bargains in shoes always on hand for special sales and bargaia basements, 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 
For 30 years our specialty. 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
610 Broadway Brooklyn 
Phone Stags 175 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 
Leases having a short term to run taken over. 
Established 25 years. 

I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 











CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 











MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


Catalog THE CHICAGO 
and Prices WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 

















DO YOU KNOW? 
that you can buy it—or 
sell it—through the 
“Where to Buy”’columns. 
This feature in its quick 
is a time saver in 








Bicycle 


STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 
Send for cata- 
log giving full 
description 


and prices 
LTT 


THE BIC as 








67 Randolph St. 
Chicago, . 





Every Shoe Store Needs 


a pair of 


“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 
€URVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


““Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine . 
“MANCHESTER” 
curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. 








Chicago Branch 
161 W. Lake St. 
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WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 
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The Most Popular | 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 








With Standard Measures, 
English, French, 







American 
soe Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 
Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 





Raajanmanoncaaaaane, 

















Celebrated Glass Fixtures 
G. F. 


Wood Fixtures 


Ca No. 14 
Artifi Flowers 
Catalog No. 19 
Window Valances 
In Stock 


Ask samples 
Plush and Window Rugs 
Samples sent. 





The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 


Chicago 





NEW YORK SHOW ROOM 
70 West 36th St. 
Just East of Broadway 














WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 











meeting immediate needs. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


‘Recorder’ rates for space less than one-eight PSITIONS WANTED —Fow cents per word for each insertion. 
page per issue: Pm y ui seventy-five cents. For 
a . P ° ° P Want pe hw = cents per word for each insertion. 
Space 1 time 7 times 13 times 26 times 52 times Minimum amount accepted, $1.25. Ads under this heading will be 
Lin... $5.00 $400 $3.50 $3.00 $2.50 po ee Senet thom ae 
2 in... 10.00 8.00 7.00 .00 5.00 words must be allowed in each advertisement for address. When 
dvertisers desire ies fi direct to their address, bh 
3 in... 15.00 12.00 © 10.50 9.00 7.50 word of the odibas shat bo counted in the advertisement and paid 
4 in... 20.00 16.00 14.00 12.00 10.00 Q 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 

















SALESMEN WANTED SALESMEN WANTED 








SALESMEN WANTED 








WISCONSIN manufacturer of high-grade work 














and wa with bigh-callbered would like to get in com- 








munication with high-calibered salesmen who have SEVERAL CHOICE TERRITORIES 
-— : in their is ability and are willing to OPEN FOR EXPERIENCED SALES- 
take line on straight seven per cent commission MEN WITH RECORD-PROVING 
basis, with no drawing account. No objections to 
men carrying other non-conflicting line. Follow- ABILITY TO DEVOTE ENTIRE 
ing —_ coe: mous New one gee TIME SELLING 

ermont, Southern New » Pennsylvania, Vir- Our snappy, high-grade dress welts 
pinta end Wes Vingieee. Cite, Cosas and View. (solid leather) to retail at $7.00—5 
ida, M coer Louisiana, Arkansas ._—* and lasts, 5 shoes, 9 oxfords, genuine calf- 
Nebraska, O' oma. Tdiana Illinois, I we. and skin (Russia tan, black and c 
Texas. Address D- Boot and Shoe Re- . 


red). Also Havana brown and blac 


care 
corder, 207 South St., wy vici. Also to sell our solid leather 












, fords. im on ees ae and i. =~ 
LES ‘ords in grade chrome. ma 
ie a get l p sides to ale at $5.00. Give age, 
iy caleenpen hand Rime ~ Temgth of time in territory preferred 
ae. and advertised uWhite—the previous record. 





concentrated white shoe cleaner. A OGDEN SHOE CO. 
big repeater with drug, retail shoe, Milwaukee, Wis. 

findings, and notion trade. 
Dealer 60 per cent. Best side 













Salesmen Wanted 


We desire a few high-grade 
salesmen to carry our line of 
in-stock women’s novelties in 
unassigned territories on liberal 
commission basis. Only those 
with the following and those 
handling non-conflicting lines 
will be considered. Write in de- 
tail stating territory covered and 
lines now handled. 


DUANE SHOE CO. 
143 Duane St., New York 











line ever offered. "Splendid sales help. 











Write for territory o—_ free sam- 


ple. Ettenson Chemi “ A St. Louis Mfgr. making a short but 
worth, Kansas. very strong line of men’s and 
— — ae shoes at popu 
. . ices have a few good territories open 
W ANTED—Salesmen to sell a line of high-grade pay 6% commission and credit oo ali 
African lambskin slippers. About ten sam- mail orders received from territory. 
Liberal commission. Van Arnam & Co., No objections to non-conflict lines. 
dloversville, N. Y. Address D-246, care Boot a 
Recorder 207 South St., Boston, Mass. 































SALESMAN WANTED oor line open 





for live-wire salesman. New York Company, 








making 0 pigh goede Mae of ladies turn shoes and 
boudoir sli is open for salesman with estab- 
lished wnie fer the fol following territories: New 

York and New land States. South and Middle OGDEN SHOES 
ba bay I t. Write full —- 

( t 

Address D236, cane Post SES Shoe Recorder, 207 The following choice territories 
South St., Boston Mass. open for live-wire salesmen: 


Colorado, New Mexico and 





















Ot ~~ tA ron a Arizona. 
ties. Liberal commissions. Address D-233 Southern Texas. 
Bist and Shoe Recorder, 207 South St., Boston. Virginia. 
Wisconsin. 
Se Covet | Tiincle end Ini Indiana New England. 
of soft aziee, Chicago Offioe, 17 North Wabash. OGDEN SHOE COMPAN . 






E. Leavitt, Mar. 





Milwaukee 



















ge STYLE EXPERT WANTED—A large 
Louis shoe manufacturer desires to connect 
with man ca of creating and anticipati 
styles in ies’ footwear. Applications 
strictly confidential. Address D-243, care Boot 
and Recorder, 207 South St., Boston, Mass. 





Wire fo tn salesman for Lower Michigan and 
.- for Indiana. Must know A. and cover 


wg State 
Stitchdowne” Me MeKays and na easing — 75 
samples. present non- 
competitive line. es we ies & Legging Co., 
Hagerstown, Maryland 


ALEMAN—For New England. We want a 
ngland 








n acquainted with New E 
retail shoe trade proposition for the right 
man te \ 245, care 
Boot and Shoe . 207 South St., Boston, 

ass. 
ARTE —-Geete salesman for 
Ww Chicago, to 


yoy BK medium 

a ca made in Middle Western factory. 

experience and references. Address 

D-248, “aro eet oud Shoe Recorder, 207 South 
St., Boston, Mass. 





SPECIAL PROPOSITION 
UR sales manager will visit the cities to 
place men that have actually $135,000 
or more, annually, to well rated volume buyers 
(war sales eliminated). If you are now connected 
with a women’s shoe manufacturer, and consider 





uppers. ANTED—Salesman experienced in selling fine 
Ww a ~-& Address K-594, care me ladies’ nd turns Ohio, In- 
Boot and Shoe Recorder, 127 Duane St., New York aan A. n walla ugh = 


isconsin. _ Commission 
basis. John Strootman Shoe Co., Buffalo, New 
WANTED-—Shoe salesmen to carry as a side York. 

















line our men's bedroom ‘oo Wonderful 
qoerenahty. Address K-595, care Boot and Shoe IVE SALESMAN with established trade, 
order, 127 Duane St., New York. 





A to carry a live, snappy, up-to-the- 
t ne of eight men's welt shoes to retail at 


33.00, i} solid, made on combination lasts in 
W ANTED—Shoe salesmen to carry *, a side different widths. Latest patterns. Western 
line our children’s boudoir 
















y if the best man on the territory, our women’s 
shoe product, to retail for $5.00, $6.00 and $7.00, 
is the strongest in the land. We w best 
men in the country that can make good money. 
Spelt eo Sees 
Solbeg your sapeteinn dak tabsioan habe 

your a erences. 
Dae. care Boot and Shoe R 

., Boston, Mass. 


: 
b 
Be F 
3 


all 
: 
i 





WANTED Salesmen to sell as side line a strong 
and fine line of children’s ee 


slippers. Wonder- quality, Eastern snap. Send photo and state ter- sizes 2to 11. Winners in qualit Some 
ful « ~ ag" _— K-596, care Boot and ritory covered. y- #- D-240, care Boot and territory . Address B22 care Boot & 
Shoe Recorder, 127 Duane St., New York. Shoe Recorder, 189 W. Madison St., Recorder, Powers Bldg., , N.Y. 








SHOE BUSINESS FOR SALE 















UP-TO-DATE EXCLUSIVE SHOE STORE. 


DID OPPORTUNITY. 





NEW STOCK; NEW BUILDING; : 
LIVE TOWN OF 15,000 IN NORTHERN MINNESOTA WITH FINE TERRITORY TO DRAW FROM. SPLEN- 
Address D-249, care BOOT AND SHOE RECORDER, 207 SOUTH ST., BOSTON, MASS. 





FINE STREET LOCATION, | 
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BOOT AND SHOE RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “‘more” but “‘right’’; sold for the right purpose, to the 
right wearer, in the right fitting, for the right price, at the right profit. This is the great problem of the retail shoe 
merchants. The chief purpose of “The Boot and § Recorder” is to help solve it; for this is the basic problem upon 
the progress of the entire allied industries relating to shoes and leather; their production and distribution. 
Annual Subscription in the United States, $5.00 Per copy, 25 cents Canadian, $6.00 Foreign, $10.00 
No Subscription Accepted for Less Than One Year 
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Cable Address BOOTRECO 





Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


Root Newspaper Ass'n. Member of Audit Bureau of Circulation. 
Entered ail the Post Office, Boston, Mass., as second class matter. 


Printed in U. S. A 














SALESMEN WANTED 


TO RENT 





WANTED An experienced salesman to sell a 
line of medium-grade turns to the wholesale 
trade. Address D-253, care Boot and Shoe Re- 
corder, 207 South St.. Boston, Mass. 


WANTED—‘Side line sal i 
basis; one who has an established trade to 
carry an in-stock line of comfort shoes and men’s 
slippers. Replies will be treated in confidence. 
Address D-255, care Boot and Shoe Recorder, 207 
South St., Boston, Mass 














FOR RENT 


In the heart of New York City’s whole- 
sale shoe market—store and basement 
(each 25 by 60)—ready for occupancy 
now. Inquire 
HORACE ELY & CO. 
76 Williams St., New York, N. Y. 














POSITION WANTED 





W pict ye ~ as assistant buyer or 
manager of department or exclusive shoe 
store. Can furnish satisfactory references as to 
character and ability. Age 29 years, Gentile Ameri- 
can, 12 years’ experience. Wish to locate in State 
of Pennsylvania. Address D-244, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


SITU ATION WANTED—Shoe buyer and mana- 
ger for Chicago or vicinity. Young marri 
man. Ten years’ successful experience as shoe 
buyer and manager. Al references. Address 
D-239, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, 


R. PROGRESSIVE SHOE DEALER—Do 
+"4 you wish to mecrease your sales and profits? 
I am a foot and arch support specialist with 15 
years’ sales experience and have a most attractive 
BF car to offer you. Write today. Address 

242, care Boot and Shoe Recorder, 207 South 

. Boston, Mass. 


por nearly ten years I have been in retail shoe 
business for myself. I have demonstrated my 
ability to both buy and I< 

high-grade store. Am now out of business and 
seeking a position as buyer or manager of a shoe 
store or department. Wiil consider either salary 
or commission proposition. dress D-251, care 
om and Shoe Recorder, 189 W. Madison St., 
thicago. 

















FOR SALE 


FOR SALE—Real Shoe store in a real Indiana 

city. Everythi , <. Le ts ae trade, 
stock, equipment. portunity. In- 
vestigate at once. Address +x , care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 











Rubber Heels for Sale 


200 gross Gillette rubber heels, packed 
one pair in lithographed box, 12 boxes 
in carton, black and tan. 80% run 
size 5 to 11, balance ladies; price $6.20 
per gross f.o.b. New York, insurance 
and storage free to June Ist. M. 
wenthal, 187 Reade St.. New York. 














F° )R SALE—Shoe store in one of the best towns 
in the State of Washington, 20,000 population. 
_ rm a pow $40,000; stock will i es about 
» is is your opportunity. nvestigate. 
Address D-241, care Boot and oe Recorder, 
207 South St., ‘Boston, = 


F 

heart of the business district. Fane ted ok town. 

No old goods but u ag h stock, will inventory 

about $18,000. " Address D-254, 
Bos- 


care Boot and Shoe Relator 207 South St., 
ton, Mass. 








For rent, room 18 by 80 feet, in a first-class 
location in Peoria, Ill. Recently been remodeled 
new front and ceiling. $250 per month first year, 
$275 next four years. Steam heat, free. Address 
John Hale Hat Co., Peoria, Il. 


FOr. RENT—A store in the city of Madison, 
Wisconsin which has a population of 45,000. 
Size of room 22 by 100, al aan of basement 
22 by 100. It is on the Capitol square—the best 
location in the city—and has been occupied for 
the last 15 years by the Walk-Over Shoe Co. A 
reasonable length of lease will be given. Possession 
November 1, 1922. Inquire of Sol Levitan, Madi- 
son, 











WANTED TO BUY 


pT WEEKLY IN THE INTEREST 
F THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. Se gi Treas. and Gen’l Mer. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 
SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 
ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHER’S NOTICE 
a ye) = - subscription A ny of the 
and Shoe Recorder is $5.00 a year in 
LE which includes postage in the 
United States, Cuba, Hawaiian ——_ 

fulapoine Islands and Mexico. 
da is $6.00 a year including pause. 
FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 

per year, including postage. 

All subscriptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for “Wants. for Sales, etc., see Want Page. 





ANTED TO BUY—10,000 or more govern- 
ment four buckle all rubber arctics, No. 77011. 
Make me price. Guy Alspach, Rochester, Indiana. 





TO LEASE 





HOE paces in popular price department 
S store, located in New York State, to lease. 
Very attractive proposition will be made to re- 
sponsible oats. Do not answer this ad unless 
ou have capital and mean business. Address 
gf care t and Shoe Recorder, 207 South 
Boston, Mass. 





MISCELLANEOUS 








ST. LOUIS, MO. 








OFFICES IN 


BOSTON OFFICE: 207 South Street. Cor- 
respondence relating to all departments 
d be to the office. 


BROCKTON OFFICE: 224 Moraine & Geo. 
W. R. HILL, M Tel 








CHICAGO OFFICE: 189 West ~ teal St. 
Telephone Main 1089. B.C. Bowen, — 

ST. LOUIS OFFICE: 1627 Locust St. B. C 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bidg.. 
127 Duane St. H. Walter Scott, Manager. 


PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. . Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

ae my ig 810 Gepend Netignal 
Bank B . M. wen, Manager 
phone Canal 4426. 


ROCHESTER OFFICE: 609 Powers Bi 
Seward, Western ve Yor 
| ——— lt Telephone Stone 63 
LYNN OFFICE: Fred A. Gannon. 
MILWAUKEE OFFICE: Leonard E. Meyer, 
> wen, menage), 405 Broadway. 
‘elephone Broadway 1827. 
WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. 
PARIS OFFICE: 2 Rue des Italiens. L Hub- 
bard, Manager. 
LONDON OFFICE: John C. Costin. Manager, 
11 Haymarket, London, S.W., 1. England. 
AUSTRALIAN OFFICE: 430 Lit. Collins St., 
Orricy Manton, Manager. 
CONTINENTAL avg Ae, a = am. 


2, Vi 
INAS Bocnos Aires, agi 4 2721, 
hr 
CHILE: tiago, Las Rosas 1123-1127. Otto 
Fubrimann. e. 
COSE: Bae. H. Gomes, Corrales, 2A Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wagen, 


SPAIN: G Gerente, Leoncio de Miguel, Librero 
Editor, 20 Fuencarral, Madrid. 
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Fashion Ornament Co., Brooklyn, N. Y 136 
French Beading & Novelty Co., Philadelphia 131 


Hecht Fixture Co., Chicago. . . ee 
Kahn, Edw. E., Co., Brooklyn, N. Y....... . 136 


Milbradt Mfg. Co., St. Louis, Mo. ; 41 
Miller, O. A., Treeing Machine Co., ‘bet k- 


Onken, Oscar, Co., Cincinnati, Ohio 


Parisian Beading Works Co., Philadelphia. . 136 
Propper Silk Hosiery Mills, New York City. 106 


Vanity Novelty Works, Brooklyn, N.Y... .. 136 


Whitcher, Frank W., Boston. . 


MISCELLANEOUS 
Atlantic Printing Co., Boston. .. 


Blacher, Chas., New York City 
Brooklyn Purchasing Syndicate. 


Calderwood & Preg, Inc., Boston 


Hooper Printing Co., Boston 

Hotel Breakers, Atlantic City, N. J...... 
Hotel Essex, Boston 

Hotel Martinique, New York City 
Howard Print, Campello, Mass. . . 


Kalter Cerf. Merc. Co., Max., New York. 


National Shoe & Leather Association. .. 


New York Export Purchasing Corporation, 
New York City 


Root Co., F. S., Boston 


The Claridge, New York City.............. 54 
Tolman Print, Brockton, Mass............. 138 


University Electrotype Foundry........... 138 
War Dept., Surplus Property Div. ........ .145 
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IPPLIES, 3 
16 ; 
137 
Hemp- 
137 
h hi hoe Findi 
a Shoe Machines, Shoe Findings, 
erhill, 
: Shoe Machine Part 
108 
* D A J 
2 War Department Auction 
26 . 
O18 Ft. Sam Houston, San Antonio, Texas, June 1st 
*PLIES 
+t Shoe Machines 
~ : Finishing Machines, “Champion,” Model F 50.............. 2 
a OR factory, shoe — ag gh te A a Pe ee ee l 
- ing plant or dealer in hans sss RRR EOS « Sis ce ese eees 2 
135 equipment and sup- Riveting, Eland, £/Tie: Beer RAOOMR, 6055s cc cccccwnecaeceees 10 
135 . ‘ Stitching, “Champion,” power (Straight Needle Awl)........ 2 
pod plies, this sale affords an ag a ee ee ae eee 4 
- unusual opportunity. The Stapling, Hook & Eyelet, foot power, No. 2.........2200000: 1 
sia machines are all in either Upper Stitching, . Singer, 29-4... PA ed REIN 5. ci aK Aw ete a 6 
— 3 ee eS, ee ee eee 1 
class A or class B condi- Nailer, “USRM CO.,” foot, complete. .......-.-0cecceccceeek® 
i41 tion. There is an ample Loose Nailer, “USRM CO.,” power, Model B............... | 
136 Welt Geoover, “Goodyear,” hand. . .2.ii. cccihis cis DRS eds 1 
supply of spare parts and ye ae ac 
Ml e e ° MACHINE PARTS for “Champion” Clincher, Finisher, 
k- equipment. Shoe findings Harness Stitcher and Shoe Stitcher, “Goodyear” Shoe 
lle in wide variety and in good Stitcher, “USRM CO.,” Loose Nailer. 
141 iti e 7 . 
quantities are represented. Shoe Findings and Materials 
= Altogether the sale is a a EP Ps RES 
: : e catalog will give you a “whale of a list” of items— 
7 mighty important one to Tarred Felt Bottom Filler Sheet, Leather Heels and 
aid you. Get the catalog, Soles, Lifts, Nails, Patches, Heel Plates, Shoe Shanks, 
: Wire Slugs, Half Soles, Inner Soles, Whole Soles, 
check renal yee Oe oe Tacks, Wax, Welting Leather, Thread, etc. It is all 
and either go to, or be class A material and quantities run to worthwhile 
"7 represented at, the sale. amounts on most items. 
141 
The Government reserves 
141 . . 
i the right to reject any or Shoe a Equipment 
all bids. Cm FOC 
148 Lasts, Mallets, Edge Setting Trows, Awls, Brushes, 
h- Cutters, Needles, etc. 
60 
“a For catalog write— 
5 Quartermaster Supply Officer, Q. M. Intermediate Depot, 
, Ft. Sam Houston, San Antonio, Texas 
38 ‘ — ——— : 
4 “ws F ee et Ae es yng a ey 
8 
8 
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SPECIALS | [7 ~GREELEY’S BOUDOIRS 
or IN STOCK 


Smoked Elk Oxford, mahogany ‘ = 
apron, box toe with per- You will like the 


forated tip. Grain insole and 2 : : 

counter. Oak sole with spring kind and prices. 

Quality our strong- 

Infants’, 5 to 8 $1.30 per pair hold. Send for sam- 
Children’s, 844 to 11 ' Guevssesnadasay BET tt : 7 ples and prices. 


Misses’, 111% to 2 , , ° ee 
A. W. 


Terms 2% 10 days. Send for samples of other lines. GR EELEY 
THE BROOKLYN SLIPPER co. Black— Red 49 Washington St., 


r z= Havana Brown Haverhill. Mass. 
397-411 Osborn Street Brooklyn, N. Y. Blue Branch Factory, 
Pink Newton, N. FH. 



































Wood Soles | EXACTING 
Boots and Shoe P=) Shoe Manufacturers 


Full Oil Grain YE,” % qmeed MEY ER's 
J 4 ” . 1 in- 

Leather, Water- f creases wear of shoes 
proof Sole Leather wis and decreases cost of 
Counters. High-cut 7 production by saving 
Buckle Shoes $2.25 4 otto oot) hee 
High-cut Boots 4.25 that MEYER’S thread 
Riemer’s Steel i piueed in —- factory. 
s <) ' . . savings 
Rims for Sole ‘ , ait, | Witsoe ot 
and Heel... .50 >. product, permit prices 
T ach that make sales. MEY- 

‘ line includes 


A. H. RIEMER SHOE CO. Su fear eve Pr 
MILWAUKEE, WIS., U.S. A. 























APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
owing children and as a fully venti- 
fated ithoo, the Burkley Ventilated Foot 


A os COMMISSION 
“yen” somplie by Sending LEATHER MERCHANTS 
ioe Been Se FINE OAK SOLE LEATHER 
BURKLEY 
a oo BELTING BUTTS 
Retails $2, $3.50 1156 No. Main St, 
Brockton, Mass. 








332 Summer St. 





GROPING IN THE DARK 


Time was when the purchase of advertising methods this organization is able to supply 
space was a “blind groping in the dark.”’ Ad- just the data an advertiser needs. The dark- 
vertisers bad no means of checking a pub- ness is dispelled and the bright light of veri- 
lisher’s statement of circulation and often fied facts takes its place. Space buyers no 
these figures were unreliable. longer find it necessary to grope in the dark. 


In six years the Audit Bureau of Circula- There are no dark spots in the Boot and Shoe 


tions has solved this perplexing problem. By Recorder circulation. Our records are audited 


a systematic analysis of distribution and by the Audit Bureau of Circulations. 
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“Constant Comfort 


‘sAmerica’s Best Comfort Shoes’”’ 


Make your store the local 
headquarters for serving 
real comfort in attractive 
packages. Many women 
will buy “Constant Com- 
forts” if given the oppor- 
tunity to know their 
merits. Such a trade is 
both stable and perma- 
nent. Sixty styles of 
boots,- sandals, and ox- 
fords in stock. 





No. 478R—High-Grade Black Kid Oxford, 11-8 : 
Wingfoot Heel, ~ Ooze Lining, Combination Last. - Sn Sat Kid bay ay Sandal, 
’ s77R—Same Style in Plain Toe. Both in rag a ¢ tery °°. CD. ed _ ining 65 
LIE a Last Carries B Ball, A InstepAA Heel . No. 47m — Similar Style, Next Grade with 
Seat. In Stock A, B, 

No. wm as No. roy in One- 

In Stock B, C, D, E.. 








No. 87R—Black -— Two-Strap Sandal, 
12-8 Cat’s Paw ns 
In Stock A, B, C, D . $2.25 
No. 48R—Same St ici in a One- Strap. 

D, E... * $2.15 


In Stock B, 
No. 52R—Best Quality Black Kid Oxford, : No. 90R—Black Kid, Stock Tip Oxford, 9-8 Cat’s 
Imitation Perforated Tip, 13-8 Wingfoot Paw Heel. " . 
Heel, Gray Ooze Lining. No. 91R—Same Style with Plain Toe. 
No. 50R—Same Style in Plain Toe. Both In Stock C, D. E 
Both In Stock A, B, C, D 


No. 81R—Black Kid Pee-Susep Sandal, 8-8 Cat’s 


No. 74R—High- Grade Black Kid Blucher Oxford, —_ 144R—Best Quality Black Kid Two- Paw Heel, Gray Ooze Lining 

a 8 Cat’s Paw Heel, Gray Ooze Lining. Strap Pump, Black Kid Quarter and Sock No. 86R—Same Style, Next Grade, Drill Lining, 
No. 73R—Same Style i in Straight Lace Oxford. Lining, 13- 3-8 Wingfoot Heel. “Constant Comfort” Heel. 

Both In Stock_B, C, D, E $3.00 In Stock A, B, C, D . Both In Stock B, C, D, E 


Ault-Williamson Shoe . Co. 


Manufacturers 
Auburn BS AXeRESaFFige. wg, sm gener Maine 


Kansas City, Mo., Office—Suite “C” Mass Bldg. 
Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. 7 So. Fifth St. 


——"————— ee a ee a oS <= <= Se ae ae mee ee ner 
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SI/P H OS 1ery 


The following numbers include the new 
new light shades which are being worn so 


extensively with black patent leather sandals: 


264—An exceptionally sheer “‘semi-fashioned”’ hose, 1375—A full-fashioned, all-silk ingrain dyed hose, 
shaped at the ankle. Each pair wrapped in a sepa- with square heel and matching strip at garter top. 
rate transparent envelope. Colors: Black, white Colors: White, beige, camel, gray, polo,®¥cham- 
taupe, gun metal, suede, rose beige, polo, cham- pagne and silver. Boxed % dozens. Sizes 814-10. 
pagne, gray. Sizes 844-10. Boxed —— Per doz $24.00 


375—An all-silk, full-fashioned,heavy-weight dipped 

351—Medium weight full-fashioned silk hose, with hose, with square heel. Splendid wearing qualities. 

square heel and lisle tops and sole. Ingrain dyed. Colors: Black, African ae cordovan, Russia 

Colors: Black, gray and rose beige. Boxed % doz- calf, taupe, fawn and silver. Boxed §% dozens. 
ens. Sizes 844-10. Sizes 814-10. 
edad tite Per doz 


FOR IMMEDIATE DELIVERY 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 
BROADWAY at 24th STREET, NEW YORK 


Boston Office....... bed ....31 Bedford Street 
Philadelphia Office. . oe 1033 Chestnut Street 
Buffalo Office. .... cbacans ..1, Mutual Life Bldg., Pearl Street 

; bn 36 South State Street 
San Francisco... oer 259 Geary Street 
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Service 


—prompt deliveries | 
are as important to us 
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as they are to you. 
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IN STOCK 


White Nubuck Mary Garden 
Patent Leather Trimmed 


B and C WIDTHS 


( 








—_— 


~ 


Lb 

<osS 
\A D7 2. 
a 
> 


(eC CECE Ee) (): 


dn 


Stock No. 370 


*4.10 


less 5%, 30 days 


Write for Our Latest}Folder of In Stock Shoes. 


* 


Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, 
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Introducing 
OHIO KAFFOR KID 


This creation is distinctly different and some- 
thing entirely new in leather manufacture. 


It eclipses anything yet produced in its uni- 
versal adaptability for men’s, women’s and 
children’s dress shoes. 


OHIO KAFFOR KID insures in a shoe 
comfort and ease such as has never before 
been known in footwear—besides having a 
beauty in appearance only appreciated when 
seen. 


Made in Black and Morro Brown—guaran- 
teed a straight aniline dyed leather, free from 
pigments. 


Sample cuttings and further information 
gladly furnished upon request. 


Originated and manufactured exclusively by: 


THE OHIO LEATHER CO 


GIRARD, OHIO 
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NUT BROWN COLOR 


$3.40 
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IN STOCK 


B-C-D Widths 
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THE WONDER OXFORD THAT SELLS ITSELF 


“Boy! That’s areal shoe for the money. It feels fine. 
Wrap ’em up.” 

Two months ago g12x hit the style nail on the head 
so hard that our factory has been running overtime to 


keep up. Today gi2x is selling as strong as ever. 
It is the season’s best bet for volume business. 12 


iron edge and rubber heel. 
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Mail your detailed sizes and widths now. You can 
size up every week throughout the summer months. 


MARION SHOE CO. 
MARION, INDIANA 





SS 


a Ma 
ieaseeeiarerseee 





= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
_ 
= 
= 
= 
= 
= 
= 
= 
= 
=| 
=| 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
=, 
=, 





> 


=> 








: 7 | \) | 
X : : iI / 
: a? Se SF SF SP SS re ee Pu 
te saz eUUENACULDLVODELUREOUIULTEEDELOEELUUNLEREOU OO EIDEIEUDUUEDLLEDEDPEDDDDN 2225 ans o5cccscc22saeg ATT TUN EL ETEETELUOLERERIETEEET TET PTEET TPP ETTLTAT LITT ERTT EDT TTB Thee =: st 








The Boot and Shoe R der will appreciate your mentioning the publication in replies to advertisements. 








BOOT AND SHOE RECORDER May 27, 192? 


r 


ZOU ECONO OOO OU OU OUT OUOO 





Four More Popular Numbers 








Shown by Tober-Saifer 


Made in Our Own Factory — In Stock Ready To Ship 








STYLE No. 2866 


Our New “Classic”? Pump 


Patent Two Strap, Silk Gros- 
grained Bound. Perforated 
exactly as illustrated, 13-8 
Military Heel, Rubber Top- 
lift, Flexible Sole, Kid Quar- 
ter and Sock Lining. A New 
Popular Number. A, B and 


: 
. 
5 \ C. 2% to 8. 
: 
: 
: 


$3.50 


No. 2868—Exactly same style 


Style No. 2866 as above in Black Kid. 





STYLE No. 2862 
Our New “Bab’ Pump 


Patent Chrome Cut-out Quar- 
ter One Strap, Silk Grosgrain 
Bound. Perforated exactly 
as illustrated. 13-8 Military 
Heel, Rubber Toplift, Flexi 
ble Sole, Kid Quarter and 
Sock Lining. A Big Seller. 
A, Band C,. 2% to 8. 


$3.50 


No. 2863—Exactly same style 
as above in Black Kid. 


$3.50 


| TOBER-SAIFER SHOE CO. 


Style No. 2862 





Manufacturers 


Novelty’ Shoes In Stock 


1312 Washington Ave. St. Louis, Mo. 











a se sm ste eM tert hth 
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Standard 


° 


World 





Reg. U.S. Pat. Off. 


MAKE A STRONG BID FOR TOURIST 
AND SPORT BUSINESS THISSUMMER 


Thousands of persons are leaving every week now for their chosen 
pleasure ground. Some sail to climb the Alps of Switzerland, others 
go to our Western woods and mountains, still more will roam Old 
New England’s hills for vistas of the countryside so enchanting. 
They cannot enter into any outing whole souled without proper foot 
wear. ‘Today the public is seeking shoes appropriate to the day’s 
programme. Sell your trade on this idea and increased sales and 
profits will follow. For a care free life in the great outdoors fit out 
your customer with— . 


The “National Park” Hiking Boot 
In Stock For At Once Shipment 


Heights, 12 in and 14 in — Leathers, Elk, (Popular Shades) Carl E. Schmidt’s, 
Eric Calf, (Popular Shades) 


16312—Mahogany Elk, 14-inch moccasin toe boot, 
sizes 214/7, A to D, at $6.25 


16310—Mahogany Elk Round toe, 14-inch cap toe $5 75 
boot, size 2144/7, A to D, at 4 


16110—Mahoegany Elk Round English- toe, 14-inch $F 75 
cap toe boot, size 2144/8, A to D, at = 


31108—Carl Schmidt Mahogany Eric Grain, semi-English last, 
14-inch plain toe blucher boot, extra light sole, size $5 75 
2144/8, A to D, at _ 


The “National Park” hiking boot has everything to recommend it to discriminating 
trade. We have put into it materials that are of known value. The utmost 
attention has been paid to details. It is a boot that’s all there in style, fit, and 
wear. You'll like it. Your trade will take to it. Business should be good on it. 
There is every indication this early in the season, that this boot will go big. 





TERMS 2% 10 DAYS NET 30 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, MISSOURI 




















M 





8 BOOT AND SHOE RECORDER May 27, 1922 








The Popular One Strap 











Reports from all parts of the 
country show that the Patent 
One Strap still continues to be 
the volume seller this spring. 
This “Johnson Brothers’? model 
has all the merits that have 
made this style so popular. 








No. 578—Patent Leather One Strap with Imitation 
Tip. Made on No. 118 last. 14/8 heel. Medium 
narrow toe 


. 
SEND FOR SAMPLES AND PRICES 


JOHNSON BROS. 


SHOE MFG CO. 
HALLOWELL MAINE 
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ANOTHER “WORTH WHILE” STYLE 











Tan Norwegian Oxford, Short 
Wing Tip, Boston Last 


The dealer who buys of us keeps abreast 





of the times. 





We are always showing “worth while” 





styles that can be turned quickly at pleas- 
ing profits. 


“Doherty” standards of shoe making are 
old New England standards known and 
recognized everywhere as the safe stand- 
ard for buyers. 


Concentrate your buying and selling 
power on “worth while” styles and thus 
draw to your store a “worth while” trade 








in men’s welt shoes. 


DOHERTY BROTHERS 


AVON, MASS. 


New York Office: L. W. Gordon Co., 149 Duane Street 
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Per Pair 


$3.30 


Black, No. 550 
Mahogany, No. 55 
Ato D 





New Styles in Black 


ANNOUNCING 


COMPANIONS IN BLACK LEATHER TO 
OUR FAMOUS MAHOGANY STYLES. 
BEAUTIFUL KIP UPPERS. GENUINE 
FIRST-GRADE OAK OUTSOLES. WING- 
FOOT RUBBER HEELS. 


IN STOCK FOR IMMEDIATE DELIVERY 


fa ay 
— FREEMAN | 
SS Wn bare pO IRA Bip rae gH SID wa 


ny 





FREEMAN SHOE MFG. CO. 


BELOIT, WISCONSIN 
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STYLES 





AND 
No. R3911—Black Patent leather No. R2508—High grade Patent 
one-strap, sliding buckle, cut- leather two-strap Sandal, cut- 
outs on quarter, 9-8 military VALUES outs on vamp and quarter, 8-8 
heel, very flexible sole, B-C-D military heel, very flexible sole, 
GER 5 <b sco v0 0040005000 full leather lined. oe Wenn 
15 


No. R3913—Same _ sstyle_ in 


"2 x ON No.R2500—Same style without 
Levours White Glaze —. NOW Tom FLOOR cuba. a Sahar na 
Covered Military Heel. B-C-D straight tip ABO width 
eT $3.50 . P $3.35 


THESE STYLES 
FOR 


IMMEDIATE 
DELIVERY 








ORDER 
TODAY 

















Gloriana 


No. R2507 
Top grade Patent Colt,one- 


strap cut-out vamp, 13-8 No. R2506—Top Grade White 
celluloid covered military  (Cabretta one-strap, cut-outs on 
heel, flexible sole. Full vamp, French corded, covered 
leather lined. A-B-C 4.3 military heel, very flexible 





No. 1201—Top Grade White Eve widths............... .§$4.25 sole, full leather lined. A-B-C- 
a ean = No. R2509—Same as above Dwidths................. $4.85 
AALA-B-C-D videhe $3.85 with 13-8 leather military No, R2505—Same style in very 

hie A heel. AA-A-B-C widths $4.00 fine Black Patent Leather. 8-8 
No. 1204—Same as above except leather military heel. A-B- 
One Strap Nickel Buckle. . $3.85 ORDER NOW a... .... ee 





NOVELTY SHOE COMPANY 


“TRUE TO ITS NAME” 
32 S. WELLS ST. CHICAGO 
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Patents 


No. 844 No. 845 


Top grade patent colt bal oxford, Midway Top grade patent colt bal oxford, Harvard 
last, light leather quarter lined. last, light leather quarter lined. 
Price $5.25 wees « «+ «Bee 
IN STOCK IN STOCK 
A-D 5-12 A-D 5-12 


OU’LL soon have considerable demand for patent colt oxfords. 

You can’t offer your trade any smarter ones than these, or 
better values. The Certified Shoe is strictly hand lasted and 
fitted, with A-fine inner and outer oak soles, at popular prices. 











The STONEFIELD-EVANS Shoe Company 


Rockford, Illinois 
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Popular Styles f¢ Graduation 
— = IN — STOCK == 


(Ready to Ship) 






Just the numbers to 
please the young grad- 
uates. Are you right 
on sizes and widths? 
These are volume sell- 


No. 360—Patent Dearie Buckle, One-Strap, Single 
Sole, 10/8 Heel, Princess Last. AA to D. Price $3.75 


ers today. 





No. 447—Peters White Reignskin, One- 
Strap Rhoda, White Kid Trim. 10/8 Ivory 
Rubber Heel.Goodyear Welt, Princess Last. 

AA toD.. evens . Price $4.07 






No. 476—Peters White Reignskin Sport Pattern, 
One-Strap, Patent Saddle! Strap, 7/8 \Ivory Rubber 
Heel, White Ivory Sole,"Goodyear Weit, Sport 
EEE ac cccseccnencesvesaee Price $4.00 


No. 378—Levor White Kid, Dearie Button 
One-Strap, Single Sole, 13/8 Military Wood 
BOGk.. BIRT Gone cncesscnecnne Price $4.10 


No. 377—Seme in Patent Leather. Price $4.10 


No. 507—Levor White Kid Dearie Buckle One- 
Strap,"Goodyear Welt, Vaughn’s White Ivory Sole, 
7/8 Rubber Heel, Sport Last. AA to C. Price $4.10 


No. 508—Same in Patent Leather. ...Price $4.10 





No. 354—Patent Buckle One-Strap, Imitation 
Tip, Single Sole, 10/8 Heel, Princess Last 
Price $3.30 


No. 355—Same in Black Kid. A to'D 


THOMSON CROOKER SHOE CO. 


C. R. THOMSON, Presiden J. M. THOMSON, Treasurer C. H. SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 


18 Station Street, Boston, 20, Mass. 


s e 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A clean, well formed toe enhances the eaty of e whole 
Unit Process is used exclusively by the leading manui 1 
footwear because of its =e pater 


ex 
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Patent Leather One Strap, 12-8 Cuban 


-STEVENS CO. 


Wood Heel, Cel. Covered, Last 37. 
Three Inch Vamp 
MAKERS OF 
WOMEN’S HIGH GRADE FOOTWEAR 
CINCINNATI 
**Master Shoemakers’’ 


THE DUTTENHOFER 
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HE evolution of many new novelty effects can 

be traced to the drawing boards of Lynn 
designers. The perfection of comfort lasts is 
another triumph of Lynn’s constructive crafts- 
men. The Mother Shoe-City is replete with new 
and practical ideas which lend themselves to effic- 
ient distribution and intensified merchandising. 
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WHITE BUCK WELTS 
GROWING GIRLS. 
MISSES and 
CHILDREN 
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EEPING abreast with the times is one tried 
formula for success. You, as a merchant, 
must modernize your business. All footwear 

| styles emanating from Lynn are calculated to 
increase your sales and build your business. 
Start strengthening every department in your 
store now by “sizing in” with Lynn shoes — 
Infants’, Children’s, Women’s—and Men’s 


Slippers. 
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COMPANY 
WELTS 


184-1929 
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White Linen Welt 
OXFORDS 


Ss B-438—White Linen I N STOCK 


Oxford, 223 Last, Ivory 
Sole, 12/8 White Heel. 





Welt. 
Style authorities predict that the coming months 
$4.15 will herald the greatest white season that has 
ever been enjoyed by the shoe industry. 
nN seeeeees — Will You Be Ready ? 
| ececccces to 
hes dcintesincais ciasadeienan 3% to8 
W Wisessavonsuksivessaaaebane 3 ws | Our In Stock Catalog Sent On Request 
Oi Wh gids nds ocetenieeee 2%to8 | 
al ante Sata. —— Terms: Net Thirty Days 


C. P. FORD & CO., Rochester, N. Y. 


New York Office, 127 Duane St., E. H. Talbot, Jack Galway 


HHO OOOO OMe 


THOMOND OOO 



















SATINS 
IN STOCK 


$2.10 










Less 5 % 
235 — Veneti 

10 days ty Sa 

Flapper Style, 3-8 $2.10 


No. 234— Venetian Black Satin, 
Junior Louis Heel, one strap 
Flapper Style, 3-8....... $2.10 


No. 236—Same as above except 
Baby Louis Heel, 3 to 8. .$2.10 


| 
Quality and construction is playing a greater part in the selection of 
merchandise every day. Shoes shown above carry wood heels, 
flexible sole and are leather trimmed thruout. 


Inspection of these shoes will convince you of their real value and all 
orders shipped same day they are received. 


WEIN SHOE CO. 


33 So. Wells St. Chicago 
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BEACH KICKS 


The Really Satisfactory Bathing Shoe 


BEACH KICKS are the nationally advertised bathing shoes—the first 
bathing shoes to create for themselves a distinct prestige in the minds of 

your customers. ., 

It goes without saying that styles, colors, and prices are satisfactory, but 

the unique feature of BEACH KICKS—the clinching quality argument— 

is the BEACH KICK sole—it’s on to STAY! 

We're telling the story of BEACH KICK smartness and durability to all 

the readers of Vogue, Harper’s Bazar, the best rotogravure sections, and the 

black and white newspapers of the leading cities. 

Add our selling effort directly to your own. Put a BEACH KICK SHOW 

CARD in your window and another on your counter—we’ll send you‘as 

many as you can use to advantage. 

Our salesmen in your territory will tell you more about our national adver- 

tising when he comes in to show you the new line—the best to date—well 

stocked with staple sellers as well as the smart novelties that keep up the 

style interest. 


AND BEST OF ALL—THEY ARE CARRIED IN STOCK 


WILLIAM GREILICH & SONS 
47 West 34™ Street, New York © 
Factory in Brooklyn 


Look for the Name 
the Sol 
rz ; The SOLES are 
on to STAY 
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No. 721—Tan - ~~. 13 
848—Medium® Foxed Oxford, Envoy Last, 
ves “3 yy Single Sole, Half Wingfoot 


Veal, Color 104, No. 8 Lace Rubber Heel. B and C Widths. 


















Sole Hal ee ee Sizes 6-11; D width, 5-I1. 
o _* ees, Price $4.25 RR cE $3.40 ° 
° Net 30 days ° 
With the WEBER Reputation behind them to assure their value 
WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 
New York Office: 1328 Broadway, Marbridge Bldg.! H. Harris, Rep. 
iN _fi 
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The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and arch and 
self adjusting movable - stiff 
shank give support to the 
needs of the individual foot. 








These points make La 
France Rest Cure Shoe 
our biggest seller. 





In Stock NOW 


AA-D. Sizes up to 10. 


653-Black Kid Oxford 5.00 


983-Brown Kid Oxford 5.50 Williams Clark & Co. 





_Whi i ford 4. 
353-—White Fabric Oxfor 35 Lynn, Mass. 
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Wine * Havana Brewa 
Sea gull Gre Light Brewa 
Slidnight Blue Cham pafne 
Beltian Blue = Terra Gla 
Maple Brown Bregze 
Booze Blue 
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(scar Scherer brolnc 
29 Spruce St.New York Cily 


Jacl ay Srewath, Sil. 
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White Polar Kloth Turn-One Straps In Stock 
High Grade Construction 


SILK FRENCH CORD — SOLE LEATHER COUNTERS 





















Number 200 Number 210 Number 215 


8/8 MILITARY HEEL 12/8 MILITARY HEEL 14/8 JUNIOR LOUIS HEEL 
Widths A, B, C Widths A, B, C Widths A, B, C 


No. 160 Black Satin $4.00 


Send your orders in now to insure prompt delivery, as we are receiving 
large orders on these numbers. Terms 5% ten days 


COLLINS & STAPLES... ... .. Haverhill, Mass. 








STYLISH 
FALL OXFORDS 











Style 145 — Boarded 
Black Calf blucher ox- 
ford. Soft x toe. 
Full double sole. Stitch- 
ed heel seat. Flanged 
leather heel. Royal last. 


Style 136—Nut Brown 
Calf, blucher oxford. 
Soft box toe. Stitched 
heel seat. Flanged 
leather heel Aberdeen 
last. 
Shoes that appeal to the discriminating buyer. 
Those who desire quality and appreciate it, have found this line 


a revelation as a business builder. 


Poole & Johnston, Inc. 
Boston BROCKTON, MASS. New York 


183 Essex St. (Campello Sta.) 433 Marbridge Bldg. 
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’“The Sheik” 


: WAS A SENSATION § 


@ 
OUR NEWER SENSATION 


“The Peacock” 


As Pretty as the Rainbow 





“WATCH FOR OUR REPRESENTATIVES” 
THEY LEAVE OUR FACTORY JUNE Ist 
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Nothing in the Shoe 
But the. Foot 





TULLE REEL 


Let the Shoe Itself Support the Arch 


PLLA ALLLLLLLLLL LALLA LULL LCLLLLLLLLLLLPLLLPLLLUCLLULLLLCLMCeee ce eMOUMUMUHHP LMU TOTTI TTT 


ANY people in your city are troubled with weak or 


fallen arches. 


You should sell them shoes built with Crawford Arch 


Supporting Shanks. 


Do not let them experiment with 


those contraptions called arch supporter, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 


arch and destroy the shoe. 
A LINE of shoes with Crawford Arch Supporting 
Shanks is a business building asset for any 
lively shoe store. 
The Crawford Arch Supporting Shank is built 
right into the shoe—fitted between the inner and 





Auburn, Me. 

87 Main 
Brockton, Mass. 

93 Centre 
Cincinnati 

708 Broadway 
Chicago 

18 South Market 
Haverhill, Mass. 


11 Florence 





outer soles and locked to the insole. It preserves 
the shape of the shoe and gives support to the arches 
and ease to the foot. It cannot abrade the skin. 


United Shoe Machinery 


Corporation 
Boston, Massachusetts 

















Milwaukee 
258 Fourth 


ew Orleans 
216 Chartres 
New York 


it. Lou 
1423 Olive 
Sa 


n 
859 Mission 
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Make This Summer 
A Lively Season 


for the 
through 


men's trade. Your sales volume will keep up 
the “dog days” if you start the summer with 


shoes that fit the foot. There's a big difference in the way 
that shoes of different makes fit—and you can make this a 
difference in your favor by putting your full weight behind 
the GODING Shoe, the shoe that is lasted to fit and 
fitted to last. 


Because GODING lasts conform to the natural lines of 
the foot they eliminate rubbing, binding, lumping, and 
other shoe faults which make summer feel rough on the 
feet. The comfort enjoyed by wearers of the GODING 
Shoe will keep a procession of their friends coming to 
your store through the summer. 


THE GODING 
SHOE CQO. 


No. Y¥950-— Hazel 
Brown Calf Semi- 
Brogue Oxford, La 
Salle Combination Las: 
First Grade, All Soli 
Leather, Wingfoot Rub- 


er Heel, In Stock 
833-855 W. Chicago Ave., CHICAGO Wiss AB GoD. 
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Black Satin Flapper, low flat 9- 8 heel, imitatic on 
turn, slide buckle. B-D. Code, “Squab.” 
B785 Same as above except genuine turn cut back vamp $3.35 


No. B755 
$2.65 





Black Satin One Strap, 12- 8 Cuban heel, imitated 
turn.B-D. Code, “Martha.” 

No. B1755—Same as above, except genuine wre. 
GE, TEhs cc cccccnccescocenseeeecse $3.25 
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Better | | 
Blacks 


Tis popularity of black satin for Summer wear is now assured, and the popu- 








larity o0o HANNAHSONS BLACK SATINS has never been questioned. 
They are honest merchandise sold at honest prices and it’s money in 
your pocket to have them in your store. 
Just to look over the numbers illustrated is to know that in Hannahsons 
Fabrics you get a dollar’s worth of merchandise for every dollar you pay. 
There is no need of losing sales because you lack size. Go over your stock 
today and send to HANNAHSONS In-Stock Department for the numbers you need. 


Black Satin Grosien gree. 14-8 Junior Louis heel. 
B-D. Code, 


No. B705 
$3.35 





Black Satin One Strap, 12-8 Baby Louis heel 
genuine turn beaded ornament. Code, “Louise.” 

oo as above, except 16-8 half Louis 
ee 


Sizes and widths carried in stock: A, 4-8; B 3-8; C and D, 24-8 


HANNAHSONS SHOE CO. 
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ANNAHSON( 


White | 











® 





Winners 


FH “three huge fa Whites are always winners. That’s the reason why our 





three huge factories are, and have been, running at capacity for months. 
They win out for us and they will win out for you because they are 
stylish, but not freakish; because they are corking good fitters; because they are 
popular in price and because they bring your customers back for another pair. 
This week sees the White Season in full swing. Go over your stock carefully; 
see what sizes you need and then — 
Order from Hannahsons 


No. B659 
$2.25 











White Whipcord One Strap, genuine turn, 12-8 
military heel. A-D. Code, “Judith.” 


nas Ss ¥ No. B657—Same as above, except low flat 9-8 
are Ses Teves iedeten ee. bay St 98 heel and slide buckle, Code, “Chic”... ..$2.35 


No. B515 
$1.75 





White Whipcord One Strap, genuine turn, 12-8 
Baby Louis heel. A-D. roo 


No. B200—Same as above, except with 16 8 half 
Louis heel. Sizes and widths carried in stock: A, 4-8; B, 3-8: C and D, 2%-8 


Wu , White Canvas Grecian Strap, 11-8 military heel. 
de, ‘‘Dagmar B-D. Code, “Polly.” 


.|... . HAVERHILL, MASS. 


FUFEESCSSESEST SS SS SS SS STS E FEF EPSPS SSSSS 
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It is through such service as 


this, that TOBACCO BROWN 
VICI KID has become the 


standard in many of the largest 
shoe factories where quality is 


the rule. 
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VICI KID is not only colored 
right through the skin from 
back to front, but also so 
finished as to preserve the grain 
and hold down the color. 


Unusual permanence and uni- 
formity of color is the result. 


It should be bornein mind that the only VICI KID is made solely by 


ROBERT H. FOERDERER, INC. 
Sole Manufacturers of VICI KID 


PHILADELPHIA .. .. .« PENN. 
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PRODUCTS 








NOS. 1375-13754 








HARMONY 


Buckles will be an im- 
portant factor in 
making strap slip- 
pers attractive for 
Summer. 


¥ 


We are in a position 
to supply buckles of 
the finest quality in 
a variety of designs, 
sizes and finishes. 


¥ 


‘Anchor Brand” 
Buckles harmonize 
with straps and 
vamps in desirable 


tones 


If interested in seeing 
samples, kindly write 
stating sizes and fin- 
ishes desired, and we 
shall be pleased to 
co-operate with you. 


NO. 1374-1374 


No. 1364 


NOTE 
All leading jobbers 
sell ‘Anchor Brand’”’ 
Buckles 


No. 1141 


Write for booklet showing 
other designs. 








ee 














NORTH & JUDD MFG. CO., 


NEW BRITAIN, CONN., U. S. A. 


NEW YORK ST. LOUIS 
127 DUANE ST. 606 VICTORIA BLDG. 
CHICAGO SAN FRANCISCO 
326 W. MADISON ST, POSTAL TEL. BLDG. 
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IN STOCK 


Immediate Shipment 


$ A;* 


No. 101 
B and C 


Patent Leather Full Leather 
Lined Turn 12-8 Cuban Heel 


LATEST NOVELTIES IN STOCK 


HARRY W. FELSTINER & CO. 
76 Washington Street 
HAVERHILL, MASS. 


| 
| 
| 
| 
| 
| 
| 
| 
| 
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The Latest Styles 


REQUIRE 


TRADE MARK 


(GUARANTEED) SILK HUB GORE 
in Various Widths to 
Match ‘Prevailing New Shades 
_ of Colored Leather. 


EVERLASTIK, INC. 
Webster and Spencer Aves. 
CHELSEA, MASS. 

395 Broadway, New York City 
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**None a ee = Eee . ra ** Ask the Man 
So Good”’ Who Wears 
Them” 


for women meet 
Hurley Shoes the demand of 


discriminating buyers who want that 
extra touch of quality that only expert 
All styles made with both standard craftsmanship can produce. 


and A/C combination measurements. 









“THE LADY ASTOR” 


A one buckle strap of Sterling Patent 
Colt. 14/8 heel........... Price $7.50 


—NOT IN STOCK— 








LOU RUEY’ 4 H o€ Ca, HHNVHQUUOUAEUOOOOUOLOOREUUUUUUOGUOUOUUEUUUUTIT 


HEADQUARTERS for WHITE SHOES 
— The Kind The Women Know About — 


And the orders are coming with a rush for they're reading about Manning 
“Meadow Brook” white shoes in the leading magazines. Why not cash in on this 
created demand ? 



































amOLM M4 Ts 


Bzi05—Women’s Latest Outdoor Slipper No. B2915 oes Con $1.60 

-—Women’s Latest tdoor Slipper, No. B2285 AtoD $3.35 0. 

| nag tary Low Covered Heel— cous B2285.—Women’s One Strap Pump, Prin- mee eat doe P Pett eeses, Onfend we 

BI01S—~Same Sivic Orher Grade... |$2.40  $ee8 Pattern, White Polar Kloth, Turned Rubber Heel Lift, McKay, White Enamel 
ba ~ Wer pd Louis Heel............ $3.35 B905—Same Style, Other Grade. | $2.25 


aeSe—Same Style Other Grade....$2-25 85911 “Same Style, Leather Heel... .$1.50 
Made in our Haverhill Factories For other styles see our complete Spring catalog 


OUTING SHOE COMPANY, 530 Atlantic Avenue, Boston 9, Mass. 
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ANOTHER 
WINNER 


It is better to have a few styles 
Mahogany Veal, Goodyear Welt, and complete sizes and widths 


© >; abl > my m4 
9-iron Oak Outsoles. Full Grain on each style than to have 
Leather Insoles. Half Rubber Heels. 


A shoe made from high-grade ma- many styles with broken sizes 


terials by skilled shoe craftsmen. On d ‘dth h 
the floor in C and D widths in sizes and wiatns on eacn. 


6 to 1l. Other widths made up in 


ee Price $3.30 Dept 5 


is a great help to both large 
O07 . 
Terms are 27% 10 days and small merchants in 


keeping a well-balanced 
Your orders are filled 


SAME DAY we get them stock from which they can 


perfectly fit each customer. 


Not CHEAP SHOES, BUT Write for Stock Book 
GOOD SHOES CHEAP 








The Stetson Shoe Company 
SOUTH WEYMOUTH, MASS. — 


DAVIES SHOE MFG. CO. BOSTON NEW YORK CHICAGO 


LITTLE BLDG. BUSH SALES BLDG, MARQUETTE BLDG. 


RACINE WISCONSIN Cor. Tremont and 130 West 42nd St. Dearborn and 
Boylston Sts. Adams Sts. 























—-— 
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TYLISH STOU 
OuT SIZES 


TRADE MARK 





Style Shoes for Stout Women 


White Linnet Cloth Whole Quarter Oxford, White Linnet Cloth One Strap Sandal, 14-8 
Medium Rounded Toe, Plain Stitched Tip, White Ivory Cuban Heel, Goodyear Welt 
13-8 Goodyear Wingfoot Heel, Goodyear Construction with White Welting. 

Welt Construction with White Welting. Oe Pr eee $4.00 
Widths, C to EEE; Sizes, 244 to 11. 

SD at dime ua xbackenbkboeee ses $4.00 


Patent Leather One | Sandal, Imitation 
Tip, Perforated Vamp, Strap and Quarter, 
14-8 Cuban Heel. 

PONS CU eacticcnccscdseseccuswecaved $4.50 


The dealer featuring “STYLISH STOUT OUT- As extreme styles are not suited to 
SIZES” is fortunate, for he is handling a line, in the fleshy type of foot, we are, when 
which the element of speculation has been reduced designing “STYLISH STOUT OUT- 
to a minimum. ” “Ke 

SIZES,” compelled to eliminate any 
“STYLISH#STOUT OUTSIZES” are designed to radical style touch which would 


give wide feet a comparativley narrow appearance tend to exaggerate width. 
—extreme novelties exaggerate width. 


“STYLISH STOUT OUTSIZES”’ will always bring market value and 
eventually sell out to the pair 


ROCHESTER, N. Y. 


506 Security Building 
Chicago Office: 139 w. Madison Street 
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A pair of boy’s shoes recently 


imported by an exclusive New ISTINCTIVE shoes for 


York house. Note the trim ap- ; : 
ielcinaal ite tekeaiile children feature lacing 
hooks. 


Your customers appreciate them 
because they make it easy for the 
children to lace their own shoes. 
Children take pride in them; parents 
take comfort in them. 


For speedier, neater, easier lacing— 
lacing hooks on children’s shoes. 




















Specify lacing hooks when placing your order. 
Insist on having what you want. 
For men’s, women’s and children’s shoes. 
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White Hosiery for Immediate Delivery 


No. 200—Beautiful lace 
weave of glove silk, very 
attractive. Narrow alter- 
nate stripe . $24.00 


No. 400 - Plain net, 
extremely sheer, very light 
weight. The Big number 
for spring.. .... $24.00 


No. 600—Attractive Drop- 
stitch. Design of half-inch 
strip of plain silk with 
varying widths of fancy 
Jace. .c... .. $24.00 


No. 800—Plain narrow rib. 
drop-stitch, ‘“‘Whip-cord” 


effect. Conservative, at- 
tractive, good wearing. 
$24.00 


No. 900—Plain good weight 
milanese. A very popular 
hose for particular people. 

$24.00 





No. 800 





ELABORATE PLANS HAVE BEEN MADE SO THAT YOU CAN SECURE 
FOR SPOT DELIVERY 


SHADES OF SHANAHAN 


EVERY STYLE — MADE IN WHITE — EVERY WEAVE 
ALSO 
BLACK GRAY CHESTNUT 
CAMELLE PLATINUM SEAL BROWN 
NUDE SILVER NAVY 
BEIGE 


Don’t let your neighbor take from your cash drawer the profits which are 
rightfully yours. 


You deserve a real good hosiery business, and if you really want it, we will be very 
happy to work with you to get it. 


Insure for yourself a real successful WHITE season. Mail your order today for 
Spot Delivery, with instructions to duplicate the first of July and August. 


TERMS: 6/10—60x. 


The SHANAHAN COMPANY, Inc. 


“Better Made Hosiery” 


295 FIFTH AVENUE (Textile Bids.) NEW YORK, N. Y. 
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£ Style -~isan|. 


Ae the graceful lines and smart 
appearance of this dainty and 
practical shoe for street wear. It is taken 
from the stock of a leading maker of style — 
footwear and is an excellent example of the 
type of shoe in which “‘the Hidden Hub 
holds the Quarter.” 








(on @ ite fe Mi.) a i. Men 4 


- _ 


'- 
. 
=ieseoor™ 


oc 
’ 
ro 
oO 
mo 








nBull Quality % 


mart 


aken 
style 


f the 


Hub 





May 27, 1922 


BOOT AND 


SHOE RECORDER 








Correct style in footwear carries 
much more than the gloss of out- 
ward appearance. Creators of 
fine shoes are most exacting in 
their demands for those parts and 
materials which insure an in-built 
quality consistent with the lines 
of last and pattern. 


The recent style tendency places 
more emphasis on the “Quarter” 
—the back part of the shoe, which 
is quite as prominent and impor- 
tant as any other. 


In many of the season's finest cre- 
ations, Hub Counters are used to 
insure grace and perfect-fitting 
quality in this important part. 
There can be no bulging with 
Hub Counters. Their very nature 
is to fit the foot, conform to the 
lines and hold those lines per- 
manently. 


Hub Counters are made of real 
leather—fine selected pigskin 
taken from that limited area 
known as the Hub Reservation. 


There is an increasing volume of fine shoes in which ‘‘The Hidden 
Hub holds the Quarter” 


A. C. Lawrence Leather Co. 


Boston, Mass. 


Branches : 
New York Philadelphia Chicago 
Rochester Cincinnati 


St. Louis 
Milwaukee 
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“THE EASY MONEY MAKERS 


Turn Novelties that your trade will buy soon as seen. 
We advise. immediate purchase and a prominent 
window display of your selected styles as an effective 
stimulant to sales and profits. 





( AT ONCE \ 
SHIPMENTS 











No. 150—Black Patent Chrome 
“Wizz” Pump. Cut-out No. 2. 8-8 
Military Heel. Sizes: A, 3-8; B, 244-8; 
A a | 





No. 144—White Beechtex Aida One 
Strap, 8-8 Military Heel. A to C. 
eS ae 


No. 150 


No. 149—Black Satin Aida (like 148, 
no cut outs). One Strap, 14-8 Military 
Heel. AtoC. Price. . -85.00 


No. 151—Dull Luna Kid Cleo One 
Strap. French Corded Cut-outs in 
Quarter. 13-8 Louis Heel. A, 3-8; 
B, 244-8; C, 2144-8. Delivery June 20. 
Price. . 4s ai <-bts incre ae 





No. 152—Black Satin Cleo One Strap 
(as No. 151). French Corded Cut-outs 
in Quarter. 15-8 Louis Heel. A, 3-8; 
B, 24-8; C, 214-8. Delivery June 20. 
Price... ted . $4.90 





No. 146—White Beechtex Rena Two 
Strap, 14-8 Junior Louis Heels. A to 
i ee eee 





No. 147—Patent Aida One Strap (like 
No. 148), with Cut-out Quarter, 8-8 
Military Heel. A to C. Price. .. .$5.00 


No. 148—Patent Aida One Strap, with 
Cut-out Quarter, 14-8 Military Heel. 
eg ae 








Nos. 149 — 144 — 145 Carried in | 
stock for at once delivery by 


W. J. Cully, 316 Baxton Block, 
Omaha, Neb. 


HOPKINS & ELLIS Haverhill, Mass. 


No. 146 
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Factory of The Sam B. Wolf Shoe Co., Cincinnati, Ohio 


Geo. W. Baker Shoe Co., Brooklyn, N.Y. 


Blachford Shoe Mfg. Co., Ltd., Toronto, 
Can. 


Briggs-Hutchinson Co., Lynn, Mass. 
Brown Shoe Co. Inc., St. Louis, Mo. 
Cushman-Hollis Co., Auburn, Me. 
W. L. Douglas Shoe Co., Brockton, Mass. 
Foot, Schulze & Co., St. Paul, Minn. 
Hamilton-Brown Shoe Co., St. Louis, Mo. 
Harrisburg Shoe Mfg. Co., Harrisburg, Pa. 
The G. W. Herrick Shoe Co., Lynn, Mass. 
H. M. & H. Shoe Co., Lynn, Mass. 


The Julian & Kokenge Co., Cincinnati, 
Ohio. 


Kalt-Zimmers Mfg. Co., Milwaukee, Wis. 
Kozak & McLoughlin, Inc., L. Js. Cy, N.Y. 












Sam B. Wor SHOE Co. 


Cincinnati, O., make 
Wilson-Sewed Shoes 
in their well-known 
“The American Girl” 


brand for Women. 


The following companies are licensed to make WILSON-SEWED SHOES: 


A. M. Legg Shoe Co., Pontiac, Ills. 


The John McPherson Co. Ltd. Hamilton, 
Ont. Can. 


Regina ShoeCo. Ltd., Montreal, Que., Can. 
Ruddock Shoe Co., Haverhill, Mass. 
Strout, Stritter & Co., Inc.. Lynn, Mass. 
Tweedie Footwear Corp..,Jefferson Cy.,Mo. 
Watson Shoe Co., Lynn, Mass. 


Welch, Moss & Feehan Co., Haverhill, 
Mass. 


The Sam B. Wolf Shoe Co., Cin., Ohio 
Hanger, Chattaway & Smith, England 
W. E. Fox & Co.. England 

F. J. Palfreyman & Co. England 
Crockett & Jones. England 

And others. 





WILSON PROCESS INCORPORATED 
NEW YORK OFFICE 
Canadian Pacific Building 
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Shoes bearing this stamp are advertised con- 
tinually in 150 Labor Journals all over the 


country. P 


The little stamp signifies to the great mass 
of laboring people that the shoes have been 
made by skilled fellow craftsmen, and under 
conditions with which all laboring people are 
heartily in sympathy. 

To gain the trade of this vast labor market the 


wise retailer will sell Union Stamped Shoes 
and feature the stamp in his local advertising. 


The Union that has an agreement with manufacturers 
settling all wage differences by 
ARBITRATION 


BOOT AND SHOE WORKERS’ UNION 


246 SUMMER STREET BOSTON, MASS. 


COLLIS LOVELY General President 
CHAS. L. BAINE General Sec’y-Treas. 
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PATENTS WILL BE GOOD SELLERS 
ALL SUMMER 
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At Once 
Delivery 


1504—Pat. Cut-Out One Strap, Leather Heel, A to C 
$4.00 


2700—As above, with Covered Heel, AtoC $4.50 


2701—As 2700, Without Cut-Out, A to C $4.25 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes | 
1s NORTH FOURTH ST. PHILADELPHIA 
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Choosing Shoes For Discriminating Trade 


HICH of your customers do you consider the greatest asset to 

your business—those who buy carelessly, only to become dis- 
satisfied later and blame your salesman, or those discriminating 
patrons who pay attention to details, get exactly what they want, 
and come back to buy again? Which are the strongest factors in 
building up good will for you? Careful buyers, of course! 


And careful, discriminating buyers, you will notice, are turning these 
days to shoes fitted with good looking, time-saving eyelets. 


They appreciate shoes that have Diamond Brand Fast Color Eyelet 
-strong, durable beautiful eyelets. Can you supply them? 


Give your customers what they want! 


UNITED FAST COLOR EYELET COMPANY 
Boston, Mass. 


4990999 O49 9 OO OO-4 








We 
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Twenty-Siz No. 205—KID STOCK TIP BLU- 
—F OXFORD, tbe “heel, Bt 
soc a 12-8 rubber hee to 

Styles z... ae $3.00 


H. K. GARDINER COMPANY 





No. 406—KID STOCK TIP 
OXFORD, medium toe, 10-8 rubber 
heel, C, D and E ; $2.40 


No. 452—KID STOCK TIP OX- 
FORD, medium toe, 9-8 rubber heel, 
E and EE... ; . $2.25 


680 WASHINGTON STREET 
LYNN, MASS. 


BOSTON SAMPLE ROOM, 
134 LINCOLN STREET 


IN STOCK 


No. 2011I—KID STOCK TIP OX- 
FORD, grey leather quarter and 
sock weneedb 12-8 rubber heel, EEE 
only. . ; : ‘ . 83.00 


TMM NOOO OOOO OOOO 












FINE WELTS OF HIGHEST GRADE BROWN KID 





843—"‘New cas tle” Havana Brown Kid Lace Oxford, Brown Kid 
ht Lining, “Rock Oak” Bend Outsole, Full Grain Oak Insole, Top 





No. 844—“‘New Castle’ Havana Brown Kid Blucher Oxford, Brown 
Kid Quarter Lining, “Rock Oak” Bend Outsole, Full Grain Oak Insole, 

Se Solid Leather Counter, Wingfoot Heel, Premier (Combination 
ast 


< ‘00 l, k L. 
Grade Solid Leather Counter, teers 11. Cand DG eo il in Stock, Combination Widths B 7 to 11, C and D 6 to 11 
SOLID QUALITY ALL THROUGH—FINEST WORKMANSHIP 


In Stock, A 7% to Il, 


UNION MADE 


CLINTON SHOE MFG. CO. - - CLINTON, IOWA 


May 27, 1922 
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WEARING QUALITY 

















GRINNER'S SHOE SATIN will give 


to your product : 


Maxium durability; 
Greater sales and advertising value; 


Added reputation for quality goods. 


“TOOK FOR THE NAME IN THE SELVAGE 


Skinners 
Shoe Satin 


in Blacks and Colors 


Extra Strong—Made Especially for Footwear 





WILLIAM SKINNER & SONS Established 1848 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, (MILLS — HOLYOKE, MASS. 
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The Boot and Shoe 


) S eaartes your chance for 
profits! Every camper, 
vacationist, traveler or any- 
one who demands real sum- 
mer comfort should have a 
pair of Snug-lers, the superior 
felt footwear. These mocas- 
sins for men, women and chil- 
dren are only one of many 
fast selling numbers. Feature 
Snug-lers now and cash in on 
their summer appeal. 


United States Rubber Company 





Recorder will appreciate your mentioning the publication in replies to advertisements. 
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WHITE SHOES IN STOCK 


WELTS MADE IN OUR 


EVANGELINE FACTORY 


Boer 92 5252525 e5ePSeS25eSe' 





Stock 4868 Stock 4593 





Wos. White Ostex Strap White Beechtex Cloth Oxford 
White Ivory Sole, White Welt White Ivory Sole and Heel, 92 (Comb.) 
194 inch Heel, White Rubber Top Lift, Last, Goodyear Welt, 194 inch Heel 
Goodyear Welt 3.75 
96 Last $3. 


Widths A-D $3.25 


———-— = = 


5292562527525 252525 25 er 5252 
ee ee Se oe ee ee aes 
ST aoe cae ca ceo ce ee ne ce ce cle cl ce ue ae ce cae een eee eee ie ae ee ae ee ae ee a aie us us ue ake ues ae Pe Pat Pe a a al a ee ee 


e888 ee ee Oe 


a a a a 





Stock 4658 Stock "4867 


White Ostex Cloth Oxford White Ostex One Strap 
™ key , White Rubber Top ‘** White Ivory Sole, White Welt 
vy ee von 76 1% inch Heel, White Rubber Top Lift, 
inch Heel Goodyear Welt. 95 Reng 
$3.25 A-D $3.25 














eS ee a as a SS a a a a ae ae ae ae ae ee ree ees 









A. H. BERRY SHOE CoO. 


428-30 ALBANY BLDG., BOSTON, MASS. PORTLAND, MAINE 


a 
—— 8 eee een a 
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2525 
chrome soles 
A new principal of construction is 
popularizing these beautiful felt slip- 
Patent Applied for pers fasterthanany similar footwear 
ever found its market before. 
Made with a welt-sewed chrome leather sole and rein- 
forced toes, the method of construction gives extraordinary 
wear, and holds their;shape. 
Your customers will like them on sight and demand them 
on re-orders. Best of materials throughout—a year-round 
seller because they are an ideal house shoe. 
In plain and contrasting colors. 
Prices: Women’s, $1.15; Misses’, $1.10: 
Children’s, $1.00. 
Send for Samples and Prices. 
The Boston Felt Slipper Co., Inc. 
289 Congress St., Boston 
DOF AOI OAS 1 -P OW a ra wraeratrakr aur nara 
ee Arf UU UUALUTUUUAN ACTUATE 
‘Test Shoe Jor The Least Money _ 
A Sparkling Example 
of M-C Craftsmanship 
Patent Leather One Strap, Perforated 
Vamp with Fancy Design on Quarter, ; 
12/8 Military Heel, Single Sole. i 
s 
N 
Jobbing and mail order trade only. , 
MITCHELL-CAUNT CoO. 
Cc FACTORY BOSTON OFFICE 
M-C M Kay S Lynn, Mass. 72 Lincoln St. 
(UNLEANIUUUTULNUIN AS eA UUUUUUIUQINNVONITEQUONOGVOGNNVOUUNVUO0N000000U0000UHOOTEOEEOEEEUOEUE AAA 
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No. 600 


Genuine Glazed Kid Comfor't 
Slippers with Cushion Insoles and 
Rubber Heels. 

IN STOCK 


$1.60 Net. 


No. 601 
Genuine Glazed Kid Two Strap 
with Cushion Insoles. 

$1.75 Net 


No. 602 
Genuine Glazed Kid Oxford with 
Leather insoles and rubber, heels. 
$2.00_Net 


Some shoes appeal for their quality. 
some for their style and some for 
their moderate price. And some 
appeal for all three. Every Wobst 
shoe is in this class. 


Buy from Wobst with this as- 
surance: Everything is in the 
shoe that should be there. Nothing 
is in the price that shouldn't be 
there. 


ito. Sad Sanene Boatns, Ld =, am 
nste tra) pper ingle 
12-8 ubber Heel. a saul 


hy be gaae ian 
quality glased Kid». "ga‘00 het. 
WOBST SHOE CO. 
411-421 VLIET ST. MILWAUKEE, WIS. 





The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 








50 BOOT AND SHOE RECORDER 


RAMSEY’S 


Cost Us 364c. a Pair More to Make Than the 
Ordinary Stitchdown. 


Cost You Almost the Same as the Ordinary 
Stitchdown. 


Yet Ramsey's Give Your Customer at Least $2.00 
Worth More of Wear and Satisfaction. 


Double Stitch 


Rackstay 





Double Vamping, 4 Rows of Stitching on Vamp. 
This prevents the shoe from ripping at this point. 


May 27, 1922 





Instead of being made by the ordinary process.) 
7\4c. PER PAIR MORE FOR RAMSEY’S 
PATENTED PROCESS 
Absolutely Prevents the Outsole from Loosening Up or 
Falling Off 
This operation is worth the entire price of the shoe, 
for what good is a shoe on which the outsole loosens 
up after a few days wear. 


(Instead of vamping the upper with two rows of stitching) 


3c PER PAIR MORE FOR VAMPING WITH FOUR 
ROWS OF STITCHING 


This absolutely prevents the upper ripping at the 
vamp. (You know all unlined shoes will rip at this 


point.) 





Ma 


o + -— &©eoeo md wai 

















(Instead of Shoulder Soles) 
15e PER PAIR MORE FOR BEND SOLE 

Bend Soles Insure About 100 Per Cent More Wear 
The outsoles are the foundations of the shoes. If the 
foundation is no good the shoe is no good. Even if the 
very best grade of upper stock is used. 

Note: Some concerns use Bellies for outsoles which cost 
10c per pair less than Shoulders. Shoulders are 15c 
cheaper than Bends. 


(Instead of tacking or stapling the outside to the insole) 


3c PER PAIR MORE FOR CEMENTING AND 
MOULDING THE OUTSOLES TO THE INSOLES 


This process forces the insole and outsole together and 
virtually makes them one solid piece and greatly increases 
the wear of the soles. 




















(Instead of split insoles or pancake insoles) 


5c PER PAIR MORE FOR SOLID ONE PIECE GRAIN 
LEATHER INSOLES 


This helps to keep the shoe together, retains the shape 
so it.can be resoled when the insole is entirely worn out. 


Spams 
Sey 








b 











(Instead of closing the back of the uppers in the usual way) 


3c PER PAIR MORE FOR OUTSIDE BACK STAYS 
OF LEATHER SAME AS THE UPPER AND 
SEWING THEM IN WITH FOUR ROWS 
OF STITCHING TWO ROWS ON 
EACH SIDE OF BACK STAY 


This eliminates the possibility of the uppers ripping in 
the back. 











“ ‘THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE Ww? WELT 


ONE RD . Srrrcnn HOLDING UPPER TO INSOLE THAT Is, 
Two F GOODYEAR STITCHING HOLDING OUTSOLE TO INSOLE AND UPPBRL 
TWO RDWS OF GOODYEAR STITGUNG SHOWING ON BOTTOM or cursos | RAMSETYS 


E. J. RAMSEY CO. 


967 Atlantic Ave. Brooklyn, N. Y. 
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How Ramsey’s Are Made 


Ist. Stitching upper to insole. 
2nd. Cementing outsole to insole. 
3rd. Moulding outsoles to insoles. 
*4th. Stitching upper insole and outsole together. 
5th. Stitching welt, upper, insole, outsole together. 


This means three rows of stitching going through up- 
per and insole, two rows going through outsole and 
one row going through welt. This combination of 
operations completes the stitchdown and makes Ram- 
sey's so They Cannot Rip. 


Why the Soles of the Ordinary 
Stitchdowns Loosen Up 


The loosening up or ripping of the outsole on the ordin- 
ary stitchdown is due to the pressure of the foot across 
the ball (from the inside of the shoe) against the welt 
forcing the welt outward and breaking the stitching that 
runs through the welt. This stitching going through the 
welt is the only stitching holding the outsole on and when 
it breaks the outsole is bound to loosen up. 


In Ramsey’s there is an additional row of stitching hold- 
ing the outsole on that has nothing to do with the welt so 








THEY CANNOT RIP. 


The outsoles are also cemented and moulded on to in- 
soles. 


No staples are used. 


*Note—This row does not go through welt. 
on this. 


No strain 




















SPECIFICATIONS 


Solid One Piece Grain Leather Insole 


Best Grade of Oak or Chrome Leather 
Outsole. 


Solid Grain Leather Welting. 

Full Chrome Tanned Upper Leather. 

Smooth on Inside. 

Comfortable and Flexible. 

No Staples or Nails to Hurt Feet. 

Uppers Stitched to Insoles with Sepa- 
rate Row of Stitching. 

Outsoles Goodyear Double Stitched to 
Insole and Upper. 

Outsoles Cemented and Moulded to 
Insoles. 

Back Stays on All Shoes. 

Four Rows of Stitching on Vamp. 

Rubber Heels on 11) to 2. 











Note that the stitches have 
not ripped out 

















Special Warning to Job- 








Repairing and Resoling 


Ramsey's can be resoled by any 
cobbler or shoemaker anywhere. To 
resole, cut off the worn outsole and 
sew on another. 


The upper is sewed to the insole by 
a separate row of stitching and the 
insole will not loosen up or fall off 
when the worn outsole is cut off. 


No staples are used. 








How to Tell Infringe- 
ment of The Ramsey’s 
Patented Process 


Any stitchdown shoes, sandals or 
oxfords showing two rows of stitch- 
ing on the outsole (whether such 
stitching goes all the way around 
the sole or only part way around) 
and not stamped “Patented March 
16th, 1920.” are an infringement on 
Ramsey’s Patent. 








bers and Retailers 


We will not hesitate to take legal 
action against any jobber or retailer 
who offers for sale any article which 
infringes on our patent. 


Do not make any mistake regard- 
ing this. The law holds all who sell 
or offer for sale an infringing article 
equally liable with the manufac- 
turer of same. 

P.S.—We have started suit against 


one manufacturer and we warn you 
against their product. 








E. 


967 Atlantic Ave. 


J. 


Brooklyn, N. Y. 
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KREIDERIZE YOUR STOCK 


With Shoes for 


Boys, Girls and the Babies 


Full oe IN STOCK 


_—————— =e 
r 




















755—Gun Metal Bal. McKay “SKnE 
. ; 5 ws . v2 1 
Sewed. — English Last. ‘ : Meil or Wire Your oy 


oo | ? oF Orders Today H 
$1.85 ) Tomorrow Your Shoes % 


j = re 
1755—Gents’ Footform Last as fic ) Will Be on the Way ! 
above. j A A 
































Cn oo 
1 1 ——-— ee 





ae Pre-War-Prices 


‘ C 12 ioe 31.88 ' J Jha MAHOGANY 


1751—Gents’ Footform Last as 
above. 


Made for Service 


Full Vamps 
and an 


Outer Sole 
753—Mahogany Blucher. McKay 


that will wear Sewed. All Solid. Full Quarter. 
Round Toe. Rubber Heel. Boys’ 
E. 214-536 $2.25. Youths’ E. 1-2 $2.10. Little Gents’ E 10-1334 $1.85. 


MEAS Waadoro. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 
SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO NEW YORK, N. Y. BOSTON, MASS. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 


ST. LOUIS, MO. PITTSBURGH, PA. PHILADELPHIA, PA. 
1408 Washington Ave. 923 Penn Ave. 51 North Third St. 


2 
PERE REE RETR RRR RR RRR RRR RRR 
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WHITE 


Style 204 
$2.10 












Style No. 204—White Sea Island Duck, One Strap. 
ther quarter linings. Guaranteed counters. Im- 

itation French cord binding. Good Soles. Natural 
tom finish. 12/8 Military covered heel. Fresh 

water pearl button. B, 3-8, 314-7, 4-8, 3-7; C, 


3-7, 214-7, 3-8; D, 214-7, 3-8. (36 pair cases). 






Style 206 


Style No. 206—Same as 204, carrying x ag =| 
covered heel. B. ra 7, 3-8; C. 24-8, 3-8, 


2-7; D, 24-6. 3-7. (36 pair cases). 





Style 201 





Style No. 201—Same as 204 “y Junior Full Louis 
covered heel. B, 3-8, 344-7, 4-8; C, 3-7, 2-7, 
3-8; D, 244-7, 3-7. (36 pair ‘caxes). 


Karelis Shoe 





IN STOCK 


Order from this 
advertisement as 
we employ NO 
salesmen. There’s 
A Saving to You. 


These shoes are ex- 
cellent value. They will 
please you. Your cus- 
tomer will like them 
because of their style, 
workmanship and fit- 
ting qualities. A quick 
turnover can be ex- 
pected with favorable 
profits. 


Orders filled in 36 
pair case lots of one 
width, in sizes ad- 
vertised. 


Company, 


TURN NOVELTIES 


BLACK 


Style 604 
$3.00 








Style No. 604—Black Satin Turn One Strap, 
High Grade Satin, Silk Binding Solid Leather 
Grain Counter and Leather Sock and Quarter Lin- 
ing, Pearl Dae 57g Avera Heel. (36 pair cases) . 
Sizes 3-7, 3-8, 244-8. 

Style tn pe ede as above with Baby Louis 
Heel Price $3.15 


Style 803 


$3.30 







‘ 
Style No. 803—Patent Chrome Turn. One Strap, 
High Grade Patent Chrome, Solid Leather Grain 
Counter, Silk Binding, Leather Sock and Quarter 
Lining, Seven Iron Sole, Junior Louis Cov Heel. 
Sizes B, 3-8, 214-8; C, 3-7, 244-7, 3-8. (36 pair 
cases). 


Style 804 


$3.20 





Style No. 804—Patent Chrome, rere. | Po ode 
” yz) Counter, Silk Bindi 


d Quarter Lining Seven a * “s /8 Cal 
loid Mili Heel. Sizes B, 3-8, 314-8; C, 
3-8, 24-7; D, 244-7. (36 pair cases). 


Haverhill, Mass. 
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“KIKI’ , 
—420— 


All Patent Colt 
All White Kid 


New Factory and Showroom 


61-69 NAVY ST. 


Phone: MAIN 2134 


CORNELL SHOE Co. 
mm BROO K LY N & 
ang. 








. 
rr ae ae ae a ae ee ae ae a ae ae ae ee ae a a a a a a a a a a a a a a a a a a a a a a ee i a ae a ae ae ie ae ate a ae ae aie at ae se se ste sit ate se ate 


E Been Going Strong. Still 











B LA CK Going Strong. Not many B L A! CK 


left, but still have all sizes 





WHITE aun WHITE 


AA--D 2 to 8 


























STOCK No. 821 
An awful good buy 


Special to close 
$4.75 
; Same in Tony Red and White 
Campus Last E 
me. On a Stock No. 822, same price 


No. 822 (Tony 
Red Trimmings) 


The Preston B. Keith Shoe Company 


Brockton (Campello Station), Mass. 
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WHERE QUALITY 
IS A TRADITION 


What is the product of the Ziegler Company? 


Shoes for women and children—shoes of 
excellence and favorable prices. Years of 


successful manufacturing have brought 
them to a position where they are regarded 


as a standard by which others are judged. 


Ziegler quality is traditional with the 
Ziegler name. When the average shoe mer- 
chant thinks of Ziegler, he instinctively 
thinks of excellence at favorable prices. 


The new Ziegler organization is maintaining 
the tradition of old. It holds to the princi- 
ple that the first requisite of good merchan- 
dising is good merchandise. It applies to 
that principle every modern facility—every 
possible means of improving its service and 
making its goods most satisfactory and 


profitable to those who sell and wear them. 


ZIEGLER BROS. COMPANY, Inc., 
Corner 22nd St. and Lehigh Ave. 
PHILADELPHIA, PA. 

New York Office, 409 Century Bidg., W. 34th St. 
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The Old 
House 
With 
Modern 
Spirit 


SHOES for WOMEN 
and CHILDREN 
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lasts. It does not rub off. 


REPCO 


Heel and Edge 


ENAMEL 


adds a much-needed ‘‘finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil nor harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray. Dark Gray and Cham- 
pagne. 


For sale by shoe findings jobbers 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 





Ma 
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IMMEDIATE SHIPMENT 
ON THESE 
STRIKING 
SUMMER 
STYLES 











ONION OUNCE 


Style No. 300 No. 1700—Patent Leather One Stra 
$5.00 BIG } f i ; aks -8 yy 4 Heel. In stoc 
Black Kid Oxford, Kid Tip, Medium xz Share Of Zooc Sum- - gig 5 to 8 4 to 8; B, 3 to 8; 
Roumd Toe 12-8 Heel. AA to C, e ’ C, 2% to 8. Price $5.25 
3 to * . 
os mer business can be 


yours if you stock up 


fully now. 


Crooker & Morse footwear 
for every seasonal recreation 
will draw into your store cus- 
tomers who wear only the 
best. Every style is priced 
right, so that you may enjoy 
right profits and you _ get 





immediate delivery! No. 890 
No. 2000—Patent One Strap Buckle, y Patent Leather Oxford 
Nude Nu Buck Trimmed, 8-8 Heel. Perforated Lace and Tip, 12-8 Heel. 
36 Pair case lots only. Price $5.75 AAtoC. 3to9. ’ $5.00 


The shoes illustrated are 
ready. Check off the ones 
you need and wire today. 


erty 
a 


CROOKER 


AND 


MORSE, Inc. 


BRIDGEWATER fi CRISS 


No. 1800—White Reinskin One Strap Leather Sole. White — Welt amd 
a 





ela gps. 





Buckle, White Welt, Natural Leather 
Sole. 36 Pair case lots only. Price, Heel, Corded Tip and lace, 12-8 Heel. 
" sf “ " $4.25 MASS. AA toC, 209. Price ered es Peed $4.00 


EES ES ee eee a 


eI eL eT eee e Me niiiiiieniiiiiiieniiiiinieniiiiineliiiiiry 
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Footwear Specialties 
1251 West Sixth Street > 
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BOOT AND 





FOUR SNAPPY 
CUT-OUTS 


Ready to Ship June Ist 


Re 


Style No. 1603—Two Strap “ANKLET,” pasens « ~~ 

out, with 9-8 inch covered heel. Ato C. Price. 

Sty le No. 1602—“DORIS” One-Strap, patent ‘oe 
vat, 9-8 jack covered heel. AtoC. Price... 85.00 


me 


Style No. 1601—One-Strap “BEATRICE,” , ae 
a, 12-8 inch Cuban covered heel. | 


+d No. 1600 One e-Strap, cut-out, , with buckle, 20 
inch Cuban covered heel. A to C. Price... .. .$5.00 


**Character Shoes”? Our Specialty 


“She 


Whitney-Roth Shoe 


Company 


Cleveland Ohio 
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The Bee that puts the Buzz in Business 
Wonderful Increase in Sales 


ts 
report their broken line and left over pro tion 
has been solved by using the Success Sys- 
tem. In six square feet of space it ys to 
better advan: the number of shoes rr 
24 square feet of table d . Sells sizes 
and styles equally well, as it is adjustable. In- 
creases your reduces aad overhead. It's 
the Bee that your business Busz. For 














1-2 dos. 45.00 crated 1 
100 pou! or over may be y ht. 
Don’t put off ordering until tomorrow— 
you business every day. 
for themselves in a jiffy 
Success Manufacturing Co., Inc. 
Spokane, Wash. 
Patent*Applied For Formerly a ty Co., Ine. 








se 


-—GREELEY’S BOUDOIRS— 
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IN STOCK 


You will like the 
kind and prices. 
Quality our strong- 
hold. Send for sam- 
ples and prices. 












; ™ W .—_——_ 
GREELEY 
seeantinte Saeveckiit Mase. 
ue Branch Factory, 
Pink Newton, N. 
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Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. ass. | 


APPROVED BY 
MEDICAL MEN 


pon sturdy support for the ankles of 
ri Stiien ond on.@ tly veneb 


fred hor S * la unexodled, Well-know woes 


a your stock of 
WENTILATION® children’s shoes 





J Fie Brockton Fiss 
for immediate action. 
BURKLEY 
SHOE CO. 
1156 No. Main St 
Brockton, Mass. 


Retails $2, $3.50 
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Big 
Billings 
also 
Big | 
. >. e 
Billings Stitchdowns 
little 5-8 814-11 1114-2 214-8 
Baref t 733 Tan Lotus Sandal 90 1.00 1.15 1.50 ” = wn 
oots 733H Tan Lotus Sandal, heel 1.30 1.65 ~ s _ a 
2733 Mahogany Elk Sandal 90 1.00 1.15 1.50 9 7 
730 Black Calf Sandal 90 1.00 1.15 1.50 s oe 33 z 
762 Smoke Sandal 90 1.00 1.15 1.50 Ss ae “a= g - 
752 White Sandal 95 1.05 1.20 1.60 we 23 g — = 
933 Tan Lotus San. Hy, sole 1.00 1.10 1.25 1.60 ox = & 8 
73@ = =©Tan Lot. Ox. imt. tip, lined 1.00 1.10 1.25 1.65 ES = 
736H Tan Lot. Ox. imt. tip, lined, heel 1.80 o & +4 3 
766 Mahogany Elk Ox. unlin. 95 1.05 1.20 1.60 @ ”“- es, -. 
$26H Tan Lot. Ox. imt. tip, Narrow toe 1.75 m £2 g $ E 
i MS . & $83 3 2 
bo eon = 35) 
’ ’ hG «4332 33%. 
Men’s and Boys’ Oxfords a ears ene ES 
8888 $83 & a 
11%-2 2%-6 6-11 => S3eun 35322 © 
735H Tan Lotus Blucher Oxford, heel 1.50 1.85 2.25 Peace aes = = 
5 Vox Tan Lotus Ventilated Oxford 1.85 2.25 By i J ra a 
25 Vox Mahogany Elk Ventilated Oxford 1.85 2.25 CoomgeSses 
oe SS ow Oy 
SSLSPL SSIS SE 
ESsS= S35 a -a~ 
HAGERSTOWN SHOE & LEGGING CO., Inc. e335. 33. 3% 
HAGERSTOWN, MARYLAND, U.S. A. “cs =e" - a 














‘gut READY TO SHIP 


Grede Shoe 








A snappy selling up-to-date oxford, 


| Built of fine “S Black Kid” 
S t ay ck N O. B -4 1 5 On a lest ‘thet tx snemennileaie a 


real fitter and red-hot seller— 


“Theda” Last 


Perforated Cap, Vamp, and lace stay, Tan 
kid lining, 6 Midget eyelets, 13-8 inch heel: 
Sizes AAA 5-8, AA 414-8, A 4-8, B, C and | 
D 3-8. ! 

| 
Same oxford in Tan Kid No. B.416. 


SEND FOR A SAMPLE PAIR 


WHITMAN & KEITH COMPANY | 
BROCKTON (Campello Station) MASS. | 
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—-WHITE SHOES— 


Ready for Shipment 





Ne. 352 — Women’s white ozford. No.§ 353 — Women’s white oxford. No. 354 — Women’s white oxford. 
Machine sewed, 10/8 heel. Price $1.25 Machine sewed, Military _ heel. Machine sewed, Low heel. Price $1.25 
Price $1.25 





No. 3759—Women’s white two button No. 3747—Women’s white two button No. 926—Women’s white two button 
one strap. Machine sewed. Military one strap. Machine sewed. Low one strap. Imitation turned. Military 
heel. Price $1.25 heel. Price $1.25 covered heel. Price $1.75 





. No.'3745— Women’s’ white sport oxford. No. 3765—Women’s white sport oxford. 

No. 6324—Women’s white buckled ae , : 
4 vered heel. Price $2.00 Machine sewed. Black trimmed. Machine sewed. Black saddle strap- 
strap, turned, covered heel. ce $2. Price $1.75 Price $1.85 


CHIPMAN, HARWOOD & CO. 


‘“‘The White Shoe House of America”’ 
564 Atlantic Avenue, Boston, Mass. 
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ae a Write for Special Agency 
= Plan for Dealers. 


Menihan Arch-Aid 
White Reignskin Cloth Oxford 
Stock Style No. 707 





Aid, Shoe Company 
MANUFACTURERS & ndeedianeak 


Rochester W.J- 
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ORLA ( ) ) OKLA 





Shoes of Distinction 


by 





Philmall Buc. 


DESIGNED AND 
EXECUTED 
EXCLUSIVELY FOR 


THE BETTER TRADE 


THOROUGHLY BENCH MADE 


Philmall Juc. 


147-153 WAVERLY PLACE 
NEW YORK CITY 


Phone Spring 9657 


CRORE IRGC DG PRCOERGEKG ERC CRC BG ELON 
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SPECIFICATIONS 
Amalfi¥Pump: White Cloth, Patent Trim, French 
Corded, White Welt, Natural Edge, White Ivory Heel $3.75 


As the Artist designed it, 
As the Artisans made it 


A creation worthy of the finest foot for its setting, allying 
itself with the white season, made as only the capable 
craftsmen of this company make shoes—perfectly. 


You know the price will sell it on sight. 


$3.75 





General Sales Offices: 10 High Street, Boston, Mass. 


Ch Sales Office San Francisco, Cal., Sales Office Baltimore Sales Office 

H. B. Rosenthal Ernest J. Sibbald Harold G. W: | 

Republic Building 735 Pacific Building 404 W. Baltimore St. | 
Greater New York Office—Arthur H. Weiss, 127 Duane Street 

New Jersey—Arthur C. Weissenfels 


MANCHESTER, N. H. 
| 
| 
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Task Visiling with the Publisher 














Page 

Says Freight Rates Not to Blame... .. 70 
They're a negligible factor in price 
changes, declares the Joint Commission 


on Agricultural Inquiry. 


The Recorder Ad-Visor Service... ....72 
Pointing out how best to emphasize the 
durability of children’s shoes. 

Russian Motif Strong in Dress... ....74 


Some more discussion anent the much- 


discussed Russian boot. 


Working Exhibits to Feature Boston 
sea Soc Hick eee ree eieees 75 
Actual factories in operation to be part 
of the National Shoe and Leather Ex- 

position and Style Show in July. 


Good Merchants Cleaning Up the 
COR in. vised Soe eet ce 76 

How trade abuses are being gradually 

eliminated by far-seeing members in the 


retail end of the game. 





“Right now we face Summer. Men will 
be apt to let down. It is vacation time; 
plans are deferred and in many indus- 
tries sales efforts slacken. 


“This Summer is going to be different. 
The president of an international manu- 
facturing company said last week that it 
is the most important Summer for busi- 
ness in the last fifteen or twenty years.” 
—(Printer’s Ink.) 


The shoe business needs, this Summer of 
all times, to put aside the tradition of a 
Summer slump, to plan now for continu- 
ous sales, 


More ideas for better Summer sales are 
needed. The Bool ond Shoe Recorder will 
do its best to stoke the brain-fires of our 
merchant readers, And our advertising 
service department is ready with timely 
suggestions for our advertisers. * 


Let us make things hum this Summer! 


hye 











all 
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Moses Wrote the Best Seller 


If Moses had lived in this modern commercial age, and 
had copyrighted his works, the royalties he would have 
derived from sales would no doubt have. made him the 
richest man. 


He wrote one of the world’s best sellers, because it gives 
to more people, more often than any other kind of litera- 
ture, that which satisfies a never-ending desire. 


And so it is that the success of any product depends upon 
the permanency of its appeal and usefulness to many 
people. 


—and it is because Educator Shoes satisfy the ele- 
mental desire in all humans for foot comfort—and from 
an economical standpoint, their wearing qualities are 
without equal—that this family of shoes is also one of the 
world’s best sellers. 


The Educator for men, women and children, and the 
later Modified Educator for women are merchandising 
revelations to the shoe retailer. 


Why not let Educators build a permanent clientele for 
’ 
you: 


RICE & HUTCHINS, Ine. 


BOSTON U.S. A. 


OUR NINE AMERICAN DISTRIBUTING BRANCHES 


The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co, 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co, 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co, 


Joseph I. Meany & Co., Inc., Phila., Pa. The Atlas Shoe Co., Boston, Mass. 


The Rice & Hutchins St. Louis Shoe Co 


RiCE & HUTCHINS 


FDUCATOR 














SHOE® 
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Co-operate on an Early Fall Season 


August 15, on men of the trade who are in agree- 

ment that something should be done to develop 
an in-between season on regular merchandise that is 
styleful, pleasureable, and profitable. A suggestion 
comes out at Philadelphia that something be done 
to develop a style season commencing August 15 and 
move for a period of six weeks. 

This suggestion parallels the thought of the Recorder 
that the active selling of shoes for Summer wear ex- 
tends over a six weeks’ period ending July 4. There is 
no question but what business is being done in the form 
of waves of buying, with intervals between. For exam- 
ple: the tide of busimess that swept up to Easter ebbed 
off until May 15, and then surged again upward to a 
peak which we hope will hold over until the Fourth of 
July. It is a peculiarity in business, and in all lines of 
industry, that these succeeding waves are each more 
optimistically received. 

There is no question but what merchants have looked 
on the idle weeks in August and September as being the 
positive low-tide of this year’s business. A stimulant 
of the style movement starting August 15 and sweeping 
on to October would be welcomed by sellers of hats, 
garments, hosiery and shoes. 

It is one of those co-operative features in merchan- 
dise that has to be developed by merchants in all lines 
of business, and we commend the plan to the shoe 
craft as a profitable possibility for the six early Fall 
weeks. A complete analysis of events the past two 
weeks gives some suggestions in that direction. 

First: The National Shoe Retailers Style Report 
outlined the types of footwear and the trend of style 
and these are approximated for the early Fall 
period. Then followed the Brooklyn Style Show 
with its early Fall footwear typical of national de- 
mand for fine footwear in the six weeks period ending 
October 1. 

As a co-operative movement an early Fall season has 


iz is possible to stimulate a six-weeks season for 


‘footwear and costume. 


advantages and the more you study them the more 
they impress you with their possibilities. 


When Style Switches 


‘ae never was a time when the study of style 
was more fascinating or more profitable to the 
merchant owning his own business. In the shoe trade 
we have been real fortunate in having a national con- 
sideration of style extend over a period of two weeks, 
or fourteen days, in the month of May. There actually 
is a better idea of sanity in shoe styles, and real study 
of the harmony of dress footwear on any fashionable 
street reveals this truth. 

There is no upsetting style feature just ahead of us. 

Not so many months ago every merchant felt fairly 
safe on sport footwear, knowing that tweed cloth had 
been sold in such volume, and in all the colors of the 
rainbow. The merchant had a big idea that smoked 
horse and brown apron sport oxford would harmonize 
with most anything. There wasn’t a prediction made 
by anyone that the switch would be almost instan- 
taneous to the most unexpected material of all—patent 
leather. So we had patent leather sweeping the coun- 
try in straps and oxfords as the footnote to the tweed 
suit and the tweed cloth dress vogue. This unexpected 
change brought great losses in sport suiting as well as 
in sport footwear. It is to be hoped that most mer- 
chants came-out from under at an early point in the 
game. 

As a further study to the trend of style we commend 
to your atterition the careful inspection of Section 3 
included in this week’s Recorder. In this section you 
get a comprehensive lesson on values of good style in 
These footwear and dress 
fashions are the last note in style in New York City. 
It is a pleasure for us to emphasize the instruction value 
of this section, which actually brings the Style Show 
right into your shoe store. 
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It was no little achievement on the part of the 
Recorder to mechanically prepare in print this beautiful 
section so soon after the close of the Brooklyn Style 
Show. The Show closed on Wednesday. The illus- 
trations and drawings and photo engraving was com- 
pleted by Saturday. The periwinkle shade of ink was 
mixed to hit the shade of periwinkle leather shown on 
the runway, and the presses were at work Monday 
night to complete as handsome a section as has ever 
appeared in a business paper. 

We particularly mention these things to draw a 
parallel between the intricacies of publishing ard shoe- 
making. Every shoe manufacturing organization must 
be alert and efficient in its operations. We are enjoying 
a speed in shoemaking that would be thought infpos- 
sible three years ago. The same thing is true in pub- 
lishing. The speed of service has given us all new 
ambitions and new energies dedicated to the profit of 
the merchant and the ultimate pleasure of the consumer. 


Clear by the Week 


N what position is the shoe trade today in respect to 
i] the old fashioned clearances of shoes in July? All 
indications are that two forms of clearance will prevail. 
In the one case, stores having an accumulation of mer- 
chandise over a period of three years will endeavor to 
clear by the wholesale, at prices approximating $1.00 
per pair, 

It takes at least eighteen months to convince some 
merchants that shoes are absolutely dead. Such long 
vamp parts as are still in back storage spaces should be 
cleared now or never. There was some hope that the 
trend abroad to styles having a long forepart, that 
some of our shoes might be shipped abroad for more 
profitable sale there. This plan looked feasible but for 
two things;—first: our past styles had an elongation of 
toe so great that no “latin foot’’ would consider it, and 
second: sizes are shot to pieces making stock valueless 
as a stock proposition. If it has been truthfully esti- 
mated that there are over one million pairs of Louis 
heel boots still with us in America, and three million 
pairs of Louis heel oxfords with long drawn out fore- 
parts, we need a house clearance and it might still be 
done this year, for each succeeding year makes them 
less valuable. 

On the second point, we may see the possibilty of 
bargain tables piled high with odds and ends in sizes of 
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novelty footwear—some of the strap effects, and es- 
pecially those with freak patterns are going to be 
dumped on the clearance table this season. The only 
way to clear styleful merchandise, that is short of sizes, 
is to make the clearance table a weekly feature in a shoe 
store the year around. It is entirely wrong in principle 
to hold all goods for mid-season clearance sales. The 
public has been fed up on bargain offers and the real 
results of a splurge sale is detrimental to the prestige of 
any well established retail institution. 

It is high time to put the clearance on the basis of 
clearing stock as it becomes old. In some cases the 
styles might be out of date before the shoes are put on 
the shelves, and the merchant might just as well con- 
sider his “bad-buy” as such and clear immediately. 
What injures the tone of mid-Summer shoe business 
more than anything else is the hectic shoe clearance 
that disturbs the entire system of selling at retail. 


Ship by Freight 
VERY little saving is worth having for the I.C. C- 
announces a 10 per cent straight cut in freight 
rates, -On a pair of shoes this doesn’t amount to much, 
but every penny saved is so much more profit. 

The last three years has seen a remarkable change in 
the shipment ofmerchandise. Style in footwear and 
style in garments have put all of the freight business 
into the express and Parcel Post services. 

In the movement of coal, ore, grain and bulky pro- 
ducts this saving of 10 per cent will be exceptionally 
welcome, and to many merchants throughout the West 
and far West (where the cost of moving goods was 
greater than the price quoted in Eastern markets for 
the entire value of the goods), this 10 per cent reduc- 
tion is somewhat welcome. Secretary Hoover was par- 
ticularly in favor of a greater reduction on these bulky 
items. This is to be hoped for if real interchange of 
goods is to be encouraged. 

As far as shoes and leather are concerned the re- 
duction of 10 per cent in freight rates means the de- 
velopment of new and efficient services on the alert 
railroad systems of this country. Out of some of the 





‘shoe markets fast-freight cars practically parallel 


express deliveries to the industrial centers which are 
designated as breaking points. From the breaking 
points to the store the service is slower, but even that is 
being corrected. 

















It would pay merchants to look into the cost of 
moving the goods from the factory to the store for 
economies can be affected by study of freight rates. 


The Misbranding of 
Merchandise 


en go to Congress to make laws. The hearings on 
Me: measures take place before various commit- 
tees, and usually the members of these committees 
know very little at the start concerning the matter 
under consideration, especially when it deals with bus- 
iness or manufacturing. Very few of the members of any 
Congress have had experience in these directions, and 
at the hearings, the speakers for and against a proposed 
measure, usually employ technical language with which 
laymen are not familiar. Hence the need for keeping 
informed regarding national legislation. 

While the readers of this journal are not directly 
affected by most of the national legislation, there is 
very little that does not concern them indirectly. At 
the present time there are two bills before Congress 
which relate to the textile industry, and in view of the 
fact that the boot and shoe industry would be very 
glad to receive the moral support of the textile industry, 
if from its standpoint, a given measure would work a 
hardship, then by the same token, the boot and shoe 
industry should be willing to inform itself concerning 
legislation affecting another industry, and do as it 
would be done by. 

Attention here is directed to the bill known as the 
French Capper compulsory branding bill. The injec- 
tion of this new factor into the manufacture and sale of 
clothing would affect the business of the merchant in 
various ways and would be bound to add to the over- 
head. If each garment must be separately labeled and 
if the merchant is either directly or indirectly to be 
held responsilbe for the accuracy of these labels, it 
means an entirely new series of problems laid upon the 
shoulders of the merchant. While several reasons may 
be given why this bill should not pass, really one is 
sufficient—namely that it is not right to establish a 
standard of quality which cannot be defined in terms 
which the general public can understand. Furthermore, 
unless the full story regarding any particular textile is 
given, the branding would be of little advantage. 
Then comes the matter of settling a controversy 
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concerning the correctness of the branding. No test 
could be furnished by which the consumer would be 
able to determine the difference between new and re- 
worked wool. If you cannot test, if you have no means 
by which the law can be administered, what is the use 
of the law? Experts state that it is not possible to 
detect just what the fibres are, and the fibre contents 
and percentage. Proceeding, it is proper to state that 
the manufacture of certain textiles, meaning the pro- 
cesses involved in it, is of equal importance if not 
greater, than the material of which they are composed. 

There is now pending in both Houses of Congress, a 
measure known as the Lodge-Rogers bill, which is 
regarded by good judges of legal principles, as furnishing 
ample protection against fraud, not only against 
unscrupulous makers and distributors of clothing, but 
of all other commodities as well. If any one uses a 
brand, the brand is required to be an absolutely correct 
statement. The recent decision of the United States 
Supreme Court also goes far in the direction of affording 
protection, since it sustained the action of the Federal 
Trade Commission in a case which was brought against 
a textile manufacturer on the ground, that the brand 
which this company was using was open to a misleading 
construction in the mind of the buying public. For this 
reason the Commission ordered the use of the brand 
discontinued. 

A body of manufacturers will assemble at Washing- 
ton for the purpose of conferring with Goverment 
agents. 





A Warning to Subscribers of the Boot 
and Shoe Recorder 


Our subscribers are warned against paying any 
money to anyone for subscriptions. No one is authorized 
to solicit remittances for renewals from any of our sub- 
scribers. We have been informed by several of our sub- 
scribers that they have been victimized by a Z. G. 
Williamson who claims to represent the Collegiate 
World Publishing Company, 800 No. Clark Street, 
Chicago, IIl., and who has frequently given receipts for 
the Boot and Shoe Recorder. Neither Mr. Williamson nor 
the Collegiate World Publishing Company has author- 
ity to solicit renewals from any of our subscribers. All 
remittances must be sent direct to the Boot and Shoe 
Recorder's office at Boston. 
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Says Freight Rates Not to Blame 


Joint Commission on Agricultural Inquiry Declare That 
Transportation Cost Is an Almost Negligible 
Price Factor in Many Cases 


By WILLIAM L. DALEY 


Washington Sta 


indent 


Corres, 
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N the opinion of the Joint Commission on Agri- 
| cultural Inquiry of the Congress, merchants have 

little or no excuse for attributing price changes to 
freight rates. In this respect the Commission reported 
to Congress that “the purchase of dry goods or cotton 
piece goods by the average housewife is in a quantity 
weighing but a few pounds, and with freight rates 
running in many cases less than $1.00 per hundred on 
these commodities it will be readily seen that the 
freight ingredient is a negligible quantity. The amount 
of freight in the average purchase of dry goods is so 
small that it is difficult to show it. High freight rates 
are not infrequently urged as an excuse for increases in 
prices without justification.” It will be recalled that 
the Commisssion made a study of transportation costs 
and retail prices several months ago in conjunction 
with organizations and retailers. Undoubtedly their 
recommendations to Congress in this connection will 
have an influence on retailers’ sales arguments to 
prospective customers from the rural communities. 

The commission complied several tables setting forth 
the freight rates on dry goods, shoes and cotton piece 
goods in order to show the farmer the extent to which 
freight rates figured in retailers’ prices. The com- 
mission pointed out that “While freight rates are often 
a considerable factor in the cost of distribution of low 
prices, heavy tonnage commodities, and may restrict 
the radius of distribution thereof and sometimes even 
prevent shipment altogether, as a rule freight rates 
have not kept paee with increases in prices of such 
articles as dry goods, boots, shoes and other highly 
fabricated articles usually purchased in less than car- 
load quantities and do not restrict or diminish the 
movement of such commodities. 

“The influence of freight rates upon basic com- 
modities is increased by the fact that such increases 
usually become a part of the dealer’s cost and the 
basis of profit additions, and are thus multiplied in the 
final price paid by the consumer. Upon the higher 
cost and more highly fabricated articles the freight 
charges are sometimes absorbed by dealers, and even 
where they are a part of the basis cost upon which 
profits are figured, are not multiplied to the same 
extent as freight rates upon high tonnage, lower-priced 
commodities.” 

As to the effect of freight rates on shoe prices, the 
commission says: 


‘“‘Men’s shoes, packed 24 pair in a case, have a ship- 
ping weight of 79 pounds to the case. They are now 
transported from Lynn, Mass., to Chicago at a rate of 
$1.57) per hundred, which amounts to $1.24 per case, 
or 5% cents per pair. Children’s shoes, packed 72 
pairs to a case, weighing 107 pounds, are transported 
today from Lynn, Mass , to Lincoln, Nebr., at a rate of 
$2.8514 per hundred, or $3.05 per case, which is 4 1-5 
cents per pair. A similar shipment from St. Louis, Mo., 
to Lincoln, carries a charge of 3 3-5 cents per pair. 
Tables A 139 and A 140 show the number of pair 
packed in a case and the shipping weight per case. 
Tables A 140 and A 141 show the freight rates from 
various shoe-producing points to miscellaneous destina- 
tions throughout the United States. 


Henry W. Morse Assigned to Important 
Post 


Boston, May 22—Henry H. Morse, chairman of the 
Boston Export Round Table since 1919 and export 
manager for the Regal Shoe Company since 1912, will 
go to Washington as head of the specialties division of 
the United States Bureau of Foreign and Domestic 
Commerce, according to notification received today 
from Secretary Hoover of the Department of Com- 
merce. His appointment will take effect July 1. 

Mr. Morse, recognized as one of the foremost author- 
ities on export technique in the country, was born at 
Athol, June 2, 1877, and studied at the English High 
School and at Harvard College. Besides his position at 
the head of the export business of the Regal Shoe Com- 
pany, he has served as special lecturer on export topics 
at Boston University, Dartmouth and Harvard. He has 
been, since 1919, chairman of the committee on trade 
expansion of the National Boot and Shoe Manufactur- 
ing Association, and until recently was director of the 
New England Chamber of Commerce and chairman of 
the advisory committee on foreign mails. In 1921 he was 
honorary vice chairman of the National Foreign Trade 
Convention in Cleveland. Last week he was elected a 
director of the United States Chamber of Commerce. 

Besides having charge of the specialties division, Mr. 
Morse will assume a general advisory capacity at the 
Washington bureau on matters relating to export policy 
and technique. He is at present in Cuba, in connection 
with the export shoe trade. 
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Dollars are the wheels of business. And on them 


your prosperity rolls—or stops. 


Keep ’em moving! By wise expenditure, put the 
money now in your pocket or bank account into 
circulation. Put it to work in channels that 


create WORK for MEN! 


There are more millions of dollars in the United 
States today than ever before. If they remain 
idle—they are a naticnal menace. For idle, 
surplus money, means idle, surplus men. 


Buying makes work; work makes wealth! The 
wealth is here. Put it to work for your own 
prosperity. 


Publisher 
P.S. If I were a retail merchant I would use 
the above, or similar argument, in my local news- BOOT and SHOE 
paper advertising. Paste this page up in your Ke ORDER 


store. THE GREAT WATIONAL SHOE WEEKLY 
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Recorder Ad-Visor Service 


Feature the Durability 
of Children’s Shoes 


DP pper nancial is the important con- 


sideration in children’s shoes. 


Style is too, but that’s in evidence when 
your cuts or the shoes themselves 
are seen. 


And it would be criminal to sell 
shoes that because of doubtful fit 
you would not want a child of your 
own to wear. 

Therefore, feature durability in your 
newspaper advertising and in your 
windows for a time. Perhaps these 
ideas will help you or will suggest 
better ways of doing this. 


BREAKERS! 


Worn Six Months Without a Tap 
That's the Record of the Pair 
on Display inOur Windows 
igns of mud, rocks,” water, and scuffing 
are on them, but the shape is still good, 
and the soles are not worn through 
Such Shoes Ought To 
Interest Every Mother 
ALL LEATHERS = ALL SIZES 


YOUR_NAME HERE 
Street 


Rock Oak {Soles, Genuine 
Selected Leather Uppers, 
Tough Wax Stitching, Lasts 
that have been proved cor- 
rect through actua! wearing 
tests. 
Is it any wonder thatourshoesgive J 
complete satisfaction. Bring your 
youngster here for spring shoes. 
YOUR NAME ee 














WINDOW DISPLAY 


A pair of shoes that have seen some service could be dis- 
played with a card giving the particulars, for example, the 
age of the youngster, the number of months they have been 
worn, their cost when new. The news element in such a 
display is decided. There is point in psychology involved, 
too. People, as a rule, react favorably to the display of 
anything that seems so close to them as a thing does that 
has seen service. To one side, place a shoe that is cut show- 
ing construction. On the other, show a new pair, all three, 
the one showing construction, the worn pair, and the new 
pair being the same style. 
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Recorder Ad-Visor Service 


It’s a Job to Get Those Who 
Have Never Worn Your Shoes 
to Realize Their Real Value 


That is the work such ads as these 
will do. They may not be specific 
enough for most merchants, yet 
they very likely will get readers to 
think of the value in your shoes. 
You could run in a few ads like 
this once in awhile just to get 
ee cae oe variety or you can use these very 
as 6 Sasct cor sheen ave mats send ads to emphasize the fact that 


enough to make customers praise 


them. “7 *,° 
Six Months Without a Tap? you are exhibiting a concrete ex- 


Hadn’t you ought to investigate such ample of the money-saving quali- 


serviceability in children’s shoes? 


Selected Leather, Good Shoemak- : ; ’ 
ing, Mirecos ‘Bupha, Year's the ties of your children’s shoes. 


story of Our Children’s Shoes. 








How To reduce 
our childrens} 
Shoe bills!!! 


Avoid cheapness. Measure cost by 
} the length of time your children’s 
im shoes wear. The only right way. 









im In the style pictured nothing is left 
out that can be put into a shoe to make 
it stand the activities of restless feet. 
In Black COR apees Toute 
and Supple Soles, Rock 
Ribbed, All Sizes $4.00. 


™ You'll marvel at the low price 
AFTER YOU SEE THE UN- 
LIMITED AMOUNT OF HARD 
USAGE THEY STAND. 


YOUR NAME exe 


Town 
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Russian Motif Strong in Dress 


Influence Noted Throughout the United States—Brilliant 
Colors the Going Thing 


By EUGENE PEIRCE 


HE Russian influence with respect to the motifs 
is general throughout the United States and 
everywhere else, due of course to the fact that 

people buy Russian embroidery and motifs from 
Russians in order to help them out. 

There is an opportunity for this kind of decoration 
for the reason that brilliant colors are the going thing 
for this Summer and are 
appropriate the 
decorations of black fabrics. 

Moreover, Russian 
embroidery in __ brilliant 
colors will continue in favor 





also for 


| 


for the reason that neutral 
colors are coming along. 
Hence, neutral gowns lend 
themselves to motifs work- 
ed out in brilliant colors. 
The 
ment coming along in the 
future is to be on the 
order—that is, 


new color move- 


monotone 
several shades of a given 
color. 

Orange, yellow, 
reddish purples like fuchias, 
and similar strong colors 
are out of the running. 

The brilliant 
high 
emerald, blue, turquoise, 
high canaries. Thistle 
mauves are better than Royal purples which are too 
strong. 


strong 








colors are 
cross straps. 


to be shades. of 


Frank Werner of San Francisco, one of the first mer- 
chants to advertise Russian boots, states frankly that 
his buyer secured the Russian boots purely for display 
purposes, and to “keep in the swim,” and not with any 
idea that they could be made to sell in any appreciable 
number. The Frank Werner Company is exclusive 
agent in San Francisco for I. Miller footwear. and as 
such, commands the lion’s share of the theatrical trade 
of the coast. One day a member of the chorus of the 
“Fanchon & Marco Little Club,” which is a midnight 
frolic after the New York idea, was in the Frank Werner 
store and saw the Russian boots. Her enthusiasm was 
so pronounced that it started the store management to 
thinking that this enthusiasm could be spread to others 
in the profession and through them, to the women of 


The Pompeii Russian Boot differs widely from other 
styles in combining the Russian motif with the’ French 
Designed by Degen-Lipp, Inc., Brooklyn 


San Francisco, who could afford to pay $30 for seasonal 
novelties. 
Co-operation with Show Girls 

After a number of ideas had been submitted, a con- 
ference of Werner executives was held, and it was de- 
cided to endeavor to secure the co-operation of the 
“Fanchon &- Marco” management in a number of 
stunts designed to make the 
Russian boots talked about. 
First, to start the ball 
rolling, Fanchon & Marco 
agreed to put on a special 
number in their nightly 
program in which the Wer- 
ner-Miller Russian boots 
would be the principal 
attraction. To distinguish 
this particular boot, it was 
given a new name, the 
“Fanchon Boot.” A spe- 
cia! song number was 
written about the “Fanchon 
Boot” and a novelty dance 
was evolved, the sensational 
feature of which was a 
request of the pretty danc- 
ing girls to male diners at 
the “Little Club” to help 
them pull on their boots, 
the girls making their 
entrance in their stocking 
feet with the boots tucked 
under their arms. Of course, the men were prompt in 
offering their assistance, and the process of “pulling on 
the boots” requiring from two to tbree minutes, 
indelibly focussed everyone’s attention on the “Fanchon 
Boots”. To help fix the name in the public mind, the 
Frank Werner Company’s name was stamped in easily- 
read letters on the boot hooks. The ‘“Fanchon Boot” 
number was given twice a night for a period of three 
weeks at the “Little Club,” about 300 diners being 
present at each performance. There being 12 girls in 
the number, it was necessary that their costumes 
include 12 pairs of boots. 


French 
and 


Russian 


A Stunt for Publicity 


Mr. Werner, for his part, agreed to advertise the 
“Little Club” in his newspaper display copy, and did 
(Continued on page 75) 
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‘Working Exhibits” to Feature Boston Show 


Many Branches of Industry to Have Model Factories in Operation 
at National Exposition and Style Show 


HAT the Boston Show, to be held in Mechanics 
Building at the “Haub,’’ July 10-13 next, is 
going to be the most interesting, comprehensive 

and highly-educational display of this kind ever seen 
beneath one roof, is already assured. 

This 1922 Exposition and Style Show is going to 
eclipse all previous events anywhere in the world, and 
it should appeal to all branches of the allied industries, 
in a way that will crowd the great building and tax 
Boston’s hotel accommodations to the limit. 


Big Demand for Space 


The management reports that never since the annual 
Exposition was established by the New England man- 
~ufacturers has there been such an early and enthusiastic 
demand for exhibit spaces, and these already are at a 
premium. 

For weeks a half a dozen energetic committees have 
been working up the different features of the Exposi- 
tion, and at this writing their duties have been very 
largely completed, inasmuch as the four-days’ program 
is now definitely arranged. 


Style Show ih Evening 


In addition to a big and exclusive display of leathers, 
footwear and accessories, located in the.two main halls, 
there will be held an evening Style Show, which in 
respect to quality of product and artistic beauty, will 
excel all previous style shows and revues. 

Besides these scores of displays, there will be main- 
tained for the first time a series of “working exhibits” 
which will include the operation of a tannery, a com- 
plete shoe factory, and also the turning of lasts, the 
weaving of shoe linings, demonstration of shoe pattern 
making, and the manufacturing of shoe cartons. In 
other words, this department will show the visitor the 
entire operation of converting calfskins into leather, and 
leather into shoes, and the boxing of the footwear, all 
ready for the shelves of the retail shoe merchants. 

The tannery is to be installed and operated by the 
A. C. Lawrence Leather Company of Boston; the Emer- 
son Shoe Company of Rockland, Mass., will manufac- 
ture the footwear on machines contributed by the 
United Shoe Machinery Corporation; the United Last 
Company will turn the lasts on its own machines; 
Farnsworth, Hoyt & Co. of Boston, will furnish the 
loom to weave the linings, ‘and the Dunbar Pattern 
Company will provide experts to make the patterns 


Liberal Education Promised 


The committee in charge have made elaborate plans 
for extending hospitality to ail visiting representatives 


of the allied trades so that visitors to Boston during 
Exposition week may confidently look forward to hav- 
ing “the time of their life.”’ Yet another incentive for a 
visit to America’s great shoe and ‘eather city at that 
time is the strong vacation appeal that New England’s 
surf-washed beaches and cool and fascinating mountain 
resorts makes to every one at that time of the year. 

It has been well said that a visit to the 1922 Boston 
Show wili be a liberal education alike, for the manu- 
facturer, wholesaler or retailer of shoes, and tanner, 
finder, salesman, or in fact, anyone who takes a real 
interest in our great leather and footwear industry. 


Business Motif Strong in Dress 
(Concluded from page 74) 


so, using the photograph of one of the Fanchon & 
Marco dancers, wearing the Fanchon boots, as the 
major illustration. He also used enlarged photographs 
of the girls wearing the boots, in special window display, 
giving his store a valuable advertising “tie-up” and 
supplying the “Little Club” with advertising it could 
get in no other way. 

A series of stunts, supplying the newspapers with 
good “copy” and illustrations, was worked out, helping 
immeasurably to make the new style generally talked 
about among women. And the 12 dancing girls, in ex- 
change for the privilege of wearing “property” foot- 
wear, spent at least two hours every afternoon in con- 
spicuous places in the shopping districts, in the leading 
hotel lobbies, at the matinees, and at the most fashion- 
able public afternoon-teaing places. This gave a pro- 
nounced impression among women that the new Russian 
boots had taken a decided hold. The boots were so con- 
spicuous and the girls played their part so well, that it 
seemed “‘everybody was wearing them.” 


Just for Prestige-Building 


Mr. Werner, having telegraphed to I. Miller & Sons 
for an adequate stock, was prepared to fill orders as 
soon as the idea took hold on the public mind. And it 
did take hold. ““We sell several pairs a day, every day,” 
said Mr. Werner. “And at $30 a pair, which shows that 
women are willing to pay for style as soon as it actually 
does become a style, ‘I found that women wanted to 
wear them, but were afraid to be the first ones, or the 
only ones to do so. We are forced to constantly reorder 
to supply a demand that was purely artificial, forced by 
a novel method of advertising. And I found that after 
the idea got started it was the word-of-mouth adver- 
tising that did the trick.” 
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Good Merchants Cleaning Up the Craft ° 


LITTLE more than two years ago, when the cry 

A of profiteering was ripe throughout the land,some 

very wild and drastic legislation was proposed in 

the State of Washington that would have made going 

mighty hard for the good legitimate merchants of that 
State. 

The non-partisan league and other organizations 
which sought to eliminate the retail merchants were 
rapidly gaining control of public sentiment. 

A meeting was called and a State Retail Merchants’ 
Association was formed with units in every county. 
The foundation principle of the association is “that the 
organization shall be primarily and fundamentally a 
constructive institution conducted along educational 
lines for the mutual benefit of the consumer and the 
merchant ” 

The association did not send a big lobby to the State 
Capitol as similar associations are in the habit of doing, 
nor did they try to intimidate or directly influence the 
legislators. Rather they did just what they set out to do 

educate the public and the merchants composing 
their organization. 

They hired the head of the economics department of 
the State University, a man in whom the farmers and 
the public generally had the utmost confidence. They 
ser.t him out on a lecture tour of the State. He attended 
conventions, picnics and public gatherings of various 
kinds. It was not his province to lambast or harangue, 
but in a plain, straightforward way this apostle of 
business told the story of the retail merchant, his place 
in the economic structure of society, the service he 
renders to the community and the absolute necessity 
of his existence. 

Usually the open forum plan of meeting was adhered 
to. Any person in the audience was privileged to ask 
any question or make any statement he wished. Pro- 
fessor Hindley good-naturedly and honestly met and 
refuted all the arguments. 

The net results of this campaign was that the people 
of the State of Washington themselves killed the pro- 
posed radical legislature. 

The merchants themselves realized more fully than 


ever before their obligation to the public and a long 
step forward was taken in better service in Washington 
retail stores. 

The merchants’ association did not disband or quit. 
It is constantly on the job, not only in educating the 
public to respect and have faita in merchants, but also 
in educating the men in the mercantile field to respect 
themselves and the profession in which they are 
engaged. 

The influence of this organization toward better 
and cleaner methods of retail merchandising is clearly 
reflected in both State laws and city ordinances that 
have recently been enacted in that growing and progres- 
sive Commonwealth. 

The city of Seattle a few months ago passed an 
ordinance which makes it obligatory on the part of any 
person, firm or corporation “who advertises or con- 
ducts any sale of goods, wares or merchandise that is 
represented as a bankrupt, insolvent, assignee’s, ad- 
justor’s, trustee’s, executors, administrator’s, receiver's, 
wholesaler’s, jobber’s, manufacturer’s closing out sale 
by a merchant’s association board of trade or other 
apparent body of creditors shall file with the city 
comptrolier a statement under oath stating the names 
of the person from whom the goods were obtained, 
whether the same are to be sold under an order of the 
court and if so the name of the court and proceeding in 
which such order was made and a description of the 
goods to be sold.” 

Another clause makes it unlawful “for any person at 
such sale to sell any goods, wares or merchandise not 
specifically described in said statement.” 

Here is evidence of the better class of merchants 
endeavoring to clean up the craft with which they are 
identified. 

No good merchant would think of fighting a city 
ordinance or a State law of this character; in fact, every 
good, legitimate merchant should welcome legislation 
of this type. 

It is unfortunate that men should fail in business, 
that bankrupt, assignment and similar sales should be 

(Continued on page 77) 








i} 














May 27, 1922 


BOOT AND SHOE RECORDER 77 





The Better Service Club, a group photograph of which is shown above, is an institution which, directly as well as indirectly, con'ributes 
to the success of the Buckley Shoe Company 


Buckley Shoe Company Celebrates Birthday 


Entertainment and Dance Feature Seventieth Anniversary 
of Houston Firm 


N celebration of the seventieth anniversary of the 
Buckley Shoe Company, of Houston, Texas, 
employees and officials held an entertainment and 

dance at the store, April 25. 

The “Better Service Club” staged the affair, and the 
fixtures and furnishings of the store were moved back 
in order to provide a large dancing space. Charles 
Touts, president of the club was in charge of the enter- 
tainment and Vernon L. Giles, past president, made a 
talk on the Buckley foundation. 

Members of the organization decorated the store 
elaborately. Charlie Dixon’s jazz orchestra contributed 
the music. The dance numbers were named for shoe 
styles, “Home Sweet Home” being entitled “Old 
Ladies’ Comforts.” 

Members of the Buckley firm made short speeches, 
and invited the employees to enjoy themselves as much 
as possible. Punch was served during the evening. Max 
Goldfarb, with his fair partner, Miss May Larkin, led 
the grand march. 

History from the time of the manufacture of the first 
pair of boots by the Buckley family until the present 
modern shoe business, was recalled by the older mem- 
bers of the firm. W. E. Buckley, son of the founder of 


the Buckley establishment, made a short address 
commending the loyalty of the employees. 


Good Merchants Cleaning 
Up the Craft 


(Concluded from page 76) 


necessary. Not only does the man or firm who fails 
suffer, but every other merchant in that same line of 
business and in fact every other line of business in the 
community must bear his share of the loss. 

While at times such sales or methods of disposing of 
merchandise are unavoidable, it is unfortunate that 
any person or firm should be so debased and so devoid 
of honesty that they would raise a false flag over a 
place of business and trail the good name of “Merchant” 
in the dust and grime by falsely advertising bankrupt 
or assignee’s sale. “ 

Laws to prevent fake, dishonest, crooked sales can- 
not be too stringent and merchants’ associations and 
good merchants individually should foster such legis- 
lation. 

The old adage “Let the buyer beware” must pass 
forever from merchandising parlance. 
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Brisk Demand for Whites 


Merchants Who Previously Had Predicted That They Would 


Not Be in Demand Are 


HE white season has opened ‘during 

the past week with an enthusiastic 
buying spirit. The belated purchases, 
which some retail merchants have. felt 
should have been made earlier seem to 
have matured during the past six days 
Majority of the stores are ahead of last 
year’s business in point of pairs disposed 
of in the white field. Those who earlier 
in the season predicted a rather reluctant 
white business, have arrived at the point 
they white will prove 
stronger than ever. This judgment is 
based on the business transacted during 
the last fortnight. : 


where believe 


The pressure plac:d on whites within 
the past few weeks has completely upset 
the dope and some retail shoe merchants 
have a sneaking suspicion that they may 
find themselves in exactly the same posi- 
tion they were caught in last year, when 
there was an acute shortage of white 
goods. One large department store buyer 
expects to go East shortly where he will 
attempt to buy more white shoes. Some 
weeks ago this individual was of the 
opinion that his stocks of white, for the 
most part were ample to meet his re- 
quirements. 


White Straps Dominant 


White straps have been the dominant 
style in this field. Buckles and buttons 
both have come in for an equal share of 
White kid and buck have 
Canvas is 


patronage. 
very little choice in the call. 
the popular fabric and majority of sales 
are made on this type of shoe. Oxfords 
are sellng in very limited quantities. 

What has had a flurry during a week is a 
white buck cut-out barefoot sandal. Most 
stores are entirely out of this style and the 
Recorder correspondent, while in one of 
the big stores down town, heard two re- 
for this new vogue within ten 
minutes. Other stores also report large 
sales on this type. The smoked horse and 
elk patterns are equally as strong, with 
an upward tendency which will grow as 
the weather warms, to a white buck type. 
Retail merchants are free in their asser- 
tions that this style will enjoy big sales 
during June and July. There’s a shortage 
on satin straps in the higher heel patterns, 
especially in the 15/8 and 16/8 styles. 
Satins in straps with this type heel have 
scored heavily for the last few weeks and 
at present all the stores are scrambling to 
replenish their depleted stocks. 

Assuming a cautious attitude on the 
higher heights of heels, very few buyers 
were set for the rapid demand created 
recently. One definite tendency which is 


quests 





Now Ordering in Haste 


being formed is the women’s preference 
for higher heels. The rebound frcm the 
extremely low heels of a few short months 
ago has gone to the higher levels and 16/8 
seems to be where it has stopped for a 
temporary rest. This applies particularly 
on the dressier patterns and especially in 
satins. Brocaded satin quarters with 
plain vamps are having some popularity. 

A 14/8 heel is being seen on a majority 
of patterns. Stores report that this latest 
shoe fashion has the stamp of approval of 
the feminine sex. 


Side Lace Satins Displayed 


The latest style that is being shown in 
any of the stores is a side-lace satin oxford. 
Only one store has shown this pattern so 
far, which is being heralded in the East 
as the very newest thing in shoedom. 

Sport stuff has taken a spurt, with the 
call showing a preference for the colored 
trimmed effects. 

Customers Assume Risk in 
Having Shoes Tinted 


Swope customers who desire shoes tintde 
to match certain gowns do so at their own 
risk, according to an article which ap- 
peared in the recent issue of the Shoe 
Horn, the monthly house organ of the 
company. The article is as follows: 

“Salesmen must explain to customers 
that shoes are tinted at the customers’ risk 
only. We find that customers often have 
an exactly opposite view, owing to the 


fact that salesmen in their eagerness to * 


complete a sale very often give customer's 
the impression that we guarantee to match 
samples. In the future we will hold sales- 
men responsible for explaining that we 
make no guarantee of any kind in regard 
to tinting.” 


Y. W. C. A. Has Lecture On 
Proper Footwear 


On Tuesday night, May 23rd, the 
Wheatley Branch of the Y. W. C. A. gave 
a demonstration and lecture on the wear- 
ing of proper footwear. Local retail shoe 
merchants arranged an exhibition for the 
evening, demonstrating the various types 
of corrective footwear. 

Specialist at Ground Gripper 
Store 


Dr. F. A. Husk of Boston, who came 
direct from the Ground Gripper Institute 
of New York and Chicago to the J. J. 
Fontius & Sons, Ground Gripper Store in 
the Arcade Building spent a week at the 


RECORDER 





May 27, 1922 


store advising customers as to the proper 
shoes for their foot ailments. Consider- 
able space was used in the daily papers 
created a brisk demand for this type of 


- footwear and ‘brought many prospective 


purchasers in the store for consultation. 


Vogue Does Record Business 


The Vogue Boot Shop just finished one 
of the biggest week’s business in the his- 
tory of the store. The Easter week of a 
few weeks ago proved to be one of the 
largest in point of sales up to that time. 
The past six days not only equalled it 
but passed it by a fair margin of sales. 
This store specializes on short vamp 
novelties. 


Fifty Per Cent White 
Business for Shoe Mart 


M. M. McCain, manager of the Shoe 
Mart, was enthusiastic with the past 
week's business. Particular gratification 
was expressed in reference to the business 
done on white shoes. McCain stated that 
at least 50 per cent of the business trans- 
acted during the last six days was on white 
shoes. This selling places the business in 
this field ahead of last year’s record for 
the same period. 

Brandt’s Show New Pattern 

Manager Bickel of Brandt’s is introduc- 
ing one of the newest patterns seen in the 
stores recently. The creation is a side 
lace black satin oxford. There is no trim- 
n ing whatever on the shoe which is made 
in a turn and carries a 14-8 covered heel. 
The initial showing was very favorably 
received and will be carried in three or 
four ways. 


Business Gains Here in Last 
Sixty Days 


Business conditions in the last 60 days 
in and near St. Louis have shown a con- 
sistent upward trend, according to Sec- 
retary Sly of the Manufacturers’ and 
Merchants’ Association and R. D. Sang- 
ster, industrial commissioner of the 
Chamber of Commerce. 

“All lines of business have made im- 
provements,” said Sly, “especially in the 
automotive industry which is operating 
on a normal basis. There has been a 15 
per cent increase in the volume of wages 
paid out here in the last month, and a 
substantial increase in the number of 
workers. The Textile, wholesale dry 
goods and the shoe industries have all 
shown increases and are _ practically 
normal.” 

Sangster said that general business con- 
ditions were better and pointed to the 
railroads as an indication of this fact. 

“The railroads are buying more rolling 
stock,” he declared, “‘which is a big help 
to the car plants and steel mills in the 
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district. They are not buying many 
locomotives and passenger coaches, but 
freight cars are finding a good market.” 
As evidence of the activity in this line 
is the order just given to the American 
Car Company by the American Refrigera- 
tor Transit Company for 2000 refrigerator 
cars to cost approximately $5,000,000. 


Johansen Bros., Have Big 
April Increase 

Johansen Bros. Shoe Company 
have been working their factory to capac- 
ity right along, shown another 
phenomenal gain in sales for the month of 
April. The business increased 45 per cent 
over the same period of last year, according 
to a statement made by Charles Strayer, 
sales-manager. He stated the increase 
named was in dollars and cents and that 
pairs shipped far exceeded the figure 
mentioned. 

The company at present is experiencing 


who 


have 
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one of the largest white seasons in the 
history of the business. Deliveries are 
being made in four to six weeks with the 
pressure on white strap stuff. The new 
“Feeture Arch” shoe recently introduced 
by the company has taken hold with 
greater success than was anticipated. 
Ten styles have been placed in the line 
and are carried in triple A’s to D’s. 


Tweedie Reports Big Business 


The Tweedie Footwear 
announces that the company is running 
its factory to capacity and that the busi- 
ness showed an increase in the month of 
April of slightly over 45 per cent. This 
figure is compared with the same period of 
last year and refers to the footwear 
division of the business only. Excellent 
results have been obtained in the State of 
Pennsylvania, new territory recently 
opened up by the company. 


Corporation 


CHICAGO 


Sales Cover Wide Style Range 


Some Stores Selling Patents; Others Selling Sport Oxfords; 
and Still Others Selling Up a Heavy Score on Whites 


N response to the question ““What have 
been the best sellers during the week?” 
each store manager had a different story 
to tell. Fortunate it is that sales cover a 
wide range of materials, patterns and lasts. 
In one high-grade store the answer was 
patent cut-out effects and patent vamps 
with colored ooze quarters. In another 
store of equally high grade, the answer was 
sport effects in both oxfords and straps, 
oxfords having preference, because the 
manager thought it advisable to force ox- 
fords early and straps a little later. Sport 
effects in this connection cover a very wide 
range, including smoked horse with brown 
trimming, pearl elk with patent or calf 
trimming, white buck with patent and 
black calf trimming, white kid with pat- 
ent, red kid, green kid and several other 
colors of kid as trimming material, and 
white fabrics similarily dolled up. Gray 
buck and tan buck with trimmings of con- 
trasting colors are being shown and sold 
extensively, not only in the store referred 
to above, but all along State Street and 
Michigan Avenue. 

In another store the manager said that 
whites and white combinations had been 
the leading sellers during the latter part 
of the week. 


Black and Brown Kid 


In another store that has been featuring 
a special arch construction in an oxford it 
was learned that this special advertising 
had resulted in the sale of large quantities 
of this particular oxford in black and 
brown kid while in the more dressy foot- 


wear in this same store satins and patents 
had been selling about 50-50. 

One State Street store that concentrates 
its efforts largely on more novelty and 
fanciful footwear has during the latter part 
of the week, sold a great many pairs of a 
barefoot sandal effect in various combina- 
tions of materials. The shoe is of turn con- 
struction, with a very broad toe, carrying 
a 6-8 leather heel. 

For street wear both in turn soles and 
welt soles, heels from 10-8 to 12-8 are sell- 
ing readily, but in the dressier class of foot- 
wear for afternoons and evenings there is a 
decided tendency toward higher heels. 

It is fortunate that there is such a wide 
range in lasts, patterns, and materials, be- 
cause it makes all merchandise good that 
has neat, distinctive, pretty lines. And in 
event the particular size wanted is missing 
in an individual shoe, the salesman can 
readily substitute another and satisfy the 
customer. . 


Whites Starting Early 

The latter part of last week was warm 
and sunshiny, consequently white shoes 
have started early. In the opinion of one 
of the leading high-grade merchants this 
will mean the sale of an extra pair of 
whites to the customers who are buying at 
the present time. All of this augurs well for 
a big white season for 1922. While white 
oxfords are selling very good there is an 
increased demand for strap effects in white 
as compared with previous seasons. This 
applies to kid and calf leathers and also to 
white fabric. 
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In most of the stores volume of business 
has been quite satisfactory, several stores 
reporting the sales of pairs to be far in 
excess of the corresponding week of last 
year. 


Children’s Footwear Active 

Children’s departments in both high 
and medium-grade stores have been un- 
usually busy during the past week. More 
stress has been put on attractive patterns 
in children’s footwear and this fact alone 
has materially increased the sale of chil- 
dren’s footwear in many of the leading 
stores. 


Men’s Stores Selling More 
Tans Than Black 


There is practically no change in pro- 
portions between tans and blacks in men’s 
stores. The manager of a group of men’s 
high-grade stores says that analysis of his 
sales shows 65 per cent colored leathers, 
25 per cent black calf, kid and kangaroo, 
and ten per cent patents. 

These percentages would probably be 
verified in other high and medium-grade 
stores, while in the lower grade stores the 
percentage of colors would probably be 
still higher. 

There is an indication of an increase 
in the sales of patent oxfords and several 
store managers have expressed the opinion 
that when it comes to hot weather the 
young man who wears a blue serge coat 
and white flannel trousers will wear patent 
oxfords rather than white oxfords with 
that combination. 


Business Tone on Monroe 
Street Better 


Reports from traveling men represent- 
ing Chicago wholesale houses, indicate 
that small town merchants throughout 
the Middle West are imbued with a 
decidedly better mental attitude than 
prevailed earlier in the year. While mer- 
chants are not buying lavishly they are 
more liberal in their buying policies and 
are not haggling so much about price of 
merchandise. 

That business is better with the small 
town merchant is also reflected in collec- 
tions of Chicago wholesale shoe houses. 


New York the Mecca of 
Chicago Shoe Buyers 


The Brooklyn Style Show at the Com- 
modore Hotel in New York, proved a 
powerful magnet in drawing buyers from 
both retail stores and wholesale houses of 
Chicago. Everybody in the shoe game 
was anxious to find out the style trend 
for the late Summer and early Fall 
months. The Brooklyn Style Show is 
looked upon as an event that will prob- 
ably set the trend and consequently 
Chicago buyers are anxious to see the 
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new things which the Brooklyn manu- 
facturers are showing. 

Among the retail buyers who attended 
the show were: C. H. Daemicke of 
Daemicke Bros., Alfred J. Ruby of A. J. 
Ruby, Inc., F. E. Foster and Carl Burg- 
stahler of F. E. Foster & Company, H. R. 
Rogers of C. A. Stevens & Bros., Otto 
Adams of Carson, Pirie & Scott, Julius 
Goldberg of O'Connor & Goldberg, A. J. 
Mittleman of I. Miller's, F. J. Fox, 
manager of the Thos. G. Plant stores. 
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Among the wholesalers were Dave 
Saiffer of the Dave W. Saiffer Shoe Com- 
pany, Ed Weissberg of the Novelty Shoe 
Company, Dave Tober of the Tober- 
Saifer, St. Louis. 

George M. Spangler, secretary of the 
National Retailers’ and Ed Beck, manager 
of the Correct Costume Revue of the 
National Shoe Retailers’ Association, are 
also among the representatives of the 
shoe industry who attended the Style 
Show in New York. 





SEATTLE 


Retail Credit Men Meet 


Many Shoe Merchants Hear Talks on Fine Points 
of Handling Credits 


AY 15-16 the Pacific Northwest 
Retail Credit Men's Association, 
which comprises the credit managers of 
retail establishments in Washington, 
Oregon, Idaho and Montana, met in the 
auditorium of the Frederick & Nelson 
Department Store, See ttle, Wash. There 
were 200 accredited delegates at the con- 
vention. and the total attendance was 
more than 400. The meeting was unani- 
mously declared one of the most success- 
ful the Northwest credit men have ever 
held, and the delegates returned home 
with many valuable new ideas for in- 
creasing the efficiency of their businesses. 
The object of the conventions held by 
the Pacific Northwest Retail Credit Men’s 
Association is to promote the progress of 
the organization and to develop the effi- 
ciency of its members. Officers of the 
association are: G. R. Raymond, Turrell’s 
Bootery, Seattle, president; O. H. Baxter, 
Bush & Lane Piano Company, vice-presi- 
dent; J. P. Jameson, Lowman & Hanford, 
treasurer, and Frank Foster, Sherman 
Clay & Company, secretary. The direc- 
torate includes the officers and C. W. 
Lockard, Frederick & Nelson, Inc. 


National Association Men Present 


The program included inspirational 
talks from men prominent in Pacific 
Northwest business, banking and com- 
mercial activities and executives of the 
National Credit Men’s Association. The 
representatives of the national organiza- 
tion present were R. W. Watson, director, 
and D. J. Woodlock, secretary-treasurer. 

Shoe dealers registered at the conven- 
tion included: A. Baumgartner, Pacific 
Outfitting Company,- Portland; Mary 
Eichhorn, Knight Shoe Company, Port- 
land; W. G. Hooker, Wentworth Clothing 
Company, Spokane; D A. Johnson, 
Dolby’s Clothing Company, Spokane; 
H. A. Replogle, Owen Specialty Shop, 
Spokane; Frank P Shockly, H. & E. 
Shoe Stores, Inc., Spokane; R. W. Wat- 
son, Spokane & Eastern Mercantile Com- 





pany, Spokane; J. H. Chester, Kalispel! 
Mercantile Company Kalispell, Mont.; 
Glenn A Johnston, Rhodes Bros., Ta- 
coma; H. C. Wathkins, Peoples Store 
Company, Tacoma: E. H. Dobrin, Arcade 
Department Store, Toppenish; Wm. M. 
McGowan, Toppenish Trading Company, 
Toppenish; W. J. Peppett, Hudson Bay 
Company, Vancouver, B. C.; R. H. Hay- 
den, Star Clothing Company, Yakima. 


Credit Psychology 


Seattle was represented by the follow- 
ing shoe merchants: C. R. Branstetter, 
Piper & Taft, Inc:; A. W. Clarke, Mac- 
Dougall-Southwick Company; E. E. Ding- 
ley Fraser-Paterson Company; C. W. 
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Lockard, Frederick & Nelson, Inc.; E. E. 
Nyquist, Eastern Outfitting Company; 
G. R. Raymond, Turrell Shoe Company ; 
C. L. Stickney, Piper & Taft, Inc.; 
Samuel Trowbridge, Pacific , Outfitting 
Company, and H. W. Woodford, Frederick 
& Nelson, Inc. 

Dean, Stephen I. Miller, University of 
Washington, spoke on “Credit Psychology 
and Humanics”; Ira W. Bedle, cashier, 
National Bank of Commerce, Seattle, on 
“Review of the Retailer’s Ledger’; Miss 
C. L. Tuttle, Coast Finance Company, 
Tacoma, on “System Used in Identifying 
Charge Customers”; F. C. Walker, Stone- 
Fisher Company, Tacoma, on “Granting 
of Retail Credit in 1922”; J. W. Town- 
send, Frederick & Nelson, Inc., Seattle, 
on “The Function of the Credit Office in 
a Merchandising Organization”; Wm. 
Loewi, manager, Retailer’s Credit Asso- 
ciation of San Francisco, on “The Credit 
Bureau in a Community: What Ends Can 
it Achieve Under Present Conditions?” ; 
C. F. Roadnight, The Crescent Depart- 
ment Store, Spokane, on ““What Does the 
Term ‘Granting Credit’ mean to the Effi- 
cient Credit Man, to the Merchandising 
Establishment, to the Customer or Pub- 
lic?”’; A. H. Arendt, Ditter Bros., Yakima, 
on “The Need of Better Commercial Laws 
and Legislation”; Russell Barlow, C. S. 
Barlow & Sons, Tacoma, on “Should a 
Credit Man Take any Prominent Part in 
Public Affairs or Clubs?” and J. L. Tucker, 
Wenatchee, on ““The Establishment of a 
Northwest Clearing House for Bad 
Checks.” 


Business Shows Improvement 


Men’s and Children’s Footwear Shows Marked Gains; Shoe 
Factories Running Fairly Full 


OCAL merchants were inclined to be 

highly optimistic last week in view 
of the fact that business has improved 
considerably according to figures for the 
first half of May. Improvement in the 
employment. situation and seasonable 
weather are thought to have brought 
about the improvement. : 

Patent leather has been the leader in 
the sale of women’s footwear, while the 
tan calf and kid oxford have been close 
seconds, this latter style being sold for 
strictly street wear. ' 

A decided improvement in sales in 
both men’s and children’s footwear has 
been noted throughout the month of 
May, and all the downtown merchants 
seem very gratified with the improvement 
in the men’s footwear sales. 

The A. E. Pitts Shoe Company, of 
which John J. Baird is president and 
general manager, has installed a radio 
outfit for the pleasure of their patrons 





and employees. The receiving outfit of 
this wireless outfit has been installed on 
the second floor, junior department and 
will no doubt, be a delight to their many 
“kiddy patrons.” 


White Season Looms Big 


From the reports received from mer- 
chants, the white season is now on. The 
demand for white, white with black or 
tan trim, and the newer styles of sport 
oxfords grows stronger with each day of 
balmy weather. It is expected that this 
Summer season will be a record breaker 
in the sales of this style of footwear. 

Columbus manufacturers and jobbers, 
returning from a tour of four days through 
Southern Ohio, declared the outlook for 
business very good. The jobbing trade, 
which has been rather spotty in the last 
few months, is expected to look up within 
the near future. 
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This magnificent section helps 
to set up a standard in an industry 
at a time when standards are most 
needed. The greatest void in the 
world of today is the lack of stand- 
ards—standards in politics, in in- 
ternational relations and in busi- 
ness; in fact, in every walk and 
avocation of life. It is well, there- 
fore, to set up a standard of style 
—a standard of a strong commu- 
nity interest in art in footwear 
based on a long leadership in foot- 
wear fashions. ‘This standard is 
held high by Brooklyn—it is a 
world leadership, because it gives 
this art in footwear to hundreds of 
thousands of well-groomed women 
instead of, to the comparatively 
few who get custom-fittings in 
Paris. It is to Brooklyn that the 
well-dressed woman looks for style 
—she has learned that leading 
merchants get their smartest shoes 
there. Brooklyn has brought high 
style within the reach of nearly 
every girl and woman. 


ROOKLIN 


v® Feminine FOOTWEAR 






What Paris is to the world of 
fashion, Brooklyn is to feminine 
footwear—such is the standard 
that brings a group of master 
manufacturers together to display 
their arts on both the living model 
to a setting of music, and through 
these pages in picture, type and 
color, so that more merchants can 
believe that Style is Leadership in 
in market-places as well as in city, 
town and village stores. No place 
serving the people with shoes is 
beyond the voice of style—it is for 
that reason that footwear is com- 
ing into its own as a fashionable 
article, worthy of appreciation as 
well as profit. 


It has taken a dominant leader- 
ship to acclaim that style is not 
freakishness, nor ability to draw 
designs the only requisite for suc- 
cess in shoemaking. Today we see 
Brooklyn stepping into the emer- 
gency and the swing of the pendu- 
lum of style is steadied. To a 
group of a few manufacturers, 
possessing the courage and initia- 
tive to revert to the standards of 
practical shoemaking, the real 
thanks of an industry should be 
recorded. You will find no alarm- 
ing freaks in this section to affect 
adversely the stock on every store- 
shelf in America—instead you will 
find footwear within the trend of 
sandal and slipper best calculated 
to please the public and profit the 
merchant. 




















There have been enriching in- 
fluences upon women’s footwear 
these past months—even A. C. 
McGowin, in his retirement, ac- 
knowledges that the industry has 
“stepped out” since his days (just 
a few months past). Feminine 
footwear has expanded in beauty; 
all the materials and all the jewels 
have been made adornments to the 
art of shoemaking. If standards 
are set in artistry, then Brooklyn 
has done much to deserve success. 

To those houses who have borne 
a reputation for style creation, the 
reward of merchant friendship 
comes, not on one successful style, 
but on the assumption that a num- 
ber of style successes presupposes 
that the same organization can 
create new numbers right through 
the years, and that intrinsically 
the shoes are worth the price be- 
cause of quality and practical 
style ability manifest in the or- 
ganization. 


Standards of style set high ought 
to lead to one more thing—stand- 
ards of price commensurate with 
the creative and merchandising 
abilities back of the product and 
the store. When a fifty-dollar hat 
covers a ten-dollar facial treat- 
ment, and a gown is bought at 
prices in the hundreds, and hosiery 
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come up to twenty dollars or more 
—is there a proper appreciation of 
footwear at from $10.00 to $18.00? 
This is a subject linked up with 
proper standards of an industry. 
If the topnotch of the craft is being 
rewarded on the basis of “foot 
coverings,” is it not the province 
of consumer—education to bring 
about a proper appreciation of 
style in footwear? 


You will find in these pages a 
proper balance of costume and 
footwear for feminine apprecia- 
tion. The plume of a bonnet is no 
more potent a cynosure than the 
smart slippers that are thrust for- 
ward at any function. There 
really is a remarkable appreciation 
of fine footwear, and it is proof 
positive that the era of style is 
scheduled for a long engagement, 
for no town is too small for an en- 
terprising merchant to feature 
Brooklyn styles, and, what is 
more, if he doesn’t somebody else 
will. 
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UNAWAY on the run-way of the Brooklyn Show! This dainty 

slipper ran away from all competition—true to Baker form. It 

was one of a superb string of eye-delighting shoes, made by this 
famous New York house. 


GEORGE W. BAKER SHOE COMPANY 
Brooklyn, N.Y. 
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N many an admiring eye was the beauty of this choice little Rus- 
sian boot mirrored as it flashed on exhibition at the Commodore 

Show of Brooklyn footwear. 

Naturally, it bore the imprint of John Cramer & Son, fashioners of 

women’s and children’s footwear of real distinction. 

The finely made line of a fine old house. 


oUF 


2° Q@ , 
FOHN CRAMER & SOM 
Brooklyn, NOY. 
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PHERE was the flash of class in each Degan-Lipp model in the 


Brooklyn Show fashion parade. 
The model here illustrated shows it. 
DISPLAY 


Close inspection of the splendid Degen-Lipp line only confirmed the 
run-way impression. CREATES 
SALES 


Degen-Lipp, Inc., have the secret of making women’s turn footwear 


with that intangible selling appeal. 
For a busy season, stock Degen-Lipp footwear. 


DEGENX - LIPP, INC. 


Brooklyn, N.Y. 
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HOES may come and shoes may go. But the Eyre line—these 
shoes of artistic perfection—will always be the cynosure for 
sharp-eyed buyers of the Brooklyn Show. 
Take the Mimi here illustrated, for instance. And, by the way, it 
was taken in larger numbers by style connoisseurs at the Brooklyn 
Show. This style typifies Eyre shoe craftsmanship. 


FRED A. EYRE & (O., INC. 
Brooklyn, N.Y. 
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ALPH WALDO EMERSON never had a ring-side seat at the 
Brooklyn Show run-way. Otherwise he wouldn’t have written 
“The beautiful is never plentiful.” 


Beautiful shoes were every- 
where. 


And the Garside-made line was surpassingly beautiful. 
We’re taking the word of our order-books for that. 


Because only 
extra-pretty footwear is in demand today. 


cA. GARSTDE ee SONS, INC. 
Long Island (ity, NOY. 
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‘DAME FASHION—capricious jade though she is—gave this 

Andrew Geller shoe a smile of warm admiration as the model 
footed it gaily down the “Board Walk” at the Brooklyn Show. Of 
course, on closer inspection it was seen to be made with the care 
which gives these famous Brooklyn shoes their exclusive quality 
and style. 


ANDREW GELLER 
Brooklyn, NEY. 
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Picture cannot express the best part of the beauty of this 
charming costume. 
The shoe is a Griffin-White handiwork, one of the high spots of the 
Brooklyn Style Show. Not only a fitting tribute to Brooklyn skill, 
but also a worthy representative of the line of women’s shoes shown 
by this well-known house. 


GRIF FIN-WAITE SHOE (0. 
Brooklyn, NOY. 
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cA LWAYS an event—the Julius Grossman style opening at the 
Brooklyn Show was particularly noteworthy this year. 

This photograph does scant justice to the particular style shown— 

It was current comment at the show that the Julius Grossman line 

of women’s footwear was typical of the house and supreme in its 


quality. 


JU LI US GROSS AC AN, I NC. 
Brooklyn, NOY. 
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LOUIS C. DOREMUS 





EMIL STRASSBURGER 


Style in Shows and Shoes 


Taking the Brooklyn Style Show into 
every representative shoe store in the 
country is the function of this section— 
so that all merchants can see the pageant 
of footwear fashion unfold before their 
interested gaze. ‘To those lucky mer- 
chants — well over a thousand — who 
clustered around the run-way, this section 
serves as a reminder that style has been 
elevated to a new and higher place by 
the ambitious efforts of a group of 
manufacturers of Brooklyn. 

Picture a pretty Garden, a profusion 
of flowers and of brilliant lights, a pergola 
and huge sun-parasols—a swish of the 
curtain, a flare of music and twenty- 
three manikins grouped in the Autumn- 
al setting are ready to promenade. 

Merchants from every state, a buyer 
from Australia, a baker’s dozen from 
Texas, the President of the National Shoe 
Retailers Association and leading execu- 


tors in that great merchant body, as well 
as the President of the Canadian National 
Shoe Retailers Association were present. 
In compliment to the industry the 
courtesy was even extended to brother 
manufacturers from every market of 
shoes. With such a setting and such an 
attendance these pictures carry on the 
mission of style ‘into every shoe store— 
so that merchants can see for themselves 
the value of style and of shows—so 
perhaps at the next fashion event by 
Brooklyn a complete merchant attend- 
ance may be expected. 

Twenty of the leading Brooklyn firms, 
all members of the Shoe Manufacturers 
Board of Trade of Greater New York, 
participated in the style show. Each firm 
showed two pairs of shoes at each exhibit, 
which was held both afternoon and 
evening for three days. The final polish 
to the staging of the Show was given by 

















GEORGE MILLER 


Ned Weyburn of Ziegfeld Follies fame 
while the musical program was furnished 
by the Paul Whiteman orchestra. 

Through the direction of Mr. Weyburn, 
high class theatrical stars were provided 
for the intermission. Among the stage 
artists who appeared were Elva Lloyd, 
Eva Clark, Evely Law, Betty Hale, 
Rita Owen, Janett Johnson, Billie May 
and Muer and Gillen. 

The costumes and accessories, which 
were in keeping with the shoes, were 
supplied by Oppenheim, Collins & Com- 
pany of New York. 

The manufacturers participating in 
the style show were: 

George W. Baker Shoe Company, 
Baker Chandler & Co., Inc., John Cramer 
& Son, Degen, Lipp, Inc., Fred A. Eyre 
& Co., Inc., A. Garside & Sons, Inc., 
Andrew Geller, Griffin-White Shoe Co., 
Julius Grossman, Inc., Wm. Henne & 
Company, Inc., Horn Shoe Manufactur- 
ing Corporation, R. H. Hoskins Com- 
pany, Kozak & McLaughlin, Inc., John 
J. Lattemann Shoe Mfg. Co., I. Miller & 
Sons, Inc., Pincus & Tobias, Dr. A. Pos- 
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THEODORE 


CRAMER 


ner Shoes, Inc., Strassburger: Stiles, Inc., 
S. Weil & Co., Inc., and Wichert, Inc. 

The committee in charge of the show 
included. 

Committes on Authentic Shoe Style 
Show. L. C. Doremus, General Chairman. 

Style Shoe Committee, Theo. Cramer; 
L. C. Doremus. Publicity Committee; 
Emil H. Strassburger. 

Floor Committee, Mr. Lockwood; Mr. 
Geller; George W. Baker, Jr. 

Lights and Music Committee, George 
Miller. 

Sample Room Floor Committee, Emil 
Strassburger, Chairman; J. J. Lattemann; 
Mr. Griffin 

Shoe Committee, Charles Bouton. 

Registration Committee, R. H. Hoskins 
Chairman; George White; Fred Eyre; 
Frank Grossman; J. R. Garside; Joe 
Kozak; J. Posner; Wm. Zabriskie; Emil 
Weil; Julius Kauder; M. E. Tobias; 
Mr. Lattemann; Mr. Lipp; Mr. Brickett; 
Mr. Munson. 

Style Show Complete Committee, L. 
C. Doremus, Theo. Cramer; E. H. Strass- 
burger; Geo. Miller;-Roy Hoskins. 
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THE test of true beauty is that it increases on examination. 
Hence the interest shown in this chic green trimmed white sandal 

which formed one of the big numbers in the Horn footwear line at 

the Brooklyn Style Show. 

Beautiful shoes for beautiful women is the style-word of this House 

of Distinctive Footwear. 


HORN SHOE MANKL '/FACTURING CORP ORATION 
Brooklyn, NI < 
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Py *THOUT sacrificing beauty to fashion—The Kozak & Mc- 
Loughlin opening of footwear at the Brooklyn Style Show was 

both handsome and modish. 

The Show was an added triumph for these makers of women’s foot- 

wear— the shoes worn by the model here illustrated being much 

commented upon. 





KOLAK & MeLOUGHLIN, INC. 
Long Island (ity, No? ‘ 
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T wasn’t easy to pick out the above Latteman style as an illus- 

tration of the Latteman turns and welts at the Brooklyn Show. 
Each shoe was so well received and so cleverly modeled to suit all 
occasions and lasts that to show one seemed like “playing favorites.” 
But if there was an outstanding favorite—we show it here. 


FOHR J LATTEMAKR SHOE MFG. (0. 
Brooklyn, NY. 
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” the Brooklyn Show. But when the model and style illustrated 
Mig. » above came tripping down the run-way—everybody said, “I. Miller 

[/9\\" @ has put it over again.” If you want to be just one safe lap ahead 
of style—buy I. Miller feminine shoe creations. 


; *, ERTAINLY there was beautiful feminine footwear aplenty at 
Cra + 
Xe, NED <tpy 

a 


Willer Maid 
£ MILLER & SONS, INC. 
Brooklyn, NOY. 
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"HOES rise or fall under the pitiless publicity of the footwear 
parade lime-light. 
The Pincus & Tobias turns and welts certainly were in the ascendant 
from the moment they were displayed on the Brooklyn Show run- 
way. 
In fit, form and faultless construction this line of shoes steadily 
holds to a tradition of honest craftsmanship by expert craftsmen. 


PINCUS & TOBIAS, INC. 
Brooklyn, N.Y. 
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fr takes a shoe with in-built character to shine on the Brooklyn 
Show run-way parade. 

Posner’s misses’ and children’s footwear shone! 

Buyers instantly recognized>that happy combination of grown-up 

style and juvenile fit, which characterizes our more than 200 styles 

and keeps the Posner factory humming with in-stock orders. 


2 ©@ 
DR. A. POSNER, SHOES, INC. 
Brooklyn, NOY. 
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HAT do these exquisite shoes reflect? A nice blending of that 
style spirit of the Place de la Concorde, Paris, and the art of 
making women’s shoes, which is Brooklyn’s own. 
The showing of Strassburger-Stiles, Inc., shoes at the Hotel Com- 
modore event was an inspiration to those dealers who are ever on 
the alert for the quintessence of true style and elegance. 


STRASSB URGER - STILES, ING. 
Brooklyn, NEY. 
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& XPERIENCE is only the prophecy of wise men. 

S. Weil & Co., Inc., are wise in the art of fashioning charming 
footwear for women. 
Therefore we prophesy that the S. Weil & Co. styles, promulgated 
at the Brooklyn Show, will be successfully sold by discriminating 
merchants throughout the nation. 


S. WEIL & (0., INC. 
Brooklyn, NOY. 
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“DESIRABLE shoes for women—built with a knowledge of what 
will sell and a tried experience in shoes that can be profitably 

merchandised. 

Wichert footwear won this reputation long ago and again sustained 

it at the Brooklyn Show. The model here shown aptly illustrates 

Wichert skill in the adornment of pretty feet. 


TRADE MARK 
RES U.& PAT. OFF 


WICHE RT, INC. 
Brooklyn, NEY. 
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‘Resolutions on Manufacturing 


‘Rela tions 


Be it Resolved: That it is imperative for the 
welfare of all branches of the shoe industry 
and the buying public, and we strongly 
recommend to the members of the “National 
Shoe Retailers’ Association and all retail shoe 
merchants, the placing of their orders for 
staple merchandise sufficiently in advance of 
each season to enable the manufacturers to 
produce the necessary shoes to supply the 
country’s needs at the lowest.economic cost. 
If orders may be placed early the manufac- 
turers can procure their raw materials with- 
out interferring with the law of supply and 
demand by the placing of tremendous orders 
at a date too close to the expectant date of 
delivery. 
C. K. CuIsHoLm, 
President. 


National Shoe Retailers Association 
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T required the atmosphere of dignity, refinement 

and beauty of the Hore, Commopore to add the 
completing touch to the Brooklyn Style Show in 
New York City. 


HOTEL, COMMODORE 


(Pershing Square) 
42ND STREET 


Indoor connections with Grand Central Staticn 


Joun McE. Bowman, President Georce W, Sweeney, Vice-President 


New Yorx« City 
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classes of commodities vary from each other over 

period of business prosperity and depression. 
Materials used by producers suffer greater price declines 
during periods of depressed business than do consumers’ 
goods. Thus, the index of producers’ goods compiled by 
the Federal Reserve Board fell from 134 (relative to the 
average for 1919 as 100) in May, 1920, to 63 in January, 
1922, while the index for consumers’ goods fell from 127 
to 67 in the same period. The greater violence in the de- 
cline in prices of producers’ goods after a crisis is a find- 
ing in accord with the facts concerning the production 
and consumption of manufactured goods set forth in the 
previous section, i.e., after a crisis production falls much 
more violently than consumption. 


§ ten fluctuations of wholesale prices of different 


Marked Rise in Hides Expected 


The Review's index based upon ten peculiarly sensi- 
tive price series for important varied commodities— 
cottonseed oil, coake, pig zinc, pig iron, bar iron, mess 
pork, hides, print cloths, sheetings, and worsted yarns— 
declined from 129 (relative to the average of 1919 as 
100) on May 1, 1920, to 50 on August 1, 1921, com- 
pared with the maximum decline for “‘all commodities” 
from 128 to 70. In the first quarter of 1922 the Review’s 
indexisstill considerably below that for all commodities, 
although an upward trend in the prices of the ten com- 
modities has been registered since last August. In case 
a substantial revival of manufacturing activity occurs— 
as appears probable from the relations existing between 
the production and shipment of manufactured goods— 
a marked rise of the average prices of the ten commodi- 
ties, and other commodities like, themn, is to be expected. 


Wholesale Food Prices Rising 


Wholesale food prices declined most violently of the 
three series between 1920 and the first quarter of 1922, 
retail food prices next, and cost of living least. Retail 
food prices and prices of other elements entering into 
the cost of living, such as rent, clothing, fuel and sun- 
dries, rose less violently than wholesale prices in 1919— 
20 and fell less violently in 1920-21. Retail food prices 
and cost of living are now, in the first quarter of 1922, 
relatively higher than wholesale prices. 

In February and March wholesale foodjprices showed 
an upward trend which brings them more nearly in line 
with other commodities and helps to rectify existing 
maladjustments. The stocks of leading cereals on 
March 1, as estimated by the Federal Bureau of Crop 
Estimates, were moderate, as shown by the following 


figures: 


SHOE RECORDER 


The Meaning of Fluctuations in 
Wholesale Prices 





Farm Reserves on March 1 


(Million Bushels) 1920 1921 1922 
pa 1,046 1,565 1,313 
Wheat 170 217 131 
ORES Se 410 684 405 
PN Lue oa schoo d ged 63% 37 65 41 


Consequently, the present situation—moderate stocks 
of cereals and increasing activity in manufacturing in- 
dustries—is favorable to a continuation of the upward 
movement in wholesale food prices. 

A rise in the prices of various important producers’ 
goods, including farm products, would be the natural 
consequence of an increase of manufacturing activity. 
An increase of manufacturing activity in 1922 is war- 
ranted by the present relatively low volume of produc- 
tion compared with the indicated consumption of goods, 
Increased physical output and higher prices, however, 
require a plentiful supply of bank credit. Therefore, an 
examination of the credit situation is pertinent. 


Money and Credit 


The most obvious development of 1921 was the 
change in the banking situation from one of strain to 
one of ease. The rapid accumulation of reserves by the 
federal reserve banks, the decline of notes in circula- 
tion, and decrease of earning assets, so marked in 1921, 
continued in the first month of 1922. There is evidence 
in the more recent figures for earning assets and federal 
reserve notes in circulation that contraction has come 
to an end, although there is no pronounced indication of 
expansion. The first indication of the beginnings of ex- 
pansion, however, would be revealed by the statements 
of member banks rather than those of the federal re- 
serve banks, 


Net Loans and Investments Increase 


Total loans and investments, less discounts with fed- 
eral reserve banks, of member banks reporting to the 
Federal Reserve Board declined steadily from the 
Spring of 1920 until September, 1921. Since September; 
however, this item has increased for New York banks 
and other banks. The figures for September 7, 1921, 


~ and March 29, 1922, are given in the accompanying 


table. Inspection of these figures shows that the increase 
in total loans and investments, less rediscounts, is the 
result of two factors. First, investments increased both 
for New York banks and all other banks. Second, bills 
rediscounted with the federal reserve banks, which have 
been subtracted from total loans and investments to 
secure a net figure, declined greatly for both groups of 
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banks. On account of these two factors, i.e.. heavier 
investments by member banks and liquidation of redis- 
counts, net loans and investments of all banks have in- 
creased in the past eight months. 


Expansion Is in Prospeet 


It will be noticed that loans and discounts, including 
rediscounts, made primarily for business purposes— 
“all other loans and discounts”—were less on March 
29, 1922, than on September 7, 1921. During the past 
two months, however, loans for business purposes have 
not declined, the figures at the end of March being 
slightly above those of the first week of February. Con- 
sequently, we conclude that contraction of business 
loans has ended and expansion is in prospect. This con- 
clusion is supported by recent fluctuations in the volume 
of commercial paper outstanding, as reported by 30 
dealers to the New York Federal Reserve Bank. The 
volume of paper declined steadily from the first quarter 
of 1920 to the last quarter of 1921, but since the middle 
of 1921, the decline has been nominal and in the first 
twomonths of 1922 the volume has materially increased. 


Contraction of Credit at End 


As we have said, in view of these facts and the addi- 
tional fact that net demand deposits have increased 
since last August, it appears that contraction of credit 
for business purposes has conie to an end, and that ex- 
pansion is beginning. 

The improvement of the credit situation in the last 
seven months of 1921 and the first quarter of 1922. In 
January money rates hardened somewhat, but a down- 
ward trend again became evident in February and 
March. At the end of March the rate on commercial 
paper was 414 to 434 per cent. There appears to be no 
reason at the present time, from the evidence furnished 
by bank statements, to anticipate that dear money will 
be an obstacle to business recovery in 1922. 


Credit Readily Obtainable 


Both bank statements and money rates indicate that 
credit is readily obtainable The absorption by invest- 
ors of new securities, issued on more favorable terms to 
borrowers than formerly, is another indication of the 
availability of credit and capital for business expansion. 
The total volume of security issues, as reported by the 
Commercial and Financial Chronicle, for January and 
February, 1922, was 807 million dollars, compared with 
735 millions and 771 millions respectively, for the cor- 
responding months of 1921 and 1920. The figure for 
1922 includes 94 millions of federal farm loan bonds, of 
which there were no issues in the preceding years. The 
volume of issues of comparable securities—corporate 
industrial and railroad, foreign government, and munic- 
ipal—was, therefore, somewhat less in the first two 
months of 1922 than in corresponding months of 1921 
and 1920. Nevertheless, the issues in 1922 are of suffi- 
cient volume to show that capital supplies are available 
for current requirements at decreasing rates of interest. 
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The substantial rise of three classes of securities— 
20 common industrial stocks, preferred stocks of same 
companies and ten high-class railroad bonds — in the 
second half of 1921 and the continuation of the upward 
movement in the first quarter of 1922 is a significant 
development. Probably the recovery of security prices 
in 1921—registered first by high-grade bonds—was in 
large part merely the reflection of declining money 
rates. The persistent strength of security prices in re- 
cent months, however, undoubtedly reflects the belief 
that better business is ahead. A continued upward 
movement in security prices in times past has always 
been followed by a revival of business and the present 
strength of security prices is confirmatory evidence that 
fundamental conditions are on the mend. 


The Thought Back of Charts 


Mr. Persons states as his reason for presenting these 
charts that he went over the whole situation and found 
that the important features of the present time are a 
difference in the comsumption and production of goods. 
During 1921, he makes the point that the charted mer- 
chandise was moving in much greater volume than it 
was being produced currently—consequently stocks of 
goods were being depleted. We were in a position at the 
end of 1921 where increase of current manufacture 
could not supply present needs. During the year 1921 
production of leather and shoes has been increasing 
rapidly and during the year of 1921 the stocks of cattle 
hides had decreased very much. The index number of 
140 for the first part of 1921 is about 105 at the present 
time. The production of shoes, down to 35 in latter part 
of 1920, has been climbing and is now at about 95. With 
stocks of hides very much less, the statistical position is 
better and this position is favorable to a revival in 
tanning and the leather industries. So much for the 
physical side. . 

The Price Side Considered 


Now on the price side. Hide and leather prices do not 
play by themselves and prices always recover later than 
physical production. Manufacturing activity reached 
bottom in 1921 and has gone up in a very marked 
degree. Prices have not gone up in that way, but now is 
the time when they may be expected to go up. 

Hide prices drop more violently than leather prices 
and shoe prices drop even less violently. 

“1 look for the general level of prices to increase,” 
said Mr. Persons. “They have already started—this 
advance will be more pronounced in raw materials than 
in the finished products.” 


The Yearly Price Fluctuation 

Hide prices fluctuate regularly every year, highest in 
the Fall, lowest in the Spring. This fluctuation is a very 
systematic one and if the prices for any five months of 
—for instance, 1890 to 1913—are studied, it will be seen 
that the curve containing the rise and fall is about equal 
in each year. Each year, prices of hides vary 10 per cent, 
when considered in relation to the average for the year. 
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Leather Market Not Yet Stabilized 


Sale of Bank Stocks and Cheap Stocks Continue to 
Interfere w-th Sales of Better Grades—Prices— 
Remain Virtually Unchanged 


NE of the problems of the leather 
business continues to be a competi- 
tion of bank stocks and cheap 

stucks which interfere with the production 
and sale of the higher grade and better 
class leathers. While there has been a large 
amount of patent leather cut this Spring, 
much of it has been leather that was left 
over from liquidation stocks and leather 
which was sold to clean up old accounts. 

There is virtually no change in the leath- 
er trade of the past week, or few weeks. 
Shoe manufacturers have been operating 
at rather low capacity and in some cases 
where there have been strikes and labor 
disagreements in the shoe trade, it bas 
meant a corresponding falling off in leather 
business. In the matter of prices however, 
tanners are maintaining a firmness on 
stock in process of manufacture which has 
been made within recent months. They 
will not sacrifice profits on new stock for 
the sake of making sales. 


Bargain Stocks Interfere 


More sampling on glazed kid is reported 
for the last ten days and there is appar- 
ently good reason for believing that there 
will be a stronger season on kid this Sum- 
mer and Fall. Calfskin trading is slow and 
buyers for the most part are_after sample 
skins for rush orders. The tendency to 
secure leather at a price is hurting the 
better grades of calfskin—also side leather. 
The leather for sale at low prices makes it 
very difficult to move the better grades of 
leather, and leather which shoe manufac- 
turers would like to put into shoes if they 
could find buyers willing to pay the price. 


Sole Leather Firm 


The sole leather situation shows some 
improvement. Tanners are moving some 
every day on regular delivery and prices 
are a trifle firmer than they were a few 
weeks ago. The largest sale is on union to 
the cut-sole dealers and the oak tannages 
are also moving on a fair basis, standard 
oak backs bringing from 40c to 45c for 
light-weight tannery run. Sole leather tan- 
ners in Philadelphia and other sections 
where the high-grade sole leather is made 
are feeling more confident as to the out- 
look for Summer and Fall. 

Shoe manufacturers and leather buyers 
today are after the better grade of calf 
leather which brings around 32c to 36c a 
foot, although the top grades are quoted at 
from 42c to 45c. Medium grades bring from 
30c te 36c, the cheaper grades anywhere 


from 17c to 24c and job lots even less. The 
best grades of blacks are listed at 34c to 
38c, which is considerably lower than a 
few months ago. Calf leathers are selling 
on a lower basis today than they have for 
some years and the same might be said of 
some upper leathers which is all in favor 
of producing a lower-priced high-grade 
shoe. 
Side Leather 

The side leather market is in many es- 
sentials similar to the calfskin. The de- 
mand is quiet, although there is more in- 
quiry which indicates a picking up in busi- 
ness within a short time. The price range 
is wide on side leather, according to what 
the tanner has and what the buyer wants. 
The good grades of side leather brings any- 
where from 18c, 26c and 28c per foot on 
colors. There are many bargain stocks 
which buyers seek. 


The glazed kid demand is showing some 
improvement and tanners are looking for 
a busier Spring and Summer. Choice tan- 
nages still bring a very high figure, with 
the price range all the way from 6c and 8c 
per foot up to one dollar, which is based 
on quality and tannage. ”™ 


Patent Leather 


The patent leather market has shown a 
little sagging off, although it is one of the 
most active branches of the upper leather 
business. Top grades of chrome patent side 
are still quoted at 40c to 33c, but much 
of the leather has been selling at prices 
anywhere from 18c to 30c per foot, with 
considerable bargain leather cleaned out of 
the way. Top selections of patent kid are 
bringing from 65c to 75c per foot; lower 
grades 50c to 60c. Patent colt is firm at 45c 
to 55c and 58c per foot. 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak Today 

Calf, suede, top grade. . $0.32@$0. = $1.40@$1.50 $0.60 @$0.65 
Calf, smooth, colored, top grade. . 28@ 1.40@ 1.50 38 @ .43 
Calf, smooth, black, top grade.... .26@ 8 1.30@ 1.40 35 @ .38 
Side leathers, colors, top grade.... .18@ .22 -75@ 1.00 *.20 @ .28 
Side leather, black, top grade.... . 16@ _ .20 65@ _ .90 20 @ .26 
OS eae 45@ 50 1.40@ 1.60 60 @ 7 

White buck, top grade en lea) .. .28@ _ .30 .90@ 1.00 35 @ .38 
Elk, heavy side. . ue 24@_ .26 .65@ .70 20 @ .24 
Kids, colors, best fancy... ied 35@_ .40 1.40@ 1.65 70 @ .80 
Kid, colors, top grade............ 28@_ .30 1.35@ 1.60 60 @ .75 
Kid, black, OR saccacsscce .28@ .30 1.35@ 1.50 60. @ «65 
Kid, medium, colors............. .20@ .24 -70@ 1.10 30 @ «.45 
Kid, medium, black. . ; 18@_ .22 .60@ 1.00 25 @ 40 
Kid, cheap.. ‘saereeeil .06@ .12 .20@ _ .36 — 
Chrome patent s sides. . Saedrece .25@_ .30 85@ 1.05 320 @ 40 
Patent kid.. eee 40@ ~~. 1.40@ 1.60 60 @ 7 

Sole Leather (Price per pound) 

Green Hide Sole. . 32@ ~~ .33 56@ = «58 28 @ .30 
Union.. Ft 36 9@ .. 45 @ .50 
No. 1 oak backs... he Dp 38@ .39 92@ .95 45 @ .50 
No. 1 oak bends, shoe mfrs.’ use. 46@ AT -98@ 1.05 50 @ .60 
No 1 oak bends, finders’ use.... . .-@ 48 1.15@ 1.25 65 @ .75 

Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole leath- 

er, harness, etc. . Se eect ah ..@ .18% 52@_ «55 14 @ 14% 
Heavy Texas steers, for sole 

OS Ere ..@ .18 ..@ 50 134% @ .13% 
Light native cows, for side upper 

leather. . Sip Aa Aap ok ..@ 17%" FC @ .12% 
Branded cows, ‘for light sole 

leather.. ..@ 17% ..@ .50 @ .11% 
No. 1 buffs for ‘heavy upper ‘and 

side leather. . ..@ 15 45@ 50 08 @ .08% 
No. 1 Chicago City ‘calfskins for 

fine calf leather. : ..@ 17% 80@ 1.02% ll @ .16 
Kips for upper leather. . ..@ 1634 .65@_ .80 10 @ 13% 
3. A. hides, for hemlock sole leather ..@ .30 A2@ «46 164%@ .16% 
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Nowlsthe' Time toShow BathingShoes 


Announcing a New All Rubber Slipper—High Heel Tendency in Leather 
Not Affect Rubber Shoe Heels 
Until Early in 1923 


Shoes Will 


BOUT two years ago, in the ,bathing 
beaches of Atlantic City, there 
appeared an all rubber slipper of 

red, trimmed with black, which one fem- 
inine wearer had donned to harmonize 
with her bathing suit of red silk, black 
silk trimmed and black silk hosiery. On 
her head she wore a red bathing cap with 
just a black curl or two in sight. And lo 
and behold, this young woman did not 
tarry long on the sands, but plunged right 
into the surf, slippers and all the rest of 
her finery. After a few moments spent in 
jumping the breakers, she returned to the 
beach. Her bathing suit showed unmis- 
takable signs of being drenched, but not so 
her rubber shoes of red and black. They 
were not in the least affected and moreover 
were just as bright and were adjusted as 
firmly to her feet as if a part of them. 


ys 


In Green and Ivory 


In another week’s time, a pair of green, 
trimmed with ivory, made their debut on 
Atlantic City sands and later entrance in 
the ocean. They too, returned unim- 
paired from their watery excursion. As 
the days went by, more and more ap- 
peared, not only at Atlantic City, but at 
other Summer resorts of note. Their 
production had commenced in earnest 
and daily their use was extended until 
now this rubber bathing slipper has in- 
vaded all parts of the United States and 
foreign lands, to say nothing of foreign 
waters. , 

For All Beach Wear 


The makers of this all rubber bathing 
slipper are The American Rubber and 
Tire Company of Akron, Ohio. They 
have “christened”’ it the Arcto, and for it 
they claim the distinction of being the 
first practical and durable all rubber slip- 
per produced, suitable for all beach wear. 

In its construction, the company has 
been able to eliminate entirely the use of 
fabric or duck; the slipper has no seams 
to bind the foot or separate with wear. 
It cannot wrinkle. The sole and upper are 
cured or vulcanized over a smooth last 
and inseparably united in the curing 
process. The sole has a double thickness of 
tough rubber which provides ample pro- 
tection to the foot against sharp stones, 
sticks and other obstacles. 


Fits Snug at Ankle 


The slipper has a snug fit at the anble. 
This snugness of fit is secured by the extra 


strip of elastic rubber extending around the 
top and prevents the slipper from coming 
off in the water. Off hand, one might 
think that this slipper, being made entirely 
of rubber, would draw and bind the foot, 
but its construction has been so arranged 
that what might be an objectionable 
feature has been eliminated. 

The factor of sanitation is another ad- 
vantage that appeals to a very large 
number of people. The slipper may be 
turned inside out and may be washed with 
soap and water without injuring the stock, 
texture or design. 


Tango Colors are Favorites 


The ladies seem to prefer the Arcto in 
the blue and black colors, but recently 
the tango has made an especial appeal to 


The Arcto—An all rubber-seamless bathing — 
per, in blue trimmed with tango. Made by 
American Rubber & Tire Co., Akron. 


their tastes, because of its richness of 
appearance, and its general adoption in 
bathing suits and other garments for sport 
and dress—so we have the tango in com- 
bination with black and the tango in 
combination with blue, then there is the 
black trimmed’ with tango; also the green 
trimmed with ivory; and a rose with ivory 
trimmings. 


For the Men and “ Kiddies” 


While the fair sex introduced the 
fashion, the men of the country were 
quick to see the convenience and comfort 
of the new slipper, and they have likewise 
adopted this style of bathing shoe; the 
little tots and the misses, simply would 
not be left out of the rubber slipper de- 
votees—therefore, the style is a family 
proposition. The sizes range from 11 to 
13 for the children; from 2 to 4 for the 
misses; from 4 to 7 for the ladies; from 7 to 
10 for the men. And there you are! 

This slipper has proved a very ready 
seller and its “builders” claim that the 


price of this product has not been a factor, 
even though they were in a position to 
make this sufficiently attractive so that 
all classes of bathers might wear them. 


Why Nol a Bathing Shoe Window! 


So much for the Arcto’s history. Its 
beautiful colors aid greatly in making a 
window or interior trim effective. Then 
there are the other well known makes of 
bathing shoes in new patterns and at- 
tractive colors, harmonizing with gowns 
of surf satin, with rubber soles and heels. 
While a few rainy days and cold days may 
make the public a bit wary of the ocean, 
lake or pond, it is a fact that the long, 
warm days of Summer he ve already com- 
their onward merch 
almost upon us. A bathing shoe window 
within a week or so would not be a bad 
idea, and an interior trim might with 
advantage be immediately arranged. 


menced and are 


Rubber Man’s Findings at Brooklyn Show 


The Brooklyn Shoe Style Show held 
at the Commodore, May 15-17, was of 
interest to rubber shoemen, and quite a 
number visited the show to note the new 
creations in women’s footwear. One of the 
rubber men who “looked ’em over’’ re- 
ported to the Rubber Department of the 
Recorder some interesting “‘findings.” 
His chief thought after “summing up the 
evidence” is that women’s 
prettier than ever. ‘“Cut-outs 
feature,’ said he. “While one had heard 
much taik about cut-out vamps being on 
the wane, the Brooklyn Show displayed a 
very large number of cut-out vamps, and 
attempts were even made to produce cut- 
out. quarters, with a liberal amount of 
trimmings. Therefore, my deduction is— 
the less protection to the foot from the 
leather shoe, the greater protection 
necessary from the rubber shoe.”’ 

On being asked his opinion as to the 
influence which the tendency to higher 
leather shoe heels might have on rubber 
shoe heels, the rubber man _ observer 
replied, “In all the shoes displayed, I 
could not see where there was practically 
any change which would affect the rubber 
shoe man or rubber stocks of retail mer- 
chants at the present time. 


Higher Heels in 1923 


But indicetions are that we must all 
prepare for higher heels on women’s shoes 
by the beginning of the next calendar year. 


shoes are 
were a 
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M. 
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“Spanish heels were shown liberally and 
the present rubber last will take care of 
these Spanish heels. There is no question 
but what high heels are coming back. The 
low heel ‘fad’ is over. The women of 
America are responding to the former low- 
heel ‘craze’ about in the same manner 
as Lady Astor responded to the question, 
“Do you like bobbed hair?” The Engiish 
woman member of Parliament said, 
‘Bobbed hair is all right for those who 
want it. If I were 18 years old, I would 
probably bob my hair.’ 


Don’t Worry Over Heel Heights 


“I believe that low heels will run largely 
throughout the Fall season. A new last 
which was introduced some time ago by 
the rubber companies to care for the low 
heel will run through the Fall and Winter 
and into next Spring. There are still a 
great many low heeled leather shoes on 
the market and merchants are not going 
to throw these away—they are going to 
sell them right through the Fall and Win- 
ter. For these, the low heeled rubber shoe 
with the large heel seat is the correct com- 
plement. It is expected that as the Spring 
of 1923 comes into existence that not so 
many of the low heeled shoes. will be 
bought by the ladies, and rubber manu- 
facturers are planning to look out for the 
higher heel tendency when the time 
arrives. 


Russian Gaiters for Fall 35 Per cent 


“Another fact worthy of note was the 
absence of leather Russian boots. From 
talking with many leather shoe manu- 
facturers, I am convinced that the leather 
Russian boot is dead. Next season prom- 
ises to be more of a low shoe season than 
the previous one. I make these statements 
because they are to my mind prime fac- 
tors in the larger demand next Fall and 
Winter for women’s jersey gaiters. There 
will be more staple four-buckle arctics 
sold than ever before and there will be a 
great many jersey gaiter novelties—such 
as the Russian boot effects—sold. 

“My prediction is that 65 per cent of the 
selling will be on the four-buckle gaiters 
and 35 per cent on the novelties.” 


Rubber Market Uneventful 


Nothing happened in the New York 
rubber market on Saturday, May 20. 
Neither buyers nor sellers were disposed 
to trade and to all intents and purposes 
prices were nominal. The same condition 
apparently prevailed in London and there 
was no news from the Far East. New 
York dealers who quoted at all named 15c 
for spot, May and June arrival, 15%4c 
for July-September and 16c for October 
December. while the very few bids sub- 
mitted through brokers were a quarter of a 
cent under the asking prices. 

in the lower grades of plantations, 
trade appeared to be at a standstill and 


BOOT AND 


there were no reported transactions in 
Paras. The latter were steady, there 
being no pressure to sell at prevailing 
prices. 


Rubber Quotations 
Plantations— 
First latex, crepe, spot...... 15 @.. 
July-September......... 15K4%@.. 
October-December...... . 16 @.. 


Ribbed, smoked sheets,spot 15 @.. 


July-September. ........ 15%4@.. 
October-December. ..... . 16 @.. 
*Brown, crepe, thin, clean... 14 @.. 


TEER. ieee ae 12 G.. 





*Amber No.l........... 144%@.. 
Amber No. 2............ 14 @.. 
Amber No. 3............ 134%@.. 

Para—Up-river, fine....... 184@.. 
Up-river, coarse... . 12%4G@.. 
*Island, fine............. 174%@.. 
Island, coarse........... 944@.. 
Caucho, upper.......... 1334@.. 
Caucho, lower........... 124%@.. 
NG a sc cen Seas @ 9% 
*Centrals— 
eee @10 
0 @10 
*Mexican scrap......... @ 9% 
*Guayule, wet.......... @13 
Guayule, dry............ @26 
*Balata, block, Ciudad . . @55 
Block, Colombian. ..... . @42 
Sea @40 
eee S 68 @70 
*Benguella, No. 2....... 7 @9 
*Kassal, prime black... .. 14 @.. 
*Kassal, prime red....... 10 @l 
*Nominal. 


Scrap Rubber 
The market remains exceedingly dull 
and uninteresting. 


Boots and shoes........... 2%4@.. 
Aretics, trimmed........ . 14%@.. 
Arctics, untrimmed.... 14%@.. 
Inner tubes, No. 1...... .. « @S3%K 
Inner tubes, No. 2......... .. @ 2% 
Hose, steam, fire......... “4@ % 
Tires—Automobile. ....... Y@ &% 





Curtis H. Bagley is Dead 


St. Johnsbury, Vt.—Curtis H. Bagley, 
at one time a retail shoe merchant here, 
died on May 12 at the home of his daugh- 
ter, Mrs. Blanche A. B. Gowen of 20 
Lookout Terrace, Lynn, Mass. He was 
born in this town on October 28, 1844, 
and first entered the employ of the Bos- 
ton & Maine as ticket agent and later 
became passenger conductor. In 1884, 
he was conductor of the first tourist train 
to make the trans-continental journey. 
He was secretary-treasurer for 32 years 
of the St. Johnsbury Merchants’ Associa- 
tion, and was a member of the St. Johns- 
bury Lodge of Masons, Palestine Com- 
mandery, K. Y., and Mt. Sinai Temple, 
Mystic Shrine. It was after more than a 








quarter of a century as a railroad man 
that he went into the retail shoe business. 
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A Model Maine Shop 


Marston & Brooks are developing some 
mighty interesting shoemaking down in 
Maine. They took a cotton mill at Hallo- 
well, seven years ago, after their shop in 
Salem, Mass., was burned. They began to 
make 30 cases a day. Now they are mak- 
ing 300. A tenfold increase in business in 
seven years is growing fast, even for the 
State of Maine. 

Also, they are grading up, as they are 
growing; for they have cut out McKays, 
and are grading up welts. They added 
men’s welts to their boys’ welts, a while 
ago, and won larger success from the 
larger shoes. 

They have some points in manufactur- 
ing that are rarely seen in other shops. 
For instance,—they are to shut down their 
steam plant, and run on electricity com- 
pletely—said electricity being secured 
from the nearby river. 

Machines in the shop shine like a new 
limousine. A prize of $5 a week is given for 
the neatest machine, so operators cleaned 
and painted machines, and shined up the 
brass work, too. 

A committee of the Mutual Benefit 
Society inspects the workrooms daily. 
This committee also makes general rules 
for maintaining order in the workrooms. 
The society itself plans entertainment, 
both indoor and outdoor, to make things 
pleasant for everybody. 

There is a splendid spirit in the shop. It 
shows in the manufacturing. 

John H. Clancy is superintendent. He 
learned shoemaking in the Brockton dis- 
trict in Massachusetts. Luther G. Straw 
is president of the company, and sales 
manager, with headquarters at 76 Lincoln 
Street, Boston. Thomas T. Brooks is 
treasurer. 





To Follow in Footsteps of 
John H. Patterson 


Dayton, O., May 16—When F. B. 
Patterson, president of the National Cash 
Register Company, and son of the late 
John H. Patterson, was asked as to his 
future plans, he firmly stated that he fully 
expects to devote his life to advancing and 
carrying out the ideals which were estab- 
lished by his father. 

He said: 

“The policies which have developed our 
business from a one-room factory to an 
organization employing more than 10,000 
people in all parts of the world will be 
continued. 

“I also will devote a portion of my time 
to promoting all up-lifting activities in 
this community. 

“I am especially interested in the prog- 
ress of Dayton, and will do all within my 
power to further community betterment, 
welfare work, and anything that will help 
improve the conditions under which we 
live.” 





114 BOOT AND SHOE RECORDER May 27, 1922 
8534-233 


as BENGAL 
BROWN 


Originally introduced under another name 
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HE number of prominent shoe manufacturers who sampled 


BENGAL BROWN at first sight was very encouraging. 
The volume of re-orders since placed is CONVINCING. 


They show that metropolitan retail shoe merchants are welcoming 


BENGAL BROWN as 


A Decidedly New 
and Practical Color in 


Fine Calfskin 


BENGAL BROWN is a welcome relief from color monotony. 


Have you sampled? 


A.C. Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 
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Maurice Kornsand 
in the Ring 


A Big Business Getter—Hon- 
esty and Truthfulness Have 
Won for Him Success 


HAT the statue of liberty is to 

the visitor to America, so is 

Maurice Kornsand, T. D. Barry 
Company representative, to the shoe trade 
of New York and vicinity, for he is the 
beacon light on information as to business 
conditions and salable shoes. And inci- 
dentally, he has the reputation of selling 
more men’s shoes in the city of New York 
than any other individual salesman in that 
section. 

Maurice Kornsand was born March 1, 
1865, in Hessen Darmstadt, Germany. 
It was in his native city that he ac- 
quired a university education—Darm- 
stadt; he also spent some time at Heidel- 
berg. He arrived in New York on Novem- 
ber 5, 1881, and commenced business life 
as an errand boy in the retail shoe store of 
Samuel Goetz. 


Retail Store Experience 


in 1882, he went to West Point, Missis- 
sippi, where he gained an all-round and 
valuable experience of merchandising in a 
general dry goods store, which included a 
shoe department. He served this store as 
cashier for some time. Returning to New 
York City, he again entered the service of 
Samuel Goetz—this time in a shoe factory, 
as Mr. Goetz had in the interim started to 
manufacture shoes in a small way. This 
was in 1883. Among his duties at the 
Goetz factory was that of bookkeeper and 
later road salesman. Thus he continued 
for 14 years,. 

Among his duties at the Goetz factory 
was that of bookkeeping, selling the out- 
put, and in his spare time cutting, treeing, 
etc. At the death of Samuel Goetz in 
1896, he became associated with H. Taylor 
& Co., Philadelphia, manufacturers of 
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men’s high-grade shoes. For six years. be 
continued his affiliation with this concern, 
in 1902 forming a connection with Walker 
& Whitman, Campello, Mass. He re- 


mained with Walker & Whitman for 








Here is an excellent likeness of W. S. Lyon, who 
is covering Southern territory for Charles A 

Eaton Company, Brockton. Mr. Lyon who resides 
in Greensboro, North Carolina, is now out in his 
terri ory calling on the merchants in North Caro- 
lina, Virginia, Maryland, also the city of Wash- 
ington, D. C., with the Crawford and Eaton lines of 


men’s and women’s welts. He has traveled this 

territory for many years, is well known to the 

trade, and is thoroughly familiar with the mer- 
chants and their needs, 








ten years. On February 1, 1912, he became 
associated with the T. D. Barry Company. 


To the Top by Hard Work 


During these 40 years, he has covered 
mainly the territory of New York, Phila- 
delphia, Baltimore and Washington, with 
headquarters at 200 Fifth Avenue, New 
York City. He has climbed to the top by 
dint of hard and conscientious work and 
by “plugging away at the game” night 
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and day. Whether the buyers be large or 
small, he is after them all—and all the 
while. He knows full well the truth of the 
old saying—‘‘Every little bit added to 
what you've got makes a little bit more.” 


His Famous Smile 


The plate glass front of Fifth Avenue, 
as well as the ordinary glass fronts of 
Broadway, and corresponding high-class 
thoroughfares of Philadelphia, Baltimore 
and Washington. know and gladly reflect 
the smile of Brother Kornsand as regularly 
as they re-echo the sounds of the traffie. 
To the smaller buyers in the suburbs, 
Maurice is as well known and as valuable, 
as is Bradstreet to the banker, for on him 
do they depend as to what to buy, when to 
and everybody there, 
and throughout the trade generally— 
knows his “genuine and famous smile,” 
and has felt the charm of his splendid 
personality. 


buy, and how to buy 


He Knows Shoes 


Maurice’s big specialty is going over 
stocks, eliminating dead numbers and 
tucking in the new ideas. Many a buyer 
owes his salvation as a retail shoeman to 
our genial friend’s judgment. His associa- 
tions with the many and varied types of 
buyers has given our ever-smiling friend 
a fund of knowledge as only a keen and 
observant mind, such as his, could absorb. 


Fair, Honest and Truthful 


His great success has been due chiefly to 
his being fair, honest and truthful, both to 
his customers and firms; he would rather 
lose business than get it by misrepresenta- 
tion. The strict adherence to this policy 
has been the basis of his solid foundation, 
which cannot be broken down today; it 
has won for him the confidence of his trade 
which makes him one of the biggest order 
takers going out of Brockton, selling the 
New York trade. 


A Quick Worker 


Although Maurice was born some few 
years before the present generation began 
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carrying wardrobe trunks and long before 
buyers were in the air on strap sandals, 
flapper shoes, or Russian boots, no young 
fellow has “a thing on him” yet. He is one 
of the kind who simply can’t grow old. 
When Manace enters a shoe store, the 
retail shoe salesmen generally get busy on 
sizing up of the Barty shoe, which, means 
he has little time ic wait and a so that the 
Brockton postoflice has an order goinz 
through within a few hours 


Believes in Shoes 


That Mr. Kornsand thoroughly believes 
in and is faithful to the shoe game is 
proved by the fact that he has broken his 
son into it. This young man, Edward S. 
Kornsand, assists his father in the boost- 
ing of the Barry shoe product. 

Mr. Kornsand has a charming family— 
a wife, his son Edward S., and a daughter, 
who are all heart and soul with him in his 
work of scientific shoe distribution. 


He Loves to Write Orders 


As to his hobbies, he would rather sit up 
until one or two o'clock in the morning 
writing down large orders, than do any- 
thing else in the world. He smokes only 
once a day—but this smoke is an all-day- 
long one. By the way, the boys all over bis 
territory know his good cigars. 


“Revelations” by T. A. D. 


And T. A. D. says that he enjoys a quiet 
little game of pinochle, at which his keen 
mind makes itself evident again. One day 
our informant recalls a little game which 
Maurice played with “Ed’’ McMahon, 
accountant for the T.D. Barry Company, a 
master mind in figures and finance. Three 
games were played—we will not say how 
they ended, but we do know that Mau- 
rice is always a safe better and a mighty 
good player. He plays pinochle as he does 
the shoe game—always on the square. 

Another “revelation” by T. A. D. is that 
at the recent sales convention of the T. D. 
Barry Company's selling force, held in 
Brockton, Maurice Kornsand was called 
upon for an oratorical effort, but could not 
get away from business even on that fes- 
tive occasion any more than to give prac- 
tical advice to the newer element of the 
traveling corps, on how to sell shoes and 
how to hold customers. 


Robb with Stewart-Dawes 


Walter H. Robb, well known to the shoe 
fraternity in California, has been ap- 
pointed to the salesforce of Stewart-Dawes 
Shoe Company of Los Angeles. He will 
represent that organization in a part of the 
city of Los Angeles, and also the city of 
San Pedro. Mr. Robb has had a long retail 
experience, having been with Sommer & 
Kaufmann in San Francisco for nearly ten 
years, and during the past three years has 
handled the Nunn & Bush and Beals & 
Pratt lines on the road in California. 
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The Secret of Sellifig 
By James Edward Hungerford 


Just what is the “secret of sellin’?” 
It’s a question we'd all like to 
solve; 
There’s a heap of folks busy a-tellin’ 
Us how we can “grimly resolve” 
To “goout an’ bring in the bacon” — 
An’ get what we're wantin’ to get, 
} But the boys who are out order- 
takin’— 
Don’t think they have hit the 
mark, yet! 





It’s easy to say “go an’ get it” — 
“The orders are waitin’, right 
now!” 
This preachin’ is easy—you bet it 
Sounds simple to get ’em—but 
HOW? 
Just stickin’ your chin out, an’ 
vowin’ 
You're goin’ to do this an’ that, 
Ain’t hard—’til you git down to 
plowin’— 
Then where are your big resolves 
at? 


What's needed is love for your 
brother— 
Doin’ by him as you'd be done 
by; 
It’s the only sure way—there’s no 
other— 
Ain't no short cuts—it’s useless to 


Give him what you'd expect him to 
give you— 
The which is an honest, square 








deal; 
When you fail, ask the Lord to for- 
give you— 
An’ let you be honest—an’ real. 


Don’t sell a gent what he ain't 
needin’— 
An’ is afterwards sorry he bought; 
Just “‘makin’ him buy”’—ain’t suc- 
ceedin’— 
Such methods will soon come to 
naught; 
Let him know it’s the fruth you are 
tellin’; 
Make him feel that you're really 
his friend— 
An’ that is the “‘secret of sellin’ ”’— 
THAT WILL ALWAYS WIN 
OUT IN THE END! 
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Raphael Visits Boston 


Artbur S. Raphael, chairman of the 
Publicity Committee of the Philadelphia 
Shoe Travelers, ran up to Boston the week 
of May 22, “to look ’em over.” Arthur 
made a call at the office of the National 
secretary on May 23 and also made a cal! 
at the Shoe Traveler department of the 
Boot and Shoe Recorder. This was Mr. 
Raphael's first visit to the Shoe Traveler 
editor, and the old saying came to the 
mind of the writer: “How the mighty have 
fallen!” This thought was occasioned froin 
the fact that the Recorder office has not on 
file a recent photograph of the live-wire 
worker for the Philadelphia boys, and he 
has grown thin since 1907, the date of the 
snapping of the first likeness. However, we 
hope to be able to soon present to the shoe 
trade of the country Arthur S. Raphael, 
as he looks in 1922. 


Coddon Likes Pacific Coast 


“Sam” Coddon, coast representative for 
the Shaft Pierce Shoe Company, Fair- 
bault, Minn., was among the traveling 
salesmen to visit San Francisco during the 
past month. “Sam’”’ took his usual large 
quota of business and was extremely 
pleased with the orders that he succeeded 
in writing. He showed a big assortment of 
high cut boots and straps and buckle 
effects on nature shape lasts. 

“Sam” has also taken on the Bancroft 
Walker Company’s line of Boston, and 
showed this line to the retail merchants 
in San Francisco during the past month 
“Sam” says: “The Bancroft Walker line 
has all the latest stylish patterns and lasts 
and the new process by which these shoes 
are made gives them the effect of turns, 
although these shoes are McKays.” 


James G. Gilbert a Benedict 

James B. Gilbert of Florence, Alabama, 
who travels Texas for the Krohn-Fech- 
heimer Company, made up his mind that 
he did not wish to be a “Lone Star,” like 
the State he travels, so on April 22, last, 
he was married to Miss Lucille Taylor of 
Mariana, Arkansas. 


Hennessy Opens Sample 
Rooms 
William P. Hennessy, who covers Cin- 
cinnati for the P. Sullivan Company re- 
cently opened sample rooms at a Cincin- 


nati hotel. 








‘**Bill”’ Harrison in Texas 


William Harrison, otherwise known as 
“Bill,” is now covering Texas for the 
Sam B. Wolf Shoe Company, Cincinnati. 
“Bill” says that conditions Southward 
have much improved. Mr. Harrison is 
secretary of the Cincinnati shoe travelers. 


Advice to Travelers 


(From the Kansas City Star) 

In planning to go abroad, ad- 
vises H. R. H., the first step is to get 
some kind friend to swear that you 
have been born, and the next is to 
get a pair of comfortable shoes. 
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in Salesmanship 


The Difference Between ‘‘Pep”’ and ‘‘Peddling”’ 


As related in 


“The Rule of Thumb Science’ from Chapter I of ‘‘Salesmanship”’ by 


William Marwell—Copyright. Published by Houghton Mifflin Company—This is 
No. 3 in our Pep series. 


HILE I do not think a salesman 

should adopt the methods of the 
actor, I do feel that he should know his 
book as well as the actor and strive for 
effects as zealously. I also believe that his 
book should be prepared with as great an 
effort to achieve sustained interest and 
moving climaxes as characterizes the con- 
struction of a play. 


A Circumstantial Discussion 


Now let us get back to a more circum- 
stantial discussion of the meeting of minds 
which must occur in every sale. As the 
gaining of attention, most aptly called 
approach, is the first step in a sale, it is 
evident that a salesman who undertakes 
to work out a definite method of pro- 
cedure should first plan. his approach. 
This brings us face to face again with our 
average man, for we must create in our 
minds the average man against whom our 
selling attack is to be directed. 


The Average Salesman’s Logic 


At this point, the average salesman, 
after asserting with more or less vehe- 
mence that a salesman’s approach should 
depend entirely on the character of the 
man approached, is likely to say, “And 
even if there was anything in this ‘average 
man’ idea, you’d have to have a good 
many different kinds of average men. 
You'd have to have an average country 
merchant, an average city merchant, an 
average jobber and an average salaried 
buyer.” Such a statement, reasonable 
as it may seem, is to my mind an indica- 
tion that the salesman who utters it has 
failed to make a thorough analysis of his 
experiences. 

In forming your estimate of this average 
man with whom you are to deal, it isn’t 
necessary to consider whether he’s going 
to sit in a luxurious private office or on the 
edge of a pickle barrel. . Those are distinc- 
tions to be considered after you have 
approached him as an average man. 


Subtract Yourself from Hobbies 


The best way to create an average man 
in your mind’s eye is to analyze yourself 
and subtract from yourself all of the hob- 
bies, fads, vanities, aspirations, weaknesses 
and prejudices which, so far as you are able 
to judge, are not shared with you by a 
majority of your acquaintances. Take 
what is left of you and add to it any of the 
hobbies, fads, vanities, aspirations, weak- 
nesses, and prejudices which you do not 
possess, but which you believe are pos- 


sessed by a majority of other men. The 
result will be about as close as you can get 
to a true concept of an average man. It is 
difficult to be sincere in one’s self-analysis. 
Perhaps it is equally difficult to be just in 
one’s estimate of others. Also there is an 
admitted difference in the ability of men to 
judge themselves and in both ‘heir ability 
and opportunity to judge others. But sim- 
ilar difficulties and similar differences in 











J. H. WILLIAMS 


Who for several years, has traveled in Southern 
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result are incident to any purely mental 
function when performed by differert 


people. 
A Concept of Average Man 


I am going to attempt a few illustrations 
of this method and my own application of 
it. To do so, I must present a certain 
amount of se:f-analysis, and I have warned 
you that it is difficult for a man to dis- 
cover the truth about himself—or tell it 
after he has discovered it. With a reitera- 
tion of that warning, let me proceed. 

I imagine myself to have a sense of 
humor. However, my observation of man- 
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kind is that a majority do not possess a 
very highly-developed sense of humor and 
are either irritated by or fail to compre- 
hend any but the broadest or most collo- 
quial sort. Therefore, my average man’s 
sense of humor is of a very primitive order, 
and when I approach him, I am as serious 
as I know how to be. 

Personally, I adore clever people and 
detest stupid ones; but my experience of 
mankind js that a majority, if not stupid 
themselves, at least are antagonistic to 
cleverness. Wherefore, my average man 
takes no pleasure in cleverness of others, 
and I make no attempt to appear to him 
as clever. It is, no doubt, well that I do 
not, for true cleverness is a rare quality. 


Self Analysis Continued 


As a youth I possessed a somewhat 
fluent tongue and a very great admiration 
for elegance of dictation in others. But I 
observed that most men are inclined to be 
suspicious of what they call a “smooth 
talker.”’ At this stage of my career, which 
was shortly after I commenced to try to 
sell merchandise, I ran across an English- 
man who was a very successful life insur- 
ance solicitor. He had the appearar.ce and 
manner of a villian from Drury Lane melo- 
drama and the halting speech of an Ameri- 
can musical comedy Englishman. But in 
spite of this, he sold huge quantities of life 
insurance, and I observed that his sketchy 
way of presenting his subject seemed to 
kindle the interest of the people he ap- 
proached and, instead of escaping through 
the gaps in his arguments, his auditors 
were more likely to build up these gaps by 
their own questions and the exercise of 
their own imaginations, until they had 
completely ensnared themselves. As a re- 
sult of my study of this man’s methods I 
adopted taciturnity in place of my previ- 
ous glibness of speech when approaching a 
potential buyer. 

For my previous flowing and more or 
less flowery sentences 1 subst*tutcd brief 
staccato utterances—more or less incoher- 
ent, but capable of extreme emphasis, and, 
by virtue of their very incompleteness, 
arresting the attention and challenging the 
interest of the person addressed. 


Dogmatic Utterances Carry Weight 


Personally, the positiveness of another’s 
views does not impress me; instead it 
breeds in my mind distrust of his sincerity 
or the suspicion that his knowledge is 
superficial. I try to make it a rule to be in- 
fluenced by no one’s opinion unless I know 
the facts or theories on which he bases it. 
But it has been my observation that dog- 
matic utterance carcies weight with the 
average man and that an excess of logical 
argument arouses his suspicion that you 
are trying to bolster up a weak case. 
Therefore, the keynote of my approach is 
always sounded by a positive and unequiv- 
ocal statement. 
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Ohio Nominates on Reds and 
Blues 


On Saturday May 20, the Ohio Shoe 
Travelers’ Association held a meeting at 
their club rooms, 604 Commerce Building. 
Columbus. Ohio, at which time nomina- 
tion of candidates on Blue and Red tickets 
were mode and adopted. The general elec- 
tion of officers and directors will be held 
on Saturday June 24 at club rooms 

The following members were nominated 
to run on the two tickets: 

Blue Ticket—E. W. Metcalf, president; 
A. L. Carlisle, first’ vice-president; S. R. 
Heer, second vice-president; R. 5. Van- 
sickle, secretary and treasurer. Directors: 
J.J. Kaltenbrun, H. Ro Rhoades, Geo. A. 
Campbell 

On the Red Ticket-——C. R. Maxwell, 
president; R. S. McPeak, first vice-presi- 
dent; George F. Scholl, second vice-presi- 
dent; E. C. Bigelow, secretary and treas- 
urer. Directors: R. B. Collier, P. W. Smith, 
and ©. E. Aspinall. 

New members that were elected at this 
Kuntz with 
Hood Rubber Company, and Edward J. 


meeting were: Emmet C. 


Oates with C. & E. Shoe Company 


Prize for Most New Members 


J.J. Kaltenbrun, “The Crawford Man” 
hes put up a pair of $10 Crawford shoes as 
a prize to the member bringing in the most 
applications for membership by July 1, 
1922. 

Harry P. Lynch who represents Howard 
& Foster was a visitor at this meeting. 

As in the past, a spirited pre-election 
campaign will be carried on by the cham- 
pions of the nominees on the several 
tickets. 


Mason Brown Travels Pacitic 
Coast 


Mason H. Brown, representing Hoge- 
Montgomery, Inc., of Frankfort, Ky., 
manufacturers of women’s and children’s 
solid leather shoes was among the travel- 
ing men to visit San Francisco during the 
past month. This was Mr. Brown’s first 
trip to the Pacific Coast calling on the 
retail trade. He was very much pleased 
with the business he succeeded in getting. 


Regarding W. R. Knee 


W. KR. Knee has been given the Dayton 
and Springfield territory for the Simmons 
Boot and Shoe Company. This territory is 
under the jurisdiction of the branch at 
Columbus, Ohio. Mr. Knee formerly trav- 
elled for the Toledo branch of this house. 


Risley Favors Immediate 
Ordering 
George L. Risley, Jr., who covers Ohio 


for the Selby Shoe Company, says that 
merchants are ordering better for Fall de- 


AND 


livery. Mr. Risley advises all merchants 
who have not yet placed orders to do so at 
once, or else find themselves short of 
wanted merchandise. 


Duenkel Says, “Business is 
Good” 


H. F. Duenkel, who has been with the 
H. C. Roenitz Company since January 1, 
covering parts of Wisconsin and Minne- 
sota, informs us that considering condi- 
tions, business is good with him. “‘At once 
delivery orders are contined to exactly 
what the dealer or shoemaker needs,”’ said 
Vir. Duenkel, “but as our line varies from 
shoemakers’ supplies to staple shoes, etc. 
there is always sale on some articles and 
there is an accumulation of small orders. 

“The retail merchant is very conserva- 
tive in buying advance delivery orders, so 
later delivery orders are somewhat slow 











H. F. DUENKEL 


Who represents H. C. Roenitz Co. in parts of 
Wisconsin and Minnesota 





coming in, especially the shoe orders, but 
I have booked some good business on the 
Wales-Goodyear rubbers, and our special 
line of Oshkosh leather tops and combina- 
tions. On the whole, the year 1922 will no 
doubt be better than 1921.” 


“Style a Factor” Says 
Campbell 


Alec Campbell who covers New York 
and Pennsylvania for Thompson Bros., 
returned from his trip on Saturday, May 
20. He found Pennsylvania in but fairly 
good condition, due to the coal strike, but 
general conditions throughout New York 
State, Mr. Campbell cites as better. 

“Style is the big factor in selling shoes,” 
said he. “Even in the coal regions of Penn- 
sylvania, where they are buying, they 
want the latest modes. In the bigger towns 
in men’s shoes, they are buying real nov- 
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elty footwear—for instance, tony reds. 
stitched with yellow and white silk and 
green on the edge. Scotch grains an 


heavy shoes on the semi-brogue type are 


also very good.”’ 


“Rejuvenating” His Samples 


Mr. Campbell had come back to Brock 
ton to “rejuvenate” his samples—he had 
outlined some new designs while on his 
trip and submitted them to the plant's 
superintendent to be put into the works. 
T. A. D. says that Mr. Campbell is the 
only shoe man, the owner of a Ford, who 
has run over a policeman’s foot while in 
Boston, and was not arrested on the spot. 
The only solution is that Alec’s winning 
smile saved the day for him and also pre 
vented the death of the policeman. It is 
also reported that he has decided to change 
his method of travel from a Ford to a 
Marmon so such an episode as the one just 
mentioned will not again occur. 


Beston Comments on 
Brooklyn Show 


The one big idea brought away from the 
recent Brooklyn Style Show held at the 
Commodore, New York, was that buyers 
are perfectly satisfied that the shoe styles 
which have been bought during this season 
are adapted to present-day demands and 
while being a little upset by the multi- 
plicity of cut-out vamps, they feel these 
are of minor import, as they believe that 
fancy shoes will continue in demand. 
Boston boys think, however, that sport 
shoes have lost their popularity, as have 
also low heels. ““More modest effects,” 
say they, “will prevail in Fall shoe modes. 
High heels will be adopted for semi-dress 


‘on the order of the tailor-made lines’. 


Buyers went away convinced that there 
was more stability as to price and style 
than they had been led to believe was the 
case some few weeks ago. A little tightning 
up on the leather market has convinced 
them of the fact that they can go out at 
once and buy without any fear of being on 
the wrong track. 





In Ye Olden Days 


It is related that when commer- 
cial travelers in days of old called 
on their trade and received orders, 
it was customary to present a 
miniature set of doll’s furniture and 
china tea or dinner set to the 
children of the proprietor. .One of 
the quaintest bits of this “minia- 
ture”’ furniture is a satinwood model 
of a grand piano. 

It is not stated whether or not 
shoe travelers indulged in this 
practice—probably not. 
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From McElroy-Sloan 
“Enthusiast” 


Says McElroy-Sloan “Enthusiast” of 
May 18: 

“The trend of opinion all over the coun- 
try is that things are getting indeed very 
much better. Thisis probably in part due to 
thefact that a great many people who have 
been lolling around in a kind of lazy, self- 
satisfied way, have realized that the golden 
days of easy money-making are past and 
that it is time to get down to hard work. 
They say that the barometer of business 
is the steel industry and we understand 
that the steel industry is in very fine shape 
just now. We had a large customer in from 
Youngstown, Ohio, yesterday, one of the 
largest steel towns in America who said 
that the steel business was going very 
strong there. We understand that the steel 
works around Chicago are going good. 
Here in St. Louis last Monday the General 
Motors Company put on 3800 men. In the 
steel works in East St. Louis, the steel 
people are going strong. Financiers have 
always considered steel as a barometer for 
business and if there is anything in this, 
conditions are good. But we do know that 
even if the conditions are somewhat im- 
proved, yet we must all work to get results 
and to convince our customers that now is 
the time to buy, and that we have the 
goods they want, because every sales- 
manager in the country is bringing pres- 
sure to bear on his salesmen, so you will 
have to hustle if you are to keep in a class 
with Walter B. Yater, who is our leading 
Big Bug this week. Walter is a regular 
man-of-war; a Morvich in our commercial 
race. We don’t know that he has any 
serious competition. 


Sheppard a Result-Getter 


W. L. Sheppard is 2. Sheppard is a re- 
sult-getter. He has taken on renewed 
energy this season. A. O. Bryant is 3. 
Bryant is continuing to show the speed 
which he has of late months acquired. 
Here is more power to him. F. Doll was 7 
last week, and is 4 this week. We don’t 
know but what the prosperity of Cuba is 
about as good a barometer of business as 
the steel industry. They depend on tobacco 
and sugar, two big staples. Cuba is coming 
back along with the steel industry. W. G. 
Gibson is 5. “Gib” is also coming back. 
Jack Zimmer is 6, another come-back. 
J. H. Bernard is 7, J. P. McElrath is 8, 
Bert Johnson is 9 and Arch Jennings is 10. 


Thirty-Siz Scotchers 


We have 36 Scotchers, led off by H. G. 
Giberson. Mr. Giberson has the ability to 
land the orders. T. Buche, our new man 
over in Indiana, sends in a nice bunch of 
orders. Mr. Buche is a clean-cut, serious- 
minded, aggressive and conscientious 
young man; something of the type of 
George Blue and there is no reason in the 
world why Mr. Buche shouldn’t make a 
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big success. P. M. Harris is 3, J. S. Trimble 
is 4, B. W. Perry is 5, G. E. Blue is 6, J. B. 
Reaves is 7, W. F. Owens is 8, M. T. Cole- 
man is 9 and F. L. Craddock is 10. 


Bolen with Heywood 

W. E. Bolen of Philadelphia, who for 
some years past has been with the Regal 
Shoe Company and up to the first of May 
with the Boyden Shoe Mfg. Company, has 
made arrangements to represent the Hey- 
wood Boot and Shoe Company of Worces- 
ter, Mass., in Pennsylvania and adjacent 
territory. 


Advice on N.S. R. A. 
Convention 


The secretaries and presidents of the 
affiliated associations of the N.S. T. A. 
have received the following letter from 
Secretary T. A. Delany of the National 
office. The aim of this letter is to inform all 





T. A. DELANY 


The National Secretary, Room 706, 183 Essex 
Street, Boston 


shoe travelers of the interest being taken 
in the arrangement of dates for the holding 
of the N.S. R.A. Convention. This is 
only one of the many instances which 
proves that the National office, through 
its efficient secretary, is eternally ‘‘on the 
job” working for the best interests of the 
boys and keeping them thoroughly posted 
on every detail of shoe trade interest. 

At the last convention of our association 
the following resolution was adopted: 

“Resolved, That the National Shoe Re- 
tailers’ Association be requested to change 
the date of their annual convention to a 
date in early February or October.” 

Feeling that the below information 
may be of some interest, I am herewith 
handing same to you. 

On April 23, 1922, a special meeting 
was held in Cleveland, Ohio, between the 
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conference committees of the Manufac- 
turers’ and Retailers’ Associations at 
which the question of the exposition and 
style show was brought up. 

The manufacturers as a whole, based 
their arguments on what they believe to 
be the uneconomic effect of the present 
dates of the convention. The retailers in 
turn based their arguments on the neces- 
sity of holding to the present dates be- 
cause in their estimation these are the 
only dates when the maximum number of 
retailers would feel free to leave their indi- 
vidual businesses to attend a national 
convention. 

The National Boot and Shoe Manu- 
facturers’ Association presented to the 
N.S. R.A. the following resolution: 

“In view of the uneconomic effect of 
the present date of the exhibit side of the 
N.S. R.A. Convention as stated in the 
resolution at the convention of the Na- 
tional Boot and Shoe Manufacturers’ 
Association in New York in January, 1922. 

‘‘We recommend, that the date of the 
N.S. R. A. Convention be changed to a 
period in keeping with the good judgment 
of the N.S. R.A. that will minimize the 
disturbance to the industry: or 

“The selection of a date recommended 
by the National Boot and Shoe Manu- 
facturers’ Association in conference with 
the National Shoe Retailers’ Association 
was preferably the last week of February.” 


Charles A. Eaton Men 


The following is a list of Charles A. 
Eaton Company’s men and territories 
covered by them: M. W. Belcher, New 
England; F. S. Brill, New York State; 
J. J. Buckley, Louisiana, Arkansas and 
South Missouri; F. J. Coens, Michigan; 
J. B. Harker, North Dakota, South Da- 
kota, Minnesota, Wisconsin, and portions 
of lowa; P. H. Harris, Pacific Coast; J. J. 
Kaltenbrun, Ohio and Indiana; John La- 
prelle, Texas and Oklahoma; J. Talbot 
Laprelle, Texas, New Orleans and Shreve- 
port, La.; W. S. Lyon, Maryland, Vir- 
ginia, North Carolina; S. S. Martlin, 
Alabama and Mississippi; Tinsley Rag- 
land, Georgia, Florida and South Carolina. 
Wm. G. Reichell, Northern Illinois, Iowa, 
Kansas and Northern Missouri; W. M. 
Wiggers, Southern Illinois, Kentucky, 
Tennessee and West Virginia; S. G. 
Wright, Nebraska, Colorado, Idaho, New 
Mexico and Arizona; I. D. Zeffert, New 
York City, New Jersey and Delaware;, 
Sidney J. Zeffert, Pennsylvania. 


Knipe in Central West 


W. Leon Knipe of Knipe Bros. reports 
from the Central West that business is 
good. Ira Atkins, also of Knipe Bros. is 
having a successful trip through Philadel- 
phia, New York, Baltimore and Washing- 
ton, calling on the large trade. 
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Group photograph of round table group of the Providence Retail Shoe Salesmen’s Class 


Providence Retail Shoe Salesmen Have 
Enthusiastic Meetings 


HE above photograph shows the regular weekly 
TT meeting of the Providence Round Table of re- 

tail shoe salesmen Thursday evening, May 4, 
at the Sullivan Shoe Company. The first meeting was 
held January 6, with a membership of 27, and meetings 
have been held every Thursday evening since with 
practically 100 per cent attendance. Beginning at 
6.30 o'clock the meetings last until 9.00 P.M. They 
are based upon the text of the volumes of the training 
course of the Retail Shoe Salesmen’s Institute of Bos- 
ton. The class is ably conducted here by H. Lawder, 
of the local Walk-Over store. 


Trade Leaders Guesls 


At some of these meetings there are present represen- 

tatives of different branches of the industry as guests 
and participants in the discussions. Dr. F. M. Cart- 
wright, noted foot expert, and Major Charles T. Cahill 
of the United Shoe Machinery Corporation, have been 
guests at these meetings. Dr. A. C. Moran, organizer 
and director of the New England Chiropodists Asso- 
ciation, was an interested observer at one of the 
meetings. 
. Remarkable interest has been manifested in the 
meetings held thus far. Questions are asked, based 
upon the text and answers given, the members being 
called upon. at random. When the answers are fully 
given, experience questions are asked, and free discus- 
sion held, and each particular subject is completely 
threshed out, from the standpoint of both theory and 
practise. 

The members are enthusiastic over the course. 


Two already have passed the course and final examina- 
tions with flying honors. 


No Summer Meetings 


It is planned to conduct these meetings through the 
Spring until the advent of Summer, and in all prob- 
ability to resume sessions again in the Fall to complete 
the schedule. 

The sales people comprising the Providence Round 
Table are drawn from the leading retail shoe stores 
and departments, including Thomas F. Pierce and 
Son, Sullivan Shoe Company, Regal, Walk-Over, 
F. E. Ballou, Whitmore, Outlet, Gladding’s and 
Modern of Providence with W. P. Butler’s of Paw- 
tucket. 


Tongues That Twist 


If a tongue twists to the outside of the shoe, it is 
more likely that the shoe twists on the foot, rather 
than a sign that the tongue is not stitched in straight 
and true. The shoe may tread in, while the foot treads 
out. In that event, the foot, working towards the out- 
side of the shoe with every step, pushed the tongue to 
the side of the shoe. 

The remedy is not to tighten up the laces, so that 
the tongue cannot slip to the side. That would constrict 
the joints of the arches. 

The real remedy is to put on a pair of shoes that fit 
right. The customer may not feel like affording it at 
the moment. But the next time he needs shoes he will 
come into the store as a willing convert to the policy 
of “getting more shoes fitted right.” 
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Summer Styles Are Set 


Straps, Sandals, Side-Lacers and Gores Will Sell for Several 
Weeks, Say Experts 


YNWN styles seem set for the Summer. 

That is, straps of many types, bare- 

foot, side laces, and gores, as well as ox- 

fords (all styles more or less familiar), are 

expected to continue to sell for several 
weeks to come. 

Stock shoes are made up of white buck 
oxfords, patent leather pumps, patent and 
gray suede pumps, white fabric pumps, as 
well as familiar types of black, brown and 
white shoes. ; 

The combination of black and white, es- 
pecially patent leather and white, seems 
unusually good for Summer. 

Patent leather shoes have so many cut- 
outs in the vamps that the vamps look un- 
usually short. That is, they look less than 
three inches. But they really measure 3 1-8 
or 3 1-4. 

High Heels in the Fall? 


Heels show new elevations. But the real 
run on high heels is not expected until Fall. 
Louis heels, on dress shoes, will be pushed 
up to 17-8. Welt shoes, for street wear, 
will have heels 14-8 high, and some 16-8 
heels will be tried. 

Interest in Fall fashions is growing. The 
National style program has been read and 
approved. However, the matter of boots 
for late Fall and Winter, has yet to be set- 
tled. Besides, there is the matter of making 
up sport styles for Fall and Winter wear. 

Decision on Fall styles depends much 
upon the fashion in hosiery and skirts. If 
sport stockings of wool continue to sell, 
then oxfords of Scotch grain and tike 
leathers will be worn. Already, samples of 
such oxfords have been made up. But, if 
black stockings of lisle are worn, black 
shoes may come in. Black is watched, be- 
cause there is a black and white fashion 
this Summer, and it would be a simple 
matter to pull out the white and leave the 
black. Besides, dull black often follows 
patent leather. ~ 


Sport Boots May Come In 


The answer to the boot question de- 
pends on sports, as well as on skirts. If 
college girls, and young women of that 
class, go in for Winter sports, and interest 
in Winter sports steadily increases, then 
some kind of sport boots will be tried as, 
for instance, a modified skating boot. 

Dress shoes, of course, are of as many 
and varied patterns, colors, and orna- 
mentation, as merchants are willing to 
display. 


Children’s Shoes Graded Up 


A lot of children’s shoes are being made 
in Lynn and along the North Shore, for 


the children’s season of the year is here, 
and the shoes range all the way from soft 
sole and first-step shoes for May parties, 
to dress shoes for the sweet girl graduate. 
Also, there are a host of play shoes for 
vacation time. 

Children’s shoes have been graded up 
amazingly in quality, fit, and style. A vet- 
eran of the trade recollects that, when a 
lad, he cut down a pair of his father’s 
boots, and made them into a pair of shoes 
for himself. Various specimens of pegged 
shoes of cowhide leather, worn by children 
of former years, are preserved in the Essex 
Institute in Salem and there are a few 
copper toe shoes, too. 

But, these days, children’s shoes are 
bright with color, are of novelty pattern, 
and are made over orthopedic or like 
healthful lasts. They are as full of novelty 
style as are women’s shoes. This change 
has not been wrought by manufacturers 
alone. Indeed, it is likely that merchants 
have led the way in it, for they have fitted 
up children’s departments, with toys and 
things, as well as complete stocks of pretty 
shoes. 

It is figured in a general way that a third 
of the shoe wearers of the country are 
under 15 years of age. Presumably, they 
wear out a third of the shoes that are made, 
for it is the common tradition that young- 
sters wear out shoes fast. 

This general grading up of the children’s 
trade has led a number of manufacturers 
in Lynn and along the North Shore to 
make a specialty of children’s footwear. 
Time was, when Lynn firms commonly 
made misses’ and children’s shoes as a side 
line of their women’s shoe business. But 
that is no more. The making and the mer- 
chandising of children’s shoes has become 
a specialty. 


Novelty Walking Shoes 


Arthur Harney of Harney 
Crehan Company, says: 

“For Fall, it looks to us like a good sea- 
son for novelty walking oxfords, not heavy 
walking oxfords, but oxfords that are light, 
trim, and novel appearing. 

“Our samples, sofar made, show one and 
two-strap pumps and blucher oxfords. 
They are of patent and gray, patent and 
nude, Russian calf and nude. Also, we 
have a few samples of black kid and calf. 
But, in the main, the samples show com- 
binations of colors. 

“Heels are chiefly from 11-8 to 13-8 
high. A few blucher oxfords have heels 8-8 
high. Toes are ornamented with novelty 
tips, such as shield or wing tips.” 


Tracey, 
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Where to Buy 


Women’s Shoes 
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The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 

In Stock Specialists of 

Women’s Shoes, Party 

Slippers and Novelties. 





Write for Catalogue 


















COLLINS & STAPLES 
Makers of 

Hand Turned Low Cuts 

Patent leather, % inch one 

strap with slide buckle on 

our -- Growing Girl’s 


118 Phoenix Row 
Haverhill, Mass. 
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BLEECKER STYLES 


Are the last word in footwear 
for stylish women 


























FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 

PRICE $1.35 
Women’s Quality 

Satin Boudoir 


Colors—Black, Old Rose, Copen, Orchid, 
Lavender, Alice Blue 
FREEMAN & THOMPSON SHOE CO. 
Manufacturers ““Comforets” St. Paul, Minn. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Siippers 
76 RiverSt., Haverhill, Mass. 
Boston Office 
207 Essex Street 
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Wheeete to Buy 
Women’s a 


woneennes tenneneenenns 








Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for catalogue 


MAID-RITE FELT SLIPPER CO., Inc. 
35 York St., Brooklyn, N. Y. 


Lower 
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E. A!& M.C.Witherell Co. 


Manufacturers 
Women’s Turn 
Boots and Slippers 


F Factor 
= Haverhill, Mass. 


= Boston Office 
= Rice Bldg. Room 406 


Trenenevenees seneene seeneneoneenens 


FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 
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: WOMEN *S FINE TURNS 
: and NOVELTIES 
= One of our newest models. 
= Hand turn kid lattice work 
=quarter—in all fines 
sleathers 
> TESSIER & 
: BOW DOIN 
= 172 Washington 
: St t 
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Et Mass. ; 





Makers of 
HAND TURN NOVELTIES 
In All Leathers and Satins and 
On All the Latest Lasts 
Inquiries Promptly Ans wverel 
Samples on Request 
Felstiner-O’Connell Shoe 


41 Washington St 
Haverhill, Mass 


Boston Office 
92 Beach Street 


Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Specialis- 
ing in High-Grade Novelties 





BERNARD L. DURGIN 
Sales Representative 
Factory 


Haverhill, Mass. 





[ stoc KBRIDGE SHOE COMPANY 


HAVERHILL, MASS. 
—=U SAS 











Getting New Trade 


is mainly a matter of going after it. Write 
our Dealers’ Service Department for new 
ways of bringing customers to your store. 


BROOKS SHOE MFG. CO. 
1731-41 N 6th St. Philadelphia 











Attachable Saddle Straps 


Saddle straps, to be attached to oxfords, 
like buckles to pumps, are being made by 
C. R. Whittredge Company. They are of 
shiny patent, radio red, jade green, daffo- 
dil, periwinkle blue and other colors. They 
are eyeletted, pinked and perforated. They 
are slipped over a white canvas oxford, or 
any like oxford. A stron, gore, passing 
under the shank of the shoe, holds them 
smoothly to the sides. The laces are run 
through the eyelets of the oxfords, and the 
eyelets of the attachable saddle straps, and 
both straps and oxfords are securely laced. 
By means of these attachable saddle straps 
a pair of plain oxfords may be readily con- 
verted into a pair of sport oxfords. 


Tendencies in Lasts 
Edric Taylor, of McNichol, Taylor, Inc., 
says: 
“Lasts for Fall, show vamps 3 1-8 and 
3 1-4, which is about as usual, toes round, 
but not as wide as I expected, and heels 
higher. Welts, for street wear, will have 


14-8, and even 16-8 heels, and turns for 
dress, will have 16-8 and even 17-8 heels. 


Sizes Run Without Rhyme or 
Reason 

The run on sizes is sometimes curious. 
For instance, a sales manager glanced over 
orders from various centers which came in 
the morning mail. One order called for 
sizes No. 6 to No. 10 chiefly, the next 
called for sizes No. 2 to No. 5 chiefly, and 
a third broke even. A few orders ran from 
No. 4 to No. 8. Other runs were there, and 
no two were alike. 

There did not seem to be any rhyme or 
reason to them. This, doubtless, 
should be, for the state of affairs would be 
sad, indeed, if any attemptwas made to reg- 
ulate the run of sizes. What a horrible mess 
the trade would be in if some reformer 
tried to restrict al) sizes of women’s shoes 
to No. 4B, the model size. 


More 
Shoes 


is as it 


50 Cents for No. 10 

Another Lynn manufacturer has de- 
cided to charge 50 cents more for shoes of 
size No. 10, or over. It came hard, for this 
manufacturer likes to accommodate his 
customers. Also, he believes that shoes 
should be fitted large and roomy. Besides, 
when he figured up the cost of oversize 
soles, and the extra leather in the uppers, 
and other charges, he found that the No. 
10 shoes cost pretty near 50 cents a pair 
more than did No. 4B shoes. 

“Beatuy Wins Again” 

Charles MacLaughlin, of MacLaughlin, 
Conway Company, is mighty busy these 
days, working on late Summer and early 
Fall novelties. But he took time to remark 
that “beauty wins again.”’ Doubtless, he 
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means that high heel shoes, which are his 
hobby, are once again rising in dress foot- 
wear fashions. A hasty glance at his sam- 
ple lines showed some beautiful shoes, with 
16-8 heels, and one model looked as if it 
carried a 17-8 heel. 


“Comfort all the While” 


A suggestion was made that Lynn man- 
ufacturers join in promoting “Comfort 
Shoe Week,”’ in the Fall of the year. One 
manufacturer showed no enthusiasm for it. 
“Comfort all the while is the way with us.” 
In other words, we believe comfort shoes 
should be sold every day in the year. 


Rolled Top Spats 


C.R. Whittredge, who makes spats, says 
that samples of spats are late this year. 
When asked if flapper top spats might be 
made, he replied that it would be quite 
easy to make spats with cuff tops, or with 
rolled tops. 


Men’s 


Be that as it may about men wearing, or 
not wearing slippers in the Summer time, 
it is a fact of record that Merrill, Porter 
Company, Lynn, continue to sell men’s 
fine slippers every day from their stock 


Slippers Keep Selling 


department. 


Scotch Grain for Fall 
Peabody embossers have begun to em- 
boss quantities of Scotch grain leather, for 
men’s and women’s shoes. 


Shoe Men Abroad 
Albert M. Creighton, Lynn shoe manu- 
facturer, sailed last Saturday for a trip in 
Europe. It is his third trip since the end of 
the war. Arthur G. Walton, of A. G. Wal- 
ton Company, Chelsea shoe manufacturers, 
is in Europe. 


The Lynn Fair 


The Lynn Chamber of Commerce has 
appointed a special committee on the 
Lynn fair, and the committee is already 
at work. It will feature footwear. 


The Shiny Lift 

More aluminum lifts are being made in 
Lynn than for some time. Which is a sign 
of more high heels. The aluminum lifts 
make the silver line at the base of Louis 
heels. When the top lift wears down to the 
aluminum lift, it is time to have a new top 
lift put on. 





New Shoe Stores 
W. G. Miller Amherst, N. S. 
Economy Shoe Store, Ironwood, Mich. 
Army & Navy Store (Stotsky & Nester) 
shoe department, Ocean Park, Calif. 
Bernon Shoe Store (Gilbert Ethier), 
Woonsocket, R. I. 
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The man who builds a Progressive Finisher 


Every man who builds a Progressive Finisher 
or any part of it knows that the high standards 
of quality which the Management of the Pro- 
gressive Factory insist upon automatically in- 
sure that Progressive Finishers are as nearly 
perfect in materials and workmanship as it is 
possible for human hands to make them. 


The 1922 Models of Progressive Finishers 
combine this exceptional workmanship with 
several new features which make “Progressive 
Quality” mean more to the repairman today 
than it ever has before. 


The motor switch, for example, which is a 
part of all Progressive Finishers, when ordered 
complete with motor, gives you a most con- 
venient arrangement. Just step up to the ma- 
chine, turn a button and you are ready for work. 


That is only one of many reasons why the 
1922 Progressive Finishers guarantee the most 
value per dollar of price and per year of use- 
fulness. 


Progressive Shoe Machinery Company 


Minneapolis, Minnesota 
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Foot troubles 
corrected easily, quickly 


Walk out of the Store with feet made new! 


Tras is a use you can believe—its truth is future as a result of this modern science. 
attested by hundreds of thousands of 
No matter what form of foot trouble you Dr. Scholl's Foot Comfort Service 
have — whether it & corns, callouses, bunions, in your town 
cramped toes, tender Noe content with 
Perfected ¢/ 


ng Saturday morning and 
, the week of June "7 
Foot Comfort W 


leading shoe and depart 
ment stores are Participating, is under way This service—this assurance of complete and 
No matter what form of foot trouble you have, lasting relief —is offered you in a way 
you can obtain relief in your own town — now this week, June 17 00 24 It is Dr Scholl's Foot 
Comfort Week 


The work of a noted foot Shecialist 


For the last twelve years, Dr. Wm. M. Scholl 
has given himself almost entirely to the talized 
study of foot troubles Thousands of cases of 
foot troubles have been examined 





ind appliances and remedies for the Examination over your stockinged feet No 
relief of every form of foot ailment charge for Personal fitting service 
Thousands and ters of thousands of people 
have already benefited from this work — millions 
will enjoy the boon of foot comfort in the 
NOTE Mf you cannot locate the Dr. Scholl store in your city, write 
the name of the nearest store and an interesting new bookler, “The 
Address The Scholl Mfg. Co., 213 W. Schiller . aso, lil. Branch Office: 62 W 
NewYork City. For Canada, address Schotl Mf Co. Led. 112 Adelaide Se, 


Dr Scholl 
Foot Comfort Week 


June 17-24 
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: Saturday Evening 
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This full page will ap 
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That’s what this advertising will do 
for you and 30,000 other dealers 


Full pages in America’s dominating publications! 


Tens of thousands of dollars being spent to make this the most successful drive 
ever planned and placed in operation. 


This advertising is going into 6,000,000 homes with more than 20,000,000 readers. 


More than 30,000 dealers will participate in Dr. Scholl’s Foot Comfort Week 
this year. 

It’s going to be the biggest week in point of sales and profits that shoe dealers 
will experience during 1922. 

On the opposite page is reproduced the Full Page Copy that will appear in the 
Saturday Evening Post, June 17th—2!4 million circulation—10 million readers. 


On Sunday, June 18th, a full page in four colors will appear in the American 
Weekly Magazine—3'4 million copies going into our best homes—over 13 million 
people reading this foot comfort message. 


This advertising is your advertising. Every penny of this great appropriation 
is being spent in the interest of those thousands of live dealers who will co-oper- 
ate by “hooking up” their stores with this National Drive. 


$4000.00 in Prizes 
for Best Window Trim 


Forty-eight cash prizes equally divided into 
two groups—towns of 10,000 population and 
under and 10,000 population and over. 


Most beautiful, artistic and business producing 
window trim material ever designed for Foot 
Comfort Week. 


This complete window trim material is sent 


THE SCHOLL MFG. CO. 


New York 
62 West 14th St. 


Chicago 
213 W. Schiller St. 


Dr Scholls 


dealers absolutely free, all charges prepaid 


Send in your request now — have all your 
material — newspaper electros, movie slides, 
inserts, booklets—everything all ready to “Cash 
in” on Foot Comfort Week on a bigger scale / 


/) 


than ever before. You can do it with our help Z | 
and co-operation—easily, quickly, profitably. / The | 
/ _ Scholl : 

4 Mfg. Co. 


7 (Mail coupon ! 
/ tonearest office) | 


/ Please send me! 
7 for Foot Comfort! 
/Week all charges} 
prepaid: ] 
7 0 Window Trim Material | 
7 U Newspaper Electros v 
7 O Movie Slides 
7.0 Booklets, Imprinted 


Toronto 
112 Adelaide St., E. 


I 
Foot Comfort Week ““""™ | 


June 17-24 


F 
eer wrvrettotcessenohesrminorantenl 


Another full page will be run in the American Weekly, June 18 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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THE Baumann 
Man Is Coming 


to your store before long with com- 
plete new lines of window and in- 
terior decorations for the fall sea- 
son. He will introduce a number of 
new decorative materials and units 
which express new thought and 
open up new possibilities for unique 
effects in your trims. 












You'll Be Enthused 


Everybody who has already seen the Bau- 
mann line says it is the finest ever. It in- 
cludes many set pieces of original design, 
many specialty fixtures; in fact, contains 
so much that is so beautifully designed 
and well put together that words are in- 
adequate to describe it. You will cer- 
tainly enjoy seeing the line and appreciate 
its value, and be glad you waited to see it. 









Baumann 
Decorations 


are different. From the most elaborate 
complete window setting down to the sim- 
plest spray of flowers, they have a certain 
charm of individuality which is a magnet 
for your windows and an asset for the 
store. 








An Invitation 


To 1.A.D.M. Visitors 


When you come to the I. A. D. M. Con- 
vention in July, visit our factory and the 
largest display floor in the world devoted 
to artificial flowers. Make this your busi- 
ness headquarters. Just a mile north of 
the loop, a few steps from the Chicago 
Ave. station of the Northwestern Elevated 


Baumannelo. 


357-359 W. Chicago Ave., CHICAGO 


Manufacturers and Importers of 
Flowers and Floral Decorations 
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One oft a Series 

















N sunnier regions the first foot ap- 
parel was probably a sandal of 
straw, palm, wood or hide fastened 

to the foot by a thong passing between 
the big and the next toes, and laced 
about the ankle. Sandals of this kind are 
not unlike those of the old Hebrews, 
the ancient Egyptians, and the Assyri- 
ans and Persians. 












It is not until the middle ages that one can 
find elsewhere foot apparel which equals in 
beauty the shoes of the Romans. Among 
both the Greeks and the Romans the shoe 
early became the most costly, the most beau- 
tiful part of apparel, and as the two nations 
mounted the rungs of their artistic life, the 
shoe grew in beauty, until under some of the 
Roman Emperors the most famous artists 
lent their skill to its ornamentation. 















There were two general classes of shoes, 
one covering only the sole and laced to the 
foot, a sandal, and the other covering the 
whole foot and part of the leg, a boot. The 
Greeks had the general appellation “Ypode- 
mata” for the boot, and “Pedila” for the 
sandal. Romans gave names to the various 
sandals and the various boots, their form 
and color differing sharply with the class dis- 
tinctions of Roman life. 








































The most modern of all shoe laces—the 
stiffened braid formsthetip, small, smooth 
and permanent—no metal. 







FOR SALE BY FINDINGS JOBBERS 
EVERY WHERE 


The Hutmacher Braiding Co. 
Braiders of Good Shoe Laces 
PATERSON, N. J. 
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June an Important Merchandising Month 


; By E. C. LOGAN 
Western Editor of the Boot and Shoe Recorder 


NDER the new order of things, June becomes 
i | a mighty important month in retail shoe mer- 

chandising, a month of intensive selling effort. 
In the olden days of two seasons a year, very little 
new merchandise was received during June. It was 
looked upon as a good month 
for regular selling. Now it 
is more than that. Good 
merchants arrange their buy- 
ing schedules so that a num- 
ber of good snappy numbers 
come in during the early 
part of June—peppy styles 
that are suitable for com- 
mencement, June weddings, 
and other social functions, 
numbers that will create 
extra sales. 

The white season is at its 
heighth in most localities 
and this means added sales 
effort. However,in the inten- 
sive selling campaign broken 
lots of early season purchases 
should not be overlooked. 

June has never been looked upon as a clean-up 
month nd should not be considered in the light of a 
perod of big hurrah cut and slash sales when every 
article in the store is marked down to cost or below; 
but a clean-up in the sense of ridding the shelves of 
short ‘ots and odds and ends of seasonable merchan- 
dise that came in during the earlier Spring months 
and that will bring more money now than later. 

Remnants, whether of shoes, hosiery or other wear- 
ing apparel, usually represent what has been the best 
se ling merchandise in the house; otherwise they would 
be big lots rather than broken lots. 


— ore lagging behind. 
early Fall shipmeats. 
of orders. Shoes 
meacement window. 


receive special attention. 


Advertisi 


June 22-24—The peak of the Spring and Summer season 
It is time to check up on “= 
8. 


has probably beea 
sale. 


for one insertion. 


trial balance. 
vide your bank with copy. 


June Merchandising Calendar 


June 3—Go carefully over stock records to see what num- 
It is time purchases were made for 
There is danger in delaying the placing 
should. be formed up and ready for com- 


June 5-10—Newspaper advertising window display and 
interior store decoracions should emphasize footwear for high 
school and college graduates and June brides. Hosiery should 


June 12-17—Flag Day (June 12). 
with national colors. A special window trim may be used. 
may reflect the occasion. Sport and outing foot- 


wear should be featured in window trim and adveriising. 
Monthly meeting of employees. Topic, “Keeping Fit in 
Health and Personal Appearance.” 


lines. Reprice the slow movers and increase P.M. 
loss is always the smallest loss. Start plans for midsummer 
Lay out newspaper ads, direct by mail, billboard ads. 


June 26-30—Fourth of July window trim. News 
vertising should be of the patriotic, good-will-building type 


Send statements of customers’ accounts. Take monthly 
ake semi-annual financial statement. 





No merchandise improves with age and certainly 
under the present conditions of constantly changing 
styles it is wise to segregate all short lots into a “Jack 
pot” or “King Row” and tack on a sizeable P.M, 
that will keep salespeople enthusiastic in disposing of 
this undesirable merchandise, 
while people are still calling 
for it and in a mood to buy 
it. The longer it is held on 
the shelves the less it will 
bring because it is always 
coming into competition with 
newer and more attractive 
styles. 

If the price is too high, 
cut the price, of course, but 
in some way put steam be- 
hind the slow movers. 


Drape front of store 


ie t 


A Busy Month for the 


gh Manager 


June is a busy month for 
the proprietor or manager. 
Under the old order of things, 
his Fall buying was prac- 
tically all done and forgotten. Now he is ever buying 
and June is one of his busiest buying months. 

The style trend for Fall is pretty well set and buy- 
ing that has not been done earlier should be done now 
in order to have some new attractive merchandise to 
show when the Summer sales are over and the atten- 
tion o° the public is directed to early Fall footwear. 

June offers many possibilities in advertising and win- 
dow trimming. Each graduate of college and high 
school should have several pairs of new shoes and with 
each pair of shoes a pair or two of hose can be sold if 
proper advertising and sales efforts are instituted. 


Pro- 
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A “flapper window,” trimmed by John Metcalf, of the Shubel Co., Lansing, Mich. 


Putting Hosiery in the Limelight 


How Leading Shoe Dealers 
Do It, and Why? 


N the retail shoe business, hosiery is coming into 

its own. It has long since been recognized as 

good “‘bait” to draw prospective shoe purchasers 
into the store. Now it is widely accepted as an essen- 
tial and highly profitable department of itself. 

Time was when the average shoe dealer carrying 
some hosiery had it tucked away some where out of 
sight most of the time, out of sight and out of mind. 
But “them days is gone forever.” The shoe man of 
today makes no secret of the fact that he has the right 
stockings and socks to go with his shoes. He uses 
liberal space in his windows and advertisements to 
blazon it forth to the world. And he finds that this 
pays him well, 

Many shoe stores regularly run ads on hosiery 
alone. Many others carry a mention or item of hosiery 
in all their shoe ads. Hanan’s usually give it promi- 
nence in their Thursday newspaper ads, in which they 
use a house organ style of copy. 

Some of the good-sized stores, having several win- 
dows, assign one of these permanently to hosiery. And 


it is not uncommon to see one of the principal windows 
in a moderate-sized store given over to hosiery for a 
time. Which shows that hosiery has proved itself one 
of the main cogs in the wheel for the progressive shoe 
merchant. 


Shubel Store Does Extensive Hosiery Business 


Illustrated above, is a good example of a hosiery 
trim in a shoe store, arranged by Mr. John Metcalf of 
the Shubel Company, Lansing, Michigan. Mr. Met- 
calf calls this a “flapper’’ window. He counted 85 
people out of 100 stopping to look in this window one 
evening when the trim was lighted. Excellent business 
resulted the next day. 

This store does a very sizeable hosiery business, 
principally on a guaranteed grade of stocking that 
they feature at $2. This is sold on a close margin, 
mainly for the advertising value; but aside from that 
the volume makes it a good payer. In addition to the 
counter trade, mail orders come in daily from neigh- 
boring towns near Lansing; and sometimes from such 
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far-away points as Foochow, China, San Francisco, 
New Jersey and Florida. 

The entrance to this store is to the left of the win- 
dow shown, and there is a similar window on the other 
side of the entrance. These windows are noteworthy 
for the character of their appointments. Note the 





In this hosiery window of the T. J. Reid Co., St. Louis, just 
a few pairs of shoes are used to “‘spice up”’ the display 


stained-glass panels on the sides. They are of pale 
green with touches of red. The valance, ceiling and 
sides of the window are a sand shade. The heavy 
drapes are of mulberry plush and the floor covering of 
green plush. The fixtures and wrought iron display 
frame were designed by Hugh Lyons & Co. of Lansing; 
the fixtures being of Circassian walnut in a shade that 
harmonizes perfectly with the fittings. 


Reid's Have Quick Success With Hosiery 


With the T. J. Reid Company of St. Louis, there 
once was considerable indecision as to whether or not 
it would be best to handle hosiery. This was finally 
decided in the affirmative. Then they went at it sys- 
tematically and energetically and lost no time in build- 
ing up an enviable business in this department. It 
took but two months of actual experience to make 
them highly enthusiastic hosiery “fans.” 

The new Reid store has an exceptionally wide front. 
Just inside the entrance is the hosiery department, At 
the top of this page is shown their regular hosiery win- 
dow facing this entrance. They feature one good brand 
(Armor Plate) in -all styles and colors for grownups 
and kiddies. Interest is added to their hosiery window 
by the display of just a few shoes that are in keeping 
(in this case, sport oxfords with the sport hose). This 
is what they term “spicing up” the display. Likewise 
they “spice up” their shoe trims with a few good look- 
ing pairs of hose on forms or racks. 

Reid’s have found that the one best time to sell a 
woman hosiery is just when she has selected some new 
shoes. They have educated their shoe salesmen always 
to call attention to the sort of stockings that are best 
suited to the shoes and, as a matter of courtesy, take 
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the customer to the hosiery department and introduce 
her to one of the two sales ladies in charge there. 


Good Merchandising Brings Rewards 

Hosiery sells itself and sells shoes too; but at the 
same time, hosiery requires some merchandising, as 
evidenced by the experience of another St. Louis shoe 
merchant. This merchant put in hosiery but paid little 
attention to it himself and had no one else to merchan- 
dise it. Hosiery sales started poor, continued poor and 
showed no signs of improving. He came to look on 
the department as a “white elephant.’’ One day a 
young man walked in and applied for a position to 
manage the hosiery department. The dealer laughed 
at the idea of a man’s size salary being paid out of the 
profits of that department. Then the caller offered to 
take over the hosiery stock and rent the space on a 
10 per cent basis. After warning the young man that 
the deal would break him, the merchant accepted this. 
The new man cleverly displayed and merchandised 
the hosiery and in one week sold more than the store 
had disposed of in the preceding four months. 


Gross Profit of $1,850 in Town of 18,000 

In Lawrence, Kansas, a town of 18,000 population, 
there is a shoe dealer who last year did a total business 
of $83,000. His hosiery business (which was badly 
curtailed owing to the inability of the manufacturers 
at that time to make prompt shipments), amounted to 
$65000. In round figures, the hosiery department 
showed a profit of $1850 gross despite this handicap. 

The hosiery department requires thought and care, 
but is very well worth it. Through the series of hosiery 















Hosiery department in St. Louis Store of T. J. Reid Co. 


articles now running, the Bool and Shoe Recorder hopes 
to be of help to shoe dealers in selecting and merchan- 
dising hosiery; in organizing, equipping and operating 
the hosiery department. 





Freight Increases Suspended 


Washington, May 15—The Interstate Commerce 
Commission has entered an order suspending from 
May 10 until September 7, the operation of schedules 
proposing increases in railroad rates on leather boots 
and shoes, car loads and less than car loads of 944c 
per 100 pounds, from Boston and Providence, R. L., 
to Petersburg, Richmond, and South Richmond, Va. 
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Plate 1— A summery background of modern ari design—easy for ‘‘home talent’ to cut oul of wall board 


Quick Changes In Window Display 


Decorative Units Solve 
the Problem 


Editor's Note-——The wall board display units here illustrated 
and described can readily be made in the basement of the store. To 
dealers who prefer to order them made up, the Shoe Store Service 
Department, of the Boot and Shoe Recorder will supply the name 
of a decorative firm which can furnish them promptly, with or with- 
out flowers. 

URING these days of keen competition, when 
every possible pressure is brought to bear on 
the increase of the daily sales, most retailers 

must mainly depend on their window displays to do 
the trick for them. 

There is no getting away from the fact that an attrac- 
tive show window display proves a wonderful medium 
in advising the people in your community concerning 
prices, styles and quality of the merchandise which 
you have for sale. 

But bear in mind that the mere placing of the mer- 
chandise in the show window will not get the desired 
results if it is not displayed in the best possible man- 
ner amid surroundings that are harmonious. 

Just as a clever salesman secures the attention of 
his customer by telling all the merits of the merchan- 
dise and showing the latest styles, etc., so should the 
window display be installed to accomplish the same 
purpose, 


There is no line of merchandise harder to show in 
a satisfactory manner than shoes. Shoes are hard to 
show and create interest in, because of the general 
sameness. But if thought and consideration are given 
the display, shoes can give a very good account of 
themselves as desirable merchandise to display in the 
show window in a manner that proves interesting, 
creates desire, demand and sales. 

We are firm in the conviction that shoe-window dis- 
plays should be changed often, and that each display 
should be radically different from the one preceding— 
so different that every one who passes the store will 
realize that a change of display has been made. 

Many readers, no doubt, are wondering in their 
minds how these frequent changes can be made and 
still have each trim appear different from those pre- 
ceding. By varying the accessory decorations as well 
as re-arranging the merchandise, this is easily 
accomplished. 

Decorative Unit Suggestions 
For the benefit of the Recorder readers interested in 


window decoration and methods of display, we repro- 
duce plans for several new and original unit decorative 
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set pieces that will work up in a novel way in the show 
window. 

These units are of such nature that they may be 
made to fit practically any size window by simply 
making them in proportion. 

One can see the advantage of using the unit idea in 
their windows instead of an entire window back setting, 






































Plate 2—A simple and inexpensive unit—very 
striking in effect 











as the units are easy to handle and the cost is held 
down to a minimum and still the flash is there. 

Plate One. In our first illustration we show how the 
unit idea of decoration is handled in the show window, 
the construction of which is as follows: 

The large circular cut-out is made from wall board 
and painted a robin’s egg blue, upon the face of the 
cut-out is painted the decorative figures using a modern 
art motif in nile green, pink and yellow. The designs 
are then outlined in gold. 

The center part of the circle is cut out and backed 
up with a sheet of pink card board upon which any 
kind of an inscription may appear. The lettering 
should be done in white. 


The circular cut-out is then tacked to two upright 
standards made of 7x2 inch strips which are painted 
black. These uprights are attached to a base made of 
light lumber which is also painted black. A small 
flower-box arrangement is constructed at the base 
which is filled with flowers and ferns as is shown. 
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Lattice strips painted gold are tacked on the back 
of the circular cut-out as illustrated. 

Just back of the tall unit is placed a piece of wall 
board cut-out in the shape shown and painted the same 
color as the circular cut-out. 

Pieces of card board are then cut out in the shapes 
shown, painted in the same colors as used on the face 
of the circ’e. These are then assembled and attached 
to each side of the back wall board piece as illustrated. 
Several lengths of heavy iron wire is painted gold and 
arranged on the back of the modern art cut-out as 
illustrated. 

The arrangement of the flowers and foliage at each 
corner of the window along the cornice line, also of the 
draped garlands running from the corner masses to 
the center cut-out, is clearly shown. 

The floor of the window is finished off with a piece 
of robin’s egg blue felt laid on in rug effect. 

This idea gives plenty of display space for the mer- 
chandise which may be arranged in an attractive 
manner on shoe fixtures, glass shelves, pedestals, low 
plateaux, etc. 

Plate Two. Illustrates a new and novel decorative 
unit which is sure to make an ideal setting for the dis- 
play of shoes and findings. 

This design is worked out in the colors of nile green 
black and gold. The construction is the same as ex- 
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Plate 3—This unit is a good example of what 
can be done with wall board and flowers 

















plained above. The long panel is a nile green edged 
with strips painted black. Upon the face of the long 
panel is nailed a small box to hold the flowers and 
foliage, and upon the face of the box is attached the 
piece of wall board cut-out in an oval shape and painted 
black and decorated in the modern art motif of design 
using the colors pink, blue, green, lavender and yellow. 
The designs are then outlined in gold. 
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Write to 


The Shoe Store 


Service Department 
of the Boot and Shoe Recorder 


for information and 
suggestions on 


What to do 


and how 


OC 


What to b 


and where 


To extend its service to subscribers beyond the confines 
of the editorial and advertising columns is the aim of the 
Boot and Shoe Recorder. 





Sometimes you contemplate some change in the policies 
or equipment of your store. You might like to have the 
viewpoint of others who have been through a similar 
experience. Or you may wish some information that is 
not readily at hand. This is obtainable through the 
Shoe Store Service Department without cost or obliga- 
tion to you. 


o 

Sometimes you see illustrated in this paper some article of , } Oe | 1 \ tu re S 
merchandise or equipment that interests you. You would 
_ know = — it, what it —_. or ae 
else about it. The Shoe Store Service Department has or h 
will secure for you the information you want. fo r M e r C h a n t ~ Ww O 
Feel free to — hy on an! — * _ In onene: for e e e e 
suggestions please careful in the first letter to send us A h I d d l t 
complete data on which to base them. And if you C 1eve n lvl ua 1 y 
merely wish catalogs or literature from some of the lead- 
ing houses making oe soe of equipment checked 
below, check those in which you are interested and give A : 

merchant is known by the customers he 


us such particulars as you can regarding your require- 


—_— * keeps. So it is with the makers of display 
fixtures. Among the prominent shoe 
USE THIS COUPON FOR CONVENIENCE 
Check the Items on which you wish Catalogs or Literature merchants whom we keep on our books 
Store Arrangement |—| Stock Boxes are many such as 


| Store Front Construction |—| Store Seating 
Counters -| Metal Ceilings 
Shelving —| Window Valances : _ ‘ 
— Cones _ | ¥ jeate Paper Balers O'Connor & Goldberg Grossman Shoe Co. 
| Show indow ackgrounds ie / ppliances r 
| Show Window Decorations |—| Sales Check Books __ Walk-Over Boot Shops Nettleton Boot Shops 
anew '— at eee Martin and Martin H. A. Meyer, Bostonian Shoe Co 
| Cash Carriers Interior Lighting Wolock & Bauer Metz Shoe Shop 
Store Fixtures -| Electric Signs “~ : 
Window Fixtures |—: Adding Machines Cutler Shoe Co. Maling Bros. 
Glass Fixtures | Package Carriers 
| Metal Fixtures | X-Ray Machines ' . . f 
Wood Fixtures Foot Measuring Devices For stores wishing exclusive fixtures we 


Store Ladders | Duplicators 


Remarks ae Z create special designs. For those wishing 
distinctively good fixtures at moderate 
cost, we have a line of exceptional merit. 


Name Write for our new catalog 


an sue. ~| DECORATIVE FIXTURE Co. 
Fill out and mail to Shoe Store Service Department, “Boot and Shoe 1600 Ss. JEFFERSON STREET CHICAGO 


Recorder,”’ 189 West Madison Street, Chicago, Illinois. 
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Plate Three. In our third suggestion, we illustrate a 
new decorative treatment in a unit built along the 
lines of a fernery with a decorative panel back. 

This design is constructed entirely of wall board in 
the usual manner and finished in the colors of blue, 
black and gold. The arrangement of the flowers is 
clearly shown. 

Plate Four. There has been placed upon the market 
a new and unique decorative in the shape of two willow 
rings attached together and decorated with strands of 
grape leaves arranged in the manner illustrated. 

This decorative may be used in many different ways 
as a decorative piece. As a post decoration it would 











Plate 4—Floral pieces of this type can be used 
in bases as shown, as well as for decorations 
on posts, panels, etc. 











work up in a fine manner. Illustrated herewith we’ 
show how it may be utilized in the show window as a 
decorative unit. The circular piece is attached to a 
standard as is shown. This standard should be 
equipped with a base so that it could be set in any 
position in the window. 

Units illustrated here have the advantage over an 
entire window back setting as they are simply and 
easily constructed and require very little time and 
effort to install. 


Officers’ Boots Needed 


Washington, May 12—Proposals have been asked 
by the Quartermaster-General, for furnishing the War 
Department with 1000 pairs of officers’ boots, semi- 
dress. Bids will be received until June 9. Delivery is 
‘o be made to anyone of the general supply depots at 
Boston, Philadelphia, St. Louis, or Chicago. 
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Treating the Nervous Customer 


“Sometimes we get a nervous customer,” says a 
Boston store manager. “He has foot troubles. He 
may come to us for aid and advice, or to tell us what 
we ought to know about shoes, and, also a few things 
we ought not to know. Either way, we let him talk 
on. Never argue with a customer, especially’ if he is a 
nervous man. 

“While he rambles on, we slip on to his feet a pair 
of our health shoes, and, making sure that they fit, 
we ask him to try them a week, and then tell us how 
his feet feel. Nine times in ten he does so cheerfully. 
We have hit his hobby of health. He tries out those 
new shoes with the same zest that some people try 
patent medicines. If they help him, he will sing our 
praises far and wide. And we will sell more of our 
health shoes.” 


One Merchant’s Dilemma 


“My clerks keep telling me that customers want 
cheaper shoes,” said a certain merchant. “And my 
manufacturers tell me to sell better shoes. I know 
they are right. But the trouble is that my clerks do 
not know it. The fight of my life this season is to 
make my clerks sell my best-grade shoes. Too often 
do they yield to the arguments of customers for cheap 
shoes, and sell them a grade lower than they should 
have. 

“Maybe 1 am prejudiced. But, nevertheless, it is 
my conviction that any man who drives a $1000 auto- 
mobile can afford to pay $10 for a pair of shoes.” 


Sell Another Pair 


“Two pairs of shoes worn daily make the feet wear 
longer.” 

Such is a new version of a familiar shee trade say- 
ing, and, also, a new argument for selling two pairs 
instead of one. 

If shoes are changed daily, the feet will wear longer. 
Say that a pair of patent leather dress shoes are put 
on in place of the Scotch-grain calf shoes at the end 
of the business day. The feet will be comforted by 
the change, and will wear longer. 

Pass the good word along to customers. Life is short 
enough in this good world. If it can be lengthened, by 
selling more good shoes, then let’s sell them good and 
plenty. 


Sun Burned Feet 


“Sun-burned feet will be as common as sun-burned 
faces the coming summer,” says one shoe man, after 
looking over the low cut, cut away, cut out, ventilated 
shoes. 

Maybe he is prejudiced. He wants to sell foot 
powder. And may be he is right. A package of foot 


powder, for the vacation trunk, is good merchandise 
to sell, at all events. 
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GOING DIRECT TO THE RETAILER 


The experience of years in manufacturing Novelties in Full Fashioned Silk 
«Hosiery makes it clear that the service w which goes with high class ye 
dise should be from the mill direct to the retail counter and not through 
wholesale distributors. We therefore announce that beginning May 15th, 
1922, the product of our mills will be sold to the retail trade under the ‘| 
NEBEL brand through our office at 
with 


277 Fifth Ave., New York City sl 


incr 
We shall continue to manufacture Ladies Full Fashioned Ingrain Silk Lace 0 
and Paris Clox Hose, with ever increasing care to maintain the excellent Inte 
reputation our product now enjoys and we assure the trade whose support 
we now seek of every honest effort to satialy and please the critical wearers it 


of high class hosiery. the 
T 
For immediate delivery, Lace Clox in all patterns, all Chi 


leading colors, at $27.50. 2% 10 days, or 30 days net to n 


outs 


by | 


OSCAR NEBEL CO. puapecpuia, pa. | the 
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GRIFFIN |! GRIFFIN 
KIDINE | PEUERWHITE 


| CLEANER 
kid shoes | Gor all white shoes 
and gloves except kid 


For white 


Thoroughly cleans In Liquid, Cake 
and Whitens Z f, or Powder Bag 
x SS Biers 


(Reproduction of New Display Card) 
LINK UP YOUR STORE with 
GRIFFIN’S WHITE DRESSING CAMPAIGN 
Quality 


Write Dept. C for Prices 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET NEW YORK. U. S. A, 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Display Men Plan Big Convention 


Demonstrations and Exhibits on an Unprecedented 
Seale to Mark 25th Anniversary of I. A. D. M. 


scene of many great conventions, will on July 10, 

11, 12 and 13, be filled with display men and 
with exhibits suggesting myriad methods by which the 
selling power of window and interior displays may be 
increased. 

On this, the occasion of its 25th anniversary, the 
International Association of Display Men will stage a 
show which will very forcefully impress the visitor with 
the great progress made by the display profession dur- 
ing the life of this organization, and particularly within 
the last few years. 

The committee in charge, of which Mr. Sid Kling of 
Chicago is chairman, have devoted months of endeavor 
to make this convention worthy of the occasion—the 
outstandingly big success of all the annual events held 
by the association. They now have assurance that 
their efforts will be rewarded by a program of excep- 
tional brilliance, which will be intensely interesting 
and instructive. 

In addition to practically all manufacturers of 
fixtures, decoratives and display materials of every 
sort, the exhibitors will include leading national adver- 
tisers in all lines, who will demonstrate the effective 
use of the striking display materials which they fur- 
nish the dealers. 

“Jubilee Boulevard’’ will be a long street of really 
new and worth-while display ideas and the “props” 
needed for carrying them out. 
It will prove a prolific source 
of inspiration to the man who 
originates unique trims. 


t= Coliseum, Chicago, which has been the 


Demonstrations Well Handled 


Chas. F. Wendel, display 
manager for the J. L. Hudson 
Company, Detroit, is in charge 
of the shoe window demonstra- 
tions and invites display men 
to enter for this important 
part of the show. He an- 
nounces that he now has a 
goodly number of the world’s 
best display men on the list 
and there is every assurance 
that these demonstrations will 
amply repay anyone for his 
trip to Chicago. 

All local clubs will be al- 
lowed a certain time for their 
demonstrations, so that they 





may stage them collectively, without hindrance. 

The convention hall proper will be on the second 
floor of the annex, and will seat approximately 2000 
persons. There will be three large display windows, 
and back of them a fixture room, so that the display 
man may select his fixtures with ease. The Chicago 
Display Club will furnish a force of assistants, who 
will help in every way possible. ‘This part of the 
program must mark time with the schedule. The play 
must go over big,”’ says Mr. Wendel. 


Big Showing of Photographs 


Wm. A. McCormick, who is display manager of the 
Boston Store, Chicago, is contest clerk. He reports 
that a large room will be provided for the display of 
the photographs entered. Each one will be given 
careful consideration. An announcement of all classes, 
conditions, etc., for the contest will soon be forth- 
coming. 

Indications are that in point of attendance this 
convention will be considerably larger than any pre- 
viously held by the association. Large delegations 
from all sectoins of the country have already reserved 
accommodations. Many cities will be represented by 
the full membership of their display men’s clubs. 

The Chicago Display Club is looking after enter- 
tainment matters and promises to show the visitors a 
“real time.”” For any information desired, write L. A. 
Rogers, secretary of the I. A. 
| D. M., 5707 W. Lake St., 
| Chicago. 


I. A. D. M. President 
| Sails for London 


Among the notables who 
sailed on the Cunard liner 
Mauretania from New York, 
May 16, was Benj. J. Millward, 
president, International Asso- 
ciation of Display Men. Mr. 
Millward’s mission is to attend 
the first British Exhibition of 
| Commercial Display promoted 
_ by the British Association of 
Display Men, to be held at the 
Royal Horticultural Hall, Lon- 
| don, England, May 24 to June 
| 1, 1922, where he is to make 
the feature address advocating 
the American methods of effi- 
cient window displays. 
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A PRONOUNCED SUCCESS 


For the y 
“Finishing Touch” ' 
on a 
White Shoe 
Cleaning Job 








WRow White Shoe Edge 










No unpleasant odor. Covers with one stroke 
of brush. White enamel caps. Unscrew easily. 
Always good. Dries quickly. 


| S77 ow U "ite | 


Samples and Terms to Dealers on request 





Dull 
Surface 








in attractive glass jar with sponge. 





NEW ARTS (Manufacturer) ~ ROCHESTER. 


BUILDING NEW YORK 
(Please mention Boot and Shoe Recorder) Specialty Department 


EAST CAMBRIDGE MASS. 





PRICE: Dozen . . $2.00 Gross . 


And our complete line of shoe dressings 


rj. W. JOHNSTON litte If your jobber cannot supply you—write to us 
Boston Blacking Company 





lai Boston White Canvas Cream 
Polished whitens shoes immediately, equally 


ood 


for canvas and nubuck, comes in cake form 


+ $22.32 


U.S.A. 
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CANNOT 
PULL OFF, FRAY OUT, CATCH IN HOSIERY 


YOUR SPRING STOCK, IS IT COMPLETE? 
TODAY’S PRICE LIST 







= ae = y 
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Either Black, Brown or Russet 
Assorted Cabinets Supplied Order from Your Jobber Today 





THERE’S A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces; $2.90 “63°in. per gro. Laces, $3.70 
30 in. per gro. Laces, .2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


FRANK W. WHITCHER CO., Boston and Chicago, U.S.A. 

















The Boot and Shoe Recorder will appreciate your menti ming the publication in replies te advertisements. 
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‘‘ Now for good luck cast a shoe after me.”—Ancient Proverb. 
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Do Four Things and Do Them Right 


Arrange Your Store Well, Keep Your Windows Attractive, Treat Your 
Customers Courteously and Use Quality Newspaper Adver- 
tising, Says Successful Denver Merchant 


just recently opened its fine new store at 607 

Sixteenth Street. The store is one of Denver's 
best retail shoe establishments and is a credit to the 
shoe business. Before the Johnston Company moved 
into its new location the store was remodeled and 
decorated to fit the needs of a first class retail shoe 
place of business. 

The color scheme of French gray and cream is fol- 
lowed out with the walls papered in the gray, with a 
ceiling of cream and a silver border. The shelving is 
of the gray color, while the seating match. The floor is 
of gray and cream tiling blending with the walls and 
ceiling giving a very pleasing effect. 

At the back of the store has been fitted up a repair 
shop, while above this on a balcony overlooking the 


{x E Johnston Shoe Company of Denver, Colo., 


store is the office. On entering the store, the first thing 
one sees is a show case in which is displayed the latest 
in footwear with other articles such as buckles and the 
like. This show case arrangement is changed often, 
thus adding to its sales power. 

The doors on one side of the room which open into 
the findings closets are of glass giving a pleasing effect. 
and making it possible for one trying on shoes to use 
them as mirrors. _ 

The shelving of the store was furnished by the 
Soderberg Fixture Company of Denver; the seating 
by the American Seating Company of Chicago, and the 
window fixtures were manufactured by the Chicago 
Decorative Fixture Company. No expense was spared 
to give the shoe store an appearance of quality all the 
way through. 














APPELBEE & NEUMAN iInc., 


23-25 Greene Street, New York, U.S. A. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes 
PEARL — IVORY — AGATE, Ete. 


‘“* THE BUTTON IN THE RED LINE BOX”? 


BOSTON: 133 Lincoln St. 


ST. LOUIS: Star Building 
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BROCKTON 


Ordering Oxfords for Fall 


Business So Far Booked by Manufacturers Shows Tan Run- 
ning Far Ahead of Black 


EPORTS from Brockton shoe fac- 

tories are to the effect that a con- 
siderable proportion of the Fall orders 
thus far received are for oxford patterns 
in men’s welt shoes. The proportion of 
tans is about 65 per cent, the remainder 
being blacks. As one manufacturer said, 
commenting on this condition: 

“In buying tan shoes the merchant has a 
choice of two or more shades, thus giving 
him the opportunity of diversifying his 
colored footwear; whereas in black there 
is no variation of color, so naturally the 
proportion of black shoes is smaller than 
tans.” 

Pebbled leathers both in tan and black 
are leading in Fall orders. While oxfords 
constitute the bulk of the orders at pres- 
ent, high cut patterns will be favored 
later, depending to a considerable degree 
upon weather conditions which develop in 


the early fall. 


Douglas Adopts Wilson 
Process 


W. L. Douglas Shoe Company has 
adopted the Wilson process for sewing 
women’s shoes in its No. 5 factory in 
Brockton. An executive of the women’s 
shoe department says in regard to this 
plan; “We are introducing the Wilson 
Process with a view of obtaining, es- 
pecially for our Southern trade, a women’s 
shoe which will have the light dainty effect 
of the turn with the advantages of the 
welt, at a less cost of production. Other 
advantages of shoes made by the Wilson 
Process are that they can be repaired the 
same as a welt, that they have smooth 
inner soles, also solid heel seats for at- 
taching wood heels as in a turn shoe, with 
the additional advantage of being as* 
flexible as a turn. We will introduce these 
Wilson Process shoes at some of our stores, 
starting their making in the July run and 
increasing production as demand develops. 


Sport Footwear Selling 
Well 


Brockton shoe manufacturing concerns 
carrying men’s and women’s sport foot- 
wear in stock report substantial sales on 
these goods from merchants in all parts of 
the country. Booklets featuring this class 
of footwear are being circulated extensive- 
ly by local houses. One of the most 
attractive of these is gotten out by The 
Dalton Company, Inc. In this booklet 
there are featured 12 models of men’s and 
women’s sport shoes. The cover design 
is attractive, being in part a reproduction 


of photographs of the members of Brock- 
ton City Theatre Stock Company, ail 
wearing Dalton sport shoes. 


Third Anniversary of Shoe 
Concern 


On the evening of May 18 the Brockton 
Shoe Manufacturing Company, Inc., held 
a get-together and jollification at the 
Walk-Over Club in honor of the third 
anniversary of its establishment. Presi- 
dent Charles O’ Neill of the concern was 
present, but Eugene F. O'Neill, secretary 
and treasurer, was kept away by illness. 
The evening’s program was under the 
direction of factory superintendent Frank 
Jackson. The business of the Brockton 
Shoe Manufacturing Company, Inc., has 
shown a substantial growth in three years. 
It began in a small part of the factory in 
the Campello district in which it now 
occupies the entire three floors. The out- 
put is 3,000 pairs a day, with an average 
weekly payroll of $13,000. 
Manufacturer Returns From 

California 

Vice-President Myron L. Keith of 
George E. Keith Company, returned last 
week from a Winter's sojourn in Southern 
California. He is much improved in 
health, and resumes his executive duties 
at the Walk-Over plant. 


C. L. Curtis Dead 


Charles L. Curtis, a resident of Rock- 
land, Mass., and for many years superin- 
tendent of E. T. Wright & Co.’s factory 
in that town, died recently at the hospital 


in Brockton at the age of 60 years. He 
was a shoemaker in early life, and after 
service as superintendent at a shoe factory 
in Grafton, Mass., came to the Wright 
factory where he passed the larger part 
of his business life. He was well known 
throughout the South Shore shoe district 
and highly honored as a man and an 
efficient factory executive. Mr. . Curtis 
leaves a widow and one son. 





Cuban Heels in Demand 


Cuban heels in about a 14-8 inch height 
are in big demand. The Boston jobbers 
have been having a great run made on 
them from city merchants. The trade in 
the Western part of the State towns seems 
to prefer low heels, but the big city trade 
of the State just now are calling for the 
Cuban heel and slightly rounded toes. 
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‘Where to Buy | 


Men’s Shoes 
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PER EERT ©. GLEASON. 








HOMPSON BROS .SHOE (¢ 
FINE SMNOEMAKERS 
BROCKTON 








Stacy Adams Co. 











“For Men Who Care 
To Dress Well” 

A Sample Order for 

a Pair or a Dozen 

Will Start You Right 


T. D. BARRY CO. 
Brockton - - Mass, 
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Gentlemen’s. 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N.Y. 


THE 
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Where toBuy 


Men’s Shoes 


PULLMAN TRAVELING SLI 
better“than ever in Quality ahd fit 
Onginator.owners of Trade Mark Pullman’ 
DULL CABERETIH #162 a doz. 
GLAZED KIT #82 
Colorr Black and Brown 
full sizes 3 to/l in Stock 
M.GUSTIN CO. 
OWI St New York 




























eee Stock 


Gwe i South's Street 
“0 or , ROCKTON 
Go, _ oe BOOT _ 


Stock Dept. 5 <¢ 
Is at Your Service SS 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 












































ie) NO. 207 
ESSEX ST. 


Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 
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Lynchb& rg Virginia 











[UNION SHOE CO, 


MEN’S WELTS 
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Frederick S. Peck 
Worcester, Mass. 


Men’s and Women’s ” 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 
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HAVERHILL 


In-Stock Facilities Enlarged 


Haverhill Manufacturers Preparing to Get as Much Business 
as Possible Under Late-Buying Schedule of Merchants 


EVERAL shoe factories in Haverhill 

are enlarging in-stock departments 
in response to increased demand from 
merchants. The stock-carrying plan is 
one which has developed to a marked ex- 
tent during the past year. It promises 
further development in the near future. 
Conveniences offered to merchants 
through opportunities to obtain, prompt- 
ly, seasonable goods at reasonable prices, 
are bringing many new customers to 
Haverhill’s in-stock departments. At 
least one concern is planning to establish 
one or more stock-carrying factory branch- 
es as a means of serving its customers in 
the Middle and Western States. Under 
this plan stocks will be shipped in bulk 
from factory to branch stock departments 
and sized out as required. Speeding up 
of deliveries to merchants in these locali- 
ties will result. There also will be closer 
contact with customers through factory 
representatives at these branches. This 
is a new departure for Haverhill, but one 
which foreshadows further development. 





No Radical Style Changes 


Haverhill shoe manufacturers and sales- 
men who attended the Brooklyn Style 
Show were interested to note the styles 
shown in the various exhibits of women’s 
footwear. No radical changes were noted 
beyond modifications of various popular 
patterns. The tendency toward higher 
heels, which has been anticipated by 
Haverhill manufacturers, was a feature of 
the exhibits. The reduced widths of 
straps was another feature of the women’s 
lines. These, too, are utilized by Haver- 
hili concerns in the samples and factory 
production for Summer and early Fall. 
Wider straps, Haverhill manufacturers 
say, are suited to women’s welt footwear, 
while the narrower straps conform better 
to the light and dainty turns. 


Heiress to Ordway Estate 


The recent death of Alfred A. Ordway, 
retired shoe manufacturer of Haverhill, 
has been followed by a petition for the 
appointment of an administrator to his 
estate. A will which Mr. Ordway made 
many years ago bequeathed his entire 
property to his mother. She has long 
been deceased. No other will has been 
found among Mr. Ordway’s effects. His 
estate is estimated at $150,000, including 
a residence in Haverhill; a 450-acre farm 
in South Byfield, Mass.; also many paint- 
ings, literary works, and autograph letters 
from prominent educators, statesmen, and 
artists. Mrs. Caroline Stoddard of North 


Carver, Mass., a niece of the late Mr 
Ordway, is believed to be the only direct 
inheritor of this property. 


More Shoe Orders by Wireless 
Hopkins & Ellis, Haverhill, manufac- 


turers of women’s turn shoes, have re- 
ceived, through the daily and weekly 
press, a considerabel amount of publicity 
regarding wireless orders received by 
them during April, from Honolulu and 
Sydney, Australia. This unique method 
of ordering, as well as the shoes, evidently 
has appealed to one of these concerns. 
Two additional orders have been wire- 
lessed from Honolulu by the Radio Cor- 
poration of America, and relayed by wire 
across the Continent to Haverhill. The 
orders have been shipped by parcel post 
to San Francisco and then by first steamer 
to Honolulu. However, as a means of 
reciprocating these orders received by 
wireless, Hopkins & Ellis are seriously 
considering a plan of shipping across the 
Continent, by mail-carrying airplane, the 
next orders which come to them through 
the air. 


Active Shoemaker at 85 Years 


Edward A. Atkins, who recently cele- 
brated his eighty-fifth birthday at his 
home in Haverhill, is the oldest active 
shoemaker in the city. He has been work- 
ing at his trade since boyhood and is daily 
employed at the J. H. Winchell & Co. 
factory. He came to Haverhill in 1860, 


‘ and did his first shoemaking with L. F 


Johnson in a factory which was located 
but a stone’s throw from his present place 
of employment. Mr. Atkins received 
many congratulatory messages on the 
occasion of his birthday, as well as more 
substantial tokens of esteem from friends 
and relatives. 


Removing to New Factory 


The F. E. Adams Shoe Company, for 
the past year or more located in New- 
buryport, Mass., will remove to the new 
factory which they have built in Sea- 
brook, N. H., where this line of women’s 
fine turns will be produced. The plant is 
a modern one, fully equipped for all de- 
tails of production. 


Purchases Interests of 
S. Klayman 


J. Goldman has purchased the interests 
of S. Klayman in the United Eagle Shoe 
Manufacturing Company, 76 Phoenix 
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Row. This firm is making about 800 
pairs of women’s McKays daily, and is 
among the busiest in the city. 


BOOT AND 


E. A. Hawkins, who carries the lines of 


this company and the Hartman Shoe 
Company, was a recent Haverhill visitor 





ROCHESTER 


Patent Still Leads in Sales 


Women’s Business Particularly Active Although All Depart- 
ments Share in Increase 


ITH weather conditions favorable 

during the entire week, trade 
among the retail merchants of Rochester 
during the third week in May was brisk. 
All departments shared in the good trade, 
although the woman’s business was espe- 
cially active. Patent leathers are still the 
big feature, but there is also quite a de- 
mand for brown calf and kid oxfords for 
street wear. Sport models are still selling; 
the brown, black and gray combinations 
are the best. Whitesare selling to a certain 
extent, but the season has not started up 
very rapidly. A good white business is ex- 
pected during the month of June. Chil- 
dren’s wear has been selling well, and 
school shoes are the feature. 

In the men’s department, business is 
good and runs largely to low cut brogues 
in brown. Some black oxfords are also 
selling. In the men’s department, demand 
is more for the better class of footwear 
than formerly. 


William Pidgeon, Jr., to 
Address Salés Group 


William Pidgeon, Jr., president of the 
Rochester Retail Shoe Dealers’ Associa- 
tion will address the next weekly meeting 
of the Rochester Round Table of the Re- 
tail Shoeman’s Institute on the subject of 
salesmanship. As Mr. Pidgeon is a speaker 
of note on the subject of shoes, the meet- 
ing will be thrown open to ali shoeman of 
the city. So far the meetings of the Roches- 
ter group have brought out a 100 per cent 
attendance and it is the ambition of Mr. 
Shorts, president of the group, to add new 
men who will be as interested in the work 
as are the original members of the Roches- 
ter Round Table. 


Passing the Cigars 


O. V. Jennings of the Fould, Lee and 
Webster store, passed cigars at the last 
meeting of the Rochester Round Table to 
celebrate the arrival of a son. 


Feature Arch-Aid Shoes 


Rochester merchants handling Menihan 
Arch-Aid shoes are running a co-operative 
advertising campaign featuring these 
shoes. Full page ads in conjunction with 
smaller space used by the individual mer- 
chants is being used to call the attention 
of the public to Arch-Aid shoes. Snyders 
Shoe Store, Shields Boot Shop, Davis & 
Friedman and E. H. Bringley are handling 
Arch-Aid shoes in Rochester. 


Prominent Shoe Man Dies 


The death of Fred L. Meyers, proprietor 
of Meyers Shoe store on Front Street, was 
a great shock to his many friends in the 
shoe industry of the city. Mr. Meyers was 
stricken with sleeping sickness about three 
weeks ago, and died on Saturday, May 13. 
Mr. Meyers was an active worker for the 
Rochester Retail Shoe Dealers’ Associa- 
tion and served as president of the associa- 
tion for one year. Fred Meyers, Jr., who 
was associated with his father in the store, 
will continue the business. 


Business Campaign 
Campaign Brings Business 
Shield’s Boot Shop of 9 East Avenue, 

has been conducting a business expansion 
campaign, which backed up by liberal 
newspaper advertising, has more than 
doubled the business of that store. 


BUFFALO 


June To Be Big White Month 


Patent Trimmed Canvass Oxfords Popular—Sales of Shoes 
to Men Shows Increase 


weather white footwear has made 
its appearance in the windows of practi- 
cally every downtown store during the 
past week. The patent-trimmed canvas 
oxfords have met with instant favor, and 
are expected to go big in the early Sum- 


wo the advent of real Summer 


mer. However, it seems to be the con- 
sensus of opinion that sales of white sport 
effects will attain greatest volume during 
the four weeks of June. 

The exodus to the beaches begins as 
soon as the schools close, about June 21, 
and business is expected to become more 
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Where to Buy 


Women’s Shoes 

















PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


147-153 WAVERLY PLACE 
NEW YORK CITY 











TURKISH SLIPPERS 
IN STOCK AGAIN 


No. 101—Sofla Turk- 






nople. All Sizes and 
Colors for Immediate 
Delivery. 


} 41 K. M. STONE CO. 
Price—-Dept. B 12-14-16 E. 22nd St, N.Y. 











| Where toBuy 


Men’s Shoes 

















| CRAIG -REED & EMERSON INC. 
BROCKTON MASS ~~ 








HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


OF 
SHOES AND RUBBERS 








Every Wednesday and Friday 














Where to Buy 


Boys’ Shoes 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 











They bring your 
customers back 


SIE The Ensign, Shoe Ce. 











Selfast, Maine 
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Where to Buy 


Children’s Shoes | 














‘Bonita, Shoe * Baby 
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Soft _Soles and Moccasins 
oe om Jobber for our 
We DO NOT sell 
a retail trade. 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 
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| “ELAM” 
: Flexible Turn Shoes 
: For the Jobbing Trade Exclusively 

F. S. ELAM SHOE Co. 


Rochester, N. Y. 
Boston Office. 181 Essex Street 












SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock—All 
leather moccasins, soft soles. 
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quiet during July and early August. 
Leather sports effects are maintaining 
their popularity. Louis and Spanish heels 
are becoming more in demand in oxfords. 
The warm weather, combined with a vast 
improvement in the employment situa- 
tion, has stimulated the demand for men’s 
oxfords, and more blacks are being sold 
than during the Spring and Winter 
months. 


Protest Entered Against High 
Tariff 


Effect of the proposed tariff on hides 
was discussed at the regular monthly 
meeting and luncheon of the Buffalo Re- 
tail Shoe Dealers’ Association in the 
Chamber of Commerce on May 11. Facts 
and figures relative to the effect of the 
proposed tariff were given by C. H. 
Barton, president of the New York State 
Retail Dealers’ Association. 

“While the tariff which is proposed 
might add $15,000,000 or $16,000,000 to 
the nation’s revenue,” Mr. Barton said, 
“it would add $100,000,000 or more to the 
country’s annual shoe bill. 

“Manufacturers estimate that the pro- 
posed duty on hides would add 50 to 75 
cents a pair to the cost of shoes at a time 
when the public is demanding cheaper 
footwear. Cattle raisers are behind the 
movement to tax imported hides, but 
farmers generally do not favor the tariff, 
as they realize whatever gain would come 
to them would be more than offset in the 
increased price of shoes used by members 
of their families. 

“Sensing the true situation, the Ameri- 
can Farm Bureau has filed a brief with 
the Senate Finance Committee urging 
that hides, leather and leather products 
be permitted to remain on the free list.” 

Mr. Barton said a careful study has 
convinced the National Retail Shoe Deal- 
ers’ Association that the packers will be 
the only ones to benefit by the proposed 
tariff. Dealers in footwear believe the 
effect of the bill, if adopted by Congress, 
would be to give the packers absolute con- 
trol of the leather industry, and price in- 
creases might be made which would make 
the most of shoes extremely high. 

“The United States does not raise 
enough cattle to stpply its demand for 
hides,”’ asserted Mr. Barton. ‘The an- 
nual hide consumption is about 1,550,- 
000,000 pounds. The American produc- 
tion is about 850,000,000 pounds. This 
means forty-five per cent of the nation’s 
supply has to be imported.” 


To Arouse Public Opinion 


Mr. Barton will confer this month with 
officials of the State association in New 
York on proposed opposition to the tariff. 
He is confident that if public opinion, 
based on the real facts, asserts itself, the 
portions relating to leather will be elimi- 
nated before final action is taken in the 
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Senate. Shoe dealers generally believe 
the price of footwear is on the downward 
grade, but assert the decline will not only 
be checked, but that large increases will 
be necessary if the proposed tariff law is 
adopted. 

Plans for a membership campaign will 
be discussed shortly by the executive 
committee of the local association, with a 
view to sending a large delegation to the 
State convention in September. Details 
will be approved at the next meeting of 
the association on June 1. Plans for a 
joint picnic with the Rochester retailers 
will also be submitted at the next meet- 
ing, a committee having been named to 
arrange for an outing in either June or 
July. 


Remodeling Department 
Store 


Having acquired by purchase the assets | 


of the H. A. Meldrum Company, which 
went into the hands of a receiver about 
two months ago, E. W. Edwards & Son 
Company, of Rochester and Syracuse, are 
making extensive alterations and im- 
provements with a view to giving Buffalo 
a real up-to-date department store. 

In the process of reorganization which 
is now nearing completion, certain de- 
partments are being eliminated, some of 
the old ones enlarged and new sections 
added, in conformity with the policy of 
this concern in their other stores. In- 
stead of giving trading stamps, as the old 
store did, E. W. Edwards & Son Co. will 
make it a point of giving full value in 
merchandise for every dollar expended in 
their store. 

Particular attention is being given to 
the shoe division of the store, which in the 
past never loomed as a worthy competitor 
in this field, and handled women’s foot- 
wear only. When plans now being exe- 
cuted reach fruition, instead of one shoe 
department there will be three, each lo- 
cated in different parts of the building, 
and supplying the needs of the entire 
family. , 

When the old stock has been disposed 
of through a series of bargain sales, the 
women’s department will be moved from 
the ground floor to the second story and 
children’s and growing girls’ lines added. 
Under the new management Kaufman 
and Fickett’s women’s shoes and Mrs. 
A. R. King’s footwear for children and 
girls will be featured, as in the Rochester 
and Syracuse stores. This division will 
continue under the management of Joseph 
D. Jackson, who had been with the H. A. 
Meldrum Co. for about four years. 

On the street level, in connection with 
the male attire department, will be found 
the men’s shoe section, specializing in 
Flint & Field’s Korrect Shape shoes and 
other high-grade makes. 

The third section of the shoe depart- 
ment will be in the basement, where all 
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bargain sales wilf be conducted. This 
section will put on the counter goods from 
the other two departments which are left 
at the close of a season, while patrons will 
continuously be given the benefit of ad- 
vantageous purchases of good quality 
merchandise from manufacturers. 

L. A. Sherbano, who will look after the 
buying for the Buffalo store in addition 
to the other two stores, returned from 
Boston on May 10, after placing orders 
for a complete stock of merchandise for 
the local department store. 


Dollar Sale Held 
Long's Shoe Store at 255 Main Street 
conducted a Dollar Sale of women’s high 
shoes in blacks and tans during the week 
of May 8, selling goods which it proved 
necessary to dispose of to make room for 


Summer footwear. 


Perkins with K. W. Watters 
J. E. Perkins, formerly connected with 


Gould, Lee & Webster of Syracuse, has 
joined the sales staff of K. W. Watters’ 
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main store at Main and Mohawk Streets. 
Leonard Goldstein of the Watters per- 
sonnel is receiving the congratulations of 
his friends. He recentty joined the ranks 
of the benedicts. 


—_—— 


Former Leather Man Dies 


Michael F. Steffan, former leather mer- 
chant, who conducted a store in Buffalo 
for a number of years, died suddenly at 
his home here. He retired from business 
about fifteen years ago. He is survived 
by his wife, two sons and four daughters. 


New Office for Superba 
Shoe Co. 


Charles L. Hahn, president of the Su- 
perba Shoe Company, with factory in 
Rochester, has given up his sales and stock 
room at 202 Main Street, and is now re- 
ceiving customers at his home in North 
Parade Avenue. He has fitted up an at- 
tractive showroom at his residence, and 
finds the arrangement much more con- 
venient than when he was downtown. 





BALTIMORE 


Business Exceptionally Good 


Demand for Summer Styles Begins to Manifest Itself—Whites 
and Black and Whites Selling 


HE local retail shoe dealers report 

business as being exceptionally good 
and during the past week a demand has 
been noticed for Summer styles. The 
more fashionable stores handling ladies 
styles report an increasing demand for 
whites, and black and white sport styles; 
this they attribute to recent change in 
weather conditions. A survey of retailers 
indicate a heavy demand for ladies patent 
straps; sales are also very good in sports 
and satins. Barefoot sandals in white and 
patent leather for ladies and girls are 
being shown in some of the stores. 

The men’s stores have fully recovered 
from the dull period immediately follow- 
ing the Easter trade and state that busi- 
ness is very good. Tan oxfords are the 
leaders in demand and some stores report 
an increase in the sales of sports. It is 
the opinion of the local dealers that the 
trade will buy heavy in the sport line 
this Summer and this style is being adver- 
tised extensively. Most of the men’s 
stores are pushing one or more golf styles 
with very good results. The children’s 
departments report business as being very 
good with white sandals leading the 
demand. 

The manufacturers report business as 
being good and orders are mostly for 
patent straps and whites; children’s 
whites and patents in sandal styles are 


New Shoe Stores 


A. R. Thomas, Moundsville, W. Va.; 
Goldstein & Moseson, 11th and Market 


Streets, Louisville, Ky.; The Wilson 
Shoe Company, Muskegon, Mich.; C. H. 
Wolfelt, Bootery, second floor, 27 West 


57th Street, New York City; Delman’s, 
558 Madison Avenue, New York City; 
Albert W. Zuelsdorf, 209 Wells Street, 
Milwaukee, Wis.; Peters Bros. Shoe Com- 
pany, Stockton, Cal.; Leo Feder, Inc., 608 
S. Grand Avenue, Los Angeles, Cal.; 
Blumenthal Bootery, Santa Paula, Cal.; 
Earl Stihchcomb, 32 North Marengo Ave- 
nue, Pasadena, Cal.; Lewis Shoe Com- 
pany, (R. E. DeWitt, in charge), Merced, 
Cal.; Star Shoe Company, 434 South 
Broadway, Los Angeles, Cal.; Tom Morby, 
Ogden, Utah; Block & Levy, Upper 
Broadway, in new Rich & Leiver store, 
Oakland, Cal.; Bon Marche 7th and K 
Streets, Sacramento, Cal., shoe depart- 
ment, (Charles Rogers in charge); Ford's 
Consolidated Store, Mulberry, Fla., shoe 
department; Fred Sills, Americus, Ga.; 
Mrs. John Van Buren, Ravenswood, IIl.; 
Weinberg’s, Columbus, Ind., shoe de- 
partment; L. Lourie, Walterboro, S. C., 
shoe department; William Dangerfield, 
Inc., Montreal, P. Q.; Mammouth Shoe 
Company (new department known as the 
Kiddies’ Shoe Shop), 519 Wabash Avenue, 
Terre Haute, Ind. 
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THE NEWEST IN SHOE 
ORNAMENTATION 


Attachabiete Sports « Strap 
Pumps. For Strip mps 
and Theo Ties with Straps 
attached Your samplesare 
ready Teathere 
or two-toned effects. 


KAHN CO. 
BROOKLYN MY 
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DETACHABLE STRAPS 
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METAL HARNESS BUCKLES 
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BEADED 


FASHION ORNAMENT CO. 


IS MYRTLE AVE BROOKLYN N.Y 








D. W. COULTAS CO. 
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RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. 1. 








For All the Latest 


CONVERTING STRAPS, 
BUCKLES, LEATHER 
BEADED 
ORNAMENTS 
Write to 


Vanity Novelty Works 


913 Gates Avenue 
Brooklyn, N. Y 














BEADED 
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PARISIAN BEADING WORKS CO. 
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Boudoir and Ballet 
Slippers 






















TRY OUR 
Boudboirs and Ballets 


High Grade Low Prices 
Hard toe Dancing 


Slip; are our 
Specialty 


ALL IN STOCK 











SUMITH Bench Made 
Professional Hard Box 
Ballets. Black Kid 
and Pink Satin in 
stock. 


Wm. Sumner Smith Co. 


132 W. Broadway, New York 
326 W. Monree St, Chicago 
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Waterproof 
Leather That 
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* Creese & Cook Co. $i 50"" Yat 


Tanneries at Danversport 
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95 South Street, Boston 
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efficient 
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factory soiled 
shoes. Sold in bulk, 
Prices on request. 


Cleaning Compounds Mfg. Co., Inc. 
Sole Licensees of FR, Biossher Co. 
empstead, 
COATED GEM DUCK 


ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
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Business Good and Will be Better 


Weather a Big Factor. 


White Shoes Moving Quickly—Some 


Buying at Brooklyn Style Show 


[yanmar for the past week may be 
summed up as good. Monday, a 
bright, sunshiny day, brought smiles to 
the merchants’ faces, for the public came 
out in goodly numbers and bought largely 
on footwear. A variety of shoes and stock- 
-ngs that fairly sparkled with the artistry 
of the crafts were presented in store win- 
dows. The fayorite shoe was the plain, 
white canvas, welt oxford, although white 
in almost every imaginable combination, 
both in oxfords and straps; in canvas, 
buck, kid and calf, were strong numbers. 
The heels called for by the public averaged 
slightly higher—say anywhere from an 
11-8 to a 16-8. Cut-outs in white shoes are 
very popular, not only in white shoes, but 
in colors. 


Much Interest in Brooklyn Show 


Boston merchants to the number of 
about 15 attended the Brooklyn Shoe 
Style Show and some few New Englanders 
outside of Boston to the number of five or 
six, in fact, President Hagan of the Massa- 
chusetts Retail Shoe Merchants’ Associa- 
tion, who was present, reports that he no- 
ticed more interest in this style show on the 
part of merchants from this part of the 
country than in any other similar event. 
Fred W. Small, manager of the shoe divis- 
ion of the Gilchrist Company termed the 
show, “A very high-class exhibition—one 
which did justice to the position which 
Brooklyn manufacturers hold in the crea- 
tion of high-class shoes.” 

As to what was bought, a general des- 
cription might be strap effects, also some 
Colonials—all in slightly higher heel 
effects. 


“Two Minds with but a Single Thought” 


“What interested you most at the 
Brooklyn Shoe Style Show?” was asked of 
Fred W. Small. “Well,” said Mr. Small, 
“‘you know that I do not like the limelight 
very much and dislike to pin bouquets on 
myself, but the very shoe on which I had 
placed my order for Fall and which order 
is now almost nearly completed, I saw at 
Brooklyn. It seemed to me that the tan 
and beige or beaver shades would succeed 
to a large extent patent leathers, and the 
same of its combinations, and on the same 
principle that the ladies wear beaver hats 
in the middle of Summer and straw hats 
in the middJe of Winter, I decided to order 
a beaver suede shoe, tan-calf trimmed. I 
saw this identical shoe at the Brooklyn 
show and I was really more interested in 
that creation for my shoe department than 
in anything else.” 


“Shoes are Accessories” 


On being asked his opinion as to Fall 
styles, Mr. Small stated that he did not 
think all patent leather would be as strong 
a seller after the white shoe season as prior 
thereto. He believes, however, that patent 
in combination with colors will be good: 
patent leather with black suede; or a pat- 
ent Jeather oxford that has a colored inlay 
at stay and quarter foxing. But said he: 
“Shoes, after all, are accessories. They 
follow all other articles of apparel. The 
shoe man must necessarily bring up the 
rear of the procession. When apparel 
styles for a season are determined, then 
may we shoemen determine our styles. It 
was the colors in hosiery which brought 
about the cut-outs in shoes—for instance, 
the nude, the sand, and the beige shades. 

He also believes that the heel style 
pendulum will swing higher; that the sta- 
ple heel will be 10-8, to 13-8 in all of the 
stores, although he has never cared for the 
flapper heel and so did not carry them to 
any extent. “Full Louis heels have been 
selling right along,” said Mr. Small, “and 
those who were fortunate enough to 
carry them, did a good business thereon.” 


Half a Hundred White Styles 


“White shoe selling started early with 
us and these shoes have run noticeably 
strong,” said Fred L. Blaisdell, manager 
of the shoe division of William Filene’s 
Sons Company, “‘and I believe that this 
situation was brought about by the fact 
that we made such a big display of them. 
Our biggest seller has been a plain white 
canvas, welt oxford. Tan and white is sell- 
ing well; black and white seems to be on 
the wane. With white canvas heading the 
shoe selling, white buck comes next, then 
kid and calf; kid has been unusually good 
this year. 

A tour of investigation showed some 
snappy models in display cases and win- 
dows. One pretty number in a white can- 
vas one-strap had a tan calf toe cap 
pointed half way down center of vamp 
toward throat, with scalloped and per- 
forated edges. This model carried a center 
strap and over the center strap was an 
inch strap of tan calf with both edges scal- 
loped and perforated. The back stay was 
foxed in tan calf perforated and scalloped 
edges. The pump was piped at the top and 
on all white edges with light fawn silk 
binding. It carried an inch heel. 

A black patent with a gray strap and 
trimmings, cut-outs on either side, low 
heel, was a very pretty model. A Grecian 
effect in white washable kid, with cut-outs 
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at side had a center strap and an inch heel; 
a plain white buck oxford had a 12-8 heel; 
a white calf oxford had a 12-8 heel; a plain 
white kid, one-strap, Spanish heel was 
reported as a very good number. 


Children’s Dainty Styles 


The children’s shoe department of Wil- 
liam Filene’s Sons Company is a delightful 
place in which to spend as much time as 
the customer can spare. This Spring it is 
looking especially attractive. A big case, 
decorated with lilac blossoms, floor in grass 
effect, has every possible model for the 
little folks that the big folks are wearing. 
This department employs women sales- 
people and these young women are daintily 
dressed in light gray to correspond with 
the atmosphere of daintiness which per- 
vades this children’s shoe shop. A new line 
has recently been introduced from Eng- 
land. These are ooze ties in delicate shades 
of beige, baby blue, pinks, apricots. The 
little shoes are adorned with tiny rosettes, 
which are just a little different from the 
ordinary rosettes, and the soles are very 
strong, although not too stiff; the little 
shoes are exquisitely finished and are with- 
all a very high-grade proposition. This de- 
partment has also installed a full line of 
Keds for the kiddies. White shoes are sell- 
ing very freely in this department; also a 
tan calf oxford, with and without tip; a 
high-grade black patent oxford stitchdown 
and a smoked horse stitchdown with sad- 
dle straps. 

The department has issued a booklet, 
entitled: “Filene’s Baby Shoe Shop.” The 
cover represents a little child sitting in a 
chair and the wording: “Mothers like the 
shoes—Kiddies like the shop! They like 
the Mother Goose pictures; the rope 
swings, and the little raised chairs. But 
more than all—they like the Smiles!” A 
very complete stock is carried in this 
department. 


New Effects in Shoes and 
Hosiery 


James H. Creed, manager of the wom- 
en’s shoe department of Thayer McNeil 
Company has an attractive array of the 
season’s styles. One of the good sellers at 
the present time in his department are 
the white bucks, with baby Spanish heels, 
and Boston tongue. As to white shoes, Mr. 
Creed reports canvas the biggest sellers, 
with buck next in line; a white washable 
kid oxford is also a good seller in a 12-8 
heel, also a black patent one-strap vamp, 
with white kid quarter and heel; center 
strap, and four little straps from either 
side merging into the instep strap. A 
beautiful sport shoe of white buck, with 
black Russian trim and-Scotch tongue is 
an “aristocrat”’ of its kind; a white canvas, 
patent leather trimmed oxford made a 
pretty showing in a black and white case; 
then there were the brown and white com- 
binations, and a beige suede with brown 
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calf wing tip, cross straps and a 12-8 heel. 
It was noted that more buttons were 
shown on the shoes than buckles. 

Much satin is chosen for evening wear 
and weddings and shoes in satin come 
either in black or white; if other colors 
than white are desired, they are dyed in 
one day to match the gowns. A silver bro- 
cade pump with overlay at throat, ankle 
strap, button fastened, carried a 15-8 
Louis heel. “Brocade slippers are the first 
choice for evening wear,”’ said Mr. Creed. 
There were some pretty brocades also in 
black and brown. Gold brocades or plain 
gold slippers are not in much demand here. 
A gray suede one-strap with five rows of 
silk braid coming from either side of the 
shank formed a V shape toe cap. The shoe 
was further trimmed with four rows of silk 
braid at the throat and carried a 16-8 
Louis heel. The same effect was carried 
out in gray suede with black silk braid. 
The all-gray shoe was the one chosen by 
Crawford Hollidge Company, with credit 
to the Thayer McNeil Company, for its 
model displayed in its Tremont Street 
window. “The lady in the case”’ wore gray 
silk stockings and a blue silk with gray 
lace overdress. 


Hand-Painted Hosiery 


Hand-painted stockings have made their 
appearance at the hosiery department of 
Thayer McNeil Company, Mrs. Howe in 
charge; they are in white with dainty 
clockings of light blue and pink in floral 
effects. And even more beautiful and more 
costly, too, are the white silk stockings 
embroidered in French blues and lipstick 
reds in clock effect, surmounted by birds 
and animals. A little robin in blue and red 
with golden silk eyes and feet is perched 
on top of the long blue and red clocks; 
another conspicuous bird is the stork, gor- 
geous in black and gold. The hand-painted 
models, as well as the silk embroidered, 
can be washed in lukewarm water and 
soap. The all-lace, silk net stockings are 
attractive, as well as black and gray ging- 
ham effects in silk. There are also some 
pretty Japanese clocks in black on white 
silk stockings and vice versa on black silk 
stockings; some brown silk stockings 
carry white silk clocks. 


At the Nautical Gardens 


The management of the Nautical Gar- 
dens, Revere Beach, extended the courtesy 
of this pleasure resort to the Thayer Mc- 
Neil Associates on Wednesday evening, 
May 17. Percy E. Thayer, president of the 
associates, had the affair in charge. A 
“bang-up”’ good time is reported. 


In French Blue and Tan 


An attractive men’s shoe case was re- 
cently noted at the Thayer McNeil shoe 
store, West Street. The shoes were of Gal- 
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Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


201 South Street, Boston, Mass. 
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1000 Sales Letters 
All Ready to Mail 
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F. S. ROOT COMPANY 
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FOR SALE without any money down, or 
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lun’s Russian Calf, No. 4, and the hosiery 
was of French blue silk. Each shoe shown 
had a blue silk stocking placed beside it— 
thus giving a good hosiery buying sug- 
gestion. 


McNeil with Hagan 
Phillip J. McNeil is recently a new retail 
salesman at Hagan’s Shoe Store. Mr. Mc- 
Neil was a member of Coes & Stodder’s 
retail salesforce for three years. 
Goes to New Haven 
Edward Blomquist, formerly a member 
of Hanan & Son’s store, salesforce has gone 
to New Haven, Conn., to sell footwear at 
the A. E. Nettleton Company’s shoe store, 
where William H. Morgan, formerly of 
Hanan & Son’s Boston store, is manager. 


Off for Europe 
Jones F. Devlin, of Devlin Bros., Boston 
leather merchants, sailed recently for a 
visit to European markets. 
Rubber Men at Brooklyn 
Show 


A group of Hood Rubber Products 
Company's men attended the Brooklyn 
Style Show on May 15, 16, and 17. This 
group was composed of the following men: 
John G. Magaw, manager of the Boston 
Branch; R. L. Rice, manager of the branch 
stores of the company; Myron L. Steven- 
son of the construction department; W. C. 
Springer, manager of the St. Louis Branch; 
Fred B. Nickel, manager of the New York 
Branch. 

President Hagan Boosting 

Style Show 

The Boston members of the Massachu- 
setts Retail Shoe Merchants’ Association 
are urged in a recent letter issued by Presi- 
dent Henry E. Hagan to make a great 
effort, and to urge other retail merchants 
of their acquaintance, to attend the Na- 
tional Shoe and Leather Exposition, Inc., 
of July 10, 11, 12, and 13. Retailers’ Day 
will probably take place on July 12, but 
President Hagan says that official notice 
of the exact date will be sent to members a 
little later on. Attendance is urged on all 
four days of the show, but if there must be 
a choice of but one, the suggestion is made 
that Retailers’ Day be selected. President 
Hagan would like to have all the members 
of the Massachusetts Association tell him 
if they intend to come to Boston for this 
big meet and if they will make a special 
effort among all the retail merchants of 
their city or district to attend. 


Advertising | Discussed by 
Round Table 


At the Round Table of the Boston Re- 
tail Shoe Salesmen’s Institute of May 17, 
advertising was the chief subject under dis- 
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cussion. It was brought out that 75 per 
cent of trade was brought into the store 
through window display or advertising. 
It was also stated that advertising tended 
to bring prices down to a level very con- 
siderably, and that the salesman is in a 
position to get suggestions that will be 
valuable in the store’s advertising. 

At the May 24 meeting, Professor Starch 
of Harvard University submitted returns 
on the recent intelligence tests. 

On Wednesday evening, May 31, Wil- 
liam T. Card, advertising manager for 
George E. Keith Company will talk on 
“Advertising.” 


A Unique Display 

W. G. Lewis, manager of the shoe de- 
partments of Jordan Marsh Company, re- 
cently purchased at a very reasonable 
figure some elaborate creations in women’s 
boots and low cuts. These models were ex- 
hibited at the Chicago, 1922, Convention 
of the N.S. R. A., and were built to bring 
$45 and $50. Mr. Lewis bought a dozen 
pairs of samples. One of the boots shown 
was a red kid, laced, Spanish Louis heel; 
the boot was 14 inches high, had a wave 
top and all over the red kid was appliqued 
gold kid in an intricate design; a boot of 
similar height and design was shown in 
blue and silver brocade; a green and black 
patent leather slipper was most elaborate; 
as were also some creations in silver and 
gold. A young woman who was standing 
by the Recorder woman at the time of in- 
specting this display was overheard to say: 
“IT have a pair of gold shoes; now I am 
going to buy a pair of silver ones, and, do 
you know, I read in the paper recently that 
the women in France were having their 
little toes amputated to allow for the long 
and narrow French shoes!”’ 

E. R. Smith, assistant to Mr. Lewis, re- 
ported that they had already had some 
calls for one or twoof the modelsdisplayed. 


“For Country Club = and 
Sport.” 


“For Country Club and Sport” is what 
the sign read in the attractive shoe win- 
dow of the Gilchrist Company recently. 
The announcement also read: “Models 
that meet quality and price desired.” 
These shoes were of white, black and 
white, gray and white and tans, with and 
without rubber soles and heels; there were 
also patents and patent and grays—all had 
low heels. Prices were quoted at $7 and 
$5.85. One of a group of girls who stood 
before the window looking at the display, 
remarked: “Shoes have got cheaper, have- 
n't they?” The window represented an 
out-door scene, with grass, tennis racquets, 
tennis balls and nets. 


Between Boston and Orient 


On May 20, a new direct monthly steam- 
ship service was established by the Dollar 
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Steamship Lines between Boston and the 
Orient. It is proposed to maintain first- 
class steamers averaging 20,000 tons, the 
first departure from Boston to be that of 
the “Esther Dollar” sailing from the Army 
Base Pier. This pier is served by tracks of 
the New York, New Haven & Hartford 
Railroad, which permits of delivery of car- 
load freight directly alongside steamer. 
The service will be effective from Boston 
to Yokohama, Kobe, Shanghai, Hong 
Kong, Manila and Singapore; and from 
Singapore, Calcutta, Madras, Colombo, 
Genoa and Marseilles to Boston. 





The Finest Fitting 


Another Argument in That Fa- 
milhar Matter of ‘‘Getting More 
Shoes Fitted Right” 


The finest fitting of footwear is found in 
the women’s trade, and the stores that are 
excelling in the fitting of women’s shoes 
are not only building up a substantial 
business for themselves, but are helping to 
advance the trade to new high standards. 

In the women’s trade, the fitting clerk 
deals with problems that are not common 
in any other line of footwear. He must 
deal, not alone with the comfort and trim- 
ness of the shoe on the woman’s foot, but 
be must also deal with a color value of the 
shoe, and the style of the pettern, as well 
as the last, including the height of heel. 

A mere man goes into a store knowing 
about the kind of a shoe that he wants. A 
comfortable fit and a substantial shoe are 
chief among his desires. But a woman 
desires to look them over and pick and 
choose, so that she may select shoes that 
will match her costume, and be proper 
for the occasion, as well as fit her foot 
comfortably and trimly. 

So the fitting clerk, dealing with the 
women’s trade, must deal with more points 
in the fit and style of shoes than do clerks 
who handle shoes for men or children. 
Besides, he must deal with such pet no- 
tions of womens style, fit and price as 
women may have. 

It seems, in a general way, as if the fit- 
ting of women’s shoes is a task sufficient 
unto itself, and furthermore, that stores 
making a specialty of fine women’s shoe 
fitting are performing a valuable service 
for their customers. 


Where eeer 
Ballet Slippers 


- BOUDOIRS tw srocx 


Blacks, 85 cents and $1.00 grades 
These Boudoirs cannot be equalled at the 
price. 

















Ballets, Black Kid, Women’s, $1.40; 
Misses’, $1.35; Child’s, $1.30 


McNAMARA BROS., Haverhill, Mass. 
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A White Number of Promise 


From 


sINBAc 


IN STOCK JUNE Ist 





R1555 


Young Ladies, 24% to 7 — $1.85 
Widths C and D 


There are easy sales in this white duck, close edge, 
single sole flexible McKay. White enamel buckle, 
covered heel and leather quarter lining add 


attractiveness to this excellent one strap. 


SINBAC 
“The Fi ine 
Chicago IL- 


Sinsheimer Bro. & Co., 211-15 W. Monroe St. 
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2 The Saturday Evening Post carries our advertisements regularly, thus popu- rs 

Es larizing “Arnold's Glove-Grip Shoes’’ and stimulating demand for styles a 

3 in stock. Keep your store in line with our advertising for success. S| 
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This shoe with the patented, “Glove-Grip” 
feature is a style of such sensible character 
that it provides permanent merchandising 
possibilities of a profitable nature. The special 
““Glove-Grip” feature raises the arch instead 
of pulling it down. Arnold shoes with this 
feature are selling every day in many stores 
from coast to coast. Are they in your store? 
You will be doing yourself a favor to stock 
this shoe, if you have not already done so. 
For the benefit of our regular customers we 
take this opportunity to suggest, sizing up ~ 
now to meet the season’s demands. A sister 
to our “Panama” for men is our “Y” last for 
women, a modified orthopedic type. 


ARNOLD 


GLOVE ~GRIP SHOES 


SUMMER STYLES ON YEAR ’ROUND 
X POPULAR LASTS—IN STOCK 


S-465— Arnold’ 8 “Glove- Grip” College Oxford of Tobasco Brown 
Kid on the “Panama” ye pe last. Half rubber heel. In 
stock for men £4 AA-AA and AAA-A, 7 to 11; AA-B, 6 to 11; 
A-C, B-D and Coy to 11 Price, $6.95 


S-466—Arnold’s ““Glove-Grip” College Oxford of Glazed Kangaroo 
on the “Panama” yo pre last. Half rubber heel. In stock 
for men; AAAA-~AA and AAA~A, 7 to 11; AA-B, 6 to 11; A-C, 
B-D and C-E, 5 to 11. Price, $6.60 


S-720—Arnold’s ““Glove-Grip” Oxford of Brown Kid on our “‘Y”’ 
last. Folded tip. aa — heel. In stagk for women: AA-A, 
4 to 9; B, 3 to 9; C, ,3to0 10. Price, $6.50 


S-730—Arnold’s ““Glove-Grip” Oxford of Glazed Kangaroo on 
our “Y” last. Folded >. a rubber heel. In stock for women: 
AA-A, 4 to 9; B, 3 to 9; , E,3 to 10. Price, $6.25 





MEN’S PANAMA 


S-465 
Tobasco Brown 


S-466 
Glazed Kangaroo 





















Plan to take in 


a 0D 


WOMEN’S “Y"LAST 
S-720 

Brown Kid 

S-730 

Glazed Kangaroo 


Send for Stock Style Catalogue 


M.N.ARNOLD 
North Abington , 


New York Salesroom 







Massachusetts 
127 Duane Street 
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Selling Phrases 


Taken from a National Study of Shoe Ads 


NOT Put Up in Bottles—If shoes were the “‘cure- 
alls” for foot ills that some advertising says they are, 
they'd be put up in bottles instead of boxes.” —Bruce 
Rogers Shoe Store, Knoxville, Tenn. 

* * * * 

“This Space Costs Money’’~-and unless there was 
something really important to tell you. we would be 
tossing that money right out of the window.—Byck’s, 
Louisville, Kentucky. 

* * * * 

“Shoes for Men who have passed the experimental 

stage.’’—Anthony Bros., Asheville, N. C. 
* a * * 

“Become Acquainted with the Practical and Popular 
Features of our Famous Shoes.—The Mode Depart- 
ment Store, Boise, Idaho. 

* * * * 

“You Can’t Fool Your Feet.’’—After all is said and 
done at the shoe store, when you buy a pair of shoes 
the best judge is your feet.—Walk-Over, Poughkeepsie, 
New York. 

* * * * 

Realizing that all women, stout as well as slender, 
appreciate correctly fitted footwear, the McCormack 
Boot Shop, Syracuse, New York, announce Style 
Shoes for Stout Women. 

* * * * 
“Step this way, Gentlemen.””—Hess, Baltimore, Md. 
* * * * 

“At Fashion’s ‘Listening Post’.”—Propst-Childress 

Shoe Company Roanoke. Virginia. 
*K * * * 
Women who walk—should read this ad.—Kerrison’s, 
Charleston, S. C. 
* * oo * 
“It Pays to Buy the Best.””—Waegner’s, Aurora, Ill. 
* * * * 

“The Most Talked of Shoe of Today.”—The Tru- 

pe-dic Shoe Store, Los Angeles, California. 
* * * * 

“By their Footgear ye Shall Know Them,”’— 

Wetherby-Kayser, Los Angeles, California. 
: x * * * 

“Why Not Make Your Dollars Last Longer?”— 

B. Quick, New Orleans, Louisiana. 
~ * * * 

“We Confess It! That for more than 60 years we’ve 
been ‘stickers’ for excellence of quality-distinctiveness 
of design-perfection of fit and sureness of value! Come, 
expecting these things.—Pokorny’s, New Orleans, La. 

* * * * 

Men Like Good Shoes.—Byck’s, Louisville, Ken- 

tucky. 


“This Little Pig Went to Market” looking for bar- 
gain shoe sales. When he saw this shoe news ad he 
phoned home to dad—‘‘Shoe the whole family NOW— 
without fail.”—W. H. Lynch Shoe Co., Syracuse, New 
York. 

* * * * 

“That Youthful Step is Easily Attained by Wearing 
Our Shoes.’”—Queen Quality Boot Shop, Louisville, 
Kentucky. 


* * o* os 
“Economy is ‘Price Plus Quality’.”—Byck’s, Louis- 
ville, Kentucky. 


* * * * 


“You Benefit from Our Buying Power.”’—J. C. Pen- 
ney Co., Sedalia, Mo. 


* * * * 


Always Ahead—Here’s the latest “Let’s Go.”— 
Goldsmith’s, Memphis, Tennessee, 
* * * * 
“The Question is; Can You Save Money?—J. T. 


Walton, Tuscaloosa, Alabama. 
* 7 * + 


“Shoes That Sell vs. Shoes That Stick.”—M. C. 


Kiser Company, Atlanta, Georgia. 
* * * * 


“Hark to Fashion’s Call! Newest of Spring Styles 
Arriving Daily.’”-—Phelps, Shreveport, Louisiana. 
* * * * 
“‘Wouldn’t You Like to Wear Shoes Like Ours? You 
Can.”—Schmidt’s Boot Shop, Jacksonville, Florida. 


* * * * 
‘When Spring Steps into Winter’s Shoes MILADY 
LIKEWISE FEELS THE NEED FOR CHANGING 
FOOTGEAR.’’—The Broadway, Los Angeles, Califor- 


nia. 





* * * * 


Remember This When You Buy Spring Shoes, 
Benjamin Franklin said: “He who will not be shown, 
cannot be helped.”—Plankinton Arcade, Milwaukee, 
Wisconsin 

* * * * 
“This Shoe Typifies Your Own Answer.”—The 


Davis-Smith Booterie, Waco, Texas. 
R * + * * 


“Buying Most, We BuyFor Less.”—‘‘Selling Most 
We Sell For Less.”—The Dannenberg Company, 


Macon, Georgia. 
* * * * 


“We Choose Only Those Styles and Leathers That 
Are in Greatest Demand.”—Indianapolis, Ind. 
* * * ok 
“A Place for Every Toe. Every Toe in Its Place.” — 
J. J. Fontius & Sons, Kansas City, Missouri. 
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Oxfords That Sell 
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ee A 
i HIS classy oxford has justified, by our sales of it this Spring, our Se 
cars ' a" $5.0 ; Soe 
eB: % judgment that a pleasing variation from profuse perforations = 
; and pinkings would be highly popular. : 
a: The four-row stitching of wing tip, vamp and foxing has given an aa 
* 7 . pan , see | 
# “atmosphere” to Style 2125, that has immensely pleased not only =2 “ 
a Bates dealers, but their fussy men customers. It was a happy ae j.¢ 
i . thought in the present-day style activities. N4 3 
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He. Our Factory Specialty Stock Department is well sized on No. aa 
7 ; : ; ; : : a 
2125. We are taking care of immediate-shipment orders as rapidly : 4 
¥ as received. : a7 
3h 
3 See this and other Bates In-Stock specialties 4 
2 shown in our spring catalog for dealers. : Ev 
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All Phases of Retailing Listed for 
Discussion at Jacksonville Meeting 


HE committee of Jacksonville merchants having 
z in charge the annual convention of the South- 
eastern Retail Shoe Dealers’ Association is re- 
ceiving co-operation of an unusually efficient nature 
from the Chamber of Commerce of Jacksonville in 
which city the meeting is to be held June 6, 7, and 8. 
Letters and literature descriptive of the city are being 
sent to all members of the association in a determined 
effort to drum up a record attendance. Members also 
are being circularized by Ridley R Wilkinson, president 
of the association and by T W Beagle, secretary of the 
Jacksonville Retail Shoe Dealers’ Association. 


Program Adopled 


The tentative program adopted is as follows: 


Tuesday, June 6 


A M —Registration, Windsor Hotel. 

1:30 P M —Convention called to order 
Hotel. 

Invocation by Peb. L. E. McNair. 

Address of Welcome (Jacksonville) Mayor J. W. 
Martin; (Florida) President R. R. Wilkinson. 

Response by WS. Byck, Atlanta, Ga. 

Report of President 

Report of Treasurer. 

Appointment of Committees. 

2:30 P.M. 
Round Table discussion on “Timely Topics” 
(Each discussion limited to 30 minutes) 

2:30 to 3 P.M.— “Advertising a Retail Shoe Store” 
by Fred S. Stewart, Atlanta, Ga. ; 

3:00 to 3:30—“Compensating Sales People,” by 
J. O. Steele, Atlanta, Ga. 

3:30 to 4:00 P.M.—‘‘How to Combat Itinerant 
Sales Promoters’’ by President R. R. Wilkinson, Pa- 
latka, Fla. 

4:00 to 4:30—‘“‘Plans for Expanding Trade”’ by Chas. 
A. Brady, Atlanta, Ga. 

4:30 P M.—“Getting more Shoes Sold Right’ by 
Everit B. Terhune, general manager of the Boot and 
Shoe Recorder, Boston. 


Windsor 


Tuesday—8:00 to 11:00 P.M. 
Inspection of lines in local hotels by the men. 
Theater Party for the ladies. 

Wednesday, June 7 


Morning Inspection of lines in local hotels. 
1 P.M.—Convention called to order at Windsor 
Hotel. 


Report of committee on President’s Report. 

Report of committee on Treasurer's Report. 

Report on By-Laws and Constitution. 

New Business. 

2:30 P.M. 
Continued Round Table Discussions 

2:30 to 3:00 P.M.—‘‘How to get More Profits from 
Findings,” by Mr. McCowan, Birmingham. Ala. 

3:00 P.M. to 3:30 P.M —“Training Sales People” 
by M. A. Condon, Charleston, S. C. 

3:30 P.M. to 4:00 P.M.—*‘The 
Roads on the Small-Town Merchant,” by W. L. Tilling- 
hast, St. Petersburg, Fla. 

1:00 to 5:00 P M.—“‘Selecting Styles.” 
directed by W. S. Byck, Atlanta, Ga., assisted by one 
retail merchant from each of the four States. 

5:00 P.M.—Address by James M. Stone, President 
and Editor of ‘““The Shoe Retailer,’ Boston Mass. 

Wednesday, 7:30 P.M.—Social Session on Peck’s 
Floating Pavillion and Palm Garden, foot of Laura 
Street. 


Effects of (Good 


Discussion 


Thursday, June 8 
A day at the beach. Special train leaves l nion 
Station 9:30 A M. 
Arrive at Pablo Beach, 10:15 A.M. 


11:00 A.M. 
Convention called to order, Perkins House 


Unfinished Business. 

Report of Nominating Committee. 

Invitations for 1923 Convention. 

Selection Convention City. 

Introduction of newly-elected officers. 

Adjournment, followed by Shore Dinner, Surf Bath- 
ing and Dancing. 


An Error in the Advertising Columns 


In the May 13 issue of the Boot and Shoe Recorder, an 
error crept into the advertisement, on page 168, of the 
Specialty Leather Goods Company of 64 Beach Street 
Boston. In describing the shoe polisher made by this 
concern, it was referred to incorrectly as a “clever ad- 
vertising novelty of a profitable merchandising spec- 
cialty,”’ when it should have read: “A clever advertising 
novelty or a profitable merchandising specialty.’’ Also, 
in the advertising index, the firm name was incorrectly 
listed as the Leather Specialties Company. 
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Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 




















FAILURES 


Boston—Harry Rutberg, shoes, reported in in- 
voluntary bankruptcy. 

Chelsea, Mass.—Joseph Foster, shoes, reported 
petitioned into bankruptcy. 

Lynn, Mass.—United Comfort Shoe Co., shoe 
manufacturers, reported assigned to C. F. Hatha- 
way. Reported — about $20,000, assets 
approximately, 

Birmingham, Ala.— a Cohen, shoes, etc., reported 
receiver appointed. Reported involuntary peti- 
tion in bankruptcy. 

Tuscaloosa, Ala.—A. Holczstein & Co., shoes, etc., 
reported submitted offer of 25 per cent and com- 
position confirmed. 

Long Beach, Calif.—Geo. M. Conner, shoes, re- 
ported petitioned into bankruptcy. 

Chicopee Falls, Mass.—La Riviere & St. Marie, 
shoes, reported receiver appointed. 

va Conn.— Morris =. be etc., 

pouertes petitioned into “ot Reported 
liabilities, $39,215; assets, $13,650. 

Chicago, Iil._—Little Giant Shoe 0, manufacturers 
children’s welt shoes, reported made defendant 
in a Superior Court bill for appointment of re- 
ceiver. Charged that about ten days previously 
the defendant ceased doing business. Stated 
also that attorneys for both sides agreed that it 
would be advisable that a receiver be appointed. 
Liabilities reported about $5,000; assets, $3,000. 

Highwood, Ill.—Charles Glass, shoes, etc., reported 
petitioned into bankruptcy. 


Chicago, Ill.—Lewis Terminal Booterie, shoes, 
reported seaess. Liabilities about $30,000; 
assets, $20, 
—-" Mich.—Arthur E. Optner, shoes, re- 
offering to compromise at 50 per cent, 
pores cash and balance in notes payable 5 cent 
monthly. Schedules show liabilities $51,891; 
assets, 
George N. Roth, shoes, etc, reported in- 
ene bankruptcy Assets $1, 300: } liabilities 
790 
Renville, Minn.—Adolph Mandel, shoes, etc., 
reported petitioned into ba ptcy. 
Minneapolis, Minn.—Rivkin & Scocnbers, shoes, 
reported Bied again into involuntary b tcy. 
Petition against Samuel Rivkin and Mollie 
Rosenberg, individually and as —— 
Kansas City, Mo.—Louis Cooper, a re- 
ported in involuntary bankruptc 
shelby. Miss.—H. D. Causey, 
petitioned into bankruptcy. 
Elizabeth, N. J.—David Gershenowitz, shoes, 
reported petitioned into a py Reported 
receiver appointed. Repor 000. 
Brooklyn, N. Y.—Nathan Gunes ( (230 Roebling 
Street), =. = ted petitioned into bank- 
ruptcy. —s appointed. Liabili- 
ties, $3, 101, on $1, 
_ Samuel Shapiro (533, Snster Avenue), shoes, 
ted meeting of creditors called. 
“edmund Kohn, shoes, reported voluntary 
petition in bankruptcy. Liabilities $6,609. 
Joseph H. Hare, Hare’s Bootery, shoes, re- 
ported calling meeting of creditors. 


a ; ete., reported 


Long ne City, N. Y¥.—Jonas Green, shoe 
repor mbarr: 
New York City—Abraham Fisch (204 Avenue B), 
shoes, reported meetin Ng creditors called. 
Adjusto Shoe Lace Inc., reported in in- 
voluntary petition in Sanbeugten, Liabilities 
said $53,000; assets $34,000 Receiver ap- 
pointed. 
Erie, Pa.—Rose, Barron an shoes, etc., reported 
petitioned into a pe 
Philadelphia, Pa.—Loy Shoe Co., Abe Gonshery, 
Prop., wholesale shoes, reported at meeting it 
devel that liabilities were $124,369, and 
assets $61,175. Debtor not ready to submit offer. 
Committee ‘appointed to take charge and close 
store and employ accountant. 
Joseph Sarapin, shoes, reported in involuntary 
bankruptcy. 


CHANGES 


Boston—Beacon Shoe Co., shoes, name changed to 
Morris Shoe Co. 
Thomas G. Plant Co. Inc., iam. incorporated 
with authorized capital of $75, 
ith capi Quality Shoe Co., aan. incorporated 
wi ital of $100,000. 
er & Pinkney, arch support manufactur- 
_ ndler & P partnership; Jens ph Pinkney 
retires. 

Marlboro, Mass.—Indian Head Shoe Co., manu- 
facturers, capital stock increased by $40,000. 
Malvern, Ark.—R. O. Connell, shoes, etc., suc- 

ceeded by R. O. Connell & Son. 
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IN STOCK 


™ ~THE 
“CLASSIQUE” 





White Washable Kid, 


One-Strap, 9-8 Cuban 
Heel, AA to C... .. $6.75 
Same in 12-8 Spanish 
Pee $6.75 


39-41 York Street, 
cor. Washington 





Fine Brooklyn Turns 


Patent Leather, One- 
Strap, 9-8 Cuban Heel, 
eee OE Ga vancexsad 


Same in Black Satin $5.75 


Also in Black Satin with 
12-8 Spanish Heel. 


WIRE YOUR ORDER 
IMMEDIATELY 


THE CLASSIC SHOE CO. 


FACTORY AND SHOWROOM 


Phone--Main 9194 
Brooklyn, N. Y. 





. $6.00 


$5.75 














GROPING IN THE 


DARK 


Time was when the purchase of advertising 
space was a “blind groping in the dark.” Ad- 
vertisers iad no means of checking a pub- 
lisher’s statement of circulation and often 


these figures were unreliable. 


In six years the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 
methods this organization is able to supply 
just the data an advertiser needs. 


The dark- 


ness is dispelled and the bright light of veri- 
fied facts takes its place. 


Space buyers no 


longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe 
Recorder circulation. Our records are audited 


by the Audit Bureau of Circulations. 
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Celebrated Glass ore 


)—— ABs 
Wood Fixtures 
Catalog No. 14 
Artificial Flowers 
Catalog No. 19 
Window Valances 
In Stock 


Ask for samples 
Plush and Window Rugs 
Samples sent. 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 




















NEW YORK SHOW ROOM Chicago 
West 36th St. 
Seat East of Broadway 
MYERS ie” 
TIRE 










Insure perfect shelf service { 
z mF Tle pom ~ 
4 tre steps, spaced, 
convenient es handhelds 
a. wy bak F 
mounting or ease 
Both hands free to remove or re- 


I Ellice, °Gushwened Tied Trolley 


; and Truck Wheels eliminate nosse 
and prevent vibration. Erection 
as simple as A, B, C. Utilize 
small space. Make top shelves 
safely available for stock purposes One 
style—neat of design—nicely finished— 
any height ceiling Thousands 


et te 



























Milbradt Rolling 
Step Ladders 





SHOE STORE | 
CHAIRS : 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 








WANTED TO PURCHASE 
CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 
166 Pulaski St. Brookl 
Phone Williamsburg 341 








, N. Y. 





DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will aR, value for your entire or surplus 
stock 


Leases having : a short term to run taken over. 
Established 25 25 years. 

I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a i to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York ox 
Phone Spring 5160-5161-516. 








We bey oie, 


y hig! cash price 
for retail and boleaae Ao ot Ty 


om — no object. 
or 30 years ons 
Bark and 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, ~ ad 


di Brook 
«00 Phone Stage] 57 
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DO YOU KNOW? 


cass ou can buy —— 

it—through the 
“Where to Buy”’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 











are made in a great man 

styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the a ance 


our store. ral and sub- 
Ject to approval and sat- 


INFORMATION f.:: 


“Where to Buy” constitutes a: 
source of esate so that he who : 
runs through these pages may read i 
—and learn. 





isfaction guaran’ 
Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 
Milbradt 
Manufacturing Co. 
2416 No. 10th St. 
ST. LOUIS, MO. 
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Where te Buy 
Wanted Styles 


An extra editorial service to 
‘‘Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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Changes in Business 


FAILURES 


Pawtucket, R. I., also at North Attleboro, Mass.— 

Louis Mogl, shoes, reported assets consisted prin- 
cipally of stock $10, 000; liabilities about $20,000, 
submitted offer at 20 per cent. 

Eau Claire, Wis.—Gillette Rubber Co., manufac- 
turers, reported receiver appointed. 

Hustisford, Wis.—I. G. Kisow, shoes, etc., re- 
ported petitioned into bankruptcy. 


CHANGES 


Waterbury, Conn.—Reid & Hughes Dry Goods Co., 
shoes, etc., succeeded by Howland Machen Co. 
Ella Gap, Ga—tT. T. Pope, shoes, etc., 

business. 
= Ga.—Jones Shoe Co., shoes, reported sold 


out of 


Fleming, ted with Wise & Co., shoes, etc., in- 
corporated with capital of $15, 000. 
Fenton, — — 


sold ou 

Rich Hill, Mo.—Geiger Smith Dry Goods Co., 
shoes, etc., H. E. Geiger retires. 

Clayton, N. J.—Brown Shoe Co., shoe manufactur- 
ers, incorporated with capital ‘of $10,000 

Albany, N. Y.—Albany & Troy Cantilever Shoe 
Shops, Inc., in ated with capital of $20,000. 

Brooklyn, N. Y.—Jacob Friedman (1141 Liberty 
Avenue), shoes, out of business. 

New York City—Metropolitan Slipper Co. Inc., 
(134 West roadway), weneals shoes, etc., 


. A. Seaver, shoes, etc., reported 


Henry Wilder retires. 

Galveston, Texas—Fellman’s shoes, etc., capita 
increased to $150,000. 

Roanoke, W. Va.—Family Shoe, Inc., wholesale 
ons oe retail shoes, incorporated with capital of 

Montreal, “p. Q.—Universal Detachable vo Co., 
Ltd., incorporated with capital of $200,000. 





Shoe School Complete 


A Class in Shoe Retailing Will Be 
Started at Lynn’s Shoemaking 
School 


A class in shoe retailing will be started 
at Lynn’s shoemaking school. It will be 
for fourth year students in the school of 
boys who have spent three years in the 
study and practice of the making of shoes. 
So these students will be graduated at the 
end of the fourth year, trained to make, fit 
and sell shoes. 

For the present, the school is limited to 
Lynners. But, as it is developed in the 
future, students will be accepted from 
other places. Just now, the school is train- 
ing 34 disabled soldiers, under the super- 
vision of the Federal Board of Vocational 
Training. 

The annual report of the director of the 
school, recently published, shows that 
students in the school, made and sold 
nearly 4000 pairs of shoes last year, and 
that the cost of maintaining the school 
figured at approximately $300 per student 
for the year. 

The foundation has been laid for a 
technical school for the shoe industry, 
says the report, and it adds that similar 
schools have been started in New York and 
in Milwaukee. 





McLaughlin with Krippen- 
dorf Dittmann 


Jack McLaughlin recently joined the 
salesforce of the Krippendorf-Dittmann 
Company, Cincinnati. He will cover the 
states of Kansas and Nebraska. 
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vertisers 


for accordingly. Answers to ads must be sent under letter postage. 


cents per each insertion. 
under this heading will be 


seventy-five cents. For other 
word for 


F, pai 2h. 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








ZALESMAN WANTED—Well-known line open 

for live-wire salesman. New York Company, 
making a high grade line of ladies’ turn shoes and 
boudoir slippers, is open for salesman with estab- 
lished trade, for the following territories: New 
York and New eon States, South and Middle 
West to Pacific Wane full particulars. 
Only salesman thoroughly experienced considered. 
Address D-236, care tt and Shoe Recorder, 207 
South St., Boston Mass. 





SALESMAN wanted for Southern States. Wo- 
men's medium-priced welts, staples and novel- 

ties. Liberal commissions. Address D-233, care 

a and Shoe Recorder, 207 South St., Boston, 
ass. 





SEVERAL CHOICE TERRITORIES 
OPEN FOR EXPERIENCED SALES- 
MEN WITH RECORD-PROVING 
ABILITY TO DEVOTE ENTIRE 
TIME SELLING 
Our snappy, high-grade dress welts 
(solid leather) to retail at $7.00—5 
lasts, 5 shoes, 9 oxfords, genuine calf- 
skim (Russia tan, black and che 
red). Also Havana brown and blac 
vici. Also to sell our solid leather 
Franklin Fox line—4 shoes and 4 ox- 
fords im high-grade chrome. Small 
kip sides to retail at $5.00. Give age, 
on of time in territory preferred 
previous record. 
OGDEN SHOE CO. 


ilwaukee, Wis. 











I IVE SALESMAN with established trade, 
4 wanted to carry a live, snappy, up-to-the- 
ry line of eight men's welt shoes to retail at 
$5. All solid, made on combination lasts in 
diferent widths. Latest patterns. Western 
quality, Eastern snap. Send photo and state ter- 
ritory covered. Address D-240, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago. 








SHOE SALESMEN 


Real live wires for the following terri- 
tories: Philadelphia and vicinity, 
South Atlantic States, Southwest, 
Middle West, Pacific Coast, New Eng- 
land, Baltimore and Washington. 
Line consists of men’s, boys’ and chil- 
dren’s substantial welts, felts and 
specialties; big sellers, big concern, 
big reputation. Applications should 
state experience, connections, terri- 
tory traveled, etc. Basis commission 
with drawing account. Box 367, City 
Hall Station, New York. 








OGDEN SHOES 


The following choice territories 
open for live-wire salesmen: 
Colorado, New Mexico and 
ma. 


Southern Texas. 

Virginia. 

Wisconsin. 

New England. 

OGDEN SHOE COMPAN 
Milwaukee 














(PPORTUNITY FOR SALESMAN—We want 
several first-class men to sell our complete line 
of infants’ shoes. Our ition includes real 
stock service, lowest prices, li 1 commission, 
prompt settlements and every desirable feature. 
Open to men carrying non-conflicting lines. Ad- 
dress D-265, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ALESMAN WANTED— Must be well acquaint- 
ed with shoe trade in Vir, _. South =< North 





TO RENT 


FoR rent, room 18 by 80 feet, im a first-class 
location in Peoria, i Recently been remodeled 
new front and ceiling. $250 per month first year, 
$275 next four years. Steam heat, free. Address 
John Hale Hat Co., Peoria, Ill. 











Carolina, Georgia, Florida, © 

Arkansas, Louisiana. To handle la high- grade 
turns exclusively. Write, giving full particulars 
and recommendations in first letter. dress 
D-263, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





ALESMEN well acquainted with jobbers, de- 

partment stores, to sell manufacturer's line of 
felt, leather, and satin slippers on commission 
basis. Good opportunity for right man who can 
show results. All territories open. Answer, with 
references and lines carried. Address K-604, care 
Boot and Shoe Recorder, 127 Duane St., New York. 





QALESMEN, ATTENTION!—We want one re- 
“ liable representative in each State to carry our 
line of leather comfort slippers on a 7 per cent com- 
mission (monthly settlements), to sell direct to the 
retail trade. All numbers carried in stock. Short 
line; no competition in selling, as we are the only 
concern making this class of merchandise. Won- 
derful opportunity for the right man. Present 
salesmen doing extraordinary business. State full 
particulars and give references in application. 
Address D-260, care Boot and Shoe Recorder, 207 
South St.. Boston, Mass 


ALESMEN—Calling on best retail 

and department store trade to han- 
dle as side line, high-grade boudoir 
and toilet specialties, also ballets. 
Made in all leathers, satins and bro- 
cades, in four widths. Commission 
basis only. Territories open-——-New 
York, Eoumeptentie. New Jersey, Dela. 
ware, Mary » Michigan, — In- 
diana, Iiliots, Mi ta 

issouri. Address Harriman Brot hers, 
Georgetown, Mass. 

















W AN'T—Ome satesman for Lower Michigan and 


one for Indiana. Must know trade and cover 
territory closel State age and experience. 
Stitchdow ns, Me “Kays and leggings, about 75 
samples No objection to your present non- 
competitive line. Hagerstown Shoe & Legging Co., 


Hagerstown. Maryland 





7,ANTED—An experienced salesman to sell a 

line of medium-grade turns to the wholesale 

trade. Address D-253, care Boot and Shoe Re- 
corder, 207 South St.. Boston, Mass. 





V }ANTED—Side line salesman on commission 

is; one who has an established trade to 

ery an in-stock line of o— shoes and men's 

ypu. . will be treated in confidence. 

A D-25 ome Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


W ANTED—Salesmen to sell as a side line high 

grade Brooklyn-made infants’ turn shoes at 
panties prices. Commission basis only at 5 per 
cent. All territories opened. Write full particulars 
and mention territory desired. Address K-598, 
care Boot and Shoe Recorder, 127 Duane St., New 
York. 





TANTED—E ienced traveling shoe sales- 

men with + uaintance. Good territory, 
large commission, aan liberal drawing account. 
The Kay Jay Shoe Company, 309 Findlay St., 
Cincinnati, Ohio. 





GALASMAR © WANTED— With established high- 
7 trade, by yn manufacturer of high- 
ladies’ welts and turn shoes for New York, 
4 West, New England and Coast. State full 
iculars in first letter y confidential. 


ay D-256, care Boot ‘and Shoe  Recerder, 207 
South St., Boston, Mass. 


Factory Location 


Desirable location for Shoe 
factory in city of 29,500 popu- 
lation. Heart of city and 
excellent shipping facilities, 


Write or wire to 


D. A. WYCHOFF, 


Alton, Illinois. 











R RENT—A store in the city of Madison, 
Wisconsin which has a lation of 45,000. 
ise of reem 23 by 108, « size of basement 
Pa oy 100. It is on the Capitol square—the best 
location in the city—and has been occupied for 
the last 15 years by the Walk-Over Shoe Co. A 
reasonable length of lease will be given. Possession 
November 1, 1922. Inquire of Sol Levitan, Made 


son, Wis. 





HOE department for rent. Good space. Big 
business can be done if handled by right pasty. 
Bach & Co. Department Store, Amsterdam 
and 62d St., New York City. 





LINE WANTED 


ANTED—Manufacturer's line of good, popu- 
ular-priced ladies’, children’s, and growing 
girls’ shoes for the State of . Sixteen years 
unbroken yy! as buyer : a, shoe 
how to sell ion. “Line Hl. Ball, Pelham, Ga. 
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= which depends the progress of the entire allied industries relating to shoes an 
= Annual Subscription in the United States, $5.00 

= No Subscription Accepted for Less Than One Year 

Root Newspaper Ass'n. Member of Audii Bureau of Circulation. 
Entered al the Post Office, Boston, Mass., as second class matter. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


E Member of the Associated Business Papers, Ine. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


Cable Address BOOTRECO 


VOU AUEU EAA 


AND 


SHOE 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; aes pm “more”? but “right’’; sold for the right purpose, to the 
right wearer, in the right fitting, for the right peice, at the rig] 


t profit. This is the great problem of the retail shoe 
merchants. The chief purpose of “The Boot and S 


hoe Recorder” is to help solve it; for this is the basic problem upon 
d i ; their p 


ion and distribution. 





Per copy, 25 cents 


Canadian, $6.00 


Foreign, $10.00 


Printed in U. S. A. 








FOR SALE 


OPPORTUNITIES 








FoR SALE—Real Shoe store in a real Indiana 
city. Everythin See tease, 
tock, ipment. xception: portunity o- 
<oueiaate Gh once. Address D-226, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 











FOR SALE 


Shoe store located in Southern Michi- 
gan. Automobile city of 50,000. Best 
location. A-1 stock. Address D-259, 
care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Hl. 




















FoR SALE—Growing shoe business in live town, 

Northeastern Ohio. Clean, up-to-date stock; 
established 9 years; invoice $7500. Address D-257, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


WOMAN'S high-grade shoe manufacturer of 

Philadelphia, making Goodyear welts only, is 
looking for a partner with from $10,000 to $20,000 
to invest, with some experience either in the manu- 
a or selling en of the women’s shoe busi- 
ness. e firm is at present capitalized at $50,000, 
and %.. show a fine record of money-making and 
general progress. Additional capital and new en- 
ergy is needed to enlarge the fast-growing business. 
All inquiries strictly confidential. Address D-264, 
care Boot and Shoe Recorder, 207, South St., Bos- 
fon, Mass. 








ARTNER wanted with some capital, 

by going slipper manufacturing 
company. Complete plant and build- 
ing; capacity up to 4000 pairs per day; 
special patent rights; wonderful op- 
portunity for right party. Address 
Dornbush, care of E. Z. Walk Slipper 
Co., 350 George St., Bridgeport, Conn. 




















Fer SALE—Shoe store, finely equipped; estab- 

lished nine years. Lease and fixtures only; 
rooms upstairs. 17,000 population. Blake's, 86 
Washington Ave., Belleville, N. J 








POSITION WANTED 


SAL JESMAN, who has a large following in the 
South, would like to c onnect with manufacturer 
Address K-602, 
Duane St., New 





of children’s and misses’ shoes. 
care Boot and Shoe Recorder, 127 
York. 





OUNG MAN, 33, at present managing retail 

establishment doing one-quarter million an- 
nually, desires connection with wholesaler, jobber, 
or manufacturer. Address K-603, care Boot and 
Shoe Recorder, 127 Duane St., New York. 





W ANTED—Position as assistant buyer or man- 
ager of department or exclusive shoe store. 

‘an furnish satisfactory references as to character 
oa ability. Age 29 years, Gentile American, 12 
years’ experience. Wish to locate in State of Penn- 
sylvania. Address D-258, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








WANTED TO PURCHASE 


7ANTED—To buy a lot of women’s Goodyear 
welt lasts and sole patterns for same that will 
carry medium and common sense heel with me- 
dium toe. Price must be low. Address D-262, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








ANTED—To buy retail shoe stores in North- 

eastern Pennsylvania or New York State. 
Address D-261, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ANTED—Planet rounder. Latest model. 

ust be im first-class condition. State your 

very best price in first letter. The Elbinger Shoe 
Mfg. Co., Cincinnati, Ohio. 











THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
PHONE—SPRING 9965 

WILL(SLOW SELLERS )FOR 

BUY |SUBPLUS sTocKs{ cacy 


Bargains in shoes always on hand for special sales and bargain b 

















NOTICE 








Wanted for Larceny 


NATHAN FISCHER 


Description—Age, 27 years; height. 
5 ft. 5% inches; weight, 140 pounds; 
dark chestnut hair, dark complexion, 
medium build, heavy dark eyebrows, 
always keeps hair closely cut; has gold 
tooth in upper right side. 


If located, arrest, hold and wire, at our 
expense, all information to 


ALFRED I. SOUDER, 
Captain of Detectives, 
Philadelphia, Pa. 
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Feemes, | Dr. A., Shoe Mfg. Ca., Brooklyn, a 


Pincus & Tobias, Inc., Brooktyn, N. Y. 98 
Poole & Johnston, Inc., Brockton, Mass.... 22 
Ramsey, E. J., Co., Brooklyn, N.Y... ....50, 51 
Rice & Hutchins, Inc., Boston............ 66 
Cee, Cohen, Te oo cccccccscccceqgocses 151 
Smith-Briscoe Shoe Co., Lynchburg, Va... .144 
Smith, Wm. Sumner, Chicago............ = 


Stacy-Adams Co., Brockton, Mass. ......... 
Stetsan Shoe So. Weymouth, Mass. . roar 
Stockbridge Shoe Co., Haverhill, Mass... .. . 122 
Stonefield-Evans Shoe Co., Rockford, Til... 12 
Stone, K. M., Co., Inc, New York City... = 
00 


Strassburger-Stiles, Brooklyn, N. Y........ 

Tessier & Bowdin, Haverhill, Mass......... 122 
Thompson Bros., Shoe Co., Brockton, Mass.143 
Thomson-Crooker Shoe Co., Boston... .... 13 
Tober-Saifer Shoe Co., St. Louis, Mo....... 6 
Triangle Shoe Co., Brooklyn, N. Y......... 23 
Union Shoe Co., Brockton, Mass............ 14 


United States Rubber Co., Ni» York City, 
46, 110 


Watson Shoe Co., Lynn, Mass............. 7 
Weber Bros. Shoe Co., No. Adams, Mass.... 20 
Weil, S., & Co., Inc., Brooklyn, N. Y...... 
Wein Shoe Cie CI, coc ccnccosenseencs 


Whitney-Roth Shoe Co. Cleveland, O. 
Westcott- Whitmore Co., Syracuse, N. Y 
Whitman & Keith, Brockton, Mass... .. 
Wichert, Inc., Brooklyn, N Y.............. 
Williams Clark Co., Lynn, Mass 

Witherell, E. A. & M 2c. "Ce. Haverhill. 
Witherell & Dobbins Ce., Haverhill, Mass. “163 





Wobst Shoe Co., Milwaukee, Wh vecoscvess 
Ziegler Bros., Co., Inc., Philadelphia. .... .. 55 
FINDINGS AND SHOE STORE SUPPLIES 
American Seating Co. Cheago, II ...... .. 141 
Baumann, L., & Co., Chicago, Il.......... 128 
Coultas Co., D. w., Provdence,R.I ......... 147 
Decorative Fixture Co, Chicago, Ill,....... .134 
Decorator's Supply Co., Chicago, Ill... ..... 124 
Elastic Tip Co.,Boston........... ‘ .. 146 
Electric Window Salesman Co., Boston. .. . 146 
Ellis, W. E., Co., Haverhill, Mass 1 


Emery & Beers Co., Inc., New York C ‘ity. rs 

Fashion Ornament ‘Co., Brooklyn, N. Y 147 

Franco- American Beading & Novelty Co., 
favenrideee 


Phil., Pa oe veevucctuse 


Grand Rapids Show Case Co., Grand ~— 
142 


TS EPS C TT torrie 
Greilich. Wm. & Sons. New York C ily. : 19 


Hecht Fixture Co., Cheago, Il... ... .153 
Hutmacher Braiding Co., Peterson, N. J.. 128 
Kahn, Edw. E., Co., Brooklyn, N. Y....... 147 
Lyons, Hugh, & Co., Lansing, Mich... .... .12% 
Milbradt Mfg. Co., St Louis, Mo........... .153 
Myers, F. E., & Bro., Ashjand, Ohio. ....... 153 
Nebel, Oscar, Co., Philadeqphia, Pa... .... . 136 
Onken, Oscar, Co., Cincinnati, Ohio. ...... . 153 
Parisian Beading Works Co., Philadelphia. .147 
Scholl Mfg. Co., Chicago, Ill.......... 126-127 
Shanahan Co., New York City........... 35 
Success Manufacturing Co., Spokane, Wash 58 
Vanity Novelty Works, Brooklyn, N.Y. .... 147 
Whitcher, Frank W., Boston.............. 138 


MACHINERY, LASTS, MFRS’, SUPPLIES 
DRESSINGS, ETC. 


Appelbee & Neuman Inc., New York City. .140 


Beckwith Mfg., Co., Boston. .............. 14 
Boston Blacking Co., Boston.............. 138 


Cincinnati Last Co., Cincinnati,O..... . 1 

Cleaning Compound Mfg. Co., New York 
rr ere 

Griffin Mfg. Co., New York Cty...........136 

Johnston, J. W., Rochester, N. Y......... 138 


Lawrence, A. C., Leather Co.,Boston 
New England Wood Heel Co., Haverhill, 


Mass 
North &Judd Mfg. Co., New Britain, Conn. . 4 
P 4 jive Shoe Machinery Co., seen 
125 


Tubular Rivet & Stud Co., Boston. ........ 34 


United Fast Color Eyelet Co., Boston... ... 
United Shoe Machinery Corp., Boston. 24-56 


Wiechman Pattern Co., Cincinnati, O...... 128 
Wilson Process, Inc., New York City. ...... 39 


LEATHER AND OTHER MATERIALS 


Beggs & Cobb Co., Inc., Boston. ........... 148 
Chamberlain, B. F., Boston. ............... 148 
Creese & Cook _ = Papers 148 
Everlastik, Imc., Boston.................++ 30 


Foerderer, Robert H., Inc., Philadelphia, Pa. 
28-29 


Bee Glen Fo Bug TAUB: 00 oc ciivcvcscccess 148 
Kistler, Lesh, Inc., Boston................ 58 
Lawrence, A. C., Leather Co., Boston... .. 114 
Ohio Leather Co., Girard, O............... 4 


Scherer, Oscar,& Bro., Inc., New York City. 21 
Schmidt, Carl E., Co., Inc., Detroit, Mich. 
10. 


Skinner, Wm., & Sons, New York City..... 43 


MISCELLANEOUS 

Atlantic Printing Co., Boston............. 149 
Blacher, Chas., New York City............ 153 
Beochiye Paschecing Syedivete..........108 
Calderwood & Preg., Inc., Boston.......... 149 
Hooper Printing Co., Boston.............. 149 
Hotel Commodore, New York City........ 104 
Kalter Cerf. Co., Max, New York.......... 153 
New York Export Purchasing Corporation, 

Fy ON GAs sc cvedeeseseseseotseucoue 175 
ee Gs Fe ig I <6 68 vc acuvedioesicns 149 
Tolman Print, Brockton, Mass........... 149 
University Electrotype Foundry ....... 149 
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B-972 
B-975 





B-972—Men's Oxford, P.& V. 104 Tan Calf, Single 


sole, Goodyear Wingfoot $5 50 
B-962—Men's Oxford. Barnett’s Van Ruba Vamp Rubber Heel, “Our Advice” Last. ° 


and Top. Goodyear Wingfoot Rubber heel. 12 iron B-975—Men's Gun Metal Calf Oxford. Widths 
single sole. Hard box. Belmont last. 5 50 A to D. Code—‘‘Candy.’”’ 
Widths A to D. Code—“Classic.” e Last. ‘‘Our Advice’’ $5 50 


WOMEN’S SPORT SHOE STYLES 





B-116 





B-109 


B-110 B-116—Women's Oxford. Peat Elk Vamp. and 

’ Top. a alf Cut-out Apron and Heel Stay. 

B-103—Women’s Sport Oxford. Smoked Elk Vamp White Welt. 8 edge. Leather Sole and 8-8 heel. 
and top, Apron, Tip and Heel Stay of Gallun's End Box. 25XX Last. Code “Dove.” 

Color 4. Leather Sole and Heel. Hard Box Toe. Widths, AA to D. Price............... $5. 15 


Widths Ato D. 125 Last. Code— 
“Dora.” Price $5 . 10 


B-110—Women’s Sport Oxford, As 109 only made 
with Tan “Du Flex” Ribbed Sole and Heel. 
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Widths Ato D. Code—‘Dorothy.” = 

Price... a a aaihcneandets sd csnanenainenil $5.35 ' 

= 

B-107—Women's Sport Pearl Elk Oxford with ' 

Black Calf Apron and Black Du Flex Ribbed Sole U 

and Heel. Made on our No. 125 last. 5 35 

Widths A to D. Code—“Dorcas.” ° " 

“ B-108—Women’s Sport Oxford. Brown Elk Vamp, " 

; Top and Apron. Tan “Du Flex,” ribbed sole B-107 " 

' and heel. End box. Orange fitted. 125 5 35 B-108 A 

J last. Widths A to D. Code—‘Diana.” ° " 

' P . 

5 x) 

I: CHARLES A. EATON COMPANY ; |8 
if f 

a, **The Sterling Shoemakers of New England” { ; 

nt 

i: BROCKTON, MASS. ; 

| BOSTON—207 Essex Street NEW YORK—127 Duane Street | ATLANTA—226 Peachtree Arcade " 

i : 
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MADE NEW 


SELL YOUR HIGH SHOES, HIGH HEEL 
OXFORDS AND TIES 


We have converted the high shoes for 
numerous shoe dealers, let us prove to you 
how we can make surprisingly attractive 
styles from these discontinued selling 
shoes. 


A concern from Memphis, Tenn., wrote us: 
“We have just received the first shipment of 
shoes we sent you to change into strap slip) 

we think you have done a splendid job and are 
sending you today three more lots, totaling 
168 pairs to be changed as follows.” 


BEFORE We have hundreds of such letters on file for 
your inspection. 
Send us single pairs of the different lots of high 
AFTER shoes, high heel oxfords, sailor ties or theo 
ties that you may have in stock and let us 
change these into different styles of strap 
effects and see the results. 











We put in quarter lining, press the shoes and 
re-mark the sizes. 


The Franco - American 


Beading and Novelty Co. 





914 WALNUT ST. 
PHILADELPHIA, PA. 











People do rush shopping 
before going on their vacations. 


Don’t wait to find yourself 
short on the styles in imme- 
diate demand. 


Make use of our stock de- 
partment. 


Sizes 2 1-2 to 8 
Widths B and C No. 9027 
HIGH-GRADE TURN 


No. 9029—Pat. Chrome, Military Heel SATINS ONLY HIGH-GRADE TURN 

Jo. 9033— White Grain, Military Heel CUT OUT IN No. 9027—Pat. Chrome, Louis Heel. 

jo. 9002 tin, ilitary Heel QUARTER Neo. 9035— White Grain, Louis Hecl. 
No. 9000—Satin, Louis Heel 


No. 9029 


No. 220 


Sizes 
and Widths 
A : to 8 
B lo to 8 
aos 21 to 8 
D.. 3 to 8 


B. FRIEDMAN 


Established 1880 


145 DUANE STREET 
“CONQUEROR” 
Patent Chrome One Strap with Saddle Buckle NEW YORK 


Top G < _Good ar Wel Mil Heel th > . . : = 
' oe je = rw oa a ae Novelty One Strap Levor’s White Grain Kid, Pat- 


wingh lif Sizes d Widths, B  < : : ; : 
o — : seedless — Price $4. 50 ent Trimmed and Underlaid Wood Celluloid Heels. 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 











June 3, 1922 BOOT AND SHOE RECORDER 
/ 


La 


Popular Colors 


in the 
Popular Leather 


Standard-Colors-in-Standard-Kid is the 
pleasing and profitable combination on 
which many a successful retailer bases his 
bid for business. 


STANDARD KID is the net result of 
good raw material, thoroughly tanned and 


thoroughly colored. Specify STAND- 
ARD KID! 





THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 











Whites 


Havanas 


x Golden Brown 
STANDARD Champagne 
AID Camel 


GUARANTEED SELECTIONS Medium Brown 


0 A ee 
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Promptness 





ordon 
HOSIERY 


ERCHANTS can utilize the complete reserve 

stocks of Gordon hosiery always maintained by 
Brown Durrell to increase the profit showings of their 
departments. 


The Gordon line includes numbers meeting practically 
every hosiery demand. By making the Brown Durrell 
stocks the departmental reserve stocks, the merchant 
frees himself from the necessity of carrying heavy in- 
ventories, and yet is assured of ability to meet public 
demand. 


The Brown Durrell distributing organization is based 
upon the idea of prompt and accurate handling of cus- 
tomers’ orders, and it is a matter of pride with us that 
even during the difficult merchandising situations 
which arose during the boom years, the breaks in our 
service to the trade were very rare. 


Let us emphasize this point with you—the Gordon 
brand represents dependable hosiery quality, but 
equally important, it stands for merchandise service 
that enables the merchant to control his inventories 
closely and speed up his departmental profits. 


BROWN DURRELL COMPANY 


New York Boston 
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NATIONAL PARK HIKING BOOTS 


Reg. U.S. Pat. Off. 


Carried ON THE FLOOR FOR At Once Shipment 





RIDING—HIKING— —SPORT 


For Young Women 


16310—Mahogany Elk 14 inch, Cap 
Toe Boot. A to D, 214-7....... . wo 


16110—Same Boot as above. Made 
English last. A toD, 214-7........ 5.75 


31108 Toe Soft B Eric Calf 14 inch 
Plain Toe Soft Box Boot. A to D, 
on « Seudeueseenieeusmeptparis 


15108—Same as above number cut 
from select Patent. B—C, 24%-8.. 6 75 
16312— Mahogany Elk 14 inch Moc- 6. 25 
casin Toe Welt Boot. A to D, 244-7 


Reg. U. S. Pat. Off. Reg. U.S. Pat. Off. 


Write for NATIONAL PARK Hiking Boot Sales Agency 


STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, 3: z: MISSOURI 


Very soft and flexible Easy on tender feet 


Ask for Newspaper and Window Hangers 


MM Mm Me ets 


SHCHUANOOUAEGLEUNAUNGUOLACQUSSUOAHEGUOCSUOHSUGUOAEOCRUSUAONOGLONCQUNSEOOOOESOCUNEOCUOUCHUSISOONEEGDUOOOOUUONCSENISOOAEOUOCUOONEUOUOOOCOOUOUONEEEOOCSOONNEOOOUNOCUNEE 
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DOWN THE AVENUE OF TRADE 


Patent Leathers of STERLING quality are winning. friends 
and building business everywhere. Not only are STERLING 
Patent Leathers preeminent in public favor—their known 
quality is an assurance of Patent Leather Satisfaction to 
manufacturers, merchants and customers. 


SterlingGolt  SterlingHid 


Sterling 
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Plan to take in the Boston Show, July 10 to 13. Call at our Booth 67 
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Zw Russian Boot will this Fall have a place among the shoes which younger 
women value as essential to a complete and stvlish wardrobe. It has that ap peal- 

ing element of novelty which in similar simplicity of design, no other shoe possesses. 

The clever adaftation of a boot pattern so interwoven with the life of a once great 

nation, to American ideals in shoemaking, has proved capt vating with certain younger 

women to whom dashing styles are always a live issue. This pattern co nforms to the 


popular requirements as to height, it being full 7% ir ches. 


Witherell & Dobbins Company 


Quantity Producers of Qualizvy Shoes 
Haverhill, Mass. 
Boston Office, 110 Lincoln Street 


The W & DLine is Featured in the C :icago 
Market by Harper Kirschten Shoe Co. 
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BROWN 


NEW CASTLE KID 


The Outstanding (olored Leather Surety 
On Which There Is NO Speculation 
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eK H more than mere assertion 15s re- 
quired to establish such confidence as 
NEW CASTLE HAVANA BROWN 


KID enjoys at home and abroad. 


The type of manufacturers and retail 
merchants who adhere firmly to NEW 
CASTLE HAVANA BROW N would 
not be content with anything but-real in- 


herent value. 


There is no substitute for NEW 
CASTLE HAVANA BROWN. 


HAVANA 7 


= 











NEW YORK 








NEW CASTLE LEATHER CO., Inc., JA 





Judge It By Its Users 


The Selby Shoe Co. of 
Portsmouth, Ohio, de- 
signed this trim model, 
rounding out their well- 
known reputation for 
quality by using New 
Castle Havana Brown 


Kid. 














Sketched at Atlantic City 


Fancy sport costume of 
dark brown silk tricot, 
blouse embroidered 
with light tan silkbraid, 
black buttons, belt and 
tie strings. Shoes of 
Havana Brown Kid— 


New Castle, of course. 
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320X 


GALLUN’S BLACK 
CALF 


319X 


NUT BROWN 
CALF 


$5.35 









IN STOCK 


AA to D 


CUSTOM-TAILORED STYLES 


Set the men’s shoe styles in your locality. Get ac- 
quainted with the big Marion Stock Department. 


320X has that good old-time “leathery” feel and 
“harness shop” smell that brings a smile from every 
real shoe man. He knows it will wear almost forever. 
Highest grade shoemaking in every line. Built for 
your best trade. Victor last, 13 iron edge, Wingfoot 
heel. 


Mail your detailed sizes and widths today. 


MARION SHOE CO. 
MARION, INDIANA 








\_I WESTERN QUALITY OEASTERN STYLE _— 
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Posed especially for 
Cedar Cliff Silk Com- 
pany by Polly Platt 
of the Greenwich 
Village Follies. 


EDAR CLIFF 




















KS ><> ~ 











of U) u ality 


[here seems no reason to doubt that the phenomenal 
demand for Satin Footwear will continue. Each com- 
ing s2ason finds Satin in higher favor, not only with 
women of fashion but with that larger group who must 
consider utilitv and economy as well. 


\ genera! demand has arisen. It comes from all sec- 
tions—from all classes of trade. It results from the fact 
that Satin has proved itself to be a practical, staple 
material for footwear purposes. 


Your shoes of Satin will give greater satisfaction and 
prove more permanently profitable if they are made of 
Cedar Cliff—the Satin woven especially for fine foot- 
wear. 


Cedar Cliff Shoe Satin is favored by those manufac- 
turers who use greatest care in the selection of the mate- 
rials used in their shoes. The most discriminating 
dealers prefer Cedar Cliff. Many demand it. 


Satins are in permanent vogue as long as Cedar Cliff 
Quality dominates the market. 


“Yhe CEDAR. CLIFF 
SILI. COMPANY 


251-255 FOURTH AVE. 


NEW YORK 





Ihe ever-rrodish one- 
strap with Louis heel— 
Cedar Cliff Satin. Th’s 
is style No. 603. 


Made by 


KARELIS SHOE CO. 
Haverhill, Mas:. 








SHOE SATINS: 
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“just as good, or 
the same as’”’ 


qualities, are numerous. 
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LOTUS 


Reg. U.S. Pat. Off 


Attempts to imitate leathers which have won the recognition 
of shoe manufacturers and retailers, because of their superior 


Statements similar to the above have been made by salesmen 
trying to sell shoes and leather of questionable quality in com- 


Are you willing to sacrifice the quality of your shoes? 


LOTUS is the registered trade name for our full-grain boarded 
colored leathers, made in Calf, Kip and Sides. For years 
LOTUS has been the standard for high grade footwear. 


Because of its wearing qualities and lasting appearance, leather 
buyers always give it the preference. These leathers enjoy an 
enviable reputation, because of their distinct superiority. 


Pfister & Vogel Leather Company are the originators and sole 
producers of LOTUS. When buying leather or shoes, be sure 
that you get LOTUS, because it will not bear imitation. 


PFISTER & VOGEL LEATHER CO. 
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No. 360—Patent Dearie Buckle, One-Strap, Single 
Sole, 10/8 Heel, Princess Last. AA to D. Price $3.75 





No. 378—Levor White Kid, Dearie Button 
One-Strap, Single Sole, 13/8 Military Wood 
ae eee ee Price $4.10 


No. 377—Seme in Patent Leather. Price $4.10 


Our catalog shows 
many other numbers 
which are just as 
good sellers as the 
ones illustrated on 
this page. 


— OF 6 fe fe fe fl fl 6 eee RR EE RN II 


R. THOMSON, President 








Popular Styles fee Graduation 






Price $3.30 
No. 355—Same in Black Kid. A to D 
Price $3.30 
THOMSON CROOKER SHOE CO. 
J. M. THOMSON, Treasurer C. H. SULLIVAN, Secretary 


C. R. 
BUFORD H. JONES, Vice-President and Sales Manager 


18 Station Street, Boston, 20, Mass. 


—— IN — STOCK — 


(Ready to Ship) 


Just the numbers to 
please the young grad- 
uates. Are you right 
on sizes and widths? 
These are volume sell- 


ers today. 





* No. 447—Peters White Reignskin, One- 
Strap Rhoda, White Kid Trim. 10/8 Ivory 
Rubber Heel.Goodyear Welt, Princess Last. 





No. 476—Peters White Reignskin Sport Pattern, 
One-Strap, Patent Saddle Strap, 7/8 Ivory Rubber 
Heel, White Ivory Sole, Goodyear Welt, Sport 
DART RR GOT 6 6.4 ccccecccsssscccecs Price $4.00 


No. 507—Levor White Kid Dearie “Buckle One- 
Strap, Goodyear Welt, Vaughn's White Ivory Sole, 
7/8 Rubber Heel, Sport Last. AA to C. Price $4.10 


No. 508—Same in Patent Leather. ... Price $4.10 





No. 354—Patent Buckle One-Strap, Imitation 
Tip, Single Sole, 10/8 Heel, Princess Last 


P. HOWARD TARR, Asst. Treasurer and Credit Manager 
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You will improve your line of shoes 
by using 


ACE RED 

ACE BROWN 
ACE TITIAN 
ACE 75 | 
ACE 808 
ACE 24 


ACE 909 


‘oy nttnrettte tn, i, 

































































J. S. BARNET & SONS, Inc. 


‘*Maintains a Standard Reputation” Teaneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 





CABLE ADDRESS “TENRAB” 
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C.H.ALDEN CO 
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ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 





° ° ° ° fo) 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 

















The above is one of the styles that can be delivered 
promptly 
Lot No. 210 
Men’s No. 12 Gallun’s Russia Calf Oxford 
806 Last 
Medium English Toe 














ie un 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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August 19, 1921. 
Phe Scholl Mtg. Co., 
/ Chicago, 
Place tn Pecte, 
way teen Aar15, Gent lemen- 
Five le y / 
hay ania nor, oot Compe? Bers , In regara to onr window display during Poot Comfort 
Donn, "@ 2 Ponts ae eq 8a) t in an Week, ay it certainly attracted » 8°04 deal of Sttention from 
one We expe tion Wetter in mee 1, by Gua Prop; eat i» Be the public, and the business done by us an Dr. Scholi'g Appliances was 
* You, Pct t ok in 022, Shang? ang b remarkable during thet Week. 
° lo 8ty) Cotor, ot an Se. 1 
*ate, er eaac, Snr t ite The Poot Conf art Service we 8re giving Our people in 
Sing» Ur ®8le, z et 5 Green Bay is a big drawing Card for our regular shoe 88. People 
Yo ar "hong geider ate Come to us from all Parts, attracted by the Special Service ®*ffordeq the: 
Ure ep, 7, 
"ery maz, “te All high Slass shoe Stores Should @vail themse lveg of 
. TRE 2a ° Dr. Scholl's Poot Comfort Service, if at all PSB8ible, for the Prestige 
P 7B, fie Deps STi soy it gives. 
er, “> OP sty y- im Very truly, 
“Sm : HORFPEL'S B00? srop 
—— ’ 7 < , 
on , 9 Dr wef fad 
te - 
= me, 
A. CHRISTIAN 
CENTRAL SHOE STORE 
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-O4 FRANKrORD AVENt> 47 _ ¢ 
eR, ~s 
N, 
PUILADELPUna, March 1, 1922. *y Ong 1, 
Medion, 
The Schol} Mfg. Co., 
211-213 ¥. Schiller st. 
Chic “go, Tl]. 


Zen 
I believe 
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Sa to 0 on, 
° it Ow i 
that the Poot Comfort Week in June ana the Demonstration f > > Ona. dag yet oy "12 
Yeek in October isa Combination ha @ to beat; while we do not Fea, Per, ttt a Soa, be ing 
always see any increase in our foot comf ar business during the ; es &n,”e be, z t 22 tg "Pees 
Demons trat {on week, we fina that for the next few weeks following, 4 Cc @ 2en,"¢ opr, F Ome, *t 
there is enough business to make it very interesting. aggton, Me, Op %e, “a Borger 7? 
®@ cr) my Dy $%e 
ve have haa US tom rs bring back Shoes because of 1U™p8 in the centre / Slag to Pent om Ray Sop 
of th les, which the factory "as blamed for; but by demonstrating ; Pre, to Oy Mags D2 
to the Customer St a pir of “etatersa) Arch Supports Was the . @ tae >. Say eel ap 
thing RBeeded and that the Shoes were really not to blame, we hare 
DB sich Cases kept the goog ¥ill of our UStomr in 8ddition to { 
Selling them the arch Supports. 
Very tru 
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does Produce Results 


but What Others Say ~ 
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«cnannom 
aii Quality Footwear Our Specialty” 
Harnrow & Smith 
7 THE FOOT comrort STORE co - 
Chartotte, Wich. 
august 16, 192i. 
The scholl_Mfg- Coe, 
Chicago» . 
Gentlemen: I want to thank you for the fine prize you sent we for 
the window aisplsy eontest auring Foot Comfort Week. 
ellent results from Poot 


ever pefore have we met with guch exc 

Comfort Week- It seems 88 if each om 4s still better 
the meronant not participating in Foot 

oe business slip from his hands. 


a nice piec ° 

Oar fer exoeedes Lest te F = cesert 
. Not ml has our pusiness @ . scholl's Foot Co 

oy Tout our shoe pusiness hes jnoreased lone with 


appliances increased. 

it. 

Fe attribute moh of our success in fitting ana selling Dr. 
sonoll's Foot Comfort Appliances to the knowledge geined through ® 
course in the American Schoo 


1 of practipedics- 


Yours for Foot Comfort Service siway®, 


HARMON & SMITS 


ha 2. 
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| 4 w. J. REIF 
‘ if WHOLESALE AND RETA. DEALER IN 
Fad SHOES 


HONESD: 
ALE, PA, August 20, 1921. 


The Scholl Mfg. Co 
213 W. Schiller St. 
Chicago, Iii. 


1 i Gent le men: 


Received your i 
gled to put in a etter of August 16th 
good word f » and am ve 
as I ‘or Foot Ty 
find it helps the ssle of Holy Aye yt 4 
orts. 


’ People are real 
obienin ising more and 
value of gets Sere to end and at the first po of root 
= s store t 
| oatest, 0 See one we have made 8 ee Sees ot ae 
Ty case the ~ 
. lb customer is 
proves to be & very loyal booster it ae date 


Hopin, 
Weeks, I Ba ng you will continue having these Foot Comfort 


Yours very truly, 


W. J. Reif. 
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Reduces trouble of fitting. 
bought—‘‘Just Wright.” 





been put together with nicest care. 


155—Imp. Bd. Black Calf Ox. 580 
In 160—Tony Bro. Calf Ox. 580 
162—Tony Bro. Calf Ox. 360 


Stock 340—Vici Kid Blucher Ox. 390 
440—Havana Brown Kid Blucher Ox. 390 


Send for Catalogue 


ROCKLAND, MASS. 


Built Like 
A Bridge 


Supports the weight of the body at 
the foot’s arch, the weakest part, 
and carries the body load comfortably 


“Just Wright” Arch Preserver Oxfords 
Now Obtainable On Five Numbers 


Class? Oh! Boy! it’s in these shoes. Some fine stock, the pick of the market, has 
Real, honest-to-goodness shoemaking here, 
the kind you'll be proud to stand back of. The features unseen, special ones, built 
into the shoe, are enough in themselves to make men want “Just Wright” Arch 
Preserver shoes. The arch preserver feature increases grace and beauty of style. 
Proves every time the shoe is worn that the customer 


E. T. WRIGHT & CO., Inc. 





Harvard 

Harvard | In 
Yale 

Dartmouth | 
Dartmouth | Stock 


| 
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All Kohol Wood wes 4 ning tough 
He carried the rollenest viands and slujf 
Designed for destruction, the wages of @in 

Even burning the cowhide he carried them in. 


Ohne day he was plying his UraJfic —_ 

His bools lealfiercounlered proved lernibly {lawful 
He was Tdided on sight by Lawn Order the cop 
Who scented his cargo of Synlielic pop. 


Lawn Order was wise his bools were well made 
Their firm [Tlousam Counlérs could sland any raid 
Mis conlfdband vile was opp and NOt © ——_ Sarria, 192 


But it couldnt hut Mousams-thals saying alot“ 
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WHITE SHOES IN STOCK 


WELTS MADE IN OUR 


EVANGELINE FACTORY 














Stock 4868 
Wos. White Ostex Strap 
White Ivory Sole, White Welt 


154 inch Heel, White Rubber Top Lift, 
year Welt 
96 Last 


Widths A-D $3.25 


Stock 4658 
White Ostex Cloth Oxford 


White Welt, White Rubber Top Lift, 95 
Comb.) Last, Goodyear Welt, 114 
inch Heel 


$3.25 


Stock 4593 
White Beechtex Cloth Oxford 


White Ivory Sole and Heel, 92 (Comb.) 
Last, Goodyear Welt, 154 inch Heel 


$3.75 


Stock 4867 
White Ostex One Strap 
White Ivory Sole, White Welt 


14 inch Heel, White Rubber Top Lift, 
Goodyear Welt, 95 Last 


A-D $3.25 


A. H. BERRY SHOE CO. 


428-30 ALBANY BLDG., BOSTON, MASS. 


PORTLAND, MAINE 
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Bobolink 


Color 33 


Presenting- 


TWO NEW COLORS IN 


STARBUK 


“Beautiful” does not do justice to their delicacy and 
warmth of color nor begin to tell how perfectly they 
blend in combination with patent or brown kid and calf. 
Used in whole shoes they have an instantly apparent 
individuality. 

Every student of latest style effects in smart shoes should 
have samples of both. 

Ai the same time let us send you samples of STARBUK in 


Color 9 Color 18 Color 20 Color 30 Color 31 
Silver Fog Beige Mouse Nude 
TOLMAN, DOW AND CO., Inc. 


174 Lincoln Street, BOSTON, MASS. 













Bobolink Filbert 
Harmonizes best Combines perfectly 


with Patent with Brown 
Leather. Kid or Calf. 











Filbert 


Color 35 
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Running True to Form 
Orders for TONY RED CALF 


eg. U. S. Pat. Off.) 


Orders for TONY RED CALF are practically identical with 
our high record season of a year ago (this is the 14th consec- 
utive season) of a constantly increasing demand for TONY RED. 


Orders for TONY BROWN and TONY 
BLACK are steadily progressing. 


Why? 


First, because of a growing desire for 
lighter brown shoes—particularly in 
larger cities. 


Naturally a demand for black accom- 
panies this condition since light 
brown shoes cannot be worn approp- 
riately for all occasions. 


Second, retailers knowing the merit of 
CREESE & COOK'S genuine 
TONY RED CALF nightly rely 
upon our TONY BROWN and 
TONY BLACK for equal value. 


Appreciating that more sales of TONY BROWN 
and TONY BLACK will mean more extra sales to 
the retail shoe merchant, we welcome this tendency 
unreservedly. 


CREESE and COOK COMPANY 
gs ae NN TANNERIES 


SALESROOMS iis ~), 
95 SOUTH STREET, BOSTON if Vy kor ANNA DANVERSPORT, MASS. 
ie / Cs = 
P. A. HENRY & CO. v ; WOLFENSTEIN & SHANAHAN 
706 Broadway, Cincinnati, O. AKG 39 SPRUCE STREET 
Leather Trades Bldg.. St. Louis. Mo. S70n ND NEW YORK 





SADE in UY 








Creare e roe oes oo SeSeSe5eS 
aaa eee ee eee ees oreo SSS oT o eS eae S Sear 5S er 5e Se S coe Sr S Seg eS 25eS ESE SRG 5 25252 55eGe5 [elas Tots Tasos [|e ats ks Tess Toe ona 
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ALFTONE PLATES— deeply etched 133 or 150 screen— printed with suitable inks on DEJONGE 
Art Mat will present your goods pictorially with photographic fidelity. That is why the big 
national advertisers select Art Mat for their most impressive work. A brochure, entitled “First Im- 
pressions,” showing how to make direct advertising more effective, will be sent to you on request. 


DISTRIBUTORS 


lOUIS DEJONGE & CO. 


MANUFACTURERS 
CHICAGO . NEW YORK PHILADELPHIA 


The Whitaker Paper Company, Cincinnati and all divisions The Zellerbach Paper Company, San Francisco and all divisions 
R. M. Myers & Company, Rochester, N. Y. 
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Do You Appreciate the Unusual Advantages Offered 
You in These Last Minute Novelties Which Are 
Carried In Stock and Can Be Ordered Out as Needed ? 


Years ago the shoe merchant who wanted stylish footwear was forced to gamble 
months ahead on the styles that might be popular. 

Today, we offer you immediate delivery on styles you KNOW are right. Here 
are shown our latest additions, the beauty of which will speak for itself. 


SATINS THAT ARE LEADING 







The *“‘SLASH”’ 
In Stock 
About June 1 


D266 — Women’s 
“Maxine” Black 
Satin “Slash” Strap, 
plain toe, 134-inch Cu- 
ban covered wood heel, 
Imitation Turn, Vogue Last, A width, sizes 314-8; B width, sizes 
3- 8; G width, sizes 2} SGeccceceseesecseseeeesseceseseses $4.00 









The ““SLASH”’ 
In Stock 
About June 1 


D265 — Women’s 
“Maxine” Black 
Satin “Slash” Strap, 
1% inch wood covered 
box heel, Imitation . 
Turn, Pandora Last, A width, sizes 344-8; B width, sizes 3-8; 
© GEER, SNS SHED. ccccccecccccccccsccccoccesscesecges $4.00 






The 
*“*TIFFANY’’ 
In Stock 
About June 15 





D270 — W 


“Max 1 ne” “Patent 

“Tiffany” Strap, plain 

toe, black brocaded 

atin quarter, 134-inch 

Spanish € ab an covered wood heel, Imitation Turn, Vogue < 
A width, sizes 34-8; B width, sizes 3-8; C width, sizes 24-8. $4.2: 
D271 Same as above, except plain satin vamp with “tater 
satin quarter and strap. A, B and C widths.............. $4.25 


Www, Vos Goongang, 


eee OL LOL PLL el enieniiiiiirelniiiiiielnniniiiieniiiiil 


PATENTS OF NEWER FORM 









The ‘“‘SLASH”’ 
In Stock 
About June 1 


D268 — Women’s 
**Maxine” Patent 

“Slash” Strap, 134-inch 
Cuban wood covered 
heel, Imitation Turn, 
Vogue Last, A width, sizes 314-8; B width, sizes 3-8; Cjwidth, 
I se beds cdedaandeeiodscatenaLaudedses taut $4.00 


The “PANSY” 
In Stock Now 


D264— Women’s 
“Maxine’’ Patent 
“Pansy” Strap, cut- 
outs on vamp and quar- 
ter, 1%-inch leather 
box heel, mitation 
Turn, Pandora Last, A width, sizes 344-8; B width, sizes 3-8; 
Sp ey SENOS We 06-05 00k40nneeeecesateseeeceb rece $4. 00 











The 
“ANKLETTE”’ 
In Stock 
About June 15 


D267 — Women’s 
“Maxine” Patent 
“Anklette” Strap, plain 
toe, 18-inch wood cov- 
ered Cuban heel, Imi- 
tation Turn, Vogue Last, A width, sizes 314-8: B width, wee PS 


Sp Ce I 055 oi vas occucencdsweicecaceaseaun 


First Successful Shoe Manufacturer in St. Louis. 
Founded 1878 


eS MM em sm em te eT TT 
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No. 2802 
he designing shoe fixtures great 
care must be taken to get the 
design correct. 

The reason for this is because in 
display of shoes, the fixture is con- 
spicuous 

A poorly designed fixture will not 
set off the appearance of the shoe in 
an attractive manner. 

For this reason we design our shoe 

No. 2807 


fixtures to be absolutely correct. 


Ask for our complete fixture 
Catalog | for descriptions. 





No. 1912 


No. 2808 





HUGH LYONS & COMPANY 





707 South Street - - Lansing, Michigan 
New York Office Chicago Office Boston Office 
35 West 32nd Street 232 S. Franklin Street 52 Chauncey Street 
No. 517 
Hosery Form 
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SIX SHOW ROOMS 


BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGE ST LOUIS 
NEW YORK MILWAUKEE 


_————. 
NITED 


BOOT AND 


Why Shouldn’t You 


SHOE RECORDER 





Know 


What New York Is Doing? 


ERHAPS you cannot fre- 
quently visit New York 
walk up the Avenue—drop in at 
the Ritz—take in the opera and 
thus visualize shoe style at its 

“first. 

Our specialists frequent the high- 
wavs and byways of style, and 
we believe our national style 
viewpoint is broader than that 
of any individual shoe manu- 
facturer 


You can know what New York 
is doing—what Chicago—what 


BOSTON 

212 Essex St 
CINCINNATI 
803 Sycamore St 

ST. LOUIS 
dv. Bidg., Ra 
CHICAGO 
Wells Bldg... Rm 406 } 

PHILADELPHIA 


331 Arch St 


303 


F hiladelphia—what NewOrleans 
what any part of the country 
is showing a desire for in shoes 
by calling at any United Last 
Company s showroom. 


We believe we are rendering a 
service to the whole industry in 
offering this broad stvle view- 
point. 

There is just one class of infor- 
mation which we _ withhold— 
the confidential details of our 
customers own ideas which they 
intrust us for development. 
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MILWAUKE! 


© Metropolitan Bldg | 


TEN FACTORIES 








HEADQUARTERS 


AST 


BOSTON 


MASS. 


MP. 
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LATEST NOVELTIES AT MODERATE PRICES 











Le : 


Women's Welts and Mc Kays 


DONN D. SARGENT CoO. 
SALEM, MASSACHUSETTS | BOSTON OFFICE 


FACTORIES 
407 BRIDGE STREET 195 ESSEX STREET 


Two Factories 
Capacity 5500 Pairs Daily 
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BOARDED @220%) SIDES 


ance vu ta 


Made By An Improved Tanning 
Process Resulting In— 


F you will try some shoes made from 
this leather you will be happily sur- 
prised at the uniformity of color and 
the fineness of grain which our im- 
proved process has developed. 





ORDER June 3, 1922 











tougher grain 
finer hair cells 





more uniform grain 





CHERRY 
CHESTNUT 
BROWN 
BLACK 








C. D. Kepner Leather Company 


212 W. Lake St., Chicago, Ill. 


131 South St., Boston, Mass. 














Snug fitting 


In Stock NOW 


AA-D. Sizes up to 10. 


653-Black Kid Oxford 5.00 
983-Brown Kid Oxford 5.50 
353-—White Fabric Oxford 4.35 








CURE 


The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 


self adjusting movable stiff 
shank give support to the 
needs of the individual foot. 








- 















heel and arch and 


These points make La 
France Rest Cure Shoe 
our biggest seller. 











Williams Clark & Co. 
Lynn, Mass. 
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a 
SPORT SHOES IN STOCK 


WOMEN’S OXFORDS 


o 






a / 


“HA 












Tweed hen 
Pearl Elk Sport Oxford. .$5.35 
Black Duflex Ribbed Sole and Heel 
A to D wide 
252 
Tweed Last 
Brown Elk Sport Oxford. ....... $5.35 
Red Duflex Ribbed Sole and Heel 
A to D wide 
Tweed Last 
Smoked Elk Sport Oxford...... $5.10 
Leather Sole and Heel 
A to D wide 


256 —s 
Same shoe as 254, with Red “Duflex” 
Ribbed Sole and Heel. A »» 


WEB ccvccccsceecesses $5.3 


258 
Tweed Last 
Gray Calf Oxford, White Calf Apron, 
Leather Sole and Heel. AA to D 


are ret $5.15 
259 
Tweed Last 
Pearl Elk Sport Oxford, Black Calf 


Cut-out, Apron and Heel Stay. 
White Welt. Leather Sole and 


Heel. AA to D wide...... $5.15 
230 
Danse Last 
Patent Colt Oxford............ $4.85 


A to D wide 








MEN’S OXFORDS 





382 
Sport Last 
Smoked Elk Sy ~ Oxford. .- 95.50 
Gal. Four Apron _ 
Red Duflex Ribbed Sole and Heel 
to E wide 


310 
Sport Last 
Tan Box Sport Oxford. ........ $5.85 
Tan Box Apron 
Red nn Ribbe ds _ and Heel 


to E wide 


312 
S post Last 
Tan Box 3 y0rt Oxford 
Brown —. Apron 
Red Duflex Ribbed Sole and Hee 
B to E wide 
$5.85 


The Dalton Company Inc., Brockton, Mass. 


Makers of Fine Shoes 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. Nun ber 259 
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ANOTHER 
WINNER 
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FOUR SNAPPY 
CUT-OUTS 


Ready to Ship June Ist 


Re 








44 « 
54 -—*3 & 


bee. *-: 





UU eer tt 
ex 


a 








> a 
=> 
= 
Sil! 














Q a Mahogany Veal, Goodyear Welt, 

iM Ha 9-iron Oak Outsoles Full Grain | 
e nn Leather Insoles. Half Rubber Heels. | 
a athe na te Stee ri o NY A shoe made from high-grade ma- | 
LYE out, 9-8 inch covered heel. AtoC. Price’... .85.4 yr terials by skilled shoe craftsmen. On | 
Jen the floor in C and D widths in sizes | 
ra 6 to 1l. Other widths made up in 

nit iy i EL Price $3.30 

©. 0 

©, Q 


4 
—! 
— 
— 


SUT a eee 


Terms are 2% 10 days 


Your orders are filled 
SAME DAY we get them 


Style i. 1601— ye “BEATRICE,” oe 
cut-out, 12-8 inch Cuban covered heel. A ‘ 
Price . ‘ sesceexseee 
Style No. 1600— One any cut-out, 1, with buckle, 12-8 
inch Cuban covered heel. A to C, Price...... . 35.00 


ay 
. 
SUM TTTT 


[ 
\ 


7 
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**Character Shoes”? Our Specialty 


“She 
Whitney - Roth Shoe 
Company 
Footwear Specialties 
1251 West Sixth Street 

Cleveland Ohio 


Not CHEAP SHOES, BUT 
GOOD SHOES CHEAP 








—\ 
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DAVIES SHOE MFG. CO. 


RACINE WISCONSIN 
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The New 
ARMORTRED “WEDGE” HEEL 


Allows the shoe to set flat and tread flat 





The ARMORTRED WEDGE HEELis 
especially designed to give perfect tread 
and balance to the now much demanded 
low heeled styles for men. 


By graduating the heel from back to 
breast as shown in Figure A, a leather 
base of the proper thickness can be used 
which will give exactly the proper pitch 
to the heel. 

















Note the contrast between illustrations 
Band C. B shows how ordinary heels 
tend to rise and strike at the breast but 
not at the back; C hqw the Armortred 
Wedge Heel corrects this trouble and 
gives the shoe a perfect tread. 


This is just another instance of our con- 
stant study for improving 
ARMORTRED HEELS and service 
wherever we can. 


QUABAUG RUBBER CO. 


NORTH BROOKFIELD, MASS. 
































ARMORTRED 


SOLES AND HEELS 
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THE BIG FOUR BUSINESS 


“Whittemore” was first and 
is today foremost in service 
to the retail trade of the 
world on shoe polish of every 
description. 


Right now, at the beginning 
of what promises to be the 
greatest white season in the 
history of the shoe trade, we 
offer these four big business 
builders. 


BUILDERS 


There is not a leather or 
fabric used in shoe uppers 
which cannot be kept in 
prime condition by use of 
“Whittemore” preparations. 
“Whittemore” is making 
shoes wear better, the pur- 
chasers feel better, and the 
roducer and distributor fare 
tter. See your jobber. 
If he cannot supply you, 
write us. 


June 3, 192? 





It has won public favor Asuseful about thestore [Endorsed by the best 
and is widely sold ‘as about the home trade here and abroad 


> 
A white shoe cleaner in cake form that is unequaled. 


WHITTEMORE BROS. .. .. CAMBRIDGE, MASS. 





















@ lman 


SPECIAL. , 


JP ese. READY TO SHIP 


A distinctive custom-made oxford, built of Barnet’s 

Stock N 0. “Vinette” Black Calf, a real trade-getter that 

B 4] 1 brings home the bacon. 

| ‘“Wellesley’’ L 
ellesiey ast 


Perforated vamp, foxing, lace, and cap with center- 








AAA 5-814, AA-414-8, A 4-8, B, C and D, 3-8. 


SEND FOR A SAMPLE PAIR 


WHITMAN & KEITH COMPANY 


BROCKTON (Campello Station), MASS. 


punches; six invisible eyelets. 12-8 inch heel. Sizes | 
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MADE TO WEAR—NOT TO SELL AT A PRICE 


GROWING GIRLS’ AND LADIES’ 
SANDALS AND OXFORDS 


WITH OUTSIDE RUBBER HEELS 


IN STOCK 








FINALE HOPPER SANDAL 





“Bole, 234-1 Patent Leather, Sheepskir Lined, O¢ ee SPORT OXFORD 
No. 113 noked Elk, Oak Sole, 214-7, 2.15 No. 700—Cherry Chr Tes: a —— $1.85 
No. 115 “Brom a Le » On k Sole, 2.15 No. ag anand Fu a “Gr crys sta it ‘Oa k _ Sole, 
No. 160—Che y Chr e Upper * Sak Sole 1.85 244-7 . 2.15 
CHILDREN’S AND MISSES’ 
PLUG OXFORD A - — 5-8 84-11 11%-2 
4- $-2 No. 0—Che 1. 

No.J 20—Cherry Chrome, Oak Sole «80.85 ‘$0. 95 st. 10 No. — Tino ther yy Lined, ue — 
No. 200—Cherry Chrome, Best Bend Oak -— se oe WI oon. hath etckns on vncn ge 1.15 1.30 1.50 
re ae ae en On one Giada ae. Le No. 15—Brown Lotus, Best Bend Soles... ... . 1.00 1.15 1.35 
No. 215—Brown Lotus, Best Bend Oak Soles. . 1.05 1.20 1.40 No. 53—Smoked Elk. ‘Bend Elk Sole. ... 100 «1535 


** THE ONLY ney OS STITCHDOWN™ 


TRIPLE Ws? WELT 


OE ROW OF STITCHING MOLDED, Vee Corona Tet 1 —_ THAT Is 
TWO ROWS OF QOODVEAR STITOUNG SHOWING ON BOTTOM OF OUTSOLB RAMSEYS 


967 Atlantic Ave. E. J. RAMSEY CO. Brooklyn, N. Y. 


The Boot and Shoe Recorder will appreciate your mentioning the " public ation in replies to advertisements. 
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As summer approaches 
the style trend in 
women’s shoes is more 
clearly defined. With the 
new attractive summer 
frocks, turn sole one-strap 
pumps are wanted. These 
must be airy in design and 
graceful in appearance. 


The popular leathers 
are patent and black glace 
kid; black satin is also 
very smart. At the 
Country Clubs and re- 
sorts it is already a won- 
derful season for white 
sport shoes. 


Our In-Stock Depart- 
ment, anticipating the 
style trend, is prepared to 
ship at once a number of 
attractive shoes of this 
character. 


Hallahan - Made shoes 
for women are famous for 
fineness of leathers, skill- 
ful shoemaking and per- 
fect fit; they are sold by 
the largest retailers 
throughout the country. 


Viratsoa telat 


—" 4 
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Style 70 


The Norfolk Pump 
New and Attractive 


Turn sole made on our new 65 
last (medium full toe), 134 cellu- 


loid box wood heel. 
Smart prong buckle. 


quarter. 


Overlap 


Beautifully perforated. 
Price $6.50 





Style 71 


Black Satin 
Stockbridge Pump 


Rich and lustrous of finest qual- 
ity, turn sole, 65 last (medium 
full toe) 134 satin covered box 
wood heel, two pearl buttons. 


Price $6.00 





Style 73 


Finest Black 
Glace Kid 
Stockbridge pump, turn sole square 
edge bevel shank, 65 last, 134 box 
wood kid covered Cuban heel. Per- 


forated vamps and quarters, two 
pearl buttons. 


Price $6.00 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., PHILADELPHIA 


New York Office 


Frank D. Duncan 
34th St. and Broadway, Marbridge Bldg. 


Chicago Office 
Burton T. Duncan 
5 South Wabash Ave. 
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Style 72 


White Washable Kid and 
Reignskin 
Norfolk saddle pump. Flexible 
welted ivory leather sole and 


heel, 21 last (medium round toe), 
1 14-inch heel. Smart and attrac- 


tive. 
Price $6.50 











Style 67 Style 69 
White Reignskin Genuine China 
White Buckskin 


Ivory Leather Sole and Heel 


A strictly high grade oxford in 
every detail. Flexible welted 
sole, 2! last(medium round toe), 
straight tip, | 34-inch heel. 


Price $5.50 


Flexible welted ivory leather sole 
and heel, 60 last (full toe), soft 
box, one-inch heel. 

This season’s smartest sports ox- 


ford. 
Price $7.75 
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IN STOCK 


NOW 
Ready to Ship 


All Stock Shoes 
Sold Net Thirty 
Days 


The following schedule of 
sizes and widths carried 


in stock: 


AAA 41% to 8 

AA 3% to 8 

A3 to8 

B, C and D 2% to 8 


Hallahan-made shoes for 
women are famous for 
fineness of leather, skill- 
ful shoemaking and 


perfect fit. 








HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., PHILADELPHIA 


New York Office Chi Office 
rank D. Duncan Burton T. Duncan 
34th St. and Broadway, Marbridge Bldg. 5 South Wabash Ave. 
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LEVOR 


(Chevrettes) 











BEAVER BROWN 
No. 8 











— 





HAVANA BROWN 











Z 
A 














HE SUCCESS of 

our customers is re- 
flected in the growth of 
| || of our sales. 
|| LEVOR LEATH- 
ERS have always justi- 
fied the confidence placed 
in them by discriminat- 
ing shoe manufacturers. 





























MEDIUM BROWN 











= 

9 

on 
oe 





CHAMPAGNE 











Z 
— ? 
3 





RED 


No. 37 











WHITE 


No. 1 


The Boot and Shoe Recorder will appreciate yo 


G. LEVOR & CO., 


(Incorporated) 


TANNERS 


NEW YORK GLOVERSVILLE 
BOSTON 


Distributing Force: 
Arthur S. Patton Lea. Co., St. Louis 
Geo. A. McGaw, Chicago 
Geo. W. Newman Lea. Co., Cincinnati 
Edward Zohrlaut, San Francisco 


ur mentioning the publication in 


BEAVER BROWN 
No. 8 














HAVANA BROWN 
No. 63 

















CHAMPAGNE 


No. 17 

















BLACK GLAZED 
No. 7 














9) 


Any Color of 
the Mode 

















WHITE 


No. 1 
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Summer- Time Bf 
Slippers ya 


















THE KARYL THE FLIPPANT THE BLANCHE 
~— 
Ve 
THE KARYL 
0. 24—White cloth, turn sole, covered Cuban heel, $6.50 ; 
Ne. 30— As above, with 16-8 Spanish heel. AAA toC. .6.50 a 


THE FLIPPANT 
No. 35—White cloth, white ivory light welt sole and 


Se NERS os cond avdeoabaawesnensacweeead $6.50 
THE BLANCHE (A 
No. 25—White cloth oxford, light welt white ivory sole 
SE © PUR os wo nna scses sce cenenwnec $5.75 
THE PACER 
No. 26—Genuine white buck, light welt white ivory sole 
I. Poa d can ade Kas cmicesncans $7.25 
THE LENORE 


No. 40—White cloth, turn sole, covered Cuban heel, $6,00 
No. 43—Same as above with LXV heel. AAA toC. .6.00 


THE KARYL THE PACER THE LENORE 


I. MILLER & SONS, INC. 


One Carlton Avenue 
Brooklyn New York 





awlis 





eh es 
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AREFUL, discriminating buyers, you will notice, are returning 
these days to shoes fitted with good looking, time-saving 


eyelets. 





They appreciate shoes that have Diamond Brand Fast Color Eye- 
lets — strong, durable beautiful éyelets. Can you supply them ? 


Give your customers what they want! 


UNITED FAST COLOR EYELET COMPANY 
Boston, Mass. 








Ju 
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RENCH.SHRINER & URNER 


MENS SHOES 


—A Delight to the Eye 
—A Comfort to the Feet 


You will search for days before you 
find a BROGUE that so happily com- 
bines so much real style and perfect 
foot-comfort. Only a French, Shriner 
& Urner Brogue can do this success- 
fully. 





The Bro gue Our dealers have found this popular 


Sturdiness, durability and last a real profit maker. 
miles of service are built 


into this Brogue as only 
French, Shriner & Urner 
skilled workmanship 
knows how. Immediate Deliveries 


from Stock 




















Models in 
Norwegian Calf 
Black and Tan. 








FRENCH, SHRINER & URNER 


Factory and Salesrooms: 63 Melcher Street, Boston, Massachusetts 























Superiority Built in GUT EO Not Rubbed On 
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KREIDERIZE YOUR STOCK 


With Shoes for 


Boys, Girls and the Babies 


Full — IN STOCK 






































755—Gun Metal Bal. McKay Pee 
Se ll Solid. English Last. 

R —_ “ ol. en a Mail or Wire Your 
Boy's D-E 24-945 $2.25 Orders Today 

Youths’ E 1-2 $2.10 4] 
Little Gents 'E 10-1314 $1.85 i! Tomorrow Your Shoes Ps 
1755—Gents’ Footform Last as 4) Will Be on the Way & 
above. at 














751—Mahogany Bal. McKay 

Sewed. All Solid. English Last 
Rubber Heel. 

Boys’ D-E 214-514 $2.25 
Youths’ E 1-2 $2.10 
Little Gents’ E 10-1314 


Pre-War-Prices 


MAHOGANY 






Made for Service 


Full Vamps 
and an 


Outer Sole - 


that will wear 753—Mahogany Blucher. McKay 


Sewed. All Solid. Full Quarter, 
Round Toe. Rubber Heel. Boys’ 
E 214-5% $2.25. Youths’ E 1-2 $2.10. Little Gents’ E 10-131 $1.85. 


MAS Wraador Ce. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 
SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO _ NEW YORK, N. Y. BOSTON, MASS. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 


ST. LOUIS, MO. PITTSBURGH, PA. PHILADELPHIA, PA. 
1408 Washington Ave. 923 Penn Ave. 51 North Third St. 











ERENT RT RRR TR RRR RRR SAROOOOOORRAOAOOOS 
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Cnew~ 


USrrect Dodge- 
IN STOCK 


FOR ALL OCCASIONS 


Introducing Our New 
BEHRL PATTERN 


Very practical and with dainty narrow straps which 
indicate the trend of style. 





No. X676— Patent Chrome Behrl, 12-8 Cuban 


heel, widths AA-C June 25 de livery from No. X675—White Cloth Behrl, 14-8 No. X673—Black Satin Behrl, 14-8 
Newburyport Code “Challenge.” Price, Cuban heel, widths AA-C. June 20 Spanish Louis heel, widths AA-C. July 
$4.50 delivery from Newburyport. Code 1 delivery from Newburyport. Code 

“Quaker.” Price $4.25 eee.” FU osc ccccccues $5.00 





No. ae OO ee Kid Hazel, 17-8 Louis heel, 





widths AA-C. At-once delivery from New- 
buryport; a June 10 from Kansas City. 
Code “Gloria.” Price $5.50 


No. X615—White Kid Hazel, 14-8 Louis heel, 
widths AA-C At-once delivery from Mont- 
gomery. Code “Madge.” Price.. $5.50 





No. X651— White Kid Hazel, 13-8 Cuban heel, 
widths AA-C. June 20 delivery from Kansas 
City. Code “Daisy.” Price.. “304 
No. X627—Patent Hazel, 12-8 Cuban heel, 
widths AA-C. June 1 ‘delivery from New 

ork. Code “Flippant.” Price....... . .$4.85 





No. X616— White Beachtex Hazel, 17-8 Louis 
heel, widths AA-C. June 1 delivery from 
Kansas City. Code “Pinehurst.” Price,$4.50 


No. X617—Same, with gy be At-once 
delivery from Ne eee ort ode “Gerry.” 
Price .. $4. 


No. X629—Black Satin Hazel, same toe a 

No. X617, 17-8 Louis heel June leggy 

from Newbury pc rt and San Francis Code 
a 


Price Patactewnacs .. $4.50 





Plan fo take in 






No. X620— White Beachtex Susan, 14-8 Louis 
heel, widths AA-C. At-once delivery from 
Newburyport. Code “Pacer.” Price... .$4.35 


Nathan D. Dodge Shoe Co. 


Newburyport, Mass. 
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Here is tragedy. 


The oldest Christian nation in 
the world is being crucified on 
the cross. 


Only the spirit of pity and sac- 
rifice that came into the world 
after Calvary can save Armenia 
and its people from martyrdom 


and death. 


The black dogs of famine are 
tearing at the heart of that sor- 
rowing and forsaken country. 
They have left terror, pesti- 
lence and death in their wake. 


Christ died to save a world; 





Armenia is being martyred for 


His faith. 


Her fields are barren and blast- 
ed; her people enslaved or 
homeless wanderers; her chil- 
dren are old in sorrow; they are 
the only children, perhaps, who 
have never laughed. 


“Hostages of the Future’”’ 


These children are the hope of 
the Armenian people, “the seed 
corn of a great race.” 


Owing to a 25% reduction in 
appropriations, the Near East 
Relief will be forced to abandon 





Over 100,000 Near East orphans in Near 
East Relief orphanages. 

179 Near East Relief orphanages. 

Mess tables extending over 24 miles. 

18,000 boys and girls in orphanage at 
Alexandropol. 

200,000 persons served a day at the food 
stations. 

| 6,259 children in one bread line in 

‘iflis. 





American Generosity has Saved the Lives of a Million Armenians 


| 
| 





These children are not only orphans, | 


fatherless and motherless, but most 
of them have no known relative and 
many of them, orphaned in infancy, 
do not know their own names. 


They are children of Christian martyrs 
and have no hope except help from 
America. 


Will you let them perish? 








NEAR EAST RELIEF 


Space Donated by Boot & Shoe Recorder 


The Crucei 


of a Race 


xion 


25,000 of them within the next 


few weeks unless you come to 
their rescue. 


These are not the children of 
the orphanages, but the chil- 
dren of the bread lines, who 
will rejoin the ranks of the 
thousands of children in scanty 
rags who are seen begging for 
bread or wandering in the roads 
seeking for refuse unless you 
help them. 


Five dollars a month, sixty 
dollars a year, will save a life. 
Can’t we count on you to sign 
and return the attached coupon 


today . 





| GEORGE M. REYNOLDS, Treasurer 
Illinois Committee, Near East Relief, 
19 So. La Salle Street, Chicago. 


PR necineconenciniscntiasiiatieantiliieamataney 


Se 





City—-- — 


I will become sponsor for the life of a child 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 














rye 














June 3, 1922 BOOT AND SHOE RECORDER 47 














Three Popular White Numbers 


IN STOCK 





‘Sq aN 
— , Min No. B 713. Al! white cloth five eyelet oxford, outside tip, narrow space 
vamp and lace stay, white ivory sole, welt and heel, 27 last, 13-8 = 
4.15 
No. B 714. All white cloth one buckle Detroit, corded imitation tip, 
white ivory sole, welt and heel, 25 last, 9-8 heel................ ..$4.25 
No. B 715. White cloth Cambridge, perforated patent leather strap, 
white ivory sole, we't and heel, 25 last, 9-8 heel................ .$4.65 





Sizes AA, 41% to 8; A, 4 to 8; B and C, 3 to 8. 
Terms: Net 30 Days. 


BURROWS SHOE CO., Inc. 


ROCHESTER, N. Y. 














N. Y. City Sales Room: 604 Marbridge Building 
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[The Line You Hear So Much About] 


Business Builders 
for you to retail at 


from $6.00 to $9.00 


aati ra 
a ucher. ac. 

| Pattern. Panel and Gold fitting. Two 
erforations. full Soles. Rubber heel. 


“Haig” Last. Poole & Johnston, - “Tip Top” Last. 
Boston BROCKTON, MASS. New York 


183 Essex St. (Campello Sta.) 433 Marbridge Bidg. 


es ye PM eM een eM Te MUN © MULL TL 
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Style 408—Color 104. 
Willow Calf. New 
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Let the Shoe Itself Support the Arch 


ANY people in your city are troubled with weak or 
fallen arches. 


Nothing in the Shoe 
But the Foot 





RIVET 
LOCKinw SHANK TO INSOLE 


You should sell them shoes built with Crawford Arch 


Supporting Shanks. 


Do not let them experiment with 


those contraptions called arch supporter, for any appli- 
ance crowded into the shoe will cramp the foot, injure the 
arch and destroy the shoe. 





Brockton, Mass. 

93 Centre 
Cincinnati 

708 Broadway 
Chicago 

18 South Market 
Haverhill, Mass. 

145 Essex 
Johnson City, N. Y. 

124 Main 


Marlboro, Mass. 
11 Florence 











A LINE of shoes with Crawford Arch Supporting 
Shanks is a business building asset for any 
lively shoe store. 

The Crawford Arch Supporting Shank is built 
right into the shoe—fitted between the inner and 
outer soles and locked to the insole. It preserves 
the shape of the shoe and gives support to the arches 
and ease to the foot. It cannot abrade the skin. 


United Shoe Machinery 
Corporation 


Boston, Massachusetts 











Milwaukee 
258 Fourth 
New Orleans 
216 Chartres 
New York 
37 Warren 


Philadelphia 
221 North 13th 
Rochester, N. Y. 
130 Mill 
St. Louis 
1423 Ofive 
San Francisco 
859 Mission 
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Still going big 


Hannahsons Fabric Novelties 


And they will continue to go Big because Hannah- 
sons Fabrics are Honest Shoes at Honest Prices, 
made by an Honest, Efficient Organization. 


No. B775 
$3.00 











In Stock--In Style 
Order them today 


Sell them tomorrow 





Black’Satin Flapper, Imitatior 
Turn,jlow flat 9-8 heel, leather 


ned,3B to D, Code ***S« — . 
. ot Se x“! = ae ene t . . White Whipcord Turn Flapper, 12-8 Military Heel, Wide 

ee eee re Renin’ $3.35 Strapjround toe. Ato D. Code “Judith.” 
ih B657—Same as above except Slide Buckle, 9-8 heel ..... $2.35 


No. B755 
$2.65 






No. B565 
$1.85 


In Stock — In Style 


Sizes and widths Carried 
In-Stock: A, 4-8; B, 3-8; 
C and D, 2%-8. 









Black Satin One-Strap, 12-8 

Cuban heel, Leather Lined, 
Imitation Turn, B, D, 
Milo Button. Code “Martha.” 
No. B1715—Same as above, reg J Genuine Turn, A to D, 
Rhinestone Button. Code ‘Marie.’ $3.25 





White Canvas Imitation Turn Flapper, 9-8 Low flat heel, 
B to D. Code “Queen. 





” 


No. B700 Wide Strap, Slide Buckle, 
$3.35 






No. B515 
$1.75 





No. B700—Black Satin One-Strap, 16-8 Half Louis Heel, 


Beaded Ornament, Genuine Turn, A to D. Code “Elsie.” 
ze. a- -Same as above except with 12-8 Baby Louis Hee White Canvas Grecian One-Strap, 12-8 Cuban Heel, B, C, D. 
Code “ Louise.’ Code “‘Polly.’ 


HANNAHSONS SHOE CoO. 


HAVERHILL, MASS. 
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A shoe lace that’outwears 
by months ordinary !aces, 
stays tied and never looks 
shabby. 





Your store should be the place where your customers first hear 





about ‘“‘Cordo-Hyde’ Laces. You can bring about this result 







by always having ‘‘Cordo-Hyde” Laces on display. We will do 


our part by furnishing you the signs. Put ‘Cordo-Hyde”’ 






Laces in your window and_you will find they are “sold as soon 







as shown.” 


LACE DIVISION 





O. A. Miller Treeing Machine Company 
BROCKTON, MASS. 
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New Fashions For Fall 
In the EK & M Line 






No. 1311 

















Not in Stock 


No. 1303—A two-button turn, one-strap, with cut-out quarter. 
Black satin vamp, Black silk brocade quarter and heel cover. 
Carries 14/8 Full Louis Cuban heel. 


No. 1311—A patent turn, two-button, one-strap on our 81 last. 


Carries 14/8 Cuban heel. 


The good will of your customers is your most valued asset. To protect 
it, we are making E. & M. shoes on quality standards, which create and 
sustain enduring business relations. Let’s get acquainted. Ask to see 
samples. 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 
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“WILSON SEWED” 
TO RETAIL AT $5.00 


THE DURABILITY OF A WELT—THE FLEXIBILITY 
OF A TURN — COMFORT — STYLE — SERVICE 


Terms 5°%-10, 4%-30. Case Lots 7%-10 Prox. 








Garrishurg Shoe Manufarturing Company 


Shoes for Women and Children 
Harrisburg, Pa. 


** Sane Styles and Sound Values ”’ 
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IN STOCK 


READY TO SHIP TO-DAY 





NO. 210—WHITE BUCK PUMP—APRON OXFORD, GOODYEAR 
WELT, 8/8 RUBBER HEEL. IMITATION WAVE TIP. DESIGN 
ON TOE. WIDTHS, A-B-C-D, SIZES 24% TO 8..... PRICE $3.30. 











TERMS, “5% 10, 4%-30. 
CASE LOTS, 7%-10 PROX. 


Garrishurg Shor Manufacturing Company 
Shoes for Women and Children 
Harrishurg, Pa. 


**Sane Styles and Sound Values’’ 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a much-needed ‘‘finish- 
ing touch’’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil nor harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray. Dark Gray and Cham- 
pagne. 





For sale by shoe findings jobbers 





United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





D2 | June 3, 1922 BOOT AND SHOE RECORDER 55 


entiewmoeeri 


Wool Hose, made by WOLSEY CO., Litd., Leicester, England 












































Immediate Delivery 


Two splendid imported men’s hose for Summer 
—one light—one heavy. 





A record season of sports has started. The 
pleasure of outdoor activity will be indulged to the 
limit by men and women all over this country 
from now until the snow flies. 


Regardless of the apparent state of pocketbooks 
—regardless of social distinctions, a widespread 
demand for sports apparel will be insistent through 
the entire season. It can be encouraged and de- 
veloped into a big business. 


Display CENTEMERI WOOL HOSE and do 


additional warm weather business. 


> 


Sell “That Extra Pair” to Men 


Men live in knickers most of their leisure hours 
eight months a year. Sell them No. 912, a light- 
weight rib in heathers for lounge wear $18.00 doz. 
and No. 924; beautiful, soft, and luxurious for 
golf, hiking, yachting, etc.; in brown, and green 


TNR Si Tae Bie rere. $22.50 doz. 


a 


< ES a is G2 mulae sn Ss nee 
: ae pe oe ERE CS 4 eS he aia 


RES 
s a oy * s. he Pv te . 
. > . es 
; 


Order Now—24 Hour Shipment 


P. CENTEMERI & CO. ; 


400 FIFTH AVENUE NEW YORK , 


ae 


mts 
» as nae 











No. 924—Men’s 
Full weight 


SPORTS 
The wanted quality. 
$22.50 








No. 912 — Men's 
Light weight, pure 
wool, turn-over top. 


$18.00 
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Style No. 1403 


Fine White Fabric Oxford on 
No. 168 last. Narrow toe. Imi- 
tation corded tip. Flexible Welt. 
White welting with natural leather 
sole. White heel, enameled, | 5-8 
inches high. AAA to E IN 


STOCK. 
Price $4.85 
White oxfords ready for 
immediate delivery. 
J. J. Grover’s Sons Co. 
LYNN, MASS. 


Boston, 80 Boylston St., Little Bidg. 
New York, 47 West 34th Street 























“CLIF TON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“Clifton” Gem Duck 
when once tried 


“Clifton” shoe covering paper and 
shoe covering cloths, also “Clifton” 
backing and plumping cloth give 


satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 


TAG ALONG WITH HOWARD 





Strength and Durability 


Recently we received a letter from one of our customers 
who has used our manifold tags for 13 years. 


In it he said: ‘““The factory, or cardboard, copy of these 
tags is printed on your ‘Howard Stronghold’ stock, which 
is very tough, and is not easily torn in going through the 
works.” 


Not alone this one, but every shoe manufacturer realizes 
the importance of strength and durability in the factory 
tag. 


We are today making and printing factory tags for many 
of the largest shoe manufacturers in the United States and 
are satisfying ~y rigid requirements with our “Howard 
Stronghold” 


If you are not using this tag, send for samples of it. 
Tear the samples and note the strength of fibre, write 


on them and note the smooth surface. scratch them with a 
knife and note that the color runs all the way through. 


For tag_ satisfaction ate your next tag printed on 
“Howard Stronghold” Stoc! 





THE HOWARD PRINT, INC. 
Quality and Service 


Campello Station, Brockton, Mass. 
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‘ <Kagee STYLES 


. VALUES 


FOR IMMEDIATE DELIVERY 
That will assure you Quick Sales—Good Profits—and Satisfied Customers 


tia 





RED CELLULOID ef 1 
COVERED HEEL 


No. R1910—Newest pattern Black patent leather Grecian cut-out, full black kid lined, silk French oe. 
ing, 12-8 red celluloid covered military heel, new process flexible sole. A, B, C widths....... $4.8: 


No. R1909—Same ens 0 in all Black ome nt leather, 12-8 black celluloid covered epemrende heel. AA, A,B,C 


widths. . TE: POA FEEP Sy ery ee epee Cee ree 84.85 
No. R1911—Similar style in all Black patent leather, four cut-outs on vamp, 15-8 Junior, full Louis 
covered heel. AA, A, B, C widths ‘ ete .-. 04.85 








Lot No. 4417—High-grade White cloth one-strap, 


sliding buckle, rope stitched on vamp and quarter, No. R154—White_ sea island cotton canvas sport 
9-8 rubber military heel, Ivory Welting and Goodyear oxford, patent leather tip, lace stay and quarter, 9-8 
“i Sr | fee re $2.65 white military rubber heel,  Coemgeee welt sole. B, C, 
Lot No. 4724—Same pattern in very high-grade D widths.............20ccscscsesscsceees . + $2.50 
Levour’s White Cab. perforated vamp and ome, No. R152—Same pattern in ‘all over white ser 4 
imitation straight tip. B and C widths... .. 75 SR RR er Serre 


NOVELTY SHOE COMPANY 


“TRUE TO ITS NAME” 
32 S - WELLS ST. CHICAGO 
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BALTER'S isn't 
MAKING STYLES 
YOU CAN TURN FIRST CLASS, LOW PRICED SHOES LIKE THESE 


QUICKLY, MAKING EASY MONEY ON LIBERAL MARK-UP 
AND HAND THE CUSTOMER STYLES THAT SATISFY 


















BUYING FROM 
THIS PAGE IS 
EASIER THAN 
BUYING FROM 
SAMPLE CASES— 
TRY IT OUT ONCE 




















No. 505—Women’s Patent Chr No. <. Growing Girls’ Tan Side One-Strap 
One-Strap, Buckle Pun Bs Mili ary “Rubbe I Pump, Gox ven ar Welt, 8-8 Rubber Heel. 
Heel. Widths D. Size , 4-8. Price, C and D widths. Sizes: 3-7, 3-8, 4-8. Price, 


$2.15 


No. 456—Same in Havana Brown 





$2. 
Kid. Price, 
$2.60 





No. 504—Women’s F ull Chrome Patent One- 
Strap Two-Button Cu rut Pump, 9-8 Reb- 
ber Heel, McKay. Sizes, 7, 3-8 i 

_, _. eae ' ‘ $2. 15 















WE ADVERTISE 
ONLY WHAT WE 
HAVE READY TO 
SHIP. SAMPLES 
SENT IF WANTED. 


















No. 3121—Women’s Wh te Canvas 5-Eyelet No. 3130—Growing Girls’ White Canvas One- 
a wt Oxford, Bla ck Leather Apron, White Strap with Buc kle W | Enamel Leather 
: namel Leathe Sole, and Ru bber Heel Sole, and 8-8 Rubber Hee D wide. Size 
D wide Size 3 ? 3-8, 4-8 Price.... $1.60 3-7, 3-8, 4-8. Pric e $ 


Buckle 


Price 


No. 3135—Same with Butto on : Strap instead of 
$1. 













OUR GOODS ARE 
NOT MISREPRE- 
SENTED. EACH 
STYLE EXCEL- 
LENT VALUE FOR 
THE PRICE. 











No. 459—G 


were a Brown Kid 


wing No. 1202—Wome 

Oxford, G« ieee r We he, Leather r Qua arter i Buckle Mc Kay Pump, 
ng, and 8-8 Re ~ er Hee - C and D widths D wide. Sizes: 3-7. Price....... 
Sizes: 3 8. Pr $2.50 


n’s Brown Cab. 








One-Strap, 


— 8 Rubber Heel. 
$1.60 





5-Eyelet 


No. 3122—W<« 
Sport Oxford, Black Leather Ball ieen, White 


ymen’s White Canvas 
Enamel Leather Sole, and Rubber Heel. 


PD wide. Sizes: 3- Price. $1.60 


y 5-6, 4-6, 3-5 





No. 952— Women’s Extra Fine Black Cabretta 
5-Eyelet Oxford, McKay, 12-8 Rubber Heel. 
D wide. Sizes: 3-7, 3-8. Price.. --. 91.58 
No. 951—Same in Brown. Price.. . $1.50 


BALTER SHOE COMPANY 


(The House That Has the Goods) 


133 ESSEX ST.—NEAR THE ESSEX HOTEL 


BOSTON 
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Price 4.00, net 50 days. a Jf i | 







































































In Stock 
#734 


A %, Military Heel Welt Oxford 
made in White Beechtex Cloth 
imitation stitch tip with white “s ail 
ivory Sole Amn eel. Made on [~ 
#129 last. - 













Sizes 24 to 8- Widths, AAA toD -~- SF 4 ‘ 





At thistime we can make 


B0day shipment u any / » 
joods to be Tals _ 








MOORE-JHAFER” hy y 
°MHIOE ° MFG °CO° Ut by 
BROCKPORT: N.Y. U.4A. 


NEW YORK OFFICE. $45 547-544- MARBRIOGE BLDG., BROADWAY AT 54° S¥ 
JACK EVESTER MGR. 
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No. 72I—Tan Side No. 13 


No. 848— iui Foxed Oxford, Envoy Last, 
Gon fae ae we Single Sole, Half Wingfoot 








Veal, Color !04, No. 8 La i 
Oxford. Frenchy Last, Single Rubber Heel. B and C Widths. 


Sole. Half Wingfoot Rubber : Sizes 6-11; D width, 5-11. 
Heel ; Price $4.25 SOS ee oO 
Net 30 days Net 30 days 6 


In 
Stock ~~ 


With the WEBER Reputation behind them to assure their value 


WEBER BROS. SHOE CO. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg.{| H. Harris, Rep. 



















































Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 





The ideal of comfort and service in moccasin footwear for dry 


season wear, and a sensible “pal” for the growing lad. ‘ f 
Write for Dealers’ Price and 


Catalog 


W. C. Russell Moccasin Co. 
Berlin, Wis. 


























" 
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SHOE MACHINES 


TOOLS and SHOE FINDINGS in Three 
War Department Auctions 


June 22nd, 1922 
EN sends Sk inka ckaddans tava aacael June 27th, 1922 
June 29th, 1922 


It took lots of machinery, tools and supplies to keep four million shoes in daily 


contact with the soil of France. Not all that was provided was used. Some of the sur- 


plus repair equipment and findings is now for sale. 
There are many modern machines, hand tools to equip a small army of shoemakers, 


and quantities of findings. The lists are clear, send for the catalogs—Boston and 


Brooklyn sales especially. 


BROOKLYN SALE HAS: BOSTON SALE HAS: 
Thread 
Shoe Tacks 
Shoe Repair Tags 
(and other items that may interest you) 


Nailer, foot power 

Automatic Nailer, “Crowe” 

No. 6 Clincher, fastener and heel slugger 
Champion comb. harness and shoe stitcher 
Merrow Overhemmer 

Champion Stitcher 

Shoe Finishing Machine (and other machines) 
Nails—Wire—Tacks 

Half Soles—Heels—Lifts 
Eyelets—Thread—Wax 

Heel Plates—Hammers 
Knives—Awl?y~bristles 

Abrasive Papi $Needles 

Jacks—Lap Rests—Kits 


The Government reserves the right to reject any or all bids. 
FOR CATALOGS, WRITE 


For : 

BOSTON SALE....... Commanding Officer, Q.M. Intermediate 
Depot, Boston, Mass. 

Q. M. Supply Officer, General Intermediate 


reat Oat tat a Ist Ave. and 59th St., Brooklyn, 


st 




















WAR DEPARTMENT 
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Patent Leather 
Gray Underlay 


The above illustration 
shows one of our latest 
styles. It will prove an 
important factor in your 
season’s sales. We cannot 
too strongly advise its pur- 
chase without delay. 


Witherell 


TURNS 
Haverhill 


grade one constuction 


are values that will gain 
steady business for you at 
most favorable prices. An 
order will prove the satis- 
faction with which our 
turns can be sold. 


E. A. & M. C. Witherell Co. 


Factory: Boston Office: 
Haverhill, Mass. Rice Bldg., Room 406 


Sales Rep. for lowa and Neb. 
Ww. J. CULLY 
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No. B 2536 
White Moccasin with 
White, Pink or Blue Rib- 
bon and French Knot- 
Trimmings. 
$9.00 a Dozen Pairs 





No. B 106 


All Patent Beeman, One 
Strap, Mary Jane. Flex- 
a 


ible Hand Turn. 
1 to 5, Half Sizes. .. / $0.90 
No. B 135 
Same in Brown Patent 
Leather. 
No. B 162 


All Mat Kid, One Strap, 
Mary Jane, Flexible Turn 


Soles. 

3-5 icains Heels. .... $1.30 

5 44-8 Spring Heels. . . $1.35 
No. B 163 

Same in All White Buck. 


3-5 Spring Heels... .. $1.50 
5\%- 8 Spring Heels... 1.55 




















Fh -MacMasdster 


INFANTS AND CHILDREN’S 
FOOTWEAR 


SOFT SOLES 





No. B 1485 
One Strap, Mary Jane, 
Patent Leather, Black But- 
ton and Pump Bow. 
Sizes 0 to 4... .$6.00 doz. 


TURN SHOES—IN STOCK 
FOR AT ONCE DELIVERY 





No. B 371 
All Patent Leather, Four 
Strap Sandal, Turn Sole. 
4to8 Spring Heels . . $1.70 
8% to11 Spring Heels 2.25 


No. B 379 
Same in All Brown Patent 
Leat 





No. B 370 
Patent Leather, One Strap, 
furn Sole. 
{to “" No Heel. ..... $1.10 


4 to 8 Spring Hee! 1.30 
8% to 11 Spring Tice! 1.65 


J. J. MAcMASTER 


Rochester, N. Y. 






Jun 


—_—_ — 
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GALLUN’S 








NORWEGIAN 
Calf and Veals 








== Fall season of pronounced demand for these 
famous GALLUN specialties is assured. 


Manufacturers and reta‘lers who overlook no detail that 
helps to hold and increase the confidence of their customers 
are standing solidly by their standards which call uncom- 


promisingly for GALLUN QUALITY. 


As usual GALLUWN colors are 
correctly in line with the latest 
tashion tendencies. 


NORWEGIAN Colors 3 and 4—also Black—may be specified with the fullest 


confidence. 


VIKING CALF will be available in 5 colors and black—and this splendid leather 


making additional friends and adherents every month. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 11 East Street, Boston 
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BUY-WHITES-NOW! 


These Fast Sellers 
On the Floor Ready to _ 














No. 3503—White Canvas One- 
Strap, Hand Turn, Full Junior 
Louis Heel. B, C, and D Widths 

$2.50 


No. 3502—White Canvas One- 
Strap Turn, 12-8 Military Covered 
Heel. Cand D Widths..... $2.35 


No. 760—Same Style as 3503 in 
Black Satin Flexible McKay. 
CorD ‘ $2.75 





No. 3503 


No. 4400—White Canvas Good- 
year Welt One- Strap, Tip and 
Back Trimmed in Patent Leather. 
B and C Widths.. . $3.2. 


No. 4401—Same as above, except 
all White Canvas. B and C 
Widths. ..... ... $3.25 


No. 1801—Same in all White Cab 
Flexible McKay. B, C, D..$3.35 





No. 4400 


No. 4200—White Canvas One- 
Strap, Buckle Flapper Pump. Turn, 
Covered Heel. C and D. Widths. 


No. 4201—Same style, except in 
Flexible McKay. D Width. .$1. 95 


No. 4202—Same style as No. 4201, 
except unlined.. .$1.75 


No. 4203—Same style as No. 4202, 
\ with one button........ $1.75 


. No. 4204—Same style as 4200, in 
all Black Satin. June 15 Delivery. 

: Flexible McKay. C or D Width 
$2.40 


No. 4200 


No. 3501—White Canvas One- 
Strap Flapper Pump,Hand Turned, 
Low Covered Heel. B, C, and D 
Widths $2. 35 


No. 2502—Same style as above in 
better grade and of White Eve 
Cloth. B and C Widths... ..$3.00 


No. 4205—Same style as 3501 in 
all Black Satin. Jet ornament on 
throat. Flexible McKay. June 15 
Delivery. C or D Width $2.50 





No. 3501 


Dave W. Saifer Shoe Co. 


37 S. WELLS ST. CHICAGO 





THE HOSIERY WITH 
THE BLUE EDGE 





PROPPER 
HOSIERY 











Chiffon Hosiery in 
All Shades 


PROPPER SILK HOSIERY MILLS, 


INCORPORATED 
(Holland Bldg.) 


276 Fifth Ave. NEW YORK 


Manufacturers of 


LADIES’ FULL FASHIONED SILK HOSIERY | 
MILLS AT LONG ISLAND CITY 





























They Sell on Sight! 
| 


FLAPPER 
TONGUES 


(Detachable) 


For Low Shoes 


We need a few good salesmen 
to handle these Flappers as 
a side line. 





Patent Pending 
Convert dress pumps or ordinary oxfords into snappy 
sport shoes in a moment and are quickly removed without 
loosening the shoe. 

You simply insert the Flapper under tongue or straps 
of shoe, then lace, button or buckle the shoe. 

Made in patent, smoked elk, white kid and other leathers. 
The attractive designs appeal strongly to your trade. 


THE SEASON’S MOST POPULAR NOVELTY 


E. T. GILBERT 
lco 


MFG. CO. 


228-36 South Ave., Rochester, 
New York 





June 


< 





A pa 
impo 
York 
peare 
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A pair of boy’s shoes recently 


imported by an exclusive New ISTINCTIVE shoes for 

York house. Note the trim ap- child feat lari 

pearance of the Lacing Hooks ren ure lacing 
hooks. 


Your customers appreciate them 
because they make it easy for the 
children to lace their own shoes. 
Children take pride in them; parents 
take comfort in them. 


For speedier, neater, easier lacing— 
lacing hooks on children’s shoes. 




















Specify lacing hooks when placing your order. 


Insist on having what you want. 
For men’s, women’s and children’s shoes. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








66 BOOT AND SHOE RECORDER June 3, 1922 = 












hentai Oe at a cla Ai ey gee 
The standard Goodyear Winefoot Heel, made in black, 
white and tan, for men’s, women’s and children’s shoes. 


GOOD 
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HERE is no substitute for Good- 
year Wingfoot Heels. 


Their quality was never so high as now; 
their price was never so low. 


Why should you ever accept any other? 


Goodyear Wingfoot Heels fit perfectly. 
Their resilience lasts. Goodyear means 
good wear. 


A complete line of them is made for 
men’s, women’s and children’s shoes. 


More people walk on Goodyear Rubber 
Heels than on any other kind. 


Have you seen the new Goodyear Sport 
Bottoms? Perfectly designed for street wear, 
outing service, and athletics generally, the 
new Goodyear Sport Bottoms—a combina- 
tion of Goodyear Wingfoot Heels and Neolin 
Soles—have all the standard qualities of both— 
resilience, durability, waterproofness, comfort 
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She Logical Line with which to 
build a Children’s Business 


Jos DEL” solid leather welts?for infants, Chil- 


dren, misses and growing girls afford an op- 





| 
———— ] f] 


> 
- 


>A 


h 


portunity to build the finest kind of a children’s 








business. | 
| : ly 
i Each shoe is designed to guide the growing foot into Wy 
STYLE 43—Welt the next. This logical succession of models assures | 
Sterling Patent Colt Instep Strap Pump. excellent fit, youthful style and long wear to the i} 
| Perforated Vamp and Strap ’ : = 
214- 8, Last 22, 7-8 Heel, AA-D. .$3.60 most particular of parents. 
| 11144~ 2, Last 23, Low Heel, A-D.. 2.90 | 
814-11, Last 23, Spr. Heel, B-E.. 2.60 The P : ‘ mnal ~, me °° 
6 8. Last 23. Sor. Heel, C-E.. 2.35 [he styles illustrated are typical,of “Jel Del 
quality construction and proper fitting features. 
Our illustrated In Stock folders contain many valu- 
able hints for you. Write for them. 
4 





STYLE 73—Welt 





Growing Girls’ Sterling Patent Colt Strap 
Pump. Perforated Vamp, Foxing, Strap 


and Quarter 
244-8, Last 40, AA-D............ $4.00 STYLE 44—Welt 
White Sea_ Island Canvas Instep Strap 
STYLE 74—Welt Pump. White Welt 
Growing Girls’ White Reignskin Strap 2%- 8, Last 22, 7-8 Heel, AA-D. .$3.35 
Pump. White Welt 1144- 2, Last 23, Low Heel, A-D.. 2.75 
244-8, Last 41, AA-D............ $3.65 814-11, Last 23, Spr. Heel, B-D.. 2.50 





MADE TO GUIDE 
THE GROWING FOOT 


JELLY-DELANEY SHOE CO. 


LYNN, MASS. | 
- i —— 
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Footprints on the Path of Style. 


An analysis of feminine footwear in an 
attempt to show what is good style and why 


What do You Know about Feet? 


Article No. 7 in the series by Dr. Her- 
man W. Marshall. 


It’s Distribution that Costs 


More of the dollar goes into getting mer- 
chandise into the hands of the public 
than goes into the manufacture of the 
merchandise, says Representative Sydney 
Anderson, head of the Joint Commission 
on Agricultural Inquiry. 


Cinderella Stunt Boosts Business 


Advertising for the young woman with 
the right size feet proved more than a 
temporary business stimulant. 


A Delightful Adventure 


That’s what the children’s department in 
Byck’s Shoe Store, Louisville, has ac- 
complished—and the results are all that 
could have been hoped for. 


Buying— 


Finding Prospective Customers and 
Drawing Them to the Store 


...86 


...88 


74 


ee 


80 


92 
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Coming ! 


‘“‘Shoe Store Apparel” Section 


Here is an announcement which will be 

of keen one of our 
4% 
readers. 


interest to every 


In about two months, we will issue the 
first number of a new department of the 
Boot and Shoe Recorder styled the 
“Shoe Store Apparel”’ section. 


It will be exclusively devoted to the 
many kinds of merchandise which a shoe 
merchant can logically and profitably add 
to his regular line of footwear. Editorial 
articles and illustrations will appear on 
the best way of merchandising such 
articles as hosiery, garters, belts, bags, 
gloves, canes, rubber goods, handker- 
chiefs, and other lines of standard goods. 


An innovation? Yes—but one which 
is strongly foreshadowed in live shoe 
stores all over the country. Statistics 
show the average shoe salesman as selling 
eight pairs of shoes per day, or one pair 
an hour. There is certainly a big op- 
portunity to sell something besides foot- 
wear in America’s shoe stores. 
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“Send me up two pairs— 
my size is—” 


HAT if every customer was as easy to 
handle as that! No time used up in fitting 
or choosing a style. 


But that’s a typical telephone Educator sale-- 
the same shoe the customer had before. 


When a pair of Educator Shoes go out of your store, it 
means more than just a sale—you have added a 
customer to your clientele. 


And this customer is sure to come back for more Edu- 
cators, and will very likely bring along a friend. 


Building a come-back trade is an Educator habit, 
wherein it differs from “‘Stranger’’ stocks. 


RICE Isl UT CHINS, Inc. 


BOSTON wu. B J 
OUR NINE AMERICAN DISTRIBUTING POINTS 
The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co. Inc., Phila. The Atlas Shoe Co., Boston, Mass. 


The Rice & Hutchins St. Louis Shoe Co. 
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Making Every Minute Profitable in Your Store 


Why Should the Shoe Store Be Limited to Shoes When Every Customer 
Brought Into the Store Has Money to Spend ? 


retail shoe salesman only good for shoe selling 

and if so is an average of eight pairs of shoes 
per day a national quota to be proud of? Men who are 
born merchants look upon a shoe store as a one-sided 
proposition—people buy shoes when they need them 
and twice the population in the United States would 
need twice the number of feet to keep all the shoe 
stores busy all of the time. How much of the time 
of the retail shoe store salesman is spent in actually 
selling? 

We are hitting the merchant right between the 
eyes, and it is in the kindliest of spirit for it is for his 
profit. Is he making the profit he should for the 
money and time he puts into the game? Is his store 
making a profit on shoes alone and is that a meagre 
profit in comparison with the front, interior and loca- 
tion he possesses, as set up against a similar shop 
such as a drug store, specialty house or even a book 
store? 

We ask a flock of questions before we spring the 
Look about for those items salable in an 
alert store. How about hosiery, belts, leather goods 
bags and trunks, garters, handkerchiefs, sporting goods, 
caps, canes, umbrellas and a hundred clever little 
utilities appealing to man or woman? If a Boston 
merchant can sell neckties in the thousands; a Raleigh 
merchant, trunks and bags because his space is ample; 
a Providence merchant garters; and a New York mer- 
chant leather-covered flasks and cigarette cases, it 
looks like a reasonable proposition, at least. 

How many men going into a shoe store with money 
to spend would not prefer to buy their masculine 
articles in a “he-man’s” shop instead of making a 
dozen little trips to some notion section of a huge 


OOKING the issue square in the face—is a 


answer. 


emporium, It’s the full value of the salesman’s time 
that concerns us. 

The Recorder wants to see the retail shoe salesmen 
of this country a prosperous group of specialists who 
by their pay-envelope returns, demonstrate that they 
are making a profit for the store. and for themselves. 
A store salesman can be just as good a shoeman and a 
better salesman by putting every minute of his store 
time into bringing in the money—the major portion 
through the sale of shoes and the profitable extras 
through apparel. 

There isn’t a shoe store that can’t sell hosiery. The 
Recorder has demonstrated that fact time and time 
again. This hosiery service originated with the Re- 
corder and is one of the conspicuous accomplishments 
of the past ten years in increasing the usefulness of 
the shoe store to the public. Our hosiery expert is 
prepared to select and suggest profitable hosiery, and 
to systematize and develop better selling of hosiery. 

If the average woman wears six pairs of hose to 
every pair of shoes bought, the service of the shoe 
store in this direction has but started. One of the 
leading hosiery men expresses a belief that the shoe 
store will sell profitably through its hosiery sales girl, 
veilings and gloves and, what is not entirely impossible 
even silk underwear. Why not, if there is a profit in 
selling more goods per hour in the shoe store? 

There is certain to be some ridicule directed against 
this editorial by some of the old-line shoe men, but 
times are moving along more rapidly than we can com- 
prehend. If shoe stores are to keep up in the service 
plan of business, they must give better values. One 
new-line store is contemplating a double plan of shoe 
selling. The first method contemplates selling shoes 
“as is’’ with a regular fitting service, showing the cus- 
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tomer the shoes and completing the sale “catch-as- 
The second method involves fitting shoes 
a specialist to study the foot and 


catch-can,”” 
by appointment 
its proper fitting and to make such adjustments as are 
necessary to make the shoe comfortable from the start. 
For this extra service a charge of $1 is to be made. 
Who can say that the thing is not a possibility of the 
future? 

Think more about the usefulness of a good front and 
store, a pleasing sales staff and a regular habit of 
making a profit every minute of the day. Line up 
with some profitable apparel, and make the sale of it 
interesting to the public and to the salesman. See 
how much in volume of dollars and cents you can get 
out of your business, for you will find that shoes move 
more easily and more safely if the merry tinkle of the 
cash register is constantly in your ears. If competition 
is intense it may be the means of selling shoes more 
freely by making the margin closer and the volume 
greater. 

Don’t let an opportunity slip by for making a profit. 
No business is without its joys, that is, making a profit, 
but St. Crispin help the man who is waiting for cus- 
tomers to buy more pairs when the community is 
saturated with shoes and shoes alone. 


That Agricultural Inquiry 


ET the word be spread far and wide that the report 

of the joint commission of Agricultural Inquiry 

of Congress is by far the finest presentation of the real 

side of the merchant’s position, in the scheme of dis- 
tribution, that has ever been published. 

We frankly apologize for some of the unkind things 
we have said about Congressional reports and inves- 
tigations. We little knew that that ex-demagogue, 
Sydney Anderson, representative from Minnesota, 
had dropped his gun and started to building a con- 
structive platform for business. 

There is a French saying, “to be a revolutionist at 
twenty shows that a man has a heart; but to be one 
at forty shows that he lacks a brain,” and we see the 
miracle of the transformation of a red-hot radical into 
a serious citizen who surveys facts and brings forth a 
genuine contribution to the progress of distribution. 

We hope that the Anderson report will be given 
national publicity and that his recommendations will 
be carried out in Congress. The shoe trade knows 
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how exhaustively the report was made, for merchants 
in every State furnished their business statistics to the 


Agricultural Committee. It is natural for the item of 
shoes to be pictured in bold type, for shoes are worn 
by everyone and are common examples of the cost of 
living. 

Mr. Anderson frankly tells us that all profit is not 
net profit, and has cleared the public mind of many of 
the stubborn prejudices spread about by several at- 
torney-generals and departments of injustice. 

We would like every subscriber to write Sydney 
Anderson a real letter of thanks for his contribution 
to the enlightenment of the farmer and the public— 
for most Congressmen get kicks and never a bouquet. 


Why Not A Buyer’s School ? 


HERE are nowadays a great variety of schools, 

and among them are schools for salesmanship, 
which is also taught by correspondence. In the case 
of manufacturers and wholesalers. the sales manager 
at stated times, has a meeting of the salesmen and puts 
over lectures. Often these gatherings take the form 
of an experience meeting, and various of the faithful 
relate their joys and sorrows in wrestling with the 
retail merchant while swinging round their respective 
orbits in search of orders 

Turning to the case of the buyer, we have yet to 
learn of a school which has been established for ‘his 
training, other than the hard and time-honored school 
of experience. And yet it is safe to affirm that the 
responsibility of the average buyer is greater than 
that of the average salesman. There is an old adage 
to the effect that goods well bought are half sold. 
Per contra, if poor judgment is used concerning prices, 
styles and quantities, time of delivery, etc., the con- 
cern is the loser. If this happens too frequently, a 
day of reckoning comes to the salaried buyer, if he is 
the responsible party Temperament, also. cuts a 
figure. Some buyers are too optimistic. 

The salesman places considerable confidence in 
friendship, but he has no claim on the buyer. All that 
he can legitimately expect is preference at the same 
price, al’ other things being equal. Hard luck tales 


do not count with the shrewd buyer, and no salesman 
who has had even less than a year’s training experi- 
ments along that line. 

As a general rule, the man who does the buying is 
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the price-fixer. Old-time retail merchants did not 
bother themselves very much about overhead expense 
or percentages of profit. We recall the story of a man 
who kept a general store in the country. He was asked 
what per cent profit he made. His reply was that he 
didn’t know a thing about percentage, but if he bought 
raisins at six cents per pound and sold them at twelve 
cents, he doubled his mooey. 

While a salesman cannot be too well posted on what 
he has to sell—and usually those who are thoroughly 
informed are the most successful—there are excep- 
tions to this rule. It is more essential for the average 
buyer to be an expert in his line than it is for the aver- 
age salesman. As a matter of fact, his position trains 
him for his job, since he is continually examining 
goods and hearing prices quoted. 


Effect of Tariff on Retail Prices 


T is significant to note that retail merchants have 

_ at least one champion in the Senate to defend the 
position they have taken on pending tariff legislation. 
Senator Hitchcock of Nebraska is the first member of 
the Upper House to defend retail merchants from the 
malicious attacks of extreme protectionists in the Sen- 
ate. The Nebraska senator insists that retail prices 
will not come down until Congress does its part by 
reducing the tax on the articles which the retail mer- 
chants sell. The case of merchants was presented to 
the Senate at the request of the retail trade promo- 
tion sub-division of the Lincoln, Nebraska, Chamber 
of Commerce, which passed resolutions recently ex- 
pressing their unalterable opposition to unnecessary 
advances in the prices of commodities which will react 
unfavorably against the retailer in the event the pro- 
posed tariff bill passes without revision of rates. 

Senator Hitchcock pointed out that retail merchants 
through the country dreaded the prospect of an in- 
crease of prices to the American consumer as a result 
of high tariffs, because they are already irking under 
comp‘aints from consumers. Attention of the Senate 
was called to the fact that “people complain against 
the retailer because, unfortunately, the retailer is on 
the firing line; he is the man who has to deal with the 
people; but it is the law which taxes these articles of 
consumption which is responsible for the high prices 
that the people pay. If prices are high, it is due, in the 
first place, to Congress, which is levying such heavy 


taxes on the consumption of the American people. 
The retailer is merely the man who is on the firing 
line, who must meet the complaints of the people.” 

Senator Hitchcock said that the great mass of the 
people who patronize retail stores do so from neces- 
sity, and they buy necessities rather than luxuries. 
He urged that Congress should busy itself in an effort 
to reduce the cost of living rather than increase it by 
high tariff duties. The senator submitted data com- 
piled by the Lincoln, Nebraska. retailers showing that 
glove taxes would be considerably increased in every 
line. J. E. Miller, a retail merchant of Lincoln, Ne- 
braska, attributed the increase in rates on men’s 
leather gloves up to 12 inches long, now taxed $1.00 a 
dozen with a proposed tax of $5.00, to former Con- 
gressman Littauer, who came from the glove manu- 
facturing district, and, according to Mr Miller, is al- 
ways called “in to write glove tariff.” Mr. Miller ad- 
vised Senator Hitchcock that the increases on the 
various commodites imported and sold by retailers 
in this country would be excessive and in many in- 
stances prohibitive. 

Correspondence of many senators shows that retail- 
ers throughout the country are provoked at the delay 
in settling the tariff question. It is questionable 
whether any time will be gained by invoking cloture 
rule, which would limit the debate on the tariff bill. 
The minority members of the Senate insist that they 
are trying to get a record vote on each amendment in 
order that the country may know the views of the 
various senators on the proposed tariff rates. Senator 
Simmons, minority leader, has compared the tactics 
of his group to the policy of a merchant measuring 
cloth with a yardstick, declaring that the discussion of 
each item is to determine whether it conforms to the 
yardstick of economics or not. 


March Hides Are The Worst 


“Speaking of country hides, a familiar shoe trade 
topic,’ says a tanner, “I wonder how many shoe mer- 
chants, or even shoe manufacturers, know that March 
hides are the worst of the year. Pelts, you know, are 
always poor in the Spring. That’s nature. Besides, 
country hides are often loaded up with an accumulation 
of dirt, manure, hair and grub holes. Indeed, we do 
not buy March hides unless we have to, and then we 
add three cents a pound to the price, because it costs 
us more to clean and handle them. 
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wenn onthe Path 


of Style 


An analytic treatment of 
Jeminine footwear to spread a 


wider knowledge of good style 


j 


oS 


BUSINESS paper should at all times serve as a 
A medium of education, To do this it should in- 
terpret styles and merchandising methods and 
should be interested in keeping the subject before the 
merchant-reader until every essential feature of an 
education, and character has been exhausted. 

We have a practical example of the value of repeti- 
tion and intensive study on a single subject. Our 
daily newspaper would have treated the Brooklyn 
Style Shoe the following morning and let the topic 
alone from that date forth. A real business paper 
emphasizes and re-emphasizes salient points, viz—the 
Recorder in this week’s issue selects a few footprints 
on the path of style and registers the essential feature of 
each, 


Most buyers are receptive to suggestions on fine 


points of shoemaking. It is well that all merchants 
learn the finer points of shoe manufacture. A keen 
buyer of shoes, when he visits the market, asks the 
privilege of going through the factories to see how the 
shoes are being made, The buyer learns that to French- 
braid a one-strap slipper means the saving of 25 cents 
over French-braiding a two-strap slipper. He can 
actually see the difference of 25 cents after seeing the 
work go through the mill. It is difficult to interpret 
the higher costs of fine shoemaking, except by knowing 
definitely the reasons for such costs. 

This little summary of some of the features of the 
Style Show is given in the form of ‘close-ups’ with a 
diagram of the essential feature and with a word or two 
as to why the shoe is distinctively styleful—it is dis- 
section of a practical sort. Every shoe should be 


studied as to its potential selling points. 





No. 1—The waist line band and front line 
loop in this sport shoe has got to be precisely 
in the proper place and to have just the cor- 





rect curvature to make the shoes styleful and 
salable. The fact that it is in red over white SS 
is an incident to the matching of the costume fo FR TH 
with the shoe. Shoe from Julius Grossman, ' / 
Inc., Brooklyn, N. Y 


a No. 2—One of the new features in high 
I style footwear is the use of twin buttons, one 
on each side. Here we see a pattern in white 
and black, with cross-straps meeting at the 
top of an open V, making a gaping shoe 
impossible. Shoe by Degen-Lipp, Inc., 
Prooklyn, { 
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No. 3—Combination of a strap and ornament 

with a throat is new to sport footwear. Here eZ 
we have a wide strap and a buckle of approx?- : 
mately the same dimension, with the strap 
pulled down low enough on the ankle to make 
the combination attractive. An inch bigher 
and the effect would have been spoiled. It is 
these little things that make for perfection in 
footwear. Shoe by S. Weil & Co., Inc., Brook- 
lyn, N. Y. 






od 





No. 4—The first showing of a periwinkle blue, 
as a leather, to the best of our knowledge, was 
by George W. Baker Company, Brooklyn, New 
York, and we see it in the form of a new type of 
cut-out apron effect over patent leather, having 
the color in the beel. The leather trimming is 
better than an inch wide over the ankle and 
around the front. 








No. 5—Getting as close to the Grecian 
sandal as is possible in footwear was at- 
tempted by the shoe of Horn Shoe Manu- 
facturing Corporation in Brooklyn, in that 
in some cases the sandal does not have even a 
counter, but is cross-strapped at the back 
and it has no re-inforced toe box because it is 
cut out in the forepart. In white and colors. 
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ene No. €—The pendant cut-out, or what some 
term the tear-drop cut-out, usually leads up to a 
strap. Here we find a new use for it In a hori- 
yontal cut-out in color on a low sandal and 
having characteristic cut-outs in the forepart. 
The binding is in the color and the shoe has 
novelty in it for the Summer season. The shoe is 
by Andrew Geller of Brooklyn, N. Y. 








No. 7—Here we have a cross-strap with two 
buttons on the outside of the shoe, with the fore- 
part showing a sunburst effect, the straps of 
leather over the buck. Thus, in a single pair of 
shoes is given two fresh style ideas illustrative 
of the amount of workmanship that can be put 
into fine turn sandaJs. This style by Baker- 
Chandler & Co., Inc., New York City. 








No. 8—A new curve to a tip is something all 
factories like to discover but rarely achieve. 
There are no perfectly straight lines possible in 
good shoemaking. Here we see the curve of the 
tip, the curve of the throat, and the curve of the 
straps and foxing lines all in harmony.™ To 
make these sport effects lighter in appearance 
and weight a covered wood hee) is,used. This 
- ee from Wichert & Co., Inc., Brooklyn, 
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No. 9—Cloth of gold and cloth of silver highly 
brocaded is coming into evening footwesr. In 
this case we get a front line and fancy throat 
effect in satin with a dapper little bow on the 
side. The effect is new in turns and is by 
William Henne & Co.. Inc., Brooklyn, N. Y. 








No. 10--Wishbone pattern is calculated to 


ex A = pull in the shce so that with every step the 
f\\\ wink and gap at the side of the shoe is pre- 

A \X / sented ihe wishkcne is fastened by an 

F dippos oaet ankle strap end can le crnamented as is this 
~<) cre by Crifin & White Shee Company, 


~™ ~~ Lreoklyn, N. ¥ 





No. 11-—High style is possible in children’s 
footwear and Dr. A. Posner Shoes Ince., Pi SP, 
Brooklyn, N. Y., show the use of cording and t= | 
a wide cut-out strap over the instep. This ZN] 
marked effect in a girl's slipper proves that SyS\t 


style can be put into a natural last to give K 
appearance, as well as to retain the com- 
fortable features of the child's last. 


o No. 12—Two-tones of color in the strap in 

Ke AL the form of braiding is something new. The end 

>~S of the strap fastens with two buttons, each of 

Svc & which holds one of the bands and each of which 

ey) JOw is different in color. There is no limit to the 

ee", artistry of good shoemaking. This style by 
Fred A. Eyre & Co., Inc.. Brooklyn, N. Y 





No. 13—The side ornament is the rage in ~ 
Paris as the side drape in costumes have come ° 
into vogue. Here we have three jet pendants on 
a rhinestone, both being attached to a fancy 
strap having cut-out holes. The entire slipper 
is in satin and the tip has a fancy patent leather 
trimming. Shoe by I. Miller & Sons, Inc., 


Brooklyn, N. Y. 








No. 14—The apron can he made an attractive 

part of the shoe by the use of side cut-outs, 

, as can the tip te made in harmony by small 
cut-outs. This effect was obtained by J. J. 
Lattemann Shoe Mfg. Company of Brooklyn, 
N.Y., in this patent and white canvas oxford. 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 


A series of condensed medical articles with numerous illustrations have been prepared 
by the writer for the ‘““Boot and Shoe Recorder.” They are direct results of a question- 
naire on shoes and feet that was sent to orthopedic surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 


FOOT TENDONS AND TENDON TROUBLES 


TENDON is a fibrous prolongation that trans- 
A mits the strong pull from a large mass of elastic 
muscle fibres to the tendon attachment at some 

small area of bone. 
Typically, tendons are cylindrical or flattened smooth 
cords which slide back and forth freely within special 





Figure 16—Types of muscles with their tendons—After Toldt’s 
Anatomical Atlas— Republished by special ces of 
Rebman Company, New Yor 


smooth sheaths. Some tendons are many inches in 
length, running from lower leg muscles to tips of toes. 
Others are very short, thick, and without well developed 
special coverings. 

Figure 16 shows how pull of each muscle fiber is 
united with others, and all are concentrated into a 
strong, slender, inelastic prolongation, the muscle 
tendon. Dark areas in the picture represent masses of 
muscle fibers lying side by side. 

Tendons are not ligaments. Both are fibrous, strong, 
and inelastic; but tendons run from muscles to bone 
and transmit muscular force, while ligaments run from 
bone to bone to bind the latter together. Thin sheets of 
fibers envelop each joint, and prominent flattened 
thicker bundles of inelastic fibers blended with these 
continuous coverings are designated by special names. 


An important function of tendons is the changing of 
directions of mechanical forces which they transmit, 
in order that such forces may be used most ad- 
vantageously, Figure 17 indicates how this is 
accomplished. 

Tendons are gathered together rather closely at the 
ankle as they descend in their courses from the leg; and 
transverse ligaments bind them down closely. See lig. 
transversum cruris and lig. cruciatum, Ligaments have 
an added function in this instance like that of a pulley 
which changes the direction of a rope. Tendons slip 
along smoothly under ligaments when muscles contract, 
and are not pulled away from the ankle as would hap- 





Figure 17—Drawing of tendons and ligaments 

which bind them down at the ankle—Afler Toldt’s 

Anatomical Atlas— Republished by special per- 
mission of Rebman Company, New York 


pen if they were not restrained. They bear heavily 
against sides of their sheaths beneath ligaments when 
muscles pull, and directions of muscle forces being 
transmitted are changed in directions intended. 
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There is more pressure and friction against walls of 
tendon sheaths as they go around curves than along 
straight stretches. Trouble is most liable to develop 
at regions of greatest pressure and friction: and there- 





Tendon sheath enlargements of wrist tendons al 
points indicated by arrows 


Figure 18 


fore special enlargements of tendon sheaths are provided 
at such points, as are shown in figure 17, which distend 
with fluid when irritations become harmful. Fluid 
diminishes friction between a tendon and its sheath, 
and protects the tendon from harmful outside pres- 
sure, 

If a person indulges in active exercise like skating 
with tight straps pressed very firmly across ankles, 
there may be noticed on the following day perhaps 
some tenderness over the front of the instep, as at C or 
T, Fig. 17. The tendon sheath dilatation in figure 17-C 
is represented distended and cut open to show tendons 
of toes running beneath it. If the fingers are placed 
over the tender area there may be felt possibly very 
fine abnormal rubbing or creaking as the irritated 
tendon slides along. Creakings soon stop because a 
little unusual fullness appears which is due to accumu- 
lating fluid within the sheath. Fluid relieves friction, 
and complete subsidence of trouble takes place slowly 
if no new harmful outside pressures are experienced. 
Very stiff shoes, laced very tightly, are sufficient to 
produce soreness in some instances if such shoes are 
worn continuously. 

Distensions of tendon sheath enlargements illus- 
trated in figure 17 show locations of such sacs clearly, 
but are rarely seen in such extreme degrees in real 
experience, Similar enlargements of tendon sheaths 
at wrists occur more frequently perhaps; and from 
figure 18 may be judged actual appearances of badly 
distended and chronically inflamed sheaths. This 
35-year-old man had had swollen wrists for seven 
years, yet he was able to work continuously as a 


mechanic. 
His tendons were protected and continued to 
function with little pain, although their sheaths had 
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become abnormal from a trouble called tubercular 
tenosynovitis, 

Stiffness results when fibrous union takes place 
between tendons and their sheaths. Such fibrous ad- 
hesions form after severe infections, after local disease 
of bone, or after severe injuries to the feet. Figure 19 
is an X-ray of a foot that was caught in machinery. 
The leg was broken and flesh scraped from the front of 
the ankle. Toes had become fixed in positions which 
this picture reveals, because tendons that move toes 
had become adherent to their sheaths. The broken 
bone had remained ununited for a long time. 

Heel cords often become sore from pressure of shoes. 
and there may be creaking over them as at tendons 
at the front of the ankle. Relief follows promptly 
usually when low shoes or shoes, worn loosely fastened 
above ankles, are substituted. 

Sore heel cords should not be confused with tendo 
Achilles bursitis of the heel. The latter is accompanied 
outwardly often by a reddened blistered appearance 
of the skin at the most prominent point of the hee! 
on its posterior surface. There is soreness here as 
over a toe bunion, and also there is slightly increased 
prominence due to the deeply situated and distended 
sac beneath. The heel cord is attached at the lower 
posterior edge of the heel bone, and there is a tendency 
toward harmful irritation of the tendon by pressures 
against the posterior surface of this bone at times. 
Low shoes fitted short may aggravate pressure at this 
point. Natural provision has been made for protec- 
tion, however, at the insertion of this very important 
tendon. A small sac or bursa is situated between ten- 
don and bone which relieves harmful, uneven pressure 
by filling with fluid. 





* ill 
Figure 19—Toe deformities with adhesions between tendons and 
tendon sheaths following a severe injury 


This variety of bursitis does not cause trouble of as 
long duration usually as does bursitis of the great toe, 
because harmful pressures at the heel appear to be 
relieved perfectly with greater ease. Occasionally a 
heel bursa becomes infected, and rarely loose tissue 
above the heel bone in front of the tendon becomes 
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filled with pus, and the latter may have to be liberated 
by an opening made through the skin. 

Behind and below the outer prominence of the 
ankle, there are other enlargements of tendon sheaths 
as are shown well in figure 17-P. These guide peroneal 
tendons from peroneal muscles of the lower leg. They 
may become irritated and develop abnormal frictions 
in their sheaths. Peroneal spasm, as painful con- 
traction of peroneal muscles is called, may last for 
many months. Operations have been devised for the 
condition when it becomes very chronic, but benefits 
are rather difficult to estimate in advance and opera- 
tions are not very extensively used. Relief follows 
generally when the tendons are protected adequately 
for a sufficient length of time, and if feet are given 
baths, bakings, and massage in proper ways. 

Sesamoid bones are small bones attached to ten- 
dons at points where sharp changes of direction 
are made in transmission of muscular force, but 
tendon bones will be described separately in another 
chapter. 

Tight shoes frequently aggravate tendon troubles, 
and therefore, shoe fitters should know something 
about them, their locations, and signs of palpable 
creakings which help to identify the defects. It has 
to be realized, however, that other troubles such as 
joint inflammations may present somewhat similar 
pictures. The large majority of cases of acute teno- 
synovitis, which inflammations of tendons and their 
sheaths are called, are produced by tight shoes in 
healthy persons and subside without serious results. 
At times, however, tendon sheaths are not very re- 
sistant, and slight shoe pressures may start chronic 
progressive conditions that become tubercular in 
nature. 

Orthopedists do a variety of things to tendons. 
Strappings and plaster casts help to keep irritated 
parts quiet and permit recoveries by rest. Adhesions 
with deformities may require operations. Tendons 
may be split longitudinally and lengthened when heel 
cords become too short. At other times, in infantile 
paralysis deformities, it has been found an advantage 
to utilize tendons of remaining strong muscles in vari- 
ous ways. A tendon may be cut free from its bony 
attachments, slipped out of its sheath, passed through 
new channels made in the flesh, and attached to bones 
in new localities. Such readjustments help to re- 
store the natural balance of partly paralyzed feet, but 
details of these surgical measures need not be 
discussed. 


(This is the sixth of this series of articles. The first five dealt 
with details of bone growth, bunions, enlargements about great toes 
and policemen’s heel. Articles to follow will take up the sesamoid 
bones, hammer toes, circulation and circulatory disturbances of 
the feet, nerves of the feet, general arrangement of foot muscles, 
minute structure of the muscles which move the feet, muscle phy- 
siology, flexible shoes, stiff shoes and arch supports, ligaments, 
joints and bones, front parts of feet and of shoes and the influence 
of foot posture on symptoms in back, hips and knees.) 
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Shoe Machinery Co. Gets Decree Delay 


Washington, May 29—The Supreme Court 
to-day granted in part the petition of the United Shoe 
Machinery Company and others for a modification of 
the decree of the United States District court for 
Eastern Missouri, recently affirmed by the Supreme 
Court. 

The court was asked by the company to postpone for 
six months or a reasonable time the date, on which the 
decree should take effect and to authorize theDistrict 
Court at St. Louis to permit the use of any of the lease 
clauses, which had been prohibited provided the court 
could be satisfied such clauses would not violate the 
law, when used in a new form of lease to have the decree 
define its exact application to leases made since the 
enactment of the Clayton act, and for a rehearing. 

The only request of the corporation granted by the 
court to give the United States District Court at St. 
Louis authority to grant the corporation time not to 
exceed three months in which to adjust its business 
with its lessees after the receipt of the Supreme Court 
mandate, provided the District Court is satisfied that 
the same is necessary to permit the corporation to 
arrange its affairs in accordance with the decree of the 
Supreme Court. 





Philadelphia Fire Will Not Delay 
Deliveries Long 


Philadelphia, May 25—The Parisian Beading Works, 
1028 Arch Street, were seriously crippled by a fire which 
occurred at their plant on Friday, May 19. 

It has been announced by the company that inas- 
much as their principal work was hand-work, the delay 
in shipping of orders will, despite these various misfor- 
tunes, be very slight, and they anticipate overcoming 
them all sufficiently, to enable some, or all of their 
orders, being filled within one week of the promised 
time. 





More Novelties Coming 


Commenting on some of the features of the past 
style show in New York City, one cannot overlook the 
latest creation of the Triangle Shoe Mfg. Company, of 
Brooklyn, N. Y., which attracted considerable atten- 
tion and interest. ‘“The Sheik’’ is without doubt one of 
the snappiest numbers seen in many days. It is a new 
creation of the grecian sandal with cutouts on the vamp. 

To bear out the fact, one has only to glance at a few of 
America’s leading merchants who have endorsed “The 
Sheik,” and are advertising and featuring this number. 

Because of this fact? Triangle Shoe Co., have 
perfected and are now rushing work on a later and 
newer novelty, which they term “The Peacock,” 
and which is expected to even outdo “The Sheik,” 
in both design and popularity. 
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It’s Distribution That Costs 


Transportation, Selling and Delivering Cost More Than Production is 
Opinion of Joint Commission of Agricultural Inquiry 


By Representative SYDNEY ANDERSON 
As published in the Nation’s Business 


T costs more today to transport, sell and deliver 
| commodities produced in the United States than 
it does to produce and manufacture them. This 
amazing condition at once presents the problem and 
reveals the revolution which has taken place in the 
manufacture, transportation, sale and distribution of 
commodities in this country. 

We do not have much data upon either manufacture 
or distribution 30 years ago, but it is safe to say, 
speaking generally, that 30 years ago manufacturing 
was done in small volume at high unit cost and that 
distribution was relatively local and distribution costs 
relatively low. The evolution of modern machinery 
and its substitution for hand labor and the develop- 
ment of mass production revolutionized the processes 
of both manufacture and distribution. Mass produc- 
tion increased the volume of manufactured goods and 
reduced the unit cost. Production outran local de- 
mand, necessitating wider markets developed at increas- 
ing expense through specialized sales agencies and tre 
mendous advertising campaigns, until today we have 
a reversal of the situation of 30 years ago with mass 
production at small cost and national distribution at 
high cost. 

We do not know and it will probably never be pos- 
sible accurately to ascertain the average return of the 
original producer of the raw material from the con- 
sumer’s dollar, but such data as have been accumu- 
lated indicate that it is probably nor more than 28 
cents at the local market. 

Again, the proportion of the consumer's dollar repre- 
sented by the cost of manufacture varies widely with 
the degree of manufacture and fabrication represented 
by the article. and an average figure representing this 
cost would have to be made with many reservations. 
However, this cost probably does not exceed from 10 
to 17 cents of the consumer’s dollar, and it is quite 
certain that the cost of production and manufacture 
together are less than the total cost of transportation, 
selling and delivery. 

I give below examples of what the consumer actually 
pays for in buying certain commodities and how the 
price is divided up. The figures were arrived at 
through extensive research by our joint congressional 
commission which has been working for months on this 
difficult and intricate problem. 


In buying a dozen oranges for 75 cents in 1921, you 
would have paid the different agencies as follows: 


Cents 
Grower. . - 23 
Hervesting, packing end ‘gelling paid wy growers’ ex- 
change. . nap ET ee een SERS ee ey skeet ae 08.8 
sk rs eo 16.2 
II A cece da nadkes dead ohie Coavadtaawe ee 
I nen ae ree noe Sem ey ae eer ee 06.1 
a OE RE = AE es Oe Rae aE gee ht 20.4 


And here is how $10, paid for a pair of shoes, splits 


up: 
Retailer receives $2.83 of which....................... $2.50 
is expense of operation and........................-. 33 
is profit. 

Manufacturer receives $7.17, of which LE eT ae 
is raw material 

ae a das drlacetacusinnies saaekuns 1.83 
Sy te I OUI og oon cock. vic vec dccscecscues 1.09 
EL, <s5\ ca ee OSE EER OKRA ea wae eee es ol 

Tax. cera ee ak eel eka na lpi dng aade Vacate ee 09 


One dollar spent for corn flakes is divided this way: 


Cents 
Cost of production and manufacture.................. 36.6 
of which the producer receives...................... 21.0 
SE eat stnretennetteectenensts 05.9 
te Gea ce iismeerntinhiemeakheeaancy 
Cost of manufacture. . che phos bint Mltas 08.1 
Cost on distribution was 5 62. 4 of whic b— 
Manufacturer’s cost of selling was.................... 7.3 
a acl as ew) war Saati kira eh eed» 
ica ae mahal aie eae eee ese: 09.1 
TES o ae ah okie canoe Veskuedeeveneawee ean: Tae 
Profit. . reared Pe ee Tee ne 
Wholesalers operating ¢ expense. . CRE d weeds 07.0 
Profit. eens Le ee ey oR rm. | 
Retailer's s eperating expense. ithecagicaveacied Ganekie ee 
I Aster dive ae dada dati wathp ental usaas oatieced he aOaN 6.0 


The problem which this situation presents is not a 
problem exclusively, or, necessarily principally, of the 
producer, manufacturer, transporter or distributor of 
goods. All of these have a part in it and must neces- 
sarily be concerned in its solution, but no complete 
solution will be possible except upon the basis of the 
consideration of the question as a national problem. 
A definite improvement in the situation considered 
nationally must be predicted upon a more accurate 
and comprehensive basis of fact than we have at present. 

The first impression gained by the investigator of 
distributive processes is that the knowledge of distri- 
bution in a national sense is fragmentary, unorganized 
and inconclusive, but sufficient data are available to 
enable us to suggest some of the factors effective in 
widening the spread between the producer and the 
consumer and to indicate the direction in which the 
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remedial processes may be applied. In the first place 
it seems axiomatic that the cost of distribution is in- 
fluenced by the number and variety of consumer’s 
goods produced and the number and variety of services 
which attach to them all along the line. 

The complexities of modern civilization, requiring 
sales in smaller quantities, more expensive delivery, a 
more complete state of manufacture, particularly in the 
case of foods which are purchased in their cooked state 
ready for the table, in many instances are also a large 
factor in increasing the cost of distribution. These 
costs must be regarded apparently as a permanent 
addition to the high cost of living. 

At the other end, particularly in agricultural com- 
modities, the unorganized character of the production 
and selling processes have much to do with the increas- 
ing costs of distribution. I am told, for instance, there 
are more than 500 commercial or planter’s varieties of 
cotton, varying greatly in length of staple, tensile 
strength and spinning qualities. It seems probable 
that, if the number of these varieties could be reduced 
and the varieties standardized, great economies could 
be effected not only in production but in distribution. 

Farm products are usually sold in small lots, un- 
sorted and ungraded as they come from the farm. 
The handling of such commodities, for which the pro- 
ducer assumes no responsibility in the way of a guaran- 
tee as to quality, grade or standard, involves a risk 
which necessarily increases the margin taken by the 
middleman. 

In the manufacturing and distributive fields it seems 
likely that three factors are largely influential in in- 
creasing costs of distribution; these factors are over- 
plant capacity, over-production and excessive com- 
petition. Excessive plant capacity makes for high 
capital cost, excessive overhead cost per unit of pro- 
duction and seasonal employment, all of which tend 
to increase the cost of manufacture. 

In suggesting over-production as one of the factors 
tending to increase the cost of distribution, I do not, 
of course, mean so suggest that there are often, if 
ever, more goods produced than the desires or even 
the needs of the people require. I have rather in mind 
production in excess of present demand which tends 
to congest the channels of distribution, reducing the 
turn over of the distributive agencies and creating a 
dam which slows down, or stops altogether for the 
time being, the processes of manufacture. 

Manufacturers frequently endeavor to break into 
markets already congested at long distances from the 
points of manufacture with parallel lines when better 
markets, more easily accessible at lower costs, are 
available. Again, the market is congested with manu- 
factured goods sold as a result of enormous advertising 
campaigns and tremendous sales effort, when a more 
intensive study of the market and its requirements 
would make possible an even flow of merchandise 
throughout the year without congestion. Over-pro- 
duction in the sense I have indicated increases distribu- 
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tive costs by adding to idle stocks with consequent 
increases in charges for storage, interest, depreciation 
and obsolescence. 


You Pay for Duplication 


In suggesting that over-competition may be a factor 
in increasing distributive cost I have no idea of pro- 
posing that competition shouid be eliminated; [I am 
only suggesting that the competition which duplicates 
manufacturing plants and wholesale and retail distri- 
buting agencies of all kinds may be a very considerable 
factor in increasing the cost of these processes. It is 
quite possible that the price reductions which might 
normally be expected to flow from the keen competi- 
tion of a large number of competing distributive 
agencies is more than offset by the increased number 
and the larger overhead and selling expense which 
must be charged against the goods sold by all of them. 

We do not know to what extent the special services, 
convenience or advantages involved in quality of serv- 
ice, convenience, store environment, sales effort, credit 
and delivery are offset by the economies resulting from 
the increased volume. They may be more than offset 
in the case of individual stores, but considering dis- 
tributing agencies as a whole, it is altogether probable 
that the costs of distribution, more particularly in the 
retail lines, are increased by the competition which 
compels a duplication of these services and con- 
veniences in all of the stores competing for the same 
general class of trade. 

It seems probable that the ideal distribution system 
contemplates the even flow of merchandise from 
plants operating continuously through the smallest 
number of efficiently conducted distributive agencies 
to meet an established demand. 

In this respect the distributive trades differ from 
engineering, finance, medicine or other professions, in 
which the experience of ages has been accumulated, 
the basic formulae established, and the knowledge 
organized for the benefit of the profession and of 
humanity. 

The man who wants to be an engineer or lawyer or 
doctor will find the accumulated experience of his 
profession and, its organized knowledge brought 
together where it is readily accessible. He does not 
need to go back to first principles or to work out its 
fundamental formulas. These have been accumulated 
and organized for him, and in the schools and universi- 
ties he can acquire, in a few years of study, basic 
knowledge of principles and practice essential to fit 
him as a practicing member of his profession. But the 
man who desires to enter the field of distribution can- 
not find today the assembled facts or the organized 
knowledge of the fundamentals of distributive 
economics which he should have as a basis of his busi- 
ness career. These include not only a knowledge of 
the business which he seeks to enter, but some under- 
standing of the relation of that business to other dis- 
tributive processes. 
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Merchant Woke Up 


Not Being Able to Talk the Same Language as the Banker, 
He Adopted a Simple Accounting System 
Which Proved Successful 


(EDITOR'S NOTE—In previous articles in this series it has 
been explained how a retail shoe merchant installed a system of 
record sheets in his store. The entries on the Daily and Monthly 
Record Sheets were described. This article explains how this mer- 
chant kept track of his accounts receivable and accounts payable 
and how he transferred figures from the monthly to the Yearly 
Record Sheet.) 


S was previously explained, Mr. Spaulding found 
Ap the Monthly Record Sheet provision for 
handling accounts receivable and accounts 
payable as controlling accounts. These sheets, how- 
ever, provided no method of carrying the individual 
accounts. Consequently, Mr. Spaulding purchased 
some simple forms from his local stationer which are 


Shed No 


Slane. _Welson , fomes 
Adres MA bere Areas 








Debity Dale 





Fig. 1—Loose leaf form for individual accounts 


illustrated herewith. These loose-leaf forms, which he 
bound together in a ledger, could be used both for 
accounts receivable and accounts payable. 

The page which is here illustrated as Figure No. 1, 
shows the account of James Wilson, one of Mr. Spauld- 
ing’s customers. It will be recalled that one of the 
first entries which Mr. Spaulding made when he under- 
took to fill out the Daily Record Sheet was cash 
received $21.75 from James Wilson. 

On the left-hand side of the ledger sheet are the 
entries giving the dates, items, and amounts of pur- 
chases made by Mr. Wilson from October 7, 1919, to 
November 19, 1919. On January 2, as indicated, 
Mr. Wilson paid his bill of $21.75, settling the account 
in full. Further purchases by Mr. Wilson might be 
entered on this same sheet or on additional sheets if 
necessary. The loose-leaf feature of the ledger per- 
mitted keeping each account by itself, no matter how 
many sheets were required. At the end of each month, 
Mr. Spaulding was careful to see that the total ac- 
counts receivable as shown by his ledger agreed with 
the balance of accounts receivable shown for the 
month on the Yearly Record Sheet. The method of 


ascertaining this latter figure will be explained later. 


Record of Accounts Payable 
Similarly, as shown in Figure No. 2, Mr. Spaulding 
kept a record of his accounts payable according to 


the individual firms from whom he purchased mer- 
chandise. His Daily Record Sheet for January 2, 
1920, had shown cash paid out on accounts to Henry 
Garfield & Co. of $74.97, the cash discount of $1.53 
having been subtracted. This transaction is shown on 
the ledger sheet illustrated in Figure No. 2. On the 
right-hand side it appears that Mr. Spaulding received 
a shipment of merchandise from Henry Garfield & Co., 
136 Laurel Avenue, Cleveland, Ohio, on December 26, 
1919, the amount as per bill of December 31 being 
$76.50, which was entered in the column headed 
Credits. Then on January 2, 1920, when Mr. Spauld- 
ing paid his bill, thus occasioning the entry on the 
Daily Record Sheet previously described, he entered 
the date, January 2, 1920, on the left-hand side of the 
ledger sheet and the amount $76.50 in the column 
headed Debits. As was explained in a previous article, 
the cash discount of $1.53, as shown on the Daily 
Record Sheet, was transferred to the Monthly Record 
Sheet and entered in Column X, Cash Discounts Taken; 
at the same time the amount actually paid—$74.97— 
was entered in Column W, Paid On Accounts. As in 
the case of customers’ accounts, the loose-leaf feature 
of the ledger permitted Mr. Spaulding to keep his 
accounts with each individual wholesaler or manu- 
facturer separate. At the end of the month he care- 
fully checked the balance of accounts payable as shown 
by the ledger, with the balance of accounts payable 


ee 


lune __ Can feetl, Abney » Co _ 
Aldrew 736 Laurel Ave, Chvslond, Gos 








Cc 
fe 4M of dee3\ Jb 





Fig. 2—Record of accounts payable 


as shown on the Yearly Record Sheet. The method 
of ascertaining this latter figure will be explained 
later. 

Mr. Spaulding used the Daily and Monthly Record 
Sheets throughout January, 1920. At the end of the 
month he transferred the totals from the Monthly 
Record Sheet to the column on the Yearly Record 
Sheet for January. The Yearly Record Sheet with 
completed entries for January is shown as Figure 
No. 3. 
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Year ending. Bae... 31... 920 
YEARLY RECORD SHEET FOR RETAIL SHOE STORES 

¥ Jenary | February | March pet May June Jay August | September | October | November | December | Yearly Totals 
‘cue Sale = | een il | | 
 DVNOWn Eee <<" SA as eee ee ee Fy J | 
a _lagaa 49) ; ) 1s Sea eS Oe ” 
| a. a i: _ an _| 
co. a gaa 24 ae Rae i aS ae. ee 2S eee - » 
Cash Purchases of Merchandise TA _4F oo! — MA SS SS ee a — | 
| Credit Purchases of Merchandise ek” St a a ee ee ie — 3 
| Toul Purchases of Merchandise it BMC Sp a oe oe See, ce 
Inward Freight, Express, and Cartage ae Se «6S SS MS Oe ee Jt se 
abt Sa 2S 2 eS ee oe eee eee eee | . J 
[_Net laventory of Merchandise at End of Year Be i a et a a oe a a es es ee ] 
Wages of Salesforce y ~~ es of, . See eee eee ee 
_Aévertiing —E SO i eile os Mean a | 

Boxes, Wrappings, and Other Selling iw4s| 
| Delivery 4 _] = | 
| Buying, Management, and Office Salaries 20¥ © a =e | 

Rest \ee ce al 
| Heat, Light, and Power 48 it Sonei a | 

Taxes (Except on buildings, income, and profits | % | 

Lnsurance (Except on buildings s = aoe | 

Repairs of Store Equipmest 1S al e = ae | 

Depreciation of Store Equipment | ae | | 

Interest on Capital — Borrowed 70 | oe | | 

Laterest on Capital -- Owned | a | | 

Miscellaneous ytias is tome } T 

Losses trom Bad Debts < wae +>—-4— 

Repairing: Receipts 144 15 | | 

Salaries and Wages \asoe Ms | | | 
Supplies and Other Expense 9a\% oe 

Sundry Receipts ‘ss; 

Sundry Expenditures i ms | 

Interest and Rentals Earned | | 

Provision for Income and Excess Profits Taxes | “4 | | 

Dividends, Shartngs, or Withdrawals | " | | | | 

Balance Accounts Receivable (Ead of month) a. abbier v | } | 

Balance Accounts Payable Eod of mooth Sta | | | 

Cash on Hand (End of month) 1aqqa| | | | | 

Equipweat Net value end ef month 40 # 
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Fig. 3—The yearly record sheet to which entries are carried forward from the monthly record sheets 


How to Start the Yearly Record 


The first entry in the monthly column was Cash 
Sales. Consulting the totals at the bottom of the 
Monthly Record Sheet the shoe merchant found this 
figure for January, 1920, to be $891.16. This was the 
total of Column A on the Monthly Record Sheet. 
Similarly the next entry, Charge Sales, $1,931.63, was 
the total of Column R on the Monthly Record Sheet. 
The next entry, Gross Sales, was of course, the sum of 
the two previous entries, amounting to $2,822.79. 

Opposite Returns and Allowances, the next item, Mr. 
Spaulding entered for January the amount $78.25, 
which was the sum of the totals of Column J, Cash 
Allowances, and Column T. Credit Allowances, on the 
Monthly Record Sheet. 

The next entry was Net Inventory of Merchandise 
at the beginning of the year. By referring to his 
financia}] statement as of December 31, 1919, he found 
this item to be $23,972.29. 


Cash and Credit Purchases 


Cash Purchases of Merchandise was the total of 
Column L on the Monthly Record Sheet, amounting 
to $45 for January. Similarly, Credit Purchases of 
Merchandise, $782.98, was the total of Column U on 
the Monthly Record Sheet with the subtraction of the 


item of $10.25 which had been circled to indicate that 
it was an allowance received from a manufacturer. 
On the next line the two purchase items were added 
to show Total Purchases of Merchandise in January, 
$827.98. 

Inward Freight, Express, and Cartage, the entry on 
the next line, was the total of Column K on the Monthly 
Record Sheet, amounting in January to $9.13. 

Cash Discounts Taken in January were entered on 
the next line, the amount, $6.10, being ascertained 
from the total of Column X on the Monthly Record 
Sheet. 

Entering Operating Expenses 

On the following line, for Net Inventory of Mer- 
chandise at the end of the year, there was no entry 
until the end of December, 1920. 

The next group of items on the Yearly Record 
Sheet was the operating expenses and on the first 
line, Wages of Salesforce, Mr. Spaulding made an 
entry of $225.35, the total of Column 1 on the right- 
hand side of the Manthly Record Sheet for January. 
Similarly, the following entries—Advertising, $69.25; 
Boxes, Wrappings, and Other Selling, $15.95; Buying, 
Management, and Office Salaries, $208; Office Sup- 
plies, Postage, and Other Management, $12.38; Rent, 
$100 and Heat, Light, and Power, $15.95—were taken 

(Concluded on page 90) 
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Cinderella Stunt Boosts Business 


And It Was More Than a Temporary Stimulant, as Roth Bros. Co. 


JINDING the Cinderella 
of Superior, Wis., 
proved to be a most 

popular “sport” and resulted 
in a relatively enormous in- 
crease in business when Mark 
Nobis, manager of the boot 
and shoe department of the 
Roth Bros. Company of that 
city recently conducted a 
“Molly-O” enterprise in col- 
laboration with the I. Miller 
Company of New York. Noth- 
ing that was ever done be- 
fore by a shoe merchant in 
Superior brought such great 
benefits in publicity and sales, 
and the influence appears to 
be more than merely a tempor- 
ary stimulant, judging by the 
sustained interest reflected in 
the steadily mounting sales 
curve at the Roth store. 

Superior’s Cinderella wears 

a 2\%A shoe. She is Mrs. F. 
Dunnegan of 1002 Hammond 
Avenue, and her graceful and 
petite feet are illustrated here- 


of Superior, Wis., Found 





The feet which won the prize wearing 
the prize shoes 


with, shown encased in a pair 
of “Molly-O” short vamp 
pumps, the reward given her 
by Manager Nobis through 
the courtesy of the Miller 
Company for having the small- 
est feet in Superior. 

Not only did the enterprise 
arouse intense interest among 
all of the women of Superior 
while Manager Nobis was 
conducting it, but afterward 
the interest was sustained by 
the fact that others entered 
claims to being Superior’s 
Cinderella. For instance, a 
local woman who wears a 1 !6- 
AAA shoe came forward to 
dispute Mrs. Dunnegan’s 
right to the title, and sub- 
mitted testimony that she had 
won prizes for having the 
smallest foot in competitions 
at Chicago, Washington, 
Omaha and other places. How- 
ever, her claims did not relate 
to the “Molly-O” enterprise, 
since she did not participate 
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in the competition. According to the general plan of 
similar competitions conducted in other cities by boot 
shops, Manager Nobis of Roth’s staged the Superior 
contest during the week that Mabel Normand’s famous 
picture, “Molly-O” was shown in Superior. A well- 
planned and artistically trimmed display window was 
arranged by the Roth Company to link up the picture 
with the “Cinderella” contest. This is illustrated 
herewith. 

Manager Nobis said concerning the enterprise: 
“We are highly pleased with the results. It was a 
great success in every way, especially in the direction 
of increasing sales. We sold more pumps and party 
slippers during the ‘Molly-O’ week than we disposed 
of since the beginning of the year and up to that time, 
altogether. It was a ‘stunt’ that entailed very little 
expense and trouble, and what little we did put forth 
in the way of money and effort to handle the compe- 
tition brought us splendid returns, I assure you.” 

Mr. Nobis has been a reader of Boot and Shoe Recorder 
ever since he has been connected with the shoe busi- 
ness and says he “just couldn’t do business without 
it.”’ He is particularly pleased over the intimate dis- 
cussions of styles and the various national surveys, 
which he regards as being of more real worth to shoe 
men than a whole library. 





S. S. Newell Now with Hugh Lyons Co. 


S. S. Newell, who, with the exception of two years 
spent with the American Expeditionary Forces in 
Europe, has been assistant manager of the Chicago 
sales office of the Boot and Shoe Recorder has tendered 
his resignation to take over the management of the 
Chicago office of Hugh Lyons & Company. Mr. 
Newell will be in charge of sales throughout the territory 
included in Illinois, Wisconsin, lowa, Nebraska and 
Minnesota. 

Mr. Newell, known throughout the Chicago and 
Milwaukee districts as “Stan,” first came in contact 
with the Hugh Lyons organization when he per- 
suaded them that it was good business to increase their 
advertising space. So effectively did he do this job of 
salesmanship and so true to his predictions were the 
results obtained that it was only natural that he was 
chosen to fill the first executive vacancy in the Hugh 
Lyons organization. 

Members of the staff of the Recorder regret his 
resignation but nevertheless join in hearty congratula- 
tions and wishes for his success in his new position. 





Death of Bernie F. Green 


Bernie F. Green, treasurer and general manager of 
Lynch Shoe Co., of Lynn, died in a New York hospital 
last Saturday, a victim of an automobile accident. He 
was born in Monticello, N. Y., 42 years ago, came to 
Lynn 20 years ago, engaged in the retail clothing busi- 
ness and then became treasurer of the Lynch Shoe Co. 
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William A. Sullivan, his partner, retired a few months 
ago to join the Cruise, Sullivan Co. Mr. Green is 
survived by a widow, his father and three brothers. 
He was a vigorous, aggressive man, loyal to his 
friends, and enthusiastic for his industry. Many will 
mourn him. 





Resumes Management of Empire 
Last Works 


Rochester, May 31—George G. Schelter, one 
of the founders of the Empire Last Works and the 
United Last Company, has resumed the active manage- 
ment of the Empire Last Works Branch of the United 
Last Company. 

For over thirty-five years, Mr. Schelter has been 
connected with the last business, about half of this time 
having been devoted to the founding and development 





GEORGE G. SCHELTER 


Who has resumed uctive management of the 
Empire Last Works 


of the Empire Last Works and the greater organization 
of which it is now a part. He was made vice-president 
of the Empire Last Works in 1903, which office he held 
until 1916. On the formation of the United Last Com- 
pany he was elected second vice-presi lent, holding this 
office until 1921. 

The operating last business of the Empire Last Works 
started in the loft of the Bridgeford Building. Its 
rapid growth forced the company to move three times, 
from plant to plant, which, in each case, at the time the 
management deemed would be adequate for all future 
requirements. It now occupies its present quarters on 
Palmer street in this city. When this plant was com- 
pleted, in 1913, it was the largest and best equipped 
last factory in America. It has since only been equalled 
or surpassed by those factories later constructed by the 
United Last Company. , 
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| goods, as well as in what is known as expert 
salesmanship. The wise application of this fact is evi- 
denced, with splendid results and effects in the Juvenile 
Department of Byck’s Shoe Store, Louisville, which is 
known throughout Kentucky as an especially attrac- 
tive and well-stocked shoe shop. 

Here, the acquiring of the “new shoes’, once a try- 
ing ordeal for the mother as well as the child, becomes 
an adventure of delight, since it is accomplished amid 
diversions, so arranged, as to engage the childish 
mind to such an extent, that the mere, unimportant 
detail of fitting shoes is easily and happily accom- 
plished. 

One Whole Floor for the Kids 


This department occupies the entire second floor, a 
space 30 feet, by 100 feet, terminating at each end in 
large windows. The center space is used for fitting, 
while the Play Room, 21 feet by 30 feet, occupies the 
rear end of the floor space. This is separated from the 
main space by a latticed fence and arched gateway, 
the gateway is: guarded by large pasteboard figures, 
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Children’s department, Byck’s Shoe Store, Louisville 


Buying— A Delightful Adventure 


Keeping the Children Happy the Prime Aim of Juvenile Shoe 
Department in Byck’s Louisville Store 


SYCHOLOGY in all lines of business is increas- 
gingly a factor in arrangement and display of 


brightly colored, of Old Mother Goose and Old King 
Cole. During the Spring and Summer months the 
lattice is covered with growing vines and decorated 
with plants and flowers, giving the appearance of a 
veritable garden. Within is found the equipment of 
a merry-go-round, on which a dozen children might 
ride at once, a sliding board offering a favorite pur- 
suit, and for the smallest customers, a sand pile and 
a large, bay, hobby horse. Brightly colored books, 
both verse and stories are to be found on small tables, 
and a maid is in charge of this room, so that children 
may be left, and called for when the mother has 
finished other shopping. 


Silhouettes on the Wall 


The walls of this entire floor are very artistically 
done, in black and white, the frieze being of white 
background, with silhouettes of delightful children, 
rolling hoops, playing ball, skating, riding donkeys, etc. 
At the opposite end from the Play Room is featured a 
special space for the Orthopedic Section, where chil- 
dren are fitted to health shoes for various needs and 
this section especially features Byck’s Anatomik Shoe, 
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which has proven one of the best shoes on the market 
for flat feet and sagging arches, as well as a foot saver 
for normal feet, preventing the various difficulties. 
Novelty shoes are also featured as well as the standard 
shoes, and the Sally Sandals are very popular shoes of 
the novelty type and sell well, in all sizes, from the 
first shoe to the grown ups. At one side of the fitting 
portion of this department, shoe cases display scien- 
tific shoes and the first, baby shoes, very advan- 
tageously. The cases are a tier of rather small drawers, 
each having a fronting of glass, with small glass knob, 
and a sample shoe is thus in full view, indicating the 
stock that is in each drawer. A compartment near 
these cases features all the articles of foot comfort, 
such as reducers for bunions, plasters for corns and 
callouses. arch supports, etc. 


Smaller Margin of Profit Needed 


F. G. Wright is manager of this department of 
Byck’s store, and by tact, enthusiasm and close obser- 
vation. has created an atmosphere of much efficiency, 
as well as charm. Mr. Wright finds that children’s 
shoes may be sold at a smaller margin of profit than 
a grown up’s, as they sell more readily, and one sales- 
woman can fit three children in the time necessary to 
fit one grown person. All the saleswomen of this 
department are trained especially to fit children and 
it is Mr. Wright’s opinion that this expedites things 
very much. The Play Room equipment meant an ex- 
penditure of $500, and this is, of course, the feature 
which primarily attracts the attention. It is found 
well to carry two ads a week and to keep some display 
in the show windows. Once during each month, the 
store entrance Aisle Case is given over for showing 
special features from the children’s department, thus 
keeping a constant suggestion, on the main floor, of 
the interesting floor above. 


A Gift for Every Child 


Every child visiting the department, whether buy- 
ing or not, receives a gift, or premium. This may be a 
rattle. a feather cap, a whistle or toy balloon, but he 
leaves with some memento of his visit! ‘This plan for 
selling children’s shoes has proved very well worth 
while, in itself, and is constantly advertised, like an- 
other commodity for children, “by its loving friends.”’ 

Mr. Wright stated that the averty therce in the 
children’s department consists of ei« and Cople, there 
sometimes being seven, and there band times when 
other departments have to be called upon to supply 
extra sales people, during any big sales or drives, and 
when season business is especially heavy. However, 
the average sales force is composed of eight. 


12,000 Pairs When Season Opens 


Stock carried at the beginning of the Spring season 
will run around 12,000 pairs for the children’s depart- 
ment, and run down to around 5000 pairs when stocks 
are low. The children’s department is on the second 
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floor, and its reserve stock room on the fourth floor. 
Between 4000 and 5000 pairs of shoes are carried in 
stock in the department and the balance on the fourth 
floor in the reserve, but as a rule, it is not planned to 
carry more than about 9000 to 10,000 pairs. Mr. 
Wright stated that his shelf space in the department 
is approximately 150 feet long by 9 feet high. 


Mark-Up of 25 Per Cent 


In this store, the children’s department, like all 
others carries its share of the overhead cost of the 
store, including clerk hire, rental, delivery, advertis- 
ing, elevator service, light, heat, accounting costs, 
official expenses, etc. 

Mr. Wright stated that the department was operated 
on a 25 per cent mark-up basis, which is about the 
standard for children’s shoes. 

Of course a high grade children’s department like 
this in a store handling complete lines for man, woman 
and child, helps the other departments, while the other 
departments aid the children’s, as such a store gets a 
great many’ complete family accounts, where all of 
the shoes worn in a family are purchased on one 
account from the one store. This company in addition 
to its first floor women’s department, has its De Luxe 
women’s department on the third floor, which handles 
only the very highest grades of women’s shoes, for the 
class of buyers who want better service and better 
shoes, and who can get the service as well as merchan- 
dise in that department, which is but one floor removed 
from the children’s department. 


Maid in Attendance 


By placing the children’s department on the second 

floor it is close to the main departments, so that 
mothers or fathers may be fitted in the other depart- 
ments, and still be close for call if the children get 
tired of playing or fretful. In addition to the play 
room being of advantage in keeping one child interested 
while another is being fitted, it makes it possible for 
the parent to be fitted in peace and quiet by leaving 
the children with the maid in the play room. On the 
other hand, it is sometimes mighty hard to keep a 
small boy or girl quiet long enough to fit them, due 
to the fact that they are anxious to get to the play 
room. 
A department such as is operated in the Byck store 
is rare, but it has already proven that it has many 
advantages over merely a corner of a floor, or a little 
space on a balcony. 


Endicott-Johnson Sell Another Retail 
‘ Store 

Cincinnati, May 21—The Endicott-Johnson retail 
store at 512 Vine Street, Cincinnati, has been sold to the 
Guilford Company, a corporation composed of local 
Cincinnati men. It will be continued as a shoe store 
under the style of “The Guilford Company,” and will 
feature the Endicott-Johnson line of shoes. 
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Buying—-A Delightful Adventure 


(Concluded from page 83) 

from the totals of Columns 2, 3, 5, 6, 7 and 8 on the 
Monthly Record Sheet. For the next two items, 
Taxes and Insurance, there were no entries in 
January. 

The next line, Repairs of Store Equipment, showed 
an entry of $15 according to Column 11 on the Monthly 
Record Sheet. 


Interest on Capital 


Since depreciation of store equipment was shown 
but once a year, there was no entry for it in 
January. 

Interest on Capital—Borrowed showed an entry of 
$70, according to the total of Column 12 on the Monthly 
Record Sheet, but there was no entry on the line for 
Interest on Capital—Owned, since that charge was 
not made until the end of the year. 

According to the total of Column 13 on the Monthly 
Record Shéet, Miscellaneous Expense for January 
amounted to $41.25, and this entry was therefore 
made on the next line. 

No bad debts were charged off during January, 
1920; consequently there was no entry for this item. 


Repairs are Separate 

The entries having to do with repairing, namely 
Receipts, Salaries and Wages, and Supplies and Other 
Expense, were taken from Columns 15, 16, and 17 on 
the Monthly Record Sheet, the amounts being respec- 
tively $194.15, $125 and $92.18. 

Sundry Receipts in January, according to Column 18 
on the Monthly Record Sheet, were $8.85, and the 
next entry on the Yearly Record Sheet was made 
accordingly. As shown by the Monthly Record 
Sheet there were no sundry expenditures during 
January. 

On the next three lines—Interest and Rentals 
Earned, Provision for Income and Excess Profits 
Taxes, and Dividends, Sharings, and Withdrawals— 
there were no entries for January since these were to 
be filled out at the end of the year. 


Your Financial Statement 


The group of items at the bottom of the Yearly 
Record Sheet was designed to show the financial con- 
dition of the business at the end of each month. Mr. 
Spaulding ascertained the balance of accounts receiv- 
able at the end of January as follows: from his financial 
statement of December 31, 1919, he found that the 
balance of accounts receivable at the close of 1919 
had been $1,192.72. To this amount he added 
$1,931.63, the charge sales for the month as shown by 
Column R on the Monthly Record Sheet. The total 
of these two items was $3,124.35. From this amount 
he subtracted $857.68, which was the total of Column S, 
Received on Accounts, and Column T, Credit Allowances, 
as shown on the Monthly Record Sheet. The result 
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gave him a balance of accounts receivable of $2,266.67. 
Before making the entry Mr. Spaulding checked this 
amount with the balance of accounts receivable as 
shown by the ledger previously described. 

Similarly, Mr. Spaulding determined, the balance of 
accounts payable for the next entry as follows: \o 
$5,768.43, the amount of accounts payable shown on 
the financial statement of December 31, 1919, he 
added $782.98. Credit Purchases of Merchandise dur- 
ing January, as shown by Column U on the Monthly 
Record Sheet. If there had been any total for Column 
V, Other Credit Purchases, this also would have been 
added. This gave him a total of $6,551.41. Then he 
added $897.10, the total of Column W, Paid on Ac- 
counts, and $6.10, the total of Cash Discounts Taken. 
This sum, $903.10, he subtracted from $6,551.41, the 
remainder, $5,648.21, being the balance of accounts 
payable. 

Before making the entry, Mr. Spaulding also 
checked this amount with the balance of the accounts 
payable as shown by his ledger sheets. 


Cash on Hand 


The next entry—Cash on Hand (end of month)— 
was $127.92, as shown by the entry for January 31 in 
Column P on the Monthly Record Sheet. 

The entry for Equipment (Net Value end of month), 
Mr. Spaulding found as follows: the balance sheet as 
of December 31, 1919, showed net inventory of equip- 
ment to be $1,250; to this sum he added the equip- 
ment purchased during January, amounting to 
$175, as shown in Column 20 on the Monthly Record 
Sheet. 

From this total, $1425, he subtracted the circled item 
of $25 for equipment sold during the month. Thus 
the entry for Equipment (Net Value end of month) 
was $1400 for January. 

During the following months of 1920, Mr. Spaulding 
transferred his figures from the Monthly Record Sheet 
to the Yearly Record Sheet in the way that has been 
described for the month of January. In working out 
the balances at the bottom of the Yearly Record Sheet 
for these months, however, Mr. Spaulding could use 
the balance figures for the end of the previous month 
instead of referring back to his financial statement for 
the last month of the previous year, as he had been 
obliged t.  °1-the case of the January figures. 

(The nex in this series will show Mr. Spaulding’s Yearly 
Record Shee , «920 completely filled out and explain how he 


used these figu. «s in drawing up a profit and loss statement for his 
business.) 





Cornell Shoe Company in New Plant 


New York City, May 22—The Cornell Shoe Com- 
pany, Inc., announces the removal of its plant from 291 
Adams Street to 61-67 Navy Street, Brooklyn, N. Y. 
In moving into larger quarters, the Cornell Shoe Com- 
pany has secured enough space to make 600 pairs of fine 
turn shoes per day. 
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News and Business 


HAT effect does the front page of the daily 
\ \ press have on your attitude toward your own 
business? 

If a man goes no farther than the front page of the 
average daily paper, he is apt to arrive at the conclu- 
sion that the world at large, this great country and 
even his own home city, are on the road to perdition 
and traveling at a rapid rate. 

Scandal, lawlessness, graft, dishonesty, thieving and 
violence are apparently ruling the world and occupy- 
ing first place in the minds of the people if only the 
big headlines and the few columns under them are 
read. But when an analysis of the situation is made 
it develops, as every one knows, that only a very 
small percentage of the population of any country 
turns out to be thugs, or grafters, or thieves. 

Did you ever take a big Sunday newspaper, 
the names of the people who were convicted or even 
suspected of being guilty of criminal acts and then 
stand on a street corner and watch people coming 
out of the churches? 

Make a comparison, if you will, between the few 
people of the criminal class and the hundreds of 
thousands of churchgoers. Remember the one sheep 
that went astray, got more publicity than the ninety 
and nine that remained in the fold. 

Recent developments indicate that some few of the 
labor unions of the country are dominated by grafters 
and criminals, but these instances are few when com- 
pared with the vast total of all the labor unions in the 
country. For the most part not only the members of 
the unions but the officers are honest and conscientious. 

It is a regretable fact that greed and avarice domi- 
nate the minds of many men in official positions, in 
business and politics, and these impulses cause them 
to commit dishonest and unscrupulous acts. 

It is to be regretted also that employees and em- 
ployers cannot always agree upon wage scales, bours 
of labor and other working conditions and that strikes 
and lockouts result. 

But not the moral, the political nor the industrial 
conditions of a community, a state or the country at 
large, are going to be improved by business laying 


count 


down on the job, getting blue and down at the mouth, 
and assuming that the whole country is going to the 
bow-wows. 

As a matter of fact, any man who will turn over 
the pages of his daily paper to the business and financial 
news, will discover a decidedly encouraging uptrend 
of business. He will discover that farm products, food 
stuffs, grains and livestock are bringing considerably 
more than they were a few months ago. 

He will find lumber and building materials in much 
greater demand. The lumber mills of the Northwest, 
for instance, are producing up to normal capacity. 
He will find that steel mills are working better than 
any time within a year; that automobile plants are 
daily adding men to their pay-rolls. 

It will be discovered that the immense quantity of 
surplus copper, which was on the market when the 
armistice was signed, has been pretty well consumed. 
Telephone line construction that was halted and 
almost stopped during the war, has been going forward 
at a rapid rate, this alone consuming thousands of tons 
of that surplus copper. 

Automobile construction, building operations and 
other fields where copper is used extensively, are 
creating a demand for this metal and mines are open- 
ing up to supply this demand. Building construction 
also creates a demand for lead and zinc, and mines 
are being put into operation to supply these metals. 

All over the country, men are demonstrating their 
faith in the “business come-back”’ by investing their 
money in industrial and raiJroad securities. But best 
of all is that all this industrial activity means more 
employment of labor, more men and more women with 
pay envelopes coming regularly, more consumption of 
food stuffs, clothing, shoes, furniture and other 
commodities. 

No, indeed, this country is not going to perdition 
morally, socially, politically nor industrially because 
YOU will not let it go there. You have been doing 
your part to get it headed in the other direction and 
YOU are going to keep on doing your part, working 
harder than ever to keep it headed in the right 
direction. 
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Drawing ‘Them to the Store 


Ways and Means of Advertising and 
Choice of Media are Dependent 
On Local Conditions 


By E. C. LOGAN 


ETAILL store advertising naturally divides itself 
into two broad or general classifications; first, 
general or indirect; and second, personal or 

direct. 

Broadly speaking, general or indirect advertising 
aims to find and influence new prospects as well as to 
convey a message to those who are already more or 
less familiar with the merchandising principles of the 
store. Under this heading come such media as news- 
papers, periodicals, programs of theaters and enter- 
tainments, billboards, street car signs, fence signs, etc. 

Personal or direct by mail advertising seeks to turn 
known prospects into purchasers, to build up good 
will and to stimulate increased buying among regular 
or occasional customers. 

Under this heading come personal letters, form 
letters, circulars and folders mailed to specific addresses, 
premiums, trading stamps, etc. 

Local Newspapers Most Accessible 

To the average merchant, local newspapers are the 
most easily accessible vehicles to carry his message to 
the people of his community.- Through local papers 
it is generally possible to reach more people for a given 
amount of money than through any other available 
medium. 

In deciding upon newspapers the big questions to 
solve are whether or not a given newspaper is read by 
the particular element of the community the merchant 
wishes to reach, and next, whether or not the cost per 
reader is fair and reasonable. 

Circulation Analysis Good 

Big advertisers always require an analysis of circu- 
lation before signing a contract for advertising space. 
Every well regulated paper is willing, not only to give 
the advertiser a sworn statement of circulation, but to 
show geographical distribution and in a general way 
the class of people who are its readers. 

It is possible that a whole paper might have a large 
total circulation, only a small percentage of whose 
readers would be prospective customers for a certain 
specialized store, while on the other hand, a paper 
with a relatively small circulation would be an excellent 
medium for that particular store. 


“Quality circulation” is therefore an important factor 
to consider in choosing an advertising medium. 


Division of Budget 


The division of the advertising appropriation be- 
tween general or indirect and personal or direct and 
exact percentages to be expended on each must depend 
entirely on location and local conditions. The average 
merchant in the average town usually finds it profit- 
able to spend the major portion in newspapers and 
other general advertising; reserving only a small per- 
centage for direct sales proportion. Some merchants 
spend as high as 90 per cent of the entire budget in 
newspapers and other indirect methods. 

The shoe merchants in the outlying districts of a 
large city, whose trading zone is confined to his imme- 
diate neighbors, occupies an unfavorable position in 
this regard. Space rates in the big city dailies are so 
high and the percentage of the entire circulation that 
reaches his immediate neighborhood is so small that 
he cannot afford to pay for the enormous “waste 
circulation.” 

In Chicago, for instance, there are approximately 
1800 shoe stores. .Not to exceed 75 of them can afford 
to use the big dailies regularly. There are some stores 
at transfer points, however, that can and do use the 
big dailies profitably, but as a rule only merchants in 
the “downtown” section use the big papers. 

The merchant in outlying districts is forced to adopt 
some other means of reaching new prospects and keep- 
ing in touch with present customers. 


Weekly and Weakly 

Many suburban communities have weekly papers 
devoted to community affairs, but so far as advertising 
media are concerned they are usually both weekly and 
weakly. 

Many of these merchants in the outlying districts 
and in suburban locations find it advantageous to use 
programs of motion-picture theaters and also slides 
that are run “between the acts.” 


“Donations or Advertising” 


Programs of church socials, charity entertainments, 
etc., while used by some merchants, are usually bought 
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more “for the good of the cause” than for their actual 
advertising value. Right here is a place where a mer- 
chants’ association can be of inestimable value to local 
merchants. 

The calls for donations and advertising by churches, 
charities and other local societies have become so 
burdensome in some communities that merchants have 
found it advisable to have the secretary of the local 
merchants’ association put his OK on any petition or 
campaign of solicitation before the merchants recog- 
nize it as a worthy cause. In the event the proposi- 
tion looks dubious to the secretary he simply tells the 
applicant that he cannot pass on it until he calls the 
board together. In the great majority of cases the 
applicant never comes back for an answer 

Thousands of dollars are annually saved by mer- 
chants in this way when associations are functioning 
properly. Some promoter may be a trifle poorer, but 
on the whole, the community is better off. 


Billboards and Barn Signs 

Out-of-doors advertising is a class of general or 
indirect publicity that is used with varying degrees of 
success by many shoe stores. 

The one argument in favor of the billboard, the 
barn sign, the fence board sign and other out of door 
publicity is that it is forever on the job; a.direct appeal 
to every passerby, and is constantly connecting the 
name of the advertiser with the product he sells. 

One thing, however, is sure and certain; billboards 
like every other kind of advertising are a reflection 
of the store, its character and its methods. A bright, 
attractive, freshly painted out-door sign undoubtedly 
exerts an influence in drawing people to the store; it 
gives the impression that the store itself is bright and 
attractive. On the other hand a dull, rusty old sign 
by the roadway or on a vacant city lot is just as sure 
to convey the idea that the store is a dead one; that 
the merchandise it sells and the service it renders is 
old, antiquated and undesirable. 

Try it out for yourself the next time you take a 
drive either in the country or in the eity. 

The big national advertisers who use billboards are 
mighty careful about keeping the signs freshly painted. 


Street Car Signs 

What is true of billboards is equally true of street- 
car signs. Their effectiveness depends upon their 
bright, snappy appearance. 

As a general rule, the same people use a given street 
car line day after day and a sign that is never changed 
becomes an eye sore, probably doing more harm than 
good. 

The same trade mark or even the same slogan may 
be used corstantly, but the other matter must neces- 
sarily be changed frequently if the sign is to prove a 
profitable investment. This is especially true if illus- 
trations of styleful shoes are used. Styles change 
rapidly and illustrations must perforce change with 
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them or the store using the illustrations is condemned 
as a back number. 
Direct or Personal Advertising 

The first and primary object of any and all kinds 
of advertising is to bring customers into the store. 
Most merchants who use newspapers extensively look 
upon direct or personal advertising as a secondary 
consideration, so far as expenditure of the budget is 
concerned, and use this method almost entirely to 
keep a contract with customers who are more or less 
regular in their purchases. 

Where newspapers are not available or where the 
“waste circulation” (that is the percentage of the 
entire circulation of a paper outside the merchant's 
trading zone) is so great as to make the space rates 
prohibitive, then the merchant must rely to a great 
extent upon direct or personal advertising to attract 
people to his store and extend his list of customers. 


Building a Mailing List 

In direct by mail advertising an accurate and de- 
pendable mailing list is absolutely essential and becomes 
of inestimable value. Many merchants depend upon 
the telephone directory and while a fairly accurate 
list, so far as names and addresses are concerned, can 
be compiled in this way, nothing of the buying methods 
or habits of the people can be ascertained, no knowledge 
can be gained as to the grade or character of mer- 
chandise a person is accustomed to buy. A merchant, 
therefore, is taking a long shot and the probabilities 
are that such a method would prove very expensive. 


Plan Used by County Seat Merchants 


In an Ohio county seat town, a group of merchants 
hired a school teacher who was out of a job for a few 
weeks to cover each of the rural mail routes in the 
county and collect data relative to the people on the 
route. He had a set list of questions which were 
asked at each house. He found out the name of the 
head of the house, occupation, wife’s name, name and 
age of each child, owner or renter of property, church 
affiliation, newspapers and periodicals read, town or 
village where bulk of buying was done. From this 
data an exceedingly valuable mailing list was compiled. 
If, for instance, the shoe man in the group was mail- 
ing out advertising matter on children’s shoes, it was 
useless to spend money on families where there were 
no children, but since the expense was divided between 
eight firms, no two of whom were competitors, the 
burden was not heavy on any of them. 

If he wished to hook up his advertising with that of 
a nationally advertised line he could concentrate on 
the people who read the magazines carrying the adver- 
tising of nationally advertised. 


Best Possible List 


The best mailing list a store can possibly have is 
one made up of actual customers. 
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It takes time and some effort to build this kind of a 
list, but once started it grows rapidly. An accurate 
customer list has so many uses that it is difficult to 
understand why any store should neglect building one. 

Stores that do a credit business always have a list 
of those customers who have charge accounts, got 
many of these stores entirely overlook their cash 
customers. 

In any direct by mail advertising campaign, it is 
obvious that the cash customer has as much and often 
more potential value than the credit customer. 

Probably one reason why more merchants do not 
have accurate lists of cash customers is that they have 
never devised a satisfactory method of compiling such 
a list or worked out a system of filing and indexing the 
cards. 

How Weschler Does It 

The R. E. Weschler Company of Erie, Pennsylvania, 
has an exceedingly well arranged and well kept card 
system list of customers. 
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When circulars are distributed, waste is avoided by 
concentrating on these particular sections of the city. 


Bringing Back the Lost Ones 


A big problem in every store is to keep customers 
lined up as regular purchasers. Homer Buckley, 
former efficiency man for Marshall Field & Co., says 
in his opinion 75 per cent of the customers who leave 
a store dissatisfied never complain; they simply go 
elsewhere to trade. 

An accurate customer list can be made a most 
valuable and potential means of bringing dissatisfied 
customers back to the store. 

Some people buy shoes more frequently than others. 
Women, for instance, who buy fancy styleful footwear, 
usually buy more pairs than the woman who buys more 
conservative types. A customers’ record shows the 
buying habit of each of the store’s clientele. When- 
Robinson or Mrs. Jones has not been 


ever Mrs. 
| buying according to her 








(s soon as a sale is com- usual custom, it is fair to 
pleted, whether it be a Name Mrs. W. Ashley assume that she has either 
cash sale or credit sale, _— moved away, is peeved, or 
the customer is handed a Address 2208 Sassafras St. has what she believes is a 
card on which he or she is —_ " good reason for trading 
asked to name address and Birthday a elsewhere. 
birthday date. : —e _ The Weschler _ store 

The remainder of the - . ’ keeps close tab on the 
data is filled out by the size 7D Date 3, 10, 22 baie habits of its cus- 
salesman. On the back . tomers, and when one 
of the card is record of Kind Black Kid Oxford “falls by the wayside” the 
subsequent sales to this OO reason is sought 
customer, In women’s Wichert No. 407 Charge $10.00 A form letter or a per- 
department, white cards a ee Se sonally dictated letter is 
are used; in men’s depart- E sent to that customer in- 











ment. orange, and juve- 
nadie R y a Card svstem used by the R. E. 
nile 8, green, ( -ustomer s is asked to fill in the first three lines. 
similar to 
this are used by many 


stores, but the birthday record is unusual. 


record cards 
Most 
enjoys getting mail and especially are 
Weschler’s send each 
customer a birthday greeting card. The children’s 
Each year a new series is worked 


everybody 
birthday greetings appreciated. 


cards are attractive. 
out so no customer receives the same card twice. 

Weschler’s have found the customer's list exceed- 
ingly valuable in many other ways. In their offices 
are three maps of the city of Erie. Over the cabinet 
containing the list of women customers is a map in 
which a pin is stuck showing the residence of each 
woman customer, who bought shoes during the year. 
Over the cabinet containing list of men’s customers is 
map similarly marked. The same plan is used in the 
juvenile department 

When advertising contracts are being made with 
newspapers, statements of circulation in the sections 
of the city where the firm’s business is concentrated is 
asked for, and in this way the best advertising media 
are selected. 


Weschler Company of Erie, Pa. 
The salesman fills in the rest. Different 
colors are used for different departments. 

all customers of record 


viting him or her, as the 
case may be, to explain 
the reason either personaly 
in the store or by letter. 

In the event no reply is received, a second, a third 
and possibly a fourth letter, each of a different char- 
acter, is sent. The results of this system of follow-ups 
have been remarkably gratifying. 


The customer 


A birthday greeting card is sent to 


Advance Notice of Special Sales 


Regular customers of a good reputable store, take 
considerable pride in the fact that that store recog- 
nizes them as a valuable part of its clientele. 

For several years, F. E. Foster & Co. of Chicago, 
have sent a carefully worded, well-prepared letter to 
each customer on their mailing list ten days in advance 
of public announcement of semi-annual or other special 
sales. 

This letter advises the customer that the store 
appreciates her patronage and good will, and in con- 
sequence is allowing her the privilege of buying foot- 
wear at reduced prices for ten days in advance of the 
public announcement of the sale. 

Everybody, and women especially, appreciates these 
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little marks of attention, and many extra pairs are 
sold that would not be sold through a mere public 
announcement in the newspapers of the special sale. 


To Unload Small Sizes 


Many other high-grade stores throughout the coun- 
try have adopted the idea used by Fosters’, but in a 
great many instances the only customer record which 
these stores have are their credit customers, while 
Weschler’s, Erie, Pa., have perfected their mailing list 
so that it includes cash customers as well as credit 
customers. 

Many live-wire stores use their mailing list as a 
means of unloading accumulations of small sizes. 

Periodically they go through the stock and segre- 
gate all small shoes, then they go through the mailing 
list and segregate the names of women who wear small 
sizes, and write a personal letter or a form letter with 
a personal touch to each name on the segregated list 
and in this way clean up a lot of small sizes that would 
otherwise remain on the shelves indefinitely. 


New Wholesale House to Open’ 
in Boston 


Boston, June 1—A new specialty wholesale house is 
to open in Boston on June 12 at 617 Atlantic Avenue. 
The Coolidge Shoe Company is the style of the new 
firm which will specialize for the present in white 
canvas and satin shoes for women, both MacKays and 
turns. 

Donald G. Wilbar who has for many years been con- 
nected with various well known shoe houses in Boston, 
notably Clark Hutchinson & Co. and later McElwain, 
Hutchinson & Winch, is to be general manager of the 
company and he promises the trade a service which he 
feels will be welcomed and prices that will be very 
interesting. 





The Book of Colors 
How Complete Harmony Was Insured 

Did you ever see a display window in which 66 differ- 
ent colors were featured? One such window was recently 
displayed in the Gotham Hosiery Shop at 1 West 34th 
Street, New York, and was shifted to the company’s 
store in Atlantic City for further display. The window 
was shown in co-operation with the Textile Color Card 
\ssociation of America. One stocking of the shade of 
each of the 66 colors on the association’s Spring card 
was placed on a form in the window. The back ground 
was an enlarged reproduction, in colors of the associa- 
tion’s Spring card. A large, open book in the front of the 
window explained the card and the association’s color 
work. Each of the stockings was labeled with the color. 

The window attracted much attention on one of 
New York’s busiest shopping streets. 
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‘“Ad” Men Attend Meeting To Discuss - 
Style Show 

Advertising managers of more than a dozen factories 
sat in conference with the Publicity Committee of the 
Boston Show at its regular weekly meeting Wednesday 
morning, May 24, at the rooms of the New England 
Shoe and Leather Association. 

The meeting was opened by A. N. Blake, president of 
the National Shoe and Leather Exposition and Style 
Shows. He impressed on the advertising men the fact 
that the Boston Show in July was going to be infinitely 
bigger in size and influence than any similar show ever 
held in this country. 

“T want to impress on you gentlemen the fact that 
those in charge of this show are taking it very, very 
seriously. It is a serious time for our industry, and it is 
up to everybody in the industry to throw themselves 
heart and soul into this great exhibition.” 

James A. Munroe, chairman of the Style Show Com- 
mittee, then gave an interesting description of the way 
the style show will be handled—the construction of the 
runway, the decorations, the costuming and identifica- 
tion of the models, etc. It is evident, from his remarks, 
that this committee is also taking the show with as 
much seriousness as the Executive Committee and will 
put on a style event of unusual beauty. 

A description of the exhibition of working industries, 
which will occupy the basement of Mechanics Hall, was 
given by Herbert T. Drake, a director of the Exhibition. 
Mr. Drake said it will be possible for a visitor to follow 
the growth of a shoe from the manufacture of the leather 
in a tannery through a last-turning shop, a pattern- 
making shop, a shoe-lining factory and finally, through 
a complete shoe factory with motor-driven models of 
every kind of shoe making machines. Box making and 
the manufacture of all kinds of rubber shoes will also be 
shown. 

B. L. Wales, chairman of the Publicity Committee; 
Maj. Charles T, Cahill, chairman of the Exhibits Com- 
mittee and Thomas F. Anderson, secretary of the Ex- 
hibition and Style Show, also spoke briefly. 

The following advertising representatives 
present: 

Thomas G. Plant Company, Boston; Nathan D. 
Dodge Shoe Company, Boyd N. Jones, Newburyport : 
H. B. Goodrich & Co., G. W. Langdon, Jr., Haverhill: 
The Stetson Shoe Company, R. H. Haviland, South 
Weymouth; Avon Sole Company, Mr. Carey, Avon. 
Mass.; Hosmer Advertising Agency, G. H. Hosmer, 
Boston; Dunbar Patter Company, Brockton; Foster 


were 


,Rubber Company, 105 Federal Street, Boston; Bristol 


Patent Leather Company, Boston; Hannahsons Shoe 
Company, R. T. Wells, Haverhill; Winslow Bros. and 
Smith Company, W. T. Whedon and Henry Crosby, 
Norwood; Rice & Hutchins, Inc., Mr. Mullaly, Boston; 
Griess-Pfleger Tanning Company, Boston; C. L. 
Hauthaway, Boston. 
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Demand Mostly for Novelties 


Sport Shoes and Whites on Display—Men Are Not Yet 
Buying Very Freely 


ILWAUKEE boot and shoe mer- 

chants are doing a pretty fair busi- 
ness right along. 
features, since the demand runs from one 
end of the novelty line to the other, and 
if there is any feature it would be that the 
staple merchandise remains relegated to 
the background. Dealers are showing 
sport goods and white footwear, for which 
the season here is just beginning. Displays 
usually have as a background a wide 
variety of pumps and slippers, and no 
particular style is being put ahead of 
another, due to the generality of the call. 


Trade has no distinct 


Ven's Oxfords Active 


Local stores report an active call from 
the men for brown and black oxfords. 
Novelty effects are going better, but so 
far the men of Milwaukee have not taken 
to the extremes and still prefer the more 
conservative styles, with perforations and 
novelty stitchings representing the extent 
to which demand runs. Men's shoes are 
moving better now than they have since 
early last Fall, indicating once more 
that the ups and downs of this part of the 
business are subject to the seasons rather 
than styles. Men s trade is still mainly of 
a replacement character. 


Church Hits Knickers 


In a pastoral letter from Archbishop 
S. G. Messmer which was read in all of 
the 250 Catholic churches in the Mil- 
waukee diocese last Sunday, knickerbock- 
ers and low-neck dresses are roundly 
condemned and pastors are urged to refuse 
holy communion and absolution in the 
confessional to wearers of such apparel. 
The “hiking suit, consisting of knicker- 
bockers and high boots is called ‘a most 
outrageous, downright immodest and 
positively sinful fashion” and priests are 
commanded to close the doors of their 
churches to girls so attired, whether 
there be a service in progress or not. The 
pronouncement caused somewhat of a 
sensation when it became public, but 
dealers in women’s apparel are not appre- 
hensive, since the attire coming under the 
ban of the church is not being generally 
worn in Milwaukee except for the purpose 
for which it is intended, such as cross- 
country walking, golfing, and other sports 
and recreation. 


Feature Milwaukee Boot 


Maneger Charles E. Collar of Gimbel 
Bros. boot and shoe department is con- 
tinuing to feature a hiking boot made by 
the F. Mayer Boot and Shoe Co., Mil- 


waukee, and trade-marked the ‘Martha 
Washington,” at $9.85. The boot comes 
in brown or pearl elk, with 16-inch tops, 
regulation walking heel, flexible sole, and 
has little side pockets for loose change or 
powder puffs. Mr. Collar also is pushing 
a line of new patterns in pumps at $12 and 
$13 which are going well. 

A Thirteenth Anniversary 

Guenzel & Lucas, 731 Third Street, 
Milwaukee, observed the thirteenth an- 
niversary of the establishment of the 
business during the last two weeks in May 
and offered special reductions on the en- 
tire stock, featuring a ladies’ slipper and a 
man’s oxford, both at the uniform price of 
$4.85. It is unusual for concerns to cele- 
brate a thirteenth anniversary, and the 
novelty of the “birthday” attracted rather 
extraordinary attention. 


Cody Company Reorganized 


The Cody Shoe Company, Antigo, 
Wis., has been reorganized following the 
purchase of the interests of Charles and 
James A. Cody by Charles J. Novotny 
and Raymond Lange. Edward Cody 
becomes president; Mr. Lange, secretary, 
and Mr. Novotny, treasurer and mana- 
ger. Charles Cody will devote his time 
to his Economy Shoe Stores in Antigo 
and Ironwood, Mich. James Cody has 
not made public his plans. Mr. Novotny 
has been connected with the Nolte shoe 
store, formerly Herbst’s, at Antigo for a 
number of years. 


Plan Industrial Exposition 





The Milwaukee Association of Com- 
merce has appointed a committee with 
Executive Director Phil A. Grau as tem- 
porary chairman, to plan a big industrial 
or “Made in Milwaukee” exposition in the 
Auditorium some time in October. Vin- 
cent J. Schoenecker, of the V. Schoenecker 
Boot & Shoe Co., has been appointed a 
member of the committee in recognition 
of the importance of the footwear indus- 
try, which has under consideration some 
big plans for the exposition on its own 
account. 


Dealers Give, Annual Ball 


The Milwaukee Retail Shoe Dealers’ 
Association gave its first annual ball for 
members, their employees and families on 
Thursday evening, May 25, at the Knights 
of Columbus auditorium. Harry H. 
Lucas, of Guenzel & Lucas, served as 
chairman of the entertainment committee, 
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which was guarantee of the success of the 
undertaking. Later in the season the 
association expects to entertain member 
and employees at a picnic. 


Honored at Princeton 





Rudolph F. Vogel, son of, August H. 
Vogel, vice-president of the Pfister 
Vogel Leather Company, Milwaukee, has 
received honors at Princeton, where he is a 
senior. He was awarded the university 
swimming insignia as manager of the 
team, and also has won his minor sport 
“P” by playing on the championship 
water polo team. Mr. Vogel is a member 
of the Colonial Club, one of the leading 
upper classmen’s organizations at Prince- 
ton. 


The ““Busiest”’ Corner 


Milwaukee people who always have 
imagined that the busiest corner in the 
city is Grand Avenue and Third Street, 
or Grand Avenue and West Water Street. 
have been interested to learn figures 
gathered by the street railway company, 
showing that 2,885 street cars pass Third 
and State Streets every day, from 5:30 
A.M. to midnight. This is a larger num- 
ber than passes any other intersection. 


Enlarge Shoe Department 


M. Krom & Son, department store, 
Antigo, Wis. are building a two-story 
addition, 30x50 feet, which will be used 
largely to accommodate the boot and 
shoe section, this having experienced a 
remarkable growth and being over- 
crowded. The addition is expected to be 
ready about July 1 or 15. 


Gets a New Industry 

Fond du Lac, Wis., has been selected 
as the new location of the Voss Artificial 
Flower Co., until now a Chicago industry. 
The principals are Mr. and Mrs. Harry 
Voss, formerly with the Dennison in- 
terests. The concern specializes in ma- 
terial for store trims, convention exhibits, 
etc. 


Plan Convention Program 


Directors and officers of the Wisconsin 
Retail Shoe Dealers’ Association held a 
special meeting May 22 at Appleton, 
Wis., to discuss details of the program for 
the annual convention to be held in that 
city, August 8, 9 and 10. Interest in this 
year’s meeting is said to be greater than 
ever before, judging by responses made 
to a questionnaire circulated by State 
Secretary Harry H. Lucas, 731 Third 
Street, Milwaukee, asking suggestions for 
topics which dealers desire to be dis- 
cussed during the sessions. Entertain- 
ment features also are planned in a more 
elaborate way than before, but without 
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interference with the business of the 
convention. 


Has a Narrow Escape 

John Haraldson, a well known shoe 
merchant of LaCrosse, Wis., recently had 
an experience which he will not soon for- 
get. Upon closing the store for the day, 
he entered his car to go home. The starter 
failed to operate and Mr. Haraldson used 
the crank, but forgot to leave the gearshift 
lever in neutral position. The car ran over 
him, a front wheel passing over his head, 
and jumped the curb, being stopped by 
the front door of a nearby bakery. Mr. 
Haraldson escaped injury and the prin- 
cipal damage was a broken lock on the 
bakery door. 


New Association Service 

The Merchants’ Information Bureau of 
the Association of Commerce of Appleton, 
Wis. has enlarged its service so that its 
monthly bulletin gives the names of all 
families moving in or out of the city, or 
changing locations within the city. The 
May bulletin required extra space to 
accommodate the names of all families 
that moved May 1. The new service is 
greatly appreciated by retail merchants 
and is accomplishing wonders in keeping 
store and credit records straight. 


Joins Gleue Staff 
Julius Zolandek, for eleven years in the 
shoe trade at Stevens Point, Wis., has 
become associated with Gleue Bros. Inc., 
and will become a department manager of 
the main Gleue store at Wisconsin Rapids, 
Wis. 


Sheboygan Shop Enlarged 


The Wagner Shoe Store, 1221 Broad- 
way, Sheboygan, Wis., has recently been 
enlarged by a two-story addition, 20x52 
feet, which provides a continuous display 
front of 42 feet. The interior also has been 
entirely redecorated and new furniture 
and fixtures have been installed through- 
out. 


Assist Near East Relief 

Members of the Milwaukee Retail Shoe 
Dealers’ Association’ co-operated with 
other agencies interested in Near East 
Relief work by placing barrels and boxes 
at their main entrances where customers 
and passersby might deposit old shoes, 
clothing and other articles. During the 
war, the Milwaukee dealers did notable 
work along similar lines, for Belgian and 
French relief. 


More Menzies Expansion 


Having reached the utmost limit of 
capacity in its factory and being still far 
behind on orders, the Menzies Shoe 
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Company of Fond du Lac, Wis., has 
leased 14,400 square feet in a nearby 
manufacturing building for a long term. 
This is being devoted to production of the 
cheaper work shoes and has a capacity of 
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1500 pairs a day. The main factory is 
thereby enabled to increase its output of 
dress shoes for men and boys. Roy Crab- 
tree has been appointed manager of the 
new branch factory. 


CINCINNATI 


May Declare Open Shop 


Present Strike of Workers May Force Drastic Action, Some 
Say—Ten Per Cent Wage Cut Refused by Employees 


OR the first time since 1888, Cin- 
cinnati as a shoe manufacturing 
center is experiencing a general strike of 
shoe workers, following the demand of 
manufacturers here for a 10 per cent re- 
duction in wages. Last week the local 
shoe workers union took a second vote 
on the question of accepting a straight 
10 per cent reduction and it resulted in 
asking the General Executive Board of 
the Boot & Shoe Workers International 
Union for strike sanction. This sanction 
was given a few days later and on last 
Saturday, May 20, the strike went into 
effect. 

According to the agreement which the 
local manufacturers had with the unions, 
on last February 27, 60 days prior to the 
termination of their old contract, they 
made requests for wage reductions rang- 
ing from 25 per cent to 10 per cent with 
the idea of putting the wages of the 
workers in the various departments on a 
more equalized basis, according to their 
relative importance. This request was 
turned down by the unions, so shortly 
before the old wage agreement expired on 
the last of April, they offered to com- 
promise with a straight 10 per cent reduc- 
tion, which was also refused by the 
workers. 


Employers Appeal to Public 


In presenting their side of the case to 
the public, through the newspapers last 
week, the local manufacturers, believing 
that in all industrial warfare, public 
opinion is the final judge, pointed out 
that for 22 years the wages of shoe 
workers have been on constantly upward 
trend and that today they are still being 
paid peak war wages in Cincinnati; further, 
that every other item going into the 
construction of the shoe has decreased 
materially since the war. Besides being 
willing to accept only a 10 per cent reduc- 
tion, the manufacturers here further 
agreed not to reduce the lesser paid 
help. They want their employees to 
make a living wage, for if they did not, 
the workers would be of little use to 
them. Cincinnati was the last of the 
shoe centers to ask for a reduction, and 
in no other center was the cut asked for 
as low as 10 per cent. In at least nine 
other centers reductions ranging from 
10 to 21% per cent have been granted. 


In Cincinnati alone have the workers 
absolutely refused to take any reduction. 
It is the opinion of many in this market 
that the manufacturers will declare an 
open shop within the near future. 
Trying to Maintain Dollar 
Volume 


With shoe prices considerably lower 
than they have been for years, the mer- 
chant therefore, finds that his primary 
thought is to maintain his dollar volume 
and let the pairs take care of themselves. 
The Cincinnati retail merchants during 
the past month have reported a dollar 
volume, virtually in every case, equal to 
that of the corresponding period of last 
year. The continued demand for patent 
leather strap effects as well as for styles 
made up in kid and calf, with the addi- 
tional impetus afforded by an early season- 
able call for sport and white footwear, has 
made it possible for the merchants here 
to move a large volume of footwear. 
The weather though on the whole season- 
able in nature, is still spotted with cool 
days and on these days the leather foot- 
wear moves. But when the hotter days 
come, white canvas styles are in good 
demand. Thus right at this time the 
business at retail can be considered very 
satisfactory, for the dollar volume is being 
maintained and even in some cases, 
exceeded. 


Retail Salesmanship 
Discussed 


The weekly meeting of the store clerks 
and managers of the Potter Shoe Com- 
pany last Friday morning emphasized 
further the responsibility of the individual 
sales person within the store. W. E. 
Schweitzer, of the children’s department; 
acted as chairman and he kept going a 
lively discussion on the various problems 
arising in the operation of the different 
departments of the store. For instance, 
it was pointed out that when two or 
more pairs of shoes of very nearly the 
same size are sent out by mail order, they 
should be carefully tagged in some way 
so the customer will not make the mis- 
take of getting odd sizes in returning the 
pairs he does not wish to keep. Attention 
was brought to the fact that there is still 
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a tax on rhinestone buckles and that it 
should not be overlooked. Miss Alice 
Engelhardt emphasized the great value 
of being courteous in talking over the 
telephone, either to customers or to others 
within the store. The employees decided 
that it would be wisdom to adopt a plan 
of ringing two bells at closing time in- 
stead of one. The first bell is to serve as 
a notice of closing time and the second 
to ring when all customers have been 
properly served. This is expected to eli- 
minate any chance of a customer being 
overlooked during the last few minutes 


of the days. 


Well Known Lines Sell Best 


Charles Voller, manager of the Mabley 
& Carew Co. shoe departments, states 
that his volume of business has held up 
splendidly this year, and that he is main- 
taining his dollar volume well as against 
the same period of last year. When asked 
to what he attributed this good showing, 
Mr. Voller said: “I have been offering 
the public good merchandise at popular 
prices. Yet, at the same time I have not 
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sacrificed quality for price.” The higher 
grades of footwear, especially the well 
known trade marked lines, according to 
Mr. Voller, are selling in good volume. 
This shows that the public is still demand- 
ing fine quality in footwear. The Mabley 
& Carew Co. has its own corrective shoe 
known as the “Arch Fit” shoe, and Mr. 
Voller finds that this type of shoe is meet- 
ing with a growing demand. 


Duttenhofer and Peck 
Convalescing 


Carl Duttenhofer of the Val Dutten- 
hofer Sons Company is now at his home 
recuperating from an operation for appen- 
dicitis. He expects to get back to his 
desk within the near future. “Mannie” 
Peck of the Sam B. Wolf Shoe Company 
who was also operated for the appen- 
dicitis is now rapidly recovering, and 
expects to be back on the job in a week 
or two. 

Sam B. Wolf, president of the Sam B. 
Wolf Shoe Company, has planned an 
extended trip through Europe this Sum- 
mer. He expected to sail in June. 


CHICAGO 


Weather Is Still Dominant 


Patents and Satins Furnish Most of the Volume on Those 
Days When Sunshine Lures Shoppers Into Streets 


HE past week has clearly demon- 

strated the influence of weather on 
the retail shoe business. The first part of 
the week was bright, sunshiny and balmy. 
Retail stores were busy and customers 
bought with a spirit that indicated that 
money Was not as scarce as it had been 
several months ago. In the middle of the 
week were two days of cold rain which 
materially slowed up the buying proces- 
sion. Friday and Saturday were warmer 
and the sun was brighter. Again the 
crowds flocked to the stores and Saturday 
proved a banner day in many of the better 
retail establishments of both the loop 
and the outlying trading centers. 

Easter week started the ball rolling not 
only in Chicago, but throughout the 
Middle West and since that time busi- 
ness has been fairly active, when weather 
permitted, in stores that were prepared 
with new wanted merchandise to meet the 
needs of the public. 


Little Change in Styles and Materials 


Patents and satins still lead in volume 
of sales although there is an increased 
demand for sport effects in both straps 
and oxfords. In the lighter effects with 
turn soles, heels from 8-8 to 12-8 are still 
selling readily, although in the more 
dressier patterns the tendency towards 
higher heels is noted. 


Whites in buck, kid and fabric have 
produced a large percentage of sales dur- 
iug the past week. In some stores sales 
of whites have produced approximately 
50 per cent of the entire business while 
in other stores more stress has been laid 
on patents, tans and sport effects in vari- 


ous colored combinations of the heavier 


and darker leathers. One high-grade 
store has adopted the policy of selling at 
least two pairs to every customer wherever 
possible. If the customer asks for white, 
she is fitted with a white shoe and when 
that sale is completed, her attention is 
called to the fact that she will also need 
a pair of black shoes for certain occasions. 

In the event that black shoes or colored 
shoes either for street or dress wear are 
asked for, the sale on this type is com- 
pleted and then the customer’s attention 
is called to white footwear and almost 
invariably the sale of the second pair is 
made and very frequently three or more 
pairs are sold at the one time. 


Sport Hosiery Used to Increase Business 


One of the leading Loop stores has very 
materially increased its sales through the 
suggestion of sport hosiery. Silk and 
lisle, and silk and wool mixtures are both 
shown in a wide range of both solid colors 
and stripe effects as well as the various 
heather mixtures. 
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Usually, as soon as the footwear sale is 
completed the attention of the customer 
is directed to the hosiery and color com- 
binations that will harmonize both with 
the footwear and with the costume to be 
worn, are shown. 

For instance, if the customer has a 
skirt with a green stripe or check or wears 
a green sweater or green hat, ribbed 
hosiery with a green stripe in silk and 
lisle is sold or else a wool with a green 
clocking or a heather mixture of green is 
selected. Frejuently the customer will 
wear the same pair of shoes with several 
different costumes and through sugges- 
tion, several pairs of hose are sold each 
in a color combination that will match 
some particular garment in the wardrobe 
of the purchaser. 

Shoe Travelers Getting 
Business 

Several Chicago shoe travelers selling 
men’s shoes, upon their return from a 
trip over their territory, report that they 
have booked a fairly good volume of 
business for early Fall shipment. 

The fairly good business obtained by 
retail merchants in both cities and small 
towns, has encouraged them and made 
them more optimistic as to the future 
outlook and consequently they are in 
better disposition and are buying with 
more confidence to meet their early Fall 
requirements. 

Even in the smaller towns, oxfords are 
selling readily and are far ahead of boots 
as sales producers. While boots are sell- 
ing well in the conservative patterns, in 
the fancier types for young men, boots 
have not moved as readily as oxfords. In 
view of this, merchants are buying more 
freely of oxfords for early Fall shipment. 
Even in the smaller communities mer- 
chants are buying more freely of black 
and especially of patent leather and less 
freely on colors. 

Salesmen representing women’s fac- 
tories are booking a fair quantity of busi- 
ness for early Fall, but the bulk of the 
business being placed is for shipment as 
soon as made. 

There is a decided shortage on certain 
types of footwear needed for immediate 
selling, especially on all-over black satins 
and satin vamps with brocaded quarters. 
Chicago in-stock houses are finding quite 
a lively demand for this class of merchan- 
dise and indications are that the demand 
will keep up throughout the Summer 
season and that satins will sell along 
with whites all through the season. 


The Trials of the Wholesaler 


The shoe wholesaler certainly has more 
than his share of trials and tribulations 
right at the present time. One prominent 
Chicago wholesaler points out the fact 
that it takes three to four weeks to make 
good shoes even if they are McKays. It 
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takes ten days to two weeks to get the 
shoes from an eastern factory into a 
Chicago wholesale house and then a few 
days longer to get them into a retail 
store. 

It takes a keen guesser and style prog- 
nosticator to outline patterns far enough 
in advance to have wanted merchandise 
when the retail merchant calls for it. 
Very frequently styles and patterns 
which seem perfectly good when the 
order is placed, will be on the wane before 
the merchandise reaches the retail mer- 
chant. The constant shifting of styles 
puts the wholesaler up against a hard 
proposition but on the other hand, if he 
is a good style prognosticator and guesses 
right there is a good volume of business 
awaiting him. 

The wholesaler is facing two big prob- 
lems. The first is what to sell and the 
second is who to sell. 

Business has shifted so rapidly and 
credit ratings have undergone so many 
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changes that the wholesaler has to be 
constantly in touch with credit rating 
agencies and continuously asking for 
special reports in order to determine to 
whom it is safe to make shipment. 

While collections are better they are 
far from satisfactory, but as the year 
grows older, merchants are apparently 
gaining more confidence in themselves 
and the indications are that credit condi- 
tions will materially improve within the 
next few months. 


Edward Packer in Business 
For Himself 


Edward Packer has recently purchased 
the shoe department in the store of 
W. F. Brown & Co., Rockford, Ill. Mr. 
Packer grew up in the shoe business 
being the son of Dave Packer, one of the 
substantial shoe merchants of Roosevelt 
Road, Chicago. 





INDIANAPOLIS 


May Business Shows Good Gain 


White Footwear Begins to Move, but Volume Is Yet to Be 





Done 


ITH Summer weather on the job 

and apparently here to stay, busi- 
ness in the local shoe stores has shown a 
decided improvement over that of rainy 
April and the shoe men feel certain that if 
the weather continues favorable to the 
end of the month they will be able to show 
a nice gain over May of last year. Real 
mid-Summer weather, which put in an 
appearance the first of the month and has 
been present nearly every day since then, 
has been a big stimulus to the retail shoe 
trade, especially in view of the rather 
poor showing made during the month of 
April. 

White footwear has started moving and, 
although it has not yet attained a gait 
which the merchants expect to see a little 
later on, the early calls indicate that a big 
white and sports shoe season is eminent. 
Whites and sports models are now being 
featured in the window displays and news- 
paper advertisements ‘of practically all of 
the local shoe stores as a means of im- 
pressing on the public’s mind that this 
type of footwear is going to be “the thing” 
for the next few months. 

Races Bring Business 

The Indianapolis shoe merchants were 
right in expecting a big business the latter 
part of the month. The annual 500-mile 
automobile race, which attracts thou- 
sands of visitors to Indianapolis, was run 
Tuesday, April 30, and the shoe men 
counted on a big volume of sales on the 
day preceding and following the race. 
Many persons from >ther parts of the 


Auto Races a Drawing Card 


State who come to Indianapolis annually 
for the 500-mile race make it a practice to 
postpone their footwear shopping until 
they come to the city for the race, because 
they have a much wider field of styles to 
chose from than in the smaller communi- 
ties. The shoe men know this and as a 
result make a strong bid through window 
displays and newspaper advertisements 
for the out-of-town trade 


Patents Still Strong 


Fred M. Mundel, in charge of the 
women’s department at the Marott Shoe 
Shop says that while the demand for 
whites has been increasing nearly every 
day, patent leathers are still holding a 
strong position in the feminine eye. He 
believes, however, that soon whites and 
sports models will be leading ali others. 

Aa X-ray machine, which has been in- 
stalled in the women’s department at the 
Marott store, is proving a big help to 
women who desire to be fitted properly 
and also to the shoe salesmen at the store, 
especially when they wish to convince a 
customer that she is wearing too smali a 
shoe. About 75 per cent of the women, the 
shoe men say, persist in wearing their 
shoes too small and a big percentage of 
these do not like to be told about it. How- 
ever, when they see the cramped position 
of their feet through the X-ray, it is much 
easier to convince them as to their proper 
size. The machine has proved a very at- 
tractive as well as beneficial feature of the 
store. 
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Sam D. Kingsbury, advertising mana- 
ger of the Marott store, recently has been 
supervising the basement department, 
balancing up the stock so as to get the 
proper turnover. When Mr. Kingsbury 
took charge of the basement section he 
had about 1,500 pairs of low shoes on 
hand and he has succeeded in disposing of 
all except about 300 of these. 


Walk-Over Business Good 


The white season at the Walk-Over 
Boot Shop has already started off with a 
brisk demand, and bids fair to remain so, 
according to F. C. Schinke, manager of the 
store. The Indianapolis store, Mr. 
Schinke said, stands near the top of the 
list of Walk-Over stores in point of busi- 
ness. Other branch stores over the coun- 
try also have been reporting good business 
recently, he added. 

Little Change in Rubber Boot 
Prices 

Very few changes in the prices of rubber 
boots are looked for during the coming 
season, according to C. H. Crowder, of the 
Crowder-Cooper Shoe Company of In- 
dianapolis. Wholesalers, he said, are not 
selling rubber boots to retailers except in 
very small quantities. Farmers who are 
now the chief buyers of rubber boots, are 
not forced to buy, and needs that arose 
several weeks ago during the heavy rains 
and muddy fields, were supplied out of the 
stocks the retailers had on hand at the 
time. Sales of other footwear through 
wholesalers are reported fairly good. 
Manufacturers, the wholesalers say, are 
working on comparatively large produc- 
tion basis. 


Other Hoosier Shoe News 


The retail shoe store of the Charles F. 
Wiley Company at Elwood has been sould 
to John G. Lewis, formerly mayor of that 
city. Mr. Lewis assumed charge of the 
store last Monday. 


Edward C. Byrne, for twelve years 
associated with the R. R. Peck shoe store, 
South Bend, and for the last five years 
manager of that store, has become as- 
sociated with Paul O. Kuehn’s shoe store 
at 125 South Michigan Street, South 
Bend. Mr. Byrne was in the shoe busi- 
ness for several years prior to his con- 
nection with the Peck store. 





A bad check man has been operating 
in Evansville recently and merchants 
there have been warned to be on the look- 
out for him. One of the victims of the 
check man was the Newark Shoe Com- 
pany, which received a worthless check for 
$22 in payment for a pair of shoes. The 
check, similar to others cashed at other 
business houses in the city was said to 
have been a forgery. 





100 BOOT 


AND SHOE 


SEATTLE 


Business Continues to Improve 


Bumper Fruit and Grain Crops Expected—Flour Mills 
Working at Capacity and Lumber Industry Flourishing 


HE improvement in general business 

conditions observed in the State of 
Washington in March and April continues 
particularly in Eastern and Southwest 
Washington. Indications are that the un- 
precedented large fruit crop of the Inland 
Empire, which last season aggregated 
nearly $55,000,000 in value, will be 
eclipsed this year. Besides the fruit crop 
the production of wheat and other cereals, 
which last year amounted to $50,000,000, 
will be the greatest since 1915, the pre- 
vious banner year. In the grain growing 
sections the snowfall last Winter was 
unusually heavy, and went away slowly, 
giving the ground full benefit of the 
moisture. Flour mills have been working 
to full capacity and it is said only 10 per 
cent of last year’s wheat crop will be car- 
ried over. Prices on all agricultural prod- 
ucts have advanced in price in the last 
few months, which promises financial 
freedom and increased buying power for 
the farmer. 


Leads in Lumber Production 


Washington, through its industry West 
of the mountains, has again sprung into 
the lead in the production of lumber. 
Lumbering is the premier business in the 
State, employing practically one-third of 
the population and producing a payroll of 
$125,000,000 a year. Hundreds of millions 
of feet of finished lumber and squares 
have been purchased by Japan since the 
first of the year, and the island empire 
still is purchasing heavily of cedar and fir. 
This is in addition to rail and local con- 
sumption, which in normal times absorbed 
the bulk of production. As a result of the 
favorable condition, numerous 
During the sec- 
ond week in May the larger mills in 


present 
new mills have opened. 


Washington and Oregon represented in the 
West Coast 
orders 


Lumbermen’s Association 


exceeding production 


Many mills went 


reported 
more than 20 per cent. 
on two shifts May 1, and several on three 
shifts. 
the association there are more than 85,000 


According to figures Compiled by 


men at this time employed in the lum- 
bering industry of Western Washington 
and Oregon, an increase of 3,500 men over 
the number employed in April. 

Due to the opening up of industry, 
there has been a sharp reduction in un- 
employment in the whole Pacific North- 
westin the last month. Seattle employment 
offices have an actual demand for skilled 
workers for the fishing industry, the log- 
ging woods and the mills, while in Eastern 
Washington there is need ior agricultural 
workers at good wages. 


Cleaner Business Campaign 
Pressed 

Designed to combat false advertising, 
an ordinance providing a penalty for 
dealers who mislead the public in adver- 
tising was passed by the Seattle City 
Council on May 8. The new ordinance, 
which was sponsored by the Seattle Better 
Business Bureau, H. Jacobsen, manager, 
would compel dealers when advertising a 
sale and quoting the sale price and the 
price at which the goods formerly sold, 
to set the latter price at the lowest figure 
at which the goods were sold prior to the 
sale; would force the dealers during a sale 
of goods when “values up to” a certain 
price are advertised, to mark each article 
with its former lowest sale price, and pro- 
vides that all classified newspaper adver- 
tisements must bear the word ‘“‘dealer” 
if the sale is being made by a dealer. A 
find of $100 or a jail sentence of not more 
than 30 days, or both, is provided as the 
penalty for violating the ordinance. 


Merchants Back of Move 


Seattle’s leading merchants are deter- 
mined to put the retail business in this 
city on a higher plane. Through the 
offices of the Better Business Bureau 
several helpful ordinances have been pre- 
pared for the city council and enacted as 
laws in recent months. These include 
regulations covering temporary merchants, 
sales signs, returnable goods, bankruptcy, 
trustee and similar sales and sales adver- 
tising. 


Club Women Push Northwest 
Goods 


For the purpose of stimulating the sale 
of Pacific Northwest made goods, the 
State Federation of Women’s Clubs is 
co-operating with the educational branch 
of the Washington State Chamber of 
Commerce, Clare Ketchum Tripp, direc- 
tor, in making a survey of the retail busi- 
ness of the State. Club women in all 
communities of the State are called upon 
to visit retail merchants and urge them to 
favor merchandise made in the Northwest. 
Part of the survey is made with printed 
questionnaires. Among the ten queries 
presented to the club women are the 
following: “‘Are Washington made goods 
carried in stock)” ‘Are Washington 
made goods well displayed?” “Are 
Washington made goods displayed as well 
as outside goods?” “Is the dealer en- 
thusiastic or passive in the sale of Wash- 
ington made goods?” “Are clerks in- 
structed to feature Washington made 
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goods?” “Will the dealer co-operate 
with the women’s clubs in _ pushing 
Washington products?” Following the 
survey a traveling exhibit is sent into the 
district, featuring home manufactured 
articles, and is demonstrated by the clu! 
women under the auspices of the State 
Chamber of Commerce. The buy-at-home 
movement is being carried into every 
part of the State and is expected to in- 
crease the output of local industries and 
their payrolls through millions of dollars 
being kept at home. 


Washington Retailers 
Convene 


May | to 3 the Washington State Re- 
tailers’ Association, jointly with the 
Washington-Idaho Clothiers’ Association, 
met at Yakima, Wash. The meeting was 
declared to be the most successful ever 
held by either organization. The follow- 
ing were named to head the association 
for the year: 

R. E. Bigelow, Seattle, president; G. A. 
Phillips, Spokane, vice-president; William 
Knox, Colfax, second vice-president; H. 
L. Cahalan, Yakima, secretary, and G. C. 
Pratt, Seattle, treasurer. The clothiers 
named for new officers, H. E. O'Neil, 
Tacoma, president; W. L. Lemon, Yakima, 
vice-president; Joseph Teply, Seattle, 
secretary, and S. Manheimer, Seattle, 
treasurer. 

The clothiers passed the following reso- 
Jutions: 

Indorsement of the national truth-in- 
fabric bill; recommendation of four- 
season buying by retailers; indorsement of 
a uniform discount and terms plan as 
being worked out by the national cloth- 
iers’ committee; support for the national 
association in seeking to standardize 
clothing styles in seasons; approval of the 
Columbia River irrigation project of 
Washington and Oregon, which it is 
declared will add 25 per cent to the pro- 
ductive wealth of the Pacific Northwest. 
‘Due to a lack of unity of opinion among 
the delegates, the sales tax question was 
ignored in the resolutions. 

' The retail shoe merchants adopted 
resolutions opposing regulative legislation 
which in any way restricts free and open 
competition; favoring strict adherence to 
the State law covering return of certain 
kinds of merchandise; and opposing sales 
by wholesalers or jobbers except to legiti- 
mate retailers for resale. In discussions 
was emphasized the need for courses in 
State and other educational institutions to 
teach the fundamentals of salesmanship. 


Alaska Business Stimulated 


Business and industrial development in 
Alaska on a scale hitherto impossible has 
been assured through a reduction in 
through freight tariffs from Seattle and 
Tacoma to all points on the government’s 
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Alaska railroad approximating 50 per 
cent. The new through tariff, including 
wharfage and other terminal absorptions 
by the water and rail carriers, promises to 
increase business with the Northern 
territory several hundred per cent. this 
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year. Since early Spring, every steamship 
going North has been crowded with pas- 
sengers. The influx of persons into 
Alaska this year has been greater than at 
any other time since the Klondike gold 
rush. 





CLEVELAND 


Business Good Despite Weather 


Consumers Stocking Up with Summer Footwear and Mer- 
chants Buying Fall Staples 


leer the weather in this city 
the third week in May did not offer 
much encouragement to shoe merchants, 
yet the average consumer did not hesitate 
because of cold rain, to provide for Sum- 
mer wear. 

Business bad not been so good the previ- 
ous week in the city, although now and 
then when the sun shone at intervals, the 
stores did a rushing business. The week 
ending May 20 was different. It wasso near 
Decoration Day that the Clevelander who 
had not purchased shoes for wear on that 
day could not resist the temptation to 
stock up. 

Patent Oxfords Lead 


The stores in downtown section were 
particularly favorable with the patronage 
of Clevelanders. Oxfords as usual at this 
time of the year were the big sellers, with 
patent leather the leading color. Low heels 
are all the demand. 

In the drive for business these days the 
successful merchant in this city is relying 
on volume business and quick turnover, 
more than price to keep going and to make 
a fair profit. The keen merchant here 
realizes that the days of big profits per pair 
have passed, and that the thing to do now, 
is to take a small profit, but sell many 
pairs. The goal is to increase the volume 
of business on smail profit to such an ex- 
tent that it will make up the net that was 
taken down when the margin was larger 
and the volume was not so large. 


One-Price Sales Held 


The special sale is helping out in this 
movement, and there are few stores in the 
city that do not lump several models of 
various grades and put them on the count- 
er for a single price that is a real bargain. 
In this way the number of sales has been 
kept at a high figure. 


Back from Brooklyn 
Show 


The delegation of Cleveland shoe mer- 
chants that attended the style show in 
Brooklyn last week has returned with 
glowing stories about the elaborateness 
and thoroughness of the exhibit. There 
were probably 25 Clevelanders in New 
York for the show, and the consensus of 


opinion is that all profited greatly by the 
trip, giving as it did an opportunity to 
study and to see what developments have 
been made in styles and models. 

Samuel E. Wilkinson, manager of the 
shoe department of The May Company, 
oneof those who journeyed eastward for the 
show, declared that it was one of the most 
complete and best appointed shows that 
he has ever attended. His experience in 
the industry dates back many years. 

The models and styles displayed were 
gorgeous, notwithstanding there were no 
startling developments in design, he said, 
The entertainment provided for the visi- 
tors made a special hit with Clevelanders. 

The exhibit offered a number of features, 
most of which have been backed as good 
sellers by Cleveland merchants. There 
were to be seen color combinations of blue 
and white, green and white, and red and 
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white. Wilkinson is among those who some 
weeks ago banked on these combinations 
being good sellers for early Summer, and 
already his prophesy has made good, for 
sales have been beyond expectations. 

Among the other lines that are relied on 
by Wilkinson to go good here is the panel 
idea, which has been carried out in straps. 
The dressy ones carry the same idea and 
in an elaborate manner. Oxfords with in- 
lays for Fall wear, also are expected to go 
well. Patent with beige, and tan with 
beige also loom up large on the sales 
horizon. 


Purchasing Fall Staples 


Cleveland merchants have commenced 
to purchase staples for the Fall and Winter 
business. They are holding off for novel- 
ties, awaiting latest developments in this 
line. Of course, there are some who are 
going .on the theory that the early cus- 
tomer gets the cream. Sales have been on 
the average good and with stocks moving, 
and money coming in, the merchants have 
ben gradually placing orders for the 
season ahead. 

The prophecy is generally heard that 
the volume of business will grow instead 
of stand still or decline in the next three 
months. Industrial conditions have be- 
come much better, pay rolls are larger, and 
with the weather inclement much of the 
time, the merchants figure that a large 
number have not yet come into the market 
for Summer and Spring wear. 





SPOKANE 


Weather Again Interferes 


Business Intermittent and Trade Has Been Only Fair— 
Industries Opening Up Well 


USINESS conditions in Spokane are 
in such an unsettled state this 
Spring and trade has been so intermittent, 
due to exceptionally poor weather, that 
the shoe managers are having real dif- 
ficulty in turning over the footwear al- 
ready on hand. Trade has been just fair, 
although the past ten days have shown 
promise of something a little better. 
Easter trade was all limited to one week. 
Since then the warm weather has never 
been in more than two or three day periods, 
which made trade spotted and unsatis- 
factory from a buyer’s viewpoint. It has 
been extremely hard to follow the de- 
mands which shift almost overnight. 
Industries have opened up fairly well, 
the local payrolls have been swelled far 
enough to absorb all unemployment, and 
the lumber and mining industries are 
again active. But money is still slow to 
move and the buying power of the average 
family is still restricted to essentials in 
most cases. Country merchants are having 
difficulty in adjusting accounts and col- 
lecting from farmers. 


Eggert Leaves H. & E. Co. 


Of wide interest in this district was the 
withdrawal of Otto Eggert from the H. & 
E. chain stores on May 1. Mr. Eggert’s 
stock in the corporation was purchased 
by Jake Hill, one of the original Hill 
Brothers and Mr. Eggert purchased the 
stock in the H. & E. store, No. 2, which 
bears his name. This stock includes the 
Bostonian shoes and it was managed by 
Mr. Eggert before the consolidation of 
Eggert’s and the Hill Brothers store under 
the H. & E. name in March 1921. The 
change in ownership was announced in 
large advertisements by Mr. Eggert who 
stated he would personally be in charge of 
his old establishment. The H. & E. Com- 
pany still has two stores in Spokane and 
stores in Lewiston, Idaho and Yakima, 
Washington. 


Walk-Over Shop Conducts 
Notable Sale 


A sale of importance on Riverside 
Avenue this week was begun by Shuart’s 
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Walk-Over boot shop, advertised as an 
overstock of $75,000 worth of men’s and 
women’s shoes. A real personal note 
was sounded in the advertisements which 
were written under the “by-line” of 
Eugene Lester Wallace. Women’s patent 
and satin pumps, formerly sold as high as 
$14, were quoted at $4.85 and strap and 
lace oxfords in patent, calf and kid leather 
were grouped in $6.85 ,$7.85 and $8.85. 
This display included all heights of heels 
from the low walking types to the new 
high Spanish. 


Beige Combinations Are 
Popular 


Outstanding numbers in the women’s 
department at the H. & E. store, as re- 
ported by Lloyd Hill, the buyer, include 
beige combinations in patent and cloth. 
Patents continue to lead in popularity 
and the cut-out vamps and quarters are 
being well received. The military heel is 
the leader, beyond doubt. A good number 
is a one-strap pump, in a cut-out style, 
with a moderate rounded toe and military 
heel. 

Some sandals are moving and just this 
week the initial calls for white goods were 
heard around the city. 

The H. & E. popular price store has 
outstripped 1921 so far this year, Frank 
Shockley reported, and the sales are only 
a small margin behind last year. April 
was reported fair and May, to date, has 
brought a good volume. 


Run Short On Stock of Sport 
Oxfords 


Three days of sunshine this week nearly 
cleared out the stock of sport oxfords in a 
majority of shops. Warn & Winston and 
Schulein’s were particularly fortunate in a 
run on novelty goods, although managers 
generally stated they had underestimated 
the demand for that class of goods. 

The Davenport Sport Shop is showing 
some clever oxfords this week. One style in 
particular is being featured in the striking 
windows on Sprague Avenue. It is flat- 
heel oxfords of English buckskin with 
Kiltie tongue and a tan saddle. The body 
color is thrush. The same model is shown 
in fawn with tan saddle. 

Culbertson’s department store shows 
patent leather slippers at $6.50 and $7 in 
one strap models or Grecian and Sally 
sandal styles. Dress slippers in satin, 
suede and kid or patent leather and gray 
suede and patent combinations with Louis 
heel and hand-turn soles at prices from 
$10 to $15. 

The Bootery announced a sale of pumps 
and oxfords in strap and lace models in 
black and brown kid or patent leather at 
$3.85, $4.85 and $5.85. Similar prices 
are quoted by the Economy Store, which 
is under the same management. At Kemp 
& Heberts a leader was an ivory smoked 
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elk sport oxford, with tan saddle and low 
rubber heel quoted at $4.85. 





Merchants to Go to School 


Muncie, Ind., May 28—Muncie shoe 
men, with merchants, clerks, and execu- 
tives in other lines of business, who are 
interested in improving their knowledge 
of business methods, will go to school 
next week and take a short course each 
day tnder the direction of authorities of 
national renown on business methods. 
The course will be given under the aus- 
pices of the Muncie Merchants’ Associa- 
tion. Among the instructors will be 
Ben R. Vardman, business and commu- 
nity expert; M. R. Stockdale, advertising 
expert; Pryor Irvin, counselor and retail 
investigator, and William F. Koch, spe- 
cialist on modern accounting methods. 





Children’s Department Open 


Terre Haute, Ind., May 29—A unique 
department for the fitting and selling of 
babies’ and youngsters’ shoes has been 
opened by the Mammoth Shoe Company, 
519 Wabash Avenue, Terre Haute, Ind. 

“The department is known as “The Kid- 
dies’ Shoe Shop.”’ A 'arge portion of the 
rear of the store has been transformed 
into a veritable child’s nursery, with suit- 
able mura!’ decorations and playthings 
for the kiddies. The walls contain beau- 
tifully painted pictures from nursery 
stories and rhymes most familiar to the 
little ones, and there are stuffed animais 
and other appropriate furnishings and 
appointments. Louis Phillips is manager 
of the store. 





Factories Near Capacity 


C. & E. Shoe Company, Lape-Adler 
Company, the Riley Shoe Company, and 
the John Fenton Shoe Company are now 
running at, or near, capacity. All these 
concerns are now working on an eight-hour 
day basis and expect to keep going at this 
basis until the July vacation period 
arrives. From reports received from 
representatives now out on their terri- 
tories, Fall trade looms very bright. 
Many orders are now being received for 
immediate delivery and for early Fall 
shipment; about 30 per cent of orders 
received are for Fall delivery. 

President Bamberger of the local retail 
merchants’ association, is now laying 
plans for the convention of the state asso- 
ciation which is to be held in Columbus 
early in March, 1923. 





Shoe Merchants Run Base- 
ball Ads 


Denver's baseball team recently played 
its first at home game of the season in its 
new park. The opening of the new park 
was featured by several business firms 
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getting together and running a two paze 
spread in local newspapers. A Denver 
player was pictured in each of the ads and 
people were asked to send in the names of 
the players; the first ones giving the correct 
names of the players were given tickets to 
the first game at home. The shoe houses 
running “‘ads” were Tober’s and Florsheim 
Shoe Store. 





New Shoe Stores 


Elmer L. Volkmore, Hotel Euclid 
Block, Euclid Avenue at E. 14th Street, 
Cleveland, Ohio. 

A. E. Estes, Philadelphia, Miss. 

W. C. Kenney, 112 E. Baltimore Street, 
Baltimore, Md., men’s shoe store. 

G. R. Kinney Co. (W. W. Lewis, 
manager), Baltimore, Md. 

The Elgar Shoe Shop (Elinoff & Gard- 
ner, proprietors), 101 W. Lexington Street, 
Baltimore, Md. 

W. H. Mack, Montreal, P. Q. 

Geo. A. Stephens, Waurika, Okla, shoe 


department. 

Gluck’s Union Hill, N. J. 

H. J. Francis, Great Falls, S. C., shoe 
department. 

Henry Clay Shoe Store Company, 
Wilmington, Del. 

T. Rendleman, Alto Pass, IIl., shoe 
department. 


Panama Shoe Store Syndicate, Chelten- 
ham, Ill. 

Louis Price (Price Clothing and Dry 
Goods Store), shoe department of branch 
store at Treece, Kas. 


J. J. Freeman, Clinton, Mo., shoe 
department. 

Brash Store Co., St. Joseph, Mo., shoe 
department. 


Philip Rezinsky, 923 E. 180th Street, 
New York. 

A. Johnson, Englewood, Ill. 

Joseph Huotl, Davenport, Ia. 

L. Yoffa, Joplin, Mo. 

Honorbilt Shop, Providence, R. I., shoe 
department. 

Luzenski Shoe Company, Wisconsin 
Rapids, Wis. (Frank Luzenski and Alex 
Muir). — 

Peshtigo Shoe Repairing Company, 
Peshtigo, Wis., to carry complete stock. 

Morris Zbar, 1577 Green Bay Ave., 
Milwaukee, men’s and children’s shoes, 
men’s furnishings, dry goods, notions, etc. 

J. C. Penney Company of New York, 
opens July 1 at 32 South Main Street, 
Janesville, Wis. 

Delavan Boot Shop, Delavan, Wis., 
discontinued business. 

A. Kotzin & Co., 132 So. Main St., 
Fond du Lac, Wis. 

M. Gaserowitz & Son, Menasha, Wis., 
purchased shoe store of F. & R. Radtke, 
801 College Avenue, Appleton, Wis. 

A. Reiter, 6306 Greenfield. Ave., West 
Allis, Wis. 

J. Wien & Sons, Burlington, Wis., new 
branch at Delavan, Wis. 
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“Constant Comfort’ 


‘sAmerica’s Best Comfort Shoes”’ 


‘QUALITY PAYS” 


Price alone may make 
one sale; quality at a 
fair price will hold the 
customer. Why not con- 
centrate your buying of 
black kid comfort shoes 
with “Constant Com- 
forts” and be assured of 
continued satisfaction? 





Sixty styles of boots, 





No. 68R—Black Kid Oxford, 12/8 Cat’s Paw sandals and oxfords in 
Heel, Drill Lining. _ ‘ 
7") eh ¢ ewe stock. No. 83R—Black Kid Two Strap Sandal, 
12/8 Wingfoot Heel, Gray Ooze Lining. 
In Stock A, B, C, D, _ RES: $2.65 





No. 285R—High Grade Black Kid Two-Stra : i 
Pump, 12/8 Wingfoot Heel, Grey Ooze Lining ‘$3.00 Ms 7a Fat, Ee Twotemp Sandel, 


. iam Same ito 2 One-Strap....... $2.85 In Stock A, D, E...00scceseee $2.25 8 ag Soa wee _— 
No. 46R—Same t Style in in —_ oomeey No. Re teme, ways | in Plain Toe. Bows In 
In Stock B, - $2.15 ay = B,C - $3.15 





No. 81R—Black Kid One-Strap Sandal, 8/8 Cat’s 
No. 74R—High-Grade Black Kid Blucher Oxford, No. 125R—Black Kid Stock Tip Oxford, Paw Heel, Gray Ooze Lining............-+.- $2.40 


12/8 Cat’s PawHeel, Gray Ooze Lining. 9/8 Cat’s Paw Heel Grey Ooze Lining. No. 86R——Same Style, Next Grade, Drill Lining, 
No. 73R—Same Style in _peraigae Lace Oxford 0. nen Evie! in Plain Toe. Both “Constant Comfort” Heel. 
Both In Stock 4 9 Seer” $3.00 In Stock B, C, . $2.75 Both In Stock B, C, D, E..........0000005 $2.00 


Ault Wie Shoe Co. 


Manufacturers . 
Auburn —s_ SX RE OP este STREET Maine 


Kansas City, Mo., Office—Suite “C” Mass Bldg. 
Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. 7 So. Fifth St. 


_—— = a 
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The Boot and Shoe Reeorder will appreciate your mentioning the publication in replies te advertisements. 
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CHROMOK 


and Colored 





Patent, Dull 




















SIDE LEATHER 








Made especially for 
medium priced shoes, 


Also makers of consequently superior 
| Famous | for such merchandise. 
| Oak Tanned | 
| Flexible Inner Soles _ | 
| Flexible Sides | 
ery W. D. Byron & ae Leather Co. 
SSccansiiens —— Williamsport, Md... .. Boston, Mass. 











NOW IS THE TIME FOR 


TH & No. 79 


Ladies? Pearl Elk 
Golf Oxford, Rus- 
sia Saddle. 

A, B, C, D, 34-7 
‘ 


Pearl ho Gell Or Although there are 
ford, Russie Saddle. many imitations of 
these golf styles, our 

THE : continued re-orders 
ORMOND - z indicate that quality 


DOES count. 


IN STOCK 
e M. A. PACKARD COMPANY 


Pearl a Golf Bal, 


wae et Brockton, Massachusetts 





The Boot and Shoe Recorder will appreciate your mentioning the gubileation ts > te edvertisements. 
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DOLGEViLift 
FELT SHOE 











¥ 














Just the Thing for Boys 


|e the Dolgeville line are several unique styles for boys. 
These felt shoes have sport scenes on the toe that ap- 
peal and attract the boy trade. 


This is only one type of the complete felt footwear line for 
men, women and children which is the standard of quality 
everywhere. 


Into every pair is built the genuine service that is iden- 
tified with all footwear bearing the Dolgeville trade-mark. 


Dolgeville Felt Shoe Company 


DOLGEVILLE, NEW YORK 
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The Responsibility 


is Ours. We Accept d : chine does the work 
It, end stand backef here is where we are saving manufacturers everywhere with wonderful ac- 
every last remodeled. thousands of dollars. They are shipping us their dis- curacy. 


- LL 








PRODUCTION COSTS 
CUT | Ty 


Shoe manufacturers are not only cutting labor costs, but 
they are also taking advantage of every opportunity to 
reduce many other items in the cost of production. 








Chief among these is the cost of new lasts. And right eo oe Se ee 


carded lasts, and we are turning them into new styles 
that are as smart as the crack of a whip. 


Send us a pair today. It will be remodeled and returned 
the same day. 














’ <0 DESIGNERS 


















WHITE TURN NOVELTIES 


Orders filled in 36 pair case lots of one width, in sizes advertised. - 






Style No. 204—White Sea Island Duck, One Strap. Style No. 206—Same be 204, cussing © ‘8 Military 


covered heel. B. 344 3-8; C. 24-8, 3-8, 3-7, 
aie gle, Cae 24-7; D, 244-6. 3-7. (36 pair cases). Style No. 201—Same as 204 with Junior Full Louis 
= 9 
bottom finish. 12/8 Military covered heel ar om cum heel. B. 3-8, 34-7, 4-8; C, 3-7, 24-7 
3-8; D, 244-7, 3-7. (36 pair cases). 


water — putten. rt 3-8, 344-7, 4-8, 3-7 
3 3-8; D, 244-7, 3-8. (36 pair a. 


Karelis Shoe Company, Haverhill, Mass. 


Pacific Coast Representative: O. L. LEDERER, Office, 905 West 53rd St., Los Angeles, California, 


IN STOCK 


Style 204 
$2.10 





Style 206 Style 201 
$2.10 $2.20 














These shoes are good values. They will please your customers. 
Style and fitting qualities are all you can desire. Order today. 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Shoe Pictures Converted 
| —? into Real Shoes 
iad Before Your Eyes 


Yes, sir—you will see the style-designers and last men at 
work; you'll see the raw hides made into leather; you 
will see the linings and findings men at work; and you 
will:see the shoe factory assemble ‘all their work into 
the finished shoe. 


Oh, yes—the Style Show will be there too, and a host of 
exhibits. Then there will be the Retailer Conference 
and after that (who knows) perhaps a little vacation 
down the harbor or up in the mountains. 
















The second week in July—they will all be there. Every 
booth a reception booth. 


The National Shoe and [ff 
Leather Exposition | 


and Style Show 


CHESTER I. CAMPBELL, General Manager 
5 Park Square, Boston, Mes. 





Boston 
“Capitol of Vacation Land” 
Awaits You! 
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= locoa’ Br Kip Oxford, 
— erforated Ve amp. Scroll Tip, Kid 
930 —Cocoa Brown Kip Oxto rd ee “Stans Oar eter Tongue Lining, Oak ‘Sole, 
Kid Quarte = Tor Li 
Oni Sole Wir oot Rabb e He ~ | ast. "Tn Sto >k C and D. 
Pan: = Stock C and D > 


3.15, —_ a 





IN-STOCK ff QUALITY 


SHIPPED WITHIN 24 
HOURS UPON RE- 
CEIPT OF ORDER. 


ALL THE WAY THRU 
—THE BEST VALUE 
ON THE MARKET 


9831—Cocoa Brown Kip, Inside 
Leather Counter Pocket, Oak Sole, 
Wingfoot Rubber Heel, Panama 
Last. In Stock D and E. 


9830—Same as 9831, except Panama 
Bal. In Stock C and D. 


3.25 


Menzies Shoe Co., Fond du Lac, Wisconsin 


C. S. Stearns Shoe Co., Boston, Mass., New England Distributors 
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White Shoe Selling at Height 


Girl Graduates Asking for White Kid in 8/8 to 16/8 Heels 
—Massachusetts Merchants Meeting, June 7, Worcester 


HITE shoes are now moving 

quickly. June graduations and 
weddings are taking the better numbers; 
the holidays are demanding the medium 
grades. There is a big demand for white 
kid and calf by the girl graduates—the 
news has gone broadcast that white, 
shiny leathers are the proper materials for 
graduation-day foot covering; there is a 
wide divergence of tastes as to heel 
heights. Some favor the 8-8 inch height— 
others want them all the way up to 16-8. 
White kid was strong last Summer; the 
public has become acquainted with it, and 
they like it. They also like white calf. 

As to prices, cheap merchandise is not 
wanted. It is an absolute fact that the 
lack of needed white merchandise is more 
of a deterrent to business than price con- 
sideration. 

Merchants who carry good shoes find 
no difficulty in selling merchandise from 
$6 to $10. And a good grade of white kid 
shoes can be bought within these figures 
by the girls about to graduate. The pros- 
pective June bride is willing to pay more 
than $10 in many cases, as she likes the 
added daintiness of line that is made pos- 
sible in the higher grade merchandise. 
White kid and calf with buckskin and can- 
vas trimmings are good numbers. White 
and black trimmings rank second; next 
best white and tan, third white and gray. 





By Auto to Worcester 

It looks now as though there would be a 
good attendance at the June 7 meeting of 
the Massachusetts Retail Shoe Merchants’ 
Association to be held at the Hotel Ban- 
croft, Worcester, June 7. Members have 
been most generous in offering their 
machines and requests for reservations 
have been coming in well. 

Those who have not yet made reserva- 
tions are requested to get into immediate 
communication with Enslyn Gardner, 
Managing Director, at room 317, Little 
Building, 80 Boylston Street, Boston, 
telephone Beach 7294. 

When sending your reservation to Mr. 
Gardner, kindly state whether or not you 
will be able to furnish an auto and for how 
many passengers. The tickets for the 
dinner are $3 each. Reception will take 
place at the Hotel Bancroft at 6 P.M. and 
dinner at 6:30 P.M. All roads, not only 
from Boston, but from other parts of the 
State, should lead to Worcester on the 
evening of June 7. 


In White and Lipstick Red 


Willson’s Shoe Shop recently showed an 
attractive outside case in white and lip- 


stick red. The floors of the case were in a 
checkerboard effect of black and white and 
some white one-straps with patent straps 
and trimmings with inch 
shown; also some all-white shoes. But the 
real Parisienne touch was given by some 
white and white silk hosiery, 
trimmed with leather, or embroidered with 
silk in lipstick red. The white shoes had 
inch straps of red kid, fastened with good 
sized brass buckles. The white silk hosiery 
had red silk clocks and were further adorned 
with red shirred silk garters. A basket 
filled with red flowers gave another bit of 
artistry to the display. In the women’s 
shoe window a one-strap called “Le Dern- 
ier Cri’’—the newest style creation in the 
barefoot sandal idea—in black patent cut- 
out vamp, beige suede quarter, 7-8 heel, 
attracted attention; also some Russian 
leather boots. 

In the men’s window a little section had 
a grass floor, golf sticks and golf balls, 
some golf shoes and a brown and white 
effect in a golf stocking. Each window con- 
tained the sign, “Shoes moderately priced, 
$5, $6, $7, Rice & Hutchins, Makers.” 


“Gloom Never Enters In” 


At Jones, Peterson & Newhall Co.’s 
store, all was activity this week. This store 
has a family trade and said F. S. Billings: 
“There is always some member of the 
family who is continually wanting some- 
thing in our line. Our May business has 
been most satisfactory; white shoes have 
commenced to move in earnest. We are 
selling a good many sport shoes, with all- 
rubber sole and heels and nine out of every 
ten men and women want rubber heels on 
their shoes. We never let gloom enter into 
our store; the sun is always shining with 
us, even if the weather man orders rain for 
out-doors.”’ 


heels were 


shoes 





A Headliner Salesman 


A retail shoe salesman who can really be 
classed as ‘A headliner” is Joseph Pretto 
of the Thayer McNeil Company’s Temple 
Place shoe store. “It is a safe bet that he 
sells as many, if not more, women’s shoes 
than any other salesman in Boston,” said 
Manager C. W. Pollock, “‘and he does this 
by never wasting a minute.” He is a very 
popular salesman and meets many of his 
customers by appointment. He never 
allows his customers to “visit.”” When a 
sale is completed, he is off and away to the 
next customer, bowing and smiling good- 
bye to the last customer while he is walking 
toward the next. Mr. Pretto is the first 
man at the store in the morning and the 
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Where to Buy 


Women’s Shoes 











The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 

In Stock Specialists of 

Women’s Shoes, Party 

Slippers and Novelties. 











Write for Catalogue 








ne 


COLLINS & STAPLES 
Makers of 

Hand Turned Low Cuts 
Patent leather, % inch one 
strap with slide ‘buckle on 
our new. Growing Girl's 
last. 

118 Phoenix Row 
Haverhill, Mass. 

183 Essex St. 


Boston Room 
CUOUODODEDOGODEDCREOOROOEOODEOED 









BLEECKER STYLES 


Are the last word in footwear 
for stylish women 






















Was in Medium and+ ff | 
1GH GRADE ch 
OR SuPPERS ASS 

all s/tylé* made of Dome? 


Imported Satin Brocadevand Metal Cloth. 
$2.25 per pair and up 


= M GUSTIN © 


(EW YORK V4 











FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 
PRICE $1.35 


Women’s Quality 
Satin Boudoir 


Orchid, 





Colors—Black, Old Rose, Copen, 
vender, Alice Blue 
FREEMAN & THOMPSON SHOE CO. 
Manufacturers “Comforets” St. Paul, Minn. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Siippers 
76 RiverSt.,Haverhill, Mass, 
Boston Office 
207 Essex Street 
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Where to Buy 


Women’s Shoes 














Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for catalogue 


MAID-RITS FELT SLIPPER CO., Inc. 
- . 35 York St., Brooklyn, N. Y. 














E. A. & M.C.WitherelljCo. 


Manufacturers 


Women’s Turn! 
[Boots and Slippers 


Facto p~ 
Haverhill, "Tease. 
Boston Office 
Rice Bidg. Reom 406 














FERN & & POOR CO., Inc. 


lanufacturers 
‘en Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 



























= WOMEN’S FINE TURNS 
: and NOVELTIES 

= One of our newest models. 
= Hand turn kid lattice work 
=quarter—in all fines. 
zleathers. 

: TESSIER & 

: BOW DOIN 

: 172 ba 
: reet 

: : Haverhill, Mass. 





ue 





Makers of 
HAND TURN NOVELTIES 
In All Leathers and Satins and 
On All the Latest Lasts 
Felstiner-O’Connell 
Shoe Co., Inc. 


41 Washington St. 
Haverhill, Mass. 








Harding Shoe Co., Inc. 


k Women’s Turn Shoes Specializ- 
on a 4 in High-Grade Novelties 










BERNARD L. DURGIN 


Sales Representative 


Factory 
Haverhill, Mass. 





— 


STOCKBRIDGE SHOE COMPANY 
. 





HAVERHILL, MASS. 
U.S. AS 








Getting New Trade 


is mainly a matter of going after it. Write 
our Dealers’ Service Department for new 
ways of bringing customers to your store. 


BROOKS SHOE MFG. CO. 
1731-41 N 6th St. Philadelphia 











AND 


last to leave at night. You would never 
think it tolook at “Joe,” nor to observe his 
rapid-fire, scientific selling, but he has seen 
62 Summers and Winters. 


Men’s White Shoes Featured 


At the men’s Regal Shoe Store, corner 
of Washington and Milk Streets, white and 
sport oxfords were attractively featured. 
Some white fabric shoes were priced at 
$5.80 and white fabric shoes, leather 
trimmed, were priced at $6.80; the brown 
and white combinations are reported as 
very good sellers. The $5.80 price is made 
only on the fabric shoes, not leather 
trimmed; the $6.80 price prevailing on 
leather shoes. It was stated that since the 
inauguration of the $6.80 price, the Regal 
stores have sold nearly twice as much 
merchandise. Some attractive sport models 
were shown for men, a rather unique com- 
bination being effected in a light smoked 
horse, with green “sharkskin saddle strap,” 
rubber soles and heels. 

An attractive line of hosiery is carried in 
the Summer Street store; among the 
models shown is a silk net in white and 
leading shades. 


Busy Boston Shop 


Within five minutes’ walk of the big 
Boston market, the Bresnahan Shoe Com- 
pany is making nearly 1000 pairs a day of 
women’s shoes, all of distinctive novelty 
types. The firm started early in April, with 
just a bare floor, and got going to capacity 
before the end of April. It continues to run 
to capacity. 

A handsome factory it has, and hand- 
some shoes it is making, of patent leather, 
with fancy trimmings and of satin, with 
handsome ornaments. All of its shoes 
have wood heels. 

It is putting some unusually fine bot- 
toms on shoes, and, in doing so, it is using 
some special types of machines. 

Louis Heel vs. Spanish 

Louis and Spanish heels were compared 
and discussed recently by James H. Creed, 
manager of the second floor, women’s shoe 
department of Thayer McNeil Company. 
The bases of the two heels were put side by 
side and it was noticed that the 17-8 Louis 
had a bigger arc and gave Milady more 
standing space than did the 15-8 Spanish. 
“The Spanish heel is really a difficult heel 
on which to walk,”’ said Mr. Creed. ““The 
Spanish heel somewhat resembles a Cuban 
as to shape. The width of a heel is the im- 
portant point. It can be reasonably short 
longitudinally at its base, if it is wide 
enough.”’ 


Has Attractive 
Windows 


Afson’s 


Afson’s, men’s shoe shop, which features 
$5 and $6 prices, had its windows dressed 
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attractively the past week. A man’s sport 
oxford in light smoked horse, with saddle 
strap of dark calf was placed on a purple 
silk background, within a plain gold frame. 
This picture “hung” within the window, 
made a very effective showing. 


All 19 and 20-Year Olds 
Challenged 


M. E. Crowell, salesman on the second 
floor of the Thayer McNeil Company, has 
organized a baseball nine. The boys have 
already had several practice games, one of 
them being with the Jordan Marsh Com- 
pany team. 

This team is composed of the following 
young men: Robert Long, first base; Gib- 
bons, second base; Carlson, second base; 
“Bob” Bennett, captain and short stop; 
“Charlie” Long, left field; Knights, center 
field; Donald, right field; Reed, pitcher; 
Whalen, pitcher; Mallory, pitcher; Can- 
field, catcher; Honeyfield, catcher. Mr. 
Crowell fills in on right field once in a while; 
other substitutes in the field are: Messrs. 
Lucy and Thatcher. There are fifteen men 
all together ready for action or to act as 
substitutes. Their uniforms are of green 
and gray. ° 

Mr. Crowell wishes all shoe teams of 19 
and 20 year olds to take notice that the 
Thayer McNeil Company team is now 
ready “for thé fray” and will be glad to 
have the managers of any shoe teams inter- 
ested write to him at the Thayer McNeil 
store, so that Saturday afternoon games, 
or twilight ball may be played. 


A College Beauty 


This refers to a sandal which James H. 
Creed, manager of the women’s shoe de- 
partment, second floor Thayer McNeil 
Company, calls The College Sandal. It is a 
“large edition” of a child’s play sandal, 
except as to size and color. It is made of 
calfskin, and color is where the interesting 
part comes in—there are orchids, French 
blues and salmon pinks—in addition to 
white and patent leather with white stitch- 
ing. The sandals are lined throughout with 
white kid and carry a wide instep and 
ankle strap, buckle fastened. They sell 
readily at $9—the college girls are buying 
them, so they are “dubbed’’, The College 
Sandal. 


Albrecht Establishes 
Salesroom 


F. W. U. Albrecht, well known among 
shoe manufacturers in the New England 
field, has opened a salesroom for upper 
leather and shoe manufacturers’ supplies, 
at 113 Lincoln Street. His upper leather 
lines will be high grade and the manufac- 
turers’ supplies will include Goodyear 
welting, cutting boards and die blocks. 

(Continued on page 119) 
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Russian and Side Lace Oxfords 


Late Novelties for Summer Trade Being Made in Lynn 
Shops—Patents Continue to Sell Best 


YNWN shops get under way briskly 

again, June 1, making iate novelties 
for the Summer. Among them are side 
lace oxfords, Russian oxfords, gore pumps, 
and new variations on one and two-strap 
shoes, and of Grecian and barefoot 
sandals. 

Dancing shoes are once more in brisk 
demand, in the popular price grades, a 
sign that girls are flocking to dance halls 
of Summer resorts again. Incidentally, 
many girls express a preference for shoes 
that have high heels, and a comfortable 
forepart. Toe comfort is especially de- 
sired. Evidently, girls like to dance a 
long time. Strap styles seem to be pre- 

_ ferred for dancing. 

A new line of fine welts, light in weight, 
and dainty in pattern, is being made for 
both walking and dancing. 

Patent continues the leading leather 
for street, dress, and dancing wear. Many 
of the patent shoes are trimmed with 
radio red, periwinkle blue, apple green as 
well as white leathers. Some heels are 
colored, like the trimmings. 

Brocade shoes have appeared, and satin 
shoes continue to be made. New gored 
pumps, in grey or in white, are being 
made. 

“Not a chance for boots do I see,”’ says 
one manufacturer speaking of Fall pros- 
pects for women’s shoes. Yet there are 
some extra fine samples of boots in the 
growing girls’ lines. 

Samples of Fall novelties, so far made, 
present two-tone combinations. 

Heels are higher. 

Pumps, with large tongues and buckles, 
and Spanish heels, 16-8 and even 17-8, are 
mentioned. 


Watson Developing Light 
Welts 


Watson Shoe Company is developing 
the manufacture of light welt shoes, or, 
as Mr. Hyde says, “shoes that have the 
daintiness of fine turns and the strength 
of welts.’’ New samples, in this class, 
show shoes of fine uppers, like suedes, 
and kids, with slim and graceful shanks, 
and wood heels, either of the boxwood or 
the Louis styles. Patterns are of the 
strap and sandal styles, like unto the 
patterns of graceful turn shoes. The new 
grade of shoes fit the requirements of a 
host of young women who like pretty 
shoes to walk in, and to dance in. 

Mr. Hyde is firmly convinced that these 
new light welts are the prettiest, and 
most useful shoes, that the Watson Com- 
pany ever has made. 


Making Russian Oxfords 


The MacLaughlin-Conway Company is 
making Russian oxfords, of patent leather, 
with cross straps of red, or grey, and 
collars likewise of red, or grey. Also, the 
full quarter linings are of the same color 
as the collars and straps. The oxfords 
have en open throat, and the throat is 
crossed by straps, which fasten to buttons 
on the quarters. The collars fold over 
the top. The shoes measure 334 inches 
high on the side, at the breast of the 
heel, and they are as high cut oxfords as 
ever were made. 

Also, this company is making some 
beautiful brocade oxfords, of the-side lace 
pattern. 


Side Lacers as Leading 
Feature 


Mr. Briggs, of Brigg & Hutchison, is 
playing up side lacers as his leading 
feature. These oxfords lace down the 
sides on a slant towards the throat, not 
straight down the side to the shank, as 
did the old time side lacers. Tests on 
models show these side lacers to fit 
quickly and smoothly. 

The shoes are of patent, or Russia 
calf, with beige suede or like novelty 
quarters. Some, however, are of one 
color all over. The lasts are semi-stage, 
with a short vamp, and a 15-8 heel, of 
wood. 

“For boots, I see not a chance at 
present,’’ says Mr. Briggs. 


New Thoery of Making 
Shoes to Fit 


That patterns should be made to fit 
the foot, and then lasts made to fit the 
patterns is the theory that Paul Krippen- 
dorf, Lynn shoe manufacturing expert is 
planning to test out in practise. This 
theory is exactly the opposite of the com- 
mon theory, and practise, that the last 
should be made first, and then the patterns 
drafted to fit the last. 

Mr. Krippendorf resigned, June 1, as 
general manager of the Krippendorf Kal- 
kulator Company, an organization that 
has its cutting room system in 200 large 
shoe manufactories. He has formed the 
Paul Krippendorf Pattern Construction 
Company, and this Company is fitting up 


a laboratory at 138 Eastern Avenue, 


Lynn, for demonstrating Mr. Krippen- 
dorf’s theory that patterns should be 
made first, and lasts made to fit the 
patterns, and also, for the purpose of 
getting this theory into actual practise in 
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the shoe manufacturing industry generally. Morse Blacking Company, of Peabody. ¥ 
Wh B Mr. Krippendorf says it all leads up to “And if you want my opinion,” he adds, a 
ere to uy the matter of “getting more shoes fitted “colors have come to stay, and the rain- 
> ° right.” bow is the limit for developing them. ne 
Men’s Shoes ce 5 eli “T,ve been in this business for 40 years. 
on . ie - «,s> [never saw so many colors, nor such 
= The Rainbow is the Limit beautiful colors, as this season. Blacks 
PULLMAN TRAVEUNT SUPPERS “More than 400 shades and tones of are selling of course. But we put only 
better"than ever inQualityandfit | colors for leather have developed so far ten barrels of blacks into the last car- 
opt aie this season,”’ says George Morse, of the load of finishes that we sent eff.”’ tis 
GLAZED KIT HO2 ha 
Colorr Black and Brown — an 
full sizes 3 toll in Stock - 
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> hoe” Boot & SHOE Fair—Monel Factory to Be a Feature 
FOR MEN Brockton,’ Mass. LTHOUGH the dates of the Brock- Governor Cox at Walk- 
t ton Fair are four months away, yet, Over Plant S 
Frank E: Packard, general chairman of - é ; : 
Stock Dept. 5 Ke the Brockton Fair style show is perfecting The monthly meeting of Governor Cox - 
C22) his plans for that exhibition. Mr. Pack- of Massachusetts, and his Council, was q 
Is at Your Service a" ard, in company with George E. Rand, held in Brockton last week at the resi- KR 
general manager and assistant to Mr. dence of Harry H. Williams, a member wi 
THE STETSON SHOE CO. (Ine.) Packard, recently visited the Brooklyn of the Council. Governor Cox, Lieutenant liv 
South Weymouth, Mass. Style Show, which they report had many Governor Fuller, and other members of the th 
interesting features. The committee for Council, were present. After the meeting tir 
the Brockton Fair stvle show for 1922 they visited the Walk-Over plant as the 
has been increased by the addition of guests of President Harold C. Keith of sh 
W. W. McArthur, who will assist William eorge E. Keith Company. Fi 
B. Nash of the style show division. Full ee eee Ju 
BOSTON NO. 207 membership of the committee includes: Closed Ov er the Holiday St 
OFFICE a ESSEX ST. Honorary Chairman, John S. Kent of Period ret 
eacee*' =. . . - ~ > . . 
- ~< A. Pa hard age we one - Brockton factories generally, closed for a 
Packard of Geo. E. Keith . company; the Memorial Day holiday from Saturday, on 
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Address all communications to the snne tc , = 9 Ais “rs as B 
faster of whinney Last Company. Miss Mollie F. way for the starting of the new runs. 7 
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Hurley will have charge of the girl models; 
Frank E. Cobb will look after the exhibi- 
tion booths; J. Frank Beal will be in 
charge of music; Frank M. Bump of the 
Brockton Shoe Manufacturers’ Associa- 
tion is secretary and treasurer; W. H. 
Scanlon will be in charge of men models; 
A. Scudder Moore will look after the elec- 
tric effects; decorations and entertain- 
ment will be under the supervision of 
George M. Rand. 


business. 


Stock departments continue to do a good 
Many novelties in welt foot- 
wear are being put into factory stocks 
by local concerns and brought to the 
attention of retail merchants for their 
Summer trade. These include men’s and 
women’s white and sport oxfords, also 
women’s strap sandals, the latter in vari- 
ous cut-out effects of patent leather plain 
and with combinations of white or gray. 
These will be in active demand during 
the next two months, and factory in-stock 





Model Factory at Fair departments will be prepared to make es 
: “a va 
Following the policy of the past two quick deliveries. be 
UN } years, the management of the Brockton 5 a ee f T 
ION SHOE CO, || Fair will operate « model factory in the Diamond Shoe Company's ‘ 
MEN’S WELTS educational building during the Fair days, New Run wi 
messi 3, 4, 5, : = a The ~ Beginning with a daily output of ap- Ly 
aes pms -~ eta “8 proximately 5,000 pairs the Diamond Shoe els 
e concern which will manufacture shoes, : A . 

: seas a Company began its Summer run last 

Frederick S. Peck having accepted the invitation of the Fair f oe fee sr) sa : 
; : : week. This output will, it is expected, be lor 
Worcester, Mass. directors. L. Holmes Dalton will be super- increased during the next few weeks. oi 

’ ° intendent of the plant. In 1920, W. L. i 

Men’s and Women’s Douglas St C ve Aoelar —_—_—— ap 
Sport and College Shoes  OU#MS Slhoe “ompany, manusemree’” Concern to Make Moccasins pa 
men’s shoes at the Fair. In 1921, Geo. ki 

Boston Salesroom E. Keith Company, produced women’s The Waneta Moccasin Company has 
pa off 
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turn shoes by a new process. 


been formed to produce a line of mocca- 
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sins in a factory at Brockton. Members 


of the Corporation are: Hector Fuche- 


and A. A. Briggs. The latter has had 
extended experience at moccasin making 
in Maine. 


Advertising Man Applies 
for Patent 

Harold M. Messenger, assistant adver- 
tising manager of Churchill & Alden Co., 
has applied for a patent on what he terms 
an auto baby carriage, because of its re- 
semblance to the modern motor sedan. 
The original carriage was built primarily 
to protect Mr. Messenger’s infant son 
from the weather. It has all the features 


BOOT AND SHOE RECORDER 


of a sedan, including rubber tires, shock 
absorbers, electric lights, spare tire, etc., 
also luxurious upholstery. Mr. Messenger 
plans to license some baby carriage manu- 
facturer to produce duplicates of this car. 


Shoe Concern Increases 
Output 


W. L. Douglas Shoe Company, has in- 
creased its weekly working schedule to 
40 hours. Improvement in business con- 
ditions is given as the reason for this 
increase. It is stated that the new 
schedule will be the minimum until at 
least July 1. 





BROOKLYN 


Style Show Stimulated Business 


Several Factories Busier Than at Any Time This Year— 
Future Delivery Business Being Booked 


INCE the style show, business in the 

Brooklyn section has taken an up- 
ward turn. Both stock and future de- 
livery orders have increased and many of 
the factories are now busier than at any 
time this year. 

I. Miller & Sons report shipping stock 
shoes at the rate of about 700 pairs a day. 
Future deliveries are being placed for 
July and August. Emil Strassburger of 
Strassburger-Stiles, Inc., said that his plant 
received more orders in the two weeks 


covered by the style show and the 
week following than in the previous 
month. 

Other manufacturers also reported 


increased business and the outlook in 
Brooklyn, altogether is decidedly brighter. 
The reaction against low grade footwear 


also has served to hearten the Brooklyn 
producers considerably. 

Patent leather continues the big thing 
in Brooklyn shoes and many do not expect 
it to drop from its position as a leader for 
some time to come. New Orders now being 
placed run largely on patents. Brown 
and black satins also are being ordered 
indicating the manufacturers say, that 
retail merchants underbought on these 
staples. Whites from stock also are going 
strong at present. 

In patterns, the strapped models are 
still good, with the one and two strap 
varieties leading. The center, vertical 
strap pattern is looked upon as having 
great possibilities for development for 
Fall, particularly along the line of Colon- 
ials. 





LYNCHBURG 


Nothing New in Summer Styles 


Models Being Bought Now About the Same as Those Dis- 
played at Spring Openings 


S the Summer season begins to come 
in, the new styles in footwear that 
appear from time to time seem to be 
variations of several strong types which 
have been popular ever since early Spring. 
There is no doubt but that patent is still 
in the lead and is likely to hold sway over 
a season yet to come before the taste of 
Lynchburg femininity turns to something 
else. 

Low-heeled patent leather pumps have 
long been popular as have patent barefoot 
sandals. Now comes a hybrid which 
appears to be a cross between the two. In 
pattern it is like a flat one strap pump, its 
kingship to the sandal being in the cut-out 
effects over the toe. Some of these have a 


single triangle cut-out, others have a 
more intricate patterns worked in them. 


Patent and Suede 


“The Sunburst” is a dress pump in a 
combination of patent and suede that is 
being featured by the G. A. Coleman 
Company. This pump, which has a full 
patent vamp, derives its name from the 
tracings of lighter leather upon the patent 
quarter. 

Bell Shoe Store is featuring two new 
arrivals at $10. One of these is a two strap 
pump with patent vamp and biege quarter 
on a Cuban heel. The other is a dress 
pump with a higher heel of patent, gray 
stitched, with a gray throat and cut-out 
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sides. This has a single strap with two 
buttons. 

Will White Company is showing a gray 
stitched barefoot sandal in patent for 
$2.98. 


$5 to $10 the Price Range 


In advertisements the Coleman Com- 
pany is featuring footwear for the grad- 
uating girl and the June bride. Rucker- 
Evans Company is also featuring lighter 
footwear with prices between $5 and $10. 
Baughan Brothers have advertised the 
Princess Pat oxfords which they point 
out are recommended by a noted ortho- 
pedist. 

The Quality Shoe store has been adver- 
tising a sale at $3.45 and $5.95 while the 
Coleman Company is calling attention to 
much of their stock that has been marked 
down from regular prices to $4.95 and 
$6.95. 


College Girls Wear Patent 


Patent leather for day wear, and gold or 
silver cloth for evening is what the girls of 
Sweet Briar and Randolph-Macon Wom- 
ans’ College seem to prefer. And if their 
shoes on the street are not of patent 
leather, then its a n even bet that they will 
be either combination sport oxfords or 
plain tan oxfords or pumps. 

Of patent leather styles the girls have 
chosen from a wide range. You may find 
one dainty miss dressed up for the after- 
noon tripping along in French heeled 
patent pumps with two or three straps. 
But you will be more likely to find her 


striding along in cut-out sandals or fla: 
heeled one strap pumps. 


Gray and Tan Sandals, Too 


Other styles of -pumps are worn, oi 
course, but no type is so apparent among « 
large number. Some gray and some tan 
sandals are worn and a few black satin 


flapper styles are seen. Combinations of 


patent and suede have been somewhat 
popular, but all suedes are few and far 
between. In sports styles, which are 
many, the light smoked elk with darker 
saddle are far in the lead with two tones in 
tan and gray and patent combinations in 
the race for a poor second place. 

French heel styles are worn for dress 
occasions in afternoon and early evening, 
but these types seldom find their way 
down-town as far as the college girls are 
concerned. And even as they wear them 
there are not a few of the students who 
have become so used to their flat heeled 
oxfords that the don high heels only to 
anathematize them and the convention 
that proscribes them for formal occasions. 

May day was held at both schools 
recently and at both Sweet-Briar and 
Randolph-Macon the queen and _ her 
court wore metal cloth pumps, cloth of 
gold for one school and cloth of silver for 
the other. And as with May court, so it 
is with the entire school, the pumps of 
gold and silver are by far more frequently 
seen than any other material. Metal 
brocade does not seem to have quite the 
hold of the plainer cloth. Black satin is 
second in popularity for evening wear. 





NEW YORK 


Pre-Holiday Business Good 


Bulk of Business Done Just, Prior to Memorial Day Was on 
White Shoes—Demand for Better Grades Increasing 


HE pre-Decoration Day business in 

shoes reached fairly large propor- 
tions here and gave the general tone in 
the shoe trade a decided upward lift. 
The bulk of the business developed along 
white lines, it was said, with the plain 
whites leading in sales. Warmer and 
brighter weather also assisted in bringing 
the shoppers into the shoe stores and shoe 
departments. 

Considerable competition for white 
business developed, and some attractive 
prices were offered to consumers. Some 
of the Fifth Avenue department stores 
opened the white season with sales, at 
which the prices featured ranged in gen- 
eral from $5 to $8. Real buck shoes at 
$6.50 have been advertised by one depart- 
ment store. With prices on this basis, it 
appears unlikely that any great profits 
will be made out of the white shoe season. 

Despite the run on whites, patent 
leather is still holding strong, and many 


of the leaders in the local trade are pre- 
dicting that it will carry through the Fall 
season again. The one and two strap 
pattern, often with the center vertical 
strap, is one of the leading styles, although 
a wide variety of patterns appear to be 
good at present. 

Although the higher grade shops are 
stressing plainer models, the medium and 
lower priced stores have no difficulty in 
selling the elaborate patterns, they say. 
It is price, rather than pattern, that ap- 
peals in the lower grades now. The reac- 
tion against the flood of cheap shoes un- 
doubtedly has set in and many of the 
local merchants are beginning to trade 
up, although still carrying a few lines of 
the cheaper shoes to cater to some of their 
customers who buy mainly from the price 
angle. 

No New Fall Styles Wanted 

Fall styles are being discussed in local 

retail circles, and it appears that little 
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change is expected or wanted, at least for 
the early Fall months. Straps, with vari- 
ations in patterns, are expected to be good. 
Heels form the principal topic for discus- 
sion. The trend undoubtedly is toward 
higher heels than have been in vogue so 
far this year. The 14-inch Cuban heel 
is favored by some and the 2-inch Spanish 
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heel by others. Heels lower than 10-8, 
except in misses’ sizes, appear to be going 
out rapidly, largely because they are no 
suited to grown women’s feet. Retail 
merchants report much complaint of foot 
trouble among their customers who bought 
the extremely low-heeled shoes early this 
Spring. 





ATLANTA 


Sales Volume Shows Increase 


Recent Advances in Cotton Prices Has Bred Confidence— 
Outlook Good for Remainder of Year 


_) ECENT advances in the price of 
cotton have served somewhat to 
improve the general condition of business 
throughout the Southeast, wholesalers 
stating that there is a better feeling among 
the retail merchants with the result that 
they are buying more freely. The outlook 
in the retail line for the remainder of the 
year gives promise of fairly good business, 
and especially are the merchants looking 
forward to an unusually good Fall season. 
It is generally believed that by that time 
all business will be at the normal stage 
again. In the smaller towns and com- 
munities retail trade is still somewhat 
slack due to the low financial condition of 
the farmers, but with a promise of fairly 
good crops conditions in these communi- 
ties also are expected to improve ma- 
terially by Fall. 

Shoe dealers in the larger cities through- 
out the Southeast state that business has 
been unusually good since the Spring 
season opened, and that the outlook prom- 
ises a satisfactory volume from now on. 


Tennis Shoes Again Popular 


Tennis shoes, which have been in very 
little demand in this section now for al- 
most two years, are said to be in the run- 
ning again and the Atlanta wholesalers 
and manufacturers report their men on 
the road are sending in enough orders to 
indicate that tennis shoes have returned 
again to popularity. 

Atlanta shoe dealers advise that in 
money volume their business is now run- 
ning on about a par with the same period 
of last year, and in many cases is from 5 
to 10 per cent better. This means that 
actual sales are at least 25 to 30 per cent 
better because of the difference in prices 
this season as compared with those of a 
year ago. 


Buying for Fall 


Merchants generally are placing orders 
for Fall merchandise in sufficient quan- 
tity to indicate that they are generally 
looking forward to a good demand for all 
of the usual Fall lines. It is the general 
opinion among jobbers that all prices 
have now reached rock bottom, and that 
any future tendency will be upward. 


“Made in Georgia’ Week 


““Made-in-Georgia” Week, May 22 to 
May 27, conducted in the various cities 
throughout the State, proved to be one 
of the most successful merchandising 
events that has ever been held in this 
State. Retail merchants, jobbers and 
manufacturers, as well as farmers, co- 
operated in the arrangements and during 
the week there were displays in retail 
stores of the various cities in Georgia, of 
products grown and manufactured in the 
State. The purpose of the event was to 
increase the local consumption of home 
grown and home manufactured products, 
and already it is said, manufacturers are 
beginning to note the favorable results. 
The slogan of the week was “Eat Georgia 
Products, Wear Georgia Products, Use 
Georgia Products.”’ All of the various shoe 
manufacturers of Atlanta took part in the 
week, arranging displays and exhibits of 
shoes that are manufactured in this State. 


Value of Short Term Credits 


An interesting explanation of the value 
of short-term credits was given recently 
by the advertising manager of a large 
Atlanta retail store, following a thorough 
investigation of the plan from all its angles, 
and its adoption over a period of several 
months. The following three reasons were 
advanced by this company as the principal 
advantages they had obtained by the 
short-term system: 

1. The firm can afford to sell goods on 
a closer margin because the turnover is 
greater, and the danger from losses in 
accounts is lessened. 

2. The disposition on the part of the 
customer and buyer is not to load up and, 
therefore, the danger of losses in declines 
is less, and this does away with the stress 
and difficulties of this feature. 

3. It encourages closer attention to 
details in selecting goods that will sell and 
turn over again in a short time, and make 
it less likely that the store will accumu- 
late hard stock, makes certain fresh mer- 
chandise, and enables the store to buy at 
the best prices. 
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Oriental Slipper Co. Inc. 
118 Phoenix Row, 
Haverhill, Mass. 


SUMITH Bench Made 
Professional Hard Box 
Ballets. Black Kid 
and Pink Satin in 
stock. 


Wm. Sumner Smith Co. 


132 W. Broadway, New York 
326 W. Menroe St., Chicago 
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shoes. Sold in bulk. 
Prices on request. 
Cleaning Compounds Mfg. Co., Ine. 


Sole Licensees of The Bleecker Co. 
Hempstead, N. Y. 





COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 


184 Summer St. 
Formerty Walpole Shoe Supply Co 
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Army Shoes at Auction 


A considerable quantity of surplus 
army material owned by the government, 
including russet shoes and some leather 
goods, was sold at public auction at the 
Candler Warehouse in Atlanta, Thursday, 
May 25, buyers being present from all 
over the country. Several such sales have 
been held during the past several months 
and the $10,000,000 worth of surplus war 
property that had been stored in Atlanta 
is being rapidly depleted. The prices 
obtained for this been 
materially less than the government pur- 
chased it for. 


material have 


To Build New Store 


M. Rich & Bros. Company of Atlanta, 
will start construction on September | of a 
new department store, that when com- 
pleted will be the largest department store 
in the South. It will occupy a site in the 
retail shopping district down-town, will 
be five stories in height, cover 41% acres 
and cost, it is estimated, about $1,500,000. 





June 3, 192? 


The present Rich store has been leased 
by the W. T. Grant Company of New 
York, who will establish a department 
store in Atlanta as one of a chain of severa! 
that company now operates in the South 


To Attend Big Convention 


Several of the retail shoe dealers in 
Atlanta, and representatives of the vari- 
ous wholesale houses and shoe manufac 
turers here, are planning to attend the 
annual convention of the Southeastern 
Shoe Retailers’ Association, that is to be 
held at Jacksonville, Fla., Tuesday to 
Thursday, June 6 to 8. Among the 
Atlanta dealers on the program during 
the convention are Fred S. Stewart, 
President of the Fred S. Stewart Shoe 
Company, Werner S. Byck, President of 
Byck Brothers; J. O. Steele, of the All 
America Shoe Store; Charles A. Brady, 
manager of the Men’s Shoe Department 
of the George Muse Clothing Company. 

The Atlanta dealers will make the trip 
to Jacksonville in a body, leaving the city 
Monday night. 





NEW ORLEANS 


White Season in Full Swing 


One-Strap the Most Popular Pattern with Louis and Baby 
Louis Heels—Canvas and Kid Both Selling 


HE white shoe season is in full swing 

in New Orleans. The white lines 
are selling in every style, especially in 
women’s wear. The most prominent 
styles selling today are the simple one 
strap white shoes with Louis and Baby 
Louis heels. In fact, the block heels have 
never taken to any great extent in New 
Orleans, and they have barely cut into 
the popularity of the Louis types, as the 
trade in this section insists on French 
heels. 

The Summer season opened late this 
year, but it is now making up for its tardi- 
ness. It is generally accepted that April 
was the largest white month in recent 
records. All of the stores are now oush- 
ing the selines, although it is hardly exact 
to say that they are pushing these shoes, 
for they more or less se!! themselves at 
this time of year. Both the canvas and 
kid shoes are selling well, and the mer- 
chants say the demand is as great for one 
as for the other. 


Weather Still In Control 


In the last two weeks there has been 
ideal shopping weather, and the house- 
wives and women in offices have taken 
advantage of it. The weather before this 
was very rainy and unsettled. The weather 
is a controling factor at this season, and 
often determines the rate of a style more 
so than in the North, as rains here come 


in spells and when it rains there is nothing 
to do but let it rain and keep under cover. 
When the sun comes out again the people 
flock out, and it seems that every one 
comes to the business district at once, and 
then the merchants have their hands full. 
So that last week was the largest white 
week of the year. 


Store Damaged by Fire 


The Crossett Shoe Store was damaged by 
fire here this week to an extent estimated 
at $5,000. Thisstore was one of several that 
suffered, the damage being mostly through 
water. The Crossett Shoe Store lost about 
one day of business. They were open the 
day after the fire, carrying on business as 
if nothing had happened. The total loss 
in this fire was $30,500. The greater 
part of the loss was to the stores and their 
stock. Most of these stores were clothing 
stores and their losses total $22,500. 


Emerson Takes Over Store 


The Emerson Shoe Company of Rock- 
land, Mass. has sent H. C. Packard to 
New Orleans to take over the store here, 
handling their interests under the name of 
The Emerson Shoe Company. The parent 
firm, as the majority creditor takes over 
the store and agrees to administer the 
assets for the other creditors. 
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Few Canadian Shoes Exported 


War Market Has Dwindled and Only Hope Lies in Manufac- 
turers Opening Own Stores, Says Commissioner 


HERE is very little hope of Canada 

re-entering the United Kingdom 
footwear market at the present time, ac- 
cording to the reports of trade commis- 
sioners. Tbe market for Canadian foot- 
wear in England during the war was a 
fairly good one, but upon the cessation of 
hostilities and the resumption of British 
industry, the demand gradually declined. 
Imports of footwear into Britain last year 
amounted to only 80,022 dozen pairs, com- 
pared with 192,486 dozen pairs in 1920. 
Of this total the proportion supplied by 
Canada was small. After an investigation 
of the situation, Harrison Watson, the 
Canadian Trade Commissioner reports as 
follows: 

“One retail concern which had worked 
up a good business for Canadian boots 
under certain special circumstances, in 
which it was well-backed up by the manu- 
facturing concern, states that it is still 
handling a certain quantity of Canadian 
goods, but even it reports decreased busi- 
ness and a poor outlook. Indeed, the suc- 
cess that the concern has achieved points 
to the only possible medium of Canadian 
leather boot and shoe manufacturers se- 
curing any considerable trade in this 
country, being to follow the example of 
the United States manufacturers and es- 
tablish their own retail stores throughout 
the United Kingdom. Upon the other 
hand, it is very doubtful if the prospects of 
profit warrant the risk that would be 
involved. 

Ezchange a Barrier 

“Prices being still very high in compari- 
son with pre-war figures, it is certain that 
values will further decline and prejudice 
Canadian chances of profitable competi- 
tion, more especially as long as any dis- 
advantage in exchange continues. 

“Moreover, now that war conditions 
have passed away, it will be necessary for 
Canadian manufacturers to make the spe- 
cial shapes in demand in this country, 
which usually differ from those in fashion 
in Canada, and also to adopt certain differ- 
ences in sewing and production which are 
insisted upon here.” 

Regarding the present position, a firm 
of importers which has had some consider- 
able experience of Canadian footwear, 
writes: 

“We are afraid at the present time there 
is little or no opening for Canadian foot- 
wear, leather or felt goods in this country; 
our experience being that the rate of ex- 
change adds to the cost today about 6144 
per cent, the freightage being about 25 to 
30 cents per pair, and the values out there 


as compared with this market are con- 
siderably higher. We in this country today, 
are making footwear within the neighbor- 
hood of 15 shillings per pair, for which 
Canadian manufacturers are wanting 
$4.50 plus the extras already mentioned, 
so you can see that there would be abso- 
lutely no market for goods which are so 
high in price. To encourage the import of 
Canadian shoes into this country, manu- 
facturers must show a considerable differ- 
ence in price over that of the English.” 


Better Outlook for Rubber Footwear 


Upon also consulting several so-called 
indent firms who purchase boots and shoes 
upon behalf of our customers outside of 
the United Kingdom, they report that, 
although business is very quiet, prospects 
in some markets are a little more encour- 
aging, but that in most cases the demand 
is for cheap lines only. 

The outlook for trade in both rubber and 
other footwear is very much more en- 
couraging, although the demand fell away 
greatly in 1921 in common with all 
branches of business. Indeed, large quanti- 
ties of Canadian goods have been coming 
into this country for several years past and 
the amount of rubber boots and shoes im- 
ported from Canada during 1920 reached 
80,170 dozen pairs valued at 161,916, 
pounds, so a regular market exists for 
them. 


Hope for Imports Revival 


One at least of the principal Canadian 
manufacturers has an elaborate organiza- 
tion for the sale of their footwear in this 
market, and most of the Canadian manu- 
facturers have investigated the possibili- 
ties of the trade in this country and are 
thoroughly cognizant of the position, so it 
is to be hoped that imports from Canada 
will revive with the restoration of normal 
conditions. A certain quantity of rubber 
footwear is also purchased by London 
indent houses for customers in other 
countries. 





Regal Store Closed 


After about thirty years’ retailing in 
Louisville the Regal Company recently 
sold its lease, gave up its store and has 
retired from business in Louisville. 
Workmen are now engaged in remodeling 
the store as an addition to an adjoining 
cloak and suit house, which needed the 
space badly and which is reported to have 
paid a profit to the Regal Company over 
the original lease figure. 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 











FOR SALE without any money down, or 
To Let, little over 10 cents square foot, brick 
factory, Haverhill, Mass., suitable for manu- 
facturing purposes, any part of 55,000 sq. feet. 
Five floors and basement, low insurance. 
Blower and electric lighting system already 
installed. 

New England Wood Heel Co., 93 Essex St., 
Tel. 3703. 
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“Vales Unit Box Toes For Naceaw: Toe Shties 


A clean, well formed toe enhances the beauty of the whole shoe.. ‘The Vulco- 
Unit Process is used exclusively by the leading manufacturers of women’s 
footwear because of its wonderful possibilities on narrow toe se 
The Genuine ** VULCO-UNIT”’ BOX TOE is’ made and sold only by 
mocase xo BECKWITH MANUFACTURING COMPANY | 
bao 111 SUMMER STREET, BOSTON, MASS. rs es 
Largest Manufacturers of Box Toes i: bat the “s 


Chicago, G. W; KIBBY & CO. St. Louis, OSCAR F. WRIGHT CO. . 





The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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HAVERHILL 


Getting Ready for Style Show 


Seventeen Haverhill Concerns Already Have Signed Up for 
Space at Boston Exhibition 


EVENTEEN shoe manufacturing con- 

cerns in Haverhill and vicinity, have 
contracted for spaces at the Boston Style 
Show, July 10-13. These include: Chas. K. 
Fox, Inc.; Emery & Marshall Co.; Rickard 
Shoe Company; Claremont Shoe Com- 
pany; Hazen B. Goodrich & Co.; Le Bos- 
quet-Moore Company; J. H. Winchell & 
Co.; Herman E. Lewis, Inc.; Witherell & 
Dobbins Co.; Collins & Staples; Hannah- 
sons Shoe Company; Outing Shoe Com- 
pany; Tessier & Bowdoin. Other concerns 
are: E. E. Adams Shoe Company, and 
Hervey E. Guptill, Seabrook, N. H.; also 
Gale Shoe Company, Manchester, N. H. 
Haverhill concerns will have a group ex- 
hibit, each having separate booths, but 
being collectively identified with Haver- 
hill. 


Watching Weather for 
“Whites” 


Under present conditions of buying, 
with merchants ordering from day to day, 
Haverhill shoe manufacturers are follow- 
ing weather conditions very carefully for 
marketing production. This is especially 
true as regards concerns carrying shoes in 
stock. Illustrating this point it may be 
noted that Hannahsons Shoe Company, 
of Haverhill, receive each day at their ad- 
vertising department a map showing 
weather conditions throughout the United 
States for the previous 24 hours, also tem- 
peratures in various localities. By con- 
sulting the map at this season the depart- 
ment keeps right up to the minute in refer- 
ence to dealer demands for Hannahsons 
“‘whites.’” Where temperatures run high, 
bulletins are despatched by mail or wire, 
reminding merchants that sizes on white 
shoes are no doubt needed, and remind- 
ing them that Hannahsons in-stock de- 
partment is equipped for quick service. 


Confidence in Business 
Future 


Phil English, Jr., president of Witherell 
& Dobbins Co., recently returned from a 
brief trip to the wholesale trade. Mr. Eng- 
lish visited only three of the larger cities, 
but in each he secured a substantial 
amount of orders. He is optimistic as re- 
gards the trade situation and looks for a 
substantial business at the concern’s fac- 
tory during the Summer months. 


Haverhill Man buys Large 
Factory 


George E. Newburg, who manufactures 
a line of women’s McKays in Haverhill, 


has purchased the plant of the Pennington 
Shoe Company, Manchester, N. H., He 
will make in that factory a line of women’s 
welts, starting about July 1. The Penning- 
ton plant has a daily capacity of about 
3,000 pairs. Mr. Newburg will continue his 
McKay plant in Haverhill. 


A Western In-Stock Depot 


Hopkins & Ellis, Haverhill manufac- 
turers of women’s turn novelty footwear, 
have opened a branch in-stock department 
at Omaha, Neb., where several styles will 
be carried in stock for the convenience of 
Western merchants. The Omaha branch is 
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No. 316 Baxton Block, in charge of W. J. 
Culley, Western representative. It is the 
intention of Hopkins & Ellis, in the near 
future, to open a branch of their factory in- 
stock department at Chicago. These ex- 
tensions of factory service are made neces- 
sary by the growing demand for these in- 
stock lines from merchants in the Middle 
Western and Western States. 


Improvement in Store 
Fittings 


A complete remodelling of D. T. Dud- 
ley & Co.’s slipper trimmings store and 
offices on Washington Street is completed, 
having been under way for several weeks. 
Frank Dudley, head of this concern, which 
is one of the oldest in its line in the United 
States, says: “The interior of our estab- 
lishment is practically new and our shoe 
trimmings’ samples are now displayed to 
better advantage than at any previous 
time in the long history of our business.” 





Additional News of the Boston Market 
(Continued from page 110) 


New Felt Specialties Firm 


A new firm, Sandler & Rumney, started 
in business as manufacturers of felt shoe 
specialties on May 8, last, at 35 Wareham 
Street. The style of this concern was form- 
erly Sandler & Pinkney, and prior to that 
the Sandler Arch Support Company. Mr. 
Rumney was for the past 15 years a mem- 
ber of the eyelet department of the United 
Shoe Machinery Company and has a large 
circle of friends in the shoe trade. Among 
the line of felt shoe specialties manufac- 
tured, Mr. Rumney states that he has 
some brand new and artistic numbers. 


Salesmen Visit Walk-Over 
Plant 


Through the courtesy of Vice-President 
Leach of the Walk-Over Shoe Company, 
Brockton, George F. Hamilton and a 
group of 35 retail shoe store salesmen from 
the 1922 Round Table of the Boston Re- 
tail Shoe man’s Institute, visited the Walk- 
Over factory in South Boston. The day 
for the little journey through the big plant 
was June 1; the salesmen arrived at the 
factory at 8:30 A.M., and returned to 
their various stores about noon. 


Narrow Escape from Death 


C. W. Pollock, manager of the Thayer 
McNeil Company store is receiving the 
congratulations of his many friends on his 
narrow escape from death, or very serious 
injury. Mr. Pollock says that the episode 
furnished him with all the thrills necessary 
for a lifetime. On Sunday, May 21, Mr. 
Pollock and his little daughter went out 
for a drive in their car. They had not gone 
very far when around the corner came an- 


other car at lightning speed, hurrying to 
get out of the impending storm. Mr. Pol- 
lock saw that an impact was unavoidable, 
but braced himself for action and brought 
his car almost to a stop, turning it a little 
to one side; the Oldsmobile struck Mr. 
Pollock’s 3500-pound Studebaker, hurled 
it three feet in the air and dropped it to 
one side of the road. His little daughter 
braced herself by the hands against the 
shaw] rail of the car and by her presence of 
mind escaped injury; Mr. Pollock, like- 
wise, was unharmed. There were many 
lookers-on—women screamed and men 
shouted; the whole affair happened within 
almost a stone’s throw of his home. His 
wife saw the crowd, but luckily did not 
know that her husband and little daughter 
were concerned until they walked through 
the excited multitude into the house, safe 
and sound, but with nerves very much 
unstrung. 

Mr. Pollock who is a member of the 
Style Show committee of the National 
Shoe and Leather Exposition, July 10-13, 
Boston, will be “right on the job” and if 
he finds time may tell inquiring shoe trade 
friends about his “close call.” 





Elects two Directors 

William G. Roelker, Vice-President of 
the Industrial Trust Company, and George 
Walder of Caesar Misch, Inc., were re- 
cently elected directors of the Better 
Business Bureau of Providence, com- 
pleting the board, which now numbers 25 
members. Upon motion, the directors 
recently adopted resolutions showing ap- 
preciation of the Town Criers’ work and 
recommending that they become part of 
the national movement for truthful 
advertising. 
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For Immediate Delivery 


320—Men’s “Onyx” Lightweight Silk Half 
Hose, with lisle top and sole. Colors: 
Black, white, tan, gray, suede, cordovan, 
Palm Beach and mahogany. 1% doz. boxes. 
Sizes 9144-111%. Perdoz............$8.50 


1420—Men’s “Onyx”’ Medium Weight Silk 
Half Hose, with lisle top and sole. Colors: 
Black, white, Russia calf, gray, suede, cor- 
dovan and tan. % doz. boxes. Sizes 94- 


....... $10.00 


ee ee 


520—Men’s “Onyx” All-Silk Half Hose, 


with lisle sole and “‘Pointex”’ heel. Colors: 


Black, Russia calf, gray, suede and navy. 
1-3 doz. boxes. Sizes 9144-11. Per doz., 
$16.00 


239—Men’s “Onyx” Accordion Rib Silk 
Half Hose, with lisle top and sole. Colors: 
Navy-gold, navy-red, navy-white, black- 
emerald, black-King’s-blue, black-gold, 

black-white, gray-emerald, gray-purple, 

suede-King’s-blue, suede-heliotrope, cor- 
dovan-white, cordovan-emerald, Russia 
calf-emerald, Russia calf-white and pur- 
ple-gold. % doz. boxes. Sizes 914-11. 
OE IN 605 ha nce, ceded as Sick een 4 


Dept. P. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


BROADWAY at 24th STREET, NEW YORK 
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Timely Publicity Sells Ganvas Shoes 


Retail Shoe Buyer Joseph, of Birmingham, Recently Trimmed 


Window for Southern Women’s 
on Men’s Keds—Leather Tops for Rubber 


advertising is the im- 
thing in selling canvas 


IMELY 
portant 


rubber soled shoes according to 
L. L. Joseph, manager and buyer of the 
shoe department of the Saks Clothing 


During the 
Southern Womens Golf Tournament, held 
in Birmingham, May 15-20, Mr. 
devoted his big central window, with glass 
on four sides, to the exclusive display of 
“Keds.” Mr. Joseph states that he sold 
“Keds” to every member of the family 
as he had never sold them before. 

“That is just an illustration,” said Mr. 
Joseph. “Of what can be done with any 
single line of goods that one happens to 
carry provided the window is decorated 


Company of Birmingham. 


Joseph 


in a way that is especially suitable.” 


Attracted Public’s Attention 


“We arranged the window to represent 
a tiny nine-hole golf course, with green 
saw dust for grass and sand to hold up 
the flags. We put a young woman and a 
young man in sports clothes on the green 
and had a very black, very cheerful look- 
ing caddy following them. The window, 
needless to say, was a great success. 
morning I came out to see what the un- 
usually large group of people who were 
standing there were saying and I found 
that two men were arguing over whether 
the golf course was wrong or right. It 
was wrong, as a matter of fact, but that 
did not detract from its advertising 
qualities.” 


One 


“The idea that appeals to me is “Timely 
Advertising’ always. If it is a golf tourna- 
then advertise golf shoes in an 
appropriate manner. If it is a big ball 
or social event of much importance then 


ment, 


dancing slippers in all of the newest cuts 
and shades is the best bet for the week.” 


Best Selling “Bet” 


“I have found that the 
selling shoes for window decorations and 
advertising copy, is to take the main 
event of the moment in the town you are 
operating in and then use it as a central 
idea in the advertising. 

“The fact that people are interested in 
this event will catch their attention; the 
fact that the things shown are the things 
that will be used for the event will hold 
their attention; and their need of such 
articles will clinch the bargain. 

“In advertising my department I try 
always to make the people look by play- 
ing up the thing that they are discussing 
most at the time. Nearly always it is a 
social event of some kind, sometimes it is 
an especially interesting amusement, it 
has even been known to be politics.” 


best bet in 


“Cleaned Out” Hiking Boots 


A rubber man decided last Summer, 
while on his Summer vacation, to do con- 
siderable “hiking.” He accordingly 
located a shoe store in a little New 
York village which was well supplied 
with men’s Keds and found a style just 


Golf Tournament—A Talk 


Shoes 


suited to his needs. After he had pur- 
chased a pair, and wore them consistently, 
he said that it was amusing to see how 
quickly all the other men at his hotel 
followed suit. All bought from the little 
retail shoe merchant, who soon cleaned 
out his stock of hiking boots. 

This rubber man describes the mascu- 
line attitude thusly—‘‘Keds for hiking 
have always been an enormous seller with 
boys, but the sneakers which were worn 
by us men when we were youngsters were 
not especially of the type that would 
appeal to us now. When we find that 
since our boyhood, styles have been de- 
veloped to give good fit and good sup- 
port to our feet, there is little difficulty 
in winning us back to the rubber-soled 
footwear of our boyhood days.” 


Men’s Summer Models 


In the Regent Keds for men, the chief 
shoe is a full white canvas-tip oxford in 
three widths, B, C and D. It is appro- 
priate for all out-of-door and sport wear 
and is also suitable for dancing. In the 
Regent line for next year, there will be a 
leather trimmed sport oxford with a brown 
calf saddle, tip and heel stay. 

Among the men’s Keds for outdoor 
wear, a shoe with a heel and a steel and 
fibre arch support, is especially suited for 
hiking, camping, mountain climbing and 
gardening. This shoe is also excellent 
for the woods, where stone and stubble 
are met with. Another model, primarily 
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. Wap. Profits From These Displays 


‘ a2) 
OW is the time to give a thought to your Keds 
\ a N windows. Your customers are beginning to consider 
a & beg the outdoor appeal, summer comfort, neatness and cool- 
wy ness of Keds. It’s Keds-time, and big profits are coming 
if you give the proper display to your stock of Keds. 


customers can see this Keds 
om any part of the store. It is 


reece. Artistic cards have been sent to every Keds dealer. 
Feature these with a representative line of Keds in your 
windows and watch the crowds come in for Keds. Use 
them on your shelves and counters. No extra expense 


is needed for decoration. Just these cards and Keds! 


If you have not received your set of displays, write to 
y y plays, 
your wholesale distributor or to our nearest branch. 


United States (@]{})}) Rubber Company 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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a basket-ball shoe, has also become popu- 
lar for woods wear because of its soft 
cushion sole, one-half inch thick. The 
last mentioned model is also suitable for 
tennis. 


Men Like Heeled Shoes 


A fact worthy of note is the interest of 
men in shoes with heels. One of New 
York’s largest department stores special- 
ized heavily on Keds last year. This 
store reports that a surprising percentage 
of its sales was on shoes with heels. 
This is natural in view of the fact that 
men’s feet are much more likely to register 
trouble if shoes without heels are worn 
for several hours at a stretch than in the 
case of boys. 


New Waterproof Tops 


New leather tops are being made for 
rubber shoes for lumbermen, fishermen, 
sportsmen and others to wear. There are 
two types of them, one extra heavy, and 
large, for lumbermen, who wear two or 
three pairs of stockings in the Winter 
time, and the other, of a lighter weight, 
and smaller size, for sportsmen who wear 
but one pair of stockings when they go 
snowshoeing. They are made for both 
men’s and women’s shoes. 

The leather in these new tops is chrome 
tanned, full grain cowhide, and it is 
waterproofed, on both the grain and the 
flesh sides, by a new process. It is not 
stuffed with oils, nor grease, but it is 
treated with a new waterproofing com- 
pound. In laboratory tests, this leather 
has been put into a cold storage ware- 
house, and frozen stiffly. It has then 
been taken out, and melted, and has been 
found to be in as good condition as ever. 
Also, it has been boiled. 


Stand Severe tests 


These tests may seem extreme. But 
men who go into the deep woods in the 
Winter time find that ordinary leather 
will freeze in severely cold weather. 
Hence they want cold proof leather in 
their shoes. Also, lumbermen often leave 
their shoes beside hot stoves, as they rest 
in camp after the days work. So their 
shoes must stand heat, as well as cold. 
Tests of actual wear have been applied 
to the new leather by lumberjacks, fisher- 
men and sportsmen. 

Tops of boots of the new leather are 
made in factories, and the tops are sent 
to rubber shoe companies, who attach 
them to rubber bottoms. 


Displayed Artics in May 


A retail merchant in Boston’s suburbs 
showed in his window, in May, a few 
samples of fine novelty artics. He had 
not the remotest hopes of selling a single 
pair. But he believes that he has sewed 
seeds for good sales of novelty arctics 
next Fall and Winter. 
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Recent Rubber Quotations 


Plantations— 

First latex, crepe. spot..... 14544@.. 
July-September. . .. 1I%G@.. 
October-December...... . 154@.. 

Ribbed smoked sheets, spot 1434@.. 
July-September. . 154@.. 
October-Dec anien.. Ser . 1%@.. 

*Brown crepe, thin, clean.. 1334@.. 
A Ce 10%4@.. 
*Amber No. 1........... 144%@.. 
Amber No. 2 ee =o 
Amber No. 3............ 13%@.. 

Para—Up-river, fine: . 18 @.. 
Up-river, coarse......... 124%@.. 
*Island, fine. . 174%@.. 
Island, coarse. Sane 74@.. 
Caucho, ball, upper... .. . 134@.. 
Caucho, ball, lower...... 1034@.. 
MRS, sc ashes ckeceaes .-@9% 

*Centrais—Corinto........ ..-@10 

EE .-@10 
*Mexican scrap......... ..@ 9% 
*Guayule, wet. ..@13 
eo . .@26 
*Balata, block, Ciudad. . .- @55 
*Balata, block, Colombian . .@42 
*Balata, Panama.... : ..@40 
*Balata, sheet. . nw — ae 
*Benguella, No. ‘2. Sa 7 @9 
*Kassal, prime black..... 14 @.. 
*Kassal, prime red....... 10 @12 


*Nominal. 
Scrap Rubber 


Notbing new came to the surface, the 
market being dull at nominal prices. 


Boots and shoes........... 23%4@.. 
Arctics, trimmed.......... 14%@.. 
Arctics, untrimmed........ 14@.. 
Inner tubes, No. l......... @ 3% 
Inner tubes, No. 2......... @ 2% 
Hose, steam, fire.......... “4@ % 
Tires—Automobile........ . y4@ % 





Testimonial to Firestone 
Apsley President 


Another of those happy occasions which 
have marked the progress of the Fire- 
stone-Apsley Rubber Company and done 
so much to promote a spirit of good 
fellowship between employer and em- 
ployee took place on the evening of May 17 
when the foremen and office force of the 
Firestone-Apsley Rubber Company, with 
ladies, assembled in the Community 
House, Hudson, Mass., to welcome Hon. 
L. D. Apsley, president of the company, 
home from Europe, and to show apprecia- 
tion of the generous gift he made to all 
as soon as he arrived. 


The company represented 
department of the big plant. 

The affair was well arranged and every 
detail carried out without a flaw, the old 
Apsley slogan of “Nothing done by 
halves,” being in evidence throughout. 


every 
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It took the form of a complimentary 
dinner to President Apsley, followed by 
the customary postprandial exercises. As 
soon as the guests were seated, a flash- 
light photograph of the group was taken. 

Vice-president L. A. Brown took up 
the duties of toastmaster, and officiated 
in a pleasing manner, appearing perfectly 
at home in that role. His introductions 
were made in a happy vein and those 
whom he called upon had to bear the 
brunt of some jest prior to arising. 


Cressinger Gives History 


Horace G. Cressinger, manager of sales, 
gave a brief resume of the birth and 
growth of the company, beginning with 
its advent in 1885, when the Goodyear 
Gossamer Company was started by Mr. 
Apsley, up to the present Firestone- 
Apsley merger. 

Charles H. Baker, office manager, 
spoke of the pleasure that was heard 
expressed on every hand at the return of 
Mr. Apsley, and said these expressions 
had been conveyed not only by word of 
mouth, but by letter and manuscript, 
some of the latter containing as many 
as 400 signatures. 

This act, with many others, inspires us 
to better things. We cecord appreciation 
of our great privilege to know and serve 
a man of such splendid principles. 

It is with great pleasure that we, the 
undersigned, have the privilege of affixing 
our names in behalf of all the Employees 
of the Firestone-Apsley Rubber Company. 

L. A. Brown, Vice-president; H. G. 
Cressinger, Manager of Sales; M. P. 
Whipple, Superintendent; Alden Strong, 
Secretary-Treasurer; Frank H. Chamber- 
lain, Assistant. Treasurer; L. E. Carney, 
Assistant Superintendent; C. H. Baker, 
Office manager. 

Mr. Apsley expressed thanks for the 
gift and said he hoped he might never do 
an act that was not in keeping with the 
sentiment it contained. If every man 
would walk in the steps that meant jus- 
tice, fairness and equity toward his neigh- 
bors, he would not have to wait for his 
reward in the hereafter, it would come to 
him on earth. He then entered into a 
description of his European trip and for 
45 minutes spoke entertainingly of what 
he had seen. Interesting incidents encoun- 
tered in Madeira, Gibraltar, Algiers, 
Athens, Constantinople and other cities 
were told. 

He concluded his remarks with a tribute 
to Hudson and its leading industry. His 
closing words were: 

“The powerful name of Firestone has 
added great strength to this company 
and gives all positive assurance that fair 
and honest principles will continue to 
underlie its further growth. Let us hope 
that this fine meeting will develop further 
the spirit of kindness and helpfulness to 
each other, knowing that it means more 
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HEADQUARTERS for WHITE SHOES : 
M 
wi 
. cis 
« se 
wi 
D: 
Made by those who “know how” , 
from long experience. - 
0 
be 
al 
th 
of 
Manning ‘*Meadow-Brook” shoes 
are nationally advertised. 
id a I 
No. R2118 Ato D $2.40 ( 
Women’s One Strap Pump, Sliding . 
— os aatton, Ww af =< Fi 
eri ‘loth, urned Sole, f mn - * 
‘ Pouis Hoel n er oe: $2.40 Ready to ship at once. Many > R2323 =o* ee D . $3.50 ( 
2300 Same Style, Other Grade, nite 7 . . 4 »n’s oe S 
: } ; B wae ie stvles c ied in-stock. omens ree Strap Pump 
Polar Kloth, Full Louis Heel $3.50 sty le S carriec s R2323 White Polar Kloth, Turned Sole, 
Full Louis Heel ‘ . $3.50 
R2034 Same Style, other grade, White 
Imperial Cloth, Turned Sole, th 
Half Louis Heel ° . 2.40 - 
in 
7 e) 
al 
e) 
p 
T 
hi 
al 
p 
vi 
h 
- 
A 
No. R2937 CtoE $1 85 ’ 7 
Women’s Sport Oxfords No. R2330 AA toD $3.35 : 
R2937 White Canvas Sporf Oxford, with Women’s One Strap Pump 
° _ Black Sage, Sener . $1.85 R2330 White Polar Kloth, Turned Sole, ae Ww 
iste fumece bt. cones chive. Las aint - + as No. R2779  BtoE $3.35 ul 
R2938 Same as 2936, except wide toe. 1.85 F R2779 Womens Sport Oxford, with h 
Patent Leather Trimmings, 
Welt : ; . $3.35 t 
h 
C 
n 
p 
a 
a 
A 
= I 
No. R2454 AtoD $2.25 
No. R2395 AtoD $4.00 R2454 Womens One Strap Pump, Prin- No. R2299 Bto D $2.50 
Women’s Sport Oxfords =, Te phage entra Women’s Turkish Pump 
R2395 White Polar Kloth, Turned Sole, tary Heel ‘ . - $2.25 R2299 White Imperial Cloth, Turned 
Black Trimmings, Military Heel $4.00 R2456 Same Style, except Junior Louis Sole, Junior Louis Heel, Fez 
R239t Same, except Tan Trimmings . 4.00 Heel ° : ° - $2.25 Pattern . 4 ‘ . $2.50 7 
Made in our Haverhill Factories For other styles see our complete Spring catalog 
OUTING SHOE COMPANY, 530 Atlantic Avenue, Boston 9, Mass. ) 
S 
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prosperity to us individually and col- 
lectively.”” 

Three cheers and a tiger for Mr. and 
Mrs. Apsley were called for and given 
with a will. This ended the formal exer- 
cises. The honored guest announced him- 
self as good a sport as any of them and 
willing to remain as long as anybody. 
Dancing was entered into with the orches- 
tra providing music, and those not in- 
clined to that pastime had the privilege 
of “knocking *em down” on the alleys 
below. It was close to midnight before 
all left. The event will be recorded by 
those present as fully up to the standard 
of previous Apsley festivities. 


Committee on Testimonial 


The committee on testimonial was: 
L. A. Brown, M. P. Whipple and D. J. 
Cronin; the general committee: G. T. 
Failey, R. E. Clayton, F. J. Roach, 
C. P. Firestone and F. C. Brigham. 


A Happy “Wedding” 


Alden Strong, secretary-treasurer, said 
that the pride that was being evidenced 
in the return of the honored guest of the 
evening should be shown in the company 
and in the giving of the best that was in 
every employee. Everybody should have 
pride in the Firestone-Apsley Company. 
The “wedding” of the two names was a 
happy union, and it would be blessed with 
an offspring, whose name would be “Pros- 
perity.”’ It meant much for the town. 

Mahlon P. Whipple, superintendent, 
voiced the sentiment of the employees, and 
he felt sure, of his fellow townsmen as well, 
when he said all were pleased to see Mr. 
Apsley with them again. 

Charles P. Firestone, foreman of the 
mill room, told of men in his department 
who had added to the bank book deposit 
they had received. Robert E. Clayton, 
head chemist, said that the gathering of 
the evening was to show Mr. Apsley that 
his gift to his employees was appreciated. 

Toastmaster Brown read a letter of 
congratulation and appreciation from the 
manager of the Chicago branch of the 
company. ' 

A. H. Finley, Boston manager, was 
present and expressed the best wishes of 
all the Boston employees. A telegram was 
also read from Salesman James Norberry, 
sent on from New York. Mr. Norberry 
spent a short time with Mr. and Mrs. 
Apsley in Scotland on the recent trip. 

Toastmaster Brown here presented to 
President Apsley a framed, engraved tes- 
timonial, which reads as follows: 

IN TOKEN 
of 

APPRECIATION AND ESTEEM 
The kindness and thoughtfulness of our 

President, 
HON. L. D. APSLEY, 


has been evidenced in so many ways, it 
seems fitting that we again give expres- 
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sion to our loyalty and devotion to so 
kind a friend. 

We are impelled, at this time, to mani- 
fest our sincere appreciation of the noble 
and generous spirit which prompted him 
to open a Savings Account in the name 
of each and every employee of the FIRE- 
STONE-APSLEY RUBBER COM- 
PANY, thus encouraging thrift and good 
citizenship. 


Buffalo News 


HERE is no indication in Buffalo 
that the popularity of sport oxfords 
is on the wane, the demand for novelty 
effects being prolonged far beyond the 
duration anticipated -by local retail mer- 
chants. Aided by an open Winter and 
with the exception of a week or two, an 
ideal Spring opening, May f'nds dealers 
doing almost 50 per cent of their business 
in sport stuff. This is true, not only of the 
down-town stores, but also applies to 
stores in more remote parts of the city 
though in the latter instance a lower 
priced oxford is sold. 
With the advent of real warm weather 
a big business in white sport effects is 
anticipated and during the past week 
some of these attractive lines have made 
their appearance in the store windows. In 
pumps, suede and patent leather are run- 
ning an even race for afternoon and eve- 
ning wear. While the sport oxfords have 
low heels, suitable for young girls, a 14/8 
heel promises to be the popular height for 
the average woman from now on. 


Men Buying Blacks 


In men’s wear there is an unusual de- 
mand for black oxfords just at present, 
due to the approach of graduation days. 
After the schools have closed, dealers 
expect tans to be sold almost to the 
exclusion of the black oxfords. 

Buffalo stores are all getting a larger 
share of Canadian tourist business since 
the decline to almost par of the exchange 
rate. The high premium on Canadian 
money last season made trade from this 
source almost negligible. The next 
Dominion holiday, Victoria Day, May 24 
is expected to bring to Buffalo a larger 
number of visitors than in many years. 
Rail rates have been reduced appreciably 
on the other side, while the tariff by water 
from Toronto to Lewiston is even lower. 

Continued increase in business is 
reported from all sections of the city 
and retail merchants here are of the 
opinion that a definite turn for the better 
has set in. For the first time in months 
steel factories have posted on their gates 
“Help Wanted” signs, while there is a 
shortage at the present time of skilled 
men in practically every trade. May day 
passed without a single strike to obscure 
the industrial horizon, almost a record in 
this city. 
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Late Lynn Notes 


An Odd Bit of Shoe 
Philosophy 


A little apart from Lynn’s trend of 
thought this record may be. But it is 
interesting in a general way. Hon. 
Robert S. Rantoul, of Salem, who died 
recently, wore knee high boots nearly all 
the 90 years of his life. 

Discussing various aspects of the shoe 
industry, before a meeting of the Danvers 
Historical Society, shortly before his 
death, he said: 

“In matters of taste, I find that men 
do about as they please and then invent 
reasons why they could do no otherwise. 
If you will wear a tall hat, it is to venti- 
late your head, and keep the sun’s rays 
off your cranium. 

“T wear long boots, and if you ask me 
why, I will say that it is because I like 
them. They keep the chill off my ankles 
in Winter, and the bugs off in Summer.” 


**Ad’’ Contest for School 
Children 


A new sort of a graduation essay is 
coming, for Thomas J. Baker, of Baker’s 
Family Shoe Store, of Lynn, has offered 
$50 in gold, as prizes for the best adver- 
tisements of his “‘101 shoes for school 
children,” said advertisements .to be 
written by scholars. The competition is 
open to all school children from kinder- 
gartens to high schools. Prizes will be 
awarded at graduation time. 


A Mix-Up Over Stockings 


There is a commotion over sales of 
stockings in North Shore cities and towns, 
for salesmen are going from house to house 
selling silk stockings at the rate of three 
pairs for $5. Regular merchants declare 
that the stockings of the same quality 
can be bought in their stores for $1 a 
pair. 

Incidentally, the canvassers perform 
the nail file test of stockings. That is, 
they run a nail file along the stocking, to 
show that it will not rip, tear or run. 

Merchants say that the same test can 
be demonstrated on any good stocking. 


Elected Bank President 


James Brophy, of Brophy Bros. Shoe 
Company was last week elected president 
of the Central National Bank, of Lynn, 
succeeding Henry Sprague, who resigned 
because of poor health. 


Making More Moccasins 


Lynn Moccasin Company has moved 
to larger quarters at 125 Market Street, 
where it is increasing its output of mocca- 
sins for men, women and children. 
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._ — 
TO THE FRONT— 
of your FINDINGS CASE 
“OLD RELIABLE’’ Brands of 
SHOE LACES 


GS 


Description of Gray 
and Black Patent 


Genuiue Gray Buck 
Quarter patent one 
strap. 2 button pump, 
perforated vamp. 
Bound Edge 


Sizes 1 to 5 and 3 to 8. 


Fo\*Fe\* fe \*Lo\ 


9 Fo\*/ e\eJe\2/ 


CAVA’ 


YOUR 
LEADING LINE 


rs 
CHILDRENS TURNS ‘“‘RADCLIFFE” Narrow Flat Mercerized, 


‘“*YALE,”” “DUDLEY” and “C’’ Round 


Humphrey Turns for little 
folks are made in the com- 
binations of leathers which 
please their parents. 


QVAVAVAVAV AV AVAVAVAUTAUAVa2 
fo\ 
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“THE QUALITY THAT SELLS” 


Your Jobber Can Supply You 
MANUFACTURERS 


FRANK W. WHITCHER CO. 28ich26 U.S. A. 


And there's plenty of room 
for growing feet and toes. Our 
designers take care of that. 


IN STOCK 


If you now seek a sure-selling, feed ahintis, tiie 
immediate deliv 


quick-turning line of children’s 
numbers, write to us for the 
name of wholesale distributor 


Sold in not less than dozen pair 
lots. A snappy, up-to-the-minute 
patent leather shoe of the finest 


ares : 
nearest to you. workmanship. 


The’supply at the below_ price is 
_ limited. be quickly. 


HERBERT HUMPHREYS SONS 


MARBLEHEAD , MASS. $3.75 


JAQUES & CLEMENT 


Haverhill, Mass. 


Vay, 
OaVaY, 


aVo 
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Description of 
White Shoe 
Fine White Nubuck 
Button Boot. Sizes | 
to 5.no heel Sizes 3 to 
8. Spring heel. DWidth 


AUAPHRE ro 


TURNS 600 Rooms 
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THE MARTINIQUE 


(Affiliated with Hotel McAlpin) 
Broadway, 32nd and 33rd Streets, New York City 


La, 


Situated in Centre of Shopping District— 
Adjacent to Theatre Section 


fe S*/ 


\°/ 


Entrance from Hotel to New York Subway 
and Hudson Tubes affording direct commun- 
ication with the Pennsylvania and Grand 
Central Stations, also general Post Office and 
Railroad Stations at Jersey City. 


Tax 


So <, 
PATS AFI OIF OTF OTF OI OI OSI ONT ON 


A 
vw 


The Restaurants offer a truly McAlpin Serv- 
ice—with Club Breakfasts, Special Luncheons 
and Dinners, also a la Carte Service. All 


FRANK E. JAGO, 
Resident Managet 


Pleasant Rooms 
From $2.50 Up 
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John McElaney 
in Ring 
From Billing Clerk to Sales- 


man-Manufacturer Through 
Real Merit 
there 


EARLY thirty years ago, 
N came to the office of Stacy- 
” Adams Company, direct from a 
commercial school, a young man billing 
clerk, who though still in his teens saw 
smiling before him a bright future in the 
shoe business if he “‘made good.” 

This young man was John McElaney, 
one of the members of the firm of Stacy- 
Adams Company. For nine years, as he 
tells it, “I kept my nose to the grindstone, 
working at anything and everything in 
the office. During those years, our busi- 
ness was much smaller than it is now and 
I had plenty of opportunity to learn 
considerably about lasts, patterns and 
shoemaking.”’ 


A Salesman in 1902 


This knowledge was of much assistance 
to Mr. McElaney in later years. In 1902, 
his opportunity came to go on the road; 
he was to make the smaller towns in 
Louisiana, Texas and Oklahoma which 
Clarence P. Waide, now president of the 
firm, did not make. Without hesitation 
Mr. McElaney started out with a line 
that he had assisted in making, feeling 
that he was intimately acquainted with it 
and knowing that he had the backing of 
Stacy-Adams Company. “Johnnie’’ as 
he is called by his friends, “‘very modestly 
related that he is glad to say that his 
ellorts on the road for the first two years 
were not judged by results, as they were 
quite discouraging to him.” But it will 
be remembered that 1903-04 were “‘tough”’ 
on the shoe business and shoe travelers 
got their share. 

However, if the first two years were a 
bit disappointing to ‘“‘our hero of the 
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ring,” the following years were most 
satisfactory to him and to the firm; for 
soon after his joining the traveling force, 
the Stacy-Adams Company found their 
old factory too small and moved to new 
and enlarged quarters,.and since then 
their business has been increasing with 
every season. 


Admitted to Company in 1908 


In 1908, the Stacy-Adams Company 
was incorporated and John McElaney 








HARRY LE FAVOR 


Representing Ziegler Bros. Co. in Philadelphia, 
and large city trade in Missouri, Iowa, Kansas, 
Nebraska, Colorado and Texas 





was admitted to the company. A few 
years later, he was made a director which 
office he now holds. As he regards the 
retail shoe merchants in the territory he 
covers as old friends, he spends every 
possible moment of his time visiting the 
retail shoe stores of the South, where his 
fine personality always makes him a wel- 
come guest. 
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Stacy-Adams Owns Cunningham 
Patent 


In talking over the subject of arch 
supports, Mr. McElaney reviewed the 
introduction of this addition to the com- 
fort of shoe wearers and relates how his 
old “side partner,” James L. Cunningham 
of the Stacy-Adams Company was the 
first to patent an arch truss which was 
introduced to the Stacy-Adams line. And 
“Johnnie”’ further relates that irrespective 
of what others may say, “Jim’’ Cunning- 
ham was considered one of the most ex- 
pert of shoemakers in the United States 
and had given much serious thought to 
supports for fallen arches and flat feet— 
said supports to be exclusively used in the 
Stacy-Adams line. 


Big Kidskin Users 


“‘Johnnie”’ had occasion recently to give 
an informal talk on the success of the 
goodness of Stacy-Adams footwear. “Do 
you know,”’ said he, “that my house uses 
more vici kid of the highest grade than 
any other firm in the country? More 
than 75 per cent of the output of our 
concern is made from kidskin.”” This is 
indeed an interesting fact. 


Unequalled as Story Teller 


Johnnie McElaney was a former Presi- 
dent of the Southern Shoe Travelers. He 
is a big favorite with the boys on the road 
and his pleasing manner always makes 
him a welcome guest at every gathering, 
both business and social. As a story 
teller, he is without a peer. His wit is 
keen and his repartee incessant. 


Plays Golf to Keep “Trim” 


Folks may think that golf was intended 
for old fellows only. In “Johnnie’s” 
younger days, he was “some” athlete, 
being a star performer at baseball in 
which he “starred” at all of the outings 
of the shoe trade. In his younger days 
he was also of much slimmer proportions 
than at present, so in order to keep “trim” 
he took up the game of golf. Between 
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season, this little “blonde” man is seen 
daily putting and driving the white “pill” 
just like an old veteran. His favorite 
links are those of the Thorny Lea Golf 
Club, Brockton. 


A Jolly Good Fellow 


And Brockton is his place of ‘residence, 
where he takes a prominent part in civic 
affairs, although a little town near by 
Brockton, and named after the great 
English poet, Shakespeare (Avon) was 
his birth place and the scene of his early 
education and boyhood activities. To 
know John McElaney and to be the 
recipient of his good fellowship is suf- 
ficient explanation of his rapid and well- 
earned promotion from the foot of the 
ladder to its top. 


Mary Kalisky, Philan- 
thropist, Passes On 


The many friends of Joe Kalisky, who 
represents Thompson Bros. Shoe Com- 
pany, of Brockton, and who is a past 
president of the Chicago Association of 
Shoe Travelers, will be grieved to learn of 
the death of his sister Mary, who died 
Monday, May 22, at St. Lukes Hospital, 
Chicago. 

Miss Kalisky was a remarkable woman 
in many ways. Her whole life was de- 
voted to bringing sunshine and happiness 
into the lives of others. She was the 
homemaker for her brother, to whom she 
was greatly attached. 
of her time was devoted to charity and 


A great portion 


uplift work in connection with the United 
Hebrew Relief Association. The day she 
was taken to the hospital she had read a 
paper before this organization. 
a woman of keen business instincts, always 
ready to give freely of her time and talents 
in any good cause. 


She was 


4 Noble Woman 


Miss Kalisky was intensely interested in 
the affairs of the Chicago Association of 
Shoe Travelers and whenever this organi- 
zation held an exposition or entertain- 
ment of any kind, she could always be 
counted upon as among those active in 
making the affair a success. 

In the passing of Miss Kalisky her 
brother loses a helpmate, many people 
lose a friend and the world loses a noble 
woman. 


Imprevement in Findings 
Trade 
©. A. Gilmore and W. E. 
travel for the Star Heel Plate Company, 
Louis Sacks, Inc., Newark, N. J., are 
now calling on the trade. They report 
considerable business improvement in the 
findings trade. Both Mr. Gilmore and 
Mir. Strobel report good sales on the repair 
jacks manufactured by their company. 


Strobel,who 
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““Jack’’ Howard Visits East 


J. E. Howard, well known in shoe circles, 
and a member of the newly-formed 
Howard-Lestz Shoe Company, wholesale 
shoe merchants of 232 Broadway, Mil- 
waukee, now covers Southern Wisconsin 
for his firm. Mr. Howard is thoroughly 
familiar with the needs of the merchants 
in his territory. Up to the time he started 
in business for himself, he covered Penn- 
sylvania for the Weyenberg Shoe Mfg. 
Company; his first shoe experience was 
with the firm of Cohen, -Frank & Co., 
women’s fine shoes, Brooklyn. Some 
years ago he sold the product of the 
Edmonds Shoe Company, in Wisconsin 
and Iowa. 


Howard-Lestz Shoe Company Formed 


Mr. Howard, or “Jack’’ as he is every- 
where known, came on to New York to 





J. E. HOWARD 


Of Howard-Lestz Shoe Co., Milwaukee, who 
covers Southern Wisconsin for his house. 


attend the Brooklyn Style Show. Dur- 
ing his short stay, in the East, he selected 
some novelty shoes for women and grow- 
ing girls. ‘Jack’ is a hustler. He made 
a flying visit to the Recorder office last 
week. He likes better to interview than 
to be interviewed; one of his chief aims 
is to find out every possible bit of shoe 
news that there is afloat and if there is 
none, to create some. However, the 
Shoe Traveler editor did manage to find 
out from him that the firm of Howard- 
Lestz Shoe Company was formed March 1; 
that Mr. Lestz was a thorough shoe man, 
and understands both the retail and whole- 
sale shoe business from the first to the 
last letter of the shoe alphabet; that he 
succeeded his father in the shoe business 
when he was only 20 years old and has 
been at it ever since. 
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Believes in Conservative Styles 


“We had an exceedingly nice business 
on our children’s, misses’, growing girls’ 
and women’s shoes, prior to Easter,”’ con- 
tinued “Jack.’’ ‘Thereafter, trade was a 
bit quiet—everybody held off until the 
very last moment, but they have com- 
menced again to buy in great shape. | 
think if we could only get some conserva- 
tive styles lined up for Fall, we would all 
do a good business. We ourselves do not 
buy any of the extreme stuff. I believe 
that people have become educated to 
want better shoes. And do you realize 
that there is a tremendous shortage of 
shoes? Retail shoe merchants are cer- 
tainly short at least 90 per cent on salable 
merchandise. Style are still changing 
too quickly. As it is, the retail shoe mer- 
chants in general should sell fast; when 
they put in a new style, they should 
‘play up’ that style to the public and get 
it off their shelves while the style is really 
a new style and before it becomes a back 
number.” 


A Thorough Shoeman 


Mr. Howard also comes from a shoe 
family. He says that there is one favorite 
language for him and that is “the shoe 
tongue.” 

Assisting Mr. Lestz and him to sell the 
product of the Howard-Lestz Shoe Com- 
pany, are the following boys: W. A. Rhine- 
hart who covers Northern Wisconsin 
Peninsula; W. Braid Brown, who covers 
the Twin Cities and Minnesota, and Joe 
Harris, who covers Detroit and Southern 
Michigan. 





A Diplomatic Salesman 


Some salesmen are born diplo- 
mats. For instance, a salesman, 
handling a high-grade line, was 
showing samples to a prospective 
customer when a knock came on 
the hotel room door. “Come right 
in,” said he, and he introduced the 
newcomer to his prospective cus- 
tomer as gracefully as if he were at 
home. Some salesman might not 
do that, especially when showing 
samples to a good prospect. 


The newcomer felt right at home, 
and he proceeded to inspect the 
samples, and praise them, and to 
tell how the line was the best sell- 
ing line in his store. After making 
his formal call, he departed. 
Searcely had he gone through the 
door when the prospective cus- 
tomer exclaimed, “I’m sold.” And 
he proceeded to make out an order. 





Such little courtesies in busy life 
often are best means to sales. 
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Put “Pep” in 
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Salesmanship 


The Difference Between ‘“‘Pep”’ and ‘‘Peddling”’ 


As related in “The Rule of Thumb Science” from Chapter I of ‘‘Salesmanship” by 


William Mazxwell—Copyright. 


Published by Houghton Mifflin Company—This is 


No. 4 in our Pep series 


The foregoing will give you an idea of 
some of the things I subtracted from my 
own estimate of myself in order to dis- 
cover an average man. There were a good 
many qualities I didn’t have to subtract 
from myself, because I found that a ma- 
jority of other men also possessed them. 
Vanity is one of the qualities I did not 
subtract. I have never known a man who 
was not vain. Perhaps the vainest man is 
the one who most thoroughly suppresses 
the usual manifestations of vanity. 

It is a safe assumption that every man 
is vain, and naturally my average man is 
vain. How shall we deal with his vanity 
when we approach him? Every one iikes 
flattery, but it must be most delicate and 
casual if it does not excite suspicion. In 
other words, while your flattery may grat- 
ify me, it also makes me question your 
motives. 


Flattery Bad in Approach 


Flattery has no proper place in approach. 
If used at all in salesmanship, it should be 
after you have gained attention and are 
well into your subject. It took me a long 
time to learn that you shouldn’t attempt 
to flatter a man when you first approach 
him. After I gave up word-flattery, I tried 
to look flattery. For example, I would gaze 
around a man’s store or office in a most 
admiring way, before introducing myself. 
I thought this was subtle enough to create 
a glow of satisfaction without an aftermath 
of suspicion, but I could never trace any 
good results to the practice, and finally 
abandoned it after a rather disconcerting 
experience with an old German, who at- 
tributed my scrutiny of his place to an 
intent to appraise his stock of merchandise 
for Dun or Bradstreet. It seems that their 
repeated requests for financial statements 
had incensed him and he surmised that 
they had finally sent out a spy in the per- 
son of myself. While his contrition for the 
error resulted in an easy order, the incident 
convinced me that 4 salesman’s approach 
should be unmixed with any form of flat- 
tery. If the flattery is strong enough to 
make an impression it is strong enough to 
set in motion the suspicions of your pros- 
pective customer, even though his sus- 
picions do not take so absurd a form nor 
are so frankly revealed as those of the 
irascible old German. 


The Truth is Simple 
Any similar question will serve. Please 
fix this point in your mind. You haven’t 


properly analyzed your goods if you can’t 
frame an inoffensive attention-getting 





Ask an Inoffensive 
Question 


The proper application to sales- 
manship of our confidence man’s 
theory of approach dawned upon 
me at last: Ask an inoffensive 
question. Make that question al- 
most the first speech in your 
approach. Suppose you are selling 
shoes. If they are high-priced 
shoes, ask this question the instant 
you can get your man to look you 
in the eye: ‘Have you an organiza- 
tion that can sell a very high-grade 
shoe?”’ There is no possible answer 
he can make which will put you on 
the defensive until he yields you 
his attention and invites you to 
talk, which is what you are there 
for. Let us construct a few answers 
a buyer might make to such a 
question: 

(1) 

Buyer—We're doing it now. 

Salesman—lI guess I don’t make 
clear to you the kind of a shoe I 
mean. 

Buyer—Well, what kind do you 
mean? 
Or (2) 

Buyer—We are handling the best 
shoe on the market now. 

Salesman—lI’m talking about a 
different kind of shoe. 

Buyer—What kind are you talk- 
ing about? 

Or (3) 

Buyer—What we've got satisfies 
us. 

Salesman—But could your organ- 
ization sell a high-grade shoe? 
(Which brings the buyer back to 
where he was in the first place.) 

If a shoe salesman asks the ques- 
tion, “Have you an organization 
that can sell a very high-grade 
shoe?”’ and his rejoinders to the 
buyer’s questions are a polite but 
emphatic reiteration of the original 
thought, the buyer must finally in- 
vite an elucidation of that thought. 

















question for use in your approach. The 
other day I was talking to a man who 
sells prints to shirt waist .manufacturers. 
He said, as nearly every salesman will say, 
“My line is different from any other.” 
He also said, ““There is no question I could 
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ask a manufacturer of shirt waists, except 
to request him to look at my samples.” 

I asked him to name the chief talking 
point about his goods. “The prettiest 
Parisian patterns in advance of compet- 
itors,”’ he replied. 

Then I suggested: “Suppose you said 
to a manufacturer, ‘Have you any trade 
that would appreciate a pattern that is a 
positive craze in Paris right now—not 
yesterday but today?’ What would the 
manufacturer say to that?” 

“Why, he'd say, ‘Let’s see it. "’ was 
the answer. 

“Isn’t that what you’d want him to 
say>”’ I inquired. 

“Gee, I guess that’s right.” 

It’s so simple that it sounds foolish— 
but every truth is simple in its final 
analysis. 

Don’t “Salve” a Man 


Then, what regard shall we have for 
the average man’s vanity when we ap- 
proach him? I am ashamed to tell you 
where I discovered the answer to this. A 
good many years ago, a friend who knows 
the underworld pretty well intreduced 
me to some of its more or less celebrated 
characters. One of them, a confidence 
man, explained to me, “It’s all a mistake 
to salve a man when you're trying to get 
him hooked. You want to act like you 
don’t think he’s got the brains or the coin 
to go through on your proposition. Put 
it up to him, so he’ll have to hook himself 
in order to show that your opinion of 
him ain’t high enough.” 

This roughly phrased fragment of phil- 
osophy did not make much of an impres- 
sion upon me until I began to test it in 
hypothesis upon myself. Then I realized 
that an almost certain way for another 
to gain my attention would be to imply 
the lack of some quality in me which I 
believed myself to possess. Of course, 
if the implication was made in an offen- 
sive form my antagonism as well as my 
attention would be aroused. Evidently 
the implication should be very faint; just 
enough to make a man concentrate his 
mind upon you—if for no other purpose 
than to prove to you that he is a bigger 
or a cleverer man than you seem to 
realize: 


O. L. Lederer on Way West 


O. L. Lederer, coast representative for 
the Duane Shoe Company, has completed 
his visit to the general offices of the com- 
pany at 143 Duane Street, New York. 
While East, he visited the Haverhill fac- 
tory of the company and outlined several 
new novelty numbers in both McKays and 
turns, that he feels will be of unusual in- 
terest to his trade. He also attended the 
Brooklyn Shoe Style show. He left for Los 
Angeles early this week and is visiting 
larger cities of the country en route to the 
Pacific Coast. 
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Spencer Billins Covers 
Michigan 


Spencer G. Billins, who has for some 
time sold shoes in the State of Michigan, 
is now representing Marion Shoe Com- 
pany in that territory. Mr. Billins has 
had fine success this season with the 
Marion line and says that it does him 
good to go into stores and have his cus- 
tomers tell him that “Marion leads the 
Style Parade.” 

Marion Shoe Company in all its terri- 
tories, has had record breaking business 
this season. Its factory production has 
been increased three times during the 
season and some departments have 








SPENCER G. BILLINS 
Who covers Michigan for the Marion Shoe Co. 


worked frequently as late as 9 o'clock at 
night to give customers quick service 
which they desire. 


Thuli Salesmanager for -Gar 


E. W. Thuli, who for the past number 
of years represented Dugan & Hudson of 
Rochester, N. Y., and who recently re- 
signed his position with that firm is now 
salesmanager for the Gar Shoe Co., 
Rochester, N. Y. Said Mr. Thuli: “The 
Gar Shoe Company makes a line of chil- 
dren's, misses’ and growing girls’ welts at 
popular prices and comprises all the new- 
est effects in lasts and patterns. It carries 
a few of the best sellers in stock for imme- 
diate delivery.” 

Mr. Thuli has just completed the organ- 
ization of a salesforce, having put on ten 
more salesmen this season. He will look 
after the Pacific Coast territory personally 
and left the factory with his new samples 
about May 10. He is now calling on his old 
trade in this section. 


BOOT 






“Barney” Worthman Little— 
But “So Am a Cinder in 
Your Eye” 

“Barney’’ Worthman who covers some- 
what of an extensive stretch of territory 
in the East for S. Rauh & Co., announces 
that on his coming trip he will include 
most of Michigan in his itinerary. “‘Bar- 
ney”’ is a chap who is well liked and quite 
popular among the trade. 

Speaking of “Barney”” Worthman, who 
some years ago was the American national 
amateur featherweight boxing champion, 
brings to mind one of the favorite stories 
of “Bill” Donegan the “Chauncey Depew” 
of the Southern travelers: 

Sambo, a big, burly negro station por- 
ter in a West Virginian town whose con- 
dition was significant of his complete 
indifference to the opinions of Mr. Vol- 
stead, ran amuck with a chip on his 
shoulder. Most of the traveling men 
around the station managed to avoid the 
inebriated one, but Worthman, who bur- 
dened with a traveling grip was caught 
unaware by the pugnacious assaults of 
the pig fellow, was forced to protect him- 
self. “Barney” is barely five feet, three 
inches in height and his affability of man- 
ner, and quiet mild tempered demeanor is 
characteristic of anything but the repu- 
tation he bears within the realms of 
amateur boxing circles, but in a moment 
he was transformed into a veritable fistic 
tornado, and the voice of the constable 
who quickly arrived on the scene was like 
music to the ears of Sambo. 

Accompanied by a score of traveling 
men, “Barney’’ appeared at the mal- 
efactor’s arraignment before the justice of 
peace. The prisoner appeared before the 
court, his physiognomy looking as if it 
had been a target of a battering ram. 
“You deserve the beating you got,” de- 
clared the justice as he sentenced him to 
a short incarceration in the local jail, 
“but you don’t mean to tell me that this 
little fellow thrashed you in this manner,” 
he said, glancing at Worthman. 

“Little?” queried Sambo. 
cinder in yar eye jedge.” 


“So am a 


W. G. Codman in Territory 


W. G. Codman, coast representative for 
Dunn & McCarty of Auburn, N. Y., has 
entirely recovered from his recent illness 
and is now out calling on his trade in Pa- 
cific Coast territory. Says Mr. Codman, 
“The Dunn & McCarty proposition this 
season is one of the strongest that has ever 
been shown to the retailers. This firm is 
turning out a line of women’s welt oxfords, 
also a one and two strap at wonderful 
prices. I also wish to call the attention of 
the trade to the fact that this is one of the 
best fitting lines being manufactured to- 
day.” Mr. Codman makes his headquar- 
ters at the Stewart Hotel, San Francisco. 
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G. €: Wells, New R. & H. 
Cleveland Co. Manager 


The resignation of W. T. Francis, wh 
for several years has acted as manage: 
of the Rice & Hutchins Cleveland Com 
pany, became effective on the first of th: 
month and G. C. Wells, who has repre 
sented Rice-& Hutchins in Michigan, has 
been appointed to act as manager of that 
company. This house is the distributing 
point for Ohio and Northwestern Penn- 
sylvania of the many Rice & Hutchins 
factories. 

Mr. Wells has been a merchandiser of 
shoes and a manager of salesmen. For 
nine years he was connected with the 
Blum Shoe Manufacturing Company of 





G. C. WELLS 
Manager of the R. g H. Cleveland Company 


Dansville, N. Y., where he was sales 
manager, and for an extended time with 
the Ainsworth Shoe Company of Detroit 
where he was vice-president. 


Pinch Hitters 


“Pinch Hitters’ is the subject of an 
editorial in the May 25 issue of The 
McElroy-Sloan Enthusiast, by W. F. 
McElroy. The McElroy Enthusiast is 
described as “A weekly herald of all 
matters interesting to members of the 
McElroy-Sloan family”’: 

“You all know what this means and 
where it came from, the thought is as 
old as time, but the phrase is of compara- 
tively recent origin. You know in the 
great national game of baseball the best 
known, widest heralded names are not 
always “pinch hitters.” Babe Ruth, 
whose name is so well known to the ‘fan’ 
and small boy, is not a ‘pinch hitter’ and 
his rank as a batter is low. The cele- 
breted Casey of ‘Casey at the bat’ fame 
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‘fanned’ and turned his friends and backers 
into a group of ‘glooms’ and mourners and 
would have been forgotten but for De 
Wolf Hopper. 

“There have been ‘pinch hitters’ since 
the dawn of time. David of Goliath 
fame was the first to get his name in 
print, then we have Julius Caesar, Oliver 
Cromwell, Frederick the Great, Napoleon 
Bonaparte, Goerge Washington, Andrew 
Jackson. 

Each period furnishes them; Lin- 
coln, Grant, Lee and Jackson of Civil 
War days, Foch, Haig and Pershing of 
today. All these boys batted better than 
100. 

“Tt isn't the boys we see with the pink 
neckties standing on the corners, nor the 
ones driving the low swung ‘sport models’ 
in the park. No! No! Why bless you! 
most of the ‘pinch hitters’ get down so 
early and go home so late many of us 
don’t even see them. 

“Ballard is one, so is Oberwinder. 
Now drop one of your quick in-shoots 
over the plate and see what Jansen can 
do. Come on, ‘Play Ball.’ See if we 
cannot all be ‘pinch hitters.’ We need 
you bad. Be quick or we will have to 


let some of these good shoe makers go° 


and when your trade needs the goods we 
cannot make them. 

“Get busy right now, be a ‘pinch 
hitter’ and send us in the orders. We are 
watching you.” 





A Sermon to Salesmen 


“The pastor was the most elo- 
quent orator I ever listened to,” 
said Mark Twain at one time after 
services. ‘He painted the benighted 
condition of the heathen so clearly 
that my deepest compassion was 
aroused and I resolved to break a 
life-long habit and contribute a dol- 
lar to teach the gospel. As the 
speaker continued I decided to give 
$5, and then ten. Finally, I knew it 
would be my duty to give all the 
cash I had with me—$20. The 
pleadings of the orator wrought 
upon me still further and I decided 
to borrow $20 from my friend in the 
next pew and give that also. 

“That was the time to take up 
the collection. 

“However, the speaker proceeded 
and I gradually lost interest and 
dropped off into a sweet slumber. 
When the usher woke me up by 
prodding me in the ribs with the 
collection plate I not only refused to 
contribute, but am ashamed to 
state I stole 15 cents from the plate.” 

Moral—When you have made 
your sale, stop talking.—From Kor- 
rect Shape News, May 1922, issue. 

















Gordon Humphrey Reports 
Decided Business Upswing 


Gordon Humphrey of Herbert Hum- 
phrey’s Sons, returned to Boston on Satur- 
day, May 27, from his “‘maiden’”’ trip for 
his house. During the 20 days that he 
traveled through New York State, Ohio, 
Michigan, Missouri, and Pennsylvania, 
he made a business survey and the gist of 
his report is that there is a well-defined 
sentiment on the part of merchants and 
buyers for a very decided upswing in 
business this Fall. 


Children’s Staples for Fall 


“Hump’s” firm makes turn shoes for 
the “‘kiddies,’’ and so he has been making 
a study as to how they are going to be 








OTTO M. MENNES 


Who travels for Lunn ¢ Sweet Co. in Montana 
Idaho and Wyoming 





shod this Fall and Winter. He believes 
that the little folks are going to wear 
more boots than during the Fall and 
Winter of 1921 andas to styles, he believes 
that staples in blacks and tans are going 
to be the volume sellers. A new tan 
shade is being discussed by the jobbers 
for Fall; this is a color between the 
Havana brown and a light tan shade; it 
might be termed a golden brown. 

“Hump” also states that he noticed 
there was always somebody in the retail 
shoe stores and that the retail shoe mer- 
chants were “playing the shoe game 
bravely”’ and pushing out their merchan- 
dise quickly, through sales and popular 
prices. , 

“Everything looked good to me,” said 
“Hump”; “the majority of the retail shoe 
merchants talked optimistically and all 
the jobbers said that they expect better 
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business this Fall. I regard my first trip 
as a very satisfactory one.” 


Headquarters at 59 Lincoln Street 

“Hump” starts out the middle of June 
for a four or five days trip to New York. 
In the meantime, his time will be spent 
in large part at the Boston office of 
Herbet Humphrey’s Sons, 59 Lincoln 
Street, and at the factory watching care- 
fully that the goods on which he took 
orders go through the works inan especially 
careful manner. He plans to make two 
long trips a year, making short visits to 
Portland, Maine, New York City, and 
other “day-run” sections in the mean- 
time. 


Delamater Says Retail 
Merchants Busy , 


William Delamater, sales manager of 
the Grieb Shoe Manufacturing Company, 
has just returned from an extended trip, 
during which he visited a considerable 
number of the sales representatives of the 
house through the Middle West, and he 
states on his return that he has found 
business conditions favorable beyond 
expectation. 

He also states that the retail shoe mer- 
chants, whom he visited in company with 
his salesmen, are very busy throughout 
all of the territory covered. This terri- 
tory extends from Palmyra, Pa., as far 
West as Wichita, Kansas. Mr. Delamater 
is looking for a reaction in buying follow- 
ing this retail sale activity. 


Fairfield Obeys ‘Call of 
Wild” 

“Hal” H. Fairfield, who travels for the 
A. E. Nettleton Company, having finished 
his trip, has accepted “‘the call of the 
wild.” The next two months “Hal’’ may 
be found somewhere around the lakes and 
streams of the Maine woods. 





Brown Shoe Company Adds 
15 Travelers 

The Brown Shoe Company has recently 
added 15 men to their traveling force, 
making the total number 189, who cover 
with the exception of New England, 
almost all the entire country. This num- 
ber does not include any of the travelers 
of its affiliated organization—the Central 
Shoe Company. The roster of the new 
men is, as follows: K. F. Curry, Central 
West Iowa; W. E. Blatt, California; H. O. 
Toor, California; C. W. Robinsin, Central 
Iowa; G. T. Watters, Jr., Southeastern 
Ohio; C. B. Rowley, Northwestern Wis- 
consin; O. P. Jerman, Northwestern Wis- 
consin; R. E. Grady, Oregon; M. L. 
Anthony, Southeastern Texas; E. M. 
Baker, Central Texas; H. Dietzmann, 
Southern Texas; J. A. Hoffpauer, South- 
ern Texas; W. O. McDonald, Cental 
Georgia; C. E. Stouffer, Southwest Texas; 
O. E. Reddy, Southeast Georgia. 
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From McElroy-Sloan Enthu- 
siast 

“The Medical Association 
Which is the biggest association of doctors 
from all over the United States is meeting 
in St. Louis the week of May 25. They are 
prominent, high-grade men and the re- 
porters are interviewing them on various 
questions relative to the betterment of 
the physical being of the human race. 
We owe a lot to the doctors. They tell us 
what is the matter with us and how to 
It is needless to 


American 


keep from getting sick. 
say. that our entire business organization 
at the present time needs a good doctor 
to diagnose the case, but really the trouble 
is such an outstanding one that even a 
novice can diagnose what is the matter. 
We are still suffering from waritis and the 
symptoms of this disease are told by a 
loss of ambition and a general letting 
down of aggressiveness and progressive- 
ness, a lack of hustle with an irritability 
here and there because of the fact that 
we can’t get orders as easily as we used 
to. Hallucinations relative to hard times. 
We have no hard times; we are getting 
back to normal; in fact, we are not back 
to normal; things are better than the 
normal. All that is necessary is to go out 
and take a little business exercise. Call 
Work 
from Monday morning until Saturday 
night. Practice a little Christian Science 
and forget your troubles and do a little 
constructive work by rubbing up your 
samples and exhibiting them in a sample 
room in every town. The war is over but 


on your customers every 60 days. 


we must just start to fight and work. 


Doll Leads Big Bugs 


“F. Doll has certainly had no easy 
sailing down in Cuba and he is working 
hard and leads the Big Bugs. 
Crowder is 2, Espie & Espie are 3, W. B. 
Yater is 4, J. R. Prewitt is 5, E. B. Fisher 
is 6, J. W. Rutland is 7, J. B. Reaves is 8, 
G. E. Blue is 9 and A. O. Bryant is 10. 
It’s peculiar how the same names appear 
week in and week out in the Big Bugs. 


Tom 


It is not due to any special smartness or 
wiseness on the part of any salesmen, but 
We are 
glad to see Tom Crowder as 2 in the Big 


it is due to continuous work. 
Bugs. Espie & Espie are the original 
workers. W. B. Yater is the concen- 
If Mr. Prewitt 
had the same prescription that Yater had, 
he would be in the Big Six or Big Four 
every week. This applies also to E. B. 
Fisher. Mr. Fisher is a genial, likeable 
Southern gentleman of a lot of ability 
and his customers like him. All that 
‘Fish’ needs is a good dose of ‘pep.’ 
J. W. Rutland is a good old bull-dog 
worker and is doing well. Mr. Reaves 
also is a hard worker and we all know 
about George Blue. We are glad to see 
Mr. Bryant continuing in the Big Bugs. 


trated essence of work. 








AND 


George Gregory Coming to 
Boston 


George Gregory is coming to Boston. 
It is true that his visit is not timed until 
July, but the buyers of the Boston market 
like to know about “George’s” visit in 
advance, as he always has some new and 
snappy creations in women’s lines and 
they want to make arrangements to “look 
‘em over.” The room where his new 
models will be displayed is 16 and the 
product of the Cahill Shoe Company will 
be the line. In this line one of the interest- 





GEORGE GREGORY 


Representing Cahill Shoe Co., who will show this 
line at Room 16, United States Hotel. during July 


ing features will be the “‘Cahill Anato- 
mically Correct’ shoe. 








J.B. Chambers Leads Scotchers 


“We have 34 Scotchers led off by Mr. 
J. B. Chambers, with J. H. Bernard as 2, 
E. E. Campbell as 3, 5. J. Webb as 4 and 
Mr. J. M. Colvin as 5. Mr. Doll not 
only leads off the Big Bugs but also leads 
off the Enthusiasts, Espie & Espie are 2 
and Mr. Bryant, of whom we have been 
speaking so much in recent Weekly 
Letters, is 3 among the Enthusiasts. We 
want to congratulate Bryant upon this 
showing. 


P. M. McMinn Leads Enthusiasts 


In the Enthusiasts, P. M. McMinn is 4. 
Mr. McMinn sends in orders every day 
from sunny California. We also want to 
congratulate him. The other leading 
Enthusiasts are: W. L. Sheppard 5, 
W. G. Gibson 6, J. W. Beaty 7, H. G. 
Giberson 8, E. B. Fisher 9, M. T. Mon- 
terubio 10. : 
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Is It a 
** Boost”’ ? 


Or Is It a 
“Knock” ? 


Your shoe repair department be- 
gins its service when you write 
out the repair tag. 


It ends when your customer is 


satisfied with the job. 


When half soles are well put on 
and wear well, the customer is a 
‘Booster’. 


If he or she (especially she) gets a 
poor job the store gets a “Knock”. 





_Mind you—your store gets the 
| knock, not your cobbler. 


Your repair department is a re- 
flection of your store. 


Consider this carefully—many 
shoe customers are lost to a store 
through faulty repairing. 


There is one safe plan—employ 
‘the best repair man you can get 
and tell him to use “Rock Oak” 
| Finders’ Leather on all the shoes 
he re-bottoms. We'll send you a 
‘sample if you are interested in 
_ looking at the best sole leather. 


Rock Cak” 


Trade Mark Reg. U. S. Pat. Off 


THE AMERICAN 
-_ OAK LEATHER 
COMPANY 


CINCINNATI 


| Chicago Boston St. Louis 
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NOVELTIES IN STOCK 





No. 500—$5.25. Patent Colt High-Grade Turn 
with gray ooze collar and strap, 10/8 
gray covered heel, French bound. 

No. 496—$4.85. As above in all Black Satin. 

No. 497—$5.00. As above in all Patent. 

No. 499—$5.00. As above in all White Wash- 
able “Vode” Kid 

\.B. & C widths 











No. 124—$4.25. Patent and Gray Buck High- 
Grade Imitation Turn. 10/8 Gray 
covered heel. 


No. 126—$3.60. As above in all Black Kid. 
No. 118—$3.85. As above in all Patent. 
No. 120—$3.85. As No. 124 with Mat collar. 


C width only 
















$2.25. The Popular Barefoot Sandal 
of superior patent coltskin, top grade 
soles and rubber heels 
Size 24%4-7 





No. 128—$4.85. Patent and Gray Buck High- No. 487—$5.00. White Washable Vode" Kid 
Grade Imitation Turn, 10/8 gray High-Grade Turn, 8/8 covered heel 
covered heel. A.B, & C widths 

No. 129—$4.85. As above with Black Satin 
underlay and black brocaded quarter No. 114—$4.00. As above in imitation turn 
and red stitched. No. 113—$4.00. As No. 114 with white buckle 


No. 130—$4.85. As No. 128 with black kid 
underlay and quarter 
C width only 


DUANE SHOE COMPANY 


143 DUANE STREET NEW YORK 


C width only 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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THE DUTTENHOFER-:-|S1 


MASTER]|SH 
CINCINNAT 


- ah 


Reg. U.S. Pat. Office 
Trade M 
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supports the waist- 





-| STEVENS COMPANY 





‘‘_s09 the Master Futkorset 
Shoe supports the arch”’ 


Its patented steel shank of an ex- 
clusive design hugs the arch like a 
corset hugs the waist—it is an as- 
surance of absolute relief from arch 
discomforts, it helps weak feet 
become normal, it prevents fallen 
arches. 


But the Master Futkorset is more 
than an arch support. It is a shoe 
of refined beauty, built on lasts 
that represent the latest decrees of 
Fashion. The stylish lines of the 
various models and the elegant 


materials used in their manufac- 
ture cannot help but please the 
most particular patron. It is, in 
fact, a shoe that will delight the 
eye as well as comfort the foot of 
the woman who wears it. 


The increased patronage and repeat 
sales that have attended the stock- 
ing of this shoe in hundreds of high 
class shoe stores throughout the 
country have proven our shoe sales- 
builders. If you have not stocked 
it, you have overlooked a certain 
seller. It is made in both high and 


low models. Send in your order at 
once for a trial dozen. 





THE FUTKORSET 
SUPPORTS THE FOOT AS— 

















A CORSET 
SUPPORTS 
THE WAIST 















ISHOEMAKERS 
ATI, O. 








Reg. U.S, Pat. Office 
, —_ Trade Mark 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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SHIFTER SALOME 
1150—Pat. Lea., Welt sole, 1307—Pat. Sandal 
light edge AA to C 
AA toC $5.00 
$5.00 


ttit 
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DORIS PUMP 
1309—Pat. Leather $4.75 
1308—Black Satin $4.75 

AA to C Width 








WT. HOLMIES COMPANY 


Ei Exclusively Ladies Shoes 
‘1s. 15 NORTH FOURTH ST. PHILADELPHIA 
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a J? 
L’m So Gla, pat 


PATENTED J 


[f you want to sell 
your Customer the 
Second Time-~ Sell 
him quality the First 
Time 























lo some aaa copy our 
Lppers and even our trade- 
label so closely, unless 
hope to deceive you into 
mking you were getting 
Benuine DanielGreen Comfys? 
Look for this trademark ana 
he Daniel Green name on the 
slippers you buy. 









T’S like taking 

you when yout; 
on your travels. 
times when you w 
self for a few ho 





Vacation time 
feet. Newscene 
sand new interd 
much of an ext 
are asked to carry. Hd 
are for a few quiet hours nd 
with the luxurious ease and 
Comfys bring. 

And if people should drop in, wha’ 
Genuine Daniel Green Comfys are 
different, so superior to ordinary bed- 
room slippers, that you will never feel 
disturbed. 


Daniel Green | 


Comfy 4 
Slippers _4eee 


For Men 
Women and 
Children 





sithtet. 


{ (ITT OCLC Led 
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This Kawneer Store Front 


> 





.s 3 ahi % 
‘ ' ¥ @eaeeeawar 


vo 


. Eu ee 


tt ee at 


ee ie 
AM = 1 











Let us Show You How a Kawneer Store Front Will Pay a Big Profit 
for YOUR STORE. 


Do not overlook this coupon. Send it at once. oe 


KAWNEER MFG. CO., nies? MicHicaN 


TALULA LULL L TT 
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Put New 
Sales Life 
intoan Old 
Building. 


More than 60,000 
merchants have 
proven the value of 
the KAWNEER 
WAY of Moderniz- 


ing their stores. 


7 ~ | 
| KAWNEER MBG. CO. | 
2013 FRONT ST. | 
NILES, MICH. 
Send me a copy of | 
FORGING AHEAD ! 
your new booklet for | 
i 

l 

| 


merchants. 
Pin this to your letterhead. 




















SBIR mM iULUUIULUUUUUOUNALLUSBNUUONUGDUUL LULLED LUTON 4 
qd! iii tt 
5 : 
: [ 
e = 
: ¢ For White Shoes = 
= Oo 
B op = 
E GRIFFIN | GRIFFIN : 
= KIDINE PEUERWHITE o 
: Gor white | _ CLEANER : 
z kid shoes | Jor all white shoes = 
= and gloves | except kid 2 
= Thoroughly cleans <i> Tn Liquid, Cake = 
= and Whitens 4 *\, or Powder Bag = 
= S Bias g 
: = 
z a 
¢ (Reproduction of New Display Card) = 
2 LINK UP YOUR STORE with = 
= GRIFFIN’S WHITE DRESSING CAMPAIGN o 
o Quality = 
= Write Dept. C for Prices = 
. GRIFFIN MANUFACTURING CO., Ine. 5 
e 67-69 MURRAY STREET NEW YORK. U. S. A, = 
orm NCMCOHENICONNUOKENNORNNONNINONRNONRRNONRURNCRNONRNOHNUNNUCHNNET 
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IN STOCK B aks } IN STOCK 
/ ~ \ SHOES _ FOR WOMEN 
j 4 ) 





are: WE HAVE PUT IN STOCK 
nq TO MEET THE DEMAND: 
! \ OUR POPULAR MODEL 


“POLLY” 





All White Kid One-Strap, Sliding Side All Patent One- Strap Sliding Side 
Buckle, Turn Sole, 144 Covered Wood Buckle, Turn Sole, 134 Wood Cuban 
Cuban Heel over 430 Model. Heel over 430 Model, with # 2 Cutout 
: IMMEDIATE SHIPMENT on Voup. 
Price $6.25 Price $6.00 
MUST BE PURCHASED IN 48 PAIR CASES 
3 —- 4— 5 — 6 _ 7 
AA 1 1 1 1 1 1 1 
A 1 1 1 2 2 2 2 1 
B 1 1 2 2 2 2 3 2 1 
Cc 1 1 2 2 2 2 1 1 1 
GEORGE W. BAKER SHOE COMPANY 
325-43 CLASSON AVENUE BROOKLYN, N.Y. 




















MARY JANES 
er... IN STOCK 


Turn 
Fairy 9—D, 1 to 5...... $1.15 
Fairy 208—C-D. 835 :0 1i 1.78 
airy —C-D, 8% to . 
Fairy 309—C-D, 11:02 225 These styles are always salable and always 





selling--- 


You need to size up from time to time. You 


can do no better than these in either grade. 





Patent Leather—Mary Jane 
“isa”  GREIB SHOE MFG. CO 
Goblin 9—D, 2 to5.... $1.00 . . 
Goblin 109—D,3to8&.. 1.25 ‘ 


Goblin 209—D, 84:0 11 1.60 309 Arch St. Philadelphia, Pa. 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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THE EASY MONEY MAKERS 


Turn Novelties that your trade will buy soon as seen. 

' We advise immediate purchase and a prominent 
window display of your selected styles as an effective 
stimulant to sales and profits. 














f AT ONCE "7 
SHIPMENTS 











f= \ 
No. 150—Black Patent Chrome = Z 
“Wizz” Pump. Cut-out No. 2. 38-8 ' A/ 
Military Heel. Sizes: A, 3-8; B, 244-8: “a / 
ee | 





No. 144 
No. 144—White Cloth Aida One moe 


Strap, 8-8 Military Heel. A to C. 
EP 


No. 150 





No. 149—Black Satin Aida (like 148, 
no cut outs). One Strap, 14-8 Military 
Heel. AtoC. Price...........$4.50 


No. 151—Dull Luna Kid Cleo One 
Strap. French Corded Cut-outs in 
Quarter. 15-8 Louis Heel. A, 3-8; 
B, 214-8; C, 2%4-8. Delivery June 20. 


es Se er 


No. 152—Black Satin Cleo One Strap 
(as No. 151). French Corded Cut-outs 
in Quarter. 15-8 Louis Heel. A, 3-8; 
B, 244-8; C, 244-8. Delivery June 20. 
REE aT 





No. 146—White Cloth Rena Two 
Strap, 14-8 Junior Louis Heels. A to 
a ee 


No. 147—Patent Aida One Strap (like 
No. 148), with Cut-out Quarter, 8-8 
Military Heel. A to C. Price. .. . $4.80 


No. 148—Patent Aida One Strap, with 
Cut-out Quarter, 14-8 Military Heel. 
POP GA. Ficencsécscvavccc ae 





Nos. 149 — 144 — 145 Carried in 
stock for at once delivery by 


W. J. Cully, 316 Baxton Block, 
Omaha, Neb. 





No. 149 














HOPKINS & ELLIS’ _ Haverhill, Mass. 
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eAnnouncing the 


COOLIDGE SHOE CO. 


617 ATLANTIC AVE., BOSTON, MASS. 


Directly opposite the South Terminal 


Fune 12, 1922 


You are cordially invited to visit 
Boston’s New Distributing House—the Home of 


Distinctive Shoe Specialties 


WHITE CANVAS and SATIN SHOES 
Mc Kays and Turns 


IN STOCK— READY TO SHIP 


Here you will find up-to-the-minute styles—good 


shoe making—low prices and correct service. 


Our direct factory connection assures an adequate 


stock at all times. 


Send for latest In-Stock List. 


COOLIDGE SHOE CO. 


617 ATLANTIC AVE., BOSTON, MASS. 


Distinétive Shoe Specialties 
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In Stock Ready to Ship 


| AE 





Goodrich Quality 


A NEW “BABBIE” 


Most Popular Model of the Season 





In Stock B 100 


Pat. Chrome Babbie—Cut Out Quarter, New 
Round Toe Last—‘Ross’” Cuban Wood Heel. 


All Sizes AA to C When you can buy{ Goodrich Quality at popular prices 
Price $4.75 Net from Stock—Why look elsewhere. 


HAZEN B. GOODRICH & COMPANY, Haverhill, Mass. 














OPPOSITE SOUTH STATION G5 SEX ABSOLUTELY FIREPROOF 
T McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 
You will enjoy your stay at the‘ Essex.” Everything is arranged for your comfort. Business can be done 
from here most conveniently. More than a thousand shoe and leather firms are close by. Once you ex- 


perience the advantages of stopping at the ‘“‘Essex"’ you'll wish a reservation here again. 

















THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 














GROPING IN THE DARK 


Time was when the purchase of advertising methods this organization is able to supply 
space was a “blind groping in the dark.”” Ad- just the data an advertiser needs. The dark- 
vertisers iad no means of checking a pub- ness is dispelled and the bright light of veri- 
lisher’s statement of circulation and often fied facts takes its place. Space buyers no 
these figures were unreliable. longer find it necessary to grope in the dark. 

In six years the Audit Bureau of Circula- There are no dark spots in the Boot and Shoe 
tions has solved this perplexing problem. By Recorder circulation. Our records are audited 
a systematic analysis of distribution and by the Audit Bureau of Circulations. 
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WANTED TO PURCHASE 


MISCELLANEOUS 


MISCELLANEOUS 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 
166 Pulaski St. —~ N.Y. 
Phone Williamsburg 3410 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
as yy merchandise. Quantity no object. 
‘or 30 years our specialty. 
and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
610 Broadway Broo’tyn 
Phone Stagg ! .57 














THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 eneeew at, NEW YORK, N.Y. 
INE—SPRING 9965 


WILL sow SELLERS )FOR 
BUY | SURPLUS sTocKs{cAcy 


Bargains in shoes always on hand for special sales and bargain basements. 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will co oe value for your entire or surplus 


= having a short term to run taken over. 
Established 25 years. 

I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 


Every Shoe Store Needs 


a pair of 


*‘*MANCHESTER”’ 
(Trade Mark Reg. U. S. Pat. Off.) 
€URVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


‘*Manchester”’ 
Trade ~¥ wk Ree. U.S. 


pH are made of 

ade tool steel, 
nicke plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when or- 

dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Chicago Branch 
161 W. Lake St. 











Boston, Mass. 











Phone Spring 5160-5161-5162 











MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 









No. 141 x 
ri, fe THE CHICAGO 
int Pree WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Il. 








The Most Popular 
Size Stick 


“VARNUM” 


Tra de Mark 


Made in Three Styles, 
No. 1, 2, 3 








With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 
Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 














Celebrated — a 
Catal 


E 
— ll 
Catalog No. 14 
Artificial Flowers 
Catalog No. 19 
Window Valances 
In Stock 
Pluch and?" Window Rugs 
Samples 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 





NEW YORK SHOW ROOM Chicago 
70 West 36th St. 


East of Broadway 














Bicycl 


STEP 


LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- 
log giving full 
description 
and prices 








THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chicago, Ill. 





DO YOU KNOW? 

that you can buy it—or 
sell it—through the 
‘““Where to Buy’’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 


INFORMATION i 


=: “‘Where to Buy” constitutes a: 
source of a so that he who : 

runs through these pages may read : ; 
—and learn. 


























Where to Buy 
Wanted Styles 


An extra editorial service to 
**Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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rates for space less than one-eight 


13 times 26 times 52 times 


“Recorder” 
page per issue: 
Space 1 time 7 times 
lin... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
3 in. ,. 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 





$3.00 $2.50 
6.00 5.00 words must 
9.00 7.50 

12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


gp See pani gr cents per word for each insertion. 


“Want x a a= cents per word for each insertion. 
Minimum amount — Ads under this heading will be 


allowed i 
advertisers desire replies forwarded 
yee of the address must be counted in the advertisement and paid 
for accordingly. Answers to ads must be sent under letter postage. 


. seventy-five cents. For other 


to their address, each 














SALESMEN WANTED 


SALESMEN WANTED 





POSITION WANTED 














SALESMEN WANTED 

Experienced shoe salesmen 
interested in a complete and 
thoroughly competitive solid 
leather, full-vamp, Milwaukee 
market-service shoe line, can 
secure several attractive terri- 
tories. Address applications to 
Portage Shoe Mfg. Co., Portage, 
Wis. 





SALESMAN WANTED 


Northwestern Ohio Including 
Toledo 


Largest manufacturing organization, 
covering whole family and all grades, 
is keenly interested to consider best 
salesmen in the shoe field familiar with 
that territory. Such a man would 
operate from Cleveland Branch House 
which carries full line, in stock. It 
would be helpful if first letters con- 
tained full record, with every assurance 
that such information would be held 
as confidential and no investigations 
made until after interview or permis- 
sion has been granted. Address D-275. 
care Boot and Shoe Recorde r, 207 South 
St., Boston, Mass. 


























WANTED 


Salesmen to sell as a side line, high 
arade Brooklyn make infants’ turn 
shoes at popular prices. Commission 
basis only at 5 per cent. All territories 
opened. Write full particulars and 
mention territory desired. Address 
K-598, care pot and Shoe Recorder, 
127 Duane St., New York. 








PEN NSYLVANIA manufacturers of children’s 
turn shoes up to eleven. desire reliable side line 
salesman for the states of Michigan, New York and 
Indiana. Best repeating pular line. Address 
D272 care Boot and Shoe Rosai, 207 South St. 
Boston Mass. 





TANTED shoe salesmen to..carry as side line 
,opular priced women's misses’ and children’s 
all Teather welts for all territories east of the 
Mi i, exclusive of Greater New York. 











JOBBING TRADE 
SALESMAN 


Manufacturer of well known line of 
ladies’ flexible McKays desires to en- 
gage a competent salesman, thoroughly 
experienced in selling the jobbing and 
large-store trade. We want a good man 
and are willing to pay accordingly. 
Salary or commission or both. All 
communications held in strictest con- 
fidence. Address D-274, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 




















\ ’ANT—One salesman for Lower Michigan and 

one for Indiana. Must know trade and cover 
territory closel State age and experience. 
Stitchdowns, McKays and leggings, about 75 
samples. No objection to your mt non- 
competitive line. Hagerstown Shoe & Legging Co., 
Hagerstown, Maryland. 





TANTED—An experienced salesman to sell a 

line of medium-grade turns to the wholesale 

trade. Address D-253, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





WANTED—Side line salesman on commission 
basis; one who has an established trade to 
ors an in-stock line of comfort shoes and men's 

ies will be treated in confidence. 
= dress D- oe care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


Commission basis. Mention territories a. 
Address K-600 care Boot and Shoe Recorder, 127 
Duane St., New York. 





“QALESMAN WANTED. Sept. Ist. for State of 
\ Michigan to sell Western made line women’s 


Welt and Wilson Sewed shoes; high grade medium 
need ° 


priced line. Only ¢ . roy road men 
apply.” Address D-2 care Boot and Shoe 
Recorder. 207 South St. X--4 Mass. 





7’ ANTED—FExperienced salesman for OHIO to 

represent one of Rochester's leading fac- 
tory lines of Juvenile shoes. This is a short 
specialty line at popular prices with superb factory 
stock service. Old established line and many open 
accounts in the territory. We have an attractive 
contract for a live wire and the line may be sold in 
connection with one other non-conflicting line. In 
application kindly state length of time on the 
territory and A important particulars and 
applicants must be in a position to furnish highest 
references. H. H. FREELAND, Manufacturer, 
Established 1896 Rochester, N. Y. 








SHOE LINES WANTED 


By reliable representative. From 
reliable manufacturers. For Greater 
New York and vicinity. Have my own 
ear. Reference exchanged. Address 
K-605, care Boot and Shoe Recorder, 
127 Duane St., New York. 














POSITIONS WANTED 


Two salesmen with the best 
following in Northern Ohio, 
want a factory line of men’s, 
women’s or children’s shoes. 
Headquarters, Cleveland, Ohio. 
Open about July lst—We guar- 
antee results—Reference the 
best. Address D-276, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 




















ALES AND ADVERTISING MANAGER OR 

BRANCH SALES MANAGER open for 
connection. Thirty five years of age. Experience 
covers eighteen years with shoes in Middle West. 
Interested only in executive sales proposition as 
above. Will locate anywhere but prefer Middle 
be with Chicago or Milwaukee as objective. 

Address D-277 care Boot and Shoe Recorder, 189 
W. Madison St., Chicago. 








WANTE) TO PURCHASE 


eS buy retail shoe stores in North- 
eastern Pennsylvania or New York State. 
Address D-261, care mg and Shoe Recorder, 207 
South St., Boston, M ass. 








ANTED—Planet rounder. Latest model. 
Must be in first-class condition. State 
very best price in first letter. The Elbinger Shoe 

Mfg. Co., Cincinnati, Ohio. 





WELL established concern making high ge 

ladies’shoes in Brooklyn. is looking for a 
qulesgnen with a good following as an ——s 
Good opportunity Address K-593 care Boot and 
Shoe Recorder, 127 Duane St., New York. 





ELT SLIPPER SALESMEN—Several good 
territories, also Canada, are open for —- 


ANTED by shoe factory Women’s, Misses or 
*¥ Children’s welt lasts. Will pay fair price for 
right lasts. Address D-268 pg oot and Shoe 
Recorder, 207 South St., Boston, Mass. 





OPPORTUNITIES 





enced salesmen, capable of successfully 
lar Prac ~ ak Felt and Satin’ Bouat 
: pers. uxce ptio' opportunity for 
- Must ve established trade. Address 
269 care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 





;ANTED—Agents on_ commission for the 

followi territories: New Orleans, Virginia, 
Colorado, E . Indiana, IMinois, Ohio, Kansas, 
Nebraska, New Jersey, St. Louis, Cincinnati, 
Wisconsin, Philadelphia, Baltimore and Washing- 
ton, Westcott Whitmore Co., Syracuse, N. Y. 


A WOMAN'S high-grade shoe manufacturer of 
Philadelphia, —— Goodyear welts only, is 
oy a hgh Fh. from $10,000 to $20,000 
to invest, wi rience either in the manu- 
ag 8 of the women’s shoe busi- 
firm is at present capitalized at $50,000, 
pa pe 
. and new en- 
it is needed to enlarge the fast-growing business 
inquiries strictly confidential. Address D-264. 
care ee and Shoe Recorder, 207, South St., Bos- 
ton, ass. 
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BOOT AND SHOE RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “‘more”’ but “right”; sold for the right purpose, to the 
right wearer, in the right fitting, for the right price, at the right profit. This is the great problem of the retail shoe 
merchants. The chief purpose of *“*The Boot and Shoe Recorder” is to help solve it; for this is the basic problem upon 
which depends the progress of the entire allied industries relating to shoes and leather; their production and distribution. 
Annual Subscription in the United States, $5.00 Per copy, 25 cents Canadian, $6.00 Foreign, $10.00 
No Subscription Accepted for Less Than One Year 








Member of the Associated Business Papers, Inc. Member of the Root Newspaper Ass'n. Member of Audit Bureau of Circulation. 
: Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. Entered at the Post Office, Boston, Mass., as second class matter. 
: ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 
Cable Address BOOTRECO Printed in U. S. A. 











PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


FOR SALE MISCELLANEOUS BOOT AND SHOE RECORDER 


— (Incorporated under Massachusetts Laws) 


















































~OR SALE—Real Shoe store in a real Indiana CAPETAL 6150,000 
city. 3 Everything desirable—location, trade, Milbradt Rollin OFFICERS OF THE CORPORATION 
stock, equipment. Exceptional opportunity. In- g CHARLES G. PHILLIPS, President 
vestigate at once. Address D-226, care Boot and dd EVERIT B. TERHUNE, Treas. and Gen'l Mgr. 
Shoe Recorder, 207 South St., Boston, Mass. Step La ers GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
are made in a great many ARTHUR D. ANDERSON, tary 
styles to suit all kinds SWAIN, CARPENTER & NAY, Counsel 
FOR SALE of stores and shelving. 101 Tremont St. 
, JA ; They will enable you to ARTHUR .D. ANDERSON, Editor 
$14,000 stock of up-to-date shoes in get along with less help, E. C. LOGAN 
one of the best little towns in Ohio. save the wear and tear —— 
Population around the 18,000 mark = ve shelving and OWEN A. THOMAS 
(county seat). No job-lot buyers elp the ap ance 0! ’ 
wanted. If interested ‘eiiven 1D-273 your store. Shipped sub- — oe HANEY 
care Boot & Shoe Recorder, 207 South ject to approval and sat- jociate itors 
St.. Boston, Mass. isfaction guaranteed. 
we oes our latest —- PUBLISHER'S NOTICE 
alog showing 18 sty SUBSCRIPTION—Th 
FoR SALE—200 pairs J. P. Smith shoes and of ladders as well as Boot and Shoe hm yy? yet - 
oxfords. All new stock. Reason discontinuing other store fixtures. advance, which includes postage in the 
shoe dept. Address D-267 care Boot and Shoe ” United States, Cuba, Hawaiian Islands, 
Recorder, 207 South St. Boston, Mass. Milbradt tay, pine Islands and Mexico. The price 
. anada is $6.00 a year including postage. 
FoR SALE— Shoe Store splendid location in a Manufacturing Co. neem SUBSCRIPTION—The price to all 
live wire town of over 100 000 inhabitants in 2416 No. 10th St. foreign countries except the above is $10.00 
the largest city in Delaware with an exceptionally ST. LOUIS, MO. per year, including postage. 





large territory to draw from. Unusual opportunity. All ‘subscriptions are payable in advance. 

Stock will invoice at about $20000. Do not 

answer this ad unless you mean business and have ty “py of Advertising 

the capital Address D-270 care Boot and Shoe . " a urnished on application. For rates 

Recorder, 207 South St., Boston, Mass. Neatest, strongest, lightest and most for Wants, for Sales, etc., see Want Page. 
aa : convenient fitting stool on the market. 














FoR SALE—Established department in the 
largest Department Store in Manufacturing 
City im Central Indiana. Population 28,000 ; 
drawing population 40,000. Carrying exclusively 


OFFICES IN 


BOSTON OFFICE: 207 South Street. Cor- 
es relating to all departments 








women's medium priced shoes. Capital required to the B office. 
Four Thousand to Forty-Five Hundred. A BROCKTON OFFICE: 224 Moraine St. GC 
splendid oportunity. Address D-266 care Boot W. R. HILL, M Tel 507. 


and Shoe Kecorder, 207 South St., Boston, Mass. CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B.C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bidg 
127 Duane St. H. Walter Scott, Manager 
Telephone 2425 Canal. 





FoR SALE—Exclusive shoe store, including one 
of the best equipped shoe repair shops in the 
state. In town of 3,000 pop. Exclusive All 
Leather line of shoes. Stock will invoice near 
$8000.00, established 7 years and good paying 
business, il! health is reason for selling E. 





Weakly, Bushnell, Ill Finished Golden Oak or PHILADELPHIA OFFICE: Suite 1420, Widener 
t Mahogany. Building. H. Walter Scott, Manager. 

“ h HAVERHILL OFFICE: Chamber of Commerce 

Price...........- $3.50 each. Rooms, Haverhill National Bank Bldg. Geo. 





I T ta W. R. Hill, Manager. 
SALES MEN W ANTED Carried in stock by ot wholesale shoe and CINCINNATI OFFICE: 810 Second Nationa! 


findings houses. your jobber cannot Besk Bids. Ml. 8. Bowen, Menegee. Teo 





supply you, order direct from us. 
W ANTED—Italian Repair Man with a few phone Canal 4426. 
hundred dollars to invest in shoe store and MILBRADT MFG. COMPANY ROCHESTER OFFICE: 609 Powers Bi 
Repair department in Thriving Mass. City. 2416 N. 10th St. St. Louis, Mo. Rossiter L. Seward, Western New Y 
Fully equipped and doing a good business for over . . Representative. Telephone Stone 6314. 
8 years. Apply Angello Seretto, 319 Water St., For fewsn song Fn po x oy of LYNN OFFICE: Fred A. Gannon. 
Fitchburg. Mass. ee ee: ee ee MILWAUKEE OFFICE: Leonard E. Meyer, 


C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 
WASHINGTON OFFICE: William L. Daley, 


\ 6 Fifi th 
TO RENT SHOE STORE ' 2 PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
‘ . ana; . 
froR RENT —space for Shoes in the finest store CHAI RS FI‘ 


LONDON OFFICE: John C. Curtiss, Managei, 
and best business town in Colorada. Popula 


a 1 . wate. Foam 11 Haymarket, London, S.W., 1. England. 
tic 65,000. ‘ayr over $2,000,000 nthly, 
Fetesen in. Conmnineion basis, to live ninenk SETTEES ———— OFFICE: 430 Lit. Collins St., 


Address Ratners Pueblo, Colo. “ PFICE: Willian 
: No matter what policy you may | 
: pursue in selling to the shoe trade, 
Fubrimann, Gerente 


be + iNENTAL oFrIce. William = = ancl 

2, Vienna, Austria. 
| Revertheless, _ anes the WINDOW DISPLAY FIXTURES CUBA: Mr. H. Gomes, Corrales, 24 Havana, 
: Boot and Shoe Recorder The OSCAR ONKEN Co. AER ESE OFFICE: Yokohama. J. F. Wagen, 


ARGENTINA. . om Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente 
All the Time 1181 4th St., CINCINNATI, OHIO | Meme aes 
' Editor, 20 Fuencarral, Madrid. 























BRAZIL: Gerente. John S. Fitch, 88 Rua General 
Camara Sob. 
CHILE: wo Las Rosas 1123-1127. Otte 
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—Goodwill Shoes— 


REGISTERED TRADE MARK 


CARRIED IN-STOCK 


We have a complete line of Men’s and 
Boys’ Shoes for Hard Service and Long Wear 
in fifty different styles for immediate ship- 
ment. 


Our new line of Goodwill Shoes is ruggedly 
built of best leathers, made correctly in our 
modern factory and priced at lowest possible 





HOMO O OOOO 


figures. 
Terms: 5% for cash with 10 days or net 
30 days. 
Price List and Samples gladly sent on 
Ghogolate EAE" Ball Grain nssle, tioodyear’ Wolt application 


(whole and haif sizes,5-11) 






Boys $1.85 
Yths. $1.70 





No. 991 


No. 491 
. . i . — al 
y jrain, Two Full Soles, Solid Leather Heel, Black Box Chrome, Two Full Soles, ‘Solid Leat ner 
Boowe Fon Theol yop (whole and half Heel, Full Grain Insole, Nail Fastened, (Youths 1-2, 
sizes, 6-11) aie Boys 2%-5'4) 








ARTHUR WILLIAMS SHOE COMPANY 


MANUFACTURERS OF SHOES 
FOR HARD SERVICE AND LONG WEAR 


HOLLISTON MASS. 


Boston Sales Offices and Stock Rooms at 15 High Street 
PTT een een UUM Tel ® TLCS LULL LULL he ULLAL SLL LL 


TITS OTL LOTT LT ERE LU LLL LLL DULLER LE 


STO LOMO OLLI OULU OLLL LE LULL RELL LLL LLL 
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—GREELEY’S BOUDOIRS— 


BLACK—RED—HAVANA BROWN 
BLUE—PINK 

These boudoirs 
please the par- 
ticular. Quality is 
our stronghold. 
Send for samples 
and prices. 


A. W.—-——_- 
GREELEY 
49 Washington S1., 


ST ‘K Branch Factery, 
roc K Newton, N. fl 
























SPECIALS 
IN STOCK 


Smoked Elk Oxford, mahogany 
apron, box toe with per- 
forated tip. Grain insole and 
counter. Oak sole with spring 
heel. Like picture without heel. 





0 pe aan ey ee $1.15 per pair 
SE CE MP caccocccctcdbeaseatetrestdsennae a? 7 
SEE ccciiccevesseeusrwebdnduaeseaceassas 1.35 “ 


Terms 2% 10 days. Send for samples of other styles. 


THE BROOKLYN SLIPPER CO. 


397-411 Osborn Street Brooklyn, N. Y. 

















IN STOCK 
Goodyear Welt Pumps 
$3.00 


No. 5101—Patent Leather, 12/8 heel. 
No. 5100—Patent Leather, 9/8 heel 
No. 5102—White Nu Buck, 9/8 heel. 
No. 5103—White Nu’ Buck, 13/8 heel 


Rubber Heels 
EMIL LUBIN, Inc. 


138 W. Broadway, New York, N. Y. 























What About Thread! 


Is your stitching room 
losing valuable time be- 
cause the thread and 
the machine do not 
work harmoniously? Is 
your trade kicking and 
knocking because your 
stitching does not hold? 
Stitching troubles van- 
ish when MEY ER’S 
thread is used. It is the 
most economical thread 
in the world for shoe 
manufacturing purposes 
and every other purpose 
where thread is needed. 
Let us prove it to your 
satisfaction. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A 











Wood Soles 
Boots and Shoe 


Full Oil Grain 
Leather, Water- 
proof Sole Leather 
Counters. High-cut 
Buckle Shoes $2.25 
High-cut Boots 4.25 
Riemer’s Steel 
Rims for Sole 
and Heel... .50 


A. H. RIEMER SHOE CO. 


MILWAUKEE, WIS., U.S. A. 
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On Ocean Front Fireproof 


Che Breakers 


a rien ope . r 
ATLANTIC CITY, N. J. 
Unusually attractive during Autumn and 
Winter Season. Rates greatly reduced. 

UXURIOUS, heated Solarium, bathed in Sunshine, overlooking 

4 the ocean, where charming afternoon musicales and complimen- 
tary “Five O'clock” Tea Service invites complete relaxation after your 
return from an outing on the exhilarating Boardwalk, or from the 
Golf Course 


American and European plans 
New Golf Club Privileges 
SHOW MNOUNOWNOMMNOMNOMANNT 
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Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. 


APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
owing children and as a fully venti- 
fated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 
ake your stock of 
wtnTiLaAtiOms children’s shoes 
PATENTED complete by sending 
_ order today. 
one Brockton 2133 
for immediate action. 
BURKLEY 
SHOE CO. 
1156 No. Main St, 
Brockton, Mass 
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“Follow the Creighton Line’ 


Oo O 0 0 .@) QO Oo o 


’ 


2A Pn 94 Pg Oy Og Oy Og O40 ZO A,lTZOAQAQIAO 


We break ground next week---- 


made to prove that the shoe manufacturing industry 
of New England is alive to its prestige and its op- 
portunity, is our announcement that we are to build at once 
a new plant that will house our entire footwear business. 


te contribution to the concerted effort now being 


This new building will be one of the most modern shoe 
factories in the country and will be constructed after the 
most approved modern engineering and manufacturing 
practices. It will be located on Lynn Boulevard and much 
attention will be devoted to making the building and its 
surroundings of attractive, pleasing appearance: 


Completion is expected about December Ist, 1922 at which 
time we will be in far better shape than ever before to serve 
those who ‘‘Follow the Creighton line.” 


A.M. - Geighton 


Mass ° 
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—I I" WESTERN QUALITY OFASTERN STYLE |— 


MEN 


wane 








316X 
PATENT 


$5 35 


IN STOCK 
Ato D 





CORRECT FOR EVENING AND STREET WEAR (}}2 


A man’s summer wardrobe is not complete 
without at least one pair of patent leather 
oxfords. Educate your customers to wear the 
proper shoe for the occasion. That's another 
way to increase your sales. 


316X is the number that set the style in 
patent oxfords this spring. Newport last. 
Wingfoot heel. Your orders can be filled 
promptly from stock. 


MARION SHOE CO. 
MARION, INDIANA 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


June 10, 19.’2 
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QUALITY,—-STYLE - FIT:AND-: SERVICE hy 


LYNN LABOR DIFFICULTIES SETTLED 







































—— 
= 


TT 


a 


as 


The Lynn Shoe Manufacturers’ Association 
having entered into an agreement with the 
Lynn shoe workers providing for an immediate 
adjustment of wages and conditions and set- 
tlement by arbitration of all differences which 
now exist, or may at any time arise, we are 
now assured of uninterrupted production, and 
are in a position to guarantee prompt delivery 
of all orders. 
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() IN STOCK ( 
Ny Black Satin One-Strap NY 
NA Pump, 14-8 Full Junior v 
$s Louis Heel. = 
7 A, B and C Widths, ’, 
/ | Stock No. 365 3 1-2 to8. 
*4.15 
less 5%, 30 days 














& 
a Write for Latest Folder Showing In Stock Shoes 
i 
Mf Gregory & Read Company 
eMakers of Womens High Grade Shoes 
: LYNN, MASS. 
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In Response to Numerous Inquiries: 


“Is Your Organization on Strike?” 


NO! 


United Shoe Workers and W. B. Coon Company severed rela- 
tions January, 1920. 


Our employees are members of the Boot and Shoe Workers’ 
Union (American Federation of Labor), and are working 
under a contract which calls for arbitration of all differ- 
ences, without suspension of production or curtailment 
of output. 


We are producing MORE 
and 


BETTER shoes than ever before. 











LENDER FOO YLISH STOU 
ARCH FITTER OuT SIZES 








ROCHESTER, N. Y. 


: 506 Security Building 
Chicago Office: 189 w. Madison Street 
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New Creations 


in 


F. B. & C. Colored Kid 


Rose Taupe, No. 78 





French Grey, No. 99 





Parisian Grey, No. 60 


Colors that will top the field. Now making 
their first appearance in 


F.B.& C. COLORED KID 


“The thorough-going criterion of quality kid” 


Created to meet fashions requirements for Fall 
footwear. 





READY FOR IMMEDIATE SHIPMENT 
Send for Samples 





Amalgamated Leather Companies, Inc. 
WILMINGTON, DELAWARE 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








The Seasons Latest 


_A Sure Fire Quick Seller for Immediate Delivery 


ENpicott-JoHNSON =/ 


Enoicorr, NY. Ee 





Spade Last 
Patent Leather 
Oxford 


No. 924, Goodyear Welt, Perfo- 
rated Tip, Rubber Heel, B and 
C Wide Sizes 6 to 11, D wide 
sizes 5 to 11. 
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, Style No. 310 = Style No. 312 


NATIONAL PARK HIKING BOOTS 


Reg. U.S. Pal. Cif 


Carried ON THE FLOOR FOR At Once Shipment 


RIDING+—-HIKING—SPORT 


For Young Women 











SO UAEUEUTAACAEQUAUAAULAAAAeQUATECOUAAAQuaneeeUANuannneeuAAUAANne EUAN UUNMNNEEQUUNNNNEE UNA REEUUUNANHENECUQTUUANNE oe 


16310—Mahogany Elk 14 inch, Cap 
Toe Boot. A to D, 21% 7 ” §.75 


.16110—Same Boot as above. Made 
English last. A toD, 214-8........ 5.75 


31108— oe Salt B any Eric Calf 14 inch 
P Toe Soft Box .Boot. A to D, 
3h¢8. _s oft Box .Boo Z. . . 5.75 


15108—Same as above number cut 6 75 
from select Patent. B—C, 24-8 





16312—Mahogany -Elk 14 inch vay 6. 25 


casin Toe Welt Boot. A to D, 2% 
Reg. U. S. Pat. Off. tteg. U.S. Pat. Off. 


Write for NATIONAL PARK Hiking Boot Sales Agency 


STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, io * MISSOURI | 








Very soft and flexible Easy on tender feet 


Ask for Newspaper and Window Hangers 


ill SMS Mm Me ete tes 





MUO eli UelMUieliiiiiiueliiiiiieliiiiiieiiiiiiiitte litt 
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The 
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Cc CC a if ' 
‘‘America’s Best Comfort Shoes’’ 
All In Stock 
DEPENDABLE 
QUALITY 

PROMPT SHIPMENT 
No. 478R—Hich Grade Black Kid Oxford 11-8 
—_—" a ee No. 144R—Best Quality Black Kid Two-Strap 
No. 477R—Same Style Plain Toe wet Lee eo Lintes, 1S 
Both In Stock A, B, C, D $3.15 





No. 83R—Black Kid Two-Strap Sandal, 12-8 
Wingfoot Heel, Gray Ooze Lining 
In Stock A, B, C, D, E $2.65 
No. 47R—Similar Style, Next Grade, with Drill 
Lining, No Ornament 


In Stock A, B, C, D, F $2.25 
No. 84R—Same as No. 47 in One-Strap. In Stock No, 62R—Black Kid Oxfcrd, 12-8 Cat’s Paw Heel 
\ SS $2. sr » BS . 





. B. ¢ 2.15 Gray Ooze Lining. 
No. 74R—High Grade Black Kid Blucher Oxford No. 66R—Same Style with Stock Tip 
12-8 Cat's Paw Heel, Gray Ooze Lining , . 
Both In Stock B, C, D, E 2.60 
No. 73R—Same Style in Straight Lace Oxford . $ 


Both In Stock B, C, D, I 





No. 81R—Black Kid One-Strap Sandal, 8-8 Cat’s No. 90R—Black Kid Stock Tip Oxford, 9-8 Cat’s 
$2.40 


Paw Heel, Gray Ooze Lining Paw Heel. 
No. 54R—Black Kid Common Sense Oxford, 8-8 No. 86R—Same Style, Next Grade, Drill Lining. No. 91R—Same Style with Plain Toe. 
Cat's Paw Heel. In Stock, D. E, El $2.15 Both In Stock B, C, D, E. $2.00 Both In Stock C, D, E, EE $2.35 


Ault-Williamson Shoe Co. 


Manufacturers 
a 
Auburn Los anGetes orrice. wean steer = Maine 
Kansas City, Mo., Office—Suite “‘C” Mass Bidg. 


Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. 7 So. Fifth St. 


The Boot and Shoe Recorder will apprec'ate your mentioning the publication in replies te advertisements. 
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In design and finish American Interlocking Shoe Store 
Chairs personify the elegance of simplicity. They lend 
to the store an atmosphere of quality. They conserve 
floor space and add to the comfort of the customers. 


The quality of materials and sturdiness of construction 


makes them the most economical to install. 


pis ga UIMPANY 
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WHITE CLOTH WITH 
PATENT OVERLAY 


| 
| 

| | 

| No. 748. Telegraph code word— CLEVER. White cloth one strap, with 
patent leather strap, backstay and perforated collar. White pearl button. 
White stitching throughout. Last 301. Heel 9/8 white enameled with wiiite 
| 


| rubber. Sole 6-iron, white welting, natural edge with white stitching. 
IE aia a cs wag weak mide aes DW CR eee Kin SOO Hd $3 60 
| SIZES AND WIDTHS CARRIED IN STOCK 
A4 to8 C3 to 8 
| B 3% to 8 D 3 to 8 
| | 


HE materials and craftsmanship that go into 


SHUKRAFL Quality Footwear are such as are 


not usually associated with popular price foot- 
wear. The new models are distinguished by piquant 
patterns that are strikingly original, perfectly molded 
over fashionable lasts that you know will be the 
biggest sellers of the season. 


mneC& & Shoe Go. Columbus O 


liaise 
Quality Footwear 















































r 





















































12 BOOT AND 


SHOE 


RECORDER 


June 10, 19.2 








No. 730—Tan Blucher Oxford, Certified Combination Last 
(two widths), White Kid Lining, 13 lron Sole, Wingfoot Hee | 
Price $5.50 





The line that is 
filled with 
«Customer Good Will” 


IN STOCK 





For some thirty years Certified Shoes 
have proven material factors in building 
up that prime requisite for successful 
retailing: “Customer Good Will.” 


Wherever there are customers who ap- 
preciate Good Taste in footwear—who 
discriminate in their selections—who 
value correct fitting properties—there 
you will find CERTIFIED SHOES 


firmly established. 


Probably you carry CERTIFIED 
SHOES. Anyway you will be inter- 
ested in having copy of our In-Stock 
Booklet. As you look over the various 
numbers therein, remember that each 
pair is hand-lasted. 





KKK KK OK CO I OR KR 









In Stock 
5-12 


No. 840—Black Velour Blucher Oxford, Harvard Last, 13 Iron 
Sole, Light Brown Leather Lined, Wingfoot Heel. Price. .$5.00 


No. 841—Same as above in Light Tan Calf. Price $5.00 





Why not write us now! 






In Stock 
5-12 


No. 842—Dark Tan Calf Bal. Oxford, Broadway Last, 13 Iron 
Sole, Dark Leather Lined, Wingfoot Heel. Price. . . $5.00 




















STONEFIELD-EVANS SHOE CO. 


ROCKFORD, ILLINOIS 
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The Big Sellers 








ed 


or 


\ 
No. 378. Price, $4.10 
Levor White Kid Dearie Button, Single Sete, 13-8 
2 , No. 342. Price, $4.25 
Military Wood Heel, Tremont Last. A to Patent Ritz One Strap Imitation | Full Spanish 
Louis Heel, Euclid Last. AA to C. 
No. 343—Same in Levor White Kid $4.25 








Stock 





» -_ pe. 466. Price, $3.50 No. 506. Price, $4.10 

Peters Lite eignskin Oxford, Stitched Imitation Patent Dearie Buckle One Strap, 7-8 Rubber Heel, 
Tip, Leather Sole, 13-8 Ivory Rubber Top Cuban Goodyear Welt, Sport Last. AA to D 

Heel, Goodyear Welt, Tremont Last AA to D , 


— A oe 2 ff FF FC ll fl fl fl 











No. 480. Price, $3.50 ! 
Peters W 1“ ~ Reignskin Oxford, Imitation Stitched Patent phate tn a Tes Me 10-8 Heel, j 
Tip, 7-8 Ivory Rubber Heel, White Ivory Sole, eg ra Welt, Princess Last. AA to D. 
Goodyear Welt, Sport Last. AA to D . 443—Same in Cocoa Calf. Price......$4.00 Y 
THOMSON CROOKER SHOE CO. 
C. R. THOMSON, President J. M. THOMSON, Treasurer ' C. H, SULLIVAN, Secretary 
BUFORD H. JONES, Vice-President and Sales Manager P. HOWARD TARR, Asst. Treasurer and Credit Manager 
. ! 
18 Station Street, Boston, 20, Mass. 
x 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
~ ENAMEL 


adds a much-needed ‘‘finish- 
ing touch’’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil nor harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. 





For sale by shoe findings jobbers 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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The First of the In-Stock Styles 


JOHANSEN’S FEETURE ARCH 


PPARENT are the style and 
dash that have won for Johan- 
sen’s shoes a favored place in 

the world of fashion—but no hint of 
the hidden shank, the wonder shank 
that makes complete foot comfort a 
realization. 


Street shoes, semi-dress and dress 
models in patent and black and 


brown kid, shoes that match up with 
the best of shoes— 


—but plus all this the exclusive 
patented shank that is absolutely 
rigid, yet completely flexible. 


If by good fortune your territory is 
not already covered by a dealer we 
will send you the whole story of 
Johansen’s Feeture Arch Shoes, and, 
if you want it, a sample shoe. 


ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 
Saint Louis. 
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Arch Protector Straps 





Made in Black Kid, Brown Kid, Tan Calf, Brown Calf. Last 96 | 


comfort — smartness — service 
are combined with perfect harmony in this new 
and different type of shoe. Styles are designed 
with full appreciation of current footwear fashions. 


FITS ANY FOOT 





Sc DUTTENHOFER Sons 


CINCINNATI, vee. ug 
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Skinner's 
Shoe Satin 








IN WEARING QUALITY 





FOR 74 YEARS -LEADER 

















Skinner’s Shoe Satin 
is extra strong 


T is made especially for use in shoes 
and is unequalled for wear. Black 
and colors to choose from. 
Manufacturers who use SKINNER’S 
SHOE SATIN get repeat orders. 
Merchants who want to make sure of 
satisfying customers Should specify 
SKINNER’S SHOE SATIN in their 
satin shoes. 





WILLIAM SKINNER & SONS Established 1848 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 
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Mother 9% Ameri 


ABOR disputes in the industrial world have been | 
marked by all kinds of settlements. There has 


been that form of settlement which has bred in 





























the employer a determination to “get even” at any ing t 
cost. There has been that other form of settlement of At 
which has left the employee smarting under a sense of a 
impotence in the face of rank injustice. And there has cence 
been that third form of settlement so obviously fair to work 
both parties that each has taken hold of his work with " ' 

affor 


whole-hearted enthusiasm and high purpose. 











& ‘THAT 
“= MAKES YOU SURE 



































WOMEN'S 
HIGHEST 













HENNESSEY \\¥ 
. MAXWELL & . } |p 
& HENNESSEY.3/ 






SHOE CO. 


“The Shoes You, 
%, Order oe 


\ \e 
S Ze ShooXo® 
















WHITE BUCK WELTS 

fr GROWING GIRLS. 
MISSES and 

CHILDREN 
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FOOTWEAR 
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cay Spe Tsing 


YNN manufacturers and their employees are 
L, more than glad to announce the settlement of all 
labor difficulties on this last-named basis, mark- 

ing the beginning of a new era in the life of the Mother 
of American Shoemaking. It means an immediate in- 
crease in production—a grading up of quality—and a 
certainty of prompt delivery. Employer and employee, 
working together, from now on dedicate themselves to 
the making of footwear with which no merchant can 


afford not to reckon in the conduct of his business. 
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For Immediate Delivery 


320—Men’s “Onyx” Lightweight Silk Half 
Hose, with lisle top and sole. Colors: 
Black, white, tan, gray, suede, cordovan, 
Palm Beach and mahogany. )% doz. boxes. 


Sizes 9'44-11%. Per doz............$8.50 


1420—Men’s “Onyx”’ Medium Weight Silk 
Half Hose, with lisle top and sole. Colors: 
Black, white, Russia calf, gray, suede, cor- 
dovan and tan. % doz. boxes. Sizes 944- 


DEFG, Pee Gam oon oc oc cc oc 00 cc os oc Oe 
520—Men’s “Onyx” All-Silk Half Hose, 


with lisle sole and “‘Pointex” heel. Colors: 


Black, Russia calf, gray, suede and navy. 
1-3 doz. boxes. Sizes 9144-11¥%. Per doz., 
$16.00 


239—Men’s “Onyx” Accordion Rib Silk 
Half Hose, with lisle top and sole. Colors: 
Navy-gold, navy-red, navy-white, black- 
emerald, black-King’s-blue, black-gold, 

black-white, ‘gray-emerald, gray-purple, 

suede-King’s-blue, suede-heliotrope, cor- 
dovan-white, cordovan-emerald, Russia 
calf-emerald, Russia calf-white and pur- 
ple-gold. % doz. boxes. Sizes 944-114. 
PE ns kana enn bce bs en deo 


Dept. P. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


BROADWAY at 24th STREET, NEW YORK 
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AN IMPREGNABLE 
FOUNDATION 


In the year 1869, the foundation for 
the house of Ziegler was laid. Into it 
went honesty of purpose, just dealing, 
and the ingredients necessary to pro- 
duce footwear of unquestionable merit. 


These ideals of the Ziegler brothers, 
founders of the business, resulted in a 
product that is their lasting monu- 
ment. 


Thoroughly imbued with the spirit of 
the older organization, the younger 
men who now guide the present Ziegler 
production are determined to main- 
tain these standards of old reliable 
craftsmanship in the production of 
welt and turned shoes for women and 
children through the means of new and 
accepted styles. 


Merchants may now buy Ziegler foot- 
wear with the implicit confidence that 


“The Quality Goes In Before the Name 
Goes On.” 


ZIEGLER BROTHERS CO., Inc. 


Corner 22nd and Lehigh Avenue 
PHILADELPHIA 


NEW YORK OFFICE: 


No. 409 CENTURY BLDG. 
No. 1 W. 34th STREET 
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Ziealer 


The Quality 
Goes In 
Before the 
Name Goes On 


WELT and TURN SHOES 
FOR 


WOMEN and CHILDREN 
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The Most Wanted Shoe 


For Now 


Fashion and Comfort join in the demand 
for this style. 


THE STYLE—cut-out pattern, shape- 
ly lines, and excellent fitting quality 





Patent one-strap cut out, Wingfoot Heel, Goodyear insures a profit. 


welt close edge. B and C widths sizes 3 to 7 
In Stock $3 75 THE CONSTRUCTION—welkt sole, 
’ all kid lined, insures customer §satis- 


Terms 2-10 faction. 
Net 30 


L.F. KUNSTMAN SHOE CO., = 45 So. Wells St., Chicago 





























Active Styles 


The two models illustrated here are among the 
most wanted styles in our line of 


Patent Leather—Grecian Sandal Turn < - yew 
White Sheep Quarter Lined 





Fairy 138—Wedge Heel, C-D, 3-8... .$1.65 

Fairy 238—Spring Heel, C-D, 84-11... 2.10 

Fairy 338 Low Heel, C-D, 114-2 2.60 oes 
TRADE MARK 











Because of this (while they are carried in stock) 
we may be short of sizes for a day or two at a time. 
But we believe you would find them strong addi- 
tions to your line now. Like all their kind they are 













Patent Leather—Panel Strap Turn well made, good fitting, fine stock—and moderately 
White Sheep Quarter Lined . , . 
Fairy 139—Wedge Heel, C-D, 3-8... .$1.60 priced. We will take care of your order promptly 
Fairy 239—Spring Heel, C-D, 8'%-Tl 1.95 ARE =e , 
Fairy 339—Low Heel, C-D, 1114-2... 2.45 as possible. 


GRIEB SHOE MFG. CO. 309 Arch Street, Philadelphia 


Factories: Palmyra, Pa., and Vineland, N. J. 
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0. Y950—A_ Rapid- 
Fire Seller 


because it is made in a very popular leather 
and a very popular last. Young men are 
keen for hazel brown calf and are highly 
enthusiastic over the LaSalle Combination 
last, for the reason that it has the much- 
wanted French toe and is a one width com- 
bination, insuring absolute fit. 


Dealers in all sections of the country report 
a heavy repeat busi- 
ness on No. 950. It 
is the biggest seller we 
have ever made. 








From the first mo , 
he has . on, afteeosincns The stock 18 
appreciates a shoe that is kept complete 


built along correct ana- 
from A to D. You can bank on 


eight-hour shipments — 


tomical lines—that fics 
the foot at every point. 





That is why the dealers no disappointments. 
who feature > Goding 
h ature the Goding No. 950 
Shoe are enjoyng a Hazel Brown Calf 
. Semi-Brogue Cxford —_—_—_—_—— 
marked and steady in- La Salle 
: : IN Combination Last STOCK 
crease in sales volume. First Grade 











ee All Solid Leather 
Wingfoot Rubber Heel 
Widths ABCD 
z 1d Price, $5.00 


The Goding Shoe Co. 


833-855 W. CHICAGO AVE. CHICAGO 


OOOOTTDOOOOTOOOOTOOORORTORSOOOUOTTO TOOTS ETT 
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KREIDERIZE YOUR STOCK 





































ALL SOLID — FULL VAMP — RUBBERHEELS | ® 

IN STOCK FALL DELIVERY iS 

755—Gun Metal Bal. McKay : EPSPS PSPSPGPSEPSLSESESESESEMSESPSESESESI 2 

— — we i! Mail or Wire Your A 2 
Boy's D-E 234-534 $2.25 oF Orders Today 5 

Lite Ge ae E10. 1314 3 35 % Tomorrow Your Shoes ! S 

1s-Gen nts’ Footform Last as % Will Be on the } ; 2) 
































751—Mahogany Bal. McKay 
Sewed. All Solid. English Last. 
Rubber Heel. 

Boys’ D-E 214-514 $2.25 
Youths’ E 1-2 $2.10 
Little Gents’ E 10-1314 


Pre-War-Prices 


MAHOGANY 





Made for Service 


Full Vamps 
and an 


Outer Sole 


that will wear 





753—Mahogany Blucher. McKay 
Sewed. All Solid. Full Quarter. 
Round Toe. Rubber Heel. Boys’ 


E 214-5% $2.25. Youths’ E 1-2 $2.10. Little Gents’ E 10-1314 $1.85. 


MCAS KradorCo. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 
SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO NEW YORK, N. Y. BOSTON, MA 
312 W. Monroe St. 123 Duane St. 100 Summer oy 
ST. LOUIS, MO. PITTSBURGH, PA. PHILADELPHIA, PA. 
1408 Washington Ave. 923 Penn Ave. 51 North Third St. 
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TWELVE NEW STYLES OF THE HOUR 


Shown by Tober-Saifer 
In Stock Ready To Ship 


Quick Service Assured 


i 


ul iit 




















Te TD 





No. 3681—Patent 
Chrome, Cut - out 


Quarter, One - Strap 
Pump. Perforated No. 3677—P at emt 
exactly as illustrated. Chrome, Cut - out 
14-8 Military Celluloid Covered Heel. New Process Quarter, One - Strap 
Flexible Sole. Attractive Number. Pump. Perforated 
,andC. 24% to8 exactly as illustrated. 
4.25 16-8 New Louis Celluloid Covered Heel. New Process 
No. 3679— Exactly same style as above in Black Satin Flexible Sole. Made over brand new last. This style in 

$4.25 big —- toda 


y i -_— 2% to8 


No. 3675—Exacily same style as 
above in Black Satin. 
$4.25 






No. 3682—P atent 
Chrome “Sheik” 
Pump. New Cut 
Outs in Vamp and 
Quarter. Narrow In- 
step Strap. Small Gun Metal Buckie. Al! French Corded. 
Perforated exactly as illustrated. 12-8 Leather Military 


No. 1182—Patent 
Colt Sally Pump. 
Cut-out Vamp. Two 
Nickle Buckles, ex- 
actly as_ illustrated. 








Heel. New Process Flexible Sole. Light Wheeled Edge 8-8 Heel. Rubber Toplift. Light Flexible McKay Sole. 
This number the craze of en ronal — ieee A Big Hit with the — Girls and Misses. 
A, B,and C. 2% to8 D width only. 2% to8 
$2 


No. 3678—Exactly s ame style as above, with 9-8 heel No. 1182—Same as above in Misses. 
33.60 11% to 2. 
$2.35 





No. 3726—Patent 
Chrome, Cut - out 
Vamp and Quarter, 
One - Strap Pump. 
13-8 Military Cellu- 





No. 2540—Patent 
Chrome “Ciro” 
Pump. 5 Cut-outs in 
Vamp. Medium In- 


step Strap. Silk : - 
ay Perforated Quarter and Strap, as illustrated. 13-8 ante ww a, _— -Grade Turn Sole, all French 
Celluloid Covered Box Heel. New Process Flexible Sole. -orded. he popular style « her > x 8 
Latest Creation. , B, and ¢ 6 to 
A, B.andC. 24% to8 ‘ , 7 $4.50 7 
No. 0200x—Style as above in 13-8 Leather Military Heel 


.60 
No. 2541—Exactly same style as above, except red cellu- 
loid covered box heel. 


Welt Sole. 
Band C only. 3to8 


$4.85 $3.50 


TOBER -SAIFER SHOE CO. 


MANUFACTURERS 
NOVELTY FOOTWEAR IN STOCK 


1312 Washington Ave., St. Louis, Mo. 
SATE TTTTES TTS ATT TTS Gan ATTTTESTTTTTTTTTTTETTTTTTA FS 
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The Famous 















Soe * for. en 


Timely Oxfords Now In Stock 


No. 721—Tan Side No 
13 Foxed Oxford, En- 
voy Last. Single Sole, 
Half Wingfoot Rubber 
Heel. B and C Widths, 
Siz-s 6-11: D Width, 


5-11 
PRICE, 33.40 
Net 30 days 


No. 848— Medium Tan 
Lotus Veal, Color 104, 
No. 8 Lace Oxford, 
Frenchy Last, Single 
Sole., Half Wingfoot 
Rubber Heel 


PRICE, $4.25 
Net 30 days 










Made to meet an established standard of value 


WEBER BROS. SHOE CO. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 











Walter C. Cushman : 
e2 has been engaged by us as Sales C2 2 


2) Manager for the Bunker Hill line of 2) 
womens McKay shoes. He is now 

2 calling on the trade with this line. re] 

2 Mr. Cushman is widely known among ~] 

~] the wholesale, large department store, 2 

a and mail-order trade from his former e 
long experience as Sales Manager for 

) Cushman & Hebert, Inc., of Haverhill, Pe] 

Q of which firm he was a member. re) 


2) Our new samples for Fall are now in re) 


PS) the works. Q 


Watch for our Exhibit at the Boston 
G2 Style Show, Booth No. 53. re) 


es eet eee, 66 Ries Saale? 
ee “ey | Boston White Canvas Cream 





2 Factory Rear 210 Broadway, Everett, 2 whitens chose Samedinty. comms pee 
or canvas and nubuck, comes in cake torm 





Mass 
Fifteen minutes Subway ride from 
South Station, Boston. 
Bunker Hill Shoe Company 
Everett, Mass. 


ERT RA RT RE RTT RE RT RE REET RE 








in attractive glass jar with sponge. 
PRICE: Dozen . . $2.00 Gross . . $22.32 


And our complete line of shoe dressings 
If your jobber cannot supply you—~write to us 


Boston Blacking Company 


Specialty Department 
EAST CAMBRIDGE MASS. U.S.A. 
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Patent Leather Instep Strap Slipper, 
Two Jeweled Buttons, Leather Insole 
and Heel, Solid Leather McKay 


; s les. 
OME makes of shoes are Sewed Soles. 1 sTOCK 
stvle: some Sizes: 1114-2, Heel.. $1.85 Net 
sold on style; some on Since: BIZ-11, Wedge... 1-10 Net 
q ualit y; and some on Sizes: 5-8, Wedge ‘ 1.55 Net 
rice. Sometimes you No. 300 
P ° ° , Patent Leather Mary Jane, Leather 
see a line which can Insole and Heel, Solid Leather Me- 
; r Kay Soles. ; 
rightly lay claim to two Sizes: 1114-2, Heel.. $1.75 Net 
“He Sizes: 814-11, Wedge....... 1.60 Net 
of these selling factors. Sizes: 5-8, Wedge... 1.45 Net 


And there are a very 
small minority that can 
prove up on all three. 


The Wobst line is the 
leader of this minority. 
If you haven’t seen it, 
you should right now. 


















Your samples 
are ready 





No. 600 
Genuine Glazed Kid Comfort Slippers 
with Cushion Insoles and Rubber Heels. 


Write for them 


IN STOCK 
$1.60 Net 
No. 601 
Same as No. 600, except with two 
straps. ' 
$1.75 Net 


No. 602 
Genuine Glazed Kid Oxford with 
Leather insoles and rubber heels. 
O $2.00 Net 


Shoe Co. 


411-421 Vliet St., Milwaukee, Wis. 
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Who Are the Shoe Buyers? 


What people are the largest buyers of Shoes? 
Think this over and you will inevitably conclude 
that the great mass of laboring people are the 
largest shoe buyers. These people buy nine 
pairs of shoes for every one, of all other people. 


The great majority of laboring people are either 
active members of Labor Unions or in sympathy 
with Union ideas. In buying shoes they sup- 
port Union principles, they buy shoes marked 
with the Union Stamp. 


Sell Union-made shoes. Feature the Union 
Stamp in your local advertising. <A large 
proportion of these people in your vicinity will 
buy of you. 


\ workers UNION 


UNIONS TAMP 
_ 


Factory ) 
i.” ll 


The Union that 


has an agreement 





with manufacturers 
settling all wage differences 
by 
ARBITRATION 









BOOT AND SHOE WORKERS’ UNION 


246 SUMMER ST., BOSTON, MASS. 


COLLIS LOVELY - : - . . : : - General President 
CHAS. L. BAINE : . : . ° : : General Secretary- Treasurer 
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‘King of Jobs’’ 
LADIES’ and MEN’S SLIPPERS 


SHOE 


RECORDER 


For at once shipment 


Sold 36 Pr. Case Lots Only 


Packed One 





Ladies’ Ribbon Trimmed Felt Moccasin, Extra 
Heavy Padded Chrome Sole, 24-inch Pompon. 


In Two Tones 


Colors as follows: 3 ye 
Old Rose and Gray 4748 
Baby Blue and Ecru - 
Wisteria and Ecru 671 
Brown and Ecru 
Purple and Gray... .. : 2c 
4iso Solid Colors Sizes: 
Old Rose China Blue 3-7, 3-8, 
Wisteria American Beauty, 4-7, 4-8 
Baby Blue Purple Price 
Garnet Brown 6 7} i 
Navy Blue 2c 





Men’s Mahogany Cabretta Everett 


ee oe 6=©—©6Price $1.05 


144 Essex Street 


Color to Case 





Ladies’ Felt Moccasin with Contrasting Collar, 
Extra Heavy Padded Chrome Sole, 21-inch 


Pompon. 


Colors as follows: 


on a Sizes: 
ina Blue bes: 
American Beauty 3-7, 3-8, 
Baby Blue 47, 48 
Wisteria . 
Brown Price 
Oxford Gray 1 
Purple 623c 





Men's Mahogany Cabretta Romeo 


Sizes: 6-10, 6-11, . 
7-10. 7 7 Price $1.05 


> Rosenberg & Son 


Boston, Mass. 
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= No. B-438—White Linen 

= Oxford, 223 Last, Ivory 

fe Sole, 12/8 White Heel. 

= Welt. 

5 $4.15 

= OS eee a a ote 4% 8 
Q AA 4 08 
= A .3% wo 8 
= Destexiaginss xcsuanvennen 3 w8 
5 een 2% to8 | 
fe] 
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Best Shoe For The LeastMoney _ 


Patent Leather Delphine, 
Cut-out Quarter, 12/8 Heel 











AMINA 
LAST 


M-C M*Kaus 





























30 BOOT AND SHOE RECORDER 


C. P. FORD & CO., 


New York Office, 127 Duane St., E. H. Talbot, Jack Galway 


White Linen Welt 


OXFORDS 


IN STOCK 


We are on the threshold of the greatest white 
season that has ever been enjoyed by the shoe 
industry. Are your stocks complete? If not, 
order to-day! 


Our In Stock Catalog Sent On Request 


Terms: Net Thirty Days 


Rochester, N. Y. 


HNOUMNNNOUMNOU OU 
9. LATIN OPAL LL LL. 
MMs CUT 


QUICK DELIVERIES 


Lynn, free from all labor disputes, is prepared 
to play a major part in shoeing the feet of the 
nation. 


The Mitchell-Caunt organization is now de- 
signing and producing shoes of snap and 
originality. ; 

Members of the jobbing and mail order trade 
will appreciate the quick deliveries we give on 
the number shown. 


MITCHELL-CAUNT CO. 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoin St. 


Ls eM UUNEUTAUUAQTIOAUUUUOEAVAGNUOATUNAUUUOOEOOOUANUOATOOUTOEEATEEUA TEA 





June 10, 19? 


ik 


: 


r. 





















LVO LVF LO LN LLP LN ILO LOL OL LN AN 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








June 














June 10, 1922 BOOT AND SHOE RECORDER 


U-LIFE 


“The Heel That Makes Friends.’’ 














All Sizes Standard 
MEN’S, BOYS’ SIZE 

WOMEN’S SHAPE 
and and 

| MISSES’ NAILING 





Style— Service—Satisfaction 


Ts is the story of NU-LIFE RUBBER 
HEELS in a nutshell. 


Their quality qualifies them for the highest 
| grade shoes. 





We can promptly supply your manufacturer 


HANOVER RUBBER CO. 


West Hanover, Mass. 





Boston Office and Salesroom, 10 High Street 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





32 BOOT AND SHOE RECORDER 


June 10, 192? 





BEFORE— 


AFTER 








The Profitable Way 


Our successful operation of remodeling Oxfords, 
Theo Ties, Pumps, High Shoes, etc., offers the only 
means of reducing your stock of such styles, no 
longer in demand, without a “Sacrifice Sale,” entail- 
ing big losses. 


We have converted your passé styles into a strap 
pump, such as illustrated; all your shoes can be sold 
without difficulty at a good profit. 


May we send samples of newest shoe ornaments? 
We have designed many other converted styles as 
well as the above. 


Three styles of remodeling at prices from 
$1.35 to $1.90 per pair. 


Send Us Some Shoes for a Trial 


French Beading & Novelty Co. 
922 Locust St. Philadelphia, Pa. 


We make and carry an exclusive line of Beaded and Rhinestone 
Ornaments and Buckles. Let us send a sample selection. 















Apuucconennvnvnnenncauuneesnuennccentsouaeetticqu accede enna 
oO 

fe 

e 

fe) 

fe] 

= Style 408-—Color 104. 
o Willow Calf New 
=- Blacher Pattern. Panel 
= Perforations 

= “Haig” Last 

fe) 

= Boston 

= 183 Essex St. 
g 


[The Line You Hear So Much About] 


Poole & Johnston, Inc. 





OTOL Le LLL LULL SLL 

g = 

z G 

5 SHIMON 
5 fs , 

Men Menem 






Builders 
for you to retail at 


from $6.00 to $9.00 


Business 


Style 422—Tony Red 
Calf Blucher. Black 
and Gold fitting. Two 
full Soles. Rubber heel. 
“Tip Top” Last. 


New York 
433 Marbridge Bldg. 


BROCKTON, MASS. 


(Campello Sta.) 


eee oye yg Men enen ele Me LLU LULU ® LULL LLU bt Lb bhi 
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Genuine White Buckskin, Goodyear Welt. 
Corrugated Rubber Sole and Heel. 


_ Carried In Stock also by 
W. T. Holmes Co., Philadelphia. 
Falconer Shoe Co., Boston. 


HE ‘‘ALBA,” pictured above, is one of our clean-cut offerings 

for the great white season. It has that dash of original design 
and touch of master shoemaking so necessary in selling successfully 
the women who are particular. 


Women who are athletic or who love the out-of-doors will buy ‘“‘The 
Alba” gladly and unhesitatingly. [It meets their demands in every 
detail. 


‘Wire our plant in Lynn for immediate action. If more convenient, 
however, wire W. T. Holmes Co., Philadelphia, or Falconer Shoe 
Co., Boston, Mass. 


The exclusive line of Jones & Thomas 
sport footwear is the result of forty-six 
years conscientious shoemaking endeavor. 








V.K.&A.H. JONES & THOMAS COMPANY 


(INCORPORATED) 
226 BROAD STREET 


LYNN . . .. MASS. 


Boston Office: 141 Lincoln Street 
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— Mies ord Ate ¥ 


Vulco-Unit Bo 


A clean, well formed toe enhances the beauty of the whole shoe. The Vulco- 
Unit Process is used exclusively by the leading manufacturers of women’s 
footwear because of its wonderful possibilities on narrow toe models, 4 


The Genuine ** VULCO-UNIT”’ BOX TOE is made and sold only by 

enocass AND BECKWITH MANUFACTURING COMPANY 
tine 111 SUMMER STREET, BOSTON, MASS. 

Largest Manufacturers of Box Toes in the World 


Chicago, G. W. KIBBY & CO. St. Louis, OSCAR F. WRIGHT CO. Cincinnati, GEO. A. SPRINGMEIER co. 


rt 
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Summer- Time 
Slippers 


















’ 
{ } 
g 
ay 
d . THE KARYL THE FLIPPANT 
4 Sz GB 
Tal THE KARYL 
3 No. 24—White cloth, turn sole, covered Cuban heel, $6.50 
a No. 30—As above, with 16-8 Spanish heel. AAA to C. .6.50 
: =~, ‘ 
4 g THE FLIPPANT a ; 
: ) No. 35—White cloth, white ivory light welt sole and 
“ Oe eer ee Pere eee $6.00 
ks THE BOBBETTE ay 
a S) No. 1796—White washable kid sandal, light welt sole, S 
% covered,Cuban heel. AAA to D, specially priced. . . $8.00 
ay THE PACER , 
Z No. 26—Genuine white buck, light welt white ivory sole y 
tS) a Oe a aes ae $7.25 (Cy 
~— Sis y 
q THE LENORE )® 
i) No. 40—White cloth, turn sole, covered Cuban heel, $6.00 \ f 
No. 43—Same as above with LXV heel. AAA toC. .6.00 
79 - S 
i \ a 
a 4 =. 
WwW (Fy 
3 ' 
fs CX 
~) THE KARYL THE PACER THE LENORE ry 


I. MILLER & SONS, INC. 
One Carlton Avenue 






Brooklyn New York 





= 


BOOT 


Havana Brown KO. 70 
Light Brown NO. 8 
Beauty Brown NO. § 
Maple Brown NO. 12 
Champagne Ko. 18 
Terra (otta NO. 3 
Bronze NO. 34 

Wine No. 6 

Sea Gull Grey NO. 27 
‘Midnight Blue NG. Ig 
Belgian Blue NO. 27 
Boozie Blue NO. 78 


ay SCHERER’S 
and you'll get shoes 


that wear a quality 


badge. 


Years of experience 
and experiment make 
a real difference. 


AND 





Oscar Scherer & Bro., Inc. 


29 SPRUCE STREET 'N. Y. 
» FACTORY, NEWARK, N, J. 


' Originators of and Leaders in Fancy Colored Kid 


SHOE 


ae 


RECORDER 


‘ashton’ 
avorile 
eather 


CHERERS 


“.Makes Better Shoes 
Stil] Better’’ 


June 10, 1922 
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STETSON SHOES 














Selling a high-grade shoe means more 
than merely a sale and a profit. 


It means establishing a reputation. 
It means becoming known as a 
quality merchant. Some people can 
not afford to buy Stetsons but even 
these people are glad to buy where 
Stetsons are sold. . 





THE STETSON SHOE COMPANY 


SOUTH WEYMOUTH, MASS. 





BOSTON NEW YORK CHICAGO 
LITTLE BUILDING BUSH SALES BUILDING MARQUETTE BUILDING 
Cor. Tremont and 130 West 42nd Street Dearborn and 


Boylston Streets Adam Streets 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





38 








BOOT AND 











No. B775 
$3.00 


Slack Satin Flapper, | : 


suckle, B-D. Code, “Squab.” 


No. B755 
$2.65 


Black Satin One Strap, 12-8 Cuban heel, imitated turn, B-D 
Code Martha.” 


No. B700 
$3.35 


No. B700—Black Satin One Strap, 16-8 Half Louis heel, 
beaded ornament, genuine turn, A-D. Code, “Elsie.” . 

No. B705—Same as above, except with 12-8 Baby Louis heel 
Code, “Louise.” 


ow flat 9-8 heel, imitation turn, slide 
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—Better Shoes—Better 


Here they are--- 





Black Satin Flapper, genuine turn, 10-8 heel, leather 
wide strap, slide buckle, A-D. Code, “‘Bantam.” 


No. B786—Same as above, except Rhinestone button instead 
of slide buckle $3.25 






No. B810 
$3.35 


Black Satin Grecian Strap, 14-8 Junior Leuis heel, B-D 
Code, “Ruth.” 


IN STOCK 


Hannahsons fabrics are carried In-Stock. You get the 
merchandise you need when it’s selling and do not have 
to wait for it to be made up. 


In other words, you can turn your stock at least twice, if 
not three times, as fast by purchasing Hannahsons In-Stock 
Novelties. 


Hannahsons three great factories are running at capacity 
and delivery is as prompt as human ingenuity can make it. 
The Summer trade has just set in. Be sure your stock is 
in condition to handle it. Watch your sizes closely and 
size in every week. 


Send your, Hannahsons order teday. 


Sizes and widths carried in stock : A, 4-8; B 3-8; C and D, 24-8 


HANNAHSONS SHOE CO. 
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Prices—Better Service 


---L ook ’em over 


No. B565 
$1.85 





No. B659 
$2.25 









White Whipcord Turn Flapper, 12-8 Military Heel, wide 


strap, round toe, A~D. Code, “Judith. White Canv — ;  ¢ yi 
q . " . SH te Canvas Imitation Turn Flapper, 9-8 low flat heel, wide 
B657—Same as above, except Slide Buckle, 9-8 heel... .$2.35 strap, slide buckle, B-D. “ode, “Queen.” 


No. B800 
$3.50 









White Satin One Strap, 14-8 Junior half Lwuis heel, leather White Canvas Grecian One Strap, 12-8 Cuban heel, B, C, D 
lined, B-D. Code, “‘Helen.” Code, “Polly.” 


IN STYLE 


Hannahsons Fabric Novelties are made by fabric footwear 
specialists. By manufacturing this type of footwear and No. B195 
this type only, we are able to give you stylish, well made, $2.25 
good fitting fabric shoes at prices which are astoundingly 
low when the quality of our product is considered. 





4 sample order will convince you. Send it today. 


Plan fo take in 





10-0 


White Whipcord One Strap, genuine turn, 12-8 Baby Louis 
heel, A-D. Code, “Dagmar.” 
No. B200—Same as above, except with 16-8 half Louis heel 


Sizes and widths carried in stock: A, 4-8; B, 3-8; C and D, 2-8 


.. . « HAVERHILL, MASS. 
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(Mail coupon \ 
to nearest office) 


Please send me * 








THE: Schou, Ming 


*Oo0r SPECIALTy ESaon,. CTURERS of 


IN THe won PEDIC APPLiAVorS 








Get Your Share of This $4,000.00 
This is what we have set aside for Prize Winners during Dr. Scholl’s Foot Com- 


fort Week. There will be a total of 48 generous cash prizes, divided into two 
separate and distinct classes as follows: 


Towns of 10,006 and Less Towns of 10,000 and Over 





lst prize $100.00 Ist prize $100.00 
2nd prize 50.00 2nd prize 50.00 
3rd prize 25.00 3rd prize 25.00 
4th prize 15.00 4th prize ; 15.00 
Next 10 prizes, each 10.00 Next 10 prizes, each 10.00 
Next 10 prizes, each 5.00 Next 10 prizes, each 5.00 


It is surprising how easy it is to put in a Prize Winning Display. We furnish you 
free, charges prepaid, with the most elaborate and artistic window material 
ever produced for an occasion of this character. Complete instructions for using 
this material to best possible advantage. No previous experience necessary. 


$5.00 Umbrella Free to Every Contestant You Are Bound to Win 
not winning a cash prize. These umbrellas More Business and Extra Profits 


retail the world over for $5.00 or more. ‘That is the Grand Prize that 30,000 dealers 


\ They are made of Gloria Silk, a beautiful, are going to reap through co-operating in 
\ strong, durable silk and linen material. Foot Comfort Week, thie year. You cannot 

\ The frames are of Paragon Steel, tied . nthellfo Fs > 
= » * roll. Men’s style has an ebony afford to miss this big opportunity. Decide 
Mfg. Co. \ hardwood, hand carved handle, 2°W— today —that you are going to get your 


while the ladies’ has anelegant share of this business. It’s yours if you will 
Bakoliteblack andwhitehan- only say the word. 


for FootComfort ‘ dle with strap. Any man 
Week, all charges \ or woman will appreciate ; 
prepaid: \ one of these exception- Mail the Coupon 
CO Window Trim \ ally fine umbrellas. 
Material 
O) Newspaper Electros \ 
O) Movie Slides 
© Booklets, Imprinted \ THE SC HOLL MFG. CO. 
© Inserts, Imprinted \ te 
‘ * Largest Manufacturers of Foot Specialties in the World 
Name... seeeeneenemeenneessennnneees--- CHICAGO NEW YORK TORONTO 
\ 213 W. Schiller Se. 62 West 14th St. 112 Adelaide St. E. 
Address ‘ 


aX Or Ino, Not 9893.» 
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“Faithful 
to the Last”’ 
is cut from each skin for 

Nunn-Bush Superfine 

Shoes. The quality of the 

remainder is not suitable 

for this fine footwear. 

















In Stock 


1105 — $5.15 
Black Eric Grain Calf 
Flange Leather Heel 
AwD 


2125 — $5.00 
Rosy Red Calf 
Wingfoot Rubber Heel 

pets ote ah AtoD 





Write for catalog of 
In Stock Shoes 


Keep your stock practically free from dead numbers 
with our merchandising plan. Write us about it. 


Nunn-Biish & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 


C. S. STEARNS SHOE Co., Boston, Mass., New England Distributors 









rt 


S< A 
-. 
Ek bis bebe bebe? 
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There is every indication that 
high heels are returning. Advance 
displays of many style creators 
show a pronounced tendency in 
this direction. 


All the more reason for Hub 
(Counters. 


‘High heels call for particular care 


in the design and construction of 
the whole back part of the shoe. 
They demand the most skilled 
workmanship ; the best of materials 
in the “‘quarter.”’ 


(She CAirmness 0 “Sash on 


Hub Counters hold firmly the 
lines of last and _ pattern. 
Their flexibility makes for snug 
fit with comfort. Their firm 
strength prevents the possibility 
of bulging or spreading. This 
firmness of Hub Counters is partic- 
ularly necessary in an era of high 
heels. 


Hub Counters are leather counters. 
They are made of clean, choice 
pigskin, a material suited and 
selected especially for fine counters 
in fine shoes. 


Shoe merchants do well to favor those shoes in which 
‘“‘The Hidden Hub Holds the Quarter” 


A. C. LAWRENCE LEATHER CO. 


Boston, Mass. 


Branches : 


New York Philadelphia 


Chicago St. Louis 


Rochester Cincinnati p Milwaukee 
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I pd a shoe of this character with 
its deep cut-out and strap effect 
flexible firmness in the counter is 
an absolute essential. The model 
illustrated is from a famous manu- 
facturer of turn footwear—the type 
of shoe in which “‘The Hidden Hub 
Holds the Quarter” 







Reg. U. 8. Pat. Of. 


PIGSKIN }f%! 


“ COUNTERS /g2) 
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RACINE 


ANOTHER 


WINNER 





Veal, Goodyear Welt, 


Mahogany 
9-iron Oak 
Leather Insoles. 


Outsoles Full Grain 
Half Rubber Heels. 
A shoe made from high-grade ma- 
terials by skilled shoe craftsmen. On 
the floor in C and D widths in sizes 
6 to ll. Other widths made up in 
four weeks................+.. Price $3.30 


Terms are 2% 10 days 


Your orders are filled 
SAME DAY we get them} 


Not CHEAP SHOES, BUT 
GOOD SHOES CHEAP 


DAVIES SHOE MFG. CO. 


WISCONSIN 








ANCHOR 
@RAND 








No. 1374-1374” 


No. 1364 








No. 1141 


Write for booklet showing 
other designs. 


NEW YORK 
127 DUANE ST. 


CHICAGO 
326 W. MADISON ST, 








PROOUCTS i 


June 10, 192¢ 


HARDWARE 











NOS. 1375-1375% 











HARMONY 


Buckles will be an im- 
portant factorin 
making strap slip- 
pers attractive for 
Summer. 


¥ 


We are in a position 
to supply buckles of 
the finest quality in 
a variety of designs, 
sizes and finishes. 


q 


‘Anchor Brand” 
Buckles harmonize 
with straps and 
vamps in desirable 


tones 


If interested in seeing 
samples, kindly write 
stating sizes and fin- 
ishes desired, and we 
shall be pleased to 
co-operate with you. 


NOTE 
All leading jobbers 
sell “‘Anchor Brand”’ 
Buckles 




















NORTH & JUDD MFG. CO., 
NEW BRITAIN, CONN., U. S. A. 


ST. LOUIS 
608 VICTORIA BLDG. 


SAN FRANCISCO 
POSTAL TEL. BLDG. 
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A SOUND INVESTMENT 


YW HEN you stock H. K. Gardiner’s 

Quality Comforts, they immediately 
become an asset—never a liability. The 
Gardiner line has been a money maker 
for retail merchants in all sections of 
this country. 


You never have your money “tied up” 
in Gardiner’s Quality Comforts. They 
are sellers every day, every week, in 
the year. Neither seasons nor foolish 
fancies have any effect on our type of 
merchandise. 


HOU OOOO OHOMHOMON 


Like Government Bonds, Gardiner Shoes 
always return a profit to the investor. 


H. K. GARDINER COMPANY 
680 WASHINGTON STREET LYNN, MASS. 


BOSTON SAMPLE ROOM, 134 LINCOLN STREET 
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Three Popular White Numbers 


IN STOCK 


No. B 713. All white cloth five eyelet oxford, outside tip, narrow space 
vamp and lace stay, white ivory sole, welt and heel, 27 last, 13-8 heel. 


$4.15 


No. B 714. All white cloth one buckle Detroit, corded imitation tip, 
white ivory sole, welt and heel, 25 last, 9-8 heel... .. .. 0 os 5 eae 


No. B 715. White cloth Cambridge, perforated ands leather strap, 
white ivory sole, welt and heel, 25 last, 9-8 heel. . . $4.65 








Sizes AA, 4% to 8; A, 4 to 8; B and C, 3 to 8. 


Terms: Net 30 Days. 

















BURROWS SHOE CoO., Inc. 


ROCHESTER, N. Y. 


N. Y. City Sales Room: 604 Marbridge Building 





























DISPLAY 
CREATES 
SALES 

















A 
Shoe of Honor 
“De Lipp” 









DEGEN LIPP, Inc. 


FACTORY: 
BROOKLYN, N. Y. 


NEW YORK OFFICE: 
607 MARBRIDGE BUILDING 


TRE, 


FOR WOMEN 




















a 





} 








SPECIAL LASTS 


TO FIT THE ARCH AND HEEL 


Also with 
Buckle 





All patent leather.............. $6.00 
Patent vamp, gray suede quarter. 6.50 
Patent vamp, white kid quarter.. 6.25 
STEED Swesdnscscovencans 6.50 
PERS 6k cccvesintancke 6.00 


All our shoes are made on lasts of special 
measurements, designed to fit the high arch 
and narrow heel. 


Delivery in Three to Four Weeks 


GOLDSTEIN SONS 
and TORIO, Inc. 
199 LAFAYETTE ST., NEW YORK CITY 
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_ ~~ Best by Test 


FINALE HOPPER SANDAL IN STOCK 











No. 160—Cherry Chrome Upper, Oak Sole, 2% to 7 riches ates ae 
No. 174—Cnherry Crystal, Full Grain, Oak Sole, 214 to 7............... 2.15 
No. 115—Brown Lotus, Oak Sole, 21% to 7...... 2.15 

ONE WEEK DELIVERY 
ie No. 109—Patent Leather, Sheepskin Lined, Oak Sole, 2% to 7......... $2.25 
: : No. 113—Smoked Elk, Oak Sole, 214 to 7............cccceceeccecceeee 215 

SANDALS 

5-8 8%-ll 11%-2 

No. 9—Patent Leather, Sheepskin Lined, Best Bend 
. Oak Sole, Rubber Heel. ee $1.30 $1.50 
No. 15—Brown Lotus, Best Bend Oak Sole eer 1.00 1.15 1.35 
No. 0—Cherry Chrome, Oak Leather Sole......... .80 .90 1.05 
No. 40—Cherry Chrome, Neolin Solé.............. 75 85 1.00 
No. 16—Cherry Ooze, Oak Sole................... .65 By 85 
No. 12—Cherry Elk, Oak Sole.................... 1.00 1.15 1.35 

a PLUG OXFORDS 

5-8 8%-ll 11%-2 
No. 20—Cherry Chrome, Oak Leather Soles....... $0.85 $0.95 $1.10 
No. 240—Cherry Chrome, Neolin Soles. . patel .80 .90 1.05 
No. 200—Cherry Chrome, Best Bend Oak Soles ee 95 1.10 1.25 
No. 215—Brown Lotus, Best Bend Oak Soles... ... . 1.05 1.20 1.40 
No. 250—Cherry Chrome, Elk Sole................ 95 1.10 1.25 


LADIES’ SPORT OXFORD 


No. 700—Cherry Chrome, Oak Sole, 21% to 7...............00000-0-+- $1.85 
No. 714—Cherry Full Grain Crystal, Oak Sole, 2 6 a eer 


BOYS’ AND MEN’S VENTILATED OXFORDS 
Outside Rubber Heel 





245% 6-11 
No. 900—Cherry Chrome, Oak Sole. . eer ae - f 
No. 914—Cherry Full Grain a Oak Sole... oesenven Cr ae 
No. 906—Cherry Ooze, Oak Sole.. ” LtieCininttaess maa. ae 


estas 


VENTILATED OXFORD * ‘THE ONLY COMPLETED STITCHDOWN 


TRIPLE wa? WELT 


iw STITCHING HOLDING UPPER TO INSOLe THAT Its 
wrO OWS OF OOODYEAR STITCHING HOL HOLDING > OUTSOLE TO INSOLE AND UPPER. SEYS 
Two ROWS OF GOODVRAR STITOUNG SHOWING ON BOTTOM oF oursoLae ff RAM 


SPORT OXFORD 











967 Atlantic Ave. E. J. RAMSEY CO. Brooklyn, N. Y. 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“We never have any trouble what 


The above statement from another large volume user of 
TOBACCO BROWN VICI KID is convincing proof 


of its unusual color permanence and uniformity. The writer 


adds— 


*‘Nor have we ever received any 
complaints of this nature from 
our customers.”’ 
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1atroever with the leather fading”’ 


Is it any wonder that so many of the largest manufacturers 


of shoes practically confine themselves to TOBACCO 
BROWN VICI > 














Robert H. Foerderer, Inc. 


Sole producers of Vici Kid 
Philadelphia Penn. 


There Is Only One Viet Kid 
There Never Has Been Any Other 
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BRANDED OR UNBRANDED 


STOCK STYLES FOR MEN AND WOMEN 


B-972 
B-975 





B-972—Men’s Oxford, P.& V. 104 Tan Calf, Single 


sole, Goodyear Wingfoo ‘$5 50 
B-962—Men's Oxford. Barnett’s Van Ruba Vamp Rubber Heel, “Our Advice” Last. ° 
and Top. Goodyear Wingfoot Rubber heel. 12 iron B-975—Men’s Gun Metal Calf Oxford. Widths 


single sole. Hard box. Belmont last. : a ve 
Widths A to D. Code—“Classic.” $5.50 ee y Se = r x3 : ; + i $5.50 


WOMEN’S SPORT SHOE STYLES 





B-116 





B-109 
i tat au Cat Ces Ao Heo 
le t-out ° 
B-109—Women’s Sport Oxford. Smoked Elk Vamp White Welt. 8 _ Cother tis en 88 heel. 
and top, Apron, Tip and Heel Stay of Gallun’s End Box. 25XX Last. Code “Dove.” 
Color 4. Leather Sole and Heel. Hard Box Toe. Widths, AA to D. Price................ $5. 1 5 


B-110—Women’s Sport Oxford, As 109 only made 
with Tan “Du Flex” — Sole and Heel. 
Widths Ato D. Code—“Dorothy.” 

Price........ siniins imneneeilieiiaaiiil $5.35 
B-107—Women's Sport Pearl Elk Oxford with 
Black Calf Apron and Black Du Flex Ribbed Sole 


and Heel. Made on our No. 125 last. 
Widths A to D. Code—“Dorcas.” $5.35 


B-108—Women’s Sport Oxford. Brown Elk Vamp, 
Top and Apron. Tan “Du Flex,” ribbed sole B-107 


and heel. End box. Orange fitted. 125 
last. Widths A to D. Code—“Diana.” 5.35 B-108 


Den Piet, POLO 






CHARLES A. EATON COMPANY 


**The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


BOSTON —207 Essex Street NEW YORK—127 Duane Street 


ATLANTA—226 Peachtree Arcade 
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THE 
LATEST 
SENSATION 






> £ 
( RY 
¢ 
) 
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wk “fe 


Peacock” 


AS PRETTY AS THE RAINBOW 


A UNIQUE CREATION DIRECT FROM 
THE PARISIAN BOULEVARDS 


Our salesmen are now leaving 
for their territories. A card 
will bring them to your store 


Triangle Shoe Mfg. Co., Inc. 


Factory N. Y. Office and Show Room 
11-13 Emerson Place Child’s Bldg., 
Brooklyn, N. Y. 108 W. 34th Street 
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JUST THE THING 
FOR 
SATIN SLIPPERS 
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GRIFFIN 
QUICK CLEANING 
FLUID 


Is colorless—will not injure the 
most shade—and _it 
cleans—and the slipper stays 


delicate 


clean—it repels dust. 


Write for sample and prices. 


Griffin Manufacturing Co. 


- (Dept. C) 


69 Murray Street New York, N. Y. 
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dealers like 


“felt-welts”! 


Patent Applied for 


Now come the reorders! 


We were ready for them, too, because of 
hundreds of letters from the trade—con- 
gratulating us on our new felt-welt, chrome 
leather sole slipper. 


The advantages of this sturdy, handsome felt 
slipper are instantly apparent to the cus- 
tomer. Any woman who has experienced 
the disappointment of the old-fashioned, 
short-lived felt slipper will appreciate the 
desirability of the reinforced toe and the 


soft inner sole and spring heel of a *‘Felt- 
Welt.” 

No wonder dealers like ’em! 

Prices: Women’s, $1.15; Misses’, $/.10; 


Children’s, $7.00. 


Send for Samples and Prices 


The Boston Felt Slipper Co., Inc. 


289 Congress Street, Boston 


June 10, 1£29 
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Hosiery that makes the shoes you sell 
more satisfactory 


Your first aim of course is to sell shoes that give satisfaction—that’s your 
bread and butter. “hen comes hosiery which is also foot-wear and intimately 
associated with shoes. Hosiery helps decidedly in building up profits—cuts 
down over-head—in many stores it pays the rent. 

Burson Hose are ideal for shoe stores because they give real value and help 
to a marked degree in satisfying your customers with their shoe purchases. 
It is because Burson Hose are shaped perfectly in the knitting. No seams 
to walk on and rub at the heel, nor are there any bulky wrinkles in the foot. 
“Burson” are trim and smooth, giving foot comfort to women who insist 
upon tight-fitting shoes. 

Do not confuse “Burson” with ordinary seamless stockings, they are as 
different as day is from night. “Burson” are full-fashioned, only they are 
knitted to the shape of foot, ankle and leg on improved patented machines 
instead of the old method of getting the same shape by knitting a flat piece 
and sewing up with seams. 

Burson Hose are made in Silk, Lisle, Mercerized, Cotton, and Sport 
Heathers. Sold through the leading Jobbers. Nationally Advertised. See 
advertisement on Heathers in Saturady Evening Post, June 10th. 


Burson Kwnittinc CoMpANy, RockKForb, ILLINOIS. 


BURSON 


ooo eT U UU ULULCCLULCCLUL LLLLLLLLL 


FASHIONED HOSE 
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Economy Still the Watchword 











Standard Screw Shoes That Render Extra 
Service to Your Buyers of Work Shoes 


We present our standard screw styles which we believe will meet the 
approval of the thrifty workers among your trade. They are made 
on our new Service Last which is a modified Munson with extra room 
at the instep and waist. It is far the best last we have ever offered 
for a work shoe. 


Experience has taught the value of the standard screw shoe in giving 
good service under all conditions. The boys in the trenches put them 
to the extreme test. In appearance and ease on the foot they give 
entire satisfaction with the extra rough wearing value thrown in for 
good measure. 


They are made under the usual standard of Bass workmanship at 
prices we believe will merit your attention. 


G. H. BASS & CO. 


Shoemakers 
WILTON < -- oe MAINE 
Makers of 
Bass Shoes for Hard Service 


STANDARD OF QUALITY 
FOR FORTY-SIX YEARS 





Makers of RANGELEY MOCCASINS Bp ee Fey ee pee ee 


full vamp, unlined, full bellows tongue. 
sole and a half sole, fairstitched and standard screw. Solid 
matiee heels, counter and insole. Price................ $3.75 
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HEADQUARTERS for WHITE SHOES 





























Nationally 
Advertised ; 
No. R2127 C to D $2.10 as Manning EK, A. aa ‘a . _— et 
— Tice Black Leather Saddle ‘Strap $2; 10 “‘Meadow- "Women’s Sport Oxfords « 
Brook’’ Pe renee’ wm hite Canv 0 Oxford. with 
White Shoes Sole and aa en 


1—Same as 2882, except Black Leather 
IG ths ive. coin Cuceweudees . $2.10 





No. R3028 B to E $2.50 
R3@28—Men’s White Duck Welt...... $2.50 
| ieee Grade, Little hesseoyae am No. R2301 AA to D $3.60 No. R2751 Ato E $3.00 
R2301— Women’s Sliding Silver Button Whit s ’ The s 
eT s White Canvas Bucher, Mees Polar Kloth, Turned Sole. Full Rooke Heel $3. 60 R2751—Women’s White Sea Island, Welt, 
ee ee R2119—Same Style except Meredith cloth White Enamel Heel, Ivory Welt vss +e $3.00 
= feo gee eemmaet $2.50 R2753—Same Style Other Grade. ....... $2.75 








; oT ies No. R2921 C to E $1.50 No. R2456 A to D $2.25 
No. R2054 AtoE $2.40 R2921—Women’s Mil. Heel, McKay, White R2456— Sfoangele Wise Sepeiel Coch Tesnes 
R2054—Women’s White Imperial Cloth, Enamel Sole and Heel...............- $1.50 Sole, Junior Louis Heel. . . $2. 
Turned, Military Heel with Beading .$2.40 R2928—Same except 2 Button One Strap $1.50 R2265—Same as 2456 other grade a 4 
R2053—Same, except Half Louis Heel. . $2.40 R2911—Same as 2921, Except 5 Eyelet R2454—Same as 2456, except Military _ 
R2030—Same, except Junior Louis Heel. $2.40 eS Seeagprrrrrr rr $1.50 $2. 
Made in our Haverhill Factories For other styles see our complete Spring catalog 





| QUTING SHOE COMPANY, 530 Atlantic Avenue, Boston 9, Mass. 
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“4 Product of 
The New Era.”’ 


Bigger Shoe Profits 
In A New Kind of Sole 


AIR-PEDS—the easiest walking, longest wearing 
soles made! Absolutely “‘non-skid”! Wéiull not sweat 
or draw the feet. 


AIR-PEDS open up anew market of almost unlimited 
scope. Golfers introduced them—now people every- 
where are demanding them for everyday wear. For 
policemen, mail carriers, hospital nurses, business men, 
sportsmen,—any one who must be constantly on his or 
her feet, they are the ideal sole. 


Send for Booklet Sold Direct to Manufacturers and by Reliable Jobbers to Retailers. 
and Prices If Your Jobber Does Not Carry Them, We Will Put You in 
Touch With One Who Does. 


eka, 


3) Peds 


S 
Sy. é 
_ — Si = 
Made and sold only by The Republic Rubber Company 


Youngstown, Ohio. 











June 


— | Fe] woe-oce 





THERE’S A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


—“HERE IT IS’”’— 


THRS - tre -—- te 


» 
pas Fm 


CANNOT 
PULL OFF, FRAY OUT, CATCH IN HOSIERY 


YOUR SPRING STOCK, IS IT COMPLETE? 
TODAY’S PRICE LIST 







27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


Either Black, Brown or Russet 
Assorted Cabinets Supplied Order from Your Jobber Today 


FRANK W. WHITCHER CO., Boston and Chicago, U.S.A. 
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FIFTY YEARS PRODUCING HONEST LEATHERS 
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COhere is only. 
omeVICT KID 


COhere never 
has bee 


any other 




















AOBON 


a 





PATENT 
COLT 
ROOD 
SIDES 


AYER TANNING CO. 


MANUFACTURERS OF 


CALF-KIPAND SIDES 


ALL COLORS AND FINISHES 
SMOKED ELK~ SPLITS 


CALF LININGS 


| SHEEP SKINS CHROME. SOLE COTTON FINDINGS 


I 4) > 
MADE BY a) 
se) 
D MFG.CO» 






































929 SOUTH STREET, BOSTON. MASS. 
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=== WESTERN UNION==== 


TELEGRAM = == 


NEWCOMB CARLTON, PRESIDENT 








GEORGE W E ATKINS. VICE-PRESIDENT BELVIDERE BROOKS. VICE-PRESIDENT —- 
RECEIVED AT 
XYTGQ 49ND JUNE 10, 1922 
DEAR DICK, 


THANKS FOR YOUR SUGGESTION. 
tHE **,S%orh” sure cets tHe ** Byfhies.”’ 
CORNELL SHOE CO., OF 61 NAVY ST., BROOKLYN 
DESERVES CREDIT FOR THIS CREATION. 

SAW YOUR ORDER IN WORKS. BOUGHT SAME 
COMBINATIONS. Regards, 


FRED. 











IN STOCK 


Immediate Shipment 


$ A ;9 | 
















1 , . 

2% 10 For Window Backs 
Net 30 
and Wall Panels 
No. 101 

Bend C In our new Catalog T are listed a number 
of handsome display pieces and orna- 
Patent Leather Full Leather ments which serve to break the monotony 


of blank space on window ‘backs and wall 
panels, enhance their beauty, and invest 
them with real selling strength. 


Lined Turn 12-8 Cuban Heel 
LATEST NOVELTIES IN STOCK 


HARRY W.FELSTINER & CO. 


76 Washington Street 


Write today for Catalog T 


—) ——— ¢ << 6 ef ce - ¢ — _— 


The Decorators Supply Co. 


HAVERHILL, MASS. 2553 Archer Avenue Chicago 
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CORY 


Workmanship Wins! 


VERY Allen-Goller-Leighton op- 
erative works under conditions 
which urge him to give his best 

Praciealguaranice hat your dliveie toward producing a shoe of merit. 
of Arbitration adjusted edb hej ‘Sta ate Boar rd Modern machinery, roomy quarters, 

and materials of high quality—all 
contribute liberally to honest workman- 
ship. And, as a result, our big plant 
turns out 4000 pairs of style shoes 
every day in the week. Quick deliveries 
form the completing unit in our service 
organization. 





HHI 





Te 


“THE KUM ON”’ 


HIS snappy crea- 
tion for the smart 
dresser is all ready 
to go into your display 
window. It’s designed 
to draw ‘em in and 
make sales hum. Your 
dollars invested in a 
few cases will come 
back with interest. 
Demand is great, so 
we strongly advise 
early ordering. Wire 
today for immediate 
action. 











3 MMMM MMMM MMM 


al ALLEN-GOLLER-LEIGHTON Co. 


(ith i) 60 K STREET, SOUTH BOSTON, MASS. i, ) 
i) ft 
lil ; 


«) A MT 
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THE LINING THAT BRACES THE SHOE 


KALLMAN 


Guaranteed Weight 


SHOE LININGS | *...“ 


H. S. & M. W. SNYDER 





For uniform quality, for longer wear, for better appear- INC. 

ance inside the shoe, use one of the KALLMAN Guaran- Manufacturers of 

teed Weight SHOE LININGS. ATHENA 
CHROME KID 


In Twills, Drills, Ducks, each stamped with its weights. 
Also Flannels, Felt Sock Linings, Top Facings. 


Black, White, Havana, Gray, 
Ch Red, 


lden 





and other demanded colors. 
Ebony Cabrettas 
in Black and Colors. 











Kallman-Newcomb Company 


61-65 SOUTH STREET BOSTON, MASS. 
KALLMAN-NEWCOMB CO. 4. R. MUELLER & CO, A. M. ROBLEE 
Cincinnati, O. Milwaukee, Wis. St. Louis, Mo. 



























The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and-arch and 
self adjusting movable stiff 
shank give support to the 
needs of the individual foot. 











These points make La 
France Rest Cure Shoe 
our biggest seller 















In Stock NOW 


AA-D. Sizes up to 10. 


653-Black Kid Oxford 5.00 
983-Brown Kid Oxford 5.50 
353-White Fabric Oxford 4.35 
















Williams Clark & Co. 
Lynn, Mass. 
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DIAMOND BRAND 
FAST COLOR EYELETS 
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United Fast Color Eyelet Company 
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NATIONAL SHOE » LEATHER EXPOSITION’ STYLE SHOW 





CHESTER 1. CAMPBELL. Gen. Mgr. 5 Park Sq. Boston 
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The Hollywood is the Most 
Graceful Strap Effect Shown 


WONDERFUL FITTER 
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VAUGHAN’S IVORY SOLE LEATHER 


HE great white season will soon attain its zenith. Already the stream of 
vacationists is preparing for country and seashore. An unparalleled demand 
for white footwear of all kinds even now makes itself felt. 


VAUGHAN’S IVORY SOLE LEATHER, white clear through and with a surface 


of its own, cannot crack nor peel and needs neither paint nor spray. 


Tell your shoe manufacturer you want VAUGHAN’S [IVORY on your white shoes. 


Do it for the sake of your business and the satisfaction of your customers. 


GEORGE C. VAUGHAN Tanneries at Peabody, Mass. 























VAUGHANS. IVORY 


THE SOLE THAT HAS MADE | 
WHITE SHOES STAPLE 


_ MADE BY 
GEORGE C.VAUGHAN 
Tanneries at 
PEABODY. 
MASS. 











IVORY HEELS IVORY WELTING 


IVORY TOP LIFTING IVORY MID-SOLES 





Trade Mark Registered 


IVORY FIBRE HEEL BOARD 
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The Crossett Shoe 


“Makes Life’s Walk Easy”’ 


For Men and Women 


Satisfy the critical demand that your customers 
are making on you for quality shoes at lowest 
prices. 


Crossett materials are dependable—always. 


Crossett workmanship ensures lasting style and 
easy comfort. 


Crossett Service supplies prompt shipments of 
to-order and in-stock shoes, and co-operates in 
merchandising and advertising. 


Crossett Shoes enable the dealer to give unusual 
values at popular prices. 


LEWIS A. CROSSETT COMPANY 


NORTH ABINGTON ::: MASSACHUSETTS 

















“the” 
SETT 
ROSZ hoe 


“MAKES LIFES WALK EASY” 








This shoe In Stock is No. M_134, $5.50 





Number M601 Dark Brown Kid 
Oxford, Single 


Sole, “Goodyear” Wingfoot Heel, 
Madison “Combination” Last. Made 
to order in case lots in three weeks. 


$6.75 





This shoe In Stock is No. M 401, $7.00 


Number M634 Patent Leather Dress and Dancing Ox- 
ford, Close Edge, Short Box Toe, 7/8 
Heel, Flexible Sole and Innersole, Foxtrot Last. 
order in case lots in three weeks. 


Made to 
$5.50 


Men’s Oxfords 





This shoe In Stock is No. M 183, $6.15 


4ddy “ 
Milbdddassisssrrrens 





Number M684 Tan No. 4 Nor- 





wegian Calf 
Imitation Apron Oxford, Perforated 
Apron,Tip and Heel Stay, 15 Iron Sole, 
7/8 Heel, Blind Eyelets, Thorobred 
Last. Made to order in case lots in 
three weeks. $6.00 


This shoe In Stock, with Oval Heel, 
is No. M 184, $6.25 








Gallun’s No. 11 Medium Brown Calf 
Number M683 Oxford, Perforated Vamp, Fox and 
Tip, 15 Iron (Rawhide undersole) 1 inch “Goodyear” Wing- 
foot Heel, Blind Eyelets, Parisian Last. 
case lots in three weeks. 


Made to order in 


$5.90 


Now is the time for the progressive merchant to reap the benefits from years of consistent quality 
building and advertising of CROSSETT SHOES. Salesmen now on their territories. A card will 


arrange an interview, and a catalogue of “In Stock” shoes. 














Men’s Oxfords €¢°& 


“MAKES LIFE'S WALK EASY™ 











Number M693 Black Norwegian Calf Oxford, Perfor- Number M 600 Brown Calf Oxtord, Harness Stitched 
song ' ated and Saw Vamp, Fox and Fancy Vamp and Tip, Perforated Centre, 12 
“U” Wing Tip, 15 Iron (Rawhide Undersole) 7/8 Heel, Soft Iron Sole, 8-8 1/2 Wingfoot Heel, Invisible Eyelets, Ultra Last. 
Toe Box, Cupid Brass Eyelets, Waukenphast Last. Made to Made to order in case lots in three weeks. $5.75 
order in case lots in three weeks. $6.25 
This shoe In Stock is No. M 193, $6.50 This shoe In Stock is No. M 400, $6.00 


In SATURDAY J 


N ational Advertising EVENING POST 


—S — 


Character of 
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Crossert SHOES | 
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Thirty-seven years of this national advertising, coupled with the individual publicity simultaneously 
carried on by thousands of leading shoe merchants, has made CROSSETT SHOE quality known 
throughout the entire country. What a foundation for the intensive merchandising that success 
demands today ! 
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FOR WOMEN 


Crossett Styles Lead! 





























For Sport Wear. 
Model No. M 44 


treads), Stance Last. 
cases in three weeks, 


Two Tone Apron Oxford, Rubber Sole 
and Spring Heel (choice of non-skid 


$5.10 to $5.50 


Made to order in 








For Warm Summer Days. 


White Nubuck Oxford, Supple 
Model ow M 41 Tread Last No. 62. White Ivory 
Sole an eel. 


Made to order in cases in three $6 00 


For Afternoon Dress. 


Model No M 42 Patent Leather Oxtord, Supple 


Tread Last No. 62. 
Made to order in cases in three weeks, ‘ ; $5.50 
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Page 


Use the Steering Wheel of the Style 
Automobile........ ; 67 


*Round the Clock with the Man at the 
Fitting Stool. ....... ; 71 
Eight pages of practical ideas for the men 
and women who meet the customer face to 
face. 


Southeastern Merchants Get Together 
at Jacksonville. soasckea 
Four States hold big convention. Big white 
business being done, they report. 
Meet at 
82 


Massachusetts Merchants 
Worcester .... 


Discuss tariff and prosperity at first meet- 
ing ever held outside of Boston. 


What Do You Know About Feet? 83 
In which Dr. Herman W. Marshall takes 
up the subject of sesamoid bones. 

What of Styles for Early Fall 91 


St. Louis expert says that women will want 
fewer cut-out patterns and sees chance for 
the introduction of a novelty boot. 





— 


The RECORDER—like your desk 
telephone—is your contact with 
the great outside world. 


You, as a shoe merchant, know the 
value of your desk phone. Without it, 
you are living as did your Grand-daddy, 
out of quick touch with your friends and 
customers.* 

The Recorder brought to your desk 
each week by Uncle Sam’s postman gives 
you regular contact with what your 
fellow shoe merchants are doing, how 
they successfully run their stores, how 
and what they buy and what several 
hundred shoe manufacturers, wholesalers 
and store equipment distributors offer; 
their new styles of merchandise and their 
prices. 

This gives you weekly comparisons of 
the market value of your present stock. 

The Recorder, for 10c a week, gives 
you contact with the great outside worid 
of the shoe industry. 

P.S.—Advertising by the shoe manu- 


facturers reduces the cost of distribution. 
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ECE, 
MAIN OFFICE: 749 SO. BROADWAY oleate << 
Los ANGELES, CALIFORNIA f % AY 
- a "| ; , 
' . 
= aes, Fy 
April 24, 1922") 
SUE Cong 
May. on™ 
f 1999 


Rice & Hutchins, Inc. 
Boston, 9, Mass, 


Gentlemen: 


We are forwarding you &@ picture of one of 
the three Educétor windows which we displayed 
during Easter Week. 


We have been exceptionally well pleased 
with the sale of your shoes. Our business has 
shown a@ good increase and we never theught there 
was so much demand for Educator Shoes in this 
city. 


Educator Shoes properly displayed and 
pushed will be a big factor in the success of 
any store fortunate enough to handle them. - 


We sent in rush ormers last week and am 
making up another now which we will ask you to 
ship @s quickly 8s pessible. 


Yours very truly, 


VAN DEGRIFT SHOE COMPANY. 
HLY. ; 
H. By 





rnp Se ee 


. RES >So oS 
vp t 
MAY, £ “1922. 


One of the country’s leading retailers expresses appreciation 
of the FDUCATOR as a 
Eons . 


profit builder 
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Use the Steering Wheel of the Style Automobile 


And Put the Brake on Freaks by Adopting a Plan to 
Get Two Kinds of Profit 


HERE is far less danger in the “heel’’ situation 
T than was indicated by us in the middle of May. 
The change is towards higher heels in Louis and 
Spanish Louis types. There is, however, a constant op- 
portunity for the sale and gradual profitable clearance 
of seasonable low heel numbers. There are so many 
growing girls and “flappers”’ who will stick to the lower 
heels, as well as so many women who want comfort with 
style, that every pair of low heel merchandise is salable 
at a profit in your store. 

In one of the Western States, to get an automobile 
license, one must answer the test question, ““What are 
the two most essential parts of an automobile?” If the 
answer is correctly written—the steering wheel and the 
brake—the license is issued. 

There is an exact parallel in the two essentials of the 
style game. Now is the time for skilful use of the steer- 
ing gear. 

Along the highway of style there is a place for smart- 
looking, low-heeled shoes in sport types, and sandals for 
walking and for office service. Farther along the high- 
way, there is a place for very stylish 15-8 and 16-8 
Louis, Spanish Louis and Cuban heels, in keeping with 
the last and pattern and particularly in keeping with 
longer skirts and the vogue for patent leather. 

The eccentric driver of an automobile hits every 
puddle and bump and has an exciting time, before he 
reaches his destination. Now, if ever, is the time for a 
very cool-headed policy of buying and selling mer- 
chandise. Shoes must be styleful to interest the public 
and shoes must be actually profitable in the majority 
of pairs per order to make them interesting to the mer- 


chant who ventures his money and time in their hand- 
ling. It is up to him to study his own community, to 
determine when and how to put on the brakes. 

The best advice we can possibly give to any mer- 
chant handling style footwear is to put a profit there- 
on in keeping with the style value of the footwear. 

The style game is not a dangerous one if the 
public is pleased with the pretty shoes shown, 
and buys more pairs per person than ever before. 

But the style game is extremely dangerous, if, in giv- 
ing this service, and adequate profit is not taken. A 
national cry should be very emphatic along the lines of 
telling the public that if stylish shoes are wanted 
week by week, those who will have to pay for it are 
the wearers. 

The spread of prices should be much greater between 
styleful footwear and utility footwear than is actually 
now the case. To the person of an economical turn, who 
wants a serviceable foot-covering, let the full value be 
given, and to the person who wants gingerbread, let a 
desert price be charged. 





How Much Is 10 Per Cent 
On Labor? 


HE first national query after every reduction in 
labor cost is: 
“How much does this mean over the fitting stool in 
the price to the customer? The public is treated to a 
complete newspaper symposium—the manufacturer 
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arguing that unless the reduction is given, he will be 
forced to leave town; and the workman demanding 
sufficient to keep up his standard of living. When the 
final outcome of the controversy is a settlement of ten 
per cent, the public naturally looks for the same ten 
per cent reduction in the price of the shoe at retail. 

The truth of the matter is most disappointing. Where 
the entire labor cost at the factory is approximately a 
dollar and thirty cents in a shoe which ultimately sells 
for ten dollars, it is easy to see that the ten per cent 
from the labor costs figures but thirteen cents. 

The traveling man has no difficulty in telling this to 
the merchant for merchants nowadays know the item- 
ized cost of pretty nearly ever shoe they carry. The rub 
comes in telling the consumer, for thirteen cents 
off the factory cost never figures much more than 
twenty-five cents off the ultimate cost to the 
consumer. 

The first fundamentals of merchandising need to be 
taught in schools, in stores, and through the printed 
page. It is the Recorder's hope that the report by Repre- 
sentative Sydney Anderson, chairman of the Joint Com- 
mission of Agricultural Inquiry of Congress, will be 
given wide publicity. It is time the public learned that 
it costs more today to transport, sell and deliver com- 
modities than it does to produce and manufacture them. 
In practically every line of merchandise the cost of 
production is less than the total cost of transporta- 
tion, selling and delivery. This comes about be- 
cause modern civilization requires sales in smaller 
quantities. 

In the distribution of shoes there is an infinite com- 
plexity of detail. It is time for the shoe industry to em- 
bark upon some campaign aimed to spread a definite 
knowledge of the details of distribution. There is no 
item that looms up so large in the ultimate cost of 
goods. 

It is only by intense competition in the factory build- 
ing of shoes that good shoes are made at the price which 
the merchant pays for them. Every penny counts in the 
factory and has the same relation to a case of goods as 
twenty-five cents has to the ultimate sale of the single 
unit to the consumer. The tightness of competition is 
actually more apparent at the factory end—the funnel 
of prices which spreads out into the broad basin of 
stocks on long store shelf, kept up in sizes and widths so 
that the individual with two feet can get precisely the 
shoe best suited to his peculiar measurements of fancies 





Are Men’s Shoes Sold? 


HE men’s shoe business is in need of attention. If 

the men’s end of the business were conducted 
with half the attention now given to the women’s end, 
the volume of sales could be increased 50 per cent. In 
studying an analysis of the retail shoe advertising of 
the country we note that not over five per cent of all 
publicity is directed to the public on better grades of 
shoes above five dollars in price. 

What is needed in the men’s shoe business is more 
time, attention and ideas. Shoe selling to men has be- 
come a passive proposition. The customer is shown the 
shoes and actually sells himself on the few numbers 
carried. 

The increase in clothing sales points toward an in- 
crease in good dressing among men that has no similar 
counterpart in the shoe end of dress. 

The study of men’s shoes made by our correspon- 
dents in different cities throughout the country indi- 
cates that 60 per cent of the men are still wearing boots 
purchased in January, February and March. It has not 
been pointed out clearly to them that changes of season 
warrant a change of footwear. 

It is mainly sluggishness on the part of the merchant, 
as well as the consumer that has prevented the sale of a 
pair of oxfords. _ 

The merchant who complains of too much jazz in the 
women’s end of his business, finds precisely the Utopia 
he asks for in the men’s end of his business. What does 
he do but complain as vehemently, of the lack of style 
and the lack of style interest in men’s shoes. 

There is always a fly in the ointment of profits but the 
outlook for an invigoration of shoe selling to men is one 
of the encouraging things about the coming Fall season. 
In the early weeks of June there have been more men’s 


shoes bought from traveling shoe salesmen than 


women’s shoes. It is high time to put a sparkle into the 
selling of better grade men’s shoes and the way to do it 
is to open the Fall season early and to make it sanely 
styleful. 





The Shoe Store Follows The 
Plow 


ERCHANTS are beginning to realize that pros- 
perity depends more on the wealth and poten- 
tiality of the community than it does on their ability to 
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attract customers from the other stores. To that degree 
is better business apparent to merchants in any one 
community which is fortunate enough to enjoy a re- 
sumption of work in its mills and foundries. 

Young and vigorous shoe men who contemplate 
going into business would do well to look to places 
which, in the next ten years, will show great industrial 
or agricultural activity. Certain parts show a remarka- 
ble increase of population and certain manufacturing 
centers elsewhere have electrical plants showing sched- 
ules of orders years in advance. Bright shoe men look 
for opportunities in the new and growing communities. 

The alert shoe men who went to Keokuk just before 
the Roosevelt Dam was being built, figured on selling 
shoes to thousands of laborers and skilled workmen who 
would be employed for years in that locality. 

If the project of irrigation in the State of Washington 
is turned over to General Goethals, we can expect 
1, 750,000 acres of fertile soil. Though the cost may be 
two hundred and fifty million dollars, it means a future 
market place for shoes to a maximum population of 
four hundred thousand people who can be supported on 
that strip of land. There is no question but that 
merchants will be on the spot almost as soon as 
the first ditch-digging machinery, for the shoe 
store follows the plow, just as closely as cultiva- 
tion follows the water supply. 

No project can make money for a nation without at 
the same time making money for merchants, A project 
that may give promoters one hundred million dollars 
for the sale of land, actually puts the possibility of a 
billion dollars within the reach of the people who go 
there. The remarkable thing about this present period 
of transition in the shoe business is that every day 
finds new shoe stores cropping up in growing sections 
of the country. 

In truth, the progress of the community can best be 
judged by the number of new shoe stores that have 
taken root in the last three years. In that community 
where there has been a shrinkage of shoe stores, look 
out for the possible shrinkage of the community itself. 

This is a big country and every individual is a possible 
customer. 

The automobile was once an article of luxury. Today 
it is the utmost in utility. The radio is today nothing 
more than a toy. It may ultimately be the means of 
making people contented with country life, and may 
mean the increase in usefulness of the local shoe store. 
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Who can tell, but the desire to go to the big city may 
give way to the interest in staying at home and the 
buying of goods locally. There is no question but that 
conditions are changing the methods of shoe distribu- 
tion, and, we think, to the betterment of the individual 
and aggressive merchandiser of shoes. 


A Warning to Subscribers of the Boot 
and Shoe Recorder 


Our subscribers are warned against paying any 
money to anyone for subscriptions. No one is author- 
ized to solicit remittances for renewals from any of our 
subscribers. We have been informed by several of our 
subscribers that they have been victimized by a Z. G. 
Williamson, who claims to represent the Collegiate 
World Publishing Company, 800 No. Clark Street, 
Chicago, Ill., and who has frequently given receipts for 
the Boot and Shoe Recorder. Neither Mr. Williamson 
nor the Collegiate World Publishing Company has 
authority to solicit renewals from any of our subscrib- 
ers. All remittances must be sent direct to the Boot 
and Shoe Recorder's office at Boston. 


Shoes and Nerves 


“Please get out of the way!” 

“Her shoes do not fit!” 

An aggressive woman, of substantial weight, made 
the first exclamation, as she bumped into a shoe mer- 
chant. And the merchant made the second exclama- 
tion to a Recorder representative, with whom he was 
having a curbstone conference. 

He said it, too, on the instant. When the stout 
woman sheered off, we looked her over. She was well 
dressed down to her shoes. But her oxfords were run 
over at the heel, ripped in one backstay, and were 
about to rip along the vamp, because she had crowded 
into the forepart more foot flesh than the shoes could 
accommodate. 

“Tf she were a customer of mine,”’ said the shoe mer- 
chant, “I would fit her right, or not at all, and I'll bet 
she would be less disagreeable.” 

How many, many others are there who go about 
with a chip on their shoulder because their shoes do 
not fit right? : 
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DOO. ON 


HEN the contents of the green and red window globes in 
the old-fashioned “apothecary shop” were poured as a 
sacrifice on the altar of modern merchandising—the billion dollar 


“drug store” outlet was created. 


In announcing “Shoe Store Apparel’’—first number to be issued 
as a separate bound section in some mid-Summer issue of the 
Boot and Shoe Recorder, we believe we are starting a new outlet 
which is destined to be as important as the drug store, although 


its sales volume may never equal the latter. 


Among our subscribers all over the country we know there are 
many who have already started to make two blades grow where 
only one previously flourished. They are selling more than foot- 
wear in a shoe store. They are pioneers in the movement which 
our “Shoe Store Apparel” section is designed to forward along 


practical and definite lines. 


We would sincerely like to hear from these merchants the 
story of their enterprise in putting in lines of merchandise other 
than shoes. How did you happen to do it? How is the stock 
arranged and sold? Overhead cost? Attention necessary? 
Other plans for future? Approximate profit? And if you do not 
want your name used with your story—just say so and we will 


not mention it. 


Such a true story will be a greater inspiration and help to the 
entire trade than any one thing we can think of and we con- 
fidently look for a splendid crop of letters from Recorder readers to 


Yours heartily, 


lbh) Conclece or — 


THE EDITOR, 
Boot and Shoe Recorder. 


If Your’s Is A Shoe Store—Plus— 
Won't You Write Us Your Story 
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SURPRISI NG how cheery those same old tired-looking 
windows of the night before seemed—how expres- 

sive and inviting the carton rows looked. The car- 

pet underfoot seemed to echo in soothingly subdued 

tone “Good norning—morning, at every footfall. 
It was the miracle of a new day. 


Work Fades Away 


When the stock man brought up some newly arrived 
boxes for arrangement they offered a challenge which 
if acted upon would reveal not just foot-coverings, no, 
the opportunity of writing up sales slips. The only sign 
of work came in the crackling of the tissue, and even 
this brought to mind the crinkly bank notes which the 
shoes it enclosed would shortly be changed into. 


The First Customer 


Such conjecture—such constructive enthusiasm was 
halted, or better harnessed, when in came one of those 
early birds who have to leave on the one train or post- 
pone the trip another day. 

And Jim popped out a ‘Good morning,” so quick it 
appeared he was greeting an old friend he hadn't seen 
for a long while. It surprised himself, came from down 
inside somewhere. Hed never have said it quite that 
way if he'd thought. Something a little more dignified, 
like, “Good morning, is there anything I can do for 
you? might have been the result. But the spon- 
taneity got her, for she smiled, seemed to sense she was 
welcome even though the new goods must be unpacked, 
it was so early, and she started right in to talk about 
how she'd tried this shoe and that without getting full 


satisfaction. 
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Friendliness Won Her 


Here was acinch. Most of them it was hard to get much out of, but she was 
supplying all the objections to the general run of shoes and the upshot of it was 
that she paid three dollars more than she'd been in the habit of paying. Were 
not these shoes built for just the type of feet she possessed? Plenty of room 
for a bunion, no danger of developing painful callosities because of friction. 


An Opportunity 


A remark bearing on an opinion held by daughter on shoes was acted upon 
in a suggestion that she look at the shoes ‘we have just received, whereupon 
the idea of taking a pair of strap pumps in daughter's size was considered 
just as appropriate as a selection of any other pretty thing, it of course being 
simple matter to exchange if desired. 

A pair of felt slippers for chilly Summer mornings, so easy to slip on when 
in a hurry to prepare breakfast, a good suggestion decidedly practical and 
something she'd been intending to get right along. 

On the way out the shoe blacking and laces were spoken of which idea 
cut into the 5 and 10's sales that day. 

When the door closed it dawned on Jim—Holy smoke! here was a $1.98 
Juliet prospect and the sales check totaled $16.00. 


Didn't Look Like a Buyer 
She looked kind of overworked and cranky too, come to think of it. That 
sizing ‘em up dope don't work—always. You never can tell by looks. Let 
them talk, thought Jim, it gives you a lead if you listen right. 
“Get them talking—about shoes,” is my motto for today. 


“In High’ For the Day 


That first sale was all that was needed to make this a day of days. That 
sale to the first customer put an O.K. on the day s work—it beats anything 
how a sale to the first customer in the morning puts a fellow ‘in high’ for the 


day. 





The Next Customer 


\ Mr White. known through an introduction som« 
days before Seemed surprised. and pleased when 
greeted by nar 

A short. round middle-aged man of jovial nature and 
he wanted something for ‘best 

| know just what you want.” said Jim winking 
slyly you want a smart perforated English model 
that will make the girls sit up and take notice’ fe 
chuckled at the thought, saying something to the 
effect that if the girls did ‘sit up and take notice it 
wouldn't be in a very complimentary way 

All the time Jim was reaching for a solid pair of black 
xfords with medium round toe 

That's a style you can be seen in anywhere without 
blushing,” as the shoe was tried on. One or two others 
were tried but attention was brought back to the first 
Finally Mr. White took it and seemed pleased 

A little jollity, in this case, worked fine. Proved 
again that one of the biggest ingredients in the magic 
mixture called personality is good nature 


That Extra Pair 


A pair of pumps was what she 
wanted. She seemed pleased with her 
choice. Then that resolution got to 
working. 


“[ want you to look at our new ox- 
fords because | know you will welcome 
their ease; the relief you ll get at hav- 
ing them to change into; many folks 
put off buying shoes more than any- 
thing else and they find it a good plan 
to be fitted to two pair at a time, then 
they are sure to have them. 


“It's a good plan for feet have so 
much to do with one’s disposition. In 
fact, doctors say a great many bodily 
ills originate in the feet, and that a 
woman s face shows the sort of shoes 
she wears rather than age. A second 
pair was sold. 
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Then came a lull and Jim fluences of wind and sun; rain and snow: 


: ee Durability is just pounded into this part- 
did some thinking: some of fibres are close knit, the grain smooth. Is it 


the ideas that came to him any wonder the price seems high? The really 
were pretty good. surprising thing is that it isn't higher.” 
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Watching the “Looker” What the Street Corner Tells 
Today's looker is tomorrow's buyer. Some To the young lady who wants to wear 
are just killing time. Others are looking for “what they're all wearing” I'll tell. about 
bargains. Then there are those who are com- standing on a corner in a fashionable part of 
paring values. the town and counting a hundred girls, say, in 
They need help so I'll first dig out some- less than fifteen minutes who passed wearing 
thing similar to what they ve got on and put the shoe that is being tried on. 


it where they ll see it. I'll try to get them to 
talking by asking them if they ve seen our 
latest ad on straps. I'll suggest that they try 
on a shoe in order to see how it looks on the 
foot. I Il treat them as though our store is a = - 
good place to look around in to get a line on ‘ - 
the latest styles and good values.. And | 

won't try to sell a thing. 


“That's Too Much to Pay” 


When they say, “I can get the same at so- 
and-so's for less," a little questioning may 
bring out plainly to them the difference be- 
tween shoes. 

“Did those other shoes have as fine a grain 
as these? There is practically no finish on the 
surface of this leather because the leather 
itself is so fine and smooth. There are no 
flaws. It will not bind or cramp. It will 


V7 retain its softness. 

9 ‘These shoes will cost you less per day than 
shoes at a lower price, because nothing in 
them has been slighted to get the price down 

2) low. They will wear months longer than 
others. 

“Very likely if you were to wear these 

shoes and those of a lower price you'd stick to 


‘ these becaus f thei fort and shape- 
A Good Argument linees.” cause O eir comior an snape 





‘That sole spent a year in good old oak and 
hemlock bark extracts to insure its retention 
of all the toughness, springiness and life that 
it possessed while on the animal's back. Then 
it was seasoned for days to seal all these 
necessary qualities in. Then it’s taken and 
rolled to take out any excess thickness; this 
sole was a great deal thicker before this was ‘ 
done. As it stands it holds concentrated 
strength you might aptly say. The Style that Sticks 
“That isn't all nothing but the bend is 
used that part from shoulder to butt, and ‘It's good for something. It’s new to the 
running down on the sides of the animal half customer who hasn't seen it. It may be used 
way ; the part that gets all the toughening in- as a companion in the sale of a shoe {oi 
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slightly different use. If it is handy one or 
two suggestions may be made as to its desira- 
bility during each sale where there is a possi- 
bility of selling it. More than likely it will 
move 


—i—— 





SELL One Special a Day 


Each morning I'll single out a style that 
I'll push all day. Every time there is an 
opportunity it will be brought out and talked 
about. The customer's attention will be 
drawn to it as often as possible. It is the one 
that will be sold in addition to the style 
asked for 


To the Customer with a Magazine 
Under Her Arm 


I'll say, “These shoes were featured in 
Vogue's last issue as an admirable combination 
for wear with some frocks from Jenny's and 
Worth’s, the Parisian designers.” It implies 
that the customer is not the ordinary run 
The effect will be good whoever the customer 
is for the association of ‘Parisian designers 
and our shoes is good 





Two Customers at a Time 


I'll be sure to notice the customer who 
comes in while I'm busy with another, either 
by saying, “Have a chair, I won't be long, 
or by placing a style or two in the customer's 
hands. It gives them something to think 
about and the time waiting will pass quickly. 
It is always important to make friends and if 
such a little thing as attention will do it there 


iS no easier way. 
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This Shoe Saves Hosiery 


“Feel inside that shoe to see how smooth 
itis. The lining is made of Texas cotton and 
will wear as long as the shoe. The innersole 
is durable flexible, and not a nail in it. That 
is one of the features of a welt. 

“Hose will last as long again in this shoe as 
in one in which the shoemaking is not so fine.” 


Selling a Cordovan in Summer 


Horses perspire through their skin, and for 
this reason there is ventilation in a Cordovan 
shoe that cannot be obtained in any other 
leather. The ancients prized Cordovan for 
this very reason and that of its toughness. It 
gets its name from Cordova, Spain, which 
town centuries ago was noted for its tannages. 
It is the most durable leather known and will 
take a high polish 





When They Try to Bend Them 


To some the easily bent sole signifies com- 
fort, good leather, excellent shoemaking. So 
in case they don't bend easily I'll speak of 
the tremendous weight that they must with- 
stand at every step, thousands a day, and say, 
‘That sole is made from a hide in which the 
fibers are close knit, and fine. It is tanned 
firm and sound, will straighten out after each 
step, feel good and sound always and help 
hold the shape of the entire shoe indefinitely. 
It isn't spongy. 


Notice What They re Wearing 


If the shoes a man has on are of good 
quality it may denote a desire for good things. 
A corrective type may show troublesome feet, 
etc. Men usually stick to the kind they've 
worn and it is a good plan to be oaded by 
what they have on. This will save bringing 
—_ many styles that a selection will be 
hard. 
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Use the Telephone 


Use the telephone to call up those 
whom you know when you think you 
have anything that will interest them. 
New styles, shoes that are to be put 
on sale later, hosiery, etc. Anything 
that you feel is worth while telling 
them about. 


Get Their Names 


The name of a customer is import- 
ant, and the kind of footwear they buy 
along with the size worn ought to be 
recorded. One. set for the general 
mailing list, one set for personal solici- 
tation by letter or telephone. 





White Canvas Shoes 


Winter or Summer here's a style 
that allows one to perform a distinct 
service to the customer, man or woman 
Canvas absorbs moisture and is porous 
—burning, sweaty feet are less painful 
and tender where white canvas shoes 
are worn some part of the day, because 
of the ventilation. Lightweight for 
housework. Good for idling after the 
day's work. When you take off their 
shoes feel their feet. If they are damp 
with perspiration get out a white and 
talk about its restful features. There 
is an all-year appeal in this type of 
shoe. 


Make Every Friend a Customer 


There's a good patronage among 
one’s friends. Have cards printed to 
pass among them. Join clubs to en- 
large the circle of acquaintance. Get 
close friends to introduce one as a 
shoe salesman. Get “shoes” hitched 
onto your name some way. 


Talk With the Traveling Man 


Some store salesmen make it a rule 
to learn the history of what they are 
selling backward and forward. One 
way to get definite information is to 
talk with the manufacturers’ salesmen 
whenever possible. 


While They re Waiting for Change 


With nothing to do I'll take them down to 
the hosiery counter to show them the new 
weaves or bring out some shoes that are not 
on display, but which have a definite use for 
which they are very desirable. 

Hours are spent in the aggregate during 
which customers stand around with nothing 
to do, They have money to spend too, but 
others get it because of the fact that their 
goods appeal to one's fancy. This is a good 
time to talk accessories. 


Mother and Daughter 


The first wants comfort and durability in 
her daughter's shoes. Daughter detests any- 
thing but the latest style. 

Friction is likely to develop, for if Mother 
is agreed with, the girl will put off buying 
until later when she can come in alone or go 
somewhere else. 

“We are only young once, your daughter's 
foot has a high arch, the shoe fits well, is 
pretty. She'll have plenty of time to wear 
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the sober styles. In fact, these shoes are such questions open. Some question as to 
made for young girls The desire to have the use of the shoes will give you the oppor- 
her daughter look well is enough to cinch tunity of bringing out something that will 
the sale appeal in itself 


Then the suggestion that a lower heel type 
of shoe would provide the necessary change 
to keep the feet supple might result in the 
sale of another pair with both mother and 
daughter pleased 


4 
Why Patent Leather Cracks f 
The leather may be the finest calfskin, but 
\ 


it must be treated to remove some of the fats 
from the surface in order to “take” the var- 
nish. Three coats are given it to insure a 
high gloss The result is a hard surface 
which unless the wearer treats carefully may 
crack quickly An occasional application of 







neatsfoot oil used sparingly might be sug- Easy to Pack 


gested 


Felt slippers can be packed in odd corners 
of trunk or suitcase. Then there are so 
many other styles for the person going away 
that appropriate styles should be within easy 
reach, as suggestions for train wear, rainy- 
day boots, sport shoes, evening slippers 
mules for breakfast wear at the hotel. This 
thoughtfulness is appreciated and may save 
the traveler an oversight in footwear that is 
sure to be needed 


The Customer Is Boss 


Co-operation between fellow-workers in 
getting out-of-the-way styles for one who is 
busy with a customer while the other is not 
saves time and is appreciated by the customer 
It works both ways for not all the salespeople 
are busy at one time and all are helped at 


Show the Pair some time or other 





Always point them toward the customer 
when laid on counter or floor, or hold both 
with toes uppermost so the view will approxi- 
mate that of the shoes when worn. [t makes 
it easier to see and judge their style and 
appearance 


Care of Hosiery 





Silk stockings if washed out daily will wear 
1 great deal longer than those in which the 
perspiration is left to rot the fibers 





I ndispensables 


Service to the customer is not complete nor 
mindful of their well-being unless the import- 
ance of the following articles are mentioned 





Time to Question Kind of Leather 
and Stvle Shoe trees without which a shoe becomes 
: useless if laid aside for any time 
When, the stock is full it is fairly safe to ask 


a definite question, for then you are fairl, Proper blacking for immediate use on new 
sure to have whatever is specified. When shoes to guard against “barking the 


sizes are broken, however, it is better to leave uppers. 
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Antiseptic soap for cleansing feet. 
Powder for shaking into shoes and hose. 
A penetrating foot balm for tenderness. 


An astringent for excessive perspiration 


To forget any of these is akin to the sales- 
man who doesn't mention blades to the man 
who's just purchased a safety razor. 


Avoid the Negative 


“We haven't that style” should be replaced 
by “Let me show you one that we stock as 
being about the best there is in such a style. 
The reasons for its superiority should be 
quickly pointed out, and must be done with- 
out making specific remarks about the style 
asked for. 


Watch the Apparel Shop's Showing 


Shoes follow the apparel styles, and a 
knowledge of best selling colors will enable 
you to speak of the desirability of this or that 
shoe to wear with certain shades of gowns 
More often than not you will hit on some 
color gown possessed by the customer, who 
will immediately be impressed by the sug- 
gestion. 


The Subject of Size 


A ticklish subject with women and one 
that it is well many times to avoid. Bring 
out several styles for her to look at while 
you are determining on the size. A remark 


_ to,the effect that she will take a smaller size 


than you thought is a tactful one 





Selection of Rubbers 


Last month it rained 16 out of the 31 days. 
One needs rubbers oftener than is realized. 
The amount of wear depends on how well 
they fit, too. We have a rubber for every 
type of shoe we sell, so wouldn't it be a good 
idea to have a pair fitted to these shoes now 
while you're here? 
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Notice the Hosiery 


Tight stockings cause as much discomfort 
as tight shoes. If a stocking looks tight, ex- 
plain this to the customer. It may surprise 
them and prove to be a service that will 
bring them back. It certainly opens the way 
to a hosiery sale. An explanation of the 
method of marking sizes is interesting—that 
each size means an inch and that a half inch 
should be added to the length of the foot to 
get the proper size stockings 


The Foreigner Who Has Difficulty with 
the Language 


Be friendly. Use short words. Don't 
laugh. Mention price at the beginning, for 
they are used to this. 

“See the pretty toe’ —*'good for work’’— 
“make your feet feel good’ convey definite 
ideas in a simple way. The value of the shoe 
will be judged in a case like this a good deal 
in the way you handle the shoes. 

If you seem proud of a shoe, it appears to 
be worth while. If you rap a sole with your 
knuckles, it is sort of demonstrative of dura- 
bility. If you are careless about the style 
you re showing, it may be hurtful to a sale, 
in which manner plays such an important 
part. 


Twenty-five Bones in Your Foot 


—And there's a pain in every one if it’s 
squeezed or twisted. A good argument for 
the sale of a comfortable type of shoe. 


Most Every Day Someone Asks About 
a Good Place to Buy the Following 


Yarns to Match Hosiery 


—and inasmuch as it takes time to di- 
rect, why wouldn't it be a good plan 
to have slips on which each salesman 
can record the things asked for and 
not carried, in order to get information 
as to what it would be advisable to 
stock. If a drugstore carried only 
drugs, it would be a pretty slow 
business. 
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Bringing the Men In 


It is a characteristic of most men to 
cut down their shopping hours. Once 
they've found a store that pleases 
them on one article, they would like 
to be able to get more than just one 
thing there. 

Now considering shoes in the light 
of accessories, why wouldn't it be logi- 
cal to put in a number of accessories— 
suspenders, belts, collar buttons, cuff 
buttons, neckties and collars, brief- 
cases, gloves, and garters, for example. 

Think of the increased service alone, 
with its resultant increase of possible 
footwear buyers who will visit a store 
offering so much. 


Cigarette Cases and Cigar Holders 


Sold by suggestion and a good 
means of getting passers-by to come 
in. Such things are very effective as 
window dressing aids. Most of such 
goods are now borrowed by the shoe 
merchant to make his window com- 
pete with other windows. If these 
things are on sale, the shoe store will 
come to be considered as an accessory 
shop into which customers will come 
when they are looking for leather goods 
of any description. The importance 
of the shoe store can be multiplied in 
direct ratio to its stock. 





Yarns to Match Prevailing Hosiery 
Colors 


Most every woman has spent hours 
trying to get yarns to match her hose, 
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and if a store could be relied upon to 
have a good selection of appropriate 
shades, the word would be quickly 
passed around as to this bit of service. 


Little Services Count 
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Correct Weight Free 


A merchant has installed a weighing 
machine and placed beside it cards 
upon which the ones weighing them- 
selves may write their name, the date, 
and weight. This is kept on file at the 
store for them, so that they may drop 
in at regular intervals to have their 
weight recorded. This idea keeps 
them coming. 


Stamp Service 


Another merchant in front of whose 
store is a mail box advertises this fact 
in his newspaper advertising and win- 
dow, saying that writing material is 


free for use inside. ‘Drop that letter - 


now, says the sign in his window. 
Continued reference to the location 
of this mail box has brought most 
everyone to think of his store location 
as a mailing center, and the idea must 
certainly attract great numbers to 
that vicinity. 


Summer Service to Photographers 


This is another way of getting ac- 
quainted. Offer to have films printed 
at cost. 


Theater Ticket Service 


Arrange with a theater in which all 
seats are reserved for an option on 
good seats until a certain time before 
the show on Saturday nights. Then 
advertise the fact in your windows 
that you have reserved some choice 
seats for those who want to see such- 
and-such a show. 
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QUARTETTE of States in the Southeast cor- 
A ner of the country—South Carolina, Georgia, 

Florida, and Alabama—met in convention at 
Jacksonville this week, and emphasized a number of 
of concrete merchandising facts beneficial to their dis- 
trict and to the country at large. The attendance of 
merchants was large and about equally divided among 
the various States represented. 

If Jacksonville is a good index of this section of the 
South, the entire nation is treated with an example of 
the salability of white shoes with the heat of the Sum- 
mer at its height. 

The analysis of style made by the committee repre- 
senting each State indicated that patents will lead for 
Fall, followed by black satin and then black and brown 
kid, and higher heels; but the immediate outlook 
until September is that all white and white with trim- 
mings will absolutely dominate the shoe stores in this 
section. Practically every shoe salesman having white 
shoes in stock received orders thereon. Merchants 
generally reported that they had underestimated their 
demand and were covering for July and August selling. 


Many Salesmen Present 


The influx of salesmen started with Sunday, June 4, 
and every sample room was filled by Monday night. 
The business sessions of the convention commenced 
Tuesday afternoon and were crisp and condensed. 

President Ridley R. Wilkinson opened the session. 
The invocation was by Rev. L. E. McNair, and the 
address of welcome was given by Mayor J. W. Martin. 
“Red” Wilkinson credited the State of Florida with 
being the great Winter market gardening spot of the 
world, and indicated that the State was expanding on 
account of its climatic and agricultural activities. As 
a booster of the potentialities of his State, he outdid 
even the mayor. 

Response by W. S. Byck 

The response by Werner S. Byck of Atlanta was 
that the deliberations would be pleasant and profitable. 
General credit was extended to the local convention 


committee, headed by G. P. Golden. 
Be it likewise known that Jacksonville during the 
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convention proved two things—first, that it is so cos- 
mopolitan a city that few native-born Floridans are to 
be met in a day’s journey; and, second, that per hun- 
dred, Southern women in that city were better shod 
than any similar hundred picked at random on Fifth 
Avenue. This was in large measure due to the fact 
that colored linen and gingham dresses have as their 
best complement white hose and white strap and cut- 
out footwear. 


Each State Must Have Fifty Members 


The official reports of the various offices reviewed 
the activities of the past year. A new constitution was 
adopted, having therein one vital paragraph, providing 
for a State membership of at least fifty to make that 
State eligible to the Southeastern Shoe Retailers’ As- 
sociation. 

The function and purpose of the association was 
well defined in the preamble—‘“‘to promote the dignity 
of shoe retailing; to improve the ethics by adopting 
and maintaining wholesome standards of merchan- 
dising practice; to stimulate organization everywhere, 
having for their main purpose the uplift by education 
of the retail shoe merchants of the United States and 
of such States as may be added to this association; to 
encourage friendship in the trade; to discourage and 
eliminate fraudulent exploiters in the shoe trade; to 
secure freedom from unlawful exactions and to pro- 
tect our craft from unjust legislation; to protect mem- 
bers from unscrupulous and dishonest employees, and 
to co-operate with all who desire the welfare and bet- 
terment of the shoe trade.” 


Standing Committees’ Named 


Committees and their members were announced as 
follows: 

Resolutions—J. W. Clisby of Macon, chairman; J. B. 
Eubanks of Charleston and W. E. Watson of Sanford. 

Constitution and By-Laws—W. S. Byck of Atlanta, 
chairman; F. A. Condon of Charleston and W. E. 
Watson of Sanford. 

Treasurer's Report—G,. P. Golden of Jacksonville, 
chairman; Dave Rich of Birmingham, Walter Miller 
of Columbus, Ga. 
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Secretary's Report—Fred S. Stewart of Atlanta, 
chairman; A. E. Pilgrim of St. Augustine; M. A. Con- 
don of Charleston. 

Nominating—J. O. Steele of Atlanta, chairman: 
J. N. Jones of Montgomery; M. A. Condon of Charles- 
ton; W. L. Tillinghast of St. Petersburg; Thomas J. 
Crittenden of Birmingham; H. S. Smith of Thomas- 
ville; Mr. Davis, Albany, Ga. 

President's Report—Charles P. Brady of Atlanta, 
chairman; W. S. Byck of Atlanta and Dave Rich of 
Birmingham. 

Round Table Discussion 

From 2.30 to 4.30 the dealers engaged in a round 
table discussion of topics of vital importance to the 
trade, The first was on advertising a retail shoe store, 
led by Fred S. Stewart of Atlanta; the second, compen- 





JOSEPH W. CLISBY 


Macon, Ga., Shoe Merchant, who has 
been elected president of the Southeastern 
Shoe Retailers’ Association 


sating sales people, led by J. O. Steele of Atlanta; and 
third, plans for expanding trade, led by Charles A. 
Brady of Atlanta. 

The meeting closed with an address by Arthur D. 
Anderson, editor of the Bool and Shoe Recorder, Boston, 
Mass., who appeared for Everit B. Terhune, publisher 
of the publication, who was unable to attend. 

Mr. Anderson’s remarks were authoritative, and he 
gave much information which will prove of importance 
to the dealers in the future. At the conclusion of his 
address, President Wilkinson declared that if Mr. An- 
derson’s message was the only feature of the meeting, 
the dealers who had heard it should feel amply com- 
pensated for. their trip to this city. 

An interesting feature of the round table discussion 
were Mr. Steele’s preliminary remarks on compensating 
retail sales people. ‘‘My experience has been,”’ he said, 
“that a basis or method which is a success in-one store 
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does not seem to succeed in another, even in the same 
city. There is of course a common ground for all , in 
that compensation must be based on a certain fixed 
percentage and is the surest barometer of net profits. 


Amount of Sales the Best Test 


“If there is a merchant here who does not know ex- 
actly what each of his sales people cost on a percentage 
basis. I'd say he does not know who is most valuable, 
because in the last analysis amount of sales is the way 
to judge. The amount allowed for sales must be deter- 
mined by each store, and should be in proper relation 
to gross profit. In no case, however, should this 
amount exceed 10 per cent, and this amount should 
cover the manager's salary as well. Ten per cent 
should be and must be the maximum allowed for the 
selling department. This should cover bonuses of 
every description, including p.m.s. 

“At the present time we are using in one of our 
stores a drawing account and 2 per cent weekly on all 
net sales. In addition, we give p.m.s. Under this plan 
we base the drawing account on six per cent. A sales- 
man drawing $24.00 per week is supposed to sel] no 
less than $400.00. If this amount is sold, he is paid 
$24.00 plus two per cent, or $32.00, which makes the 
cost eight per cent on his sales. Should he sel} $600.00 
he is paid $24.00 salary and $12.00 bonus, which re- 
duces the percentage to six per cent. Should he sell 
$800.00, he is paid $24.00 salary and $16.00 bonus a 
total of $40.00. which reduces the percentage to five 
per cent. 

“This plan is not entirely satisfactory, as we find 
the sales people seldom exceed their drawing account 
as they naturally insist on as large drawing account as 
possible 

Advantages of a Bonus 

‘‘In another store we base a salesman on six per cent 
of net sales and if he costs us less for a period of six 
months he is paid a bonus equal to the difference. 

“In another store we give as a bonus 15 per cent of 
the net profits each six months. This is divided on the 
basis of the salary drawn. The salesmen in this store 
are based on a commission of seven per cent, but are 
not paid a bonus other than the per cent of profits, 
except p.m.s., which we give in all stores. 

“We have found recently, however, we are largely 
like the man in a small town who was asked by a visitor 
if they were bothered much with autoists breaking 
their speed laws, who replied, ‘No, not now; we in- 
creased the speed limit to 60 miles an hour and very 
few can make it.’ 

“It seems to me on the basis of fairness that sales 
people should participate in the profits of a concern 
which they help to make a success. We have always 
paid this in some form, and we did not hesitate to cut 
salaries when the slump came. I do not think we lost 
a man when the cuts were put in effect. The several 
very successful merchants have told me they did not 
believe in bonuses of any description, except p.m.s. 
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The Basis of a Good System 

“I feel each man is the best judge of what his busi- 
ness will stand and the kind of business shou'd be a 
deciding factor. Summed up, I would say: 

“Fix a reasonable per cent for sales and stay within 
that amount. At any time this is exceeded you have 
too much help for the business done or the wrong kind 
of help. 

“Don’t take it for granted a man is valuable unless 
the figures show it. 

“Be able at all times to tell in a few minutes how 
much each man is costing you. 

“If a man is worth it, do not wait for him to ask 
you for a raise.” 


Women Entertained at Theatre 


Monday the women were guests at a theatre party, 
while the merchants viewed the exhibits of many of 
the manufacturers’ representatives. 

After the reading of the reports at the Wednesday 
session, M. A. Condon of Charleston, S. C., led the 
round table discussion on the training of sales people. 

Turner Jones, Valdosta, Ga., spoke on the effects of 
good roads on the small-town merchant, emphasizing 
that good roads were the highways of good business in 
trading centers, but they mean the finish of the village. 

“The little settlement ten miles out from my town,” 
he said, “did more business by 50 per cent ten years 
ago than they do now. Every merchant should get 
from his local postmaster a rural free delivery list, so 
as to cover his county box by box. The alert town 
shoe store can compete with the mail order house by 
quality and style and speed delivery.” 

A styles committee, headed by Werner S. Byck. 
Louis Funkenstein, Athens, Ga.; Charles Davis, Tam- 
pa, Fla.; M. A. Condon, Charleston, S. C.; J. Nick 
Jones, Montgomery, Ala., after spendng the morning 
selecting typical Fall styles, presented to the conven- 
tion on a six-foot table the average salable stock of a 
shoe store in a community of from three to ten thou- 
sand inhabitants. 


Staging a Style Selection 


This feature of the convention was staged to its big- 
gest attendance. 

When the subject of higher heels came up, it was 
unanimously decided that every merchant can market 
his low heel shoes at regular prices in the coming 
months and that the adoption of higher heels should 
be a gradual process in evening and afternoon foot- 
wear, leaving the low effects still good in walking types. 
Several merchants emphasized that never a dollar had 
been lost on low heels by them. 

The Recorder will give a further analysis of this new 
feature of interpreting styles in an early issue. Fred S. 
Stewart of Atlanta completed the Wednesday session 
by a report on the Brooklyn Style Show. 
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Delegates on River Trip 


Wednesday evening was Jacksonville’s banner hos- 
pitality event. Motor boats took every conventionite 
out to Peck’s houseboat which was then towed down the 
beautiful St. Johns River for a moonlight sail, The exec- 
utives of the association tucked themselves into the 
corner of the kitchen to transact the final business of 
the convention while the members were enjoyng them- 
selves. 

On Thursday morning, bright and early, every mem- 
ber and salesman was taken by automobile for a 40-mile 
ride to Pablo Beach. At the beach the final session of 
the convention was transacted with businesslike dis- 
patch. The election of officers resulted in the following: 
President, J. W. Clisby, Macon, Ga.; vice-presidents, 
Dave Rich, Birmingham; G. P. Golden, Jacksonville; 
M. A. Condon, Charleston; and Fred S, Stewart, 
Atlanta. Treas™rer, Mose Straus, Atlanta; Lecretary, 
CV. Hohenstein, Atlanta. 

Directors, Moe Smith, Savannah; Joseph Ehrlich, 
Albany, Ga.; George Busy, Macon; W. L. Tillinghast, 
St. Petersburg; M. Scrugg, Spartanburg; J. Nick Jones, 
Montgomery, Ala. 


Birmingham the Next Place 


Several cities asked for the next convention, but 
Birmingham won. 

So much of the great success of this convention was 
due to the labors of the Jacksonville committee that 
their names should be featured. 

Convention Committee—G. P. Golden, general 
chairman, 

Program—D, J. O’ Leary, chairman; George Pollock, 
J. H. Peters, Jacob I. Jacobs, J. M. Edenfield. 

Reception and Entertainment—J. M. Edenfield, 
chairman; John L. Edwards, Harry Gerbert, Joseph R. 
Gordon, Louis Weiss, Joseph J. Jordan, John N. Lamb, 
S. Sawilowsky. 

Finance—J. H. Peters, chairman; George Pollock, 
Jacob 1. Jacobs, S. Sawilowsky. 

Transportation—Jacob Weiss, chairman; T. N. 
Brown, William J. Singleton. 

Registration and Badges—Joseph R. Gordon, chair- 
man; M. T. Paris, Harry Gerbert, T. N. Brown, W. J. 
Hollaway. 

Publicity—R. O. Riddle, chairman; M. L. Baker, 
Simon Grossman, George H. Gifford. 

Reservations—T. W. Beagle, chairman; M. L. Baker, 
John N. Lamb. 

Ladies—Mrs. J. M. Edenfield, chairman; Miss 
Margaret Golden, Mrs. Sallie Munn, Mrs, L. Edwards, 
Mrs. W. J. Hollaway. 





Peter D. Long is Dead 


Sunbury, Pa.—Peter D. Long of the retail shoe firm 
of Long & Broome, died at his home, 1027 Chestnut 
Street, on May 22. 
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Massachusetts Merchants Meet at Worcester 


First Meeting in History of Association Away from Boston—Past 
Year's Work Big Success—Congressman Winslow 


Says Business 


ciation members from all parts of the old Bay 
State and other sections of New England, to the 
number of one hundred and fifteen strong, motored to 
Worcester on the evening of Wednesday, June 7, to 
hold their final get-together of the season. The holding 
of this meeting in Worcester was a decided innovation, 
and marked the first time in its eight years of existence 
that the association has ever forsaken Boston. As 
Henry Hagan expressed it—‘‘Eastern members have 
a debt of gratitude to pay to the retail merchants of 
Worcester County and West for the splendid support 
they have given the association. But the digression 
was a happy one, and especially on the warm June 
evening, as merchants felt much refreshed, after a 
trying day in the store, by their delightful ride over 
the country-side. 
The enthusiastic shoe merchandisers of New Eng- 
land arrived at Hotel Bancroft a little before 6:30 P M. 
the hour when the company sat down to partake of 
a fine banquet, to which all did full justice. 


te Massachusetts Retail Shoe Merchants’ Asso- 


Membership Is 252 Strong 


President Hagan presided and was “‘on to the job” 
every minute, ever keeping in mind the best interests 
of the association. There is no question in any one’s 
mind that the big success which has been enjoyed by 
the association this year is due entirely to President 
Hagan’s untiring efforts. Another proof was furnished 
at this meeting, when twelve new members were ad- 
mitted, making the total roll call to date of 252 mem- 
bers. 


Has Improved 


Worcester’s Mayor Welcomes Guests 


Mayor Sullivan of Worcester made the address of 
welcome and also urged the merchants to spread edu- 
cational propaganda as to the tax on shoes which the 
proposed duty on hides would surely levy. Mayor 
Sullivan is an orator, and delighted his listeners with 
his well-chosen remarks. 


Congressman Winslow Presents Problems 


Congressman Samuel E. Winslow, chairman of the 
Interstate and Foreign Commerce Committee, gave a 
twenty-minute talk on the three great problems in 
which the people of the State are much interested— 
namely, the Cape Cod Canal, the bonus and tariff bills. 
Regarding the tariff bill, he said- “This is of great in- 
erest to you shoe men, as it relates to the duty on 
hides, leather, and shoes. The delaying of final action 
on the tariff is due to the fact that the establishment 
of a protective tariff now is a delicate matter, in view 
of the fact that there is uncertainty of what goods will 
cost in a week or a month, and that nothing is known 
of costs today in Europe.” He also spoke about im- 
proved business conditions and touched in a rather 
vague way on the subject of interchangeable mileage. 


Childs Urges Good Fitting 


Thomas S. Childs of Holyoke spoke of the future of 
the shoe business. He compared conditions of the 


past and present in footwear merchandising as they 

related to style and staple merchandise and stated the 

proportion of strictly style shoes which he believed 
(Continued on page 84) 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 


A series of condensed medical articles with numerous illustrations have been prepared 


by the writer for the “Boot and Shoe Recorder.” 


They are direct results of a question- 


naire on shoes and feet that was sent to orthopedic surgeons and shoe merchants 


By HERMAN W. MARSHALL, M.D. 


SESAMOID BONES 


MALL circular disc-like bones are found perform- 
S ing special functions in different regions of the 

body as they are attached to tendons. Such 
tendon bones or sesamoids are found embedded in 
great toe tendons. Tendons of little toes may possess 
them. In the hands they occur in tendons of thumbs 
and little fingers. At the knee there is the largest and 
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Figure 20— X-ray of a knee joint with its knee cap shown al 2. 


Upper leg at 1. Lower leg at 4 
most important one, namely, the patella, or knee 
pan, or knee cap, as it is called. 

The knee cap presents a convenient size for illus- 
tration and explanation, and its troubles are familiarly 
known. Accordingly peculiarities of the knee pan 
will be utilized to make clear the uses and troubles 
of toe sesamoids. 

Several large muscles on the front side of the upper 
leg are gathered into a common fibrous prolongation 
which is attached a short 
distance below the knee to 
the lower leg. This attach- 
ment is made by the patella 
tendon. The patella itself 
is embedded in the patella 
tendon and in the continu- 
ous envelope of fibrous 
tissue over the front of the 
knee joint. 

Figure 20 shows an X-ray 


, <n bone is indi 
picture of a knee joint as po pet 





Figure 22— X-ray of sesamoid bones of the foot. A great toe 


seen from the side of the leg. Muscles of the upper 
leg are located at 1, the patella is situated at 2, the 
patella tendon at 3, and insertion of this tendon into 
the bone of the lower leg at 4. Muscular force is trans- 
mitted from | through 2 and 3 to 4, 

If a knee cap is examined on its under side during 
any operation at which the knee joint is opened, there 





Figure 21— X-ray of a knee joint with a broken knee cap. The 
latter has been bound together with silver wire 


will be observed a smooth, glistening, bony prominence 
surrounded by a continuous layer of soft tissue. The 
bearing surface of the patella has a similar appearance 
to bony joint surfaces against which it rests, and to 
which it conforms to a certain degree. 

When upper leg muscles contract the knee is 
straightened, and during the pulling process lateral 
pressure against the knee joint is borne by the small 
smooth surface of the knee cap. It keeps the fibrous 
tendon from pressing 
heavily against joint sur- 
faces, and it acts as a rigid 
block that minimizes fric- 
tion in movements of the 
joint, increasing the effi- 
ciency of muscular force 
expended. It saves the 
tendon from irritation, also 
it changes the direction of 
transmitted muscular pull 


by one arrow, while the other arrow shows a : 
small sesamoid bone in the peroneus longus tendon nearer the heel Sharply in a manner that 
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would be done less abruptly and less advantageously 
if fibrous prolongations of muscles alone swept around 
bony joint surfaces closely in contact with them all 
of the way. In Figure 20 an intervening clearer space 
can be seen between the patella tendon and the under- 
When the leg is extended the knee pan 
is pulled upward a little by 
muscular shortening, and it 
slips into a hollow becoming 
less prominent, 

Fractures of knee caps are 
followed often by imperfect 
repair. Instead of bony union 
taking place between broken 
fragments there is fibrous 
union quite commonly. Figure 
21 shows a fractured patella 
which was broken years ago. 
Silver wire was used to hold 
bony fragments together, 
Figure 21-21, and the wire in 
this instance has kept pieces of 
the knee cap from separating 
widely as might otherwise hap- 
pen, yet bony repair has been 
imperfect. Fibrous union has 
taken place which allows the 
bony deformity illustrated in 
this picture. There is some 
weakness of this joint. 

Injury without fracture of 
the knee cap may produce 
local pain, and soreness to 
pressure, There may collect 
in the joint a protective accu- 
mulation of fluid which lessens harmful friction and 
pressure, and which is called water on the knee. The 
latter subsides again usually as harmful irritation 


lving bone. 





Figure 23—Sesamoid bones 
of the great loe. These are 
the rounded dark areas in- 
dicated by the three arrows 


subsides. 

Figure 22 shows one of the two small sesamoid bones 
under the ball of the great toe which act like knee 
caps. They are embedded in two tendons that become 
attached to the bone immediately after bridging the 
joint gap at which the sesamoids are located. These 
toe caps take lateral pressure transmitted by the 
tendon, and bear more firmly against the underlying 
bone as the tendon becomes tense. They change direc- 
tion of the mechanical pull abruptly at the joint, 
while they protect the tendon from irritation and wear. 

Injuries to great toe sesamoids may cause soreness 
in the ball of the foot if local inflammation is produced, 
Fractures of sesamoids of toes occur occasionally, 
and toes may become weaker from this cause as 
happens with fractured knee caps; but weakness 
produced by fractured sesamoids of the feet may 
be favored unconsciously so that the trouble may re- 
main vnrecognized, 

Shoe fitters and orthopedists have to remember 
that soreness beneath great toe joints is not caused 
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always by calluses or inflamations within the toe 
joints of usual types. When properly placed pads 
fail to afford relief, if soreness still continues, then 
possibility of inflammation about sesamoid bone 
should be thought of. Motions of toes may keep up 
harmful irritation under these circumstances, even 
though direct pressure has been relieved, so that use 
of sore toes should be minimized as motions of a 
sore knee are limited in acute knee inflammations. 

There are two sesamoids at the base of each great 
toe, one in each of the two tendinous divisions of the 
short flexor muscle of this toe; and there may be an 
additional one at the terminal joint in the long 
flexor tendon, as shown in Figure 23. A very 
small sesamoid is shown in Figure 22 which is 
embedded in the tendon of the long peroneal muscle, 
at the point where this tendon turns sharply under 
the outer edge of the foot. 

Sesamoid bones of toes have been removed at opera- 
tions when there has been prolonged soreness, and 
such treatment has been beneficial apparently in some 
instances, This procedure is open to theoretical objec- 
tion that some efficiency is sacrificed and the tendon 
becomes exposed to future irritation, but patients can 
get along with or without sesamoids. 


Massachusetts Merchants Meet at 
Worcester 
(Concluded from page 82) 


that the merchant should carry. He said that he be- 
lieved that the merchant who is going to do the busi- 
ness is the one who gives proper service and proper 
advice in shoe fitting. 

C. E. Barnes of Leominster spoke on installing a 
hosiery department in a shoe store. 

James H. Stone, editor of the “Shoe Retailer,” spoke 
in favor of free hides, and said in part: ““We need free 
hides today, even though it is necessary to make a 
charge on imported shoes and leathers. We need men 
in Congress who will stand behind principles, win or 
lose, and I ask you, Mr. Congressman, to do your 
duty in regard to this matter when it comes up for 
consideration before your committee. 

At about 10 P.M. the meeting adjourned, and the 
guests from the farthest-away points reached their 
homes before the clock struck midnight. 


Some Shoes Coming In 


Washington, June 1—Statistics of imports compiled 
by the Bureau of Foreign and Domestic Commerce for 
April show that 6,846 pairs of leather boots and shoes 
having a declared value of $38,997 were entered at 
American ports. England shipped 2,803 pairs having a 
value of $21.335. Switzerland was next with 1,658 
pairs having a declared value of $11,414. The 1,181 
pairs from Germany had a value of only $1407. 
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Reproduction made from architect’s drawing of the new A. M. Creighton plant in Lynn 


Creighton Creates Confidence 


The Lynn Spirit Exemplified in New Building Announcement— 
Ground to Be Broken at Once 


S if to give further impetus to an already en- 
gendered feeling of optimism comes the an- 
nouncement that A. M. Creighton is to start 

this week to break ground on a new plant that will 
house his entire footwear business. 

The settlement of Lynn’s labor difficulties; the ele- 
ment of confidence which this new building project is 
bound to instill in all the trade, together with the 
nation-wide belief of the coming period of sound pros- 
perity—all this tends to produce that courage which 
gives New England shoedom a new impetus for better 
things to come 


To be Completed December | 


This new building will be erected on Lynn boulevard 
between the proposed Bubier Street and Kingman 
Street, West Lynn, adjacent to the Gardiner factory. 
It will be one of the first modern factories devoted to 
shoe manufacture in this section and will be designed 
and constructed after the most approved modern en- 
gineering and manufacturing practices. 


Reinforced Concrete 


99 


The building proper will be “L”-shaped with 225 
foot frontage on the boulevard and 225 feet along 
Bubier Street. Both wings will be 50 feet wide, four 
stories in height and at their junction will be a large 
ornamental clock tower. Adjoining the rear of the 
boulevard wing will be a large service tower, the same 
height as the wing itself. In this tower will be stair- 
cases, rest room, hospital and toilet facilities. Con- 


struction of the floors and columns will be of reinforced 
concrete throughout, with brick curtain walls under 
the windows. In this type of construction is obtained 
what is known as maximum lighting area. This means 
that two-thirds or more of the wall space is devoted to 
windows and on a building of this width it gives clear, 
unobstructed light in all portions of the floors. 


Thirty Feet from Boulevard 


Much time and attention will be devoted to mak- 
ing the building and its surroundings of attractive, 
pleasing appearance. The building will be set back 
about 30 feet from the boulevard so as to provide an 
inviting foreground. The architectural features of the 
building have been designed with the purpose of mak- 
ing the building distinctive without any undue elabora- 
tion. 

It is the opinion of those who have examined 
the architect’s views that an unusually pleasing effect 
has been obtained by the use of architectural features 
adapted to concrete work. 

It is expected that the construction of the building 
will start immediately and work to be substantially 
completed by December 1, 1922. 

General contract for the construction has been 
awarded the Turner Construction Company, Boston, 
after negotiations between Mr. Creighton and Arthur 
C. Tozzer of Lynn, who is vice president and general 
manager of the Turner Construction Company. 

The architectural work will be by Harold Field 
Kellogg, Poston. 
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There’s No Money in Being Just 
“An Average Man” 


“TT is not what you know but what you do with 

I what you know that makes for success in busi- 

ness,’ says Harry N. Tolles, president of the 
Sheldon school. 

A cartoon in The Chicago Tribune recently pictured 
a subscription solicitor trying to sell a lank, lean, lazy 
looking farmer a subscription to a farm journal. The 
farmer said: “I don’t want your paper. No use to 
take it. I ain’t farming now as good as I know how.” 

Recently a Chicago concern decided to send 12 or 
15 men out in various territories to sell a propositon 
and make investigations of conditions in those terri- 
tories. Four blind ads for salesmen in the classified 
section of a Chicago paper brought about 150 replies. 
Approximately 75 men were interviewed and 15 
selected. All were bright, intelligent men from almost 
every walk of life, only a few of whom had had previous 
experience in the field. Some of them were lawyers, 
some were salesmen who had formerly held lucrative 
and responsible positions. Some had specialized in 
other avocations. Al) were well educated as we usually 
define that term, but leaving the fields in which they 
were experienced to enter a new one. 

One man was a lawyer admitted to practice in two 
different states and in the United States courts. After 
practicing his profession for ten years he became a 
salesman. 

Statistics a few years ago showed that the average 
income of lawyers was less than $700 per year, that of 
doctors about the same, while teachers and preachers 
earned even less. 

Figures have recently been compiled that show that 
the average daily wage of coal miners was about $1.60 
per day. 

Probably the income of salesman 





salesmen of every 


sort and grade—would not show up much better. 
Even the net income of merchants if an average could 
be arrived at would in all probability not greatly exceed 
that of the professions, the coal miners or the salesmen 


and yet this is not sufficient reason for any man to 
leave the field of merchandising. 

Today competition is hard, not only in merchandis- 
ing but in every field of endeavor. The survival of 
the fittest is not a pleasant term; it is not a sweet 
sounding phrase, but when jobs get scarce the less 
competent usually “get the gate” first. When buying 
slacks up the less progressive stores are usually the 
first ones to feel the brunt. Oft-times failure comes 
through lack of knowledge and training. A merchant 
goes into business without first acquiring a knowledge 
of the merchandise which he is attempting to sell; or 
without making a survey of the territory to determine 
the grades and styles he should carry. 

A shoe salesman may fail because he does not know 
shoes and leather or styles, or because he lacks know]- 
edge of human nature or because his personal appear- 
ance or mode of address is offensive to people. But 
on the other hand, failure is just as apt, and possibly 
more apt, to come through not using the knowledge 
one has—*‘Not farming now as good as I know how.” 

In every walk of life are men who stand out as suc- 
cesses, not necessarily men who have become million- 
aires but men who have accomplished in a fair degree 
what they set out to accomplish. 

And there are the other men with equal chances 
and opportunity, equally well equipped, who have 
failed. Why the difference? Sure it is that it doesn’t 
pay to be no better than the average. It might pay 
a lot of us to read the Nazarene’s parable of the talents 
—‘Unto him that hath shall be given.” 





W. H. Thistlewaite Dead 


Helena, Mont.—W. H. Thistlewaite, one of the 
pioneer shoe merchants of Helena, Mont., passed away 
in this city on March 25. Mr. Thistlewaite was in 
business for thirty-five years in that section. The 
business will be continued under the management of 
his son Roy. 
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Advertising and Advertisements 


To Get Your Message Across Put Yourself 
in the Place of the Other Fellow 


By E. C. LOGAN 
Western Editor of the Boot and Shoe Recorder 


This is the third article under Part I, “Getting the Customer into 
the Store,’ which is a sub-head of the general topic, “The Recorder 
Shoe Store a Successful Institution.”’ Already comments and criti- 
cisms are beginning to come in. We do not resent criticism; in fact, 
we welcome it. l et it be understood that this series of articles is not a 
theoretical or academic deserationt on advertising or store conduct 
rather it is a delineation of pians, schemes and ideas that have made 
good in stores that have come under the obersvation of the editor, and 
which we feel can be successfully used by other members of the big 
Recorder family.—(Editor’s Note). 


DVERTISING is by far a bigger and broader 
A term than advertisement. 

Advertising involves an analysis of the field 
or market, the selection of media, laying out of cam- 
paign, preparation of copy and layouts, securing and 
arrangements of cuts, knowledge of the article to be 
advertised and knowledge of people, and especially of 
the class and type of people to whom the appeal is to be 
addressed. 

The advertisement is the finished product presented 
for the inspection of the people for whom it has been 
prepared and to whom it has been addressed. 


The Use of Dealer Helps 


Only a very small percentage of shoe merchants em- 
ploy advertising agencies to build and write their ad- 
vertisements, There are a number of syndicates which 
furnish ‘‘canned” or “boiler plate’’ advertisements for 
merchants in every line of retail business. Most of these 
have a far-away sound and do not reflect the character 
or individuality of the merchant. 

Many manufacturers furnish dealer helps to their 
customers which are intended to tell the story of the 
particular merchandise made by that manufacturer. 
These are frequently valuable to the merchant and can 
be successfully used, especially where they are changed 
just enough to give them local color. 

The great majority of shoe merchants, however, do 
their own advertising and prepare their own copy and 
layouts. In many instances, valuable assistance is ob- 
tained from the advertising department of the local 
newspaper. Very frequently merchants overlook and 
fail to take advantage of this source of assistance. 


Overcoming a Disadvantage 


A very large pércentage of merchants now in business 
have come up through the ranks via the fitting stool 
route, Comparatively few have had the benefit of what 
is usually termed “higher education,” nor have they 
had advantage of technical training in business man- 
agement or the preparation of advertising material. 


The rank and file have been educated in the school of 
hard knocks, They know shoes and know how to talk the 
merits of footwear when face to face with a customer, 
They are proficient in talking about their store, its 
service and the principles on which the business rests. 

When face to face with the customer they are good 
salesmen of both merchandise and goodwill, but when 
it comes to reducing these sales talks to readable mes- 
sages that will bring people to the store, the average 
merchant is facing a Herculean task which taxes all of 
his wits and energies. 

How One Merchant Woke Up 

In relating a chapter out of his own experience a 
Missouri merchant tells the story about this way: 

“During the first few years of my retail shoe experi- 
ence | worked hard, | bought good merchandise and 
endeavored to treat people as they should be treated. 
| advertised consistently, but for some reason my ad- 
vertising didn’t draw as it should have, 

“It took me a long time to find out what was wrong. | 
always prepared advertisements at night after the store 
was closed. | had one competitor who was always a 
thorn in my side, He gave me no end of trouble and 
worriment, because he was handling very much the 
same class of merchandise that | was selling, and his 
business was growing, while mine was-not progressing 
as it should. 

‘Before starting to write my own advertising | would 
take a walk up street, look at his windows and then go 
back and write my advertisement and quote my prices 
just a little bit under his. When the copy was written 
and the layout all prepared. | would hold it up and with 
a smile say to myself, ‘Old Jones will sit up and take 
notice when he sees this ad in the papers.’ 


And Here’s His Solution 

“Possibly Jones did sit up and take notice, but the 
public didn’t, Apparently they were paying very little 
attention to my ads. 

“One night between eleven and twelve o’clock when 
1 had finished one of these laborious efforts, 1 held it up 
and looked at it as before, but some way or other | was 
not satisfied with that effort and then I had a vision. 
I suddenly awoke to the fact that all through the years 
I had been writing my advertisements and directing my 
whole campaign of advertising to Jones, and Jones 
wouldn’t buy a pair of shoes of me no matter how at- 
tractive they were or how low a price | put on them. 
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“| telephoned my wife that | would be home later 
than usual, [I then tore up that ad and | thought of one 
woman whom | believed would be interested in the 
particular shoes that | had in mind advertising. I 
thought of everything that | would probably say to her 
if | had that shoe in my hand and was talking to her 
face to face in the store: and then | wrote down that 
supposed conversation, [I used her as an example typify- 
ing the class of women throughout my trading zone who, 
in my opinion, would be interested in those particular 
shoes. 

“I then couched that sales talk in as few words as 
possible and, strange as it may seem, that particular 
woman was one of the first customers to respond to that 
ad, 

“From that time forward my advertising began to 
draw, my business began to grow and through that 
method of publicity I have been reasonably successful,” 


Leaders and Trailers 


In a Middle Western county seat town are two stores, 
which contain about the same amount of floor space. 
One store, however, employs a considerably larger num- 
ber of people and does a correspondingly larger busi- 
ness, although its location is not as good as the store 
that does the lesser business. Both stores are well- 
financed. carry about the same grade of merchandise 
and appeal to about the same class of people. Each 
store spends about the same amount of money for 
advertising. 

The first store, the one doing the larger volume of 
business, lays out its campaign of advertising at the 
beginning of the year and holds to the schedule with 
pretty close accuracy. Whenever this store puts on a 
special sale or uses unusually large advertising space, 
the second store gains the information as to what the 
first store is doing, either through an employee of the 
first store, or through an employee of the newspaper 
carrying the advertising. As soon as the second store 
finds out that the first store is doing something special 
in advertising, it hastily prepares an advertisement 
which is almost a duplicate of what the first store is 
running. Frequently prices are quoted a little under the 
prices announced by the first store. 

It is needless to say that the first store gets the lion’s 
share of the business and has made a reputation for it- 
self, as a leader, while the second store is looked upon 
as a trailer 

Originality, fearlessness and straightforward business 
principles usually win. The world respects the man who 
blazes the trai!, but it has little love for the feist that is 
always yapping and barking at somebody’s else heels. 


Shoe Knowledge Necessary, but Knowledge of People 
Imperative 


In order successfully to advertise shoes, a knowledge 
of shoemaking, shoe materials and shoe styles is neces- 
sary. No man can successfully sel] a product unless he is 
familiar with that product. But, a knowledge of human 
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nature is just as important and possibly more so, and 
especially must the advertiser be familiar with the 
habits and thoughts of the particular people to whom 
the advertising appeal is addressed. 

He must know something of their customs and habits 
of life, of their occupations, their amusements and 
recreations. He must take into consideration the 
average degree of intelligence represented by the 
people of the community. 


Profit by Government Experience 


The greatest degree of success in both direct and in- 
direct advertising is attained through couching the 
message in words and terms that are not only readable 
but understandable, by the rank and file of people who 
are in position to buy the particular merchandise 
advertised. 

Many an advertisement which is well written and is 
the result of long hours of thought and preparation 
fails, because it goes over the heads of the people whom 
it is intended to reach. And conversely, an advertise- 
ment intended to sell real high-class merchandise often 
fails because the language used does not appeal to 
people of high intelligence. 

The world at large has been inclined to laugh at men 
who ha ‘e devoted their lives to the study of psychology. 
It has been considered that knowledge of this sort had 
no place in industry, certainly not in retail merchan- 
dising. 

When the United States government found it neces- 
sary to build an army in an incredibly short space of 
time; to drill men and find officers capable of command- 
ing the various units. then the knowledge gained by 
psychologists became of inestimable value. 

The intelligence tests which psychologists had worked 
out through years of research enabled the government 
to select officers of superior and inferior grade and to 
distribute the enlisted men in the various arms of the 
service to the best advantage. 

At the present time many of the big advertisers of 
the country are using the information gained through 
those intelligence tests to great advantage in conducting 
advertising campaigns. 


Intelligence, Rather than Education 


The tests made by the government were based upon 
intelligence and not academic education, although it 
was found that the man who had received educational 
training, as a rule stood higher than those who had been 
denied such a privilege. 

Two tests were prepared; the “Alpha” test for those 
who could read and write English readily, and the 
“Beta” test for illiterate, non-English speaking, and 
those who cou!'d read and write English, but without 
facility. 

In the final results the two classes were shown to- 
gether and men were graded “A,” “B,” “C,” “D,” and 
= 

“A” and “B” comprised men of super-intelligence; 
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“C” the men of average intelligence and “D” and “E 
the men of inferior and very inferior intelligence. 


The net totals showed: 
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**A”’ Grade 


When it is considered that the “A” grade or extra- 
super intelligent, comprised only about 4 per cent of the 
million and three-quarters’ men who were tested and 
only approximately 8 per cent represented brain capac- 
ity over 21 years of age, while 66 per cent represented 
intelligence from 13 to 18 years, it can readily be seen 
that the language of advertising must be comparatively 
simple and devoid of big words and long phrases, in 
order to be comprehended by the majority of people. 


Four Per Cent in 


Striking a Parallel Between Merchandise and Mental 
Strata 


W. 5S. Arant of Des Moines who has charge of the 
advertising for the chain of Panor Stores has success- 
fully used the government psychological tests in prepa- 
ration of his advertising copy. 

Some of the Panor Stores sell very high-grade mer- 
chandise, others are devoted to medium grades, while 
others confine themselves largely to the lower grades. 

While it is recognized that purchasing power and 
intelligence are not always parallel, that is to say, that 
the purchasing power of an individual is not always de- 
termined by his intelligence, yet Mr. Arant has found it 
advisable to use a different terminology and a different 
sort of language in preparing advertising copy for the 
various grades of stores. He endeavors to strike a paral- 
lel between the mental strata of the public and the class 
of merchandise which he is advertising. 

Mr. Arant’s advice on preparing advertising copy is, 
first, place in front of you the shoes you are going to 
advertise, write the thoughts as they come to you with- 
out considering diction or final arrangement, but em- 
phasizing the good talking points you would use in 
making a sale; second, arrange this sales talk in logical 
order; and third, cut out all superfluous words, phrases 
and sentences. 


Preparing the Layout 


Psychologists tell us that 80 per cent of all the knowl- 
edge obtained by the human being is obtained through 
the eye and that the eye of the average person can see 
and transmit to the mind three things at one time. 

It is important then that the illustration and the 
principal part of the sales talk of an advertisement be 
centered so that the eye will see and the mind compre- 
hend it at the first glance. A picture or illustration tells 
a story at one glance which it would require many 
words to depict. For this reason illustrations not only 
attract attention but assist in getting the message 
across. 
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Where to Place Illustration 


As a general rule, where one illustration is used in an 
ad, it is best to place it near the top of the ad and mid- 
way between the right and left side. This, however, is 
not always true, because the cut or illustration may not 
always be the important feature of the ad, but whatever 
is important should occupy the commanding position 
near the top of the ad. 

A whole book could be written on layouts, back- 
grounds and borders, but the important thing is to not 
overcrowd, but leave white space enough so that the 
printed matter wil] stand out and be easily read. 


Difficulty in Obtaining Cuts 

One of the greatest difficulties which the average 
retail shoe merchant encounters in preparing his ad- 
vertisements is to get cuts which accurately picture the 
merchandise which he is advertising. 

The big stores in the larger cities have a distinct 
advantage over merchants in smaller communities in 
this particular. They are in position to hire artists who 
are experienced in making pen and ink drawings of the 
shoes to be advertised. These drawings are compara- 
tively expensive and the cuts made from them further 
increase the expense of the advertising. Line drawings 
which show the outline of the shoe cost from $3 to $4 
while wash drawings which reproduce a complete pic- 
ture of the shoe cost usually from $5 to $7. Cuts for 
newspapers cost usually from $2.50 to $4. 

It is practically impossible for the merchant in the 
small town to follow this plan, because in the first place, 
local artists are not available who are competent to 
make the drawings. And, in the next place, few en- 
gravers are available in the smaller communities to 
make the cuts. 

Some merchants in the smaller cities have been fairly 
successful in having shoe photographed and then hav- 
ing the photograph retouched and highlighted, and cuts 
made from the photograph 


How a Texas Merchant Solves the Problem 


A live-wire Texas merchant, when he places an order 
gives instructions to the factory to have drawings and 
cuts made of the particularly stylish numbers which he 
wishes to illustrate in his local papers. He, of course, does 
not avoid the additional expense of having drawings and 
cuts made, but he has them on time, so that when the 
shoes come in he is already to shoot the advertising 
campaign on these particular numbers. 

The factory is willing to render this service, realizing 
that the more shoes the merchant sells the more he will 
buy from them. ' 


Recorder Ad-Visor Service 


Realizing the problem which merchants in smaller 
cities and towns are up against, the Recorder Ad-Visor 
service was instituted. The intention of this service is to 
furnish ideas which a merchant can use in preparing his 
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own copy and layout. The cuts shown are available for 
merchants who want them. 


Truth the Important Factor 

Printed advertising whether in newspapers, form 
letters or other direct-by-mail matter, puts you defi- 
nitely and squarely on record. 

Do you want the public of your community to be- 
lieve in you, to have faith in you and trust you, or do 
you wish them to doubt you? Do you wish to appear as 
a truthful man or as a liar? 

Your advertising is the index by which the public 
judges you, your personality, your store, your mer- 
chandise, your salespeople and your methods and princ- 
ipals of doing business. 

An exaggerated or even untrue statement, might be 
made to an individual customer in the store and that 
exaggeration and non-truth might possibly be forgotten 
and go no further. Bat, if that same statement appears 
in print, there is no recalling it, and it travels on and on 

Put yourself in the place of the other fellow and judge 
the effect of advertising from that standpoint. The pub- 
lic are not all fools and if you had all the fools in your 
community as customers you would have a sorry time 
of it and would undoubtedly go broke in the end. 


Tell the Truth About Prices 


Every merchant at times has to cut the price on his 
merchandise. He has to conduct special sales at cut 
prices, but in the end greater success can be attained 
and more confidence and good-will can be built by 
telling the public frankly and plainly the reason for the 
cut prices. 

It is questionable as to whether comparative prices 
ever pay, but when $12 shoes are advertised for $3.45 
or $8 shoes are advertised for a $1, the public is entitled 
to know the reason why, if they are expected to buy the 
merchandise. 


Children’s Shoe Plant Opens 


Marblehead, Mass.—A new factory for the making 
of fine turns for children set its wheels “‘a-whirring”’ on 
June 7, with Francis A. Parker, Jr., president, and 
Arthur L. Robinson, Jr., treasurer. The style of the 
business is the F. A. Parker Company. This is a Mas 
sachusetts corporation, and was incorporated by 
Messrs. Parker, Robinson, and William H. Vincent; 
the latter, with Francis A. Parker, Jr., and Arthur L. 
Robinson, Jr., forming the Board of Directors. 

Mr. Parker was formerly of the Parker Shoe Com- 
pany of Marblehead, Mass., and has been widely 
known for many years as a manufacturer of children’s 
fine turns. Mr. Robinson has been associated with 
the shoe and leather industry of the Boston district 
for several years, and also has an extensive acquaint- 
ance in shoe circles. Their Boston office will be in the 
United States Hotel. 
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FISHIN’ 


Where the purple iris grows, 

Where the marsh grass sweetly blows: 
Where the river gently flows, 

That’s where I would be. 

There’s a shady alder clump, 

There's a waiting, beckoning stump 
There’s a welcome for a chump 

Who resembles me. 


With a new high record of 854,232,000 
gallons of gasoline on hand in this coun- 
try, the price is naturally rising. Natur- 
ally. 


The average man glows with more 
honest pride in exhibiting his first home- 
made still, or radio-outfit, than he does 
in showing his first-born. 


A man named Faerykiewicz reports 
that his auto truck recently ran over a 
six-foot alligator on a Massachusetts 
highway. We refrain from comment. 
Honest we do. 


Speaking of baseball, wonder what 
Babe Ruth thinks about when he clouts 
out his first home run each season? 


Russia wants to borrow a _ billion 
rubles. Anybody got a spare quarter? 


Funny how a person with hay fever is 
always blowing about it. 


Reflection after a Sunday drive: ‘‘What 
d’yer mean—pleasure car?” 
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for Early Fall? 


Many Women Will Prefer Fewer Cut-Outs and A ‘‘Flapper Boot” 
May Come In, Declares St. Louis Expert; Patent 
to Continue Strong 


and Shinkle Shoe Company, in an address on 

“Style” before the St. Louis Shoe Retailers’ 
Association, held Wednesday evening, May 31, de- 
clared that women in their selection of Fall footwear 
styles would demand more shoe and less open-work 
effect. 

Stephens also felt that some sort of boot, 
which at the present has not definitely developed, 
would find favor among the flapper trade. Patent 
leather was his choice as the predominant material to 
be used on a majority of the popular patterns for Fall. 
He amplified this statement by stating that much of 
this type of leather would be used with combination 
trimmings of gray, beige and ivory kid and suede. 


J van shi STEPHENS, of Johnson, Stephens 


Style Game a Fast One 


His address follows in part: 

“The style game as it is played today is a very fast 
one and one that must be watched very closely by the 
retailer, to assure sufficient turnover and consequently 
good profits. In my opinion style is the most im- 
portant feature in the selling of women’s shoes today; 
even more so than price. For example, who would 
want to buy Louis heel boots today regardless of price? 
You would pay much more for satin straps today than 
you would for a black kid Louis heel boot. The actual 
service in the boot is no doubt greater than in the 
satin strap, but the satin strap brings much more 
today, for one reason only and that is because it is 
the vogue. Your turnover is greater, therefore, and 
proper style is the biggest factor in accomplishing this 
result.” 

A Seven-Time Turnover On Style 


“I know of one big retailer who does an enormous 
business on practically nothing but fancy shoes. This 
retailer turns his stock over seven times. He is an 
excellent style picker. He was able to accomplish this 
exceptional turnover because of his constant contact 
with the style situation, which he watches from every 
possible angle. He buys his shoes from only a few 
manufacturers, whom he selects carefully and whose 
lines do not in any way conflict, so that he eliminates 
as many odds and ends as possible. He buys his shoes 
often and does not buy fancy shoes too far in advance. 
I believe it is a mistake to buy fancy shoes too far in 
advance. No one can predict definitely the style situa- 
tion six months in advance. 

“It would be worth fifty thousand dollars per year to 


any manufacturer if he could know definitely what the 
styles would be six months in advance. 

“In going further into the style situation as it per- 
tains to women’s shoes, I want to first mention the 
particular types of shoes that I think are going to be 
our biggest sellers throughout the early Fall. Con- 
trary to what I have heard some people say, I believe 
that shoes for early Fall will be fancy shoes, in some 
case, more extreme than any we have yet seen. 


Different Strap Effects Predicted 


“Strap effects will be good, but they will be some- 
what different from the strap effects we have had this 
Spring. Cut-outs on the vamps will be eliminated in 
my opinion. Shoes carrying vamps cut to the sole line 
will not be as popular as they have been. But one 
strap effects with the vamp higher and a smaller open- 
ing on the instep will take their place. In other words 
women will want more shoe and less open-work effect. 

“In my opinion this is very apparent and I think 
is something it will pay you to watch very closely. 


Novelty Boots To Sell 


“Boots will sell. By this I mean novelty boots. 
Not novelty boots such as we had in the past, with 
ten-inch tops and Louis heels, but extreme novelty 
boots, lower than the Russian boot so called, but still 
carrying out to some extent that idea. I say this 
about these boots, because I find the style tendency 
to be along this line. I have sold them myself and I 
believe the women are ready for them. Don’t mis- 
understand me. I am not advising you gentlemen to 
go out and buy your heads off on boots. If you can’t 
get the right kind of boots, I wouldn’t buy any. I 
believe that you can well afford to put in a few of these 
boots until a definite tendency develops. 


“Fancy oxfords will sell as a style feature. Plain 
lace oxfords such as we have had in the past will not 
sell as a style feature, but of course a lot: of women 
always buy one pair of oxfords each Fall season. In 
my opinion the “chicken” trade will not buy such 
oxfords, but will buy fancy oxfords—perhaps a com- 
bination oxford and, strap, if given the Russian or 
French effect. 

“T believe fancy or shoes of foreign appearance made 
over to suit the tastes of our American women will 
sell. In fancy oxfords I believe patent leather in com- 
binations with gray kid, beige kid, beige suede and 
red kid, will surely be our biggest seller. In fancy 
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novelty boots the same condition will exist. Black 
patent leather in combinations with gray kid, beige 
kid, gray suede and beige suede will be our best bet. 
In strap effects such as I outlined in discussing the 
character of shoes | thought would sell, | look for 
satin, black brocade and patent leather to be the 
biggest sellers. — 

“I believe patent leather will show a tendency to 
slip off during the Summer, but I look for it to come 
back stronger than ever in the Fall. 8-8 heels are 
slipping. 13-8 are very good in box and junior Louis. 
16-8 Louis heels are good and will continue to improve.” 


Making Plans for Big Wisconsin 
Convention 
Appleton, Wis., June 3—An excursion steamer trip 
on the Fox River, especially intended to amuse the 
ladies, and a baseball game between the Semi-Pros of 
Appleton and the Weyenberg Shoes of Milwaukee for 





JOSEPH LANGENBERG 


President of the Wisconsin Shoe Retailers’ 
Association 


the men, will be two of the entertainment features of 
the Wisconsin Shoe Retailers’ Association convention 
here, August 8, 9, 10. In addition to the boat ride and 
the baseball game, there will be park luncheons, sight- 
seeing trips, and other amusement features, according 
to the tentative program. 

\ list of speakers, which will include prominent men 
in the shoe industry, as well as leaders in other indus- 
tries, is being prepared for the business meetings, 
which will be held at the Eagles’ Hall. 

The display of salesmen’s samples will be held at the 
Armory, and a great deal of interest is being taken in 
this year’s exhibit. H. P. Plass of the Weyenberg 
Shoe Company of Milwaukee attended the directors’ 
meeting, at which the program was discussed, and re- 
served spaces for 18 Milwaukee manufacturers. Presi- 
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dent Joseph Langenberg of Appleton reports that ap- 
plications are being steadily received for the exhibit. 
and general indications point to the coming conven- 
tion as the greatest ever held by the Wisconsin Shoe 
Retailers’ Association. 

It is stated that one of the matters to be brought up 
at the convention which is expected to arouse a great 
deal of discussion is the matter of the date for the Na- 
tional Shoe Retailers’ Association convention. Promi- 
nent Milwaukee shoe retailers declare that they will 
bring up this question of a date, and put it before the 
convention for a vote. 

Directors who attended the meeting at Appleton at 
which the program was outlined include: President, 
Joseph Langenberg; first vice-president, Richard Sager, 
Green Bay; second vice-president, William Gleue, Wis- 
consin Rapids; secretary-treasurer, Harry Lucas, Mil- 
waukee; Eugene Meyer, Watertown; A. B. Caspari, 
Milwaukee; Jos. Hyland, Madison; Clarence Newell, 
Waukesha: Leopold Imig, Sheboygan; A. C. Egelhoff, 
Fond du Lac. 


Shoe Firm Buys a Brewery 


George E. Coffin Company to Increase 
Production of Turns and Welts 


George E. Coffin Shoe Company, Lynn, has bought 
the Continental Brewery, on Longwood Avenue and 
Conant Street, Boston, and will soon begin the manu- 
facture of shoes in it. Turn and welt shoes, for the big 
city trade, will be made. 

George E. Coffin learned to make shoes by hand in 
the old town of Newbury, Mass. A. J. Mahoney sold 
shoes on the road for years. They joined interests six 
years ago, started on a small scale, and built up a busi- 
ness of making 1200 pairs of shoes daily, the shoes 
being of such character that they gained the attention 
of some of the best shoe buyers of the country. 

In their new quarters they will have ample oppor- 
tunity to develop their shoe manufacturing methods, 
as well as to expand their production. They will have 
50,000 feet of floor space, in a building of most sub- 
stantial construction, ideally located near the Fenway, 
or Boston’s park system, and yet within a few min- 
utes’ ride of the Boston shoe market. 

Mr. Coffin is having the new shop fitted up with the 
best machinery equipment available. He is, by the 
way, one of those manufacturers who believes that a 
man should learn to love his trade. He provides every 
facility for his employees, and encourages them to 
make shoes thoroughly, as well as artistically. In 
Lynn he set a very high standard for workmanship. 

Mr. Mahoney studies styles, and demands, in the 
light of years of experience as a traveling salesman, 
and he undertakes to provide customers with the right 
shoes, when wanted. He is president of the company 
and Mr. Coffin is treasurer. The company will operate 
its shop under agreement with the Boot and Shoe 
Workers’ Union. 
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St. Louis “Chums” with Paris at London 
The Elite of English Capital View Boyd-Welsh Shoe Co.’s 


Welsh, vice president and sales mana 

ger of the Boyd-Welsh Shoe Com- 
pany, arrived in New York on the Maure- 
fania, Friday morning, May 12, after a 
business trip to London and Paris. Their 
return home was planned so that they 
could attend the New York Style Show; 
they also had an exhibit of their new line 
of samples at the Commodore, in charge 
of “Jim” Stoner, traveling sales manager. 


Ji BOYD, president, and “Jack” T. 


Paris Office—2 Rue Edouard VIT 


In Paris they have opened a studio and 
office at 2 Rue Edouard VII, with F. Ev- 
erett Dyer in charge. Mr. Dyer will rep- 
resent the Boyd-Welsh Shoe Company in 





The 


Admiration 





Two straps, center buckle, medium toe of patent 
leather with medallion punch on quarter. Made 
by the Boyd- Welsh process 





France, Italy, Belgium, Spain, and Eng- 
land. In Paris, also, Messrs. Boyd and 
Welsh have placed their shoes in the fol- 
lowing establishments: Aux Galaries La 
Fayette, 36 Rue Blanche; Grands Maga- 
zins du Louvre, Chaussures Stobb, 38 
Avenue de I’Opera; Au Printemps; New 
York Shoe Company. (E. Stoefler), 2 Rue 
du Quatre Selembre. 


London Office—309 Oxford Street 


The London office of the Boyd-Welsh 
Shoe Company will be located at 309 Ox- 
ford Street, London. The accounts sold 
in London were Baber’s, Ltd., one of the 
finest shoe stores in the world, and the 
very high-grade store of Selfridge & Co. 
Baber’s, Ltd., ordered not only plain 
shoes, but a number of novelty shoes and 
party slippers, to be used on models show- 
ing Paris gowns at the Semi-Annual Lon- 
don Style Show in July. The house of 





‘“‘Admiration” at Style Show 


Baber chose as one of its special patterns, 
to be displayed at the London Style Show, 
the “‘Admiration,” made up in various 
materials—satins, brocades, etc., from 
“AAA to D” widths. 


Americans Cordially Received 


President J. C. Boyd writes to the Re- 
corder that Mr. Welsh and he could not 


have been treated better anywhere than 
they were by everyone whom they met in 
London, especially by the concerns to 
whom they sold or showed their line. He 
also took occasion to compliment the 
young American man, F. Everett Dyer, 
who has recently taken the European rep- 
resentation of the Boyd Welsh Process 
line. as well as the Recorder’s Paris office. 





ST. LOUIS 


Retail Trade Continues Good 


Big Demand for White Shoes Although Patents and Satins 
Are Still Good 


NE of the best weeks of the year in 
the retail shoe business has been the 
one just past, with a Saturday that threat- 
ened to be a record breaker. The first 
few days started weak, due to the rainy 
conditions which dampened the buying 
spirit to a slight degree. However, the 
latter part scored heavily in point of sales. 
Saturday was another “‘pre-Easter” Satur- 
day. In fact, one of the largest stores in 
the “shoe-belt”’ stated without hesitation 
that their Saturday was larger than the 
Easter Saturday. The manager of this 
store declared that he could have used at 
least twenty more Salesmen and even then 
it would have been impossible to fit 
everyone who desired new footwear. At 
one time in this store there were one 
hundred and twenty people seated waiting 
to be fitted with at least fifteen to twenty 
customers waiting for seats. This store 
was not alone in record selling, as practi- 
cally all retail shoe merchants received 
their share of the big Saturday business. 


Better Than Week Before 


The week also showed marked improve- 
ment over the previous one, which is 
another indication of the upward trend in 
business. White footwear has been 
responsible for the betterment of the 
trade. Instead of the sport effects and 
sandal patterns cutting into the sale of 
white shoes, it has simply meant another 
pair. They have bought sandals and 
sport shoes and now are adding an 
additional pair to their array of shoes. 
White as a style has taken a definite place 
in the field and those who were in the 
doubtful class a month or so ago have 
emphatically declared that white will be 
bought in large volume. During the past 
week the most asked for patterns and 


styles were whites and sandals of the 
barefoot type. 

There is an acute shortage in all stores 
of barefoot sandals. Manufacturers here 
have been unable to keep up with the 
demand for this vogue. Retail merchants 
are bending every effort to keep their 
stocks replenished, but without avail. 
The white buckskin with a flat heel is the 
pattern upon which most of this pressure 
has been brought. They are selling in a 
range of prices from $3.00 to $4.00. The 
patent leather type is also being asked for 
in the call, but the demand is being cared 
for on this style without difficulty. 


White Straps Sell Best 


The best bet in the white field are 
straps. While canvas leads in the prefer- 
ence of materials, the white leathers are 
running a good second. Buckles seem to 
have a better representation on the pat- 
terns than buttons. Cut-outs are also 
seen to some extent, especially in the 
quarters and from the vamp running 
down to the arch. 

A few of the stores are showing a strap 
pattern with a small quarter that fades 
down to the arch, with a similar effect on 
the vamp. The entire arch of milady’s 
foot will be exposed. The straps run up 


from the instep, and in some cases 
a second strap is caught from the 
quarter. 


The only style that has slumped, or 
rather that continues to drop off, is flat- 
heeled stuff, with the exception, of course, 
of sport patterns. The flapper one strap 


with flat heel has spent itself. This is 
true also of patent oxfords. However, 


oxfords of this type are predicted to stage 
a come-back in the Fall. 
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Hinckley Has New Assistant 


Manager Hinckley of the shoe depart- 
ment of Stix, Baer & Fuller has a new 
Wold came 
from Chicago, where he was connected 
with Carson, Pirie, Scott. 
with this firm has been over a period of 
seven years in the women’s department 
of the shoe section. He will be in charge 
of the women’s section of Stix, Baer & 
Fuller, main floor shoe department. I. 
Kaiser, former assistant to Hinckley, will 
be placed in charge of the misses’, chil- 
dren’s and boys’ shoe department, which 
has grown to considerable proportions 
during the past year. This department is 
also located on the main floor of the store. 
Hinckley stated that the business done 
on Saturday exceeded that of the pre- 
Easter Saturday, which was a_ record 
breaker at that time. 


assistant in Barney Wold. 


His connection 


Huette’s Sixth Street Store to 
Have New Front 

The front of Huette’s Sixth Street store 
is to undergo a transformation. Robert 
Huette, secretary of the company, stated 
that, starting next week, the entire front 
would be given a new garb of white. 
Some of the windows are to be altered to 
bring them up to modern appearances. 


Walk-over Shows New 
Pattern 

A. W. Lutz, manager of the Walk Over 
stores, has on display in all of the stores a 
new pattern, which has the name of Arch- 
reins. It’s a flat heel, patent strap type, 
with arches open to the sole, and two 
straps running up frem the vamp, which 
are caught on the instep button strap. 
They are also being shown in white canvas. 


Vogue Issues Catalogue 


The Vogue Shoe Store at 612 Locust 
Street has just issued a catalogue for their 
mail order trade. It is a small, distinctive 
looking book, in which twelve of their 
leading styles are displayed. To prove 
the far reaching possibilities of advertis- 
ing, Max Weiss, one of the proprietors of 
the store, stated that during the week a 
request from the Philippine Islands had 
been received. This was the result of 
some special newspaper advertising done 
by the Vogue store. 


McCain Announces White 
Sale 


M. M. McCain, manager of the Shoe 
Mart, announced for Monday a timely 
offering of white kid footwear. In the 
types shown were two straps, Grecian 
sandals, oxfords, all carrying various 
types of heels, from flat heels to the Louis 
heights. The price placed on the shoes 
was $6.45. 


International Warehouse 
Burns 


The old St. Charles Military College at 
St. Charles, Missouri, recently leased by 
the International Shoe Company as a 
warehouse, was badly damaged early 
Wednesday morning by fire believed to 
have been started to conceal theft of shoes 
from the company. The damage to the 
building, the interior of which was prac- 
tically destroyed, is estimated at $10,000, 
with an additional loss to the shoe com- 
pany which has not been ascertained. 
Shoes were stolen from the warehouse 
Tuesday night. 





MILWAUKEE 


Buying Artificially Stimulated 


Merchants Using Many and Varied Devices to Arouse 
Interest of Comsumers 


ETAIL shoe business in Milwaukee 

is being kept active by various 
means of attracting the attention of the 
public. These means cover probably the 
widest range ever attempted, in order to 
overcome resistance which still exists, and 
also to make the best of the unusually 
wide range of merchandise. Here and 
there, stores are featuring reduction spe- 
cials, but there has been a marked decline 
in “bargain sales,” which were so profuse 
during April and the earlier part of May. 
The current reduction specials are de- 
signed to get people into the stores rather 
than to move any considerable quantity 
of surplus merchandise, for the purging 
process of the first three months of the 


year seems to have taken care of excess 
and out-of-date stocks. 


Demand Covers Broad Range 


Asked what is moving best, Milwaukee 
boot and shoe merchants usually answer: 
“Everything.”” It would be difficult in- 
deed to pick out any single pattern or 
style, or even class of footwear that soars 
above others in volume of call. Just at 
present, sports and whites are improving 
with the season. Patents are still good, 
and it looks as if they will have a sustained 
appeal through the summer. “Pure 
whites” are not so actively in demand as 
the combinations of canvas, buck or kid 
with colorful trimmings of patent or other 
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leather, the novelties attracting more at 
tention than the plainer all-white slipper 
and oxfords. 


Male Trade Improves 


Good progress is being made every day 
in the merchandising of men’s oxfords 
Since the middle of May there has been 
a much better call from the men, and a 
feature as the middle of June approaches, 
is the tendency away from the plain shoe 
to the novelties, although conservatism is 
the rule. Men’s business remains limited 
largely to replacements, although there 
are more two-and three-pair customers 
than at any time since last summer. 


City In Holiday Attire 


Milwaukee is this week getting into 
holiday attire, for beginning today the 
metropolis of Wisconsin is host to thou- 
sands of visitors of the kind who perhaps 
more than any other class of people are 
impressionable to a fault. The occasion 
is the international convention of the Asso- 
ciated Advertising Clubs of the World, 
which opens June 12 and closes June 15. 
The official program proves early predic- 
tions that the Milwaukee convention of 
1922 will be the most intensive campaign 
to bring America and American business 
into its own through publicity that has 
ever been held or that has ever been de- 
manded by world conditions. The boot 
and shoe industry, which now ranks as 
one of the five principal industries of Mil- 
waukee, is taking a most active part in 
entertaining the convention and should 
reap incalculable benefit in world-wide 
advertising of the “Quality First—All- 
ways” market. 


Shriners Advertise City 


Tripoli Temple, Nobles of the Mystic 
Shrine, dispatched its crack Arab Patrol 
of forty, its famous band of sixty, and 
about 200 other members and families to 
San Francisco for the Golden Jubilee con- 
vention, June 13 to 15. There is special 
significance to the trade in this pilgrimage, 
for both Patrol and Band are equipped with 
Milwaukee shoes, made by Nunn, Bush & 
Weldon Shoe Co. The party left Sunday, 
June 4, by special train and will be sixteen 
days going to and from the Golden Gate. 
Milwaukee and Wisconsin will be adver- 
tised in more than a dozen principal cities 
along the route, by parades, band con- 
certs and exhibition drills. 


A New Menzies Oxford 


The Menzies Shoe Co., Fond du Lac, 
Wis., which has been gradually invading 
the dress shoe field from its original work 
shoe and semi-dress business, is now mak- 
ing a dress oxford to retail at $5. It is a 
full grain calf, on the French last, stitched 
with orange thread, with oak sole, Wing- 
Foot heel and brass eyelets and has gener- 
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ous | erforations for style. The leather is 
a Foud du Lac product as well, coming 
from the Fred Rueping Leather Co. of 
that city. The plant is now regularly 
operating with a night shift to fill orders. 





Parking Problem Grows 


The enormous increase in automobiles 
throughout Wisconsin has made acute the 
problem of merchants in all cities to at- 
tract farmer trade in the face of the ex- 
treme difficulty of finding places to park 
their cars near shopping places. Merchants 
associations are considering the problem 
and seeking co-operation from municipal 
authorities in getting adequate accomoda- 
tions for cars. It is feared that business 
will suffer more and more unless shoppers 
are enabled to leave their cars somewhere 
in the vicinity of stores and not be com- 
pelled to walk many blocks. 


Back From European Trip 

Albert T. Friedman, president of Ed- 
ward Schuster & Co., operating three of 
the largest department stores in Milwau- 
kee, is back from a three months’ tour of 
France, Italy and Austria. He found 
Austria in a worse condition than a year 
ago, while Italy has made great strides 
forward and France is in a considerably 
improved condition. 


Zens Highly Honored 


Milwaukee is appreciative of the high 
honor conferred upon Joseph H. Zens, 
president and general manager of the Mil- 
waukee Hosiery Co., 520-522 State Street, 
as president of the National Hosiery and 
Underwear Manufacturers’ Association at 
the recent Philadelphia convention. This 
is regarded as recognition of the impor- 
tance of the hosiery industry of Milwaukee, 


a city which has perhaps more internation- . 


ally known factories of this character, than 
any city in the world. 
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Adopt Early Closing 


All merchants of Manitowoc, Wis., 
have adopted a uniform plan of closing 
their stores every day, except Saturday, 
at 5 o’clock p.m., and on Saturdays at8:30 
p.m. The new plan will become effective 
July 5 and remain so until Sept. 5. Ina 
way this arrangement takes the place of a 
local daylight saving schedule, which 
failed of adoption as an ordinance after 
the national advance time rule was 
abolished. 


Pitsch Store Moves 


The Fred Pitsch Boot Shop at Chip- 
pewa Falls, Wis., on June 1 reopened in 
its new quarters in the Phillips building 
at 213 Bridge Street. The new location is 
not only better because it is in the heart 
of the downtown business district, but 
more space also is available. For six 
months the store has occupied temporary 
quarters in the Exchange building, the 
original store having been badly damaged 
by fire in January. 


Repairer Adds Stock 


Among numerous large shoe repair 
shops in Milwaukee which have recently 
enlarged the scope of the business by in- 
stalling stocks of new merchandise, is 


Anton Salamone, 2216 Wells Street. He 
is featuring popular-priced footwear 


for men, women, and children. 


New Store At Barron 


Ole Hanson, who recently disposed of 
his interest in the Hayward Mercantile 
Co., at Hayward Wis., to his brother, 
John Hanson, has organized the Hanson 
Mercantile Co. of Barron Wis., and will 
conduct a general department store in 
that city. His son, Melvin, is associated 
with him. Boots and shoes will be made 
one of the principal departments of the 
new store. 





CHICAGO 


Retail Trade Fairly Active 


High Grade Stores Encounter Little Objection to Prices; 
East 63rd Street Looms Up As Men’s Shopping Center 


USINESS in Chicago retail shoe 
stores for the past week has not been 
of a startling or exciting nature although 
in the Loop district and some of the 
outlying trading sections it has developed 
a thoroughly satisfactory volume. 
Intensive advertising by several Loop 
stores featuring women’s footwear from 
$5.00 to $8.00 has created quite a satis- 
factory volume of business for these 
particular stores. 
Several of the higher grade stores selling 
shoes from $10.00 to $15.00 say they are 


finding no difficulty in selling shoes at 
these prices and are encountering little 
complaint on account of price among 
women who are accustomed to buy the 
higher grade class of merchandise. 


$6 to $8 Best Medium Grade Price 


In the stores of medium grade, $6.00 
to $8.00 seem to be the price at which the 
average woman believes she should buy 
good, stylish footwear. 

O’Connor and Goldberg are stressing 
shoes from $6.50 to $8.50 in their advertis- 
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ing and excepting in their de luxe stores, 
where stress is put on shoes at around 
$10.00 and $12.00, are featuring the lower 
prices in all the other stores. 

Grossman’s are featuring women’s shoes 
at $4.85, $5.85 and $6.85. The Gloria 
Boot Shops are specializing on everything 
at $5.00. 

Daemicke Bros. in their two stores on 
Sixty-third Street are showing lines priced 
all the way from $6.00 to $10.00. In most 
of the outlying districts progressive stores 
are centering their sales efforts on the 
stylish patterns ranging in prices from 
$5.00 to $8.50. 

Patents and satins still remain the big 
selling material although whites both in 
leathers and fabrics are beginning to take a 
prominent place in sales production. 

Oxfords with the exception of white 
fabrics have taken a back seat and straps 
with various cut-out effects are holding the 
center of the stage. 





N. S. R. A. Style Program 
and Its Builders 


Several Chicago buyers who helped 
arrange the advance styles program of the 
N. S. R. A. later attended the Brooklyn 
Style Show at the Commodore Hotel, New 
York. Without an exception these men 
are of the opinion that the style program 
as laid out is not modified by the showing 
of the Brooklyn manufacturers. 

Mr. Bergstalher of F. E. Foster & 
Company, says the Brooklyn Show 
strengthened his faith in the style program 
and clearly showed the tendency toward 
higher heels in turn effects. Strap patterns 
will undoubtedly continue to lead in the 
fall in the lighter types of footwear and 
while some tongue effects will be necessary 
in certain types of stores they will be few 
as compared with straps. 

H. R. Rogers of Charles A. Stevens & 
Bro., who also assisted with the prep- 
aration of the style program says the 
showing of. the Brooklyn manufacturers 
was directly in line with the N. S. R. A. 
advance style program. 

Otto Adams of Carson, Pirie, Scott & 
Company, M. A. Mittleman of I. Miller’s 
and several other Chicago buyers who 
assisted in constructing the style program 
and who also attended the Brooklyn 
show are convinced that in a general way 
the program as laid out can be well 
followed with the point in mind that 
localities differ and even stores in the 
same locality must make their own buying 
program fit in with the needs and tastes of 
their clientele. 

It will be practically impossible to lay 
out any sort of an advance program that 
could be followed implicitly by every 
buyer in the country. Local conditions 
must necessarily be considered but in a 
general way the style trend is fairly well 
set for early fall and is in harmony with 
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the general layout of the N. S. R. A. 
program. 


East Sixty-third Street At- 
tracting New Stores 

Two recent events are drawing especial 
attention to East Sixty-third Street as a 
retail shoe center. The first of these was 
an announcement by Daemicke Bros. that 
they had purchased the property at 1307 
East Sixty-third Street upon which would 
be erected a new two story building to be 
devoted exclusively to a retail shoe store. 
Architect’s drawings have been accepted 
and contracts let for the erection and 
interior finish of the new building. 

The building will be 40x117 ft. The 
windows will extend back 25 ft. from the 
sidewalk into the building, making an 
exceedingly deep recess and will be of a 
very artistic design. The interior of the 
store will be both unique and elaborate. 
The ceiling will be of oval or dome shape 
construction and a person entering the 
store will look up 27 ft. to the top of the 
dome. Around this will be arranged bal- 
conies for sales rooms and offices. <A 
stock room will occupy a portion of the 
rear of the second floor. 

When completed this will be one of the 
largest and one of the most beautiful shoe 
Daemicke 
Bros, now have two stores on Sixty-third 


stores in the city of Chicago. 


AND 


Street, one operated as Daemicke Bros. 
and the other as the Kenwood Boot Shop. 
When the new store is completed the 
Kenwood Boot Shop will be abandoned 
and the new store will be known as “The 
Daemicke Boot Shop.” 


Grossman’s Open Beautiful Store on 
Sizty-third Street 


Saturday, May 27th, witnessed the 
opening of an exceedingly attractive shoe 
store at 911 East Sixty-third Street by 
Grossman's. The new store has a frontage 
of 27 1-2 ft. and a depth of over 160 ft. 
Back of the stairway it widens out to a 
width of 40 ft. The shelving, chairs and 
other furniture are of walnut and the floor 
All in al! the store is unusally 
attractive and helps to bring the East 
Sixty-third Street district before the 
public as a good place to buy shoes. 


New 


is marble. 


Shoe Department in 
Loop District 


A new shoe department is to be opened 
early in June in the ladies’ apparel store of 
J. Roberts Company on Randolph Street 
between Michigan Boulevard and Wabash 
Avenue. The department is to be under 
the management of Mr. Aidleman, 
formerly of Racine. High grade women’s 
novelty shoes are to be featured at from 
$5.00 to $10.00 


CINCINNATI 


Orders Being Booked for Fall 


Salesmen Out on Trips Despite the Fact That Strike Is Still 
On—Labor Difficulties to End Soon, Is Belief 


HILE nothing authentic has been 
with 
developments in the strike of the shoe 


announced in connection 
workers in the local factories which are 
members of the Cincinnati Shoe Manu- 
facturers Association, nevertheless there 
is a more optimistic feeling existing. The 
manufacturers served notice upon their 
employees last week that their offer of 
May 15—a 10% reduction in the wages of 
all their employees except the lesser paid 
operators who shall receive no cut—will 
be withdrawn on June 10. After that date 
a new bill of wages will go into effect 
which will place Cincinnati more or less 
on the same basis as other shoe centers 
so far as wages are concerned. The mem- 
bers of the Association announce that 
they will operate their factories under the 
readjusted wage schedule. 

Though the local factories have not 
been making shoes during the past two 
weeks, many salesmen from this market 
are in their territories and are booking 
orders for fall footwear. Leaders in the 
trade here are firmly of the opinion that 
the market will resume operations within 


a very short time. 


Business Improve- 
ment Noted 


A general improvement in economic 
conditions in and around Cincinnati dur- 
ing the past few months is bein, reflected 
in a better retail business in the local shoe 
stores as well as all other types of 
stores. 


General 


The wide diversification of industries in 
Cincinnati has caused a lesser falling off 
in the buying power of the public here 
than in many other cities. An unusual 
expansion in building has taken place here 
this spring. The records of the city 
Building Inspection Department disclose 
the fact that the operations for the month 
oi May were within $400,000 of the cost 
of improvements for the entire year of 
1918. The estimated cost of improve- 
ments for that month, placed at $3,468,- 
845, show that all records of the depart- 
ment for a single month have been 
exceeded. This record is approximately 
$1,000,000 higher than for April, and 
$1,332,000 greater than for May 1921. 
The total cost of improvements for which 
permits have been issued during the first 
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five months of this year is estimated at 
$10,400,000. 

The machine tool industry, which was 
Cincinnati’s foremost industry during the 
war, is showing signs of gradual improve- 
ment. This is significant insofar as it 
indicates industrial betterment of a basic 
nature. Manufacturers do not order 
machinery and machine tools unless in 
their judgment a need for increased pro- 
duction is not far ahead. 

Wholesalers and jobbers here, especially 
those handling shoes, have been doing a 
healthy business during the past month. 
With the shoe jobbers the chief trouble 
has been in keeping sufficient stocks of the 
more popular patterns on the floor. The 
demand has been for the novelty types. 
Black trimmed whites, for instance, have 
been virtually cleaned out in every house. 
Some of the larger operators await with 
interest the return of a demand for the 
more staple lines. 


Straps To Continue Good 


John Gregg. of the Feder Gregg Shoe 
Company, is of the opinion that strap 
effects will continue to be very good this 
next fall. He also feels that tailored ox- 
fords will sell in good volume. - In leathers 
brown ooze with front and top bands and 
panels in harmonizing shades wil! be very 
popular, according to Mr. Gregg. In dis- 
cussing heights of heels, Mr. Gregg states 
that while they undoubtedly will be 
higher on the whole, there still will be a 
good demand for 9-8 and 10-8 heels. He 
bases his opinion on the fact that there 
are a large number of women who have 
got used to the low heel and therefore will 
want to continue to wear it to some extent. 


Corrective Shoe Going Strong 


Stanley Duttenhofer of the Val Dutten- 
hofer Sons Co. states that their business 
on their Arch Protector line has shown a 
splendid increase during the past few 
months. Mr. Duttenhofer believes that 
there is a growing demand for the correc- 
tive type of shoe. 


Booking Good Business Ahead 
W. T. Dickerson, vice-president of the 
P. Sullivan Company, returned last week 
from a selling trip in the east. He is very 
optimistic over the outlook for fall. He 
reports booking of healthy business for 
September and October deliveries. 


Wiechman Visits Canada 


Harry Wiechman of the Wiechman 
Pattern Co., returned last week from 
Canada where he visited a large number 
of shoe manufacturers. He states that he 
found them in eager pursuit of all that is 
the latest in style. 
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[deas On Store Salesmanship 


The regular Friday morning meeting of 
the Potter Shoe Store sales forces and the 
store managers, was alive with ideas this 
week, for the better operation of the retail 
shoe store. J. P. Orr, Harry McLaughlin, 
H. S. Gordon, and Mr. Kanouse were the 
store heads present. Mat. Holleran of 
the ladies’ department was acting chair- 
man of the meeting. He suggested that in 
a store the size of Potter’s, there should 
be a counter somewhere near the front 
door for the convenience of the customers 
who come in to pay their bills, instead of 
making the individual walk to the rear of 
the store. Mr. Holleran imparted the 
idea that every activity within the store 
should be for the general convenience of 
the customer. He also suggested that 
since the white season is well under way, 
the store clerks should make a special 
effort to keep all white numbers as clean 
as possible. In this connection Mr. 
McLaughlin admonished them to be care- 
ful and see that every white shoe was kept 
in a sock, and while waiting on a customer 
to put the shoes away as quickly as pos- 
sible. He states, however, that a clerk 
never should keep a customer waiting 
while he is putting away the shoes taken 
down in waiting on a previous customer. 

As an example of leaving shoes down 
off the shelves, Mr. McLaughlin cited an 
instance of where a lady purchased a pair 
of white shoes at $10, and it happened 
that a very similar pair had been left in 
the seat beside her. This pair sold for 
$7. The result was that the lady became 
dissatisfied with the $10 pair and bought 
the other pair. 

One of the clerks made the proposal 
that each new sales person coming into 
the store first should be thoroughly 
schooled in the details of making out sales 
checks, charges, etc. The head of the 
accounting department was appointed to 
this duty. 


Necessity for Speed Emphasized 


Mr. McLaughlin emphasized the great 
importance of each and every member of 
the selling staff taking on a little more 
speed and waiting on a few more custom- 
ers. He showed them that it meant more 
money for each individual clerk as well as 
better business for the store. Mr. Mc- 
Laughlin continued: ““The great problem 
today with the shoe merchant is to cut 
down his overhead. With a lower price 
per shoe it requires more time and effort 
to maintain a dollar volume, and thus we 
have higher overhead with a narrower 
margin of profit. The clerks can help to 
reduce the overhead by being more care- 
ful, making fewer mistakes, and getting 
the customers to carry their own packages 
a8 far as possible.” 

On the latter point, J. P. Orr added that 
sach clerk should go on the assumption 
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that the customer will take his package 
with him, that it should not be suggested 
to the customer that the package can be 
sent. Mr. Orr further urged the clerks to 
make practical use of the suggestions given 
at their Friday morning meetings, and he 
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assured them that nothing was ever said 
with a spirit of fault finding. 

The two-bell system at closing time,’ 
which was recently inaugurated at the 
Potter Store is working out in splendid 


fashion. 





SALT LAKE CITY 


Industrial Outlook Better 


Very Material Improvement Noted—1923 to Be Best in 
History, Says One Merchant 


LTHOUGH retail merchants are not 

so busy as they were when our last 
letter was written, business is still satis- 
factory and might be described as good. 
There is no doubt that business conditions 
in this part of the country have made a 
permanent change for the better. One 
prominent dealer in shoes told the writer 
a few days ago that he expects 1923 to 
prove the best year in the history of the 
city. He based his opinon on the indus- 
trial outlook which has improved very 
materially during the past few months. 


White Shoes Moving 


Interest is already being shown in 
white shoes. Some of the stores have been 
showing them for nearly two weeks. So 
far, the only sales made have been to 
women purchasers who are demanding 
white kid strap pumps, medium heels. 
The writer asked one dealer what price 
shoe was the most popular and he answered 
“$11.50.” Another said in answer to the 
same question, “$1.00!’’ In the latter case 
some old lines are being cleaned up. 
Women’s sports shoes are in fair demand 
and there is a feeling in some quarters that 
they may prove so popular this year as to 
be serious rivals of the white footwear. 

Oxfords seem to be the big thing with 


the men, .especially the younger fellows. 
One prominent firm reports a_ brisk 
demand for sporting effects but this is not 
the experience everywhere. Dark browns 
seem to be preferred, but blacks are 
selling well. Medium priced merchandise 
goes best. Business in men’s shoes is 
rather good, but those firms catering to 
women exclusively are taking in more 
money than any of the others. 


Salt Lake Briefs 


Ralph Featherstone, mgr. of Walker 
Bros. Shoe Dept., has gone East on a 
buying trip. 

The Hirschman people of this city have 
opened a branch store in Ogden. More 
about this in our next issue. 

The Convention of the Mountain States 
Shoe Retailers’ Ass’n. may possibly be 
postponed till sometime in Sept. 

Arthu. Robinson, head of the Robinson 
Bros. Shoe company, is serving on the 
jury this week in a murder trial. 

Mgr. Staiger of the Auerbach Shoe Dept. 
has been asked by the authorities of the 
University of Utah to give a course at the 
Summer School this year in Latin-American 
history in which subject he is an expert. 
Mr. Staiger did postgraduate work at 
Harvard. : 





DETROIT 


Whites Having Their Day 


Sport Oxfords Selling Better in All Grades ——To Men As 
Well As Women and Children 


OME merchants are frank to admit 

that business is not up to expecta- 
tions, but at the same time reports all 
show improvement slowly manifesting it- 
self. Consumer demand is reviving with 
the increased buying power of the con- 
sumer. Many stores report actual gains 
in sales volume over similar periods of 
last year. 

During the few days preceding Decora- 
tion Day, the demand for whites was 
strong, with whites with black trimmings 
equally strong as a second choice. Whites 
with colored trimmings are probably in 
demand in proportion to the stocks 


shown, merchants as a general rule having 
played safe in this direction. 


Window Displays Attractive 


The larger stores all have large window 
showings of whites in women’s and chil- 
dren’s lines, but there are few whites 
being shown for men. Men buy white 
and sport lines at a later date than women, 
waiting until the actual need arises for 
wearing them. 

May business has been very spotty. 
The weather has been unfavorable to shoe 
business because of its variableness. If a 
few days of sunshine lightened the hearts 
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of the shoeman they were sure to be fol- 
lowed with an equal number of cold and 
rainy days that gave him the dumps. As 
a whole, it has been a great deal better 
than April. 

Prospects for immediate future business 
appear brighter than ever. Unemploy- 
ment is practically unknown at the pres- 
ent time, and it is hoped that continued 
prosperity in the factories will bring good 
business for the coming fall. 


Complete Footwear Outfit For 
Men 


“There is plenty of business to be done 
with the men if the shoe merchant will 
only take the time to educate them as to 
the proper footwear to wear,” said Steven 
J. Jay, manager R. H. Fyfe & Co., men’s 
shoe department. ‘We have no one but 
ourselves to blame that the men do not 
buy more shoes. We haven't enlightened 
them as to the kind of shoes they should 
wear. If a man comes in and asks for a 
pair of brown oxfords, we sell him brown 
oxfords, if he asks for black, we sell him 
black. We do not make any effort what- 
ever to find out if brown oxfords or black, 
are the proper shoes for him to wear. It’s 
absurd to see a man going down our main 
thoroughfare dressed in a modest business 
suit of blue, but with pearl and gray sport 
oxfords on his feet, yet that man probably 
went into a shoe store and asked for sport 
oxfords, which were sold to him.” 

“What would you consider a complete 
outfit of footwear?’’ he was asked. 


Shoes to Fit the Man as Well as His Feet 


“That depends to some extent upon his 
position in life, to his attention to sports 
and other things, but I would suggest the 
following as necessary to a complete 
outfit: 

“One pair of dull or glazed calf oxfords 
for wear with dark suits for business. 
These could be worn with gray spats with 
a morning suit. 

“A pair of brown oxfords to be worn 
with his tweed suits and with other suits 
of a similar type 

“A pair of sport oxfords, white, or pearl 
gray, with black or tan trimmings to be 
worn with the more extreme models of 
suits and for shore and sports 
occasions. 

“A pair of plain patent oxfords for for- 
mal wear. 

“The man who goes in for sports should 
have a pair of golf oxfords if he plays golf, 
a pair of riding boots if he rides, hunting 
boots if he hunts, tennis oxfords for ten- 
nis, etc. 

“It is essential that the outfit contain a 
pair of romeo or opera slippers and a pair 
of mules for the bath. 


sport 


And of Course, Shoe Trees 


“All his shoes should be equipped with 
shoe trees to keep them in good condition. 
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It is necessary that an assortment of pol- 
ishes and polishing brushes and pads be 
on hand for emergencies, even though he 
patronizes the ‘shoe shine down the 
street’. 

“Besides this, most shoe stores now sell 
hosiery. His outfit of hose should include 
golf hose, heavy woolen hose for bunting, 
silk and lisle in assorted colors for use 
with appropriate shoes. 

“When you consider that these are ac- 
tual needs for a large number of men, is it 
any wonder that we sometimes think 
there isn’t much to the men’s end of the 
business when we let a man come into our 
store for and go out with a single pair of 
shoes. 

“We don’t sell many complete outfits, 
now,” laughed Mr. Jay, “but the time is 
coming when there'll be more attention 
paid to that matter and then we will. As 
it is we see more customers each day going 
home with two or three pairs of shoes 
when they thought they only needed one 


pair.” 


“Story Hours” For Children 


The first of the series of “‘Story Hour’s”’ 
which will be featured by F. E. Whitelam, 
manager children and growing girls’ de- 
partments, R. H. Fyfe & Co., was held in 
the auditorium of the store on the fifth 
floor, Saturday morning, May 27, when 
Al Weeks, of the Detroit News Staff de- 
lighted the children with his funny stories 
and recitations. He was assisted by Mrs. 
Mark B. Stevens, interpreter of children’s 
songs, who presided at the piano and ren- 
dered a number of delightful selections. 


Gold And Black Windows 


The Dr. Reed Cushion Shoe store win- 
dows are now resplendent in gold and 
black. New backgrounds have been in- 
stalled carrying out a color scheme in gold 
and black in Grecian design. Pedestals 
are placed at each end of the window 
background with Grecian urns posed 
thereon. The floor of the window is black 
with a Grecian border design. The fix- 
tures are black with gold decorations. The 
window is a picture of the window display 
man’s art, but it has proven unsuitable, 


in a measure, for showing footwear. 
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There is too much black at the base wher« 
the shoes are shown. Black as a back 
ground for white shoes cannot be bet 
tered, but as a background for black, or 
even dark brown, it is wanting. This is 
mentioned to save others from similar 
costly mistakes. 


Satisfy The Customer 


The policy of the new Hanan stor 
might be adopted by all shoe dealers as a 
common practice for the trade. In a 
recent advertisement, this was given as 
follows: 

“The customer must be satisfied.” 


Merchants Hold Dinner 


R. B. Biglow, the principal speaker «t 
the Retail Shoe Dealers’ Association Din- 
ner spoke on “Salesmanship,” stressing 
service as the strong point in salesman- 
ship. The dinner was well attended and 
a perfect entertainment enjoyed. F. E. 
Whitelam, as editor of “The Retail Shoe 
Smiler,”” has kept up his reputation for 
“thoughtful thinking.”” The “extra” in- 
cluded the program and menu within its 
pages. 


Sport Oxfords vs Sandals 


Clyde K. Taylor, manager women’s and 
children’s shoe department Walkover 
stores, is finding that sport oxfords are 
taking the place, to some extent, of the 
better class of barefoot sandals. There 
may be a hint in this for some shoe dealers 
who are long on one line and short on the 
other. 


Epp’s Store Selling Out 


Epp’s is having another going out of 
business sale. It is the store at 36 Monroe 
that is to be closed out this time. ‘‘Made 
big dough on my lease,”’ is the reason for 
selling given the public. 


To Close Highland Park Store 


The Walk-Over store in Highland Park 
will be discontinued on July 15, the lease 
expires on that date and no satisfactory 
arrangements have been completed for its 
renewal. 


LOS ANGELES 


White Season in Full Swing 


Five of Every Six Customers in High Class Stores Buy 
Them; Patents Strong but Not Unduly So 


HE past week or two have been 
excellent in point of shoe sales, since 

at last the real summer weather is with us. 
Of course, the biggest demand right now 
is for white footwear, which has started in 
big. At Gude’s the other day five out of 


six customers were buying white shoes, 
and this is fairly representative of all the 
down town stores. Although whites have 
been selling comparatively well all during 
the season—even the rainy days having 
their quota—yet the real rush on this 
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class of footwear is just beginning and 
promises to eclipse any previous season. 
Patents continue strong but it is not 
thought they will interfere in any way 
with the sale of whites, but instead will 
help to boost white shoes, as most women 
must have both and it is not uncommon 
for a customer to buy a patent and a 
white shoe at the same time. Kid of 
course is most in demand in white dress 
shoes, but buck and canvas are freely 
selling and the sports models are shown in 
all materials. Canvas with bright colored 
irims are shown but the preference seems 
to be for the all white or the white and 
black combinations. In patents, the 
sandal is still a leader and promises to 
continue strong for a good while yet. 


Novelties the Biggest Sellers 


Novelties hold first place with the good 
dressers and anything new is sure of a 
sale if it is at all in good taste. The cut- 
out is very popular, sometimes appearing 
in most unexpected places, and it seems 
that this has taken the place of straps in 
taxing the ingenuity of the designer. Here 
and there the quarter of the shoe has the 
effect of being cut out, while the saddle 
is quite openly slashed and the cut-out 
and vamp has seemingly run the gamut of 
cut-out effects. 


Higher Heels for Fall 


There is a noticeable demand for higher 
heels on sports shoes and it is believed 
that by fall there will be a consistent call 
for the Cuban or Spanish type of heel on 
the big proportion of shoes. The French 
Louis will be maintained on dress shoes, 
but it is felt that the sports type of foot- 
wear has about run the low heel into the 
ground. The flapper still likes her low 
heel, but it is generally conceded to be too 
hard on the women who is accustomed to 
the higher heel, besides not being very 
becoming. 


Convention to Be a Big 
Affair 


The shoe men who are on the com- 
mittee of the shoe convention to be held in 
Pasadena, June 20-21-22, are hustling will 
all their might to make this event a big 
affair and are kept very busy now that 
business has spurted up so. There are a 
few month-end sales on Broadway, with a 
last effort to clean up adds and ends of 
old stocks. 


Sales Volume Big 


The Bootery states that last Saturday 
was the biggest day they had experienced 
n their Seventh Street store. 

Wetherby-Kayser’s commented on the 
volume of sales this year as surpassing 
last year and that the business outlook 
is very good from every standpoint. Mr. 
Bush is now in the east on a buying trip 
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and to look over the style situation in the 
eastern centers. 

Mr. Heartt, of Robinson’s shoe depart 
ment, is also in the east. 


Beige a Leading Color in 
Sport Combinations 


In sport colors, beige is still a leading 
color, and combined with brown and tan 
is seen in a big proportion of sport shoes. 
Gray is noted more frequently than it was 
a few weeks ago, in many instances with 
white kid saddles. 


High 





Shades In 
Waning 
The hosiery department of The Bootery 


notes a perceptible shifting of popularity 
from the beige and kindred shades which 


Hosiery 
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have been so greatly in demand to grays, 
browns and beaver in hosiery, and 
anticipates a run on these and similar 
shades this fall in preference to the high 
shades which have been in favor so long. 
The sheer silks and chiffons retain the 
favor of the ladies. 


Good Reports From Whole- 
sale District 


In the wholesale district the volume of 
business is reported to be nearer normal 
than it has been for several seasons and 
there is no cause for pessimism, as even 
collections are comparatively good. 
Orders have been coming in freely from 
all parts of the southwest and coming in 
oftener, showing that the outlying sections 
are experiencing a gratifying amount of 
business also. 





LOUISVILLE 


People Spending More Freely 


Improved Industrial Conditions Making Themselves Felt in 
Retail Stores; Country Districts Also More Prosperous 


INCE just before the spring racing 

season opened in Louisville, demand 
has been better—men’s shoes, women’s 
white shoes and sport shoes having been 
far more active. There was a slight slump 
for a few days during the week of May 15, 
when a chilly and rainy spell occurred, 
but since then things have been humming. 
A few of the dyed-in-the-wool pessimists 
are complaining, but the majority of 
retail merchants report good business, 
and appear to be quite cheerful. The 
down-town merchants as well as suburban 
stores and side street stores report op- 
timistically. Improved commercial and 
industrial conditions are making for 
freer spending, and business as a whole is 
coming back fast. News of the general 
reduction in freight rates is the best 
business news that has broken here for 
some time, according to some of the local 
merchants. 


Coal Mines at Capacity 


Out in the state, business is picking up. 
Coal mines are operating at capacity as a 
result of strikes in other states forcing a 
big demand in Kentucky. The Burley 
Tobacco Growers Association distributed 
$10,000,000 to its farmer members for 
sold tobacco on May 20, and things have 
been very active through the central 
Kentucky towns as a result of this big 
cash release. Business men are of the 
opinion that trade revival is no flash in the 
pan this time. 


Want Parking Rule Changed 


Representatives of the Retail Mer- 
chants Association, an organization of 


shoe merchants, department stores, and 
general retail interests of Louisville, sent a 
committee before the City Council and 
Board of Public Safety, asking that a new 
auto parking ordinance for the retail 
section be changed, holding that the 
fifteen minute parking arrangement does 
not give consumers time to complete 
purchases, and that it is injuring business. 
Merchants are contending that too many 
streets are included, and that the law 
should be for forty-five minutes or an 
hour, but enforced. 


Retail Merchants to Meet 
June 20-22 


The Kentucky Retail Clothiers Associa- 
tion composed of the men‘s stores of the 
state, many of which handle complete 
lines, including clothing, shoes, hats and 
furnishings, will meet in Louisville June 
20 to 22. Col. Fred Levy, of Levy 
Brothers, Louisville, one of the most 
successful merchants and clever business 
men in the state, is down for a talk on 
“The Biggest Leaks in the Modern 
Store,” which should develop something 
instructive. Richard Bean, Louisville 
banker, wil] talk on “Business Finance.” 
D. L. Brosseau, of the Kentucky Retailers 
Association, will talk on “Store Service,” 
and accounting. Tom Leslie, of the 
National Clothiers, will talk on window 
arrangement; Ellis Malone, of Franklin, 
Ky., on “Direct Mail Advertising,’ and 
Morris Kohlman, Madisonville, on “Re- 
ducing Overhead.’” There will also be 
some interesting question box subjects. 
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Don’t condemn this sole too severe- 
ly. It held up as long as any leather 
sole would be expected to do. 








Suppose for a moment you are one of 
your customers. 

You come into your store. And you say— 
“I want a pair of shoes that will wear. 

“I want the uppers to have good stuff in 
them, and I want them to have soles that I 
cau wear in mud and water without their 
getting spongy or damp clear through. 

“I want them to have soles that will wear 
a long time without having to be replaced, 
for I find that even before my soles wear 
clear through, when they get thin my shoes 
begin to lose their shape. 

“And I want these shoes to have soles that 
won’t separate from the welt before their 
time because the threads have given way.” 


























If You Were Your Customer— 


If you were your customer in this case, 
which of the two shoes shown above would 
you want sold to you—the one with the 
leather sole or the one with the USKIDE 
Sole? 

Uskide Soles, from the standpoint of appear- 
ance on the wearer’s shoe, from the stand- 
point of comfort and feel are satisfactory in 
every way. They are superior to the usual 
other-than-leather sole. 

They contain none of the thread-rotting acid some- 
times found in leather soles, which causes the outsole 
to separate from the welt. 

They are waterproof and non-slipping. And they are 
vastly superior in wearing quality to any shoe bottom- 
ing material we know of. 

Try Uskide Soles on one or two of your sturdiest 
lines this year and ask us to show you how to turn 
them into leaders. 


| United States Rubber Company 


228 USKIDE Ea 


This USKIDE Sole has 
seen exactly the same service 
as the leather sole above, but it has 


hardly begun to wear. It will yet 4 

outwear at least one or two more of 

the best oak-tanned leather soles. ag 
Ve ee 
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The B. F. Goodrich Pavlova Russian Boot and some of its adaptations to milady’s costuming. For a cold wintry rain 
or snow, the fair one might be shod as she appears in the picture at the left; for a clear and crisp cold day, she would 
doubtless choose the “‘shoe-ing’’ at the right. 


Meet the New Pavlova Boot 


Fair Co-Eds of Northwest Gave Idea to Sales Manager G. A. 
Rishel of B. F. Goodrich Rubber Company— 
Introducing Hood Arrow Heel 


AST Winter, when the snow was 

deep, the fair co-eds of Wisconsin 

University discovered that rubber 
boots were the most logical footwear for 
that existing condition. Rubber boots 
were convenient, because the girls could 
put them on in their rooms, put their slip- 
pers into their pockets, and when they 
entered the classroom kick off the boots 
and don the slippers. When the class was 
dismissed—presto! on with the boots and 
wade the snow drifts! Of course they all 
wore them “rolled down.” The fad 
spread throughout the Northwest, and 
women’s rubber boot stocks were ex- 
hausted. 

J. A. Rishel, sales manager of the rub- 
ber footwear department of the B. F. 
Goodrich Company of Akron, happened 
to be in Madison during one of the periods 
when the snow was deep. The idea of the 
Russian boot type of footwear made of 
rubber occurred to him. It took some 
time to work out the details, but the Pav- 
lova boot is the result. 


“Smart” and Practical 


The Pavlova boot promises to be one 
of the sensations of the year in boot and 
shoe circles, as it is not only thoroughly 
practical, but it is a wonderfully smart- 
looking boot, full of style in every line. 

The Goodrich Pavlova closely resem- 


bles the well-known Russian boot, which 
is usually made of soft leather, with or 
without a broad cuff, only in this instance 
the boot is made of the waterproof jersey 
fabric used in the regulation buckle 
“galosh,” with a broad cuff of gray or 
black Astrakan cloth. This cuff is folded 
over the top of the boot, permitting its 
being turned up to more completely cover 
the leg, and thus afford better protection 
in very stormy weather. This feature 
gives a height similar to a regular six- 
buckle galosh. 


Clever Folding Gusset Vent 


There are no heavy metal buckles. A 
folding gusset vent, concealed under the 
Astrakan cuff, is held together by a single 
snap button. The opening of this vent 
permits the boot to be slipped on with 
great ease over the oxford or pump. The 
boot is lined with wool fleece, making it 
warm and comfortable. 


Good Heel and Sole Merchandising 


The Hood Rubber Products Company, 
which last Fall began the manufacture and 
sale of rubber heels and soles, reports a 
decided success in the merchandising of 
their new product. 

The company says that the same high 
quality which always characterized Hood 
rubber footwear and tires is built into 


this new Hood Arrow Heel, and from the 
sections of the country in which the com- 
pany has begun selling to the repair trade, 
they have heard nothing but praise of the 
highest order for the appearance and wear- 
ing qualities of this heel. 

As a result, the new heel and sole de- 
partment has grown from nothing to a 
large organization in a short space of six 
months. The company is making all 
styles of men’s, women’s and junior heels 
in black, brown, and white. In men’s, the 
eight-nail heel feature is making many 
friends, on account of the added security 
against tearing off. 

The new department is under the man- 
agement of competent and experienced 
rubber-heel men. 


Nailing Rubber Heels 


A conference to standardize rubber 
heels was held at Washington, June 7. 
From a shoe manufacturing point of view, 
there are too many grades and shapes of 
rubber heels. A manufacturer cannot 
possibly carry them all, in the run of sizes 
suitable for his sizes of shoes. 

Besides, shoe firms desire standardized 
rubber heels, so that they may be nailed 
to shoes by the regular heel nailing ma- 
chine. If nail holes in heels are not uni- 
formly positioned, the machine will drive 
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LAS} CO_ 


ANNOUNCING THE 


“RADIO’ BOOT 


TRADE MARK REGISTERED 


ON AND OFF IN A FLASH 
OVER THE SHOE 


— 
Tune your “wave lengths” to the “broadcast” of public opinion. 
“Listen in” carefully and you will hear that the ‘“‘Radio Boot”’ 
has been accepted as the foot covering for the American girl dur- 
ing the coming season. 





























Your orders should be 
placed early to insure 
delivery. The name of 
Jobbers who carry the 
*“*RADIO” Boot will be 
supplied on request. 











All rubber elastic boot. Black Astrakhan Cuff. 916 
inches high. Several lasts. Made in Misses and 
Childrens with Gray Astrakhan Cuff. 


CAMBRIDGE RUBBER COMPANY 


CAMBRIDGE, MASSACHUSETTS 


MANUFACTURERS OF 
RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 
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nails through the rubber 
through the nail hole. 

Many heels are now nailed on by hand, 
a method that is slow and expensive, 
compared with machine methods. But 
the machine methods fail unless the heels 
are uniform, especially in the matter of 
position of nail holes. 

In the conference at Washington, engi- 
neers of the U. S. Bureau of Standards 
gave their aid. 


instead of 


Those present at this meeting consisted 
of shoe manufacturers from different sec 
tions of the country, as well as representa- 
tives of the Rubber Heel Club of America 
and the United Shoe Machinery Corpora- 
tion. 


Recent Rubber Quotations 
Plantations— 


First Latex crepe, spot. ......144%@.. 
July-September...........154@.. 
October—December. .... .. .1554@1534 


Ribbed, smoked sheets, spot. .147%4@. . 
July-September...........154@.. 
October-December. .... . . .1554@15%4 

*Brown crepe, thin, clean. .. .1334@. . 








Rolled. .. . 11%@.. 

Amber— 

, ee ea le 

* Serer fe 
ee ..13%@.. 
Para—Up-river, fine.........18 @.. 

Up-river, coarse............. @I13 
Solem, fine... .. .. 2.0020. EM@. - 
*Island, coarse............. 74@.. 
Caucho Ball— 

errs 

EEE OTOEEE ETT. 
EE, 
*Centrals— 

ES i ahi tscn ig wad cd So @10 
a 
*Mexican scrap............... @ 9% 
*Guayule— 

Wet... @18 

PE ere ee 
*Balata— 

Beek, Clete. .cccsscsiccses GR 

Block, Colombian........... @42 

Pec cetoninisaskacae See 

BR. kasi divine se eee ee 
*Benguella, No. 2...........7 @9 
*Kassal— 

Prime, black..............14 G@.. 

Prime, red......... ..10 @12 

*Nominal. 


Scrap Rubber 


There was virtualy no market on Sat- 
urday, and prices were nominal. 


Boots and shoes............. 2%@.. 
Arctics, trimmed............ 1%4@.. 
Arctics, untrimmed.......... 14@.. 
Inner tubes, No. l........... .. @3% 
Inner tubes, No. 2........... .. @2% 
Hose, steam, fire............ 4@@% 


Y@ % 


Tires—Automobile. ......... 
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“Radio” as Applied to Shoes 
Copyrighted 


The popularity of Radio has prompted 
certain firms to apply the word to lines 
of merchandise. Notice is being ““broad- 
casted”’ by the Cambridge Rubber Com- 
pany, of Cambridge, Mass., that they 
have used the word continuously for a 
long time in both interstate and inter- 
national commerce. They report that by 
registration and copyright of the word as 
applied to footwear, they have secured 
the word as their trade mark. The 





The New Hood Arrow heel—made 
by the Hood Rubber Products Co. 


Cambridge Rubber Company is said to 
have taken steps to protect its reported 
rights in two cases. 


BALTIMORE 
Business is Fair 


Retail Merchants Doing Good 
Volume and Wholesalers Also 


HE old saying of ““The more you get 

the more you want,” is not only true 
of finances, but is also true of the average 
local retail shoe merchant. The retail 
merchant today greets the questions as to 
business conditions with the view of the 
pessimist, but invariably he will acknowl- 
edge that his statements are prompted by 
the very noticeable drop in sales during 
the first few weeks following the Easter 
rush. It is very hard for him to settle 
down to the usual amount of business 
without feeling that it is not just what it 
should be. 

Reports from the leading merchants 
indicate that business at the present time 
is just as good as it was during March and 
is improving every day. 

Sales are heavy on patent straps with 
sport straps running a close second in the 
ladies footwear. The retail business on 
whites has not set in up to this time and 
it is the opinion of the dealer that the 
above mentioned styles will continue to 
lead in sales until the weather becomes 
settled. One manager stated that the 
trade in most cases desired patent straps 
and he had instructed his sales force to 
show this style first, thereby saving the 
time of the employee and also the cus- 
tomer. This plan is working very satis- 
factorily and has a fine effect on the 
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patrons who always object to waiting. 
Satin straps and cut-outs are selling very 
well and the demand is increasing each 
day. 

Men’s Business Also Better 


The stores handling men’s styles, report 
business as being very good following the 
after Easter slump and business is im- 
proving from day to day. Sales compare 
favorably with this time last year and 
also with last March. The demand for 
tans is just as heavy as usual and the 
trade prefers the perforated styles, but, 
however, are not partial to the extreme 
patterns. Blacks are selling very well, 
but there are very few sport styles being 
sold. Sports are being featured in window 
displays and it is expected that the demand 
will increase with the coming of warmer 
weather. 


Wholesalers Doing a Fair 
Business 


The wholesalers have settled down to 
the usual business after the Spring rush, 
and they report business as comparing 
very favorably with the same period of 
last year. Manufacturers report business 
as being very good with heavy demand for 
patent straps and whites. There is also 
quite a demand for satins and cut-out 
styles. Factories manufacturing chil- 
dren’s lines report trade conditions as 
being very good with white and patent 
sandals leading in the demand. 

Findings dealers report business as 
being exceptionally good with a good 
demand for sport polishes, caused by the 
contemplated demand for sport shoes this 
Summer. 


Robert E. Tubman Co. to 


Move 





Announcement has been made by the 
Robert E. Tubman Company that they 
will move into their new location at 109-15 
Hanover Street about June Ist. At pres- 
ent the offices are located at 117 W. Lom- 
bard Street and the factory at 109 Falls- 
way. The move will bring the offices and 
the factory under the same roof and will 
increase the floor space about 40 per cent. 
The additional space will be used to in- 
crease production at a later date. This 
company manufacturers the “Little Tret- 
co” shoe for children and the officers are 
Robert E. Tubman, president and C. J. 
Linsenmeyer, secretary. 


In Bossy Brown 


‘A Bossy brown calf oxford, with dark 
brown calf patch, medium toe, 9/8 rubber 
heel, was one of the new styles recently 
noted at the John F. Travers Shoe Co. 
Mr. Travers has been in New York the 
past week on a buying and also selling 
trip. 
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—WHITE SHOES— 


Ready for Shipment 








\ . 
"a 
No. 352 — Women’s » cube wee 
ae , ; ae | a ona No. 353 — Women’s white oxford. No. 354 — Women’s white oxford 
chine sewec eel. . 2! ; 
achine se , 10/8 heel. Price Machine sewed, Military heel. Machine sewed, Low heel. Price $1.25 


Price $1.25 





No. 3759—Women’s white two button No. 3747— Women’s white two butto: No. 926—Women’s white two button 
one strap. Machine sewed. Military me strap Machine sewed Low one strap. Imitation turned. Military 
heel Price $1.25 heel Price $1.25 covered heel. Price $1.75 





N 6324—W ‘ , 7 led No. X3745—Women’s white sport No. X3765—Women’s white sport 
— i anna ' <4 : es “rs ~ oxford. Machine sewed. Black trimmed. oxford. Machine sewed. Black saddle 
strap, turned, covered hee ce $2. Price $1.75 otrap. Price $1.85 


CHIPMAN, HARWOOD & CO. 


“The White Shoe House of America”’ 
564 Atlantic Avenue, Boston, Mass. 
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Leather Being Bought Close to Needs 


Tanneries Reduce Output and Small Stocks Are Being Carried— 
Higher Prices Prevail in Raw Materials Market 


HILE so many shoe factories are 
operating at reduced capacity, 
it is to be expected that tanners 

will follow suit. As a consequence, 
leather buyers are purchasing close to 
their needs and replenishing their supplies 
with conservatism. Conditions in the 
shoe and leather industries are spotty and 
there seems to be a disposition to carry 
small stocks after the experience of the 
last two years when it was necessary to 
make great sacrifices in the matter of 
price. 

The raw material market is in a firmer 
position; prices of hides and skins are 
higher by several cents a pound than they 
were a month or two months ago. This 
certainly does not indicate any cheaper 
leather. Morever, the hide markets are 
sold up rather closely and there is pro- 
nounced stability in raw material. 

The strong position of hides is bound to 
result in firmer leather values and tanners 
are insisting on a profit now rather than 
sacrificing their stocks for the sake of 
making sales. It is safe to state that 
leather quotations are as low, if not lower, 
to-day than they will be in a few months 
hence. The leather now going through 
the works is costing more money to 
produce. On side and calf leather, the 
stocks which were held by banks are 
practically cleaned up and the end of 
bargain leather is in sight. 


Sole Leather Firm 


Sole leather tanners are more confident 
than a few months ago. They are holding 
firmer to prices on leather which is now 
going through the works. Although sole 
leather tanners here largely curtailed 
their output during the first part of the 
year, their stocks have become reduced 
and there are indications of noticeable 
improvement in sole leather sales for the 
remainder of the year. There is still 
considerable low-grade sole leather which 
is available at low prices. Tanners are 
unwilling to sell for far off delivery at 
present prices. No. 1 overweights of 
green hide sides are bringing 27c to 28c 
per pound. Union sole is steady with 
fair buying on the part of sole cutters,with 
packer steer backs quoted for medium to 
heavy at 44c to 50c per pound. The 
findings trade are taking considerable 
amounts of oak ‘sole leather and shoe 
manufacturers who cut their own soles 
are sampling of oak sides, backs and bends. 
Packer steer backs are quoted at 50c per 
pound. 


Calf Leather Unchanged 


The upper leather situation is little 
changed from the past few weeks, although 
shoe manufacturers who are considering 
their new season are beginning to buy 
more regularly. They call for early 
shipment and leather mostly for immediate 
needs. Full grain in colors of the standard 
tannages of calf bring around 40c per foot 
for the top grades, 35c for the medium and 
30c for the lower grades. There is also 
considerable cheaper calf being moved at 
20c per foot. The best finishes of suede 
bring from 50c to 65c per foot, and there 
is a good call for suede calf in colors and 
black. 


Side Leather In Better Call 


There is some improvement reported in 
the side leather market although the 


volume is small for this season of the year. 
The best call is for side leather in colors 
which ranges from 20c to 28c per foot. 
The cheaper grades and snuffed sides run 
down to 15c and there are still some job 
lots which are being moved at lower prices. 
In view of the demand for a cheaper shoe, 
there is likelihood of a good call for 
various grades of side leather during the 
Summer months. 


Good Call For Patent Leather 

The call keeps up for patent leather. 
Tanners are having some trouble in 
securing enough desirable raw stock for. 
the patent sides. There have been large 
lots of cheaper grade patent sides moved 
at prices from 18c to 28c. Top grades, 
however, are still bringing 43c and in some 
cases 45c per foot. Patent colt and kid 
range from 50c to 70c per foot. 





Comparative Leather and Hide Prices 
Upper Leather (Price per foot) 


Pre-War Peak Today 
Calf, suede, top grade.......... $0.32@$0. = $1.40@$1.50 $0.50 @$0.60 
Calf, smooth, colored, top + ah .28@ 1.40@ 1.50 40 @ AS 
Calf, smooth, black, top grade. . .26@ 2 1.30@ 1.40 35 @ .38 
Side leathers, colors, top aan. 18@ _ .22 .75@ 1.00 20 @ .28 
Side leather, black, top grade. . 16@ _ .20 65@ .90 20 @ .26 
Genuine buck.. 45@ «50 1.40@ 1.60 60 @ .70 
White buck, top grade (side lea). 28@_ .30 .90@ 1.00 35 @ .38 
Elk, heavy side. . 24@ .26 .65@ .70 20 @ .24 
Kids, colors, best fancy.. , 35@ .40 1.40@ 1.65 .70 @ .80 
Kid, ‘colors, err .28@ .30 1.35@ 1.60 60 @ .75 
Kid, black, top grade........... 28@_ .30 1.35@ 1.50 60 @ .65 
Kid, medium, —:* ea iaeiaia 20@ .24 -70@ 1.10 30 @ AS 
Kid, medium, black. . 18@ 22 .60@ 1.00 25 @ .40 
Kid, cheap... 06@ «12 .20@ _ .36 co @ a 
Chrome patent ‘sides. . er 25@ _ .30 85@ 1.05 40 @ 45 
|, a Ee Ae eee 400@ .. 1.40@ 1.60 60 @ .75 
Sole Leather (price per pound) 
ON ee 32@ = .33 56@ 58 28 @, .30 
ig Al Reals Set oS .@ .36 90@ .. 45 @ .50 
No. 1 oak backs............... 38@ 39 .92@ .95 45 @ «53 
No. 1 oak bends, shoe mfrs.’ use. . — AT .98@ 1.05 50 @ .60 
No. 1 oak bends, finders’ use... .. .@ A8 1.15@ 1.25 65 @ .75 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, barness, etc.......... ..@ .18% 52@ _ .55 154%@ .16 
Heavy Texas steers, for sole 

leather. . ..@ .18 ..@ 50 @ 14% 
Li ht native co cows, for side upper 

eather ..@ 17% .-@ 62 133 
Branded cows, for ‘light ‘sole ; © ” 

leather. . , .-@ 17% ..@ .50 @ .12 
No. 1 buffs for heavy upper ‘and 

side leather @ .15 45@ .50 .09 @ .10 
No. 1 Chicago City calfskins for 

fine calf leather. .-@ 17% .80@ 1.02% ma. @ 37 
wy for upper leather. . ..@ .16% .65@ .80 10 @ .15 

A. hides, tor hem'ock sole leather @ .30 A2@ 6 164%@ .16% 
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Ready to Ship 


Stock No. Last 
155—Imp. Bd. Black Calf Ox. 580 
160—Tony Bro. Calf Ox. 580 
162—Tony Bro. Calf Ox. 360 
340—Vici Kid Blucher Ox. 390 


440—Havana Brown Kid Blucher Ox. 390 


Last Name 


Harvard 
Harvard 
Yale 
Dartmouth 
Dartmouth 


CARRIED 
ON THE 
FLOOR 


Price 


$7.00 
7.00 
7.00 
7.25 
8.00 


You have bought shoes that will make money and friends for you 
when you buy ‘Just Wright”’ Arch Preserver Shoes. The merchan- 
dising, business-bringing and business-holding virtues of these shoes 
surprise everybody. They are the first and only shoes with which 
is provided a definite system of fitting based upon the system em- 
ployed in modeling the lasts upon which the shoe is made. A trial in 
your store will reveal sales and profit possibilities little dreamed of. 


Send for Catalogue 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
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Interchangeable Mileage Practically Won 


Interstate and Foreign Commerce Committee Votes to 
Report S. 848, as Amended, Out Favorably. 
Congratulations to N.S. T. A. 


On June 2, T. A. Delany, Secretary of 
the N. S. T. A., received a communica- 
tion from Elton J. Layton, Clerk of tlie 
Committee on Interstate and Foreign 
Commerce, Washington, D. C., which in 
effect means that the long fight for reduced 
railroad fares to all travelers and the 
traveling public, has been practically 
won—and won in large measure by the 
good work of the National Shoe Traveler’s 
Association. Not that the rest of the 
shoe trade did not help—for they did and 
right loyally, too—just as soon as the 
legislative wheels commenced to move 
—in fact, it has been generally conceded 
that the favorable consideration of 
reduction in present railroad passenger 
rates, from the issuance of interchangeable 
mileage books, scrip coupons, as well as 
mileage books at just and reasonable rates 
is due to the earnest and concerted effort 
of the shoe and allied industries, with the 
motive power being first furnished by the 
N.S. T. A. 


Vital Change of Interest 


Wide powers would be bestowed upon 
Interstate and Foreign Commerce com- 
mission under amendments to Senate bill 
848 providing for issuance of interchange- 
able mileage books if recommendation of 
House Interstate and Foreign Commerce 
Committee of June 1 are adopted. This 
committee has made several changes in 
proposed bill which will be of vital 
interest to traveling salesmen. 

Report of house committee is now being 
prepared and will be considered by house 
within a few days, as it has already 
passed the Senate. 

Briefly, amendments to Senate bill 
recommended by House Interstate and 





Read About 
GEORGE 8S. DYER 


Page 115 


George S. Dyer, who represents 
the Dalton Company of Brockton, 
Mass., in New York State, New 
York City, and New Jersey, is “the 
big man in the ring” this week. 
The story of this popular salesman 


RECORDER 





will be found on page 115 of this 


issue. 








Foreign Commerce Committee would 
give Interstate Commerce Commission 
considerable leeway in determining what 
rates would be just and reasonable to 
carriers and to purchasers of these inter- 
changeable mileage books. Senate bill 
authorizes interstate commerce com- 
mission to issue books of from one to five 
thousand, miles after hearings at which 
public and railroads will be represented. 


What Prosposed Amendments Authorize 


Proposed house amendments would 
authorize commission to issue orders to 
railroads requiring them to issue inter- 
changeable mileage books; also to issue 
scrip coupons as well as mileage books at 
just and reasonable rate to be determined 
by commission. House ammendments 
leaves it to discretion of commission as to 
amount of mileage to be included in book. 
Committee would also authorize com- 
mission to exempt certain carriers, partic- 
ularly smaller roads when evidence was 
produced showing they could not afford to 
participate in interchangeable mileage 
plans. 
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As to Elimination of ‘Interstate’ 


Another amendment of the house 
eliminates the word “Interstate’’ making 
authorization apply on passenger fares. 
It is expected that this proposed amend- 
ment will prove a stumbling block in con- 
ferences between House and Senate on 
interchangeable mileage bill because 
Senator Cummings, Chairman of Senate 
Committee, argues that elimination of this 
word would provoke nation wide con- 
troversy as to federal powers over inter- 
state rates. It is believed that the senate 
conferees will agree to other amendments. 


The History of the Bill 


The legislature history of this bill is 
interesting—it was introduced into tbe 
Senate of the United States by Mr. 
Watson of Indiana on April 13 (calender 
day, April 16), 1921. 

The bill was read twice and referred to 
the Committee on Interstate Commerce. 
On December 22, 1921, the committee on 
interstate commerce were discharged, and 
bill placed on the calendar. 


Good Work of Byrne and Committee 


One of the most active workers for 
interchangeable mileage from the very 
beginning was Joseph P. Byrne, who 
travels for John Kelly, Inc., Rochester. 
Mr. Byrne is chairman of the interchange- 
able mileage legislation committee of the 
N.S. T.A. He helped to frame this bill 
in January 1921. Ably assisting him in 
this work are, George L. Starks of the 
Wilson Process; John Baxter of Louns- 
bury, Mathewson & Co.; Harry Lynch of 
Howard & Foster; President Frank B. 
King and Secretary T. A. Delany, of the 
N.S.T.A. Through these men the vari- 
ous Presidents and Secretaries of all the 
affiliated associations worked as a unit in 
bringing the attention of this bill to their 
Congressmen. 


Bill Passed Senate January 14, °22 


Mr. Delany started working on this 
bill about Feburary, 1921. The first great 
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WHITE SHOES IN STOCK 


WELTS MADE IN OUR 


EVANGELINE FACTORY 


Meee ee ogg o et ga Ss AO AG 2g 5 Om AC ICE AL 





Stock 4868 RTS RE ACE: Stock 4593 


bo ne. Plan fo take in White Beechtex Cloth Oxford 

White ivory Sele, Waite Welt | White Ivory Sole and Heel, 92 (Comb.) 

154 inch Heel, White Rubber Top Lift, | 13 Last, Goodyear Welt, 154 inch Heel 
Goodyear Welt | 10- 

96 Last | ye $3.75 


Widths A-D $3.25 











Stock 4658 Stock 4867 


White Ostex Cloth Oxford White Ostex One Strap 

White Welt, White Rubber Top Lift, 95 White Ivory Sole, White Welt 
ede + ~ pian 13 inch Heel, White Rubber Top Lift, 
re Goodyear Welt, 95 Last Y 
° 4 
$3.25 A-D $3.25 ‘ 
4 
iv 


A. H. BERRY SHOE CO. 


428-30 ALBANY BLDG., BOSTON, MASS. PORTLAND, MAINE 
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work was put in with the Senate, who were 
sold on the idea. The Senators who were 
very favorably disposed toward this 
legislation and who pleaded for its 
passage were—Hon. Julius Kahn, Senator 
Cummings of Iowa, Senator David I. 
Walsh, of Massachusetts and Senator 
Henry Cabot Lodge of Massachusetts. 
Senators Kahn and Cummings framed the 
bill on the suggestion of traveling men. 
It was presented to the senate last 
January and passed the Senate January 
14, 1922. 

Manufacturers Co-operated Splendidly 

The National Shoe Manufacturers 
Association, through its Secretary J. 
Dudley Smith, has been very active in 
this matter, having urged the members of 
this association to work for the passage of 
this bill, in many circular letters, parti- 
ularly in circular letter No 8, inviting all 
manufacturers to co-operate with the 
National Shoe Travelers Association. 
This bill reduces the cost of selling and 
reduces the cost of merchandise to the 
consumer—the leading manufacturers in 
the trade brought this argument forcibly 
to the attention of the Interstate and 
Foreign Commerce Committee and proved 
the necessity of this stimulation to 
business. On one of Secretary Delany’s 
trips to Washington in behalf of inter- 
changeable mileage, he took with him the 
petitions of over 400 shoe manufacturers, 
who asked that the bill might be passed. 

Trade Press to Rescue 


The Boot and Shoe Recorder sent a 
representative to interview Congressman 
Winslow and to lay before him the 
great advantage which the shoe and 
leather businesses and their allied branches 
would obtain from a lowering of distrib- 
uting costs through a reduction in railroad 
passenger rates. Congressman Winslow 
had to be “sold”’ on the merits of this bill. 
He was first of the opinion that if this bill 
should be passed, it would be creating 
preferential legislation, to which he was 
strongly opposed. He also claimed that 
the adoption of the plan suggested by the 
shoe travelers would cost the railroads 
possibly $50,000,000. He claimed that he 
had not at that time been approached by 
any employer or manufacturer urging the 
passage of the bill. 


Some Intensified Effort 

Directly that the Recorder representa- 
tive made known Congressman Winslow's 
state of mind on the subject, the National 
Shoe Travelers’ headquarters “got busy” 
anew and immediately wrote more letters 
and sent more wires to manufacturers and 
urged state and local shoe travelers 
associations affiliated with the N.S. T. A. 
to ask their employers and manufacturers 
to state their keen interest in inter- 
changeable mileage. 

And not only did the Recorder get busy 
but the Dry Goods Economist of New 








The Bill S848 Reads 


To amend Section 22 of the 
Interstate Commerce Act by per- 
mitting the issuance of interchange- 
able mileage tickets on railroads and 
for other purposes. 

Be it enacted by the Senate and 
House of Representatives of the 
United States of America if Con- 
gress assembled, that Section 22 of 
the Interstate Commerce Act is 
amended by inserting ‘(1)’ after 
the section number at the begin- 
ning of such section and by striking 
out all after the first proviso of such 


- section and inserting at the end of 


such section two new paragraphs to 
read as follows: 

“*(2) Each common carrier by rail- 
road, or partly by railroad and 
partly by water, within the con- 
tinental United States subject to 
this Act, shall] issue interchangeable 
non-transferable five thousand-mile 
tickets (including the privilege of 
carrying baggage free to the amount 
of pounds), to be sold at the rate of 
2% cents a mile, for transportation 
of persons on any lines of such 
carrier or any other such carrier, 
without regard as to whether the 
points of origin and destination for 
any single journey are within the 
same State. The commission, by 
order (a) may imitate and establish 
such classifications, regulations, and 
practices relating to such tickets, 
(b) may make such regulation as it 
deems necessary for the enforce- 
ment of the provisions of this para- 
graph, and (c) shall modify the rate 
established by this paragraph, 
whenever in its opinion there is, 
after this paragraph takes effect, a 
substantial alteration in the aver- 
age rate level for the transportation 
of persons by such carriers through- 
out the country as a whole, so as to 
increase or decrease such rate 
directly in proportion, as nearly 
as the commission deems practic- 
able, to such alteration in such 
average rate level. Any ticket un- 
used in whole or in part at the time 
of any such modification may be re- 
deemed at the same rate per mile 
as that for which it was purchased. 
No common carrier shall demand, 
collect, or receive greater or less 
compensation for the transporta- 
tion of persons or ba e under 
any such five thousand-mile ticket 
than that required by the provisions 
of this paragraph or any order of the 
commission issued thereunder; or 
refuse to accept any such ticket, 
for the transportation of persons as 
provided in this paragraph. 

“(3) If any provision of para- 
graph (2) or the application thereof 
to any person or circumstance is 
held invalid, the validity of the 
remainder of such paragraph and 
the application of such provision to 
other persons and circumstances 
shall not be_affected thereby.” 
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York—and all the other papers in the 
United Publishers Corporation, and Assoc- 
ciated Business Papers—in all some 300 
trade papers “started something” in the 
industries represented by their publica- 


tions. 
A Solid Fighting Front 


Other orgainizations of commercial 
salesmen put their fighting machinery for 
this legislation into motion; so did 
insurance companies; hotels, theatrical 
organizations; big baseball leagues— 
Never was there such a solid front of 
evidence presented and never was there a 
greater amount of offensives fairly hurled 
at the Interstate and Foreign Commerce 
Committee, insisting on the passage ol 
Bill S 848. 

It is estimated that the financial 
strength of the valiant fighters in the 
shoe industry and allied interests, alone, 
was fully $1,000,000,000. 


Glad Tidings Arrive May 31-June 2 


On May 31, Secretary T. A. Dlany 
commenced to receive really favorable 
interesting news from Washington. This 
news of great import was sent out by 
Samuel E. Winslow, Chairman of the 
Committee on Interstate and Foreign 
Commerce, and read, as follows—‘Please 
accept my thanks for your letter of the 
27th of May, current, with enclosures, in 
respect of S. 848. Our Committee is to 
consider this bill in executive session 
tomorrow, and it will be a pleasure for 
me to bring your communication up at 
that time..” 

On June 2, Elton J. Layton, Clerk of 
the Interstate and Foreign Commerce 
Committee, sent to the National Shoe 
Travelers headquarters the following glad 
tidings: 

“Following Mr. Winslow’s letterof May 
31, acknowledging your letter of the 27th 
of May, in respect of S. 848, I have been 
directed by the Chairman to advise you 
that our committee voted yesterday to 
report S. 848, as amended, out favorabily”’ 


Stand by Guns to End 


The N. S. T. A. and all the other shoe 
and allied branches of the trade likewise 
the trade journals will leave no battle 
unwaged to impress upon the members of 
the House that the passage of this bill 
means not only prosperity to commerical 
men and their employers, but to the 
public in general, through the reduction 
in the cost of distribution of every article 
of merchandise; they will again prove that 
this bill is not class legislation, as the bill 
applies to all purchasers ot mileage in its 
wholesale from. 

It is believed that the report of the vote 
of the House Interstate and foreign 
Commerce Committee to the House of 
Representatives on bill S. 848 will be 
passed in a form acceptable to the trade. 
But nothing further will be left undone or 
secure its passage. 
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“DUANE” 


Means IN STOCK—Right Now 


THE BROADWAY 


BAREFOOT SANDAL 














The popular Broadway Barefoot Sandal of 


superior patent colt skin, top grade $9.25 
sole and rubber heel. Fully lined. 


As above in genuine white elk, unlined, $2.25 
Same fully lined .................... $2.50 


Sizes 2% to 7 


Factory: Haverhill, Mass. . . - : . Philadelphia Office: 411 Forrest Building. 









Womens Specially Footwear 
43 Duane St. New York N.Y. 


Aaa US SS TT oT TT Sr yr se se tr sr st st sts ts os ee tr ee ee 
LALA Ad kh hh led Math Madt A dtekt Ath Ah Ah Ah hh Ak ak ee ee Oe BEY 


: : | Duane Shoe @mpan ny & : ae 
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Join the N.S. T. A. 


in reviewing the above matter, the 
thought comes to our mind that this is 
only another instance where the National 
Shoe Travelers’ Association is ever working 
energetically and faithfully for the benefit 
of the shoe industry. “‘“As you sow, so shall 
you reap,’ is an old Biblical quotation,” 
says Secretary Delany. “Membership in 
the National Shoe Travelers’ Association 
should be taken most seroiusly by all 
progressive and public spirited shoe 
travelers. The working ground of the 
N. S. T. A. is indeed a fertile field. We 
have many good sowers, but we want 
more and we want every man who is 
selling shoes on the road to join us.” 


Ligislators Wish to Please Constitutents 

If the members of the National Shoe 
Travelers or otbers wish, they might write 
or wire an expression of appreciation to 
Samuel E. Winslow, Chairman of House 
Committee on Interstate and Foreign 
Commerce, Washington. Our Senators 
and Congress like to know whether their 
constitutents commend or condemn their 
legislative work. Other members of this 
committee are: James S. Parker, New 
York; Burton E. Sweet, Iowa; Walter R. 
Stiness, Rhode Island; John G. Cooper, 
Ohio; Edward E. Denison, Illinois; 
Everett Sanders, Indiana; Schuyler Mer- 
ritt, Connecticut; J. Stanley Webster, 
Washington; Evan J. Jones, Pennsylvania; 
Carl E. Mapes, Michigan; William J. 
Graham, Illinois; Sherman E. Burrougbs, 
New Hampshire; Walter H. Newton, 
Minnesota; Homer Hoch, Kansas; Alben 
W. Barkley, Kentucky; Sam Rayburn, 
Texas; George Huddleston, Ala; Clarence 
F. Lea, California; Paul B. Johnson, 
Mississippi; Harry B. Hawkes, Missouri. 
Senator Cummings of Iowa is now “the 
man of our hour”’ in the Senate. 


From the McElroy-Sloan 
Enthusiast 

Easy and pleasant surroundings are not 
provocative of work. They say one of the 
most beautiful places in the world is the 
Hawaiian Islands. The early morning 
and the sunsets have a languid beauty. 
The verdure and the landscape is en- 
thralling but the natives are pleasure 
loving languid and shiftless. Nature 
furnishes food and little clothing is 
required. Laziness reigns. They say 
that when the white man goes there 
unless he watches himself the same spell 
is liable to get him. When our fathers 
came to this Western country they had to 
fight the Indians, cut down the trees and 
build the log houses. They had to subdue 
nature and they were empire builders. 


Battle Against Ease 


The thought is this, that today with the 
telephone, the swift, noiseless automobile, 
the pleasant new dwellings and apartments 
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and the novel methods of entertainment, 
we are liable to be captured by our 
modern easy-living conditions and assume 
the same attitude toward life as the 
Hawaiians. Things can be too pleasant. 
The writer finds that his hardest battle is 
the battle against laziness. Laziness has 
caused more misery than strong drink. 
It has ruined the careers of many bright 
minds, including bankers, lawyers, doctors 
and ministers and has left unshod and 
uneducated numberless children. 





JAKE WHALEN 


Whalen Making Strong Run 
for Congress 


Ex-Alderman John J. Whalen of Brock- 
ton, salesman for the Barney, Capen & 
Denham welts, and the John J. Whalen 
shoes for men, recently returned to his 
home city from his: selling territory for a 
few days to push his campsign for the 
democratic nomination for Congress in 
the historic 14th district. “Jake” is a 
live one in political aspirations and his 
auto has been driven into every nook and 
corner of the district in his search for 
support. He will make his run, ’tis said, 
on a platform that is “wet’’ and not wiped 
dry with a moist cloth. “Jake,” by the 
way, is positively a teetotaller. 





Kengott with Rice & Hutchins 


Rice & Hutchins Chicago Co. have 
added to their staff Robert Kengott of 
Milwaukee, who will cover Northern 
Minnesota and North Dakota. Mr. 
Kengott has travelled for a number of 
years out of Milwaukee for a prominent 
house of that city and also for a number 
of years with tbe F. M. Hoyt Shoe Com- 
pany. Mr. Kengott comes to the Chicago 
Company with an excellent record and 
has been assigned to a territory of unusual 
possibilities. 
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Folan Selling Russian Gaiters 


John E. Folan, who for many years 
has been selling rubbers to the retail shoe 
merchants of Boston and vicinity and 
who comes into their stores as an old 
and true friend, is just now demonstra- 
ting the merits of the new Russian-gaiter 
boot of the Converse Rubber Shoe Com- 
pany. He was recently seen in Hagan’s 
Shoe Store “making a date’’ to go over 
the rubber stock and put in the Fall and 
Winter’s supply, among which will be this 
new Russian gaiter. When “John makes 
a date” with the proprietor of a retail 
shoe store, the sales force immediately 
get busy on.the rubber stock and find 
out “what was what’ last season .and 
“what will be what’’ in sizes and styles 
this season—they submit their findings 
to “John”’ and he does the rest. 

An Expert Merchandiser 

John E. Folan is one of the directors 
and stockholders of the Converse Rubber 
Company. He started in the shoe busi- 
ness as a boy, right from the high school, 
and chose the road and shoe selling as his 
profession; for five years, he traveled for 
Rice & Hutchins, Inc. This was but 
natural as he was brought up in the retail 
shoe business at Norwood, Mass., where 
his brother Tom conducted a shoe store. 
After leaving Rice & Hutchins, Inc., he 
became interested in rubber foot cover- 
ing and joined the sales force of the 
Beacon Falls Rubber Shoe Company; he 
remained with this company for five 
years and for the past 13 years has been 
selling Converse Rubber Shoe Co. goods. 


J.E.O’Brien Booking Business 


John E. O’Brien, who travels the 
South for the Commonwealth Shoe and 
Leather Company, was seen in Houston, 
Texas, last week, writing down some 
goodly-sized orders for his house. 
“John’s”’ big hearted way is one of the 
treats for any section which he visit 
and that he is appreciated by his trade 
is evidenced by the generosity of the 
business which he invariably books. It 
is unnecessary to say that his merchan- 
dise is always right, but added to the 
goodness of the merchandise is John’s 
goodness of salesmanship—he has a con- 
vincing manner—his customers believe in 
him and before he leaves a store, he has 
sold friend merchant. 


“Jack”’ Jones Says ‘“‘Business 
Particularly Good” 


Word has been received from “Jack” 
Jones, who travels for the T. D. Barry 
Company in Missouri, Illinois, and Kan- 
sas, that business in his territory has been 
particularly good. “Jack” has a wide 
acquaintance in his territory and it is 
needless to say that if anyone can get 
business, he is the man. 
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Special to Close, $4.75 


An awful good buy. A Black and White 
or Tony Red and White 


Meet us at the Boston Style Show, July 10-13 


The Preston B. Keith Shoe Company 


Brockton (Campello Station); Mass. 


June 10, 19.2 
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This shoe has been and is a strong 
seller. We need the floor space this 
seasonable seller is taking up, so name 
a price that is moving them rapidly. 


Women’s Black and White 
Stock No. 821—Campus Last. Sizes 2 to 8. 
_  - 4) ers Price $4.75 
Women’s Tony Red and White 


Stock No. 822—Campus Last. Sizes 2 to 8. 
errr Price $4.75 
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PREP 
Kistler, Lesh & Co., Inc. 


COMMISSION 


LEATHER MERCHANTS 
FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, M 













APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
pows children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
[Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 
@ENTUAT OR children’s sh or 8 


PATENTED p by g 
our order today. 

hone Brockton 2133 

for immediate action. 
BURKLEY 
SHOE CO. 

1156 No. Main St 

Brockton, Mass. 


























Retails §2, $3.50 












No. 32176 Iris Lily Bou- 
quet, 24 x 30 inches, in 
lavender, pink, yellow or 
red with natural prepared 
foliage, including vase 
as illustrated, each, $1.75. 
per dozen, $18.00. 


Write for MY SPRING CAT- 
ALOG No. 32 with illustra- 
tions in ors of Artificial 

5 nts, Vines, etc., 
MAILED FREE FOR THE 
ASKING. 


Frank Netschert 
61 Barclay St. 
NEW YORK, N. Y. 











-—GREELEY’S BOUDOIRS— 


BLACK—RED—HAVANA BROWN 
BLUE—PINK 

These boudoirs 
please the par- 
ticular. Quality is 
our stronghold. 
Send for samples 
. and prices. 

A. W.———- 
GREELEY 
49 Washington St., 
Haverhill, Mass. 


Branch Factory, 
Newton, N. FT. 









STOCK 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Meet George S. Dyer 


Dalton Company Booster—and a Real Salesman 


In one of the offices of the Marbridge 
Building, New York City, most any day 
—outside of holidays and Sundays and 
the many occasions when he is called 
down town to take sizes—sits a most 
congenial and affable fellow whose face 
beams sunshine and contentment with the 
whole world at all times. This office. be- 
cause of its occupant, has been often 
called “The most popular office in the 
Marbridge Building.’”’ George S. Dyer, 
who covers New York City, New York 
State, and New Jersey for the Dalton 
Company is the fellow. 

Time was when it could be said that he 
was tall and thin. We recall a photo of 
him when bookkeeping for his father, but 
the George of today is of rotund propor- 
tions, and is more in the heavyweight 
class than the featherweight. 


On the Road al 18 


Mr. Dyer started in the shoe-selling 
game before cut outs and Russian boots 
were in vogue. Back in 1886, George 
was general utility man for the Riley 
Pebbles Company of 59 Lincoln Street, 
Boston, dealers in plough shoes, brogans, 
nailed and pegged shoes, stitch downs 
and Don Pedroes, all of which could not 
be so neatly packed in sample trunks as 
are present day shoes. He was then but 
18 years of age, full of “pep” and am- 
bition—so much so that his firm started 
him on the road, realizing his unusual 
ability to make new friends and 
acquaintances. 

After a trip through Western Penn- 
sylvania he was appointed bookkeeper 
and billing clerk for the Chipman-Calley 
Company of Boston, Mass., who erected 
the factory now occupied by Rice & 
Hutchins, Inc., and which factory was 
at that time one of the most up-to-date 
in the United States. 


Has Traveled Entire Country 


For a short while he stayed with this 
house, and then his “wanderlust’’ again 
asserted itself. He went on the road for 
John Lancey of Marblehead, Mass., 
traveling the entire United States from 
Boston to the Pacific Coast, also to the 
North and South, calling on the jobbing 
trade exclusively. From a short but suc- 
cessful career with Lancey, he became 
associated with Critchett-Sibley Com- 
pany of Belfast, Maine, makers of boys’, 
youths’ and little gents’ shoes, calling on 
the wholesale and larger trade from Boston 
to Denver. While still selling to the 
jobbing trade, he was sought after by 
O. W. Robbins Shoe Company of Pitts- 
field, Mass., makers of men’s medium 
welts, who sought him out to cover the 


usual large cities from Boston, West. 
From this time on Mr. Dyer began getting 
into the present generation, going into 
Brockton, Mass. and into men’s fine 
shoes, at a period when retail merchants 
spoke of Brockton as fluently as they do 
now of the tariff, and when to mention 
men’s shoes was to immediately infer 
that Brockton was the city where they 
were made. 


Rated “‘A1” in Bradstreets of Shoedom 


Mr. Dyer’s acquaintance with the trade 
was so valuable that Thompson Bros. of 
Brockton, corralled him in the days when 
plate glass fronts were not so common 





GEORGE 8S. DYER 


Marbridge Bid., New York, who covers New 
York State and New Jersey, for The Dalton Co. 


as today and when Pullman trains were 
for the prosperous only. These handicaps, 
however, were not dampers to his high- 
class salesmanship, for he got his line 
placed with the finest trade and won the 
right to an A-1 rating in the Bradstreets 
of shoedom, which he still enjoys. For 
fully 18 years he continued his wonderful 
career with the Thompson Bros., when 
his old friend, L. H. Dalton, organized 
the Dalton Shoe Company of Brockton 
and Mr. Dyer joined him, with which 
concern he is at present. 


Knows Shoe History 


To review some of the earlier days with 
George Dyer is a treat and valuable his- 
tory, recalling to the mind the great and 
rapid advancement in methods of shoe 
making and shoe selling; he can trace 
the advance of the shoe from the little 
country shop to the big and well appointde 
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modern shoe factory; he remembers the 
many old fashioned methods of shoe re- 
tailing, when retail shoe salesmen were 
uninformed “clerks” and contrasts the 
rather clumsy distributing methods of 
yore with the clever present-day methods 
of shoe merchandising. 


Once a Retail Merchant 


After George knew the very inside and 
very outside of the shoe game, he was 
anxious to learn about the great middle 
highway and therefore, associated himself 
with his father in the retail shoe business. 
The education which Mr. Dyer had ac- 
quired on the road was a valuable asset 
to his senior—the result is not hard to 
guess, they each made a financial success 
of their venture and tucked away some 
little change for a rainy day. 


Covers the Best Trade 

In seasons he can be seen covering 
New Jersey and New York State, but 
his big field of accomplishment is New 
York City where scarcely a shoe house 
with good rating does not recognize and 
welcome the portly form of a genuine 
whole-souled, thoroughbred, gentleman- 
salesman in the person of George S. Dyer. 
That he has worn well and must have 
had the characteristics of a real salesman 
is proved by the fact that this territory 
has seen and bought from him each season 
for the past 23 years, and if one can pass 
this test of time he surely deserves the 
laurels of applause and appreciation as a 
credit to the shoe trade. 


Kannensohn Travels for 
Geller 


Fred Kannensohn, representing Andrew 
Geller of Brooklyn, left on June 5 with a 
full line of samples for the coming season, 
with which he will cover New England and 
North Eastern territory, with possibly a 
visit to Canada. 

Mr. Kannensohn is very enthusiastic 
anticipates a very satisfactory volume of 
business, since visitors from his territory 
in attendance at the Style Show advised 
him that conditions were quite favorable 
for good business. 

Lipschitz Showing 
Ornaments to Trade 


David S. Lipschitz of the Vanity 
Novelty Co., manufacturers of ornaments, 
left on Sunday, June 4, for a business trip 
through Pennsylvania and into western 
New York with the purpose of presenting 
a line of ornaments, bows and buckles to 
the manufacturing trade especially. 

Mr. Lipschitz said he has a great many 
new things to show the trade, and antici- 
pated that with these inducements, and 
the general tendency toward ornamenta- 
tion along the lines of his design, he will 
keep his plant running to capacity through 
the Fall season. 
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Put “Pep” in Salesmanship 
The Difference Between ‘‘Pep”’ and ‘‘Peddling”’ 


As related in “‘The Rule of Thumb Science’ from Chapter I of ““Salesmanship” by 
William Mazwell—Copyright. Published by Houghton Mifflin Company. This is 
No. 5 in our “Pep” series 


So much for vanity. Now, I have ob- 
served that my eyes can deliver a message 
to my brain more quickly than my ears. 
I have observed the same of others. I have 
noticed, too, that my attention can be 
focused more completely through my eyes 
than in any other way. Accordingly, I al- 
ways like to have some object to place be- 
fore the eyes of my prospective customer. 
If possible, it should be the article you are 
trying to sell or some portion of it. If that 
is possible, then you should have a picture, 
a newspaper clipping, or an unusual testi- 
monial. The best time to show this object 
is right after you have cornered the buyer 
with your question. If you are selling a 
shoe, wait until you have forced the buyer 
to ask you, in effect, what kind of a shoe 
you are talking about. Then pull out one 
of the shoes and say, “There it is.”” The 
most cynical buyer cannot avoid a distinct 
feeling of interest in any object that is 
placed in his hands—even if it is merely a 
coffee bean. 


Get Buyer's Concentrated Attention 


Give the buyer a dramatic moment in 
which to examine the article you have 
placed in his hands. Then make the asser- 
tion which you have selected as a means 
of fairly transfixing his attention. This is 
what I have referred to as the keynote of 
approach. Such a speech should be as brief 
and emphatic as you can make it. If it 
succeeds in its purpose, you have won 
attention, and you may pass on to the 
second step of your attempted sale—the 
development and enlargement of your 
auditor’s interest. If it fails, you should go 
over the same ground again and again, 
with a variation of words, but not of 
thought or purpose, until undivided atten- 
tion is finally yielded to you. Do not make 
the blunder of attempting to expand your 
customer's interest until you are certain 
you have affixed his attention on the ident- 
ical subject in which you desire to center 
his interest. I have used a good many 
words discussing how you should plan 
your approach to the average man, but 
have by no means touched on all the traits 
of the average man, which should be con- 
sidered in planning the first step of a sale. 
However, if I have made clear my method 
of plotting against the poor fellow, I have 
accomplished enough. You probably know 
him as well as I do, for he is as much like 
you as he is like me. 


“Sizing- Up” Your Man 


We are now at the point of considering 
this mystery enshrined problem of “‘sizing 


up your man,” or “reading his character,” 
or whatever you choose to call it. To show 
you how important I consider it as a factor 
in applied salesmanship, when compared 
with the importance of constructing a true 
image of an average man, I shall dismiss 
the subject with a very few words. You 
don’t read a man’s “character” when you 
see him. If you “size him up,” it is merely 
to observe, for example, whether he is de- 
liberate or impetuous, phlegm atic or vola- 
tile, serious or flippant, placid or irascible, 
courteous or ill-mannered, patient or im- 











CHARLES E. SEIBERT 


Who represents the Rice ¢ Hutchins, 
Baltimore, Ohio Company 





patient. Naturally you try to harmonize 
yourself with those phases of his tempera- 
ment which are most apparent. You speak 
quickly to a quick-spoken or nervous man. 
You are slower of speech, but no less em 
phatic, with a deliberate man. You are 
self-assertive with an ill-mannered man. 
But why multiply examples of this so- 
called character -reading, and its influence 
upon your method of approaching a pros- 
pective customer? It is largely instinctive, 
which is no doubt why many salesmen rely 
upon it in preference to premeditated 
speech and acts which require constructive 
thought. 

When you get to know a man you will 
naturally adapt your manner of approach 
to your estimate of his temperament, but 
do not mistake the exchange of personal 


amenities for real-attention getting. The 
attention a salesman requires is not atten- 
tion for himself alone. What he needs is an 
approach that will compel attention for 
some particular article in his line or some 
particular phase of his proposition. He 
does not want the merely-tolerant atten- 
tion of friendship. The salesman who 
places his reliance on the friendship of a 
buyer is backing a high-weighted horse at 
short odds. 

As to the class of man you are approach- 
ing,—that is to say, whether he is the kind 
of man who sits in a luxurious office or the 
kind who sits on the edge of a pickle bar- 
rel,—my advice is to disregard such dis- 
tinction. Act the way you feel, unless you 
happen to feel subdued by Turkish rugs 
and rosewood desks. In that event, don’t 
act the way you feel. 

One more word and I am done with the 
subject of approach. I can imagine a job- 
ber’s salesman saying that my method is 
not practicable for a man who sells an ex- 
tensive line. In my opinion, a great weak- 
ness in the methods of most salesmen for 
jobbing houses is that they do not base 
their approach on one specific article, but 
scatter fire. I shall enlarge upon this later 


Don’t Tell Story all at Once 


Don’t try to tell your whole story when 
you approach a prospective customer. A 
common and very bad introductory re- 
mark is somewhat as follows: “I am repre 
senting Smith & Jones of Johnstown. We 
make a very fine line of “Thingumbobs,’ 
and I want to see if I can’t interest you in 
our line.’ Whatever else you do or say, 
don’t say that. 

Attention may be called the dawn of 
interest, if you can imagine a dawn that 
will turn tail at the slightest excuse and 
slip back into the darkness whence it came. 

Perhaps it is closer to the mark to say 
that attention is a challenge, since the man 
who gives you his attention yields a tem- 
porary interest which his mind challenges 
you to hold. 


Forced Interest Unwilling Captive 


Real interest is involuntary mental con- 
centration; forced interest is an unwilling 
captive; and feigned interest an amiable 
deceit. It is never safe to assume that any 
talking point is of inherent interest to a 
buyer, nor that you can interest him in 
your goods merely by describing their 
good qualities in a convincing way. 

I have never known anyone to buy a 
photograph of a banquet which he had 
attended if the photographer failed to get 
him in the picture. If I wanted to impress 
Niagara Falls on a man’s mind, so that he 
would never forget the scene, I should 
photograph the Falls with the man in the 
foreground and give him a copy of the 
photograph. If we want to hold the inter- 
est of a buyer as we describe our goods, we 
must keep him in the picture. 
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Represents Karelis on 
Pacific Coast 

The Karelis Shoe Company, Haverhill, 
manufacturers of women’s turn footwear, 
has engaged as Pacific Coast representa- 
tive, O. L. Lederer. His office and sample 
room will be at 905 West 53rd Street, 
Los Angeles, California. Mr. Lederer 
has long been a resident in California and 
is thoroughly familiar with the require- 
ments of shoe merchants on the Coast. 


“Tim” Murphy Off on Trip 


“Tim” Murphy, who travels New 
York State for Welch, Moss & Feehan, 
left for his territory on Wednesday, 
June 7. “Tim” has been covering the 
big State for many years and knows the 
wants of its merchants from A to Z. He 








WILLIAM H. KELLEY 


Of the Atlas Shoe Co., Boston, who looks out for 
Rhode Island, Fall River and New Bedford, Mass. 








usually starts out a bit earlier in the 
season, but delayed a little this time in 
order to have in his sample case a full 
array of authentic styles. It is antici- 
pated that “Tim” will make a “clean up.” 
The reason for this assertion is based on 
the fact that he always has “cleaned up” 
in the past. And if we may digress 
somewhat from business, we would like 
to state right here that ‘““Tim’’ makes a 
specialty of celebrating three big occa- 
sions in the year like “a regular fellow’; 
These events are: the Fourth of July, 
Christmas and St. Patrick’s Day. His 
return from this trip has been planned 
so that he may get home in time to make 
due preparations for spending the Glorious 
Fourth in a manner worthy of a patriotic 
citizen. An extra supply of fireworks and 
red fire is already on order for ““Tim’s” 
especial attention. 
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E. E. Woodward with Dut- 
tenhofer Stevens Company 


E. E. Woodward has joined the sales- 
force of the Duttenhofer-Stevens Com 
pany of Cincinnati, covering all of Indiana 
and Illinois, with the exception of Chicago 
in Illinois. For the past five years“ Woody” 
has made the State of Illinois for the J. P. 
Smith Shoe Company, of Chicago, making 
his home at Champaign, Illinois. Previous 
to this for a number of seasons he made 
both the States of Illinois and Indiana, 
for the Stonefield-Evans Shoe Company. 
of Rockford, Illinois. 

**More Power to You!” 

To his friends in both States he extends 

a very cordial greeting and a very keen 


desire to serve them with his new line. 
We are very sincere also in extending 





E. E. WOODWARD 
Who represents Duttenhofer-Stevens Company in 
Indiana and Illinois, exclusive of Chicago 


‘“‘Woody” our very best wishes, for we are 
sure that with his present line of high 
grade, fine women’s shoes, he will very 
readily increase his following among the 
best merchants in this territory and again 
we say to him, “‘More power to you.” 

“‘Woody” informs us that he will con 
tinue to make his home with his mother in 
Champaign and will, of course, spend 
much time in Cincinnati at the factory. 
You will find the slogan: “‘He profits most 
who serves best,”” among ““Woody’s” code 
of ethics. 


Roy Miller Visits Boston 

Roy Miller who travels for Whitman & 
Keith Co. made a little visit to Boston 
and Brockton recently. Mr. Miller came 
on to see about his new samples. He 
covers New York State, greater New York 
and New Jersey. His New York Office is 
at 754 Marbridge Building. His home 
town is Auburndale, Mass. 
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National Council, T. S. A. 
Inc., Holds First Annual 
Convention, October 9-11 


The Southeast Missouri Drummers 
Association held its 26th annual conven- 
tion at Cape Girardeau, Mo., May 25-27. 
with about 500 members in attendance. 
Edward Massengill of the Peters Branch 
of the International Shoe Company is 
president of the association. 

During the week of June 1-3, the 
Frisco Travelers, composed of salesmen 
in Southwestern and South Central Mis 
souri, will hold their twelfth annual meet- 
ing at Washington, Mo. Among the St. 
Louis men who are officers of the ’Frisco 
Travelers is W. E. Brickenkamp, Peters 
Branch of the _ International Shoe 
Company. 








P, A. MORGAN 
Loeb Arcade Bldg., 7 South 5th Street, Minnea- 
polis, Minn., who operales out of the Rice ¢ 
Hutchins Chicago Co. 





The Egyptian Hustlers, composed of 
travelers in Southern Illinois territory, 
known as “Egypt,” held their 20th 
annual convention at Alton, Ill., during 
the past week. 

The first annual convention of the 
National Council of Traveling Salesmen’s 
Associations will be held October 9, 10, 11 
of this year at Cincinnati—twenty-seven 
organizations are affiliated with the 
council. 


Epstein an Artistic Man 


_ Al A. Epstein was formerly with R. H. 
Macy and H. Triebitz, New York but 
has recently joined the forces of the 
Artistic Shoe Co., of Brooklyn. He is 
covering Greater New York, New Jersey 
and Long Island with the high grade 
turns of this house. 
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A pair of boy’s shoes recently 


imported by an ag New ISTINCTIVE shoes for 

York house. Note the trim ap- . . 

petal ts taithe Tale children feature lacing 
hooks. 


Your customers appreciate them 
because’ they make it easy for the 
children to lace their own shoes. 
Children take pride in them; parents 
take comfort in them. | 


For speedier, neater, easier lacing— 
lacing hooks on children’s shoes. 




















Specify lacing hooks when placing your order. 


Insist on having what you want. 
For men’s, women’s and children’s shoes. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The week prior to Easter, 1922, The Palace Clothing Company of Kansas City, Mo. (Auerbach § Guettel, Proprietors) devoted a large 
portion of its half a block of window space to a men’s Glove Grip shoe display. The Palace Clothing Company is one of the biggest clothing 
stores with shoe departments in the country. The company has another store with shoe department at Topeka, Kas., and still another at 
St. Joseph, Mo. All lovers of the old sweet songs are familiar with the name of the Kansas City store’s shoe buyer, although they may not be 
aware of it. They could guess it the very first time, especially if we said, “‘Don’t you remember sweet Alice?”’—but we will add Ben Bolt, so as 
to thoroughly identify Mr. Bolt with his complete knowledge of shoe merchandising. At the same time of this window display, a window dis- 
play of women’s Glove Grip shoes was made by the Geo. B. Peck Dry Goods Co. of Kansas City—also one of the top-notchers in clothing and 
shoe houses in the United States. 
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stocking would be often in a most forlorn 


Warm Weather Stimulates Business 


Men Are Buying More Shoes—White Footwear Favored by 
Women Folks—Findings Moving Well 


UMMER weather has arrived in earn- 

est and life in the open is the desire 

of the great majority. Those who cannot 
spend all of their time in the open, give as 
much time to out-door recreation as is 
possible. For this purpose they must buy 
footwear—the women folks prefer white 
footwear for the most part, as June is the 
month of weddings—(the practical woman 
buys a white kid slipper for the church or 
home wedding and then wears it on the 
street). There are also graduation exer- 
cises and other festivities. When the Bos 
ton retail salespeople sell these white 


shoes, they make known the fact to their 
customers that white shoes will not long 
retain their cleanliness unless they are fre- 
quently “treated to a dose”’ of white dress- 
ing. Therefore, the sale of white polishes 
has been heavy, during the past few weeks. 
This is the season when folks are going 
away for the Summer—so they are also 
buying from the findings departments of 
the stores, pastes and polishes of black and 
tan; also shoestrings and polishers, and the 
buttons and buckles, and the many other 
accessories without which the shoe or 


condition. 

It is related that one shoe store of Bos- 
ton paid the entire salaries of three men 
for three months from this trio’s sales of 
arch supports; it is also related that one of 
these men earned 65 per cent of his salary 
for three months from his sale of dressings. 

Men Buying Tans 

The men in general have made up their 
minds that they want some new shoes and 
hosiery. One high grade store reports, 
“Our men’s shoe business for May was 
way ahead in numbers of pairs and dollars 
and cents, of our May, 1921, business.” 
Another high grade store reports, “Our 
men’s business increased 33 per cent in 
May.’ About half of the buying is on tan 
shoes of a medium shade; a little buying is 
done on the light shade of tan and perhaps 
15 per cent on men’s white shoes 
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Where to Buy 


Women’s Shoes 











The WESTCOTT-WHITMORE CO. 
Syracuse, N.Y. — 
73) In Stock Specialists of 


- WwW ’sS . y 
’ adn \ omen’s Shoes, Party 
QOS 


Slippers and Novelties. 
Write for Catalogue 

















COLLINS & STAPLES 


Makers of 
Hand Turned Low Cuts 


strap with slide Je on 
exte > anes Girl's 


118 Phoenix Row 
Haverhill, Mass. 
183 Essex St. 
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BLEECKER STYLES 


Are the last word in footwear 
for stylish women 
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FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 











IN STOCK 
PRICE $1.35 
Women's Quality 

Satin Boudoir 


Colors—Black, Old Rose, Copen, Orchid, 
Lavender, Alice Blue 
FREEMAN & THOMPSON SHOE CO. 
Manufacturers “Comforeta” St. Paul, Minn. 














= 207 Essex Street 
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Phillips-Cram Corp. 
Makers of 

Women’s Turn 
Siippers 

76 RiverSt., Haverhill, Mass. 

Boston Office 
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“A Land-Office Business” 


“We are doing a land office business 
today,” said Edward Kendall of the second 
floor, women’s department of Thayer 
McNeil Company, as he stopped for just a 
moment on Thursday, June 1, to greet the 
Recorder representative, and then rushed 
off to his customer. “I think that today 
will be the biggest day in the history of 
our business,’ remarked James H. Creed, 
manager of the second floor, women’s de- 
partment, on Thursday, June 1. ““We are 
selling heavily on whites, black and white, 
and sport shoes.” 

A little later in the day, Fred Porter, 
merchandise buyer tor this store, was 
asked how he accounted for the avalanche 
of buyers which had been descending upon 
Thayer McNeil Company’s store all day: 
“Well,” replied Mr. Porter, “that is a 
long story, but briefly told. You must first 
get the customers into your store and, 
secondly, you must have the right mer 
chandise in the right fitting for these cus- 
tomers; and, thirdly, you must give these 
customers service and satisfaction. And 
to show that some of our customers expect 
considerable in the way of service, we re- 
cently had a request from a woman to 
have a pair of shoes made for her which 
would last seven years.” 

Hosiery Department Displays 
Scarfs 


A new touch of beauty has been added 
to the hosiery department of the Thayer 
McNeil Company, by some very beautiful 
Iceland wool scarfs in lacey effects. with 
scalloped edges, bordered in waves of 
golden brown and pale yellow wool: or 
with lipstick red and gray bordered effects 
—this latter pattern against the pure white 
of the Iceland wool scarf gave a very 
dainty effect. Mrs. Jane Howe is the 
buyer and manager of this department.. 
Among the artistic and practical creations 
in hosiery were some imported lisles for 
women, which the saleswoman was dem- 
onstrating would not twist as they were 
put on, perhaps in a hurry. And as to the 
wool scarfs, the retail saleswoman ex- 
plains that they can be easily washed in 
lukewarm water and ivory soapsuds. 

“Smart” Effects in White 

A case of white shoes and hosiery that 
was decidedly “‘smart” was recently shown 
at the front entrance of Hagan’s Shoe 
Store. As a result, this footwear soon 
moved from the case to the feet of cus- 
tomers. Mrs. Florence Durney of this 
store found a moment of leisure time to 
talk about shoe styles, as noted at the 
recent Brooklyn Shoe Style Show. 


“Garside Triple One-Strap” 


“The big hit of the Brooklyn Style Show 
runway was the Garside triple one-strap,” 










said Mrs. Durney. “Atfirstonewould thin 
that this patent leather beauty was silve: 
beaded, but on close examination it wa 
discovered that it was the white silk stitch 
ing that gave this shoe adornment its bril 
liance. The ankle strap was set far back ir 
the quarter and went around the ankle ir 
jeweled effect.” Mrs. Durney spoke of th: 
effectiveness of beige in combinations with: 
black. Also of the happy selection of the 
women models and of the little three year- 
old child who showed kiddies’ footwear 
and who was the darling of the show. The 
gowns she pronounced as exquisite, and in 
harmony with the footwear displayed. 
She also remarked on the beauty of the 
sport costume and footwear showing. She 
made a mental note that there were very 


_ few oxfords shown, perhaps only three or 


four pairs, the rest being fancy straps. 
“Heels will be decidedly higher,” said Mrs. 
Durney, “except for sport shoes; but noth 
ing will be higher than 17-8 in Louis. For 
dress and semi-dress, 13-8 to 15-8,— 
Cuban strongly predominating. Louis 
heels of 16-8 height are favorites—some 
17-8, but none 18-8.”” Mrs. Durney made a 
very thorough survey of style. She went 
over to New York to work, and work was 
the order of the day and night—one of her 
appointments was made at 7:45 A.M. 


New Flapper Tongues 


A new line of tongues in artistic pat- 
terns has just been received at Hagen’s. 
One of white kid with interlays in laced 
effects—some of periwinkle blue, some of 
red, and all the fashionable colors. These 
tongues are fringed, of course. 

Other strap pump and plain pump 
adornments displayed at this store are 
very clever. For instance, a perfectly 
plain pump of last year may be converted 
by the ingenious young woman- shopper, 
into a one-strap, with center strap and 
ornamented vamp effect. There is almost. 
every imaginable combination of colors; 
very pretty are the jet and silver-beaded 
effects; some have elastic ends and can be 
sewed to each side of the shoe—others 
have button holes and fasten to buttons, 
which are placed on either side of the shoe- 


Salesmen Study Sole Leather 


The students of the Boston Retail Shoe 
Salesmen’s Institute, class of 1922, George 
F. Hamilton, instructor, combined with 
the Jordan, Marsh & Co. Round Table 
group, Arthur L. Evans, instructor, at the 
Boston Shoe Trades Club on the evening 
of Tuesday, June 6, to listen to D. B. 
Titus, of the J. W. & A. P. Howard Co., of 
Corry, Pa., tell about sole leather and 
show pictures as to its tanning. 

The last Round Table of the season for 
the 1922 class will be held June 14, at the 
Boston Shoe Trades Club. Commence 
ment exercises will be held some time in 
October, when the students will have had 
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an opportunity to prepare their theses, 
and President Evans and staff, will have 
had an opportunity to examine papers and 
find out those who are entitled to qualify 
as scientific shoe sellers. 

At the June 6 meeting, full arrange- 
ments as to the Alumni meet will be 
made. These alumni are the 1921 and 1922 
Round Table classes; also the Jordan, 
Marsh class of the Boston Retail Shoe 
Salesmen’s Institute. The date has been 
stated as probably that of June 21. Du- 
pont’s Restaurant will be the place where 
the banquet will be held. The committee 
in charge of the Alumni meeting was ap- 
pointed from the Boston Retail Shoe 
Salesmen’s Association, Peter F. Girard, 
chairman, and the following members: 
Percy E. Thayer, Leonard W. Hollis, 
Thomas M. Stickley, H. E. Currier, Elmer 
A. Kuhlen, I. D. Glover, Edward N. Chal- 
mers. The committee from the 1922 class 
are: Miss Alice Kelley, Miss Hanson and 
Mr. Duncan. 


Merchants’ Day at 


Exposition 


Retail 


A conference of retail merchants ‘at 
which several well known shoe merchants 
will discuss retail problems will be one of 
the features of the big Boston Style Show 
—the National Shoe and Leather Exposi- 
tion that is to be held on July 10, 11, 12 
and 13. 

It is expected that several of the officers 
of the Nationsl Shoe Retailers’ Association 
will accept an invitation extended them 
by Albert N. Blake, president of the style 
Show Association, to speak before the 
meeting. Henry E. Hagan, president of the 
Massachusetts Retail Shoe Merchants’ 
Association and a director of the National 
Association is working with the Style 
Show management in an effort to make 
the meeting a big success. 


Entertainment for Buyers 


In addition to the conference and Style 
Show, plans are being made to entertain 
visiting buyers while they are in Boston. 
On the day following the close of the ex 
position a monster clambake will be held 
at Nantasket Beach under the auspices of 
the Boston Shoe Travelers’ Association 

Retail merchants in New England and 
all near-by States, are being urged to 
arrange their plans so they will be free to 
take in the conference. It is hoped that the 
newly-formed alliance of New England 
States will bring out a record-breaking 
attendance. 

The announcement made by the Style 
Show management that a model shoe fac- 
tory and tannery would be installed in the 
basement of the building so that buyers 
could see just how shoes and leather are 
made, met with the immediate endorse- 
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ment of retail merchants everywhere. It is 
planned to show the manufacture of lin- 
ing, pattern-making, last-turning, the 
various processes of tanning leather and 
then to assemble these parts in a finished 
shoe. 


——_ amv 


Special Railroad Rates to 
Exposition 


The hundreds of retail shoe merchants 
and others, who are planning to visit the 
Boston Show, July 10-13, may this year 
have the benefit of a railroad excursion 
rate, applicable from any part of the 
United States. This round -trip reduction 
recently announced by the transportation 
companies will range from 10 per cent to 
45 per cent, according to location. From 
some points the round trip tickets will be 
issued to Boston, but from others it will 
be necessary to buy tickets to Marblehead 
or Gloucester, Mass., as recognized vaca- 
tion places. 

Intending visitors should consult their 
local ticket agents for detailed information. 

In addition to the tannery, shoe factory 
and other working exhibits already an- 
nounced, the Boston Show will also be 
notable for a comprehensive demonstra- 
tion of the manufacture of rubber footwear 
by the United States Rubber Company, 
which will have one of the largest exhibits 
in Mechanics’ Building. This will serve to 
make this department of the Exposition, 
one of the largest and most inclusive in- 
dustrial exhibits ever held. 


Publicity Committee Offers Prize 


The Publicity Committee of the Boston 
Show has offered a prize of $25, or its 
equivalent, to the advertising department 
of that exhibitor who gets out the best 
piece of advertising for mailing purposes, 
featuring the show. This is expected to 
stimulate a lively competition. The judges 
of the contest are to be Messrs. I. Wendell 
Gammons, of the “Shoe Retailer”; Everit 
B. Terhune, of the Boot and Shoe Recorder, 
and Arthur L. Evans of the Retail Shoe- 
men’s Institute. The committee recently 
held a largely-attended “cooperation con- 
ference,” with the advertising representa- 
tives of a number of prospective exhibitors. 
The result of this was to put a lot of extra 
“‘pep”’ into the publicity campaign. 


Visitors from Abroad Expecied 


The management of the Exposition is 
receiving many letters from interested 
members of the trade in foreign countries, 
as a result of the exceptionally fine work 
that has been done by the American con- 
suls and trade commissioners throughout 
the world, in cooperation with the Exposi- 
tion Company. Some of these correspon- 
dents expressed their expectation of being 
in Boston during the week of the big 
show. 
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Largest manu- 
facturers of 
soft soleleather 
slippers. 





Send for catalogue 


MAID-RITE FELT SLiPPER CO., Inc. 
35 York St., Brooklyn, N. Y. 


















E. A. & M. C.Witherell Co. 


Manufacturers 


Women’s Turn’ 
Boots and Slippers 


Facto 
Haverhill _— 
Boston Office 4 
Rice Bldg. Room 406 











FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 














for the wholesale trade 














Haverhill, Mass. 
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WOMEN’S FINE TURNS 
and NOVELTIES 
One of our newest models 
Hand turn kid lattice work 
quarter—in ali fines 
leathers 
TESSIER & 
BOWDOIN 
172 Washington 
Street 
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Makers of 
HAND TURN NOVELTIES 
In All Leathers and rm and 
On All the Latest 


Felstiner-O’ Come 
Shoe Co. Inc. 


41 Washington St. 
Haverbill, Mass. 













SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock—All 
leather ——— soft soles. 

range — 
He 30. doz. 


and 
wards. Alsoa full line 
of Ladies’ Pump Straps 


NU BABY SHUVE CO., East Lynn, Mass. 
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STOCKBRIDGE SHOE COMPANY 
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HAVERHILL, MASS. 
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Getting New Trade 


is mainly a matter of going after it. Write 
our Dealers’ Service Department for new 
ways of bringing customers to your store. 
BROOKS SHOE MFG. CO. 
1731-41 N. 6th St. Philadelphia 
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FINE SMNOEMAKERS 
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Stacy Adams Co. 
Manufacturers of 


MEN’S FINE 



























“For Men Who Cae 
To Dress Well” 


A Sample Order tu 
a Pair or a Dozen 
Will Start You Right 


T. D. BARRY CO. 
rockton - - Mass. 























~ Gentlemen’s 
elton Shoes 
SHOE / A.E.Nettleton Co. 
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LYNN 


Big White Season Is Opening 


Some Gain on Black Kid Shoes Is Reported—Patents and 
Colors Continue Popular 


TYLE development goes on in Lynn, 

designers working on late Summer 
novelties, that may carry through the 
Fall, as well as on distinctively Autumnal 
types of shoes. Black kid one straps 
appeared during the past week in such 
numbers as to show them among late 
Summer and early Fall novelties. Also, 
new Russia calf oxfords, of the five-eyelet 
pattern appeared, some in one tone and 
some in two tones of browns. 

White shoes have been shipped in large 
quantities, including all white, and white 
and trimmed shoes. A record clearance 
of these shoes is expected as Fourth of 
July approaches, and the vacation season 
gets under way. Reserve supplies of 
white shoes are held in stock in Lynn 
shops. 

Patents Continue to Sell 


Patent leather shoes continue to sell. 
Some new patterns are made without 
cut-outs in the vamps. Some strap 
pumps are fastened with buckles, instead 
of buttons. 

Patent and gray combinations are 
popular in some sections. Other sections 
like patent and red, patent and green, or 
patent and red. A few Russian oxfords 
show pattern vamps and quarters, with 
linings, collars and straps, of red, or gray. 
All gray shoes continue to sell. 

Fuchsia calf, a new color, which may 
be classed among the blues, is used for 
pumps for late Summer. Also, oxfords 
are made with patent vamps and fuchsia 
quarters. 

Suedes, of delicate colors, are used for, 
dress pumps. Some attempt is being 
made to put collars on black satin pumps. 
New brocades, especially silver shades, 
are made into side lace pumps. 

Lasts, generally speaking, show rounder 
toes and higher heels. Vamps continue 
3 1-4 and 3 1-8 inches long. 

Oxfords make up a large part of the 
Fall samples so far designed. Manu- 
facturers continue to hope for boots, but 
see no signs of them yet. 


The Run of Sizes 


Some peculiarities of the run of sizes 
continue to engage the attention of Lynn 
manufacturers, for, at time, there appears 
to be a marked increase in the demand 
for the larger sizes of shoes. 

In a general way, it costs more to 
make the larger sizes especially if they, 
are of the novelty styles. For instance, 
factory figures show that it costs at 
least ten cents a pair more to make shoes 
in the run from No. 2% to No. 6 than 
it does in the run ‘from No. 4 to No. 8. 


And the additional expense is still more 
when the run of sizes gets up to No. 10. 

This increase in cost is due chiefly to 
the use of larger quantities of leather, 
both sole and upper, in shoes of the 
larger sizes. 


Fitting Patterns First ~ 


Paul Krippendorf, Lynn shoe expert, is 
convinced that more shoes would be 
fitted right if the patterns were made to 
fit the foot, and then the lasts made to 
fit the pattern. This theory is contrary 
to the common practise of making lasts 
to fit the foot, and of drafting patterns 
to fit the last. 

According to Mr. Krippendorf’s theory, 
the area measurement of the foot is the 
main point in getting a shoe fitted right, 
and he concludes that if the patterns are 
of the right area, the shoe must fit the 
foot. He demonstrates the theory in 
various tests. If his theory prove correct 
in practise, then fitting clerks in retail 
stores will have to make a study of pat- 
tern areas, as well as of shapes of lasts. 


Shoes For August 


Harney, Tracey & Crehan are booking 
orders for welted walking shoes for 
August. Among them are one- and two- 
strap pumps, with light tan calf vamps 
and nude suede quarters. These shoes 
carry heels 10-8 high or 13-8 high. The 
straps fasten with buttons. 

Other of these welted walking shoes 
are black kid, one- and two-strap pumps 
and oxfords; also, plain toe patent leather 
oxfords with gray calf quarters and 10-8 
heels, and patent, or Russia calf oxfords, 
with nude suede quarters, and 13-8 heels. 

For Summer sales, by the way, the 
firm is featuring a plain white cloth oxford, 
five eyelets, with a covered military heel 
10-8 high. 


Fine Grain Skins 


Buyers of Lynn shoes seek chiefly 
shoes made of fine grain skins, which is 
natural, for the finer the grain the better 
looking the shoes. And these are days 
of apparel of fine finish. 

Patna skins made the finest shoes, ac- 
cording to one Lynn authority, the skins 
being tough of fibre, as well as fine of 
grain. Patna skins come from India. 
They should not be confused with India 
skins, which are skins tanned in India, 
and refinished here. Some Brazilian and 
China sheep skins, of special selections, 
are made to look like Patna skins. 
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Kid leather is plentiful, according to 
some recent government reports. Indeed, 
they show that there are 23,000,000 goat 
and kid skins on hand. 

But it is only special selections of these 
millions of skins that are right for Lynn 
shoes. Skins of young animals, that 
spread about three feet on the cutting 
boards, are wanted for Lynn shoes, be- 
cause they are fine of grain, and of good 
cutting value. Such skins are scarce, 
and continue high in price, comparatively 
speaking. 

Likewise is it with calf skins. The best 
calf leather is made of small skins, from 
young animals, dairy fed, and not turned 
out to grass, because a “grasser’’ has a 
tough pelt, with a “wild” grain. 

When nature makes the grain fine, the 
leather stands the test of wear. 


Swimming Shoes 


The swimming season has opened early 
this year, and hundreds are already in 
swimming daily at the beaches along the 
North Shore. And, by reason of this, 
C. R. Whittredge is making shipments of 
swimming shoes unusually early, and in 
quite large quantities. New swimming 
shoes, for the season of 1922, are in com- 
binations of colors, and in strap, as well 
as oxford and boot effects. There is style 
in swimming shoes, as well as in street 
shoes. 


Oxfords for Fall 


“The bulk of Fall business will be on 
oxfords,”” says Mr. Leighton, who sells 
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the Creighton shoes. “‘Welted oxfords, 
of the brown leathers are wanted. Volume 
of business will be done on regular oxfords 
of brown calf. Sport-style oxfords, show- 
ing shield tips, and trimmings of a con- 
trasting color, also are selling. Some 
side lace oxfords are in our line, and a 
varied assortment of novelties. But the 
bulk of our business will be on brown 
oxfords.”” 


Black Kid Shoes 


“We are back to one strap,’ says 
Joseph Travers, of the Travers Shoe 
Company. “But they are of black kid 
leather, and the toes are rather plain, 
having tips but no cut-outs. The straps 
are broad, and they fasten with buttons. 
Heels are higher. 

“Among our novelties, are strap pumps 
of fuchsia calf; also some oxfords show- 
ing combinations of patent leather and 
fuchsia calf.” 

Committee Named to Show 

Lynn Shoes 


A committee of Lynn manufacturers, 
who will undertake to show Lynn shoes 
at the Boston exposition, is lead by 
Harry Thomas, of V. K. & A. H. Jones 
& Thomas. Edirc R. Taylor, of McNichol 
& Taylor, will direct the scenic display. 
Other members of the committee are 
Lawrence Lennox, of P. J. Harney Shoe 
Company; H. P. Leighton, of A. M. 
Crieghton, Charles Harney, of Harney, 
Tracey & Crehan and Joseph Travers, of 
the Travers Shoe Company. 





HAVERHILL 


Looks for Business Improvement 


Haverhill Manufacturer Attends Meeting of Men Represent- 
ing Basic Industries, All of Whom Predict Betterment 


OSEPH C. KIMBALL of Kimball & 

Sherman Co., who recently attended 
a conference of men important in leading 
industries, brought away with him im- 
pressions favorable to substantial busi- 
ness improvement during the next few 
months. Mr. Kimball says: 

“Men at this conference who repre- 
sented basic industries made reports which 
were of great interest, outlining as they 
did reasons for better business and ade- 
quate prices for merchandise. Our con- 
cern is planning new developments, and 
we are looking forward to a good business 
in our line of women’s turn footwear.” 


Shoe Order from Tokyo, 
Japan 
From the other side of the world, Hop- 
kins & Ellis have received an order for 
several styles of women’s high-grade 


turns. This order was sent by K. Susuki 
& Co., Tokyo, Japan. To assure its being 
properly filled, the Tokyo merchants 
clipped several of Hopkins & Ellis shoe 
illustrations from the pages of the Bool and 
Shoe Recorder, enclosing these in their 
letter. A bank draft was enclosed, cov- 
ering the amount. Shoes ordered included 
silver cloth, gray suede, all patent, also 
patent and gray combination, strap 
pumps. Hopkins & Ellis are making 
prompt shipment to this new customer 
and are much gratified to know that the 
fame of their footwear has spread so far 
into foreign parts. ° 


Returned from Western 
Trip 
A. G. Collins of Collins & Staples re- 
cently returned via New York from a 
three weeks’ visit to the trade in the cities 
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PULLMAN TRAVELING 
better*than ever in Senet fit 
iginator~owners of 7iaae Mork Pullman” 
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#182 
Colorr Black and Brown 
full sizes 3 toll in Stock 
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Stock Dept. 5 
Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 

















Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory at 
Brockton, Mass. 

















[UNION SHOE CO.] 












WELTS 








Frederick S. Peck 
Worcester, Mass. 
Men’s and Women’s 


Sport and College Shoes 


Boston Salesroom 
207 Essex Street 


WORCESTER 
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PHILMALL, Inc. 


THOROUGHLY BENCH > 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


147-153 WAVERLY PLACE 
NEW YORK CITY 








TURKISH SLIPPERS 
IN STOCK AGAIN 


No. 101— Sofia Turk- 
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nople. All Sizes and 
Colors for Immediate 
Delivery 

K. M. STONE CO. 
12-14-16 E. 22nd St., WY, 
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HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
OF 
SHOES AND RUBBERS 
Every Wednesday and Friday 
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Where to Buy 


Boys’ Shoes 
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That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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of Pittsburgh, Chicago, St. Louis, Minne- 
apolis, and Omaha. Mr. Collins secured 
some good business, and reports an opti- 
mistic feeling regarding the coming season 
on the part of many of the merchants. 


Removed to New Locations 


Prosper Shevenell & Son, Inc., manu- 
{acturers of counters and shanks, have re- 
moved the factory and offices from a 
former location in one of the Burgess- 
Lang buildings to the Merrimack Asso- 
ciates’ Building on Locust Street. 





Shoe Manufacturer in 
Switzerland 


J. A. Rickard, treasurer of the Rickard 
Shoe Company, who is making a tour of 
Europe, was at last accounts in Switzer- 
land, visiting a sister. On account of the 
difference in exchange between United 
States and Swiss currency, Mr. Rickard 
reports that living in Switzerland is an 
easy problem from the financial point of 
view of an American citizen. 


Woman Heads Shoe Company 


Mrs. Medora A. Feehan, at the head of 
the Gorman Shoe Company, of Haverhill, 
is said to be the only woman owner of a 
shoe manufacturing plant in Massachu- 
setts. Her father, James H. Gorman, was 
founder of the company. The factory, 
which is in the Victory Building, Hale 
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Street, has a daily capacity of 600 pairs of 
women’s turns. 





MRS. MEDORA A. FEEHAN 


Retired from Shoe Concern 


M. C. Cram of Phillips-Cram Corpora- 
tion, manufacturers of women’s turns, has 
retired from that concern after several 
years’ affiliation. The business will be 
continued by Mr. Phillips at the same lo- 
cation on River Street. 





BROCKTON 


One-Price Store Opens 


Customers Given Contract Slips Good for Second Pair if 
First Does Not Give Satisfaction 


a EDDYS” is the taking title of a 

retail shoe store which opened last 
week in the Olympia Theatre Building, 
at the corner of Maine and Crescent 
Streets. introduces an inno- 
vation to Brockton. There are two sepa- 
rate departments—one on the street floor, 
where all men’s and women’s shoes are 
sold at the uniform price of $5 a pair; and 
a bargain basement, where footwear will 
be retailed at $1 a pair and upwards. 

As an inducement for customers on the 
opening days, stockings were given with 
each pair of shoes purchased. Another 
innovation is that a purchaser of a pair of 
shoes is given a contract slip, whereby he 
or she is assured of a new pair for each 
pair that does not give satisfaction. 


“Teddys” 


President of Commercial Club 


Frank E. Cobb, for many years affili- 
ated with the shoe trade and its branches 
in Brockton and vicinity, was recently 
chosen president of the Brockton Com- 
mercial Club. This organization includes 





FRANK E. COBB 


Recently Elected President of the Brock'on 
Commercial Ciub 
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in its membership many members of the 
shoe manufacturing trade in Brockton 
and vicinity. President Cobb is asso- 
ciated with Tolman Print, Inc., and his 
work is especially in connection with 
printing for the shoe manufacturing trade. 
Many Records of Long 
Service 


There are few shoe manufacturing con- 
cerns which have as many employees rep- 
resenting long and faithful service as 
M. N. Arnold Shoe Company, whose 
plant is in the neighboring town of North 
Abington. A recent investigation brought 
to light the fact that this concern has 36 
employees who have worked in the factory 
continuously from 24 to 55 years; that 
three have worked there for over 50 years. 
and 16 from 40 to 50 years. The oldest of 
these employees began work in the old 
bootmaking days, yet continue, under 
new conditions, their efficiency in the pro- 
duction of Arnold footwear. 

M. N. Arnold Shoe Company, which 
was established in 1867, has steadily con- 
tinued in shoe production since that time. 
It is of special interest to note the names 
of three employees who have been in the 
service of the concern for more than 50 
years. These are Frank E. Shaw in the 
sole leather department for 55 years; 
P. H. Slattery in the bottoming depart- 
ment, 54 years; Charles Raymond, also 
in the bottoming department, 50 years. 
There are seven employees of from 44 to 
49 years’ standing; five from 41 to 42 
years; 14 from 32 to 40 years, and seven 
from 24 te 26 years. One of these latter 
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is Charles O. Tyler, credit manager of the 
Arnold concern, who was recently ten- 
dered substantial appreciation by the 
concern for his service of a quarter of a 
century with the company. 


To Make Rubber Heels 


The Brockton Rubber Company is the 
title of a new concern which will operate 
a plant in Brockton, specializing in the 
manufacture of rubber heels. President 
Phil C. Stingel formerly occupied a simi- 
lar executive position with the Needham 
Tire Company. His associates in the di- 
rectorate of the Brockton Rubber Com- 
pany are Frederick R. Woodward, Sher- 
man Ward, Nicholas Mullen, and Charles 
B. Strout. The Brockton Rubber Com- 
pany’s daily capacity is from 40,000 to 
50,000 pairs of rubber heels. President 
Stingel says that quality will be featured, 
as in line with the reputation enjoyed by 
the manufacturers of Brockton shoes. 


Thievery at Factories 


Numerous shoe manufacturing con- 
cerns in Brockton and surrounding towns 
have suffered losses during the past few 
months, caused by thieves breaking into 
the plants at night and carrying away 
upper leather and other valuable mate- 
rials. These losses total many thousands 
of dollars in Brockton, the Weymouths, 
Rockland, Abington, Whitman, and other 
towns. Several concerns which have met 
with losses are taking strenuous methods 
to protect their plants by the employment 
of special watchmen. 





ROCHESTER 


To Boost East Avenue 


Merchants’ Association Tackles Problem of Doing for Shop- 
ping Street What Similar Organization Has Done 
for Fifth Avenue, New York 


HAT Fifth Avenue is to New York 

City, East Avenue can and will be 
to Rochester. That is the declaration of 
members of the East Avenue Association 
formed recently by busiress men to con- 
serve and expand the best business and 
other interests of the East Avenue shop- 
ping district. 

The first merchandise event and activ- 
ity under the direction of the association 
will be conducted Tuesday, Wednesday 
and Thursday June 6, 7, and 8. These 
days are to be set aside as East Avenue 
Days. Every merchant, every store, 
every business house on East Avenue will 
on those dates present to Rochester and 
those living within the city’s shopping 
radius an unusual appeal. 

There will be demonstrations of value 
given by stores. There will be special 


displays of merchandise. Every East 
Avenue institution and business will in- 
vite Rochester’s inspection and interest, 
and make worth while its welcome. 


Other Activities Planned 


Many other constructive activities are 
completed by East Avenue Association 
members. It is the plan of the association 
to make known to those far and near what 
the street is, and where in the street may 
be found what Rochester people have 
found so interesting and so popular. 

East Avenue today is regarded as a 
Rochester institution, a street that all 
Rochester is proud of, and one whose 
shopping district is proving every day 
more interesting to those who live or shop 
in Rochester. The rapidly increasing 
number of stores, the new Sagamore 
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Children’s Shoes 
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ELASTIC TIP COMPANY \ 
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Where to Buy 


Shoe Ornaments 
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Where to Buy 
Boudoir and Ballet 
Slippers 



















TRY OUR 
Boudoirs and Ballets 
High Grade Low Prices 


Hard toe Dancing 
Slip are our 


pecialty 

ALL IN STOCK 
Oriental Slipper Co. Inc. 

118 Phoenix Row, 

Haverhill, Maas. 
SUMITH Bench Made 
Professional Hard Box 
Ballets. Black Kid 
and Pink Satin in 
stock. 








Wm. Sumner Smith Co. 
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Apartments, the new Eastman School of 
Music, all have contributed to East 
Avenue’s remarkable growth and activity. 

To those who come to East Avenue, the 
street offers beauty that is both physical 
and material. It offers shops and business 
interest whose reputation extend even a 
long distance from Rochester. It offers 
shoppers a compact, delightful shopping 
center, and these are believed by members 
of the East Avenue Association to be rea- 
sons for the avenue’s remarkable popu- 
larity. 


Kk. J. Esser Back On Job 


In fiction, when Spring comes the circus 
folk hear the call of the tan bark and re- 
turn to the show. With the coming of 
spring, E. J. Esser, who for thirty years 
conducted a shoe store on Main Street, 
which he recently sold out to the G. L. 
Colling chain store organization, heard 
the call of the fitting stool and has re- 
turned to the shoe business, as manager 
of the Collins store. 


Too Many Sales 


Among the subjects discussed at the 
weekly meeting of the Rochester Retail 
Shoe dealers Association, held at the 
Chamber of Commerce on Tuesday May 
23rd, was the subject of special sales and 
their value. One shoe man who attended 
the Brooklyn Shoe Style Show reported 
that he heard while in New York, that 
a million and a half people in that city 
bought only bargain shoes due to the 
continual bargain offerings, and that he 
felt that local merchants should not stress 
bargains too strongly at this time, but 
everyone should concentrate his efforts to 
moving shoes at regular prices. 

The following memorial resolution was 
passed on the death of Fred L. Myers a 
former President of the Rochester Retail 
Shoe Dealers Association. 

“Once again our ranks have been invaded 
by that dread enemy, Death, and there 
has been taken from us one of our noblest 
and best, our dearly beloved friend and 
associate, Fred L. Meyers. The passing 
of Brother Myers was not only a shock to 
each and every one of us, but a calamity 
for which we and his other friends were 
wholly unprepared, his illness having been 
of such brief duration. In fact, we were 
all bowed in sorrow when we suddenly 
learned that his spirit had flown to that 
unknown bourne from which no traveler 
ever returns. He had, indeed, earned a 
rich reward. 

“As a man devoted to the highest ideals 
of humanity, and a deep and abiding 
reverence for and a faith in an ever living 
and righteous God, he passed from this 
struggling life to the one that knows no 
anxieties and pains of the flesh. Let it 
be our hope that some day we shall meet 
him and know him again at the Great 
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Round Table where all will be love an 
kindness, and where there will be no jeal 
ousies and bickerings such as Brothe 
Myers did so much at our little round 
table here to eliminate for our commor 


“Fred L. Myers was honored in January 
1912, by being our unanimous choice for 
President, and he served loyally and well. 
We doubt if any other president ever took 
a deeper interest in the welfare of ow 
association and its members. He presided 
at our First Annual Dinner, February 20 
1912, when National Secretary, J. L. 
Twaddell was our guest of honor. Fred 
Myers was a great believer in organiza- 
tion and he was always the friend of the 
younger dealer, and was generous to a 
fault with advice gained of experience 
He played the “shoe game” with his 
neighbors with cards face up on the table. 
He entertained no jealousies and it is a 
splendid tribute to his memory that we 
can always hold and cherish the lofty 
ideals for which he lived and labored. 

“That the memory of his long friend- 
ship may ever be kept fresh in our minds, 
let this memorial be made a permanent 
record in our minutes, and, further, as a 
testimonial of our grief, let a copy be sent 
to his family. Ordered this twenty-third 
day of May, Nineteen Hundred and 
Twenty-Two.” 

Martin Hilfinger Addresses 
Ad Club 


Martin Hilfinger, vice president of the 
A. E. Nettleton Co., of Syracuse, recently 
addressed the Rochester Ad Club on the 
subject of “Cashing In.’ Mr. Hilfinger 
is advertising manager of the Nettleton 
Company and in his talk he told how the 
Nettleton Company was cashing in on the 
national advertsing that they were run- 
ning in the big consumer mediums of the 
country. The Nettleton Company was a 
pioneer in the advertising of shoes, and 
due to their aggressive merchandising 
policies and the splendid four color adver- 
tising which they have done for several 
years they have built up a nation-wide 
demand for Nettleton “Shoes of Worth”’ 
which has enabled them to keep their fac- 
tory running without interuption during 
the reconstruction period through which 
we have just passed. 


Heels To Be Higher 


. Don J. Burke, proprietor of the Burke 
stores in Buffalo, Syracuse and Rochester, 
visited the Brooklyn Shoe Style Show and 
reports that there were very few low heels 
shown at the show and that the tendency 
is towards 14-8, 15-8 and 16-8 heels, 
largely Spanish. Mr. Burke looks for 
patents to be strong for fall and feels that 
there will be very little change in styles. 
One strap, according to Mr. Burke were 
the leading shoes shown. 
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NEW YORK 
Business Shows Big Gain 


Federal Reserve Bank Figures Encouraging; Shoe Sales 
Better Than Average 


ARKED improvement in the retail 
shoe trade is reported by mer- 
chants here as June opens with much 
promise of further expansion in the trade. 
Definite figures which show that business 
now is much above that of a year ago, 
were published last week by the Federal 
Reserve Bank here. These figures showed, 
among other things, that in 202 shoe 
stores in this district, sales in April, which 
included the pre-Easter business, of 
course, were 9.5 per cent ahead of sales in 
April 1921, which in turn had shown a 
4 per cent increase over 1920. 

Wholesale trade, however, was less en- 
couraging. April sales by nine wholesale 
dealers reporting to the bank were 17 per 
cent under those of 1921, and just about 
on a par with the March 1922 sales. 


In comparison with other lines, retail. 


sales of shoes showed up better than the 
average. Department store sales in gen- 
eral during April showed only a 2 per cent 
gain over April, last year. 

Concerning immediate business, mer- 
chants in the main express satisfaction. 
All things considered, the shoe business 
here is keeping up well. White shoes now 
form the bulk of demand, and some grati- 


fication is expressed at the fact that plain 
white appear to be the best sellers. As a 
rule the retail merchants are not heavily 
stocked on the whites trimmed with bright 
colors which hold such risks of losses in 
left-overs at the end of the season. So far 
there have been no startling sales of white 
shoes, prices being fairly well maintained. 
Canvas shoes are being offered freely 


. around $5 and $6 a pair in the medium 


priced stores. A general average, how- 
ever, seems nearer $8 a pair. In buck and 
kid, prices range up to $15 and $16 a pair 
with the bulk of sales taking place from 
$10 to $12, the merchants report. The 
strapped models lead in demand, with 
sandals a close second, according to some 
observers of the style trend, although the 
style range admittedly is much wider than 
it was a year ago. 


Max Deutsch Buys Store 


Max Deutsch, retail specialist in ortho- 
pedic shoes, has purchased the store he 
occupies at 2655 Third Avenue, the Bronx, 
and the adjoining store. He will remodel 
the two stores into one large establish- 
ment to take care of his growing trade. 





SYRACUSE 


Record Summer Trade Expected 


Consumers Buying More Freely As Industrial Life Quickens— 
Retail Merchants Optimistic 


ARM weather has brought in- 

creased business to all local shoe 
dealers who predict one of the biggest 
summer seasonsin years. Business this year 
despite the reaction from the industrial 
depression earlier in the year has been 
much better than it was last year. None 
of the stores have been forced to advertise 
sales recently to draw the crowds. The 
sale of summer goods has about started 
and whites are éxpected to prove big 
sellers. 

Shoe men generally feel that better 
times are at hand. They point out that 
during the period of depression many who 
had bought large quantities of shoes 
during the height of war prosperity, were 
compelled to wear out discarded foot- 
wear. This individual reserve has now 
been used up, dealers believe and as a 
result retail sales continue to show an 
increase. 

Oxford brogues, straight tip heavy- 
weights, in tan and black are selling good 
in the men’s lines. 


Oscar L. Fisher Leaves 
Syracuse 


Many changes in the personnel of 
Syracuse retail stores have been made and 
others are in prospect. 

Oscar L. Fisher, former president of the 
Syracuse Retail Shoe Dealers Association, 
and lately connected with the Park- 
Brannock store here has been appointed 
manager of one of the Douglas Shoe 
stores at Pittsburgh, Pa. He leaves June 
7 to take up his new duties. 

Louis Sherbano, shoe buyer for the 
three D. M. Edwards department stores in 
Syracuse, Rochester and Buffalo has 
resigned. His successor has not been 
appointed. Mr. Sherbano has been asso- 
ciated with the Edwards company for 
several years and is one of the best known 
buyers in this part of the State. 

Joseph Hart, former district manager of 
Gray Bros., Syracuse women’s shoemakers, 


has taken charge of the Jefferson Street ' 


store of the company in this city. 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


= 201 South Street, Boston, Mass. 
: Telephone 4960-4961 











1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 








FOR SALE without any money down, 
To Let, little over 10 cents square foot, brick 
fretery. Haverhill, Mass., Col 334 i ay = u- 
acturing purposes, any eet. 
Five floors and pay per fanupenes. 
Blower and electric lighting quem already 
installed. 

New England Wood Heel Co., 93 Essex St., 
Tel. 3763. 














To Open Shoe Department 


The Peck-Vinney Company, one of the 
leading men’s stores, is soon to open a 
men’s shoe department. The line to be 
carried has not been decided upon. 


Visits Boston On Buying Trip 


Walter W. Doucett of the Besse- 
Sprague Company has returned after a 
week's buying visit in Boston. 


Reports Business Good 


S. J. Keedwell, covering the New York 
and Pennsylvania district for Leonard, 
Shaw and Dean of Middleboro, Mass., 
reports that business is exceptionally good 
and running ahead of last year. Mr. 
Keedwell has started on his semi-ennual 
trip through Pennsylvania. 





Classes To Suspend For 
Summer 


The round table class of the local shoe 
dealers’club closes June 8 for the summer. 
It will resume its weekly meetings in 
September but the date has not been set. 
M. F. Hillfinger of the A. E. Nettleton 
company has had charge of the class. 
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New Cantilever Store 


The Cantilever Shoe company which 
has maintained an upstairs store here for 
more than a year has opened a new store 
in West Jefferson Street. 


Factory On Full Time 


The John S. Gray company of this city, 
makers of high grade women’s shoes, is 
now running on full time. Between 1300 
and 1400 are employed at the local fac- 
tory which is somewhat handicapped 
by a shortage of skilled women help 
in the fitting department. White kids, 
reinskins, patents in low shoes are 
being ordered in large amounts, officials 
of the company say. The plant here was 
running on part time for several months 
this spring. 


Self Service Sale Successful 


The Keller Shoe company has been 
conducting a most successful self service 
shoe sale. The company has been adver- 
tising that it can outfit the entire family 
for the cost of one pair of shoes. Railroad 
fare is being allowed on all purchases of 
more than $25. The Colby Sales company 
of Chicago is in charge of the sale. 


BUFFALO 


Brisk Demand for Outing Shoes 


Increased Business Not Confined to Women’s 


Men Buying Oxfords in 


UMMER footwear sales opened up in 
S auspicious fashion in Buffalo during 
the fourth week of May, ideal weather 
advancing the season by one week at least. 
There was a brisk demand for canvas ox- 
fords and outing slippers in the various 
sport effects, rubber-soled merchandise in 
the higher grade lines being especially 
active. Patents are running brown calf and 
kid oxfords a close race in popularity for 
street wear, but the leather sports stuff 
seems to have petered out. 

Increased business has not been con- 
fined to women’s footwear, however, a 
notable gain being evidenced in the de- 
mand for men’s oxfords, both in black and 
brown. Men who have been holding off all 
Spring, hiding their shabby shoes beneath 
a pair of rubbers, have been forced for 
appearance-sake, to outfit themselves in 
presentable footwear. Then, some who 
have really felt they could not afford new 
shoes because of prolonged idleness, find 
money jingling in their pockets once more, 
since the industrial revival set in here- 
abouts. 

Victoria Day, May 24, brought the 
largest Canadian delegation since the war- 
time, the return of Canadian money to 
par, having something to do with the re- 
sumption of the normal holiday influx. It 


Footwear— 


Both Black and Brown 


is estimated that 30,000 visited Buffalo 
from Toronto, Hamilton and nearer points, 
and shoe retailers got their share of the 
business. Conventions will bring 10,000 


. people to Buffalo during June and with the 


regular tourist season opening up, a lively 
trade is anticipated. June weddings and 
commencement exercises should also help 
to make this month the banner one of the 
year. 


T. N. Adams Buys Retail 
Store 


Having purchased the retail shoe store 
at Seneca Street from the Larkin Com- 
pany, T. Nelson Adams, salesmanager of 
the Endicott-Johnson Company in But- 
falo, has incorporated the firm as the 
Buffalo Shoe Company, capitalized for 
$35,000. Alma J. Adams and Jacob W. 
Baxstresser are the other directors. 

This store, located at one of the busiest 
corners on Seneca street, was first opened 
by the Larkin Company, about ten years 
ago, when they sought a direct outlet for 
the product of their shoe factory. They 
ceased making shoes after giving the ex- 
periment a few years’ trial, but continued 
the retail store until May 1, when an op- 
portunity to dispose of it presented itself. 
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Fancy low shoe in Gray suede with open strap side and fancy tongue effect. Gore beneath tongue. 


Plain Effects in Paris 


The entire trend in shoe styles for 
Spring in Paris is for very simple effects. 

Novelties are to be sure, being launched 
by the high class- shoe makers in two 
colors, two tone or in black and white 
combination, and with intricate and com- 
plicate trimming; but for the most part, 
plain. simple pumps in black patent 
leather, or in fancy tongue styles dominate. 

With the increasing vogue for colors in 
costumes, it follows almost as a matter of 
necessity that the black shoe takes pre- 
cedence. With black costumes, shoes in 
light gray, beige, or in color, or in very 
fancy effects were possible, but with 
dresses in flaming scarlet, green or in 
dark colors combined with scarlet or other 


vivid shades, shoes must be fairly incon- 
spicuous and dark or discreet in coloring. 
Hence it is that the black patent leather 
slipper is worn by nine out of ten women 
one sees, always with a light taupe or 
champagne colored stocking. 

For the advanced Summer season, 
novelties in low shoes are being shown, 
made in eyelet work embroidery in linen, 
in white, also in color. These shoes follow 
the vogue for the use of eyelet work 
embroidery in Summer costumes. Just 
prior to the war, it will be remembered 
Hellstern launched his famous bracelet 
slipper made in colored linen with an 
eyelet work motif in the toe. 

White suede trimmed with black patent 


Styles 


leather, and black and .white effects 
generally are very strong for the low 
Summer shoes for wear with light-colored 
costumes. That white is to be more than 
ever the note for the coming season is 
beyond any shadow of a doubt. 

For evening, satin slippers embroidered 
in jet are featured. Brown satin slippers, 
and brocades, notably metal brocades 
also still hold their own for evening 
wear. 

With regard to general shoe styles in 
France, the pointed toe with the medium 
long vamp is now practically the recog- 
nized style. Both the Louis and the mil ;- 
tary heels are favored. All heels, whether 
for day or evening wear, are high. 





By PAUL BROWN 
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Playtime Trio 


IN STOCK NOW 
$ 4.65 No. 450 PATENT COLT 















Admiral Last; B, C, D; 6 to 10 
Plain Toe—Short Box 





The easiest seller in the market today is this type of “Dance” Oxford. 
For summer there is no better all-around shoe, being so correct in use 
for dress or ordinary wear and light-weight for hot days. They are the 
real live retail leaders. 











PATENT COLT 


Frenchy Last; B,C, D; 6 to 10 
Close Trim Sole 





Steady sales have prompted us to carry a good supply permanently. 
You'll find them splendid sales producers. Standard Brockton QUALITY 
at prices that won’t buy near as much elsewhere. 


100 OTHER MEN’S AND WOMEN’S STYLES IN STOCK 

















Admiral Last; B, C, D; 6 to 10 
Plain Toe—Short Box 


BLACK CALF No. 460 ‘4 90 








Diamond Shoe Cz 


196 CHURCH ST.,N. Y. 


Two Factories: Brockton 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 




















FAILURES 


Boston—Simon Pearl (15 A Albany Street), whole- 
sale shoes, reported petitioned into bankruptcy. 

Cambridge, Mass.—P. C. Toohy & Sons, Inc., 
shoes, reported petitioned into bankruptcy. 

Haverhill, Mass.—Colony Shoe Trimming Co., re- 

ported petitioned into bankruptcy. 
United Leather Co., Inc., leather, reported 
into bankruptcy 

Taunton, Mass.—Jacob Silverman (Boston Cloth- 

ing Co.), shoes, etc., reported petitioned into 
bankruptcy 

Opal, Ark.—W. E. Stephens, shoes, etc., reported 
petitioned into bankruptcy. 

Montgomery, Ala.—Horn Bros., shoes, etc.. re- 
ported petitioned into bankruptcy. Reported 
receiver appointed. 

Taylorsville, Ala.—E, H. Taylor, shoes, etc., re- 
ported petitioned into bankruptcy 

El Dorado, Ark.—Style Shop, shoes, e'c., reported 
petitioned into bankruptcy. 

Wynne, Ark.—A. Greenfield, shoes, etc., reported 
assigned. 

Los Angeles, Calif.—David Oppenheim, shoes, 
reported petitioned into bankruptcy. 

Plant City, Fla.—Plant City Mercantile Co., shoes, 
ete., reported petitioned into bankruptcy. 

(ireenwood, Miss.——Crull’s Shoe Store, shoes, re- 
ported forced to go into voluntary bankrupte y on 
account of C Crull’s endorsement on some 
outside paper 


One of his co-endorsers refused to release him 
from liability, after an agreement had been made 
between the creditors of the other business and 
the co-endorsers to do so. The endorsements 
handicapped Mr. Crull in carrying on his busi- 
ness to such an extent that the petition in bank- 
ruptcy was necessary. 

Mr. Crull writes to the Recorder under date of 
May 29, “Up to a few weeks ago, I had every 
confidence in the management of the firm which 
held my endorsement on their paper, but since 
that time I have lost confidence in one of the 
management as to the way he intends to conduct 
the affairs of his firm and I was forced to take 
this step in order to protect my own business.” 

Crull’s Shoe Store was a successor to Solo- 
mon’s Shoe Store, which was started in Green- 
wood in 1905 by Mr. Crull when a partner in 
that firm and was regarded as one of the most 
successful of Greenwood's business enterprises. 
“This is the first time I have been out of the 
harness for a minute since I was 12 years of age, 
and for the past 32 years,” writes Mr. —_ 

“I believe that you can realize just how badly I 
feel in having to take this step. I hope to be 
able to resume business just as soon as the 
bankruptcy courts handle this matter in their 
usual way.” 

Oceanside, Cal.—John T. Davis, shoes, etc., re- 
ported petitioned into bankruptcy. 

Weterbury, Conn.—M oran, shoes, etc., re- 
ported petitioned into bankruptcy. 

New Haven, Conn.—Todd Rubber Co., reported 
receiver appointed. 


Pine Bluff, Ark.—The Hub, Inc., shoes etc., re- 

ported receiver appointed. 

Bartow, Fla.—W. Parks Read, shoes, etc., reported 

petitioned into bankruptcy. 

Jacksonville, Fla.— L. Jacobs (Duval Shoe 
Factory), reported embarrassed. Reported 
offering to compromise at 25 cents. 

Augusta, Ga.—Guarantee Shoe Co., shoes, re- 
ported offering to compromise 50 at per cent. 
Maysville, Ga.—Chapman Bros., shoes, etc., re- 

ted petitioned into bankruptcy. 

Stephens, Ga.—Adkins Bros., shoes, etc., reported 

petitioned into bankruptcy. 

Chicago, Ill.—John Javor (8524 Burley Avenue), 

shoes, etc., reported petitioned into bank- 


ruptcy 
Henmeates Bootery (Hattenbach & Jacobs, 
34 N. State Street), shoes, reported assigned . 
Morris Gluck (347 N. Clark Street), whole- 
sale and retail leather and findings, reported pe- 
titioned into bankruptcy. 
Ben Lefly, iy /. Madison Street), shoes, 
reported assign: 
Lewis Boot ! Shop. shoes, reported assigned. 
Des —— | Ia.—Joseph & Robinson, shoes, etc., 
reported petitioned into bankruptcy. 
Delhi, Law. E. Smith, shoos, etc., 
petitioned into bankruptcy. 
Lafayette, La.—H. Vedlitz, shoes, reported offering 
to compromise at 15 per cent. Reported meet- 
ing of creditors called for June 2, last. 
Baltimore, Md.—Nathan D. Kremer (Kremer 
Bros.), shoes, etc., reported petitioned into 
bankruptcy. 


reported 
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The “‘Novel-Tie 


sport shoe. 
of heels. 


Made in three sizes to conform with the 
Patent Leather, Brown, Green, 


shades: 


Blue and Black Gun Metal. 


Samples and price quotations sent 


R. WHITTREDGE & CO. 


SWAMPSCOTT, MASS. 


245 BURRILL STREET 


” Saddle Strap 


Instantly converts any light-colored oxford into a snappy 
Fits all shoes perfectly, regardless of height 








Patevt Applied For 


| The Bee that puts the Buzz in Business 


Wonderful Increase in Sales 
From using the Success Shoe D y Unit 
finished in white, French 4 or old ivory, and 


oak, or m green 

It will sell your goods for you. Many merchants 
report their broken line ‘and left over proposition 
has been solved by using the Success Sales Sys- 
tem. is U aay 3 feet of aon F it displays to 
better ante, the number of shoes requiring 
24 ty feet of table display. Sells all sizes 
and Lg equally Ey oe, as it is adjustable. Iv- 


creases y' — ro overhead. It's 
the Bee. that makes your Buzz. 
both eer and — selling it is used by 


erchants everywhere. 
Peguality. Ser Service and Satisfaction Guasaneses. 
$7.75 crated wt. 26 Ibe. 


1-2 des. 45.00 crated wt. 160 Ibs. 
100 _ome or over may be ordered by freight. 
Don't put off ordering until tomorrow—they 
bring. you pastecte every day. 

Pay for themselves in a jiffy 
Success Manufacturing Co., Inc. 
Spokane, Wash. 


Formerly Success Seed Grader Co., Inc. 
Spokane, Wash 




















arch. Latest 


Red, Yellow, 


pinch of salt. 
gladly. 








BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to 
take for granted the things the owner said, and then wait for experience 
to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would 
show his ancestry and race and give you an idea of the animal's capacity 
for speed and endurance. 


It’s the same in buying advertising space. Some publications sell 
“just a horse” and you have to take their circulation statement with a 


The Boot & Shoe Recorder is blooded-stock. An 
A B C statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Hibbing, Minn.—A. Sachs & Son, shoes, etc., 
reported offering to compromise at 35 per cent. 

Bonne Terre, Mo.—A. Goodman Son, shoes, 
etc., reported offering to compromise at 25 per 
cent. 

Glenallen, Mo.—S. M. Peak, shoes, etc., reported 
petitioned into bankruptcy. 


Missoula, Mont.—Stewart’s Bootery, shoes, re- 
ported assigned. 
Camden, N. J.—Harry Frank, shoes, reported 


petitioned into bankruptcy. 
Huntington, Ind.—K. R. Wolf, shoes, etc., re- 
ported petitioned into bankruptcy. 
— ——* os H. Vedlitz (Harry's Boot Shop), 
shoes, reported petitioned into bankruptcy. 
Senath, Mo.—Karnes Mercantile Co., shoes, etc., 
reported petitioned into bankruptcy. 

Kansas City, Mo.—Ben Chused (Benz Shoe Co.), 
shoes, reported petitioned into bankruptcy. 

Danube, Minn.—H. W. Shoemaker, shoes, etc., 
reported assigned. 

Camden, N. J.—S. R. Franklin, shoes, reported 
offering to compromise at 40 per cent. 

Elizabeth, N. J. mi Block, shoes, etc., re- 
ported petitioned into bankruptcy. Reported 
receiver appointed. 

Paulsboro, N. J.—Morris Gross, shoes, etc., re- 

»orted offering to compromise at 33's; per cent. 

Brooklyn, N. Y.—Samuel Shapiro (532 Sutter 
Avenue), em reported petitioned into bank- 
ruptcy. rted receiver appoin 

( “apital | oot Shop, Inc., (120 Delancy 
Street), shoes, reported petitioned into bank- 
ruptcy. Reported receiver appointed. 
Louis H. Kramer (2998 Fulton Street), shoes, 
reported embarrassed. 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 

PHONE—SPRING 9965 
WILL SLOW SELLERS FOR 
BUY | SURPLUS sTocKs{ c4sH 


Bargains in shoes always on hand for special sales and bargaia basements. 











MISCELLANEOUS 


NN 












SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 











Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit 

of stores and —) 
They will enable you 
get iio with fy an 
save the wear and 

on your shelving 
help the a 

our store. ipped 
Joct to approval and sat- 
isfaction guaranteed. 


Write for our latest cat- 


Thue 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 
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Mendel Philipson (415 5th Avenue), shoes, 
reported meeting of creditors. 

Samuel Schnitzer (44 Moore Street), 219 
(Greham Avenue), shoes, reported embarr: 5 

High Point, N. C.—Will Switzer (Dixie Depart- 
ment Store), shoes, etc., reported petitioned 
into bankruptcy. 

Rowland, N. C.—Thomas Company. shoes, etc., 
reported r receiver appointed 

Cleveland, Ohio—Charles Joseph, shoes, etc., re- 
ported petitioned into ba abonnben. Reported 
receiver appointed. 

—<_- Ohio.— a, Shoe Co., shoes, reported 

eceiver appoin 

Philadelphia, mn Bros. (416 South 
Street), shoes, etc., reported petitioned into 
bankrupte y. Offering to compromise at 15 per 
cent. 

Heft Bros. (7th and Ritner Streets), shoes, 
reported petitioned into bankruptcy. 

Jacob Eisenberg (5618 Germantown Avenue), 
(733 South 4th Street), shoes, reported peti- 
tioned into bankruptcy. 

Pottsville, Pa.—J. Gable, shoes, etc., reported 

petitioned into bankrupte y. 

Robersonville, N. € . Roberson Co., shoes, 

etc., reported petitioned a bankruptcy. 

Toledo, Ply J. Jasinski, shoes, etc., re- 

port oO ffering to compromise at 40 per cent. 

Poteau, Okla.—Joseph Waltrip, shoes, etc., re- 

ported petitioned into bankruptcy. 

Roe, Jre.—The tery, shoes, reported pe- 

titioned inte bankruptcy. 

Colhimbia, 8. C.—Kramers Shoe Store, shoes, re- 
ported offering to compromise at 45 per cent. 
Greenwood, S. Co., Greenwood Dry Goods Co. 
(C.8. Greenburg) Shoes, etc., reported petitioned 

into bankruptcy. 

Anderson, S. C.—Geisberg Bros. Shoe Co., shoes, 

reported petitioned we bankruptcy. 

Bedford, Pa.—Harold S. Smith co (Harold S. 
Smith), shoes, etc., reported petitioned into 
bankrup ono 

Clymer, Pa. ng & Kruman, shoes, etc., re- 

ported petitioned into bankruptcy. 

Pawtucket, R. 1.—Louis Mogul, shoes, reported 
receiver appointed. 

Allendale, S. C.—A. Josselson, shoes, etc., reported 
pocisoned into bankruptcy. 

~e 2.—Barnett Mazursky, shoes, etc., 

ported offering t to ag te at 20 per cent. 

Charleston, 8s. C.— 7oldman, shoes, etc., 


te | into bankruptcy. 
Sioux = Fails, &'D D.—Economy Department Store, 
— ~~" etc., reported petitioned into bank- 


Letieth eras —The Leader ape (Geo. _—— 
farth), shoes, etc., report titio into 
bankruptcy. - 

McKinney, ‘Texas—Moses Martin Co., shoes, etc., 

reported meeting of creditors called. 

Dyersburg, Tenn.—D. & R. — os (The Leader), 
shoes, etc., reported assi 

Pilot Grove, Texas—Ledel of ise Goods Co., (Theo 
Ledel), shoes, etc., reported petitioned into 
bankruptcy. 

Reams, Va.—H. W. Daniel, shoes, etc., reported 


a ~~ — te 
Charles a ‘Cilbert, shoes, etc., 


leston, W 
reported Da. | into bankruptcy. 
Chambly Canton, P. Q.—Lorenzo Martel, shoes, 
etc., reported compromise effected at 35 per 


cent. 

Aurora, Ont.—William Brown shoes, reported 
assigned. . 

Oshawa, Ont.—Violet Laughlin, shoes, reported 


assi ‘ 
Montreal, P. Q.—St. Jean & Co., Reg, shoe manu- 
factarers, apes offering to compromise at 


30 
Meu, P. “Q.—Choquette & Hinds, shoes, re- 


eenvilles 

Greenville, ‘exas—Litten-Webb Co., shoes, etc., 
reported petitioned into bankruptcy. 

Bastrop, Texas—Mrs. F. Weisensang, shoes, etc., 
reported petitioned into bankruptcy. 

McKinney, Texas—Moses Martin Co., shoes, etc., 
reported petitioned into bankruptcy. 

Fairport, Va.—Swift & Bowen, shoes, etc., reported 
petitioned into pebhounsen 

Hampton, Va.—Aaron pstein, shoes, etc., re- 
ported petitioned into bankruptcy. 

Vancouver, B. C.—Milers Boot Shop, shoes, re- 
ported assigned. 


CHANGES 


Boston—J. Goldsmith Shoe Co., 144 Lincoln 
Street, mk. shoes, recently incorporated. 
Standard Shoe Making Co. ‘ eta, 
incorporated authorized capital, $35 


Boston—Avery Shoe Co., shoes, =, incorporated with 
authorized capital of $25, 
Haverhill, Mass.—Cushman “ Hebert, shoe manu- 
facturers, succeeded by Hebert Shoe Co. 
Globe Leather Scrap Co., Inc., leather, in- 
aqgonaten with authorized capital of $16,500. 
a Barbel Shoe Company, shoe manu- 
facturers, succeeded by uity Shoe Co., 
capital stock increased to $25 
inger Shoe Co., shoes, incorporated with 
authorized capital, $25,000 
Randolph, Mass. —Rubberhide Co., sporting boots 
—* capital stock increased by 





SHOE RECORDER 





133 


Walnut Ridge, Ark.—D. Sloan, shoes, etc., suc- 
ceeded by J. A. Reed. 
Bridgeport, Ala.—L. H. Hughes Co., 
succeeded by Central Store Inc. 
Prescott, Ark.—-Gentry Bros., shoes, etc., removed 
to Hot Springs. 

Eureka, Calif.—A. Rossi, shoes, etc., sold out to 
Charles Maffia. 

Ignacio, Col.—Wayt & Horther, shoes, etc., re- 
ported sold out to the Economy Store. 

Fernandina, Fla.—A. S. Allen, shoes, etc., reported 

out. 

Ashburn, Ga.—Cantey Mercantile Co., shoes, etc., 
reported sold out to Balkcom Kade & Co. 

Atlanta, Ga.—Chamberlin-Johnson-Dubose Co., 
wholesale shoes, etc., H. S. Johnson retires; E. 
R. Dubose retires. 

Chicago, Ill.—Bob’s, Inc. (63 E. Poa Street), 
shoes, incorporated with capital of 

Voght-Kruse & Baer, Inc. (40 South, Wells 
Street), shoes, etc., out of business. 
Wells-Gunther Shoe Co. (327 W. Monroe 

Street), acre, and wholesale shoes, re- 
ported sold ou 

a Il.—S. “Ss 


shoes, etc., 


. Shoe Co., shoes, reported sold 
mut. 

Bluffton, Ind.—Walmer & Engeler, shoes, etc., 

succeeded by Frank Engeler. 

Marysville, Cal.—Samuel Shulman (Shulman’s) 
shoes, etc., reported sold out. 

Rockville, Conn.—J. H. Keeney, shoes, etc., re- 

ported sold ~, 

D. Foushee, shoes, etc. 
" ported sold — ‘to C. J. F. Denham. 

Rome, Ga.—Hill & Owens, shoes, etc., succeeded 
by Owens-King Co. 

Cc hte Il.—J. M. Tornheim & Son (279 N. Craw- 
ford Avenue), shoes, etc., reported sold out. 

East St. Louis, Ili. —Joseph H. Iskiwitch (122 St. 
Clair Avenue), penees. etc., reported soid out. 

Buffalo, Kas. —_ C. Rohrbaugh, shoes, etc., suc- 

ceeded by M. Finley. 

Vidalia, Ga. oo & Rosansky Co., shoes, etc., 

inc ated with capital, $75, 000. 

Carriers Mit lis, Ill.—Globe Clothing Co., (J. W. 





Turner), po etc., reported sold out. 
Girard, Il.—B. Smith & Co., shoes, etc., suc- 
ceeded by > x Feely. 


—_ Center, Ia.—L. dD. Salisbury (Est.), shoes, 
. Feported & sold out to O. G. awkins. 
Lineville, Ia.—J. E. Rockey, shoes, etc., succeeded 
by Hunter Mercantile Co. 
McGregor, Ia.—J. H. Larson, shoes, reported sold 


out. 
Maurice, Ia.—De Vries & Int Hout, shoes, etc., 
| a partnership—succeeded by John Int. 


Hou 

Martinsville, Ind.—Benjamin Lewis, shoes, etc., 
succeeded by Duke & Cox 

West Branch, Ia.—C. F. "Schroeder, shoes, etc., 
succeeded by P. C. Clarke. 

os Ss Kas. thes P. Coffey, shoes, etc., reported 


Solomon, . —Clay Skaggs & Co., shoes, etc., 
succeeded by J. D. Payne. 
Louisa, Ky.—Sparks & y shoes, etc., suc- 
by W. L. Ferguson. 
Coaneees. Kas.—Hacker & Hacker, shoes, etc., 
eported sold out to Hub Clothing Co. 
Winchester, Ky.—Hutsell & Smith, shoes, etc., 
dissolved partnership. 
—-s Mich.—Outlet Store, shoes, etc., succeeded 
A. Chestnut. 
Detroit, Mich. —Elliott-Taylor-Woolfenden Co., 
oes, etc., capital increased to $450,000. 
Auburn, Me. —Sam C. Mason, Inc., manufacturers 
of shoe lasts, Sees with authorized 
capital of $10,000 

Boonville, Mo.——Palace Clothin 
reported sold out to Suggett & — 

Brookfield, Mo.—C. B. Wallace & shoes, etc., 
succeeded by L. B. Price 

J os Mo. —United Army Store, shoes, etc., out of 


Alliance, P Neb.—E. G. Laing, shoes, etc., succeeded 
by Famous uthing Store. 
Brooklyn, N. Y.—Dominick Denaro (1306 73nd 
Street), snyen ope repereed sold out 

Elmira, N. H. Hawkes & Son, wholesale 
shoes, eel by C. H. Hawkes & Son, Inc. 

New York City—Nu Way Shoe Reporting Cor- 
poration, shoe raya incorporated with 
onthorind capital of $25,000 

Buffalo, N. Y.—Buffalo Shoe Co., Inc., shoe manu- 
facturers, incorporated with capital of $35,000. 

Monroe, C.—A. Joseph Co., shoes, etc., dis- 
solved partnership. 


Co., shoes, etc., 


Prospect, Ohio—Swaney & Graham, shoes, etc., 


succeeded by Earl & Grace Swaney. 
Ithaca, N. Y.—Buttrick & Frawley, Inc., shoes, etc 
H. Buttrick retires. 
New York City—Foot Protector Shoe Corporation, 
incorporated with capital of $10,000. 
Gerst Rosenberg Leather Co., Inc., (27 
Frankfort Street) ms dissolved partner- 


shi 
ar Shoe Co., Inc., shoe manufactur- 
ers, in ated with capital of $25,000. 
Cincinnati, Ohio The Endicott-Johnson Co., re- 
tail shoes, Ba Vine Street, has been sold to the 
uilfor ompany, a corporation com 
of local Chosheaell men. It will be pee meee 
as a shoe store under the style of “The Guil- 
ford Company,” and will feature the Endicott- 
Johnson line of shoes. 
Wrightsville, Pa—Mrs. S. Kinard, shoes, etc., 
succeeded by Henry Fisher. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eight OSITIONS WANTED—Four cents per word for each insertion. 
page per issue: P N ar a amount —_-> —— —. N - — 
. . . . . vertisemen , Seven cen wor ‘or each insertion. 

Space 1 time 7 times 13 times 26 times 52 times Mininuen amount accepted, $1.25 Ade ender this heading will be 
in... $5.00 $4.00 $3.50 $3.00 $2.50 Ty RS a 
2 in... 10.00 8.00 7.00 6.00 5.00 words must be allowed in each advertisement for address. When 
. dvertisers desire replies f ded direct to their address, bh 

3 in... 15.00 12.00 10.50 9.00 7.50 wand of the address ry bo counted in the A A. A. and paid 
4 in... 20.00 16.00 14.00 12.00 10.00 tor y- Answers to eds must be sent under letter postage. 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 





SALESMEN WANTED 


POSITION WANTED 











A thoroughly competitive, solid 
leather, full vamp Milwaukee 
market service shoe line has 
several attractive territories 
open. Men appreciating the 
tremendous value this next sea- 
son of a correctly priced Outing 
line and who are willing to state 
age, reference, and volume of 
sales secured with former con- 
nection! are given an opportu- 
nity to make a profitable con- 
nection. Address all applica- 
tions, with full particulars, to D- 
279, care Boot and Shoe Recor- 
der, 207 South St., Boston, Mass. 

















W ANTED—FExperienced salesman for OHIO to 

represent one of Rochester's leading fac- 
tory limes of Juvenile shoes. This is a short 
specialty line at popular prices with superb factory 
stock service. Old established line and many open 
accounts in the territory. We have an attractive 
contract for a live wire and the line may be sold in 
connection with one other non-conflicting line. In 
application kindly state length of time on the 
territory and other important particulars and 
applicants must be in a eerie to furnish highest 
references. H. H. FREELAND, Manufacturer, 
Established 1896 Rochester, N. Y. 





AW ELL established concern making high grade 
ladies'shoes in Brooklyn. is looking for a 
salesman with a good following as an investor. 
Good opportunity. Address K-593 care Boot and 
Shoe Recorder, 127 Duane St., New York. 





OGDEN SHOES 


The following choice territories open 
for live-wire salesmen: 

Colorado, New Mexico and Arizona, 
Southern Texas, Virginia, Wisconsin, 
New England. 


OGDEN SHOE COMPANY, Milwaukee 


























\ ANTED shoe salesmen to carry as side line 

»opular priced women’s misses’ and children's 
all —— welts for all territories east of the 
Mississippi, exclusive of Greater New York. 
Commission basis. Mention territories covered. 
Address K-600 care Boot and Shoe Recorder, 127 
Duane St., New York. 





\ FE. need two additional salesmen for New York 

State, Brooklyn, Long Island territory. Shoe 
selling e = rience absolutely essential. Apply by 
letter. Goldover Shoe Co., Solo Shoe Co., 100 
Reade St.. New York 





ALESMEN, TEXAS: What section of Texas are 

you covering thoroughly and closely with fac- 
tory line? Could you handle 75 samples, stitch- 
downs, McKays, leggings. in connection with your 
present non-competitive line? Hagerstown Shoe 
& Legging Co., Hagerstown, Maryland. 





SAL .ESMEN—For Western New York and part 
of Pennsylvania. Also Vermont and New 
Hampshire. Quick selling line children’s shoes 
and shoe store supplies. Herbert L. Marx Co., 

Inec., 36 Green St., Albany, N. Y. 





GHOE SALESMAN—Wholesale Brooklyn manu- 
facturer of a high- grade line of infants’, misses’, 
children’s and growing girls’ turn and welt shoes 
desires the services of several salesmen. Territory 
open: High-class department store trade in New 
York and vicinity, West, South and Pacific Coast. 
Our business expansion creates an opportunity for 
the right man to make lifetime connections. Sal- 
ary and commission. State shoe experience and 
pee sales records in first letter. Address D 283 

‘are Boot and Shoe Recorder, 207 South Street, 
eons 





SAL /ESMAN to carry side line of Boudoirs and 

Ballets in Alabama, Kansas, Louisiana, Ohio 
and California. Commission basis. Address 
D-280, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





(pPPORTUNITY FOR SALESMAN—We want 

several first-class men to sell our complete line 
of infants’ shoes. Our proposition includes real 
stock service, lowest prices. liberal commission, 
prompt settlements and every desirable feature. 
Open to men carrying non-conflicting lines. Ad- 
dress D-265, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








JOBBING TRADE ff 
SALESMAN 


Manufacturer of well known line of 
ladies’ flexible McKays desires to en- 
gage a competent salesman, thoroughly 
experienced in selling the jobbing and 
large-store trade. We want a good man 
and are willing to pay accordingly. 
Salary or commission or both. All 
communications held in strictest con- 
fidence. Address D-274, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 




















TO RENT 





OR RENT—space for Shoes in the finest store 
and best business town in Colorada. Popula 
tion 65,000. Payroll over $2,000,000 Monthly, 
Fixtures in. Commission basis, to live merchant, 
Address Ratners Pueblo, Colo. 





QALESMAN FOR TEXAS. Other Middle West 
\” territories open To handle the “Health- 
Makers.” children’s double-stitched flexible shoes 
Only salesmen having a long acquaintance on ter- 
ritory will be considered Straight commission 
basis. Give complete information with applica- 
tion. H. F. Malott Shoe Co., 1915 Girard St., 
Chicago, U1. 


QHOE DEPARTMENT for rent in ladies’ ready- 
“ to-wear store in Binghamton, N. Y., down- 
Stairs, elevator service. Call mornings at Gold's, 
366 Fifth Ave., New York City, Room 712. 





(© LET—Desirable sample office on street floor 
of Albany Building, Lincoln Street entrance. 
Address Millar & Wolfer, Chelsea, Mass. 


POSITION WANTED—By all-round shoe man, 
20 years’ retail shoe experience. Expert sys- 
tematizer of stock, and stock man. Acquainted 
with all shoe markets. Hustler, not afraid of 
work. Not looking for big salary, but opportunity 
to prove value. Best of references. Age 35, mar- 
ried. Address K-608, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 





RETAIL SHOE MAN wants position immedi- 
ately. Four years’ experience. Age 23, mar- 
ried. Best references. Chas. Ballard, Monroe 
City, Mo. 





GHOE Buyer and Manager seeks new connection. 
An up-to-date merchandise man, of sixteen 
years’ connection with the shoe industry, capable 
of | Mee a department to its fullest extent. 

buying for men’s women’s and chi! n’s shoe 
a Address D-281, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





YOUNG COLLEGE MAN 
LOOKING FOR POSITION 


Two years ago I graduated from 
Boston College and then entered 
the Harvard School of Business 
Administration, from which I 
have just graduated. 

I come of an old and well-known 
family of shoe builders and am 
desirous of securing an oppor- 
tunity to get into the shoe 
manufacturing business. 


I prefer the selling or merchan- 
dising end of the business. I 
have had a splendid theoretical 
training and am now desirous 
of putting into practice what I 
have acquired in the way of 
business training. 

A position in the in-stock de- 
partment of some shoe factory 
would greatly interest me. It 
isn’t a question of salary with 
me, but rather a question of 
opportunity to learn the busi- 
ness from the ground floor up. 
Best of references furnished. 
Address D-278, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 














OPPORTUNITIES 


WOMAN'S high-grade shoe manufacturer of 
Philadelphia, making Goodyear welts only, is 
looking for a partner with from $10,000 to $20,000 
to invest, with some experience either in the manu- 
i or selling end of the women’s shoe busi- 
» firm is at present capitalized at $50,000, 

and ‘can show a fine record money-making and 





— progress. Additional capital and new en- 

is needed to enlarge the fast-growing business. 
‘4 inquiries strictly confidential. Address D-264, 
care Boot and Shoe Recorder, 207, South St., Bos- 
ton, Mass. 
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Per copy, 25 cents 


RECORDER: 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “‘more”’ but “right’’; sold for the right purpose, to the 
right wearer, in the right fitting, for the right price, at the right profit. 
merchants. The chief purpose of * 


This is the great problem of the retail shoe 


Boot and Shoe Recorder” is to help solve it; for this is the basic problem upon 
which depends the progress of the entire allied industries relating to shoes and leather; their production and distribution. 


Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One 


Member of the Associaled Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


Canadian, $6.00 


Year 


Root Newspaper Ass'n. 
Entered at the Post Office, Boston, Mass., as second class matter. 


AUULASTAT ONO 


Foreign, $10.00 


Member of Audii Bureau of Circulation. 


Printed in U. S. A. 














LINE WANTED 


MISCELLANEOUS 








GALES MANAGER WANTED—Pennsylvania 
factory, making line of growing girls’, misses’ 
and children’s welt and McKay shoes, wants a 
man with experience to handle salesmen and “‘In- 
Stock” department. Good ——— for right 
man. Give experience and salary wanted to start 
in first letter. Address K-606, care Boot and Shoe 
Recorder, 127 Duane St., New York. 








POSITION WANTED 





SALESMAN, with following in West Virginia 
Kentucky, Teé Mi Al 

would like to connect with manufacturer of chil- 

dren’s and misses’ shoes and felt specialties. — 

dress K-607, care Boot and Shoe Recorder, 12 

Duane St., New York. 











WANTED TO PURCHASE 





W ANTED—To buy retail shoe stores in North- 
eastern Pennsylvania or New York State. 
Address D-261, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 
166 Pulaski St. N. Y. 
Phone Williameboe eit fi 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
I A J OB. value for your entire or surplus 


Leases having a short term to run taken over. 
Established 25 years. 

I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merc! Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








We buy quick and pay highest cash price 
and wholesale stoc 





for — — ks of — or 

“Por 30 years our —_ Quantity no ject. 
an ile 

BROOKLYN PURCHASING SYNDICATE 
FRANK WA 





610 Beuadway Brooklyn 














Celebrated Glass Fixtures 
Ca _G. F. 
E in 

Wood Fixtures 

Catalog No. 14 

Artificial Flowers 
Catalog No. 19 

Window Valances 

In Stock 


Ask for 
Plush and Window Page 
Samples sent. 


The Hecht Fixture Co. 





Medinah Bldg., Wells & Jackson 





NEW bd SHOW ROOM 
t 36th St. 





Chicago 
70 W 
ust Esst a Broadway 
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No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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ANNIVERSARY 
ANNOUNCEMENT 












Three Years making 


**Decidedly Brockton 


Shoes” and offering MEN’S SMART DANCING OXFORD 


Made of Bristol Pat. Colt, Soft 
Toe, Flexible Sole. Widths, B, 


to-day better values C, D; 5% to 11. 
than CVCr .% o% o% Price $3.75 





IN STOCK 








ROM January Ist to June Ist, 1922, we were 

the fourth largest producers of men’s and 
women’s high-grade welt shoes in the City of 
Brockton, and we are still humming. 


Are we making shoes for you? If not, why not? We have the 
smartest Fall and Winter line of men’s and women’s welts that 
we have ever turned out, to retail at popular prices. 


They sell well because they are made well. They are priced 
right to you, so that you can price them attractively to 
your trade. 


“Quality at Price’’ is the slogan to-day. 


Think this over; Mr. Retailer. It means business. 


BROCKTON SHOE MFG. COMPANY, Inc. 


BROCKTON (Campello Station), » Mass. 
New York Office. 303 Fifth Avenue Chicago Office, 209 Security Bldg. 
Detroit Office, 213 Bowles Bldg. Philadelphia Office, 411 Forrest Bldg. 


Sales Department, 117 Lincoln St., Boston 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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There's nothing like the com- 
fort of an old shoe. — It can be 
made as good as new in ap- 
pearance and wear when re- 

made by Goodyear machinery. 


Just as no bench-made shoe has that fine appearance and even workmanship of the Good- 
year machinery-made shoes, so no repair job done by hand can compete with shoes re- 
paired by Goodyear Shoe Repairing Machinery. 

It is economy that goes with all the elements of good dressing to have shoes repaired by 
Goodyear Machinery. Thousands of these machines are in operation, giving a service 
to wearers of shoes that brings a most profitable business to the shoe dealer. 


Write for complete plans of how easy it is to obtain the Goodyear Shoe Repairing Outfit 
pictured here. 


United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 


30 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
leveland New York Haverhill Columbus, Ohio Lynn 

18 So. Market Street 276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Chicago Johnson City, N. Y. Auburn , Me. Rochester Marlboro 

1423 Olive Street 301 American Casualty 286 Third Street 221 No. 13th Street 216 Chartres Street 

St. Louis Bidg., Reading, Pa Milwaukee Philadelphia New Orleans 

708 Broadway 93 Centre Street 859 Mission Street 16 No. 2d Street 
Cincinnati Brockton San Francisco Harrisburg, Pa. 





i | i 
- - ~ - ~ ag ; ‘ ° * 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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WOMAN’S HEART IS 

EASILY TAKEN BY FOX 
SLIPPERS, PUMPS AND 
OXFORDS. 


THE BEAUTY OF THE SHOE 
DOES IT. THOSE DEFT 


CURVES, THE PROUD 
LITTLE HEELS, THE SLEEK 
APPEARANCE AND FEEL OF 
THE LEATHER—ALL THESE 
AWAKEN DESIRE FOR POS- 
SESSION,MAKE THE PULSE 
BEAT A LITTLE FASTER. 


g 
FOX FOOTERY SELLS. 
QUICKLY BECAUSE ITS 
VALUE IS QUICKLY RECOG- 
NIZED. USE IT, IN BLACK 

AND THE FASHIONABLE 
COLORS, FOR DISPLAY, 
SALES AND PROFIT. 


Charles K. Fox, Inc. 
Haverhill, Mass. U.S.A. 


BOSTON: 54 LINCOLN STREET. NEW YORK: MAR- 
BRIDGE BUILDING; BROADWAY AND 34TH STREET, 
ROOM 632. CHICAGO, GREAT NORTHERN BUILDING. 
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Mass. Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of 
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Easy to Look At—Easy to Wear 
This Novelty Silk Stocking 


It would be difficult for you to find a better value or a more pleasing style than this 
Burson “RR.” An ideal stocking for summer wear because of its fashionable sheerness, 
its perfect fitting qualities, and its rollable narrow hem top. 

Burson “RR” is silk where it shows and mercerized where it wears. Made in a 
beautiful assortment of the popular colors. Certainly this stocking is attractive to look 
upon and will wear a long time. 

Like all Burson Hose it is knit-to-fit without a seam. That means greater foot 
comfort for your customers which will reflect to the credit of both the hosiery and 
shoes that you sell them. 

Burson “RR” is sold profitably at a moderate price and will quickly increase your 
hosiery sales. You should stock this number at once. Do not delay in ordering from 
your jobber as most stocks are kept low by the large demand. Tho running night and 
day the Burson mill is behind on deliveries. 


Burson Knittinc CoMPANY, RocKForp, ILLINOIS 


UIRSOIN 


FASHIONED HOSE 


Mercerized 








Silk, Lisle Heathers 


(otton 
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In Strong 
Demand 


The volume of business being done 
on STANDARD KID proves that 
there is a strong, steady demand 
for fine-grained, colored kid that is 
made from good raw stock. 


Specify STANDARD KID in any 
of the colors. We are equipped to 
supply your manufacturer with the 
color that you specify. 


Specify 
STANDARD KID 











THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 























KID 


GUARANTEED SELECTIONS 


pent 
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“Follow the Creighton Line” 


June 
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What our plant expansion 
means to you! 


(Foundation Now Being Laid) 


The spirit of progress and sound optimism that prompted 
the building of our new factory and the desire to be in the. 
forefront of those who strive to put the new Lynn spirit into 
action—these are purposes that characterize the forward- 
looking American business man. 




















The fulfillment of this project means much to those who 
carry the Creighton line. Expansion in production carries 
with it the opportunity of serving a larger number of dea’ers 
and the obligation of giving a larger measure of service to 
the trade. 


TOP LP LPL LOLOL Le LU LULL 


When you come to Boston in July we'll have a chance to 
show you our new samples and tell you what is in store for 
those who “Follow the Creighton line.” 





Boston Office—183 Essex Street 


A. M. Ger ghton 


ass. 
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Style No. 310 Style No. 108 Style No. 312 


NATIONAL PARK HIKING BOOTS 


Reg. U.S. Pal. Of. 


Carried ON THE FLOOR FOR At Once Shipment 


RIDING—HIKING—SPORT : 





TCO 


For Young Women 


se0he Mahoney Elk 14 inch, C 7 
Tee Best. Ate D,23¢1.......... te 


16110—Same Boot as oo. Made 4 75 
English last. A toD,2%-8........ Us 


31108—Mahogany Eric C alt 14 inch 
Hear Toe Soft Box Boot. A to D, 5. 75 
%-8.. 


15108—Same as above number cut ' 6. 75 
from select Patent. B-C, 244-8. 


16312—Mahogany Elk 14 inch Moc- 6 25 
casin Toe Welt Boot. A to D, 24-7. 














Reg. U. S. Pat. Off. Keg U.S. Pat. Off. 


Write for NATIONAL PARK Hiking Boot Sales Agency 


STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, 3: i: MISSOURI 





Very soft and flexible Easy on tender feet 


Ask for Newspaper Cuts and Window Hangers 


rrr ee 


I aaaeneaenanaaa er yen — gv eeagee— pene se vagacngpeerr sagan abst apt ions eaeaaeaaammmmtaaans 
e Boot 
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You will improve your line of shoes 
by using 


ACE RED 
ACE BROWN 
ACE TITIAN 
ACE 75 
ACE 808 
ACE. 24 
ACE 909 
























































J. S. BARNET & SONS; Inc. 


Tanneries Salesrooms, 75 South St. 


**Maintains a Standard Reputation” i 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS “‘TENRAB” 
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416X 
NUT BROWN 
CALF 


$5 
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; MARION SHOE CO. ;: 






IN STOCK 
A to D 


MARION’S MAKE YOU MORE MONEY 


Clerks like to sell them. They can pull out a 
pair and say “There’s the very latest style you’ll 
find in the city. It’s the shoe with a real kick.”’ 


416X is one of our big selling styles today. 
Tuxedo last, 12 iron edge, Wingfoot heel. 


Featuring Marion Shoes gives you quicker turn- 
over, cleaner stock, easier sales) MMARION’S 
MAKE YOU MORE MONEY! 














MARION, INDIANA 











| — 
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(LIP WESTERN OUALITV © EASTERN STYLE L_ 
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With the quality of Goodyear Wingfoot Heels so high, and 
their price so low, have you any reason for accepting some- 
thing else? There is no substitute for Goodyear Wingfoot 
Heels. A complete line of them is made for men’s, women’s 
and children’s shoes. They all fit perfectly, have real style, 
and keep their resilience from -first to last. More people 
walk on Goodyear Rubber Heels than on any other kind. 











Have you seen the new Goodyear Sport Bottoms? Perfectly designed for street a 
wear, outing service, and athletics generally, the new Goodyear Sport Bottoms 2 

—a combination of Goodyear Wingfoot Heels and Nedolin Soles—have all the 
standard qualities of both—resilience, durability, waterproofness, comfort 





Goodyear Means Good Wear eo 
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Widths: AA to C. 


No. 3523—$3.75. 














Widths: A to D. 


BARA OOAMASSA AA 
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STYLE 
FLASHES 


No. 8008—$5.00. 
Blucher Oxford, Ou 


No. 8009—85.00. 
Blucher Oxford, Pl 


Stylists 
t, 138-140 DUANE ST. 


Weouuen 
“4 
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Women’s White Nubuck 
tside Wing Tip and Circu- 
lar Vamp and Foxing, Perforated and Pinked. 
with Medallion on Tip, Best Grade Rubber 
Sole and Heel, Goodyear Welt. 


Widths: AA to C. 


Sizes: 2% to 7, 


Women's§White Nubuck 


ain Toe, Gun Metal Calf 
Saddle, Sole, Heel and the Last as‘our No. 8008. 


Sizes: 2% to 7. 
White* Nubuck 


Women’s 


Brogue Oxford, Invisible Eyelets, 10-8 Heel 
with Rubber Top Lift, Goodyear Welt. 


Sizes: 214 to 7. 






NOW 


IN STOCK 


and going 


strong 


Always Ready fo Serve 


RECORDER 































SA 
Pe 


FLASHES 





No. 3528—$3.75. Women’s White Polar Cloth 
One Strap Pump with Buckle, Patent Trim- 
ming, Goodyear Welted with White Welting: 
9-8 Heel, White Rubber Top Lift. 

Widths: AA to D. Sizes: 2% to 7. 
No. 3530—$3.75. Women’s White Nubuck 
One Strap Pump with Buckle, Patent Shield 
Tip, Saddle and Back Stay, 10-8 Leather Heel 
with Rubber Top Lift, Goodyear Welt. 
Widths: A to D. 


Sizes: 2% to 8. 





74 fig 


Forest Building 
PHILADELPHIA 






SAUNA LALLA ls Lele WIALLALLLL 44, 


CKER SHO 
HE LIVE WIRE HOUSE 
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VIDL. 


E CO.Inc.: 


VS NEW YORK CITY 
SAMPLE ROOMS : 
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Teafors . 





214 Essex Street 


BOSTON, MASS. 
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Perfect Tread and Balance on Men’s Low-Heeled Shoes 


accomplished by using the new 


ARMORTRED “WEDGE” HEEL 











By graduating the heel from back to 
breast as shown in Figure A, a leather 
base of the proper thickness can be used 
which will give exactly the proper pitch 
to the heel. 


Note the contrast between illustrations 
B and C. B shows how ordinary heels 
tend to rise and strike at the breast but 
not at the back; C how the Armortred 
Wedge Heel corrects this trouble and 
gives the shoe a perfect tread. 








Manufacturers and retailers are en- 
thusiastic over the results given by 
Armortred Wedge Heels. 


This is just another instance of our con- 
stant studyfor improving 
ARMORTRED HEELS and service 
wherever we can. 


In other words—when better rubber 
heels are built they will be branded 
ARMORTRED. 


QUABAUG RUBBER CO. 


NORTH BROOKFIELD, MASS. 








ARMORTRED 


SOLES AND HEELS 
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IN STOCK 


Dark Mahogany 
Chrome Side Leather 


Genuine Goodyear 
Welt 
Good Quality Leather 
s Sole 
Live Rubber Top Heel 
Lace Pattern as 
Shown, Parade Last, 
Also 


Full, Roomy Blucher 
Pattern Over the 
Neat Statler Last 


Both Are Perfect 
Fitting 
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E100 — LACE OX- 
FORD, C and D 


ORDERIN 
12 PAIR LOTS Widths 


AND OVER 


$2.75 
THE PAIR 

















E105 — BLUCHER 
OXFORD, D Width 


Complete Catalog of Real Values on Request 


WWW Duos GoungQenaa, 


FIRST SUCCESSFUL SHOE MANUFACTURERS IN ST. LOUIS. FOUNDED 1878 


ON SS sl 
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You know that perspiration of the feet 
causes 75% of the damage to all footwear 


F you will educate your customers to the bene- 
fits of having at least two pairs of shoes for 
every-day wear and to use Miller Ventilated 

Shoe Trees, you will eliminate the majority of 
complaints. 


Shoes worn alternately and kept on trees will 
wear longer—hold their shape better, and the 
linings will not become worn and irritating from 
a sweat-soaked and soiled condition. 


Why not make Miller Shoe Trees the agency 
by which you can sell your customers more shoes? 
Not only will your profits be greater, but your 
customers will be better satisfied with their shoes. 


Catalogue and full Information for the Asking 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Company 


Brockton, Mass. 
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The Popular One Strap 


Wherever you go the 
one strap is still the 
favorite. Here we show 
them in Patent leather, 
Satin and White 
Reignskin. 











No. 345. Price, $3. 
Patent Fenway one-strap, single a A full leather 
Louis heel, Euclid last. AA to D. 
No. 344—Same in Black Kid............ $3.50 


No. 342. Price, $4.2 
Patent Ritz One-Strap Imitation Tern, Full Spanish 
Louis Heel, Euclid Last. AA to C. 
No. 343—Same in Levor White Kid........ $4.25 





No. 550. Price, $4.00 
Patent Dora one-strap Goodyear welt, Tremont 
last, 1% rubber heel. AA ra .. 
No. 551—Same in Black Kid. . ? . $3.75 


No. 552. Price, $3. 50 
Peters White Reignskin Dora, one — Goodyear 
welt, Tremont last, 1% subber heel. AA to C. 


AOOs nN: aA = 





Many other styles 
carried in stock 





No. 379. Price, $4.00 Bleck Ba 380. Pape my om 1% 
Patent Flora one-strap, single sole, Tremont last, ack Satin Dora, single sole remont last, 
1% military wood heel. AA to C. Send for Catalog military wood heel. AA to C. 








THOMSON CROOKER SHOE CO. 


J. M. THOMSON, Treasurer C. H. SULLIVAN, Secretary 


C. R. THOMSON, President 
P. HOWARD TARR, Asst. Treasurer and Credit Manager 


BUFORD H. JONES, Vice-President and Sales Manager 


18 Station Street, Boston, 20, Mass. 
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WALK- OVER| 


INDUSTRY 






























In the WALK- 
OVER Sample 
Room, over 
1300 different 
shoes are al- 
ways on display. 


Placed upon 
tables instead 
of in cases, they 








are easily ac- 
cessible and can be examined at 
will by WALK-OVER custom- 
ers who visit the home plant in 
large numbers each season. 


Every new pattern, last and de- 
tail when finally approved is 
placed upon the tables. It is an 
ever changing display, always up 
to date. 


Where 
1300 Different 
Walk-Over Styles 


are always on display 
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GEO. E. KEITH COMPANY 
MAKERS OF Wack-OVER SHOES FOR'MEN AND WOMEN 
CAMPELLO, BROCKTON, MASS.. U. S. A. 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE 
UNITEO STATES ANDO THE WORLD OVER. INCLUDING 
NEW YORK. LONDON AND PARIS. 
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Send for some 
of these specials 


No. ~~ “yy 18-inch silk boot, 240 
need le, gauge, 1l-thread silk. Colors: 
— ; White, Rel Zinc, Cordovan, Mahog- 
Russian Calf Suede, Navy, Silver, and 
Nude. Price, per dozen..........+++++: $8.65 


Neugftting ribbed top. Sise 8357 1034. Is 

tt rr top. Ze = n 

Block, White. Cordovan, Mahogany, es 
rei Sucde Price, PUPEREM, 2. cccccece $12. 


No. 270—Women’s 22-inch silk boot, 240 
veedie, fine gauge, 12-thread silk. Colors: 
Black, White, » bar, Zinc, Cordovan, Mahog- 
any, Russian Suede, Navy, Silver, and 
Nude. Price per dozen...........-..- $12. 00 


No. oo eaie th thread silk hose, 240 needle. 


Colors: Black, Navy, Smoke, Pearl, White, 
Cordovan, Mahogany, and Champagne. Price, 
POP GRR. cc ceccccsecesocecesosoceses $6.25 


No. 5—Men’s 220 fine mercerized lisle. Colors: 
Black, Navy, Smoke, Pearl, White, Cordovan, 
Mahog any, and Champagne. Price, per dozen, 
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DE er STORE FINE SHOES 

















She took her new shoes next door 
to buy hosiery that matched 


And that made John, The Shoe Man, think 
hard. 


‘‘Why can’t I sell hosiery as well as the depart- 
ment store,” he wondered. 


So he sent a postcard for the Everwear man. 


‘You can open a complete hosiery department 
for $150,” explained the Everwear man. 


“It takes only one out-of-the-way counter for 
display. One clerk can keep track of the stock in 
his spare time. All your clerks can sell hosiery at 
the same time they sell shoes so you have no extra 
selling expense. Instead of only one profit, you 
make two. And hosiery profits are payingj many 
a shoe merchant’s rent.” 


So now John’s sign reads, “Fine Shoes and 
Hosiery.”’ 


And his hosiery department brings in new shoe 
business! 


EVERWEAR HOSIERY CO. 


DEPARTMENT B 
MILWAUKEE WISCONSIN 


Chicago Office—Republic Bldg., State and Adams Sts. 
Boston Office and Stock Room—110 Summer St. 
San Francisco Office and Stock Room—130 Bush St. 


Write for Information 





osiery 
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BROWN 


On Which There Is No Speculation 








TSS} fF 


O MUOMOUNT OF 
mst da 














EW CASTLE HAVANA BROWN 
KID is in greatest demand from that 
class of shoe manufacturers and retailers 
who tolerate nothing but true intrinsic 
value in their establishments. 


Hence our slogan—“‘Judge It By Its 


Users.” 


NEW CASTLE LEATHER CO., Inc., 
NEW YORK 











The Outstanding (olored Leather {Surety 








J 


H A A N A p Judge It By Its Users 


I. Miller and Sons, 
Inc., whose reputation 
as designers and mak- 
ers of exclusive shoe 
styles for women is so 
well deserved, produced 
this graceful model of 
New Castle Havana 
Brown Kid with strap, 
counter and vamp trim- 
ming of sand colored 
suede. 





Charming matinee cos- 
tume of dark brown 
Canton crepe with over- 
dress of sand color 
crepe to harmonize with 
the shoes of H A- 
VANA BROWN 
KID— New Castle, of 


course. 





} 
} 
} 
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These -Are the 
Shoes Others 
Try to Imitate 





orrect Dodge- 


IN STOCK 


FOR ALL, OCCASIONS 











No. X630—Black Satin Hazel, 14-8 


Louis heel, dime toe. Widths AA-C. 
At once delivery from Newburyport 
and Kansas City. Code, a = 


No. X623—White Cloth Hazel, 14-8 
Louis heel, dime toe. Widths AA-C. 
At once delivery from Montgomery. 
Code, “Abena.” Price....... $4.35 


No. X632—Black Satin Hazel, 14-8 
en Louis heel, dime toe. Widths 

AA-C. At once ‘delivery from Chicago. 
Code, “Society.” Price. $4.50 


No. X633—Patent Chrome Hazel, 14-8 
Spanish Louis heel, dime toe. Widths 
AA-C. At once delivery from Chicago. 
Code, “Penn.” Price ; $4.7 


| 


In Stock Branches: 


BOSTON, MASS. 
416 Albany Bldg., 
179 Lincoln St. 


MONTGOMERY, ALA. 
105 Bibb St., 
Cotton Exchange Bldg. 


KANSAS CITY, MO. 
215 Sheidley Bldg., 
Ninth and Main Sts. 


We furnish 2 1-4 inch 
advertising cuts free 


ionic D. Dodge Shoe (0., Newburyport, Mass. 


TURNS 


Our (ustomers Tell Us 


HAZEL, 
is the Embodiment of 


GRACE—PERFE(T FIT 


—STYLE 


Order Now! You have to get 
them before you can sell them 





No. X650—White Kid Hazel, 


Boston and Chicago. Code, ‘“‘Dandy.” Price. 





No. X619—White Cloth Barefoot Sandal, 9-8 man- 
At once. 
emai “Rosemary.” 


ish heel, quarter toe. Widths AA-C. 
oor ' from meres 
Price.. sebasseuuc6sede 


Plan fo take in 





10° 


BOOTH 
No. 188 









two openings in 
quarter and vamp, 9-8 military heel, quarter toe. 
Widths AA-C. Atonce delivery from Kansas 7, 

50 






One Good TURX, 
Deserves ~Another 


No. X676—Patent Chrome Behrl, 12-8 


Cuban heel, quarter toe. July 1 deliv- 
ery from San Francisco and Newbury- 
ort. , Widths AA-C. Code, “Chal- 
MR Mad6. de nsastexores $4.50 
No. X681—White Kid Behrl, 12-8 
Cuban heel, quarter toe. Widths AA- 
. Code, “Eureka.” June 25 deliv- 
ery from Boston. Price........ $5.35 
No. X653—Patent Chrome Behrl, 14-8 
vw oe Louis heel, dime toe. Widths 
AA-C. June 20 delivery from Boston. 
Code, “Arctic.” Price......... $4.75 
No. X674—Black Satin Behrl, 16-8 
Louis heel, nickel toe. Widths AA-C. 
July 1 delivery from San Francisco. 
Code, “Fashion.” Price........ $4.75 
No. X678—Black Satin Behrl, 12-8 
Spanish Louis heel, quarter toe. Widths 
AA-D. July 1 delivery from Boston. 
Code “Buddie.” Price........ $4.75 
No. X656—White Kid Behrl, 14-8 
Louis heel, dime toe. Widths AA-C. 
June 15 delivery from Newburyport. 
Cee, “Ree” PUB. cs ciccces -00 
No. X675—White Cloth Behrl, 14-8 
Cuban heel, dime toe. Widths AA-C. 
June 20 delivery from Newburyport. 
Code, “Quaker.” Price........ 
No X652—White Kid Behrl, 14-8 
Spanish Louis heel, dime toe. Widths 
AA-D. June 15 delivery from Boston 
and Chicago. Code, “Star.” Prics? 
No. X673—Black Satin Behrl, 14-8 
Spanish Louis heel, dime toe. Widths 
AA-C. June 20 delivery from New- 
buryport and Denver. Code, “Lon- 
GH. Fi Risds osevcscvcsaguds $4.75 
No. X655—White Kid Behrl, 16-8 
Louis heel, nickel toe. Widths AA-C. 
June 25 delivery from San Francisco. 
Code, “Pilgrim.” Price........ $6. 


In Stock Branches: 


SAN FRANCISCO, CAL. 
770 Mission St., 
Keil Bldg. 


NEW YORK, N. Y. 
108-110 Duane St. 


CHICAGO, ILL. 
310 Lees Bldg., 
19 South Wells St. 


A. F. Winslow, 503 Jacobson Bidg., 
Denver, Colo. 

Joseph Shaw, 600 Denckla Bldg., Market 
and Eleventh Sts. ., Philadelphia, Pa. 
Bert Grosskurth, 115 i Re Ave., To- 

* ronto, Canada. 
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SNUG-LERS 


sees your chance for 

profits! Every camper, 
vacationist, traveler or any- 
one who demands real sum- 
mer comfort should have a 
pair of Snug-lers, the superior 
felt footwear. These mocas- 
sins for men, women and chil- 
dren are only one of many 
fast selling numbers. Feature 
Snug-lers now and cash in on 
their summer appeal. 


United States Rubber Company 





June 17, 1922 
































June 17, 1922 BOOT AND SHOE RECORDER 19 





VO VU VW CD EWI CD UY DIV Qe QW OD Oe C2 VO IEAM OPO WA WONG WORN WOWQNE 








The Saturday Evening Post carries our adver tisements regularly, thus popu- 
larizing “Arnold’s Glove-Grip Shoes’’ and stimulating demand for styles 
in stock. Keep your store in line with our advertising for success. 





DNOWOWOM 
ORR AR CAPT 


YOreerive 











Py exirer ier} 














This shoe with the patented, “Glove-Grip” 
feature is a style of such sensible character 
that it provides permanent merchandising 
possibilities of a profitable nature. The special 
““Glove-Grip” feature raises the arch instead 
of pulling it down. Arnold shoes with this 
feature are selling every day in many stores 
from coast to coast. Are they in your store? 
You will be doing yourself a favor to stock 
this shoe, if you have not already done so. 
For the benefit of our regular customers we 
take this opportunity to suggest sizing up 
now to meet the season’s demands. A sister 
to our “Panama” for men is our “Y” last for 
women, a modified orthopedic type. 


ARNOLD 


GLOVE ~GRIP SHOES 


SUMMER STYLES ON YEAR “ROUND 
POPULAR LASTS—IN STOCK 


S-465—Arnold’s “Glove-Grip” College Oxford of Tobasco Brown 
Kid on the “Panama” combination Tost. Half rubber heel. In 
stock for men, AAAA-AA and AAA-A, 7 to 11; AA-B, 6 to 11; 
A-C, B-D and C-E, 5 to 11. Price, $6.95 


S-466—Arnold’s ““Glove-Grip” College Oxford of Glazed Kangaroo 
on the “Panama” combination last. Half rubber heel. In stock 
for men; AAAA-AA and AAA-A, 7 to 11; AA-B, 6 to 11; A-C, 
B-D and C-E, 5toll. Price, $6.60 


S-720—Arnold’s “Glove-Grip” Oxford of Brown Kid on our “Y” 
last. Folded tip. Half rubber heel. In stock for women: AA-A, 
4 to 9; B, 3 to 9; C, D, E,3 to 10. Price, $6. 


S-730—Arnold’s “Glove-Grip” Oxford of Glazed Kangaroo on 
our “Y” last. Folded tip. alf rubber heel. In stock for women: 
AA-A, 4 to 9; B, 3 to 9; C, D, E, 3 to 10. Price, $6.25 





MEN’S PANAMA 
S-465 
Tobasco Brown 


S-466 
Glazed Kangaroo 
























WOMEN’S “* Y"* LAST We will welcome you to 


S-720 our booth, Number 177, 
Brown Kid Boston Style Show, July 
S-730 10-13. See the very 


latest “Glove-Grip” 
styles. 


Glazed Kangaroo 











Send for Stock Style Catalogue 


M.N. ARNOLD ggg, SHOE COMPANY 


North Abington , #ijpse@\ Massachusetts | 
New York Salesroom GRIP 127 Duane Street 








BQNANAVAOW OW AWVONOVOVNONRAN OMOWOWONOKRANOWVONAWVOWOWONONOWOWO NOD VON ORONO ROROROR ON ONO C00 


























LVISLVISLIAS LS Lleol loli lou ollo nom moulo SLT IS LV ISL ISIS LIST SIT NSLS OT SL SLI SSL NS LSI ASL ISL LS LIS IIIS EAS ISSN SUNS AS 




















Da S SPOVG 
PS ROR fs ZN Loo 3 
> © 5) < 
CAA CPAP OAL OAACI AED array VISIO SKIKE ISIS ISL) 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 











20 BOOT AND SHOE RECORDER June 17, 1922 






AS LONG AS STRAPS ARE 
>) WORN STRAP ORNAMENTS 
= WILL BE WANTED 


i " 






68—High grade rhine- Retail profits on ornament sales are worth get- 


stone strap ornament. Will . 
completely conceal the ting. 


button. ° . 
of strap ornaments, now is a good time to do so. 





If you have not sampled the “Dalco”’ line 






This season’s patterns surpass any previously 
shown. There is hardly a design but what has 
found favor in the public eye. Because of our 


manufacturing facilities we can fill orders prompt- 





6845—Genuine beaded or- 
nament with bead pendants 
Attaches to strap by loop 
on back 


ly. In most cases, at once. We will guide you 







right in making a selection from our line. Write 





for samples, prices and catalogue. 


DALRYMPLE-PULSIFER CO. 


HAVERHILL 


6957 — Kissvcstone strap or 
nament, especially suitable 
for center of \%-inch strap 






ae UU MMMM UML UMMM MCR UMUC TTT MTT 


= This Kawneer Store Front Put New 
Sales Life 
intoanOld 
Building. 


More than 60,000 
merchants have 
proven the value of 
the KAWNEER 
WAY of Moderniz- 
ing their stores. 


ll 


1] 


WULIVRQVLLULUU TOMLIN a 


Lut 
LAAUALAUUULUUAALALLUUUTLUUURU LLL 


iUUUUUUM 


DUUUUNUTENALALAAN ELUNE 


Ii 
HAG UUUULLLLULLANASANANAAN 


MTT 


INIGMU 





The Kawneer Company 
2013 FRONT ST. 
NILES, MICH. 


Let us Show You How a Kawneer Store Front Will Pay a Big Profit Send me a copy of 


YYQOLSQOUVV0OU000YS00 000 UASUEESOOLYSOUHSOUALSOL SS 


YOPTELUEDUEL Eh ttt nate atne tet t 








for YOUR STORE. Book of D esigns 
Do not overlook this coupon. Send it at once. a” your new booklet for 
2013 FRONT STREET | merchants. | 
| 
The Kawneer Company. MELES +: MICHIGAN Pin this to your letterhead. | 








rimaeeremerieninrnseecernniaiiammatineiieminiaimemaiciaeel = 
© SRE BThe Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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) HIGH QUALITY—LOW PRICE 


° A Combination That Can’t Be Beaten 


Black or Cherry Red Calf 


GENUINE GOODYEAR WELT 
Made in Black and Cherry Red. All Solid 


Leather, full vamp, best grade outersoles, 
Punch Tip—Commonsense or Foot Form 
Last. 





AUGUST Ist 
DELIVERY 






Misses’ School Heel, Child’s Spring 

. 11% to 2 Heel, 844 to ll 
B-C-D B-C-D 
$2.60 $2.25 







The A. S. Kreider Co. 


Exclusive Makers of Best Shoes for Boys, 
Girls and the Babies 


vf DISTRIBUTING HOUSES 


Chicago, Ill., 312 W. Monroe St. 
New York, N. Y., 123 Duane St. 
Boston, Mass., 100 Summer St. 

° St. Louis, Mo., 1408 Washington Ave. 
Pittsburgh, Pa., 923 Penn Ave. 
Philadelphia, Pa., 51 North Third St. 








. FACTORIES 
Annville Middletown Lebanon No. 2 
. Lebanon No. 1 Palmyra Elizabethtown 
4 Pennsylvania 
+ 
* 
. e e 
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CHROMOK 


Leather 
PATENT - DULL - COLORS 




















Made especially for 
medium priced shoes, 
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Also makers of therefore superior for 

amous 

ree such merchandise. 

Flexible Inner Soles 

Flexible Sides W. D. Byron & Sons Leather Co. 
and Bends __| Williamsport, Md. za - .. Boston, Mass. 





























STYLISH 
FALL OXFORDS 





Style 145 — Boarded Style 136—Nut Brown 
Black Calf blucher ox- blucher _ oxford. 
ford. Soft box toe. 
Full double sole. Stitch- 
ed heel seat. Flanged 


leather heel. Royal last. last. 


Shoes that appeal to the discriminating buyer. 


Those who desire quality and appreciate it, have found this line 
a revelation as a business builder. 


Poole & Johnston, Inc. 
Boston BROCKTON, MASS. New York 





183 Essex St. (Campello Sta.) 433 Marbridge Bldg. 
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The Countersign of Satisfaction 


Leading manufacturers and merchants who are ever 
alert for improvement with economy have popular- 
ized the countersign 


MOUSAM 


COUNTERS 


GUARANTEED TO OUTWEAR THE SHOE 





In the Roger’s product, they have found a Counter which meets every 
style variation, which is perfectly uniform in fit and quality and is, 
with all, more economical than any other. 


There is much more to Mousam economy than the saving in original 
cost, though that in itself is considerable. Real Mousam economy 
finds its real proof in the way Mousam Counters add quality to the 
shoe of which they are a part. 


There is every argument in their favor—we have never heard a rea- 
sonable argument against them. 


ROGERS FIBRE COMPARE 


Mousam Division 


121 BEACH STREET BOSTON, MASS. 
Philadelphia Cincinnati St. Louis Milwaukee 
1024 Filbert St. John C. Rupp Co. Dennott & Prince Fred A. Hollis 
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Our Most Reliable Fall Feature 


Cherry i7Te-) Boarded 


eaee vu ta 


See shoes made of it and 
judge for yourself 


C. D. Kepner Leather Company 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, IIl. 





The Famous 













Shoe for. cn 4 = 


Timely Oxfords Now In Stock 


No. 848— Medium Tan No. 721—Tan Side No 
Lotus Veal, Color 104, 13 Foxed Oxford, En- 
No. 8 Lace Oxford, voy Last, Single Sole, 
Frenchy Last, Single Half Wingfoot Rubber 
Sole., Half Wingfoot Heel. B and C Widths, 









Rubber Heel. _— 6-11: D Width 
PRICE, $4.25 "PRICE, $3.40 
Net 30 days Net 30 days 


Made to meet an established standard of value 


WEBER BROS. SHOE CO. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 

















poms 





—__r-! 
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Clyde bal Clyde Oxford 


Three colors. White duck upper, -* r. Three colors. White duck upper, 
gray sole. Brown duck upper, gray 3 z gray sole. Brown duck upper, gray 
sole. Black duck upper, black sole. F sole. Black duck upper, black sole. 
One width only. Regular last. One width only. Regular last. 


Description Size Price Description Size Price 
Men’s}) Bal......... 6-12 $ .83 Men’s Oxford........ 6-12 $ .73 
Boys’ re Bs Boys’ wg se ae ts ome 67 
ON  bcescacce, ee 68 rere 58 
Women’s “—- .2%-8 ose g Women’s “ ........24%-8 -67 
Misses’ . 11-2 -68  Gler 11-2 58 
Child’s 1-10% -63 Child’s “ . . 410% 53 


Clyde Mary Jane 


White duck upper, ankle strap pat- 
tern. Bow attached. Gray sole and 
foxing. Pavo insole. One width 
only. Instructor last. 


Description Size Price 
Women’s............2%-8 $ .78 
OS eae -70 
CH dick cadusrcee. Se 42 


Two colors. White or brown duck upper with black eh 
trimming. Heavy red corrugated sole Pavo insole. Made 
one width only Regular last 


Description Size Price Description Size Price 
Men’s White Bal. 6-12 $1.20 Men’s Brown Bal. 6-12 $1.20 
Boys’ “ “ 2%6 1.10 Boy’ “ “2% 1.10 
Youths’ “ “ 11-2 1.05 Youths’ “ “ 11-2 1.05 


Child’s “ “. 810% 95 Child’s “ “ 8-10% 95 





& Fe Er 
ig ze AN Pig Shp fe. . 
: = ery 
aw - on 
gt 3 v 4 a 
gts ty 3 f Ba . 
J B 


Ss Rips. eh ¥y 


—_ aoe 
.Watertown, 
Ss Co.., Inc., Massachusetts 


Hood Rubber Product 
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patent shoes in best condition. 


Black Glazed Kid shoes. 


Cambridge, Mass. 





The call is being felt by us daily. We have answered so many 
letters direct, we feel the time ripe to make general announce- 
ment of the fact that we DO make a polish which will keep 


It has been perfected after much experimentation and we do 
not hesitate in saying it is “Superb” for Patent Leather or 


Put up in handy packages as all “Whittemore” polishes are. 
Order through your jobber. If he cannot supply you we will. 


WHITTEMORE BROS. 


Ask your Jobber’s salesman or write us for complete catalogue. 


PATENTS ARE POPULAR 


THEREFORE THE CALL FOR 


~A“SUPERB” PATENT POLISH 








“Our Black Bostonian Cream is 
also a most excellent dressing 
for Patent Leather or Colt 
Leather, also all shiny leathers. 
Put up also in Brown, Cordovan 
and all the seasonable colors.’’ 








“Cl IFTON” TAG ALONG WITH HOWARD 


Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it 1s 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering paper and 
shoe covering cloths, also “Clifton” 
backing and plumping cloth give 
satisfactory results. 


CLIFTON MFG. CO. 
BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 


©) 


t 


Blotter Advertising 


One of our customers who sends out a blotter each 
month featuring a shoe that he carries in stock was asked 
what he thought of this form of advertising. His reply 
was this: 

“Catalogs and mailing folders are good forms of ad- 
vertising and are a necessity, but for constantly keeping 
a certain line before ‘the buyer of shoes the blotter is 
without an equal. 

“My blotters are gotten up neatly, showing just one 
style of shoe that I carry in stock and beside the descrip- 
tion and price, contain a large calendar of the current 
month. 

‘Finding a permanent place on the buyer's desk, it 
keeps the shoe I wish to feature constantly before him. 


“‘My blotter advertising pays”’ 
Let us map out a blotter campaign featuring your 
$5.00 shoe or any other shoe that you are desirous of 
pushing. 
THE HOWARD PRINT, INC. 
Quality and Service 


Campello Station, Brockton, Mass. 








SSG IRACI a ts 
ORB IEF OCW DOES OCDINS CHSC 
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“sm So Gig! 16 you want to sell 


your Customer the 
Second Time-~ Sell 
him quality the First 
Time 





lo some manufacturers copy our 
lippers and even our trade- 
. label so closely, unless 
Viope to deceive you inte 
uhing you were getting 
Eenuine DanielGreen Comfys? 
Look for this trademark ana 
he Daniel Green mame on the 


slippers you buy. 





io taking 
you when you 
on your travels. 
times when you w: 
self for a few ho 























Vacation time 
feet. Newscene 
sand new interd 
much of an ext 

are asked to carry. Hd 
are for a few quiet hours nd 
with the luxurious ease and 


Comfys bring. 


And if people should drop in, wha 
Genuine Daniel Green Comfys are 
different, so superior to ordinary. bed- 
room slippers, that you will never feel 


disturbed. 


Daniel Green 4 


C 
— 


For -Men 
Women and 


a 
ALN 


. = 
(OT : aaa PTTL ll here TTT| 
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REPLENISH YOUR STOCK 
Children’s day probably made a heavy draft on 
your dressy low cuts in juvenile lines. You will need 


Patent Leather—Barefoot San- Other goods. We can recommend nothing better than 


dal—Turn 


Goblin 3—No Heel. D, 2-5. .$1.25 
G coblin. 1¢ 103—Wedge Heel. . these two styles. 





COD. aie] - corner They are good fitting, carefully constructed, and we 


believe the best in their respective grades. 
&% And they are In Stock 
Patent Leather Panel Stra GRIEB SHOE MFG. CO. 


White Sheep Quarter Lined- Turn 





Fairy _139— Wedge Heel, e . 

mei ees: = 309 Arch St. Philadelphia, Pa. 
any, i a Heel, $1.95 

mn = “ ow Heel, C, D, 92.45 Factories: Palmyra, Pa., and Vineland, N. J. 
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| ee REST | CURE 


The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and arch and 
self adjusting movable stiff 
shank give support to the 
needs of the individual foot. 


These points make La 
France Rest Cure Shoe 
our biggest seller 











In Stock NOW 


AA-D. Sizes up to 10. 


653-Black Kid Oxford 5.00 
983-Brown Kid Oxford 5.50 
353-White Fabric Oxford 4.35 


Williams Clark & Co. 
Lynn, Mass. 





Jw 
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COMFORT SER VICE 



































SPEEDING UP 


ITH every wheel in our busy plant spinning around, we face the future with the 
knowledge that we can deliver when we promise. Capacity output every day in 
the week. That is the standard we maintain. 


We are primed and ready for the biggest season’s business in our history. The ‘“‘new era” 
of business will not find us wanting, either in quality merchandise, or dependable service. 


The loyality of our entire organization, their whole co-operation at all times, assures the 
production of dependable comfort footwear. The result is naturally, good shoemaking, 
and prompt shipments. Both mean business and profits for you. 


oi ae . K2 Boston Office: 
- adison St. 
Security Bldg. A, SHEL ON 60 South St. 


Factory: 264 Broad Street, Lynn, Mass. 
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Fall 





5-8 814-11 11%-2 
320 Tan Lotus Button 1.35 1.60 
320H Tan Lotus Button, heel 1.95 
385 Smoke Button 1.35 1.60 
385H Smoke Button, heel 1.95 
330 ©Cherry Lotus Button 1.35 1.60 
330H Cherry Lot. Button, heel 1.95 
302 Patent Button 1.35 1.60 
302H_ Patent Button, heel 1.95 
300 =6©Black Kid Button 1.35 1.60 
300H_ Black Kid Button, heel 1.95 
301 Gun Metal Button 1.35 1.60 
301H Gun Metal Button, heel 1.95 
235 Tan Lotus Blucher 1.35 1.60 
235H Tan Lotus Blucher, heel 1.95 
245 Black Calf Blucher 1.35 1.60 
245H Black Calf Blucher, heel 1.95 
285 Smoke Blucher 1.35 1.60 
285H Smoke Blucher, heel 1.95 
265 Mahogany Elk Blucher’ 1.35 1.60 
265H Mahogany Elk Blu., heel 1.95 
237 Tan Lotus Polish 1.35 1.60 
237H Tan Lotus Polish, heel 1.95 
217 Cherry Lotus Polish 1.35 1.60 
217H Cherry Lotus Polish, heel 1.95 














McKAY 
BOOTS 


5-8 814-11 1114-2 2%-8 
410 Gun Metal Polish, High Cut, wedge 1.35 1.55 


410H Gun Metal Polish, High Cut, heel 1.55 1.80 
1410H Gun Metal Polish, High Cut, heel, 
Eng. toe 1.80 2.15 
7 412 Patent Polish, High Cut, wedge 1.50 1.75 
412H Patent Polish, High Cut, heel 1.75 2.00 
1412H Patent Polish, High Cut, heel, Eng. toe 2.00 
414 Mahog. Polish, High Cut, wedge 1.40 1.60 
414H Mahog. Polish, High Cut, heel 1.60 1.85 
1414H Mahog. Polish, High Cut, heel, Eng. 
toe 1.85 2.20 
'416 Black Kid Polish, High Cut, wedge 1.55 1.80 
416H Black Kid Polish, High Cut, heel 1.80 2.10 2.45 
1416H_ Black Kid Polish, High Cut, 
heel, Eng. toe 2.10 2.45 





HAGERSTOWN SHOE & LEGGING CO., Inc. 
HAGERSTOWN, MARYLAND, U. S. A. 

















x: PRONOUNCED ae 
For the 
“Finishing Touch’”’ 
on a 
White Shoe 
Cleaning Job 

















MROw White Shoe Edge 





No unpleasant odor. Covers with one stroke 
of brush. White enamel caps. Unscrews easily. 
Always good. Spreads evenly. Dries quickly. 


Dull ie 


Surface 


Easily 
Polished 


Srrow Whcle 








Samples and Terms to Dealers on Request 


| J. W. JOHNSTON 


NEW ARTS ROCHESTER, 
BUILDING NEW YORK 


(Manufacturer) 








(Please mention Boot and Shoe Recorder) 











‘TiS Said among 
the that 
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blend perfectly with the prevailing 
shades of footwear. This is only one of 
the details about which we are very 
exacting, and one of the features that 
has helped make Sure-typ so popular 
in the short space of eight months. 


There is a wholesale distributor of our laces near 
you. If you do not know him, write us for his name. 


The Hutmacher Braiding Co. 
Braiders of Good Shoe Laces 
PATERSON, N. J. 


a TTT gy Og AIOE OT eth 
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SIX SHOW ROOMS 


BROCKTON ROCHESTER 


NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 


NEW YORK MILWAUKEE 











ee 
NITED 


Lasts or 


ROM every one of our ten 

branch organizations comes 
the same story— what the trade 
wants is new last ideas.” 


The cycle is turning toward 
plainer effects which depend in 
very great measure upon smart- 
ness of shape and line for their 
style originality. 


It is our business to be better 
prepared than anybody else to 


BOSTON 
212 Essex St. 
CINCINNATI 
803 Sycamore St. 
ST. LOUIS 
Adv. Bidg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 


331 Arch St. = —8— 8 — 8 — 22S _ 2 _ 
B..2.3 0 = —_ 8-8-2 ss _ e_e_ 2S e 


10 Metropolitan Bldg. 


TEN FACTORIES 








HEADQUARTERS 


BOOT AND SHOE RECORDER 


Patierns 


advise and serve the trade on 
this enlarging tendency. 


The United Last Company 
branch or showroom nearest 
you is ready with helpful counsel 
from its national viewpoint of 
style tendency. 


Our ideas are open to every 
shoeman. 


Your ideas confided to us, are 
held rigidly confidential. 





MASS 


nw 


Be Te 


1 


i “= 


BOSTON 
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C.H.ALDEN CO 


Us .h 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


° ° ° ° ° 


'—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 

We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 





The above is one of the styles that can be delivered 
promptly 
Lot No. 220 
Men’s Black Glazed Calf Oxford 
806 Last 
Medium English Toe 





FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 








f 
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PERSOWs 


Chester 





NATIONAL 


SHOE STYLE SHOW 


clok age) 
Suly 104-1213 








PERSOWAL D/RECTION 
Chester / Campbe// HARULINS— 


ADVANCED STYLES IN FOOTWEAR. 











& 


“7 








7» Plan fo fake in 


10-1 





You will get first-hand evidence of the fast returning public preference 
towards better quality. 


This will be more than a “show,” it will be an education, and will help 
you add dollars to your profits. 


No retail shoe man should miss these elaborate educational features, 
to be installed at considerable expense and after careful prepa- 
ration. Think of it—you can see a huge industry, the making of 
shoes, in all its branches — right before your eyes — under one roof. 





ACTUAL TANNING OF UPPER LEATHER 

Showing each operation from the raw skin to the finished product. 
MANUFACTURING SHOES 

Showing all the operations in an up-to-date factory. 
MAKING LASTS 

You will see the models made and the lasts turned. 
MAKING PATTERNS 

See how new styles are originated and developed. 
PAPER CARTON FACTORY 

A carton is a simple thing, but did you ever see them made? 
MAKING RUBBERS AND CANVAS SHOES 

An interesting exhibition of how this type of foot covering is made. 
THE STYLE SHOW 


A beautiful spectacle “full of pep,’ 
never before shown. 


and with many innovations 


a 


National Shoe and Leather 7 
Exposition and Style Show 


>» 
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THE FLIPPANT THE LENORE 
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) $6 
Ps THE LENORE 
=, No. 28—Black satin, turr sole, LXV. heel, AAA to C $6.75 
bw No. 29—As above. with baby Louis heel, AAA to C <0 $6.75 
: ; * THE KARYL 
‘ No. 24—White cloth, turn sole, covered Cuban heel........................$6.50 
a ) No. 30—As above. with 16-8 Spanish heel. AAA to C. $6.50 
THE PACER 
A 9) No. 26—Genuine white buck, light welt white ivory sole and heel 
= AAA to C ‘ EK CREE Sea ® pudvennsssoesh. sndatidtaipselaias eae 
P THE BLANCHE 
a No. 25—White cloth oxford, light welt white ivory sole and heel 
,, AAA toC sin senhanitiainie ; ences me ht.) 
A Gy 
7S 
ae 
‘ Li a 
; LT, \ 
4 aia 4 
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THE BLANCHE 


I. MILLER & SONS 


INCORPORATED 


ONE CARLTON AVE. BROOKLYN, N. Y. 
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cutting to packing, quality en- 

ters. Selected upper leathers, 
sturdy sole stock, tested threads — 
each yields its individual portion to 
the finished quality product. 


ee: every “‘Jel Del’’ process, from 


For we know that hundreds of mer- 
chants, men of discrimination and 
foresight, expect the best. They will, 
indeed, buy nothing but the best. 


And when the crucial test comes, 
quality survives. ‘‘Jel Del’’ footwear, 
thoroughly made by operatives of 


long experience, delivers its worth, 
dollar for dollar. 
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MADE TO GUIDE re 





























busy factory and note the meth- 

ods by which production of 
children’s excellent footwear is at- 
tained, you would actually be en- 
thused. For, our own enthusiasm 
would be contagious. 


t you could glimpse within our 


So, faithfully and consistently, we 
measure up to merchant demand. 
A service, mutually appreciative, 
results. 


During the Boston Show, July 10-13, 
‘‘Jel Del’’ samples will be open to 
your inspection at our Boston offices, 
Room 629, 10 High Street. We cor- 
dially invite you to visit us and re- 
view our Offerings at length. 


n, Massachu set[s 























Fosed especially for 
Cedar Cliff Silk Com- 
pany byGretchen 
Eastman of Green- 
wich Village Follies. 
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CEDAR. CLIFF\| 
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4 Delicacy ond Gf? ugged Strength 


Some say that Dame Fashion is fickle—that she cast her glance 
of favor in one direction only to withdraw it and beckon slyly in 
the line of some new fancy. 


This is not our belief. We have found her essentially practical— 
even steadfast in the way she stands by those who really serve 
her. 


And here's the secret: Fashion may favor some new idea of 
trivial nature for a season, perhaps for a year. But to win that 
favor and hold it, season after season, year after year, requires 
more than some new quirk of style or design. It requires that 
there must be practical quality supporting the style appeal. 


Take Satin Footwear for example. Always beautiful, it was 
never practical until Cedar Cliff Quality was built into it. Con- 
sequently its vogue was always of short duration. Cedar Cliff 
Quality has made it a permanent vogue. For Cedar Cliff com- 
bines delicate beauty with rugged strength. 


In every yard of Cedar Cliff Shoe Satin there is one distinguishing 
feature—a fineness of texture which enhances the beauty of a 
shoe. And supporting this beauty of surface is the inner strength 
of warp and woof obtained through scientific methods of manu- 





Two attractive models 


facture. ; : 
reflecting the season's 
° mode—made of Cedar 
Satin Footwear will continue to hold Dame Fashion's favor so nasagi . 
long as shoe manufacturers and merchants continue to specify onsen 0 ca 
Cedar Cliff, the Satin made especially for fine footwear. Newburyport, Mass. 


ne 


a 


e Chaya CEIFF «7 
SILIC COMPANY 


251-258 FOURTH AVE. 
NEW YORI 


—< 


SHOE. SATINS 
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No. 78R—High Grade Black Kid Oxford, 13-8 
Wingfoot Heel, Gray OozepLining. 


No. 77R—Same Style in Plain Toe. 


Both In Stock A, B, C, D...........2.005: $3.15 OE, Oy 
No. 83R—Black Kid Two-Strap Sandal, 12-8 





yy “3% ¥ 4 ) eee $2.65 No. 62R—Black Kid Oxford, 12-8 Cat’s Paw Heel, 
No. 74R—High Grade Black Kid Blucher Oxford, No. 47R—Similar Style, Next Grade, with Drill Gt@y Ooze Lining. 
12-8 Cat’s Paw Heel, Gray Ooze Lining. Lining, No Graomese. No. 66R—Same Style with Stock Tip. 
No. 73R—Same Style in Straight Lace Oxford. In Stock A, B, C, D, E.........+.eeeeeees $2.25 Both In Stock B, C, D, SR SR $2.60 


Both In Stock B, C, D, E 





No. 125R—Black Kid Oxford, 9-8 Cat’s Paw Heel. No. 81R—Black¥Kid One-Strap Sandal, 8-8 Cat’s No. 285R—High Grade Black Kid Two-Strap 
Gray Ooze Lining, Broad {Toe and Wide Ball. Paw Heel, Gray Ooze Lining.............- $2.40 Pump, Gray Ooze Lining, 12-8 Wingfoot Heel. $3.00 
No. 126R—Same Style with Plain Toe. No. 86R—Same]Style, Next_Grade, Drill Lining. No. 282R—Same Style in One-Strap........ $2.85 
Both In Stock B, C, D, E. . 
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Constant Comfort 


America’s Best Comfort Shoes’’ 


All In Stock 


DEPENDABLE 
QUALITY 


PROMPT SHIPMENT 


Plan to visit us in Boston during the Shoe 
Style Show. You'll be welcome at our 
booth and at our office, 139 Lincoln Street. 
Don’t delay ordering sizes until then. 
Order now. 
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No. 144R—Best Quality Black Kid Two-Strap 
Pump, Black Kid Quarter ~ &$ a ao 8 
Wingfoot Heel. In Stock A, 





Wingfoot Heel, Gray Ooze Lining. 


No. 84R—Same as ‘ie. 47 in One-Strap. In Stock 
ee Gee eiteusshevecccscrsesrcotsedtl $2.15 








wdikalek $2.75 Both In Stock’B, C, D, E. $2.008 oth In Stock A, B, C, D. 


Ault-Williamson Shoe Co. 


Manufacturers ; 
Auburn = 3, ne8grigwessosmer = Maine 


Kansas City, Mo., Office—Suite “C” Mass Bldg. 
Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. 7 So. Fifth St. 
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UNABATING 


Unabating effort is mother to gratifying reward — 


















If there is art in successfully producing shoes that gratify all, it is the art of unabating 
watchfulness, pride, fairness and endeavor to build! 





And in all these things— as well as many others that have to do with gratifying our 
Trade — we continue to labor with unabated zeal! 
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It is our desire to serve you — 
Let it not be unabated 





RTM 






A few of our many in stock numbers for Immediate Delivery. 
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THE LINKS THE DANSANT = 

No. 207—White New Buck, Gun Calf Apron, Rubber No. 418—Patent Colt. B-D... .............. $4.35 = 

Sole. B-D..... .....ceeeeeeeec cece cece es HTS No. 419—Gun Metal Calf. B-D.............. 4.35 = 

No. 446—Carl Schmidt's Eric Calf, Cordovan Apron, No. 602—Patent Leather Circular Pattern Danci = 

Rubber Sole. B-D.........-..0.0....0+ 0+ S28 Foy db epepdinereliam tnt 3.68 ie 

No. 800—Ruepings Smoked Kinnickinnic, be No. 603—Gun Veal as above. B-D..... ...... 3.65 ten 
eS Pee coee Beat 

" All with Armortred Rubber Soles Note—All Shoes with Armortred Rubber Heels 





US W GORDON (hc 
149 Duane Street 
Oh Canal 7162 New York 













































Val UTES ESB, 
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KENDEX 


-The Perfect Insole and Middle Sole 


KENDEX is not a substitute for 
leather. It is a scientific and better 
innersole and middle sole. 

KENDEX absolutely eliminates 
burning and stinging of the feet, be- 


ing a perfect non-conductor of heat. 


KENDEX eliminates callouses. It 
never hardens nor cracks. It re- 
mains always flexible. The foot 
virtually sinks into it and thus forms 
a natural resting place for heel, ball 


and toes. 


KENDEX is used exclusively by all 
the great rubber shoe makers and 
manufacturers of rubber-soled sport 
shoes. ‘They state that it is un- 
questionably the ideal insole. 


Try KENDEX in your shoes. It 
will speedily prove to you how much 
your customers will appreciate it. 


KENWORTHY BROTHERS CO. 
Stoughton, Mass. 
Kenworthy Brothers of Canada, Ltd. 


St. Johns, P. Q. 


A Kendex Middle 
Sole Next toa 
Rubber Outsole 


in addition toa KENDEX 
insole makes a_ perfect 
comfort combination for 
outing shoes. 


It not only keeps the 
outersole from bulging and 
rounding on the bottom but 
also eliminates burning and 
stinging of the feet. 


Perfect for Athletic Shoes 













The Firestone-Apsley Rubber Company use 
KE NDEX exclusively in practically all their 


outing footwear. 


They have found KE NDEX gives particular 
satisfaction in this Basket Ball shoe. 


REMEMBER—THE FEELING OF THE FEET IS REFLECTED IN THE FACE—WEAR KENDEX 
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CNCAD Ds 


and McKa ry S 











Latest Novelties 
and Staples 





at Popular Prices 
Always 























Women’s Welts and Mc Kays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 





Two Factories 
Capacity 5500 Pairs Daily 
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Hidden in each shoe is a charac- Ao 
teristic which determines the real Pay 
value in all Footwear- the quality 
upon which performance depends. 


Although style, the last and work- 
manship are very important fac- 
tors, your success depends mostly 
on the careful consideration which 
you give to “leather - quality”. 


Leather is that element which 
lends character to all footwear. 


Having Pfister & Vogel leathers 

built into your shoes, assures 
you that your customers are 
getting that hidden value. 





Pfister & Vogel Leather Co. 


MILWAU CK E 6, WItISCON SIN 





a | 


| 
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Boys’ 
Rubbe 
$3.95. 


Boys’ 
heel. 


Gents 
heel. 
$2.60, 
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heel. 


White 
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$2.75 
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Oxfords and Sport Shoes 
In Stock Now Ready for 


Immediate Delivery 






































Style S 364 
Boys’ Brown Calfskin Bal. Goodyear Welt on Ensign Jr. last. Wingfoot 
ig heel. In stock B, C & D widths. Price Boys’ 1-6 $3.50, Big Boys’ 6-8 
$3.95. 

Style S 363 
Boys’ Brown Russia Bal. Goodyear Welt on Marne Jr. last. Wingfoot Rubber 


heel. In stock B, C & D widths. Price Boys’ 1-6 $3.25, Big Boys’ 6-8 $3.75. 


Style S 262 


Gents’ Brown Russia Blu. Goodyear Welt on Buddy last 4-8 Outside Wedge 
heel. Light flexible oxford. In stock B, C & D widths. Price Gents 9-1334 
$2.60, Youths’ 1-2 $3.00. 


Style S 263 


Gents’ Brown Russia Bal. Goodyear Welt on Junior last. Wingfoot Rubber 
heel. In stock B, C & D widths. Price Gents’ 9-1314 $2.75, Youths’ 1-2 $3.10. 


Style S 150 


White Canvas Sport Bal. McKay Welt. Foster Rubber Wedge heel. In stock 
E width only. Price Gents 9-1314 $2.15, Boys’ 1-6 $2.50, Men’s 6-11 $3.00. 


Style S 151 


Same shoe as S150 with Grocord sole. Price Gents’ 9-1314 $2.35, Boys’ 1-6 
$2.75, Men's 6-11 $3.15 


We have been practically swamped with orders on 
these oxfords all spring, but are now caught up in 
shipments. 


Plenty of sizes. Will ship all mail orders promptly 
same day they are received. 


Write for Broadside showing complete line of boy’s 
shoes carried in stock. 


The Excelsior Shoe Company 


Manufacturers of 


Men’s, Boys’, Youths’, Little Gents’ 
FINE SHOES . 


Portsmouth, Ohio 
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SHOES FOR TENDER FEET 
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Style No. 1403 


Fine White Fabric Oxford on 
No. 168 last. Narrow toe. Imi- 
tation corded tip. Flexible Welt. 
White welting with natural leather. 
sole. White heel, enameled, | 5-8 
inches high. AAA to E IN 
STOCK. 


Price $4.60 
White oxfords ready for 


immediate delivery. 


J. J. Grover’s Sons Co. 
LYNN, MASS, 


Boston, 80 Roylston St., Little Bidg. 
New York, 47 West 34th Street 
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INFANTS AND CHILDREN’S 
FOOTWEAR 


No. B 1293 


No. B 2162 
All White Kid, Soft Sole, 
Agate Button and Tassel. 
Can also be had in Black, 
Tan, Gray or Red. Sizes 
0 to 4. Dozen ..... .$7.50 


White Kid Moccasin, 
White, Pink or Blue Rib- 
bon and Trimming. Hand 
Embroidery. Sizes 0 to 4. 
Dozen . 87.50 


No. B 371 
All Patent Leather, Four 
4 Spring se ste 
to a. ) 
8% toll Spring Heels 2.25 
No. B 379 
Same in All Brown Patent 
Leather. 


No. B 135 
Same in Brown Patent 
Leather. 


J -J : Mac MASTER 
ROCHESTER ,N-Y. 
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HOLTERSHOES 


FOR 
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HOLTERSHOES are a perfect example of art in 
footwear. 


2 


Design—distinctive creations—taste and quality in 
the selection of materials and trimmings, beauty in 
workmanship and finish are nowhere more in 
evidence. 


Our new models are striking examples of our policy 
—to make shoes more beautiful, more artistic and 
still retain the fitting, wearing and comfort giving 
qualities for which HOLTERSHOES are so well 


known. 

Attention is called to Style Ten-Eighteen as illus- } 
trated in this advertisement. It is a number that } 
will yield large sales at a satisfying profit. 


° S> e So 


ve 


ese 


THE HOLTERS COMPANY 
Cincinnati, O. ' 


New York Office: 635 Marbridge Bldg. 
Chicago Office: 210 Security Bldg. 


—————— OF Ce — *§ SED 0 & 















Style Ten-Eighteen; Patent Colt Oxford, 
welt, Gun Metal Calf strip tip and lace stay; 
14% inch military heel. 


Pee ik ce es OS 


Can also be made to carry 1 inch and 1) inch 
heel. 
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‘Ag RE-NEWS Heel 
ia ~ and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 
ENAMEL 


adds a mucheneeded ‘‘finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil nor harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 


pagne. 


For sale by shoe findings jobbers 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 











June 

















nen 











June 17, 1922 BOOT AND SHOE RECORDER 47 





L 


THE HOT WEATHER 


CUT OUT SANDALS 


WITH MEDIUM HEIGHT HEELS 


IN. STOCK. 


mK 
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1810—PATENT COLT CUT OUT [1811—PATENT COLT CUT OUT 4% 
LIGHT GOODYEAR WELT LIGHT GOODYEAR WELT = *" 
LEATHER MILITARY HEEL LEATHER BABY LOUIS HEEL . , 
AA TOC AA TO C | 

$4.25 $4.25 J 













612—PATENT COLT CUT OUT 
COVERED MILITARY HEEL 
AA TO C 





WT. HOLMES COMPANY 
Exclusively Ladies Shoes 











IS NORTH FOURTH ST. PHILADELPHIA 


ie 
° 
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GALLUN’S 


A. F. GALLUN & SONS CO. 








NORWEGIAN 
Calf and Veals 








ASE Fall season of pronounced demand for these 
famous GALLUN specialties is assured. 


Manufacturers and retailers who overlook no detail that 
helps to hold and increase the confidence of their customers 
are standing solidly by their standards which call uncom- 
promisingly for GALLUN QUALITY. 


As usual GALLUN colors are 
correctly in line with the latest 
fashion tendencies. 


NORWEGIAN Colors 3 and 4—also Black—may be specified with the fullest 


confidence. 


VIKING CALF will be available in 5 colors and black—and this splendid leather 


making additional friends and adherents every month. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, Inc. 
H. A. ELY, Manager, 11 East Street, Boston 


June 
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Workmanship Wins! 


FE ‘erati Allen-Goller-Leighton op- 





erative works under conditions 
Our factory is organized under the Bool which urge him to give his best 


and Shoe Workers’ Union. This is a ° a 
practical guarantee thal your deliveries toward producing a shoe of merit. 


vill be oa taken care af as all labor P 

difficulties are adjusted by the Stale Board Modern machinery, roomy quarters, 

of Arbitration under pe ho contracts. . ° ‘ 
and materials of high quality—all 
contribute liberally to honest workman- 
ship. And, as a result, our big plant 
turns out 4000 pairs of style shoes 
every day in the week. Quick deliveries 
form the completing unit in our service 
organization. 


Hn 
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“THE KUM ON” 


HIS snappy crea- 
tion for the smart 
dresser is all ready 
to go into your display 
window. It’s designed 
to draw ‘em in and 
make sales hum. Your 
dollars invested in a 
few cases will come 
back with interest. 
Demand isg§great, so 
we strongly advise 
early ordering. Wire 
today: for immediate 
action. 


Rn wn ee eee 6 reemne + 
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ALLEN- -GOLLER-LEIGHTON Co. . ill 


60 K STREET, SOUTH BOSTON, MASS. i | eh 
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There's nothing like the com- 
fort of an old shoe. — It can be 
made as good as new in ap- 
pearance and wear when re- | 
made by Goodyear machinery. 


Just as no bench-made shoe has that fine appearance and even workmanship of the Good- 
year machinery-made shoes, so no repair job done by hand can compete with shoes re- 
paired by Goodyear Shoe Repairing Machinery. 

It is economy that goes with all the elements of good dressing to have shoes repaired by 
Goodyear Machinery. Thousands of these machines are in operation, giving a service 
to wearers of shoes that brings a most profitable business to the shoe dealer. 


Write for complete plans of how easy it is to obtain the Goodyear Shoe Repairing Outfit 
pictured here. 
United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 


30 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street Broa 
Cleveland New York Haverhill Columbus, Ohio aa oy aan 
18 So. Market Street 276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Chicago Johnson City, N. Y. Auburn, Me. Rochester —_ 
1423 Olive Street 301 American Casualty 286 Third Street 221 No. 13th Street 216 Chartres Street 
St. Louis Bidg., Reading, Pa. Milwaukee Philadelphia New — 
| 708 Broadway 93 Centre Street 859 Mission Street 16 No. 2d 


Cincinnati Brockton San Francisco Harrisburg, Pa. 




















June 
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New Fashions For Fall 
In the E& M Line 


Not in Stock 


No. 1303—A two-button turn, one-strap, with cut-out quarter 
Black satin vamp, Black silk brocade quarter and heel cover. 














Carries 14/8 Full Louis Cuban heel. 


No. 1311—A patent turn, two-button, one-strap on our 81 last. 
Carries 14/8 Cuban heel. 





The good will of your customers is your most valued asset. ‘To protect 
it, we are making E. & M. shoes on quality standards, which create and 
sustain enduring business relations. Let’s get acquainted. Ask to see 
samples. — 








No. 1311 





No. 1303 







EMERY & MARSHALL CO. 
Haverhill - - - Mass. 
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TONY 


Reg. U. S. Pat. Off. 


A Name With A National and International 
Reputation for UNUSUAL QUALITY 





One of our largest manufacturers 
of men’s fine shoes writes : 


‘We could not build our line of shoes without your 
TONY leather and feel that it was complete.” 











The real basis for the record success of TONY CALF is the loyalty of its users. 
Naturally this loyalty is inspired by the unusual quality of TONY CALF. 


There’s a whole TONY FAMILY 


TONY RED CALF 


TONY BLACK CALF 
TONY BROWN CALF 


Each has the same unusual quality 
which TONY always stands for 


CREESE and COOK COMPANY 


TANNERIES 


— DANVERSPORT, MASS. 


95 SOUTH STREET, BOSTON 
WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St. Louis, Mo. 





Tele Ls LS Ss SMM MMs ee eth 
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Spruce up your stock! 





Here are two smashing numbers in 


Roth’s exquisite Spring creations. Dainty style, high-grade 


workmanship and fitting qualities superb—combine to offer 


S 402 


White three-ply cloth, 5-eyelet 
Blucher oxford on Co-ed last. 
Welt sole, 9-8 @hite ivory heel 
with Goodyear Wingfoot rub- 
ber top lift. White welting 
and white kid tip strip 





A Striking Example 
of Real Shoemaking 


On the floor—ready to 
ship—these two master- 
pieces in limited quan- 
tities. The Co-ed last 
equipped with the 
thoroughly dependable 


and the 
famous— 





S 456 


White. three-ply cloth, 6-eye- 
let whole quarter lace oxford 
on B. W. last. Welt sole, 
13-8 white ivory military heel. 
White welting and white kid 





Write, or better yet--WIRE YOUR ORDER 


He ROTH SHOE”. 


a 


CINCINNATI 


@eeeqeooeqeeTeeeseseeeseeaeasgeneeeeeee @& @@e @ @® 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Three Popular White Numbers 
No. B 713. All white cloth five eyelet oxford, outside tip, narrow space 
vamp and lace stay, white ivory sole, welt and heel, 27 last, 13-8 nes 
No. B 714. All white cloth one buckle Detroit, corded imitation tip, 
white ivory sole, welt and heel, 25 last, 9-8 heel . . . $4.25 
No. B 715. White cloth Cambridge, siieeiiiies eh cide strap, 
white ivory sole, welt and heel, 25 last, 9-8 heel. . . $4.65 
Sizes AA, 4% to 8; A, 4 to 8; B and C, 3 to 8. 
Terms: Net 30 Days. 
BURROWS SHOE CO., Inc. 
ROCHESTER, N. Y. 
No. B 715 N. Y. City Sales Room: 604 Marbridge Building 
——T THE HOSIERY WITH 
Fine Brooklyn Turns 
- THE BLUE EDGE 
“CLASSIQUE” 
PROPPER 
HOSIERY 
White Washable Kid, Patent Leather, One- Chiffon Hosiery in 
Sai ec.... an mec... ae 
Same in 12-8 Spanish Samein Black Satin $5.75 All Shades 
Heel ....+-+++e0e. $6.75 Also in Black Satin with 
12-8 Spanish Heel. . $5.75 
WIRE YOUR ORDER _PROPPER SILK HOSIERY MILLS, 
IMMEDIATELY | INCORPORATED 
| 276 Fifth Ave. (Holland Bids.) NEW YORK 
THE CLASSIC SHOE CO. || | spaiiiedaen 
FACTORY AND SHOWROOM | LADIES’ FULL FASHIONED SILK HOSIERY 
39-41 York Street Phone--Main 9194 MILLS AT LONG ISLAND CITY 
cor. Washington Brooklyn, N. Y. | 
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Style 270B—Patent Leather, 
White Kid Inlay, Instep Strap. Style _269B—Patent Leather, In- 
Milo Buttons. Perforated. IN ' sre Strap. Milo Buttons. IN 
STOCK — IMMEDIATE DE- STOCK — IMMEDIATE DE- 
LIVERY. Price per pair... .$1.10 LIVERY. Price per pair. .92}4c 
























































Style 253B—Patent Leather Barefoot Sandal. IN STOCK— 
IMMEDIATE DELIVERY. Price per pair.......... $1.00 


SUPERIORITY 


We manufacture for the retail trade exclusively a complete line 
of children’s superior quality, flexible turn shoes. Sizes full 
and half, 1 to 5. Every shoe sample lasted and 


Guaranteed All Leather 


Soles cut in our own factory from highest grade, flexible oak- 
tanned bends. Highest quality leather counters, insuring 
longest possible wear. All styles made with mock heel. 





SEND FOR IN-STOCK CATALOGUE 
More than 40 Styles In Stock 

















MANUFACTURERS 


ROCHESTER, N.Y. 


Smpertal Children's Shoe Corporation 





—$<——<————————————— 
eee 
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<> ALL THESE SNAPPY <= 
STYLES — ON THE FLOOR 





No. R150 ———— 





No. R4417 No. R2352 
White cloth one-strap, sliding buckle, rope stitched Very finest white Eve cloth one-strap 14/8 Spanish Women’s white _Medbury cloth oxford, 13/8 
on vamp and quarter, low rubber military heel, covered heel, all over French corded, hand-turn sole. white rubber military heel, Goodyear weit sole. 
ivory welting, Goodyear welt sole 7 D A-B-C widths $3.00 B-C-D widths adaald > aad sae . $2.00 
widths -65 


No. R151—Same style in 9/8 military heel $2.00 





ORDER - - - 
TODAY 
For Immediate 
DELIVERY 














No. R2955 


Finest quality white Eve cloth one-strap slipper, 
sliding buckle, low covered military heel, hand- 
turn sole. B-C widths : 3. 


No. R 2506 







Real highgrade white Cab. one-strap Egyptian 
cut-out pump, all over French corded, all leather 
lined, 8/8 covered military heel, very flexible sole. 


No. R2110—Similar style in all black satin flapper 
without double row stitching, flexible McKay sole 
B-C-D widths $2.75 


No. R2505—Same pattern in all Black Patent 
leather low leather military heel A-B-C-D 
widths ‘ 





No. R2151 


White Apollo cloth one-strap sliding buckle, imi- 
tation straight tip, 12/8 covered military heel, 


flexible McKay sole. B-C-D widths 







No. R2154—Same style with one button instead 
of buckle. B-C-D widths $1.75 


No. R2155—Same style with button and covered 
No. R3350 Junior Louis heel. B-C-D widths $1.85 








No R592 


Ves . sality black patent leather Grecian am 
it quarter, 13/8 rubber military heel, very Black Patent leather two-strap, Grecian cut-out 
. le wded. B-C-D width $3.50 pattern, red stitched, 12/8 military rubber heel, 


flexible sole, full leather lined. D widths $2.85 
No. R3351—Similar style without center strap 
B-C-D width $3.! No. R500—Same style in orange stitched $2.85 


NOVELTY SHOE CO. 


‘* True to it’s Name’’ 


32 S. Wells Street, - - - - - CHICAGO 


Ww The Boot ‘and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 





\-B-C-D widths $4.85 
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» The Vulco-Unit Box Toe being durable aaa ‘abso 
Ptutely waterproof, will double the life of little shoes. 


The Genuine “*VULCO-UNIT "? BOX TOE is made and sold only by 


= BECKWITH MANUFACTURING COMPANY 
Ronco ; 111° SU IME STREET, BOSTON, | MASS. * 


anufacturers of Box. Toes i in the World. 
Chicago, G. W. KIBBY & CO. Re * St. Louis), OSCAR F. WRIGHT Co. 
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A pair of boy’s shoes recently 


erp ge og erhga ISTINCTIVE shoes for 

ork house. Note the trim ap- . . 

peiounsal tie tahini children feature lacing 
hooks. 


Your customers appreciate them 
because they make it easy for the 
children to lace their own shoes. 
Children take pride in them; parents 
take comfort in them. 


For speedier, neater, easier lacing— 
lacing hooks on children’s shoes. 




















Specify lacing hooks when placing your order. 
Insist on having what you want. 
For men’s, women’s and children’s shoes. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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IN STOCK 


Ready For Immediate Delivery 


No. 210 (Code “‘Grace’’) White Buck Pump—Apron Oxford Fully, Per- 


forated, Goodyear Welt. Widths A-B-C-D.................. Price $3.30 
No. 220 (Code ‘“‘Helen’’) White Buck One Buckle Sandal, Fully Perforated, 
Goodyear Welt. Widths A-B-C-D..................2-0005- Price $3.30 


Terms 5%-10, 4%-30. Case Lots 7%-10 Prox. 


~ 4 

Garrishnryg Shoe Manuefarturing Company = | 
Shoes for Women and Children 

Harrisburg, Pa. ; 


** Sane Styles and Sound Values’ — 
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Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 





season wear, and a sensible “pal” for the growing lad. 





Write for Dealers’ Price and 
Catalog 


W. €. Russell Moccasin Co. 
Berlin, Wis. 














They Sell on Sight! 
| 


FLAPPER 
TONGUES 


(Detachable) 


For Low Shoes 


We need a few good salesmen 
to handle these Flappers as 
a side line. 





Patent Pending 
Convert dress pumps or ordinary oxfords into snappy 
sport shoes in a moment and are quickly removed without 
loosening the shoe. 

You simply insert the Flapper under tongue or straps 
of shoe, then lace, button or buckle the shoe. 

Made in patent, smoked elk, white kid and other leathers. 
The attractive designs appeal strongly to your trade. 


THE SEASON’S MOST POPULAR NOVELTY 


ilco E. T. GILBERT 


MFG. CO. 


228-36 South Ave., Rochester, 
New York 














TO THE FRONT— 
of your FINDINGS CASE 


“OLD RELIABLE” Brands of | 
SHOE LACES 


ne 





**“RADCLIFFE”’ Narrow Flat Mercerized, 
‘*YALE,”’ “DUDLEY” and ‘“C’’ Round 
“THE QUALITY THAT SELLS”’ 
Your Jobber Can Supply You 
| MANUFACTURERS 


FRANK W. WHITCHER CO. 28ic226 U. S. A. 


a | 
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No. 352— White Linen 1-Inch One-Strap No. 350—White Linen Oxford, Stock Tip, 
with Nickel Buckle, Imitation Tip, White White Welting, White Ivory, 1 54-inch Cuban 
Welting, White Ivory, 1 54-inch Cuban Heel, Heel, Combination Last. Sizes 4 to 8. 
Combination Last. Sizes 4 to 8. Widths Widths A to D. 


A to D. Price $4.10 . 
Price $4.10 Terms, 1% 10 Days, Net 30_Days 
§lerms, 1% 10 Days, Net 30 Days 


Two Timely Summer 


Numbers at $4.10 


In stock and ready for immediate 
delivery 


These shoes answer every summer footwear requirement 
of discriminating women. Anticipate your early and mid- 
summer demand now to ensure satisfactory size selection. 


Excellent workmanship, excellent styling, 
excellent values 


Order Now 


DUGAN & HUDSON CO.,INc. 


Shoemakers for over 40 Years 


ROCHESTER,N.Y. 
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The Pavlovo Boot 


Opening in folding gusset vent con- 
cealed under the cuff permits 
PAVLOVO’S being easily slipped 
over street shoes or dancing pumps. 
No buckles—it fastens by a single 
snap button. 








The Boot and Shoe Recorder will app 


A chic little Russian gaiter— 

The most unusual combination of style and utility 
you ever put on display— 

Top of water-proof jersey fabric and extra high 
foxing, with a broad cuff of soft curly Astrakan in 
either gray or black— 

This cuff can be turned up and fastened—with a 
snap button—high up the leg, affording storm pro- 
tection equal to a six-buckle arctic! 

The PAVLOVO slips easily over oxford or pump. 
It is lined with wool fleece and is just about as cosy 
and comfortable a thing as milady ever put on her 
feet. 

The novelty, convenience, common sense and 
style of the PAVLOVO give it tremendous selling 
value. 

Get your order in early—the big demand is already 
gathering impetus, hence this early suggestion for 
Fall stock. 


Na comparison between the 
modish, snappy PAVLOVO 
and the regular metal buckle 
arctic or gaiter. Note the high 
foxing, the Russian lines, the 
stylish Astrakan cuff. 


jate your mentioning the publication in replies to advertisements. 
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e New Sensation 
made by 


Goodricl 
















Take a tip and get your order in 
TODAY. Every lady and miss 
will want a pair, of PAVLOVOS. 
Write our nearest branch for 
prices. 


THE B. F. GOODRICH RUBBER COMPANY 


Boston New York Akron Chicago Minneapolis 
Kansas City Denver Seattle 
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Donkey Colt 


“KICK PROOF” 





A BRILLIANCE THAT LASTS 
—toughness that withstands the 
strains of shoe making—pliability 
that gives extraordinary comfort in 
a leather of this kind—these are 
the characteristics of DONKEY 
COLT. 


Famous makers of style shoes use and 
favor it exclusively. Ask for it in 
ordering your patent leather, styles, and 
give your customers who demand quality 
at a moderate price the best return for 
their money. 


TOLMAN, DOW AND CO., Ine. © 


174 Lincoln Street BOSTON, MASS. 














cA Beautiful Russian Boot 
Made from Donkey (Colt 
by Witherell & Dobbins 


Ordinary patent leather will not satisfactorily 
produce these fashionable boots. 

The brilliance of DONKEY COLT makes 
this model stand out in the window. Its 
softness and pliability delight ““her’’ when 
she slips it on her foot. 


Cuff of our new ‘Bobolink’ STARBUK. 





HOVOVNOVNOVOtONOVNOVOVN ONION Olio r1Hv1HvViori GvgvigigvioiwvovHv1|n 
































221) 1D?) DDS OGG DOO GF DD AD NOS ONS MO OND NO) DIS GANG RDA DS DDN DAD NOPD OS OOO) AW) HO) OOO) MD IO OG) NODS O DOOD wis iia 















Ow) || 




















nal 
Vv; = 
os 50S ane ETT i SSS I50SEEZZD 
oe WA YING OND ND OG C.wND)e DADHO VO SOHO — Y 
“~~ ShOe le CE 











== 


CROSSETT 
SUPPLE TREAD 


LAST NO. 62 





EALTH and commonsense never go out of fashion as 

H is proven, once more, by the tremendous demand for 

this Last 62 from women in all walks of life—society 

women, professional and business women, saleswomen, 
nurses and others. 


One customer reports that during the last six months he has 
had this shoe in stock—in blacks, tans, and colors—his sales 
of these shoes have been twenty-four per cent of his total 
sales. Think of it. This is not a small store either. 


Your success de- 
pends in part on 
your following the 











bas tin of demand and antici- 
(Note straight inside line) pati ng 
changes in 
popular styles. The constantly a 


growing demand for proper foot- 
wear is not a whim here to-day 
and gone tomorrow—it is with 
us to stay because it is based on 
sound principles of common- 
sense and it has behind it the 
weight of propaganda and adver- = 
tising of women’s organizations For Sport Wear. 


the country over. Model No. M 43 Smoked Elk, Tan Apron, Tip 
and Trimmings, White Rubber 

Th e d eman d offers you the Heel and Sole, Supple Tread Last a 62. ae 
to order in cases in three weeks, $5. 50 


opportunity to buy shoes on a 
last—which will not go out of 
style— will not, therefore, have to 
be closed out, but on which you 
can size in for years. It means 
less investment, greater turnover 
and, therefore, greater profits. 

Best of ali it means constantly increasing 
good will among your women customers— 
grateful for the comfort and greater endur- 
ance you have introduced to them. This you 
know very well means repeat orders and a 
growing business. 


Lewis A. Crossett Co. In Black and White. 
North Abington, Mass. Model No. M 40 White Eve Cloth, wide Patent 


-_ Leather Strap with %-inch 
Get your name on our mailing list for catalogue slide buckie, Patent Leather Tip, Supple Tread 
and other literature from time to time. Last No. 62. Made to order in cases in 3 weeks, $5 75 





SEE STOCK STYLES ON OTHER SIDE." 

















Bis Gee MOGs MeO le Be Oe M eS HS See So Se Sa Se Sa ae Oem Se Os Sm ianee Seime 


DG 1e HO +: Sie Sik 0/0) 01O)6') + (O19 (O10 OO _ (9), ~ 








































































Crossett Supple Tread 


Last No. 62 


With these Five Stock Styles you can give this wonderful shoe a 
preliminary trial before placing orders for a full line. 











Stock No. M 259 Stock No. M 258 
Telegraph Code—Wallace. Black Kid Oxford, Telegraph Code—Merton. Brown Kid Oxford, 
9/8 Rubber Heel. All sizes. AA-D, $6.00 9’'8 Rubber Heel. All sizes. AA-D. $6.25 





Stock No. M255 









Telegraph Code-— Nye. Medium Brown Calt 
Oxford, 10/8 Rubber Heel. All Sizes. 
AA-D, $5.50 





Stock No. M 256 Stock No. M257 


Telegraph Code—Simmons. Van Dyke Brown Telegraph Code—Butler. Black Kid Bal, 9/8 
Calf Bal, 10/8 Rubber Heel. All Sizes. Rubber Heel. All Sizes. AA-D, $6.75 
AA-D, $6.15 


Lewis A. Crossett Co., North Abington, Mass. 
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Buyers’ Bazaar in Boston............ 72 


Nationat Shoe and Leather Exposition 
and Style Show will have many treats for 
the merchant who is in the market. 


The Right Angle Shoe Store.......... 74 


There’s no reason why merchandise other 
than footwear should not contribute to the 
profit side of the ledger. 


How Far Can I Go With Hosiery... ... 76 


It begins to look as though more pairs of 
hose than of shocs will be sold in the shoe 
store of the near future. 


Lighter and Softer Colors............ 78 


In which the Recorder’s color expert shows 
what we may expect this Fall. 


What Do You Know About Feet. .... .83 


A continuation of Dr. Marshall’s au- 
thoritative discussion of foot structure. 


How Can I Get More Business........ 85 


Taken from an inspiring address made 
by Charles A. Brady before the conven- 
tion of the Southeastern Shoe Retailers’ 
Association. 





Jost Visiting wit the Pabhsher 


There is much food for thought. in an 
article appearing on another page of this 
issue of the Boot and Shoe Recorder under 
the heading: 


“No Summer Slump This Year.”’ 


As a matter of fact was there ever any 
real necessity for the summer slumps of 
the past? Isn’t it a fact, when you sit 
down and analyze it, that they were due 
mostly to HABIT and not to the fact 
that people absolutely refused to buy, no 
matter how attractively merchandise was 
set before them? 


But whether the reason for past slumps 
may have been good or bad, there is no 
real reason for one this year. The summer 
of 1922 has an individuality all its own. 
It bears no resemblance to the summers of 
bygone days. This is the era of individual 
effort—individual initiative. 

Show your customers and prospects 
something new each month. Have a new 
selling argument ready to spring on the 
first day of each month. Vary your sales 
plans from month to month, 

And you will get more business than 
would ordinarily be the case. 


There is no doubt about this. 


gti 
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Field Nurses’ Association 


Depkvinians of Health, City of New York 
Meets the second Friday of each month in Municipal Building, 5th floor 





PRES|OENT 18) VICE-PRESIDENT CORRESPONDING SECRETARY 
E.sie 8B. THomsow. R N, Mary A. MCCONVILLE, R, N. MARY QUAL R. N, MAUO MAGNA, R.N. Daisy €. WEAVER, R.N. 
130 PENNSYLVANIA AVENUE and VICE-PRESIDENT SOS WEST 14167 ST. FINANCIAL SECRETARY ENTERTAINMENT oe = ge go 
BROOKLYN . : NEW YoRK FRAwCEes McCULLY, R. N. 
THERESA MONAGHAN,” RN. Mary Denany, R. N. 149 MONROE ener 


< ame =! 
130 Pemsylvania Avenue, 

Brooklyn, N. Y-» ‘Sse a 
_Névember 23, 1921. : oka 


» 


Messrs. Rice & Hate aime , Inc., aie pO: 

Boston, Masse | 2 ies 
PER, Se cee 65 

Gentlemen: See es ro Gee 





I am snip? wo acer to repeat ae emai a to to y 


Modified Educator thoes % 2k ame ‘ai strict ‘Mur se a : 
ay ery oh te t ae, 0) 
tare ‘area. I have given every Oe shoe on ‘gis: market . 


“a ‘yery fair trial end with ea tr) have been eadly. ‘disappointed. 






I had come to the c one us fon’ a ano¥t time ‘ago, that r mould 
Rave to sutfer with ill- eittins | jphoos alwaysy. when a Piyeicsnn's 
wife told me to give yony, smos s chance. | a ‘purchased a pair in 
Arg aot and have been wearing them ever BP , Not only have I had 
‘absolute comfort bat tne ‘shoes show Little wear. 
At the Health dkow I had my feet X-rayed and was told that 
the bones in my feet were perfectly placed and that my shoes were 
1004 correct. 
My generel healtn is better and Ir cunnot speak too highly of 
the Modified Edacator Shoe and wo:ld advise every woman to try a 


pair. 
Very Cordially yours, - 


yy 162 Chris (3. ) homsen(R.). 
pup) PRESIDE WI. 


An Authoritative Tribute toJthe Famous Educator. The only 


MODIFIE, Orthopedic Shoe made for the Whole Family. 






A CATOR oe stern ot thee poten ne gladly 5 Pi ct ee ee FDUCATOR 
HOE . a. HOE® 
®) RICE & HUTCHINS, INC. ° 
BOSTON U.S. A. 
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What Determines Marketability? 


With All Shoes Bearing Approximately the 


Same Margin of Mark-up, Does Style Pay? 


to the antiquated method of throwing all the 
shoe crops before the public at practically the 
same margin of mark-up? Think it over. 

A good Florida example—the citizens association 
collects oranges to market them profitably— the bright 
and russets are sorted as well as sizes and thickness of 
skins—the better grades get the better price. An 
example from Tennessee where two kinds of rock are to 
be found, one as limestone is blasted out by the ton for 
road material while fine marble is cut out by the square 
inch, polished and sold for a top figure. Two fans, one 
of straw for utility brings a 5 cent price, another of lace 
or feathers $50—desirability and the fashion note 
make the bigger part of the difference over the article 
of common utility. 

What determines the real market value of shoes— 
the price paid for them plus a regular and fixed mark-up 
or the intrinsic style value emphasized by the timeliness 
of the demand? The style value of a shoe has never 
been properly determined. It istime forafew courageous 
merchants to establish in the public mind the price for 
a utility article and one of high-style frequency which 
should tingle desire as well as pocketbooks. 

This spread of prices is something needing attention. 
It is a feature of the shoe industry’s new place in the 
scheme of apparel. It is as vital to the man selling 
comfort bals for farm and fireside as it is to the merchant 
selling jeweled slippers for one or two times wear. The 
top of the scheme of merchandising should be set a little 
bit higher to help elevate the whole structure. 

Why? Because every girl who wears a satin hat and 
a satin pair of shoes is prone to return the shoes if a 


Se the a isn’t it that shoe merchandising sticks 


shower spots the uppers where she would never return 
the hat. 

Why? Because to the shoe man “Give the customer 
what her little heart desires’’ is an axiom to be lived up 
to, profit or loss, now and forevermore. 

There are more sub-cellar mysteries of the return of 
merchandising in an average shoe store than in the 
combined returns for ail sorts of articles vended in a 
flock of other stores. The bed-rock of the whole 
iniquitous scheme isthe fact that the craft hasnot set its 
product up on a more than utility basis—and that which 
is not appreciated by the maker and merchant is hardly 
to be expected to win appreciation with a public out 
for its money’s worth or better. 


Straight Style Talk 


HEN do we get style impulses? When men 

will pay more attention to a whispered 

rumor than to an abstract analysis of the 

national salability of an article, it gives wide 

opportunity for interested operators to take 

congnizance of this trait in human nature and 
to spread rumors about. 

There has been altogether too much unbridled 
rumor for,the safety of a great industry, too many 
styles are “‘knocked”’ dead in the heads of shoe- 
men before the public has had an opportunity to 
see if the shoe would even fit the foot of the masses 
more slowly than the minds of the masters. 

When a steady-minded manufacturer has 
put 70 per cent of his styleful business through 
the works for twenty-three months on a one- 
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strap low heel pattern, he registered one fact in 
many merchants’ minds, that he knew the value 
of constancy and the tremendous span of a good 
style, well-made in a diversity of leathers. 

There are a good many American women with 
feet in this country, and their heads are not all 
filled with gingerbread. One concrete idea set in 
each style-hopping head will do more to bring 
about style solvency than all the palliatives of 
Pandora. 


Don’t Dump Shoes at Clearance 


SIGNIFICANT indication of the importance at- 
tending window displays of footwear is now being 
presented in city retail stores. To start clearance win- 
dows now is to muddle up the stream of style business 
from June to September A firm featuring shoes for 
the exclusives added a line of white shoes with fancy 
tongues to the window display with good results. The 
tongues were white with black embroidery and rose 
abruptly from the throat in much the same way that a 
decorative comb stands out in the evening coiffure of 
a society belle. 

This display stimulated business during a compara- 
tively inactive period since it filled the role of a coaxer 
and showed the progressive spirit of the firm. 

When interest slackened another novelty was given 
window prominence with equal success. This time a 
black dull kid slipper was presented with narrow 
strips in colors of leather alternating in diagonal form 
narrowly spaced over the instep. This idea preserved 
the cut-out effect, showed the hosiery and afforded 
variety. 

Strangely enough other shoe stores with more 
elegant appointments, unduplicated anywhere gave up 
window space to strapped effects bearing “‘marked 
down” cards and complained of slow business. 

It is pretty generally agreed that women of distinc- 
tion in costume prefer to buy footwear not obtain- 
able by the average purchaser, and that the featuring 
of shoes at reduced prices in the windows of exclusive 
shops detracts from the line of a specialty shop. 

Why, then, do merchants spend thousands of dol- 
lars in creating an atmosphere of exclusiveness and then 
destroy the atmosphere by resorting to methods that 
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were produced when they were doing business on a 
side street in a poor quarter of a city. 

Just now society women are principally interested 
in the unusual. For example, a specialty shop on 
Fifth Avenue carrying women’s ready-to-wear and all 
dress and toilet accessories is featuring windows of the 
last word in eloquence with respect to the artistic and 
beautiful costuming of women. 

And in addition there is presented in variety each 
week a few articles suggestive of primitive life in the 
open. For example, the lariat of a Western cowboy is 
shown and plainly marked, together with trappings 
dear to the untutored Indian. 

Onward moves the procession of window displays, 
originated with a view to encouraging the buying of 
outing accessories. For following the cowboys’ lariat 
comes a miniature yacht with sails set for race, and so 
on. Exhibits of golf clubs follow. 

But there is never a bargain in the window of this 
exclusive shop. The nearest approach ever permitted 
is occasionally a price, but never a reduction. 

Nevertheless, sales are held and bargains given, but 
in a skillful and unobtrusive manner. One example 
follows, in which introduction diplomatically used 
made a sale and, better yet, added a permanent charge 
customer to the house. 

Attracted by one of the windows described in a fore- 
going paragraph, a business man entered the exclusive 
store and asked for information about fabrics and 
colors. 

After the information was given, the expert sales- 
woman quietly remarked that a few $90 suits for 
women were being offered at half price. And this to a 
man. A sale was made on the floor by this subtle in- 
troduction of an idea, but the tone of the store, none 

higher, was not lowered by a window display of bar- 


’ gains. 


Why can’t shoe merchants follow such an excellent 
example, since there is an underlying principle in the 
establishing of all successful business enterprises. 

The sum and substance of this editorial embodies 
suggestions—first, no job lots or markdowns in the 
windows of exclusive shoe stores, since such a policy 
lowers the tone; second, intensify the tone of the store 
and draw possible customers by attractive windows 
embodying the unusual; third, introduce bargains 
skillfully after people enter as follows: 
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If a customer shows hesitation after being shown 
from regular stock, say apparently as an afterthought, 
“By the way, I have a pair of shoes your size from the 
best selling line of the season which you can have at a 
reduction, as the sizes are broken.” 


Have Average Sizes Changed? 


OES a 4B sample tell the story of how the shoe 

looks on the foot to the majority of women? 
Some weeks ago we editorially pointed out the fact 
that in fancy footwear a sample 4B may look like a 
big seller, but when the ultimate customer sees the 7A 
the shoe becomes a hopeless number. “Stepping up” 
the pattern means a complete new picture of the 
shoe, for every shoe man knows that patterns don’t 
always cover the last precisely in the proportions of 
the miniature 4B. 

Have average sizes changed? Many letters from 
merchants indicate a desire for a new “picture’’ or 
model size. Here is a typical letter for Chester Herold 
of the Phil Herold Company, San Jose, California, 
which is an editorial in itself: 

We are writing to express our approval of this change of sam- 
ple size from the fact that today 4B is a very small size and does 
not give the average woman or the average buyer an adequate 
picture of what the shoe will look like when bought in what is 
today considered an average size. 

We know that this move would meet with a great many ob- 
jections, and one we confronted the other day in discussing the 
matter with a traveling salesman was that he would have to 
have all of his trunks rebuilt. It would also mean a little heavier 
weight for the salesman to carry around; but is it not true that 
more tha half of the salesmen carry some samples that are 
absolutely unnecessary? 

We got ahead of our story in the above paragraph, when we 
omitted giving our opinion as to the size. It is our judgment that 
size 514A would make a good sample size. Not only that, but 
we believe tha this would be a better size to put in the window. 
It is our experience that size 644A is more near an average for 
our trade. We are very much interested in any discussion on 
this matter, and would Jike to see something definite come out 
of it. 


Catch Every Trade Breeze 


HE relative condition of various industries today 
is like that of sailing ships at sea during a 
period of diversified and uneven breezes. While some 
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of the vessels are enjoying what mariners call “a 


good slant of wind,” others are not getting enough 
to keep them moving. And among the various in- 
dustries it is apparent that in certain centers the retail 
business is one which has not yet felt to any great 
extent the new impetus which is evident in other 
quarters. 

The arrival of better conditions in the retail field, 
however, is only a matter of time, and of a short time, 
at that, if one may judge by the favorable develop- 
ments in various other directions. 

There are retailers who find this difficult to believe. 
It is hard for them to-look beyond their immediate 
affairs, and so they fail to realize the activity and prog- 
ress which are elsewhere apparent. 

The mariners don’t sit down and “whistle for wind”’; 
they watch every sign of a breeze and keep the crews 
mighty busy hauling on the yards and trimming the 
sails, so as to take advantage of every breath of air 
that comes along. 

A similar course is pursued by every progressive 
merchant. He is continually planning and devising 
new ways of developing business, first in one depart- 
ment and then in another. He is up on his toes first, 
last and all the time. And experience has shown, in 
every line of business, that the man who goes after it 
intelligently and persistently is sure to get it—Dry 
Goods Economist. 





He Got His Answer 


A prominent manufacturer of hosiery* said to one 
of New York City’s most exclusive retail shoe mer- 
chants: 

“Tell me—how much attention do shoe dealers pay 
to this Boot and Shoe Recorder.” 

“Well, I'll tell you how much attention we pay to it,” 
replied one of the members of the New York firm. 

“We take two copies every week. My father tears 
and cuts his up—distributing different articles and 
information to different people all over the store. 
Needless to add, he reads the publication.” 

“T take the other copy of the Recorder home and read 
it from cover to cover.” 

The manufacturer smiled. 
answered my question.” 

* Names on request. 


“Thank you, you’ve 
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Buyer’s Bazaar In Boston 


Mix Men and Minds and Merchandise 
In Mid-July 


1 National Shoe and Leather Exposition and Style Show will be 
held in Mechanics Building, in this city, from July 10 to 13, 1922. 
The enterprise will be planned and administered upon a comprehen- 
sive scale, showing every detail of these industries, from the tanning 
of the hide to the completed shoe, and will constitute one of the most 
complete and illuminating industrial exhibits ever attempted in 
America, interesting and educational to both producer and consumer. 


It comes al a season when Massachusetts and Boston are the Meccas 
of louring Americans from all over the country and when the indus- 
trial revelation such an exposition makes of the importance and use- 


fulness of the shoe and leather industries may be carried away to 


hundreds of thousands of homes. 


It is fitting that an exposition of this character should be staged in 
the capital of Massachusetts, the American cradle of the allied indus- 
tries; and as Mayor of Boston, I take a unique pleasure in extending 
to you a cordial invitation not only to do your part in making the 
Exposition a success as an exhibitor or visitor, but to enjoy to the full 
the numerous attractions the ancient city presents, with their wealth of 





HE National Shoe and Leather Exposition and 

Style Show will be the most interesting yet 

held in Boston. This year a very artistic set- 
ting for the stage and runway upon which the models 
appear has been designed. The entire stage of Mechan- 
ics Building is utilized to represent the facade of a 
building which has been named ““The Palais de Mode.” 
Through brilliantly lighted windows appear the mod- 
els walking toward the inside center of the building. 

Wide doors are opened by pages to permit the mod- 
els to enter down white marble steps to the lawn in 
front of the Palais de Mode. Here tea-tables are ar- 
ranged, about which the models are grouped prior to 
advancing to the front of the stage and along the run- 
way, which will extend the length of the center of 
Grand Hall. The models will make a complete turn 
of the runway exiting from the stage to either wing. 

The scenic effect of this arrangement will be very 
artistic, and at the same time permit a close-up view 
of the shoes worn by the models. It has also been 
arranged this year to have a curtain drawn the entire 
breadth of the stage, concealing from view the deco- 
rative features of the show until the performance 
starts. 

The presentation of men’s styles will be quite novel, 
in that the interior of a clubroom will be erected on 
the stage, the men’s models entering from the runway 
and lounging in the clubroom. 


historic associations and traditions. 


The latchstring of Boston will be out in those pleasant Summer days, 
and I can assure of a welcome as warm as the invitation is cordial. 


Sincerely yours, 
JAMES M. CURLEY, 
Mayor 


The clubroom scene permits the entrance of men 
attired for different occasions, such as the various 
sports, business and evening dress. There will be 
shown on the runway shoes for the occasion, both for 
women and men. 

This year a much larger percentage of the exhibitors 
have entered the Style Show, and in a great many 
cases the exhibitors have advised the committee that 
they will furnish their own models and costumes, from 
which the management anticipate that the costumes 
will be not only attractive but in keeping with the 
style of the shoe shown. 

While it is not the desire of the committee to dic- 
tate as to the styles to be shown by the manufacturer, 
it is expected that only early Fall and Winter styles 
will be shown, and that while originality in pattern 
and shoemaking is to be encouraged, they hope that 


‘the styles submitted will be practical as to manufac- 


ture and service. Already over one hundred firms 
have entered the Style Show which evidences the 
great interest being taken by the manufacturers and 
which insures the success of the affair. 

In connection with the extensive working exhibits 
to be installed on the lower floor of Mechanics Build- 
ing, it is announced that the Singer Sewing Machine 
Company is to furnish new stitching machines and 
benches for the stitching department of the Emerson 
Shoe Company’s model factory. 
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A Great Untapped Possibility 
for Profit 


_A “vertical” shoe store is one selling shoes alone, and all the costs of 
business are placed on the sales-items of shoes, whereas a “‘right angle shoe 
store” sells a major line of shoes, but with a horizontal advantage, cutting 
down the overhead by alert salesmanship of hosiery, gloves, leather goods, and 
those ilems of quick turnovers and ready profits to fill in the idle moments 
between shoe sales. If the national average is eight pairs of shoes per clerk 
per day, this helps to keep selling wits constantly busy. Hosiery is especialy 
important. You can see how necessary a hosiery line is to a shoe store when 
the Kansas Industrial Court in an effort to fix a minimum wage for women 
workers, is engaged in deciding whether silk hosiery is to be classified as a 
necessity and therefore to be estimated in the cost of living. The ‘‘ Recorder” 
has been the most consistent advocate of hosiery as a necessary article of sale 
in a footwear shop. The ‘Recorder’ has long had on its staff a competent 
hosiery expert. The “ Recorder’ has blazed the way to more profit for every 














The Right Angle Shoe Store 


Fits Squarely the Needs of its Patrons 


\ N 7HICH is yours? A “Vertical” one as pictured, 
with one article staggering under the whole 
load, or a “Right Angle,” perfectly balanced 

as to cost of carrying on? 

The truckman advertises for “return loads’ to elimi- 
nate waste in running trucks 50% of the time without 
pay; the bank emphasizes its desire for dollar-a-week 
depositors to encourage use of their service; the grocer 
sells fuel; the baker canned goods; the department 
store advertises a multiplicity of articles priced to 
attract its daily quota of shoppers; and on it goes, each 
merchant striving to make each hour of the day a 
productive one, to distribute the business load. 

And it becomes increasingly evident that all busi- 
ness is forever grappling with relentless time. The 
urgency of hour-to-hour utilization of minutes and 
equipment; the necessity of closing the unprofitable 
gap between the average day and the big day is limited 
only by business itself, not to kinds. 


An Open Store—But No Aetivity 


A truck may be running but not earning. A store 
may be open, but with few customers it is not earning. 

Equipment for business is usually fixed at the point 
where it carries the peak load. The business done is 
always a matter of speculation. 

That is the crux of the situation. The two must be 
reconciled, for upon their proximity depends the yearly 
profit. 


merchant alert to the utility of his store as an institution for profit. 








Merchandising 
is the 
most fascinating 
occupation 
in the world 


Make the shoe store 
a more interesting 
place to spend 


money in 
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The measure of a store’s span of life can usually be 
taken by the number of wants that it supplies. Its 
importance grows as it becomes a trading center. It 
becomes less subject to the influences of competition. 
Most every shoe merchant has felt the limitations of 
the shoe business in one way or another. 


Get the Customer In 


Every merchant can estimate to some extent the 
losses suffered daily through not having a chance 
even to show his shoes. The chance to sell footwear, 
opportunity lost through having only the customer in 
immediate need of shoes enter the store. Then con- 
sider the means of building a bigger shoe business that 
offer themselves to the aggressive merchant. 

Take the matter of turnover. Shoes are among the 
slowest movers. The rate is something approximately 
2.8 times yearly. 

While on other articles it is as follows: 


<4. ideérancsandeewena 4.38 
hs ssn ndkdeetemmecheheewe 3.65 
sa 66s ceandennenenudoriel 3.97 
«iv iedibuadaawiasekead 4.26 
I ¢ccccundscavendlesapendle 3.45 
ties ee eta sabe 2.96 
Men’s collars, neckties, shirts, under- 
io tivw'bn oa cease eee xenon 2.73 


Any one of the above might be stocked by the shoe 
merchant solely on the basis of profit. The comparison 
is a very attractive one. 

Moreover, the rate of turnover in the specialty dry 
goods store is twice that of the shoe store, and in 
variety stores the rate is three times that of the shoe 
store. 

All in all, the outlook for the shoe merchant who 
would increase his service is an extremely bright one, 


Cutting Selling Costs 


Going still further into comparisons, the cost of sell- 
ing any of these articles is one-third to one-half less 
than that of shoes. The necessity for extremely tech- 
nical knowledge on the part of the salesman is almost 
negligible. In fact, this can be minimized through 
one’s handling only nationally advertised lines, the 
quality and worth of which are already fixed in the 
minds of buyers. 

The time is here for the shoe merchant to consider 
distributing the load. With a solid foundation of an 
established footwear business, the shoe merchant has 
a right to hit the high spots of service. Unhampered 
by ponderous stocks, for it must be remembered the 
shoe store is primarily a shoe store, a few well-selected 
nationally advertised lines of accessories, handled on 
an exclusive agency basis for example, will accelerate 
shoe sales while lowering the cost of doing business all 
around. 

The right angle shoe store exhibits the power of 
attraction in diversified stocks, and the tremendous 
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capacity for more business that most every overhead 
expense will stand. It will from now on do its part in 
building home trading centers through handling, not 
so much what others in town are selling, but that which 
out-of-towners carry, thus keeping customers from 
straying too far from home. 





Business Records Should Be More 
Complete 


Most of the distributive business of the country is 
done by rule of thumb. The average business man 
learns his trade by growing up in it. His business 
knowledge is consequently limited to his own experi- 
ence and what has been handed to him by those with 
whom he has been associated. If the problems of 
business were not so practical, if, in other words, they 
were more scientific and theoretical, the business man 
would at once recognize the necessity of a sound basis 
of organized knowledge upon which to predicate his 
decisions. But because business is practical the busi- 
ness man assumes that his problems may be wisely 
solved on the basis of his own experience, plus what 
he terms horse sense. As a matter of fact, there is as 
great need for the establishment of a sound basis of 
facts in the distributive field as there ever was in any 
scientific field. 

The business man’s problem cannot be solved for 
him by the Government, by his trade associations or 
any other agency. Two factors are necessary for their 
solution: first, the establishment of a comprehensive 
and sound basis of organized knowledge and principle, 
and, second, a recognition on the part of the business 
man that business decisions must be predicated upon 
business experience plus a sound basis of economic 
fact. Business records are notoriously inadequate. 
Probably not more than 9 per cent of the business insti- 
tutions of the United States have cost systems. Dis- 
tributive processes will continue to be more or less 
unorganized, wasteful and inefficient so long as the 
business man insists uopn trying to carry around the 
accumulated business knowledge of the world in his 
head instead of helping to create a basis of accumu- 
lated fact, representing not only his own experience 
but the experience of the distributive agencies of the 
country as a whole, which will be readily accessible as 
a basis for wise judgments. 

The average man’s business day is made up of an 
infinite complexity of detail, and he is so immersed 
in this sea of small things that he has neither the time 
nor the inclination to consider the distributive system 
as a whole or his particular relation to it, or his respon- 
sibility as a part of it to the public. He accepts the 
conventional theory and practice of distribution because 
he does nof have the time to think out new methods 
or new practices more definitely adapted to the require- 
ments of his business in its relation to the business of 
others with whom it contacts. 
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How Far Can I Go With Hosiery? 


Sorhe Predict that More Pairs of Hosiery than of Shoes Will Soon Be Sold in 
Footwear Stores—New Colors Coming 


progressat which hosiery has become a merchant- 
able articie continues for the next ten years, that 
industry will see more hosiery sold than shoes. 


Pp’ EDICTION has been made that if the rate of 


The increase in interest in hosiery in shoe stores was 
first emphasized by the Recorder two years ago and has 
been constantly agitated by us as a means of making 
additional profits in the shoe store. But, while most 
shoe men have a clear cut knowledge of leather, sizes, 
fittings, etc., they believe that they do not have the 
time to acquire an equally thorough knowledge of 















For Golf 


In every respect the best 
assortment of footwear 
and hosiery we have ever 
shown. 


The golf shoe sllustrated 
we can recommend very } 
strongly. It is easy on the 
feet and grips the ground 
whether dry or wet. 





Ruggedly made of strong 
material and very durable 


Price $10 
— Mc NEIL Co. 


_@ ‘TEMPLE PLACE - IS WEST STREET. 




















in ercellent way to advertise hosiery because it pictures hosiery 
as well as shoes, for the occasion. Why doesn’! someone adver- 
tise a combination of shoes and correct hosiery for a lump sum? 


Most merchants figure that hosiery is a 
hazardous merchandise to carry. 

The Recorder believes that merchandige carried 
should be known intimately by the buyer and his sales 
force. It is for that reason that when we have articles 
on hosiery in the Recorder and especially such authorita- 
tive articles as the color of hosiery, we must have as a 


hosiery. 


Recorder basis the very best talent in the hosiery field. 

For that reason, we are in this issue presenting a 
survey on hosiery dealing particularly with the color 
scheme and to that end have enlisted the expert 
opinion of Eugene Pierce, internationally known as a 
color expert and a member of the staff of the Drygoods 
Economist. 

It is this interlocking of advisory staffs that make the 
Recorder prediction on hosiery a safe proposition to the 
merchant who is devoting a life time to studying shoes 
and who wants his hosiery information as nearly accur- 
ate as experts in the line can give. 


Hosiery Colors 
By EUGENE PEIRCE 
Paradoxical as it may seem nothing is permanent but 
change. The dealer in shoes without a quick mental 
grasp of changing fashions will give ground to one alert 
and progressive in this now important field as applied to 
merchandising. 


Just now the possibilities for increasing the sales of 


hosiery in shoe stores is apparent to all having an open 
mind. And the possibilities are largely due to the 
vogue of sport. 


Wool Hose a Free Seller 


Formerly wool] hosiery sold only in the winter and 
spent the summer months in company with moth balls. 
Now, however, wool hosiery may be sold in shoe stores 
every business day in the year if the matter is given 
proper attention and proper weights are selected. 

Heavy weight wool hosiery may be sold for winter 
sports especially in localities where the thermometer 
reaches zero and below, and lighter weights will be in 
demand for spring wear. 


Silk the Major Material 


And during the late spring, summer and early fall the 
sale of silk hosiery has assumed such large proportions 
as to provide an outlet for one-half of the importations 
for raw silk from the Japanese Empire. 


Then, too, combinations of silk and wool have a 
place provided weights are not reduced to such a light 
construction that wearing qualities are lowered to 
unsatisfactory levels. 

At least twenty color mixtures will be offered in silk 
and wool hosiery and these together with the going 
colors in fabrics will be presented at various intervals 
throughout the year in the color forecaster of the 
Recorder. 
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The Place of Lisle and Fibre 


Moreover it may be said that lisle and fibre silk wil! 
have a place in hosiery stocks where attention is given to 
complete assortments and the outlet is of sizable 
proportions. 

It is essential to have the right colors, otherwise 
hosiery for women’s wear has little if any value since 
color in hosiery is half the battle. 

At present the general tendency is toward neutral 
colors such as beige, camel’s hair, cafe au Lait (coffee 
and milk) light gray, sand, light fawn and pheasant 
browns. 


White With Clocks 


During the coming summer colors will give ‘way to 
white with clockings in colors to match the colored 
trimmings in shoes. Selections in white hosiery having 
clockings to match colors ordered in footwear for sum- 
mer selling is essential. 

When winter comes colors will be reinstated but the 
neutrals will have a governing influence. Thus we may 
confidently look for colors that will harmonize with 
African brown, navy and twilight blue, tobacco browns, 
fawn, oxford grays and red wine shades. 

The truth is that the shoe industry is wholly respon- 
sible for a vogue of hosiery which takes one-half of the 
silk from Japan and has reinstated woolen hosiery 
which Jong ago was discarded with red top boots worn 
with the “pants stuck in” so that the landscape of red 
would be visible to admiring throngs. 


The Dangers of Delay 


Why then should not retailers of footwear reap the 
profits that are certain to come from future sales of 
hosiery for wear with low shoes for the entire year? 

Generally speaking the man who delays the accept- 
ance of a new movement until some live wire has 
established and popularized the same finds it a difficult 
undertaking to obtain the business that has found safe 
anchorage in more progressive houses. 

Inasmuch as an example is better than a precept it 
may be said here that one of the pioneers in the pro- 
duction of silk hosiery now has three stores on Fifth 
Avenue, New York, is established in other cities and 
is now adding two new mills to the producing 
capacily. 

As for colors, the Recorder promises the same high 
level of accuracy in color forecasts that has made it an 
authority for over a decade and led the department of 
foreign and domestic commerce of the United States to 
reproduce verbatin the Recorder Color Charts and to 
distribute them broadcast as an educational feature to 
all interested in the production and distribution of 
leather in finished and unfinished form. 


How One Man Made Good 


In a recent issue the Recorder advocated the intro- 
duction of hosiery, umbrellas and other articles in 
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shoe stores having a sizable outlet with a view to 
increasing sales and thus lowering the overhead cost. 
Inasmuch as an object lesson is better than a precept 
we present the story of successful accomplishment in a 
similar field of endeavor. A retail merchant doing 
business in a western country town determined to 
establish a silk department in a general store. Accord- 
ingly he bought ten pieces of black gros grain silk from 
which samples were cut and mailed to town customers 
and the wives of farmers. The silk cost 90 cents and 
was sold at an advance of ten cents per. Afterwards 
full lines of country town silks were bought and sold. 
Having established a silk department in a country 
town he sold out and opened a specialty mail order and 
over the counter silk store in a room on the second floor 
just off the main retail thoroughfare in a western city. 


Then He Invaded Chicago 


Step number three in the retailing of silks was such ap 
innovation that the country boy opened up a specialty 
silk store on State Street, Chicago, only a few doors 
removed from the establishment of the richest and most 
successful retailer in the world. 

Such a bold step attracted so much attention that 
manufacturers of silks, converters and wholesalers for 
New York City and elsewhere were in attendance at 
the opening. 

Now this is what was done. The first two months 
silks were sold at the ten percent profit and thereafter 
each month five percent profit was added to the cost 
until a commensurate profit was obtained. Trade was 
first established and profits followed. Still this 
Napoleon was not satisfied. Other departments were 
added until a complete department store was success- 
fully established. 


Keep The Sales Force Busy 

There are many shoe stores in large cities where a 
saleswoman is selling shoe strings and shoe buckles in a 
limited way when time could be employed in establish- 
ing other allied lines, especially hosiery. 

As for additions to established lines it may be said 
that a leading specialty shop distributing kid gloves has 
built up a million dollar business in hosiery alone. 
What one man has done another may accomplish if he 
will but try. Shelley the poet was not far wrong when 
he said that “our arms are long enough to reach the 
stars if we will put them out.” 





“Thanks For The Tip” 


“Dear Mr. Terhune—I want to thank you for 
tipping me off about mentioning the Recorder in my 
orders to manufacturers. It’s a small favor for me to do 
you, but | certainly would not have thought of it if you 
hadn’t written that letter in the Recorder. You can bet 
I'll do it in the future.”’—From a lelter of a buyer for a 
large Southern shoe store. 
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Probably the most clever as well as the most 

difficult pattern in all footwear designing. The 

straps must cross precisely right over the front 

muscles of the foot. Created in patent leather by 
A. Garside and Sons, New York. 


buck and k satin over 





A turn slipper with a crossbraided front in black 


showing the degree of workmanship si 
in fine turn footwear. From Rogers ind Basie, 
Brooklyn, N. Y. 
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Lighter and Softer Colors 
French Fashion Edict Is for Milder Tones for Both 


BUNDANT evi- 
A dence confirming 
the forecast of the 
Recorder that lighter and 
softer colors are signaled 
for the future in fabrics 
for both men’s and 
women’s wear is presented 
in the Couriers from our 
Paris office. 

In the French capital 
where the present vogue 
for primary colors took its 
rise, the fashion kings 
have gone to the other 
extreme in that they have 
adopted such neutrals as 
ecru, beige, oyster white, 
sand, cafe au lait (coffee 
and milk) for suits, capes, 
dresses, costumes and, 
strange as it may seem, 
for veilings and for milli- 
nery purposes as well. 

This movement towards 
softer colors is already re- 
flected in New York and 
will spread throughout the 
country seeing that the 
vogue for primary colors 


Men and Women 








Women’s white canvas sandal, trimmed with brown 
leather. Shown by William Filene’s Sons Co., Boston. 





Pure white — for a touch of color—periwinkle blue— 
revealed through the perforations. creation of the 
Mackey Shoe Co., Brooklyn, N. Y. 











of blue, red and yellow is 
now being dyed in the 
cheapest grade of cotton 
dress goods. 

Naturally a vogue for 
lighter colors in Paris has 
brought gray blues into 
prominence together with 
the palest of silver and 
gold yellows, rather than 
the strong buttercups of 
yesterday. 

Following in the train 
of ecru, beiges, and cafe 
au lait, comes such soft 
colors as raspberry reds, 
copenhagen blues, fawns, 
resada greens, ivory, 
orchid, pure tans—that is 
minus the yellow tans 
so-called. 

Moreover, to intensify 
the soft effects now de- 
manded in the highest 
realms of fashion, the 
newest mixtures in ex- 
pensive silks include white 
as a combining color. 

Interpreting the new 
vogue, a manufacturer of 








Jun 


silk 
dev 
bin 
wit 


ing 
is t 
tha 
rev 
yel 
wh 


ral 
cal 


th 
ing 


th 
to 
co 
of 


ar 
co 


of 


fa 
sk 
re 


fa 











June 17, 1922 


silks has developed a new crepe appearing as Thistle- 
dew. One color combination is in thistle mauve com- 
bined with ivory. Similarly ivory white is combined 
with other soft tones. 

Nevertheless, vivid colors are needed for illuminat- 
ing purposes. But even in illumination colors the fire 
is taken out by the introduction of white. Not only 
that, but sueh a beautiful color as turquoise has been 
revived and the highest tones of emerald, canary 
yellow, sapphire, softened by a liberal introduction of 
white has been chosen by all progressive colorists. 

The adoption of cafe au Lait by colorists has natu- 
rally strengthened the position of Tete de negre (Afri- 
can brown) together with intermediate shades. And 
in Paris, Tete de negre is mentioned as the new color 
in all of the dressmaking establishments where model 
garments are sold to American buyers for $750 per 
garment. 

Following the leadership of Tete de negre comes 
golden browns, since French colorists believe in push- 
ing a good thing to the limit. Tete de negre is 95 per 
cent black, 3 per cent yellow and 2 per cent orange 
and this combination presents a soft rich color that 
lends itself to such artistic decorations and combina- 
tions as orange, twilight blue, gold, tints of turquoise, 
emerald green. 

As for the immediate present interest centers on 
the colors selected by the Recorder for free selling dur- 
ing the Spring and Summer seasons when women are 
getting ready for a sojourn at seaside and mountain 
resorts or the less important week-end outings. 

Colorists in Paris who take the extreme ground that 
the most artistic combinations are cameos or mono- 
tones, viz., two shades of a given color, are making 
costumes and printing fabrics in a high and a low tone 
of a given color. 

For example, cafe au Lait (coffee and milk) dark 
and light wisteria, ecru and beaver, light and dark 
copenhagen, light and dark silver gray, tinted coral 
with a dark tone, and so on through the whole gamut 
of colors, are color combinations endorsed in Parisian 
society circles. 

Summed up, for the on-coming color movement, 
fashion now worships at the shrine of tints instead of 
shades, vaporous colors in lieu of the primaries of blue, 
red and yellow now dominant in cheap cotton 
fabrics. 

Combinations of white and black white, predominat- 
ing is the outstanding feature in all window displays. 
One Fifth Avenue retailer catering for the patronage 
of the advanced trade put in a window of white and 
black exclusively. 

The parasol and dress were white striped with black, 
the hose were white decorated with hair line checks in 
diamond formation. 

Elsewhere on the Avenue combinations of white 
and black were featured in window displays of foot 
wear. 
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Baltimore Fashion Show to Be Biggest 
Ever. 


Demand for Space So Great that Two 
Buildings Will be Required 


Baltimore, June 14.—Plans for Baltimore’s Second 
Fashion Show combined with Co-operative Manufac- 
turers’ Exhibit are moving along rapidly and the suc- 
cess of the initial affair promises to be surpassed many 
times. Despite the effective manner in which last 
season’s show was conducted, there were mistakes 
made. 

The experience of last year, however, will not 
be repeated this time, when a record for an exhibition 
of this sort is bound to be set. 

Just what may be expected is well evidenced in the 
selection of Arthur Voegtlin, of New York, as produc- 
tion manager. Mr. Voegtlin is internationally known 
as a producer. He is one of the men who planned the 
New York Hippodrome and during the first eight 
years of that theatre’s existence, it was he who con- 
ceived and produced the gigantic spectacles that es- 
tablished the fame of the Hippodrome. 

The site of this year’s show will again be the gigantic 
Fifth Regiment Armory, with its nearly half million 
square feet of space in the main auditorium for pageant 
and booths. Mr. Voegtlin has been given carte blanche 
in the pageant and it is believed he will put on a 
spectacle the like of which has never been seen in this 
country. 

So great was the demand for booths that the com- 
mittee was forced to seek another building. In view of 
the fact that the Fashion Show was strictly of local 
origin, it was decided that local people should have 
the big armory for themselves. All the booth space 
was soon taken. Out of town manufacturers, jobbers 
and mills, whose wares are sold in the Baltimore market, 
were so insistent for space that the Howard Street 
Armory, a smaller place, was secured for the out-of- 
town concerns. It is but two blocks from the big ar- 
mory and there will be a court of honor joining the 
two. 

A most active advertising campaign is now under way 
and when the time of the show, August 7 to 19, is at 
hand the business world will have been well informed 
of the attractiveness of the big affair for buyers from all 
over. At the show the merchant will see the latest 
fashion, shown in the most attractive manner. He will 
be able to learn how to save as well as how to mer- 
chandise his goods to the best advantage and at the 
same time, there will be plenty of entertainment for 
him to make his visit interesting. 

The committee is most anxious to help all visiting 
buyers and others with their hotel accommodations, 
so that if a line is dropped to it-at its headquarters, 
Rollins Building, Lombard Street ard Hopkins Place, 
hotel accommodations will be arranged. 
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If You Have a Claim Against 
the Railroad— 


Then Don’t Delay Filing It Formally Within Four Months Because 
Otherwise the Law May Debar You from Collecting 


HAVE frequently discussed, for the benefit of all 

classes of business men, the law governing the 

bringing of claims against railroads for lost or 
damaged goods. Every reader hereof who ships 
freight or receives it knows that his bill of lading con- 
tains a time limit for the making of a claim and the 
bringing of suit if the claim isn’t settled. 

The United States Circuit Court of Appeals has just 
decided a most important case brought by the Gillette 
safety razor people against the Director General of 
Railroads. It makes clear one phase of the law of rail- 
road claims which I do not remember writing about. 

The Gillette people shipped merchandise from Massa- 
chusetts to their own order in New York City. It was 
never delivered, and suit was entered against the rail- 
road. The latter defended on the ground that the bill 
of lading required a claim to be filed within four 
months, whereas claim had not been filed at all. It 
seems that the Gillette people simply brought suit 
without filing any claim at all, and the railroad’s posi- 
tion was that a claimant must first file claim and if 
he did not do so within four months, he could not bring 
suit afterward. 

The case finally got up to the Circuit Court of Ap- 
peals, which affirmed a judgment for the railroad, and 
made it very clear under what circumstances a railroad 
company could escape paying for goods which it had 
lost en route. 

The decision was based on a provision in the new 
Federal Act of 1915 which. in order to put a check on 
railroad companies, provided that a carrier must issue 
a bill of lading, under which it would be liable to the 
lawful holder thereof for loss, damage or injury to the 
property covered by it. Also making it unlawful (here 
is the important part) 


“to provide by rule, contract, regulation or other- 
wise a shorter period for giving notice of claims 
than ninety days, and for the filing of claims of a 
shorter period than four months, and for the 
bringing of suit for a shorter period than two years, 
provided, however, that if the loss or damage com- 
plained of was due to delay, or damage while being 
loaded or unloaded, or damage in transit by care- 
_lessness or negligence, then no notice of claim nor 
filing of claim shall be required as a condition 
precedent to recovery.” 


The court applied this provision and laid down the 


rule explained below, which is of great importance to 
every shipper or receiver of freight :— 

Say goods are lost or injured en route, and are 
delivered to the consignee damaged, or not delivered 
at all. If notice of claim is filed with the railroad com- 
pany within four months, as it always should be 
whether the company claims to be looking the matter 
up or not, and suit has to be brought, you won’t have to 
show negligence on the railroad’s part at all: in fact, 
you won’t have to show anything except the shipment 
in certain quantity, or condition, and the delivery in 
different condition. or non delivery. That is because a 
railroad company, which is under pay to transport 
goods, is practically a guarantor of their safety and 
condition. If lost or damaged, the burden is at once 
thrown on the railroad to excuse itself. 

But if claim has not been filed in four months the 
situation changes, much to the advantage of the rail- 
road and to the disadvantage of the claimant. In that 
case you must actually show that the loss or damage 
was due to the railroad’s negligence, or to the rail- 
road’s undue delay, or to something occurring during 
loading or unloading. As the claimant almost never 
has such information in his possession, you can see 
how it handicaps his case not to file his claim within 
four months, The whole thing hinges on the time of 
filing the claim, [If it is filed within four months, you 
don’t need to know or prove how the loss or damage 
occurred. If it isn’t filed within four months, you 
must prove when or how the loss or damage happened, 
which usually you can’t do. The Gillette people didn’t 
file their claim within four months, therefore, when they 
sued they encountered this rule and the court held 
that they had lost their right to damages unless they 
could show that their goods were made way with either 
(1) because of the railroad’s delay, or (2) because of the 
railroad’s negligence en route, or (3) because of some- 
thing occurring during loading or unloading. This 
they couldn’t do. so lost their case. 

It might be that in some cases the claimant could 
get by in his suit—even if he hadn’t filed a claim within 
four months—merely by showing the railroad’s failure 
to deliver, but the one safe way to protect yourself, in 
every possible contingency, is to file your claim within 
four months, even though your claim seems certain to 
be settled almost immediately. 

Copyright, June, 1922, by Elton J. Buckley, Esq., 

643 Land Title Building, Philadelphia, Pa. 
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Half an inch, half an inch, 
Half an inch shorter— 
Whether the skirts are for 
Mother or daughter. 

Briefer the dresses grow, 
Fuller the ripple now, 

While whisking glimpses show, 
More than they oughter. 


Forward the dress parade, 
Is there a man dismayed? 
No-from the sight displayed 
None could be sundered. 
Their’s not to make remark, 
Clergyman, club, clerk, 
Gaping from noon till dark 
At the Four Hundred. 


Short skirts to right of them- 
Shorter to left of them, 
Shortest in front of them, 
Flaunted and flirted— 

In hose of stripe and plaid, 
Hued most exceeding glad, 
Sporting in spats run mad, 
Come the short-skirted. 


The Charge of the Limb Brigade 


Flashed all their ankles there, 
Flashed as they turned in air— 
What will not women dare? 
(Though the exhibits show 
Some of them blundered). 

All Sorts of shapes of pegs, 
Broomsticks, piano legs; 

Here and there fairy shapes; 
Just built to walk on eggs, 
Come by the hundred— 


When can their glory fade 
O-the wild show they made, 
All the world wondered, 
Grande dame and demoiselle, 
Shop girl and Bowery Belle— 
Four Hundred-H’m-oh, we'll, 
Any old hundred. 
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We would like to find the author of this 
bit of verse—we accused Ellis Bunnett who 
is President of the Alabama Auto Co. o 
Montgomery Ala. but he comes right bac 

and writes “This has been copied from 
Maine to California and credited to me. 
I have denied responsibility for it so often 
that I have since quit doing so. Perhaps 
ultimately I have got to regard myself as 
a poet. As I disclaim authorship T can at 

least say I think it is good.” 
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To Our Subscribers 


I am writing to ask you to form a habit. 


One of the things I am most proud of in the Boot and Shoe Recorder is its good- 
habit-forming power. For instance—it was only a few years ago that this 
publication began to urge retail merchants to be more particular in ordering 
shoes—to insist on certain, guaranteed trade-marked parts in the shoes ordered 
from the manufacturer. 


It was largely through the Recorder's educational work that merchants now 
write into their orders such words as: 


Gallun Spring Step 
Nubuck Eve Cloth 
Gun Metal Reignskin 
Tony Beechtex 

Wing foot Skinner Satin 
Polar Cloth Mousam 

Cedar Cliff Hub Counters 

Levor Lotus 

Scherer Ace 


Schmidt 
Rueping 
Kaffor 


Amortred 
New Castle 
Vici 


—al! standardized in dealer's minds through the Recorder's pages. 


Now I am asking you to remember one more thing when you draw your trusty 
Waterman on your shrinking order blank—just let the manufacturer know you 
are ordering from an advertisement you saw in the Boot and Shoe Recorder. 


If the habit is worth forming of specifying a good product—it’s equally worth- 
while to specify as helpful a medium as the Recorder. 
Yours sincerely, 
Sone Te € 
oe 
Treasurer and General Manager, 
Boot and Shoe Recorder 


Why not say “Referring to your Ad in the Recorder, etc.” 
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What Do You Know About Feet? 


Orthopedic Ideas for Shoe Merchants and 
Shoe Salesmen 
A series of condensed medical articles with numerous illustrations have been prepared 


by the writer for the “Boot and Shoe Recorder.” They are direct results of a question- 
naire on shoes and feet that was sent to orthopedic ‘surgeons and shoe merchants. 


By HERMAN W. MARSHALL, M. D. 


HAMMER TOES 


trated typically in third and fourth toes of the 
foot shown in Figure 24, From this picture it 
may be observed that pressure in walking on hammer 
toes is made at extreme toe tips, because middle joints 
are bent sharply. There are difficulties in straighten- 
ing toes into normally extended postures. Middle 


(U) tated trvicaly called hammer toes are illus- 





Figure 24—Contracted toes viewed from upper 
surface—Courtesy of Rice ¢ Hutchins, Inc. 


joints often are elevated above the surface of adjoining 
regions, as Figure 25 illustrates well; or toe tips may 
be depressed, leaving middle joints level with other toes. 

An interesting grading of deformities are exhibited 
in Figure 25. Starting with normal posture in the 
great toe, considerable contracture shows in the second 
one, the third toe is contracted more than the second, 
the fourth toe more than the third, and the fifth toe 
flexed so far dorsally that its tip cannot touch at all. 
A typical deformity is supposed to suggest a hammer, 

These deformities are caused by abnormal shortness 
of tendons, or by contractures of fibrous tissues of ten- 
don sheaths and of other fibrous tissues about toes, 
Tendons and surrounding fibrous tissues both become 
involved after a while so that it is usually impossible 
to state positively whether tendons shorten secondarily 
to fibrous contractures about them, or fibrous con- 
tractures are secondary to primary shortness of 
tendons, 


Tendon shortness and fibrous contractures may be 
present at birth, and frequently hammer toes develop 
during early years of childhood as most rapid growth 
takes place. Several members of the same family may 
exhibit similar peculiarities. A single toe only on one 
foot may be bent. Symmetrical deformities of second 
toes of both feet are common. Multiple hammer toes 
may be present in a single foot or several may exist in 
each foot. ‘ 

Normal arrangements of toe tendons are shown in 
Figure 26. There is a long extensor tendon (1) attached 
to the basal joint at its lateral and upper surfaces for 
the purpose of straightening the toe. There is a long 
flexor tendon (2) running on the under surface from 
tip to base which pierces a shorter flexor tendon (3) 
where the latter spreads out to become attached to 
the toe near its middle. These latter two tendons are 
very important in flexing the toe. Small muscles, ten- 
dons, fibrous expansions, bursae, are attached or 
located about the base of each toe, and are mentioned 
to indicate the complexity of a complete toe mechanism. 

A hammer toe deformity will be produced whenever 
tendons become abnormally shortened from any cause, 





Figure 25—Contracted toes viewed from a lateral 
posilion—Courtesy of Rice ¢ Hutchins, Inc. 


or when abnormal contractures appear in fibrous 
tissues from any cause. Local injuries which produce 
adhesions between tendons and their sheaths may 
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result in deformed rigid toes. Local infections of feet 
may cause claw-like contractures with hammer toe 
deformities. More remotely there may be injuries or 
diseases of muscles which cause contractures of the 
latter with resultant shortening of their tendons. 
Most typical cases of hammer toe are due to con- 
genital peculiarities, deformities being present at birth 
or becoming evident soon afterwards when growth 
becomes rapid. In the Figures 24 and 25, ten- 
dons are either too short or bones are too long. 





Figure 26—Diagram of toe tendons—After Toldt’s Anatomical 
\tlas; Republished by special permission of Rebman Comp1ny , 
New York 


When bones grow long faster than normally, or ten- 
dons grow more slowly than normal, these contractures 
are inevitable results of such unequal development. 

[t may seem strange that unequal developments 
should occur without any apparent cause; but, on 
consideration, it may seem even more wonderful to 
most persons that complete growth of incredibly com- 
plicated human mechanisms is so evenly balanced and 
perfect in such a large majority of cases. Appreciable 
defects are seen only occasionally. All parts of the 
body exhibit slight variations in degrees that interfere 
rarely with usual functions. 

Some hammer toes are slight developmental defects 
of feet which belong probably in the same general 
class as more pronounced types of congenital club 
feet. If muscles, tendons, and fibrous tissues grow 
rapidly enough to keep pace nearly with bone growth, 
then slight grades of hammer toe tendencies result, 
which possibly may be overcome later when rates of 
bony growth lessen so that lagging tissues can catch 
up. If unequal developments are more pronounced, 
then degrees of deformity are greater. 

What should be done with congenital hammer toes? 
Slight tendencies may be combatted by massage and 
repeated forcible stretchings of toes to help the grow- 
ing tissues to stretch more rapidly. These measures 
often prove unsatisfactory nevertheless. Short shoes 


should be avoided during rapidly growing periods. 
Operations may be performed if necessary, preferably 
after complete bony growth has been attained, when 
lengths of bones may be fitted to tendon lengths. 

Let it be recalled that short heel cords are produced 
in many persons by continuous wear for several years 
of high-heeled shoes, and similarly short toe cords 
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may be produced by short shoes, especially when strong 
congenital tendencies toward short toe cords exist. 
There are many growing children who wear shoes that 
are fitted too short, who do not develop hammer toes: 
also some children whose shoes are fitted extremely 
long and loosely who acquire hammer toes gradually 
in spite of all care expended on their footwear, Chil- 
dren who have natural congenital tendencies toward 
toe deformities have these peculiarities aggravated by 
short shoes; therefore, shoes should be made as favor- 
able as possible in all cases. 

Hammer toes in symptomless, serviceable, adult feet 
perhaps should not be operated on as a rule until 
some trouble develops. Soft shoes without stiff toe 
caps should be worn to prevent irritation. The promi- 
nent flexed middle joints and extreme toe tips are 
hable to become calloused and sore. Nails may thicken, 
and diffuse inflammation of the skin in front parts of 
feet may follow prolonged irritation. 

An operation on a single hammer toe is exceedingly 
simple, and results are generally satisfactory. Cutting 
the shortened tendons is insufficient. Practical experi- 
ence shows that it is better to open the basal joint of 
the toe, removing enough bone to allow the toe to lie ex- 
tended easily, and not interfere with the toe tip or ten- 
dons, nor amputate the toe entirely as is done occasion- 
ally. Multiple hammer toes are treated like single ones. 

After all has been said, there will continue to be 
individual preferences among different persons. Some 
will prefer to have their toes corrected quickly and 
permanently, even at moderate cost and trouble, in 
order to avoid future difficulties which may develop 
at an inconvenient time, Others prefer to try stretch- 
ing, splinting, and exacting treatments which are suc- 
cessful in mild cases to certain degrees. Social posi- 
tions and occupations of owners of deformed toes 
always have to be taken into consideration, but 
generally operations can be advised promptly because 
of their simplicity and freedom, usually from objec- 
tionable features when properly done. 

(This concludes the eighth of Dr. Marshall's articles of which 
there are 17 in all. Articles already published have treated of 
certain details of bone growth, bunions, enlargements about great 
toes, policeman’s heels, foot tendons and tendon troubles and sesa- 
moid bones. Articles to come will take up circulation and circulatory 
disturbances, nerves of the feet, general arrangment of muscles that 
move the feet, minute structures of muscles that move the feet, phy- 
siology of muscles that move the feet, flerible shoes, stiff shoes and 
arch supports, ligaments, joints and bones, front parts of feet and 
shoes and the influence of posture on symptoms in backs, hips and 
knees.—Editor’s Note.) 


“It Has A Wonderful Punch’”’ 


“To my mind, the Boot and Shoe Recorder is no longer 
a trade paper. It’s a good deal more. To me it is a real 
magazine and I read it with as much or more interest 
than I do the popular magazines of the day. It has a 
wonderful punch.”"—From a letler written by a retail 
merchant to the publisher of the Boot and Shoe Recorder. 
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How Can I Get More Business? 


From address before Southeastern Shoe Retailers’ Association 
By CHARLES A. BRADY 
Of Atlanta, Ga. 


thusiasm but as it drifted along, confidence be- 
gan to enter, and by the middle of April times 
improved so much that the great change for the better 
took place on Good Friday, April 14. If you'll go back 
and examine the records of the stock market, on Easter 
Saturday you will see the greatest boom in stocks that 
has come since the depression. These stocks held their 
gains, and in the past four or five weeks King Cotton 
has begun to climb. What does that mean? 
Gentlemen, it means business for the merchant who 
goes after it. You may object to the word drive, but you 
must be your own driver, and you must be a hard one 
after business in a straightforward, legitimate way. 


Tr year 1922 was ushered in with very little en- 


The Need for Novelties 


You hear today a great many merchants grumbling 
about business. Take a look into their stock and what 
do you find? They are trying to dispose of all of their 
plain shoes—some broken sizes—others in the same 
shape as they come. 

You cannot dispose of this stock unless you have 
novelties to show with your plain ones. If you don’t get 
busy at once your neighbor is going to have all of your 
customers because the buying public today demands 
novelties. 

The greatest plan of expanding your business is 
through your children’s department. If you have no 
children’s department build through the lowest-priced 
shoes you carry. 

Teach the child to come to your store. First his 
mother, or father will bring him there. Give the child 
the same treatment in every respect that you give his 
father. After two or three visits of the parent with the 
child you will hear the following: 

“What is your name, please? I want to put it down so 
hereafter I can send my children to you as you take 
such an interest in them. 

As the Twig is Bent 

As time goes on, these children grow up, knowing the 
name of your firm just the same as they know their own 
name. Now don’t spoil the feeling these children hold 
for you by giving them lax service, or not being particu- 
lar about the fit. 

Now the above must be backed up with real mer- 
chandise. Boy’s shoes should be sold on a closer margin 
or profit than any other merchandise. You should have 
leaders to use as a drawing card—odd prices are very 
favorable for your lowest price. Pay a little more to 
your factories for extra heavy bottoms and good ex- 


tensions, as 95 per cent of your complaints come from 
soles and tips wearing through, most times, extensions 
being too close and giving no protection to the tip. 

Play the novelty game in boys’ and children’s shoes, 
for Jimmie or Susie will want shoes just like their 
parents, and don’t forget to carry a line of the best 
shoes you can find as it is very easy to educate your 
trade to the higher standard. 


How to Appeal to Men 

Now, we will touch on the men’s. Don’t build your 
business on one standard of merchandise and then 
think you can get away with a cheap grade, because 
the customer may not know the difference. 

Stick to your standard. If during the past season, 
your standard was $8, $10, $12, these shoes being sold 
at a fair margin of profit, don’t put in a cheaper grade. 
Continue on your grade, and lower your price only 
when you can buy the same grade of merchandise at a 
lower price. The firms who have stuck to their grades 
in the past three years will have no trouble in doing 
business, and if you will investigate the records of these 
houses you will find that the majority of them are run- 
ning today, from five to ten per cent more in dollars and 
cents, which means 25 to 30 per cent more in units. On 
the other hand, the firm that has lowered its standard 
has broken faith with its trade. 


People Fed Up On Sales 

The time has come when people are fed up on sales. 
We all know that no firm can stay in business and cut 
prices 12 months in the year. The firm that does this is 
either going out of business or else its business character 
will not stand close inspection. My advice is to take 
the bull by the horns, mark a fair profit on your mer- 
chandise, and sell it 10 months in the year at this profit 
—using the other two months at the end of each season 
to close out your odds and ends. Always show your best 
grade of merchandise, and if your trade says that your 
best is too high, then show them the cheapest grade you 
have, using the name of your firm and calling it your 
firm’s special. Make this lot of shoes the strongest 
advertising feature possible. Pay more for the shoes 
than under ordinary circumstances, and if ever in the 
middle of the season you have a few broken pairs of the 
better grade, ease them into these specials, but under 
no circumstances use two prices in advertising this 
special. Just say “Excellent Values’’. 


How to Handle Your Men 


Watch how your customers are waited on—sell the 
customers who come in your store. If you could sell 
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half of the customers who go out of your store without 
buying, your business would increase very much. 
All salesmen will sometimes get lax in service and a 
little talk now and then will settle this small trouble. 
Have monthly or weekly meetings. All go to the sam- 
ple rooms together, explaining to the men that it is as 


Patent with cut-out front and fozing line in red 
by Strassburger-Stiles, Ine., Brooklyn, N. Y. 


much their work to select as it is yours, and you will see 
that these men will become better men. 

Never tell your men or order your men to do this or 
that. Call them together and say “Boys, let us do so 
and so,”’ and believe me, it will be done. 


“Jack” Henry is Dead 


Beloved by the Shoe World—Former President 
of New York Travelers’ Association 


New York City—John Henry, known to the boys op 
the road everywhere, and the trade in general, as “Jack” 
Henry, and formerly the company in the old firm of 
Meetrich, Eyre & Company; (now Fred A. Eyre & Co., 
Inc.), died here at 11 o’clock Tuesday morning, June 13. 
Mr. Henry had been il! for several months. 

There was probably never any man who was more 
beloved by his associates than “Jack” Henry. He had a 
charm of personality that was simply irresistable. He 
was generous-hearted almost to a fault. His purse was 
always at the disposal of his brother workers. At one 
time, he was president of the Boot and Shoe Traveler’s 
Association of New York, and took as much interest 
in the promotion of this organization and its individual 
members as if he were receiving a $10,000 salary for his 
efforts, 

He it was who for many, many years, hired a band 
at his own expense to furnish music at the New York 
boys’ outings at Long Island, and “Jack” attended to 
the publicity features of the outings, for in the old days, 
before coming into the shoe game, he was a newspaper 
man. 
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1 
Today’s the day of Bunker Hill, 
Renowned in song and story. __ 
Where Red Coats got a Yankee chill, 
And We—eternal glory. 


2 


And so today, on many a links, 
The Red Coats grimly fight 

To put the bunker’s fatal jinks 
To ignominious flight. 


In showing Boris Bakhmeteff, former 
Russian Ambassador, the door, Uncle 
Sam bids farewell to another ‘“‘man with- 
out a country.” 














Even bet that those absentee Senators 
who have been playing golf and politics 
instead of working for the country were 
the chronic Hookey players from the 
little old red school house. 


Most men would rather smoke their 
pipe and water the garden in the twilight 
than listen to the finest orchestra in the 
world. 





“Dam It For Henry’ Is Farm Bloc 
Demand Regarding Ford’s Offer for 
Muscle Shoals.” Old Stuff. Flivver 
owners have been doing it for years. 


The liar who sleeps under double blan- 
kets every night is with us again. 

Also the hardy annual who never gets 
less than 281% miles from his gas. 

With more motor cops lurking on 
country roads, speed merchants are 
going bankrupt. 

Apparently the old fashioned sea ser- 
pent who opened the Summer resort 
season has been Volsteaded out of 


existence. 
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Black areas show where real 
gains have been made. 1 is 
building; 2 is wheal; 3 is cop- 
per; 4 is the automobile indus- 
try; 5 is steel; 6 is petroleum, 
and 7 is cotton. 
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No Summer Slump This Year 


(Re-printed from Printers’ Ink, issue of May 18) 


IGURES, facts, and statistics are available in 
almost every industry to prove that business 
generally is gathering momentum. 

As told in another portion of this issue, a committee 
of men chosen by the President has been making a 
study founded on the successful efforts of practical 
manufacturers to anticipate the business cycle. This 
means that by next Fall any manufacturer can get 
brass-tack information, which, if acted upon, will do 
much to mitigate the evils of the next boom and reac- 
tion, due, according to past experience, in seven to ten 
years. 

But right now we face Summer. Men will be apt to 
let down. It is vacation time, plans are deferred, and 
in many industries sales efforts slacken. This Summer 
is going to be different. The president of an interna- 
tional manufacturing company said last week that it 
is the most important Summer for business in the last 
15 or 20 years. He is putting out a new product this 
Summer to bridge the seasonal gap. ““We want profits,” 
he says, “but we also want to do our part in pushing 
business along at a time when, according to custom, 
we wouldn’t make a new move.” This man’s idea ap- 
plied to every man who manages a big organization is 
the immediate need of today. 

The past has shown that the man who refuses to be 
bound by tradition can, to a great extent, contro] his 
seasons instead of letting them control him. 

The toy maker, when he came to see that children 


played the year round instead of only at Christmas, 
made bis sales efforts accordingly and took his industry 
out of the seasonal class. 

For many years the clothing industry operated on 
the theory that people replenished their wardrobes in 
the Spring and Fall, and paid no attention to clothing 
at any other time of the year. Once this idea was 
scotched, clothing ceased to be advertised, sold and 
bought spasmodically, and most of the seasonal peaks 
and valleys were in this manner ironed out of the in- 
dustry. 

Business needs, this Summer of all times, to put 
aside the tradition of a Summer slump, to plan now 
for continuous sales. And we all need more ideas for 
better Summer sales. 

An immediate careful study of many seasonal prod- 
ucts would prove that the Summer sales valley could 
be bridged by new ideas. Many a manufacturer can 
turn walnuts into peanuts by better sel'ing, as the 
walnut growers did. 

Few manufacturers face a sizailar problem with 90 
per cent of their business concentrated in a few days 
of each year. Yet peanuts were sold and eaten the 
year round; why not walnuts? 

A careful study of the industry, the creation of new 
uses and new public wants, solved a condition in this 
other food product which looked insurmountable. 

A company making baseball bats balances its pro- 
duction and sales by the addition of kitchen chairs and 
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tables. A maker of one style women’s garments found 
that by careful planning and adding dressing sacks, 
wrappers, kimonos, aprons, millinery specialties and 
garters, he could keep his factory busy all the year. 

A manufacturer who found peaks and valleys in the 
milk-can business with a big seasonal demand in the 
Spring, found he could make coal scuttles with the 
same machinery, and his added line has now come to 
be as important as the first. 

There is a Summer idea in almost every industry. 

There are sales to be made every day this Summer— 
and sales will be made by somebody. The hardware 
store doesn’t put up its shutters in August. It pushes 
the sale of fishing and hunting equipment and camping 
outfits. There won't be any Summer slump this Sum- 
mer for the manufacturer who mixes intense study 
about his product with imagination and sincere sales 
effort. If it is too late to get a new product ready, it’s 
never too late to apply a new selling idea. And it’s 
never too early to start using a new idea to build sa'es, 
Sammer or Winter. 


Advocates Mid-Season Styles 

A prominent firm manufacturing high-grade wo- 
men’s shoes has mailed the following letter to all of its 
important accounts, says a formal statement issued 
by the National Boot and Shoe Manufacturers’ Asso- 
ciation: 

“We are endeavoring to offer you by this letter a 
little food for thought, that may possibly, with modi- 
fication applicable to your own particular condition, 
serve as a stimulation of your early Fall trading. 

“We are not unmindful of the fact that cities, as far 
as the regular local trading is concerned, are generally 
inactive during the latter part of July and early part 
of August. At the same time there are many localities 
enjoying as to population a transient condition during 
this period, or a certain amount of visiting, and the 
idea has been presented to us by several rather ad- 
vanced thinking retailers, advocating what they call 
an ‘extra season,’ brought about through the favorable 
side of the creditors above outlined, featuring at retail 
the new and ultra-new things during the period from 
July 15th to September Ist. 

“There is no doubt but what this particular phase of 
the retailing situation in the industry has been lost 
sight of, and we advance this theory for whatever you 
consider it worth, proposing to extend to you our most 
liberal co-operation in the event of your adopting the 
idea. 

“If, therefore, in the past there has been stagnation 
during the month of August, perhaps a stimulation of 
this kind will create an ‘extra season.’ 

“The type of new things to be shown would, of 
course, have to be something entirely foreign to the 
regular Fall styles and selected in keeping with what 
the retailer feels would be a variety essential to the 


occasion. Our line es represented to you contains as 
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you will observe items fitting into this groove and we 
sincerely hope you will give the suggestion some 
thought. We make it primarily in your interests and 
secondly in our own interests and the interests of other 
manufacturers who might automatically be involved.” 





| Rickard in Europe 
Writes of Cheap Money and Attendant Evils 


In the course of an interesting letter to the New 
England Shoe and Leather Association, written from 
the Austrian Tyrol, Joachim Rickard, of the Rickard 
Shoe Company, Haverhill, Mass., who is investigating 
business conditions in Europe says: 

“Today in the lobby, I happened to get into con- 
versation with a nondescript Englishman, who told me 
he is living here in the best hotel in the second city of 
Austria, on what he is receiving from his Government. 
for being out of work. He receives two pounds a week, 
and because of the depreciation of Austrian currency 
can live here mighty well. By a little manipulation of 
the exchange, I got nearly 10,000 kronen to the dollar. 

“We should work out an immigration law, ‘n my 
opinion, on a different basis than the hit-or-miss one 
now in effect. It will be years before we can again let 
the bars down without restrictions. 

“No one knows how strong the Bolsheviki are, but 
they are a real menace to society. To judge from the 
newspapers of tonight’s publication, Chicherin, old 
diplomat of the Czar’s regime, is beating Lloyd George 
at the intricate game of diplomacy. Petrogad has only 
500,000 people; pestilence and hunger stalk on every 
side. The Finance Minister here has just resigned. 
Austria is a despondent country.” 

Mr. Rickard adds that he plans to sail for home, 
either on the “Majestic,” leaving June 28th, or on the 
“Berengaria,” July Ist. 

(From Thos. F. Anderson, Secretary, 
New England Shoe and Leather Association, May 29, 
1922). 





Started with a Jump. 


Lynn, Mass., June 14.—One of the busy places in the 
city of Lynn last week was the site of the A. M. Creigh- 
ton factory. Ground was broken early in the week and 
foundation excavation was started with a rush. There 


' seems to be a feverish desire to put up this wonderful 


new building as soon as possible. It is a good omen for 
Lynn and is a forerunner of better things in New 
England shoemaking. 





W. C. Fickett With Landis 
Walter C. Fickett, superintendent of the Lindner 
Shoe Company, Carlisle, Pa., has resigned to accept a 
position as superintendent with the J. Landis Shoe 
Company, Palmyra, Pa. 








Ju 











ew 
om 
ard 
ing 


n- 





June 17, 1922 





BOOT AND SHOE RECORDER 89 

























BOOT AND SHOE 


RECORDER 


the Great National Shoe Ukehly 


ESTABLISHED APRIL I, 1862 & G 

















CWeste 
“Editor” 








Who Is Boss? 


troversy over rubber datings and the time when 

wholesalers expected merchants to place their 
rubber orders. A canvass was made among the whole- 
salers in one of the largest distributing centers of the 
country. Each wholesaler was asked whether it was 
necessary for his salesmen to make an extra trip during 
January and February to get the rubber business. 
Some of the wholesalers said that if merchants expected 
rubbers for the fo'lowing Fall they would have to buy 
them in January and February because that was the 
only time the traveling men had to go and see them, 
and because that was the selling plan outlined by the 
rubber manufacturers. 


\ FEW years ago there was considerable con- 


One concern, however, said that the plan suited them 
but if that plan was not agreeable to most of their cus- 
tomers, they would endeavor in some way to work out a 
plan that was pleasing to the trade because they felt 
that the success of their business depended upon serving 
their customers in the way the customers wished to be 
served. 


To some extent the time of purchasing rubbers has 
been changed by the merchants themselves, but the 
disposition on the part of this firm to serve its customers 
in a way that would be to the best interests of the cus- 
tomers has resulted in an unusual growth of that firm’s 
business. 

Within the last 18 months many shoe manufacturers 
have insisted upon merchants placing orders in the old- 
time way of six months or so in advance of the date of 
shipment; while other manufacturers have rearranged 
systems of production in their plants in order to make 
deliveries on short notice. Even yet we hear some manu- 
facturers saying: “If they don’t place their orders now 
they will not have the merchandise when they 
need it.” 

And some of these factories are not getting their 
accustomed amount of business, while the others who 
have tuned their business to the new song of 
production, are not complaining about the dearth of 
orders. 


The same principle applied in retail stores, Recently 


the proprietor of a store finished waiting on a customer, 
put on her old shoes and said to her: 


‘‘We have lots of shoes in this house, they are good 
shoes and they please lots of people, but I guess we 
can’t please you and my advice to you is to go else- 
where to buy your shoes.” 

The customer took the advice and undoubtedly when 
she wants another pair of shoes she will remember that 
bit of advice and go elsewhere to buy them. 


The question is: 


Is it the province of the manufacturer or the mer- 
chant to dictate, or is it their province to serve? 

The manager of one of the largest and busiest retail 
shoe houses in Chicago a few days ago said: 

“T spend a part of my time every day on the floor 
talking to customers, getting their ideas of styles and 
prices and whether or not this store is serving them as 
they wish to be served. I can get more information in 
one hour by talking to eight or ten customers than I 
can by talking to the floor manager all day. 

“The success of this store is due to the fact that we do 
not try to buy what we think people should wear, nor 
do we try to conduct this business altogether as we 
think it ought to be conducted. We try to buy what we 
believe people want, and we try to serve them in the 
way that we feel they wish to be served, and so long as 
the store succeeds as it has in the past we will adhere 
strictly to this policy.” 

Here is the foundation of successful merchandising, 
whether at wholesale or retail. 

Thousands and thousands of dollars have been lost 
on long vamp Louis heel boots. There are a number of 
concerns who lost very little money on this kind of 
merchandise because they were in close touch with the 
wishes and desires of their trade, and when they saw 
that people were not calling for Louis heel boots, they 
knew it was a sign that they were not wanted at high 
prices and they got rid of them and filled their shelves 
with what their customers really wanted. True is the 
slogan: 

“He profits most who serves best.” 


2 
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ST. LOUIS 


Whites and Sandals Popular 


Latter Type Has Been Particularly Strong Although Satin 
Continues To Have Big Following 


ITH Decoration Day a holiday, 

and all stores being closed, the re- 
maining five days, which constituted the 
business week, proved active in point of 
sales. White footwear particularly has 
been selling big, with the pressure in this 
field on the strap stuff. A one-strap, white 
canvas, carrying a 14-8 heel has been one 
of the popular patterns, being bought in 
most stores. All types of straps, 


satin with 16-8 Louis heel. This particular 
style has had considerable prestige during 
the month. 

Buckles are also popular on black satin 
and few pairs of these shoes are disposed 
of without a pair of rhinestones to en- 
hance their appearance. Patent leather has 
slipped off slightly, but this was antici- 
pated with the coming of the white season. 
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Men Buying Patent Oxfords 


Robert Huette, secretary of the Huette 
Shoe Company, and manager of the Sixth 
Street store, is responsible for the state- 
ment that his store is enjoying a big de- 
mand for men’s patent leather oxfords. 
Huette says that at least 20 per cent of 
men’s shoes sold are patent leather oxfords. 
The preference is given to the doggy 
effects, with plenty of perforations. 


International Increases 
Volume 40 Per Cent 
In discussing business improvement 
during the last six months, Jackson John- 
son, chairman of the Inter- 





however, have felt the call in 
more than an ordinary way. 


There is quite a flurry on Whites and 
white kid. Some predict a short- Combinations 
age of this leather within a short Selling 


space of time. Straps, in the 
higher heel heights have the 
preference in the demand for 
this style of footwear. The 
price range being reduced some- 
what over last year’s figures, 
there has been a heavier buying 
in this field. The choice between 
canvas and kid, still gives canvas 
a wide margin for first place. 
White canvas oxfords are selling 
in fair volume particularly to the 





Well 


Women's while suede two-strap oxford on as 








the Brown Shoe Co., St. 





port last. Made by 
is 


national Shoe Company said the 
38 factories of that company are 
working at full capacity. The 
production the first six months 
ofthe present fiscal year exceeded 
that of the same period last year 
by 50 per cent, with an increase 
of 40 per cent in volume of busi- 
ness. The company employs 
21,000 workers, of whom 5000 
to 6000 work in five shoe fac- 
tories, and other auxiliary plants 
in St. Louis. 

“Shoes are down to a normal 
basis and there will be little, if 
any, fluctuation in shoe prices 
henceforth,” Johnson said. 








more mature woman. Comfort 

and service is still found in shoes of this 
pattern by the feminine sex, who do not 
place style above everything else in buying 
a pair of shoes. 

Combination effects in white with col- 
ored trimmings continues to hold its own 
in the selling. Patent leather trimming on 
white is apparently better than the other 
colored combinations. Sport oxfords of the 
smoked elk variety with the calf trimming, 
are not being sold as freely as they were a 
month or so ago. 

The one style that has kept sales on the 
upward trend during the past fortnight, is 
the. so-termed Patsy sandal. The name 
doesn’t really matter, but the style of shoe 
that has received marked attention from 
the flappers is a white elk or smoked elk 
Roman sandal. There are cut-outs in the 
vamp, and a running front strap caught 
with a side strap and nickle buckle. The 
soles are buckskin and they carry an 8-8 
rubber heel. This is the shoe that has been 
the one number with which retail mer- 
chants have found difficulty in keeping 
their shelves stocked. Local manufacturers 

are being rushed with orders for this pat- 
tern and the merchants have been fortu- 
nate in being able to draw on the local 
market for their stock. The price range on 
this sandal is from about $3 to $4. 

Satin has been a wonderful seller 
throughout the early Spring and continues 
to have a tremendous following. Just now 
the trade is asking for a one-strap, plain 


The trend toward higher heels continues 
to be felt in all stores. Military and Cubans 
and Junior and Louis heels are staging a 
strong comeback. 


Merchants Hold Meeting 


The regular meeting of the St. Louis 
Shoe Retailers’ Association was held 
Wednesday evening, May 31, at the Amer- 
ican Annex Hotel. A good representation 
of the membership was on hand. President 
A. W. Lutz presided. This was ‘the last 
business meeting to be held until Fall, as 
activities are suspended for the Summer. 
The June meeting will be an al fresco affair, 
to which the ladies have been invited. A 
dinner will be served in Forest Park at six 
o'clock, in the shelter house. Later in the 
evening the party will adjourn to the 
municipal opera, where a block of seats 
has been reserved. The committee in 
charge of the arrangements, are Arthur 
Ebbs of Swopes, who was appointed chair- 
man; Charles E. Williams of the C. E. 
Williams Shoe Company, and Joe Sensen- 
brenner of Sensenbrenner’s. 

Letters from Senators Reed and Spencer 
were read, in which they stated that the 
resolution passed by the association pro- 
testing the proposed duty on hides and 
leather, would have their careful consider- 
ation. Howard Stephens, of Johnson, 
Stephens and Shinkle Shoe Company, 
addressed the organization on “style.” 
The meeting adjourned at 9:30. 


“There has been considerable 
liquidation of high-priced stocks during 
the last six months, and the wide-awake 
shoe dealer now has a working stock on 
his shelves. We are anticipating a big 
Fall business. These conditions are 
general in the shoe business.” 


Shoe Manufacturers Hold 
Meeting 


The St. Louis Shoe Manufacturers’ and 
Wholesalers’ Association, in addition to 
their regular meeting of May 31, held a 
special meeting at the Missouri Athletic 
Club, Friday June 2. The meeting was 
called for a special order of business. The 
principal discussion developed on the 
Style Show, which will be held Aug. 2 to 
16 inclusive. It is reported that $5000 is 
to be raised among the members of the 
organization. The shoe manufacturers and 
wholesalers play an important part in the 
St. Louis Style Show in displaying some 
of the very newest footwear creations. 
Merchants come to this market to attend 
the event from all sections of the country. 





New Shoe Stores 


Poe’s Dry Goods & Shoe Store, Little 
Rock, Ark., shoe department. 

H. B. Morris, Cloverdale, Calif., shoe 
department. 

James Crimaldi, Lombard, Ill. 

Mrs. A. R. Clark, Hutchinson, Kas., 
shoe department. 
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CINCINNATI 


Shoe Factories to Open 


Manufacturing Will Be Resumed Despite the Fact That 
Wage Agreement Has Not Been Reached 


FTER having failed to come to an 

agreement with the local shoe 
workers’ unions, the Cincinnati shoe 
manufacturers withdrew their offer for a 
10 per cent reduction in wages for all 
workers except the lesser paid help, ef- 
fective last Saturday, June 10. They 
immediately followed this with an an- 
nouncement that their factories would 
open for resumption of work on Wed- 
nesday, June 14. All former employees 
and other apphcants were offered posi- 
tions at. a reduction of 10 per cent on 
former wage schedules. 

The sales forces from this market have 
been in their respective territories for the 
past four weeks booking orders for Fall, 
and they have assured their customers 
with a reasonable degree of confidence 
that their houses would be able to live up 
to their promised delivery dates. Vir- 
tually every one of the local factories 
have sufficient orders booked to enable 
them to start their cutting rooms at a 
speed that will result in 75 per cent capac- 
ity production throughout their plants. 

The fairness with which the Cincinnati 
shoe manufacturers here have dealt with 
their workers in the past, it is believed, 
will play a goodly part in rapidly getting 
their factories back into their stride of 
only a few weeks ago. The larger opera- 
tors here feel that the majority of the 
workers have had time to realize the 
reasonableness of their 10 per cent wage 
reduction, especially in view of the fact 
that at least nine of the other large shoe 
centers have had wage reductions ranging 
from 12% per cent to 22 per cent. And 
it is, therefore, their honest belief that a 
full resumption of operations will take 
place with very little interruption. One 
of Ciacinnati’s largest manufacturers 
said last week: 

“We want our workers to make a living 
wage. ‘They would be of little value to us 
if they could not make enough to live 
comfortably. A great many of the men 
in my factory own their homes. We 
encourage them to -buy a home if it is 
possible, for it makes them better workers, 
thriftier savers, and happier men in every 


respect.” 


Whites Selling Readily 

Real Summer weather has made its 
appearance in the Ohio Valley in and 
around Cincinnati, and it has resulted in 
a healthy increase in the volume of white 
shoe business at all of the retail stores. 
Patent leathers, kids and satins, of course, 
have had to give way to some extent. For 
dress wear, however, satins still are con- 


sidered the vogue. Whites, both in plain 
and sport effects, are selling well. Black 
trimmed patterns are in the lead, but it is 
a noticeable fact that more plain white 
oxfords are being sold than had been 
expected earlier in the season. Canvas is 
very strong, while buckskin is selling well 
in the better grades. 


Races Help Boom Business 


The opening of the Spring Meet at 
Latonia race track here this week has 
attracted as usual, large crowds of faithful 
followers of the “fast stepping” sport. 
The down-town retail merchants are not 
altogether sorry for this happening, for 
they have noticed that they get in an 
extra sale of sport footwear now and then. 


New Department Store 
Planned 


The Rollman & Sons Company at 
Fifth and Vine Streets, will on July 15, 
start work on their new twelve story 
department store building. This. hand- 


| 
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some new structure marks a distinct 
development in the department store 
business of Cincinnati. A number of 
innovations, easily accessible, on the 
frst floor balcony will consist of rest 
rooms, telephone and hair dressing par- 
lors, a post office, checking desk and in- 
formation bureau. Further, a listing place 
or general renting bureau where property 
owners may list without charge any 
property they may have to rent. The 
usual facilities for welfare of the employees 
will comprise an employees, floor where a 
service-at-cost cafeteria will be operated 
under scientific management There will 
be a regular selling basement and a sub- 
basement. Provision has been made for 
easy installation of subway entrances, 
which in Cincinnati’s future development 
may be built under Fifth and Vine 
Streets. The present shoe department of 
this concern will be virtually doubled in 
the new store. 


Will Live Up to Delivery 
Promises 


John T. Carlisle of the Krippendorf 
Dittmann Company spent a few days in 
Chicago last week calling on a number of 
his old customers. Mr. Carlisle is of the 
opinion that the Cincinnati factories will 
be running along in good shape within a 
short time. He states that his concern is 


The Kenworth Shoe Company is one of the newest in the Cincinnati district. 
The factory, pictured above, is in Covington, Ky., and production will be 
started within the next few weeks. 
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being very careful to see that they will be 
able to deliver the shoes when they 
promise them. 


Shoe and Leather Club Meets 


At the last regular monthly meeting of 
the Shoe and Leather Club, held on June 
3, the proposed club magazine was 
definitely reported upon and finally 
tabled for consideration again next Fall. 
R. L. Prather, of the Prather & Allen 
Advertising Agency, was called upon by 
President Perry to give his views as to the 
advisability of publishing a club paper 
which is to be sustained by the sale of 


advertising therein. Mr. Prather classed 
such advertising with charitable dona- 
tions, and therefore advised against its 
publication on that basis. 

George Springmeier proposed that the 
club membership extend a vote of thanks 
to the board of governors of the club for 
the thoroughness with which it has taken 
care of the minute details that have come 
to their attention in the administration of 
the club this year. 


Fred Reid Visits Boston 
Fred Reid of the C. & E. Shoe Com- 


pany was in Boston last week. 


MILWAUKEE 


Retail Trade Takes Spurt 


Novelties, Whites and Even Conservative Styles Selling 
Well—Men Buying Better—Combinations Better 
Than Solid Whites 


ARM June temperatures have 

worked the trade into a brisker 
pace with the resultant effect that-all the 
novelty and sport lines, white footwear 
and even the conservative fashions share 
in the summer sales spurt. The move- 
ment is general and far reaching and for 
the first time in many months, stocks are 
moving to the dealers’ satisfaction. 

Sales of tan oxfords lead all others in 
the masculine favor. Rubber-soled sport 
and golf shoes in the combination elk and 
tan saddle are next in the popular call. 
Tan has returned in the color fields and 
has encroached upon the popularity of the 
black division, which for a while, ruled 
supreme. Earlier in the month, sales 
were evenly divided, tan and black ox- 
fords selling equally well, but mid-June 
records show tans pulling away and now, 
the majority of the displays feature tans 
in preference to the once popular black. 
The warmer weeks bring on a stronger 
call for lighter colors and heavier sales in 
the golf lines, the greater number of golf 
shoes are worn for street as well as sport 
use. White footwear shows but a few 
scattered sales to the senior trade. 


White Combinations Women’s Favorite 


Whites are running almost entirely to 
combinations in women’s footwear. Few 
big calls for solid whites are received. 
Black and white, is, as one would naturally 
expect because of the contrasting colors, 
the popular combination. Red, green, 
blue, beige and gray are colors that are 
seen in the sport windows. A patent lea- 


ther, black, with a beige saddle is enjoying 
an excellent run at Caspari & Virmonds. 
All shoes are in perforated tips, plain toes 
are sought only by the conservative minor- 
ity. White buckskin shoes are selling 
‘well. Straps are seen in all the displays 


of women’s dress shoes along Grand 
avenue, medium broad toes and heels of 
a fair height, one and five-eighth inches, 
in suede or patents ruling over kid, the 
popular qualifications. Brocaded satins 
have proven to be a good dress line at the 
Walkover Shop. 


Rumors of Fall Styles 


Many and varied are the predictions of 
Milwaukee dealers commenting on fall 
lines. A goodly number hold that sport 
shoes will hold out strongly through Sep- 
tember and that lighter colors will be worn 
in the following months. Men’s oxfords 
will be worn through the winter, in their 
opinion, while women will turn to colon- 
ials. Flat heels for women and brogues 
for men are not included in the fall orders. 


Hosiery Fashions 


Tweed and self-striped patterns to be 
worn with sport shoes are the active lines 
in the hosiery departments of the down- 
town shoe shops. Glove silks, selling at 
$3 are bought by the more conservative 
patrons. Gray, sand colors and white are 
the popular shades. White hosiery is 
seldom worn except with solid white 
shoes. Last years popular summer fash- 
ion of white shoes and black silk stock- 
ings has not appeared this season, grays 
and nudes are this year’s usurpers. 


Shoe Stores Close Early 


Retail) shoe merchants of Stevens 
Point, Wis., have agreed to close their 
stores at 5 p. m. each day with the 
exception of Saturday, during the months 
of June, July and August. Action en- 
dorsing the proposition was taken at a 
special meeting of the Retailers Associa- 
tion of the city when it was decided to 


make the plan general and include all 
business houses favoring the early closing 
plan. 


State Anti-Trust Law 
Upheld 


Holding that the Wisconsin anti-trust 
law enacted by the 1921 legislature at 
Atty. Gen. W. J. Morgan’s request is 
constitutional, Judge W. B. Quinlan at 
Marinette, Wis., overruled demurrers in- 
terposed in an action commenced by the 
attorney-general against an alleged com- 
bination of tobacco companies in restraint 
of trade. He also overruled a demurrer 
in a similar action against an alleged com- 
bination of wholesale plumbing houses. 
It was held that the law was constitu- 
tional in that it was not a violation of 
the constitutional provision guaranteeing 
against. deprivation of property without 
due process of law, nor the provision 
guaranteeing the right of contract. 
Judge Quinlan held that the attorney- 
general has the authority to act on his 
own initiative in enforcing the provisions 
of the anti-trust law. 


Illegal Stamps Sold to 
Merchants 


A swarm of agents of trading stamps 
which, in violation of the law, do not bear 
the cash value of the stamp upon their 
face, are inveigling Wisconsin merchants 
to purchase stamps, which, under the Wis- 
consin statute cannot be used legally. 
This is the substance of the recent warning 
issued by J. Q. Emery, state dairy and 
food commissioner. 





Menzies Branch Opens 


Menzies Shoe factory No. 2, recently 
established on the second floor of the 
Longdin-Brugger building in Fond du 
Lac, began turning out shoes on May 24. 
Superintendent Robert Crabtree stated 
that the capacity output would be reached 
in a short time. The workingman’s shoe, 
which has been one of the most popular 
numbers put out by the company, is being 
turned out exclusively at the new plant. 


Opening at Delavan 


The formal opening of the J. Wien & 
Sons’ shoe store at Delavan occured re- 
cently. The store is to be operated by 
Jacob Wien, and his sons, Julius and 
Nathan, who have been in the shoe busi- 
ness for 30 years in Burlington. The 
Delavan branch will specialize in women’s 
shoes. 


Vogel Moves to England 


Fred A. Vogel, former manager of the 
Pfister & Vogel Leather Co., and director 
of some of the largest leather and manu- 
facturing concerns in Wisconsin, has 
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severed his active business connections in 
America, and has gone to England, his 
future home. Preliminary plans for a 
huge tannery in London were completed 
some months ago, and Mr. Vogel will 
devote his time in the future to the es- 
tablishment and management of this 
tannery. He will retain an interest 
in practically all of his American in- 
vestments, although his active connec- 
tion with the various firms, has been, or 
will be severed. 
“Barking” Ordinance for 
Milwaukee 


An ordinance to prohibit “barking’’ in 
front of business places, theatres, and 
similar places of industry and commerce 
has been presented to the Milwaukee 
common council by the Wisconsin Re- 
tailers Federation. It is said to have a 
good chance of passage. 


Mason Company Buys 
Factory 


The Mason Shoe Manufacturing Co., 
Chippewa, Falls, Wis., for a consideration 
of $25,000 purchased the four-story shoe 
factory building of the Harshman Shoe 
Company. The Harshman Shoe Com- 
pany erected the building in 1900 and 
occupied it as a shoe factory for three 
years. The Gotzian Shoe Co., of St. Paul 
maintained a branch factory in the build- 
ing for several years and ten years ago the 
Mason Shoe Company took possession of 
the factory and has occupied the plant 
since 1912. 


Merrill Shoe Plant Opens 


The Tomahawk Shoe Co., Merrill, Wis., 
started its cutting department in the com- 
pany’s factory this week and will open the 
fitting department within the next seven 
days. Company officials report business 
to be greatly improving and that the fac- 
tory will run with a full crew for at least 
ten months. 


New La Crosse C of C 
Secretary 
R. W. Holcombe, commercial club 
secretary for ten years at Columbia, S. C., 
Butler, Pa., and Hutchinson, Kansas, has 
been selected out of a field of 75 candi- 
dates for the position of secretary to the 
La Crosse, Wis., Chamber of Commerce. 
He succeeds B. C. Everinghim who re- 
signed in November 1921. 


Cruse Manager of Mason 
Company 
William Cruse has been appointed sales 
manager for the Mason Shoe Co., Chip- 
pewa, Falls, Wis. He witl take up his 
duties at the company’s factory in Chip- 
pewa Falls, July, 1. 


Green Bay Auto Day 
June 10 


Approximately 18,000 automobile own- 
ers in nine neighboring counties were ex- 
pected to meet in Green Bay, Wis., June 
10, the “get acquainted’’day set by that 
city’s Association of Commerce. All cars 
were to be tagged for registration and all 
shoe merchants of the city co-operated 
by offering special “Automobile Bar- 
gains.”” A parade of city officials, civic 
club leaders and every visiting automobile 
together with special stunts, was on the 
program. 


Will Build Tannery 


John Alery, Merril, Wis., taxidermist 
for ten years announces his intention of 
purchasing a site at Rockford, IIll., from 
D. H. Riebe and constructing a one-story 
86 by 30, tannery, to begin tanning hides 
by fall. Northern Illinois territory offers 
an open field for sheepskins, calfskins and 
horsehides, declared Mr. Alery who left 
this week to purchase three acres for his 
proposed tannery site. 


Milwaukee Assured of 
Annual Style Show 


E. H. Breithaupt, chairman: A. B. 
Caspari, of Caspari & Virmond Shoe Co., 
vice-chairman; C. Lawler, treasurer, and 
Herman Toepfer, secretary are the offi- 
cers of the permanent organization of the 
Milwaukee Style Week Association, or- 
ganized at a meeting in the Colonial Room 
of the Wisconsin Hotel, Milwaukee. 
Monthly meetings will be held, and it was 
voted to hold an annual style show in 
Milwaukee. The date has not been set 
for the 1923 revue but it was stated that 
next year’s style show will be held in the 
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municipal auditorium and will be twice 
as large as the one held this spring. 


Shopper’s Car for Green 
Bay 

The C., M. & St. P. railroad will place 
in service on its road from Iron Mountain 
to Green Bay a gasoline electric car to give 
persons living at intermediate points an 
opportunity to spend five hours in Green 
Bay and return to their homes on the 
same day. Connections will be made at 
Ellis Junction with trains on the Marin- 
ette line. The car, operated by electricity 
generated by a gasoline engine carries 
fifty persons and a trailer. The new car 
goes into service June 12. 





Store Shoe €ontest Wins 


The Lincoln Clothing and Shoe Co., 
was adjudged one of the nine prize win- 
ning stores, having the best decorated 
window in the recent window display con- 
test conducted by the Lincoln avenue 
Business Men’s Association during Boost- 
er Week. Over $1,000 in prizes were dis- 
tributed by the new organization, attract- 
ing thousands of people to the district. 
Approximately 12,500 votes were cast in 
the display contest. 


Stitching Machine Odd 
Device 

Frark Stoegbauer, Appleton, Wis., 
shoe repairer has installed a modern 
stitching machine in his shop that is prov- 
ing to be a time-saving success. The 
machine is capable of making 360 to 400 
stitches in a minute and finishes a shoe in 
a few seconds. The machine is operated 
by an electric motor and heats its wax by 
electricity in place of the old method 
of using gas. 





CHICAGO 


Business Has Better Tone 


Trade in Both Branches, Wholesale and Retail, Has Picked 
Up Considerably—Farmers Buying More Freely 


HE biggest business in the middle 
west is agricultural business. Travel- 
ing men representing Chicago houses who 
get into the smaller towns and farming 
communities find merchants more op- 
timistic and in a better mental attitude 
because farmers are showing a disposition 
to buy and less disposition to question the 
price of merchandise. 

Recent reports of the officers of the 
International Harvester Company show 
that they have sold over seventy-five 
percent of the accumulation of farm 
tractors with which their inventories 
have been burdened. 

Plows, harvesters and other farm 


machinery are moving better from the 
dealers in small towns than at any time 
within two years. All this indicates that 
the farmer is looking at things from a 
brighter viewpoint and is a better cus- 
tomer for retail merchants because of 
this brighter outlook. 

Shoe merchants in the smaller towns, 
while they are not buying in large quan- 
tities, are covering their needs and are 
more inclined to buy merchandise of a 
style nature. 


Work Shoes in Demand 


That men are getting back into their 
old jobs and that more men are being 
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employed in the labor field is clearly 
indicated by the quantities of work shoes 
which merchants in the Chicago territory 
have sold within the last few weeks. 

D. A. Marks, representing the Harsh & 
Chapline Shoe Company, made a record 
last week by selling unaided over $16,000 
worth of work shoes in the Chicago 
territory. No large bills were sold and 
114 orders were necessary to make up the 
total volume. 

Milwaukee factories and other factories 
in the middle west, making men’s work 
shoes, are as a rule working well up to 
capacity. Several of these factories are 
building additions and putting on extra 
men to increase their output. If men are 
working in occupations where heavy work 
shoes are necessary it is the best indication 
in the world that the wheels of industry 
are turning, and that business is surely 
and steadily on the upgrade. 


Chicago Wholesalers 
Buying 

If any evidence was needed to show that 
shoe business had passed into a new era 
of production and distribution it could be 
found in the experience of a number of 
factory representatives who have called 
on Chicago wholesalers within the past 
ten days or two weeks. The wholesalers 
are recognizing the need of snappy, 
up-to-the-minute merchandise in women’s 
footwear on the floor when the merchant 
wants it. 

They are also recognizing the fact that 
under the new system of buying, mer- 
chants will not buy novelty paterns in 
large quantities on long-time delivery 
orders. To meet this existing condition 
the wholesalers are having samples of the 
new advance styles made and shipped to 
their salesmen immediately, on mer- 
chandise to be delivered about August 
first. 


Strap Effects Leading 


Strap effects make up the bulk of these 
sample orders. A few oxfords are being 
purchased but in the main the wholesalers 
believe that the oxford business will come 
later and in order to be cocksure on oxford 
styles they think it advisable to sell the 
straps first and then supply their travelers 
with oxford samples thirty to forty-five 
days later. 

Most of the wholesalers are backing 
their judgment by placing orders for a 
limited number of cases of the various 
styles selected but in the main are 
depending upon the new system of pro- 
duction adopted by many of the leading 
factories through which deliveries are 
made on a thirty to forty-five day basis. 

It takes only a few days after a flock of 
traveling men have had the samples in 
their hands to determine which ones 
will be the big sellers and immediately 
orders are placed on the numbers to which 
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the merchants give the most marked 
attention. The wholesaler is an import- 
ant factor in the chain of footwear 
distribution but he is assuming an entirely 
different place in the industry and serving 
his trade in an entirely different way from 
that which prevailed until a very recent 
time. 

Wholesalers of men’s shoes can look a 
little farther ahead than those specializing 
on women’s novelty stuff and the mer- 
chants can also feel safer in placing orders 
farther in advance on men’s footwear 
than upon women’s. Consequently, al- 
ready a fair volume of men’s business has 
been placed by merchants for early fall 
shipment. 


Good Week in Retail 
Stores 


Throughout Chicago both in the Loop 
and the outlying districts with a few 
exceptions the past week has registered a 
very satisfatory volume of business. One 
Loop store selling mostly high grade 
women’s shoes and carrying fanciful 
patterns to a great extent say that Friday, 
June 2, registered the largest volume of 
business of any single day within a year. 
Other stores have found their May business 
to be far in excess of May, 1921, in pairs 
and in many instances nicely ahead in 
dollars and cents. Less complaint is 
being heard of prices in both men’s 
stores and women’s stores. 
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Prices are so much lower than they 
were a year ago that customers can 
readily see the difference and apparently 
are appreciative of the reductions that 
have been made. 


Price Reductions Announced 


Martin & Martin, for many years well 
known as distributors of very high grade 
shoes for men and women with stores on 
Michigan Avenue and Madison between 
Wabash and Michigan, last week mailed!a 
very artistic and attractive announcement 
to all the customers on their books 
announcing price reductions ranging from 
one to four dollars a pair. This is not in 
the nature of a sale but simply to convey 
to their customers the news that shoe 
prices are lower and that the house of 
Martin & Martin is in line with the times. 
The result of the announcement has 
been greatly to stimulate business and 
has created a better feeling among the 
customers of this firm. 


Harry Hopkins Back in 
His Office 


Harry Hopkins, in charge of distribution 
of the Nathan D. Dodge shoes in Chicago 
territory is again back at his office after 
several weeks illness. Mr. Hopkins has 
been recuperating at a resort in Wisconsin 
and while he has not yet completely 
recovered, he is well on the way. 





SALT LAKE CITY 


Weather Warmer—lIrade Better 


Men Displaying Decided Preference for Wider Toes—Indus- 
trial Conditions Gradually Improving 


HE tendency to wider toes in men's 

footwear is very marked here. The 
manager of one exclusive men’s shoe store 
declares that English toes are dead, for 
the time being. The popularity of oxfords 
is also increasing with the advance of 
Summer and no one seems to be showing 
high shoes any more, for, of course, the 
women don’t want them! But let us try 
and keep the women’s likes and dislikes 
out of this letter, for once! The men are 
showing a decided preference for dark 
brown footwear, but lighter shades are 
reported to be moving. 


Weather Warming Up 

Although many of the stores are, and 
have been showing, men’s white shoes for 
a week or two, they have not moved very 
fast so far. This may be attributed to the 
comparatively cool weather which has 
prevailed until the last two or three days. 
But it is warming up now and by the time 
our next letter is due, no doubt the white 
season will be on in earnest, if it is to come 
that strong. It appears that many of the 


retail merchants have not anticipated a 
heavy white season this year and, conse- 
quently, have not much new stuff on their 
shelves. The Gardner and Adams shoe 
men said they were looking for a big white 
season this year and were already disposing 
of an appreciable number of white canvas 
oxfords at $7.50. But this is not the gen- 
eral experience. 


Low-Priced Shoes to the Fore Again 


There are many low-priced shoes on the 
market again, selling as low as a dollar a 
pair, and less. However, not many of the 
dealers seem very anxious to push this 
business as they did in the Winter. 


Business Very Good 

Judging by the crowds in many of the 
stores, business is highly satisfactory here 
now. Most of the proprietors and man- 
agers of the establishments visited were 
as busy as their salespeople and had little 
time for discussion. They said, however, 
that business was not quite as brisk as it 
was a year ago. Although the industrial 
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situation has improved wonderfully of 
late, money is none too plentiful yet. It 
would be safe to say, however, that the 
outlook is more hopeful from a business 
standpoint than it has been for the past 
two years, and that when the local shoe 
men close their books on Dec. 31, next, 
they will show a bigger turnover than at 
the close of last year. 


Utah Notes 


Gustave P. Olson, native of Sweden 
and a pioneer shoe maker of this section, 
is dead. He was born in 1835. 


A. G. Brain, an employee of the treas- 
urer’s office of the city and an old shoe 
man, is spending his Saturday afternoons 
asaclerk at the Walk-Over Company’sstore 
here. Mr. Brain, who served the Recorder 
as correspondent a decade or so ago, told 
the writer that “political jobs are uncer- 
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tain and that, anyway, he likes to ‘keep 
his hand in.’”’ He is a likable fellow and 
most of his experience in the shoe business 
was gained from the traveling end. 

A young Ogden shoe man is wondering 
if it pays to be polite. The other week he 
got off the train with two charming girls, 
and on ascertaining which way they were 
going, grabbed the grip that stood at their 
feet and trotted along by their side, ex- 
changing “small,” pleasant talk. When 
the time came to depart, he offered them 
the grip, but they wondered why,—it did 
not belong to them! Just at that moment, 
an irate, furious lady, rushed up breathless 
and threatening and demanded to know 
what the poor chap was doing with her 
baggage! To make a long story short the 
youth had to hire a taxi for the lady and 
take her far into the country in order that 
she might still be able to keep a singing 
appointment! 








DETROIT 


Business Considerably Better 


June, So Far, A Rosy Month For Shoe Merchants—White 
Footwear Selling Well 


ITH the passing of unfavorable 

weather, the problems of the shoe 

dealer have been lightened. Ever since the 

advent of fine, warm weather, which came 

with the June roses, business in Detroit 

has been increasing, slowly, but steadily, 
towards a satisfactory basis. 

The motor car industry upon which 
Detroit largely depends for its prosperity 
is at its highest peak since the slump fol- 
lowing the war. The unemployment situa- 
tion is no more, for reports on all sides 
indicate that no man need be without work 
who wishes it. 


Payrolls Show Good Increase 


Merchants attribute the larger sales of 
shoes in June to the fact that the working 
man has now caught up with his usual 
payday receipts, and liquidated his debts, 
contracted while unemployed. Prospects 
for Fall are very pleasing and merchants 
are looking on future business with a more 
optimistic vision. 

In women’s lines whites hold the boards 
at the present time, with patent leathers 
coming next. Sport lines are slow in mov- 
ing, although sales of these are reported as 
much larger than in May. The styles in 
both white and in patents, together with 
white and black combinations are of the 
strap type, varying in cut largely accord- 
ing to the prejudices of the buyers. 

Russian boots in patent leather, with 
the cut-out strap effect are finding favor 
at The Parisian, according to L. L. Shan- 
non, manager of the shoe department. He 
finds this such a good seller in patent 


leather with red stitching that he has 
ordered a similar line in white kid with 
black stitching. 


Men Buying Tan Oxfords 


In men’s lines oxfords hold a large share 
of the popularity, tans being favored, and 
reaching fully 75 per cent of the total sales 
in some stores, while in others, black and 
tan vie with each other on an equal basis. 
A noticeable call has been found for kan- 
garooand kid leathersin men’s lines for the 
warmer Summer weather. The younger 
men who are following style dictates closely 
are calling for black leathers, while the 
middle-aged and older men are favoring 
brown as the logical color for Summer. 
Sports are not as strong as expected. 


Store Service Strongly 
Exemplified 


Stuart J. Rackham, manager of the store 
of Thos. J. Jackson, Inc., exemplified store 
service a few days ago, showing the effort 
made by this firm to please and satisfy its 
customers. A lady called for a pair of kid 
slippers in white, blue or pink, stating she 
was willing to accept almost anything of 
that nature. She said: 

“T’ve been in 16 shoe stores and could 
not find anything that will answer,” ex- 
plaining that she was an actress playing 
in “stock” at a local theater, and desired 
the slippers for use with an evening gown. 

Mr. Rackham explained to the lady 
that such styles were not now called for, 
—brocaded satins, silver cloth, etc., hav- 
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ing replaced them in public favor. At the 
same time he said: 

“‘It seems to me that you should receive 
service in some manner. If they are to be 
obtained in any of the known markets I 
will secure them for you.” After taking 
her name and phone address, he got busy. 
After trying some of the manufacturers 
and wholesalers he bethought himself of 
the most likely place to find them—in 
the stock of a department store that pur- 
chases many bankrupt stocks. Hieing 
himself to such a store he sought them 
from the salespeople, but was informed 
that none were in stock, “but there was 
some last Winter.” Seeking out the man- 
ager he learned that such a line of slippers 
had been purchased in a certain stock and 
that it was likely there were a few pairs 
in the stock room. He got them. Saved the 
woman many dollars, because the store 
was glad to get rid of them at a dollar a 
pair. 

Such service is its own reward. There is 
always a great deal of satisfaction in doing 
something one sets out to accomplish. 


. W. K. Voorhis Promoted 


W. K. Voorhis, for the past nine years 
assistant manager of the S. L. Bird & Sons’ 
shoe department, has succeeded F. C. 
Mosteller who has resigned, as manager. 


Wall Case Attracts Trade 


A handsome new wall case has been in- 
stalled at the entrance to the elevator on 
the ground floor of C. H. Baker’s. This is 
advantageously placed so that it attracts 
all who enter the store and keeps custom- 
ers waiting for the elevator from becoming 
restless at any delay in service. 


Timely Window Displays 

The Knight Templars were welcomed 
at their annual conclave by the R. H. Fyfe 
& Co., with a fitting window display in 
which the costumes of the characters in 
the Red Cross Order appear, together with 
a uniform and accoutrements of a Knight 
Templar. Much favorable comment was 
received on this window display, which 
was conceived and installed by T. Kann, 
the display manager. 


Luscomb’s Store 
Re-Decorated 


Luscomb’s Shoe Store, 1224 Library 
Avenue has been re-decorated in French 
gray. The seating arrangement has been 
changed and the seats placed length-way, 
instead of in rows across the store, giving 
the place a much airier appearance. 


New E. & R. Shoe Store 


The E. & R. shoe store located for many 
years at 191 Michigan Avenue being 
forced to vacate their present store on 
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July 1, will open at 141 Michigan Avenue, 
across the street, in the P. J. Schmidt 
Shoe Company’s store, lately vacated. 
This store is being re-decorated and fitted 
up for Bostonians, which will be handled 
exclusively. F. I. Pennington, formerly 
manager, Feltman & Curme Co., Kansas 
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City, Mo., will be the manager. Mr. Pen- 
nington was for 14 years with the Culter 
Shoe Company, Chicago, but for the past 
five years was manager of the Kansas City 
firm. Men’s shoes will be handled exclu- 
sively, the prices ranging from $5 to $10 
per pair. 





CLEVELAND 


Industry Staging a ‘“‘Come-Back”’ 


Automobile and Steel Industries Show Notable Improvement, 
Reflected In Retail Trade Increase 


USINESS generally in Cleveland 

continued to improve during the 
month of May and the prospects for June 
and July are even better than they were 
at the start of May, according to leading 
bankers of this city. 

The factories increased their pay rolls 
during the month. The automobile and 
steel industries are back practically to 
pre-war production and the stocks of lead- 
ing concerns here in both industries are 
selling for more on the exchanges than 
they have for many months. Transac- 
tions in real estate have picked up and the 
building program is the largest in the 
history of the city. 

These conditions bave had their effect 
on all retail lines. Sales have picked up. 
Men and women who have been out of the 
market for months have come back to 
make their delayed purchases. More new 
articles of apparel are being worn than 
for months. 

Many New Autos Seen 

It is the common statement of men in 
the city that they never saw so many new 
automobiles on the streets. People gen- 
erally seem to be “perked up.” 

It is the natural reaction that follows 
when men and women get back to work 
after a period of enforced idleness. The 
retail shoe trade in Cleveland the last 
week of May improved considerably and 
white goods commenced to move at a 
much livelier rate. Low leather shoes for 
the spring trade are still the big sellers, 
however, and efforts are concentrated on 
moving this class of goods. 

The sale of shoes prior to Decoration 
Day was good. Sport shoes were the big 
sellers for this period, as men and women 
here, after observing the usual formalities 
of the day, went to the golf links or hiked 
to the country, and sport shoes are best 
adapted to this wear. 


Volkner Leases New Store 
Room 


Elmer L. Volkner, who has just opened 
a retail shoe store in the new shopping 
district of Euclid avenue, known as Play- 
house Square, has taken a lease on a store 
room at 643 Euclid avenue, and will move 





his entire stock now located in the Hippo- 
drome Building, Euclid avenue into the 
new room. 

Mr. Volkner took possession of the new 
room on June Ist, and he immediately 
started on extensive refinishing. The 
lease on the store room in the Hippo- 
drome Building, which Mr. Volkner had, 
expires next August, at which time C. L. 
Petot will open a store in the room. The 
new room taken over by Mr. Volkner is 
almost across Euclid avenue from the 
store that is to be vacated about July 1. 
It has been occupied by the Bone clothing 
store, one of the leading men’s furnishing 
stores of the city. 

The room has a frontage of 27 feet on 
Euclid avenue and a depth of 140 feet. It 
is a much larger space than Mr. Volkner 
occupied in the Hippodrome Building. 


Merchants Buying More 
Freely 


Mail order business from Ohio retail 
shoe merchants is on the increase, accord- 
ing to statements of salesmen located ia 
this city. 

The Ohio merchants are finding that 
they did not purchase in sufficient quari- 
tities for the present season and they are 
accordingly forced into the market by 
demands that have exceeded expectation. 

The mail and the telephone are used 
frequently, and the volume of business 
from this source is velvet that was not 
expected. Reports from surrounding 
cities, all of which send people to this city 
to trade, are that the factories are taking 
on more employees and that the volume 
of trade is mounting. In some lines the 
buying and selling is heavier than it was 
at any time during the war. This, in a 
measure, explains why the merchants 
have had to resort to the mail and tele- 
phone. 


a Noted Towards 
igher Heels 

Shoes with the extreme low heels have 
not been going as well in this city lately, 
according to the reports of merchants. 
The military heel has come back with a 
punch in a great many of the stores. 
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Combination colors are popular, with 
black and white still taking the lead. 
Patent leathers are still the leading sellers, 
with oxfords holding the lead in the race 
for popularity. 


Novelties Selling Well 


A resume of what is doing in some of 
the leading stores discloses that at the 
Ames Company they are having quite a 
run on a white reignskin oxford. It has 
six eyelets and the shoe hugs the ankle 
closely. It is lasted to fit up high in the 
arch for comfort. It has stitched tips, 
medium toe, white welting, and covered 
Cuban heels. 

The Pocock-W olfram Company is push- 
ing a Summer sandal, and is having equal 
success. It is shown in all patent, all 
white calf, polo gray calf, green calf and 
blue calf. 

The Linder-Coy Company is selling 
one-strap and lace oxfords. A one-strap 
pump in gray ooze calf, white ooze calf, 
patent leather, and brown Russian calf 
also is going well at this store. 

The May Company is having quite a 
run on black and white pumps and ox- 
fords. A white buckskin pump with pat- 
ent leather saddle and strap over the in- 
step, stripe at the tip, white welt soles and 
low heels is a good seller. So is a white 
reignskin pump with patent leather one- 
strap and overlay about the vamp. It 
has black enamel military heels. 





Louisville Notes 
Welt Department Added 


Vogel Brothers Shoe Mfg. Co., Louis- 
ville, has recently added a welt depart- 
ment, and is now equipped to make welts, 
turns or McKays. The company makes 
women’s shoes and a few childrens, having 
a capacity of a little better than 1,200 
pairs daily. 


No Trading Stamps After 
June 13 


Merchants of the state under the new 
anti-trading stamp law on June 13, will 
wind up stamps, as that is the date that 
the law becomes effective. They will be 
redeemed for a period of ninety days 
thereafter. A case to test the constitu- 
tionality of the act is expected from the 
trading stamp companies as soon as an 
arrest can be arranged after the law 
becomes effective. 


Live Model In Window 


Byck Brothers during part of the week 
of May 22, had a live model on hand to 
display the “Foot Saver” line of the 
Julian Kokenge Company, in one of its 
Fourth avenue windows, the display 
attracting very good attention. 
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Showing the emphasis laid on polishes and shoe dressings by one retail firm—the Holff-Wilson Department Store of St. 


Louis. 


The window was trimmed with fixtures furnished by the Boston Blacking Company, of East Cambridge, Mass. 


How We Increased Our Sales of Polish 


lasts as long and for which such a 

small retail price is asked as shoe 
polish, and in turn, its “‘aide-de-camp” the 
shoe brush. George O. Jones, Secretary- 
Treasurer of the Massachusetts Retail 
Shoe Merchants’ Association and mana- 
ger of Willson’s Shoe Shop, Boston, knows 
the truth of this assertion full well, and 
has made such successful plans as to the 
display and selling methods of shoe 
polish that he weekly rolls up a goodly 
profit from this member of his findings 
department. Said Mr. Jones: 

“T have found that the best way to han- 
die shoe dressings, especially during this, 
the best selling time of the year, is to fix 
up a little department for dressings ex- 
clusively, right in the front part of the 
store, where the customer may see it 
immediately upon entering. A polish 
display case can be attractively arranged 
just now in connection with a display of 
white shoes and hosiery and on the 


‘oo is no shoe accessory which 


Based On an Interview with 
GEORGE O. JONES 
Manager of Willson’s Shoe Shop, Boston 


shelves in back of this small shoe polish 
‘store’ may be carried a larger assort- 
ment of liquids, pastes or powders, as the 
case may be. Patent leather repairer, 
also white heel edge stains are good sel- 
lers and can be carried with profit. We 
have found that liquids and pastes sel] in 
larger proportion than powders. For 
traveling, pastes are the favorites, be- 
cause there is no danger of bottle breakage 
and consequent ruination of clothing. 

“The turn over in dressings is really 
wonderful, if you really wish to push 
them, and as to sizing up your stock, that 
is something which you can do at a 
moment’s notice almost. Each week is 
about the period when stock should be 
taken. 

“It is not well to over-play dressings, 
nor in fact any shoe accessory. Care 
must be taken not to antagonize your 
customers. If you have a crew of say 
10 or 12 or more salesmen, divide your 
forces as to accessory selling. Say to 


perhaps five or six salesmen, ‘You talk 
shoe polish; you talk hosiery; you talk 
buckles; you talk shoe strings, etc. In 
selling shoe polishes, I instruct my boys 
not to say to the customer, ‘Do you want 
any shoe polishes today?’ But to say 
rather, “This is the polish that takes care 
of your shoes.’ If the customer says, 

“*Now this white kid shoe which I 
have just bought, what is good for that?’ 
Your salesmen should be instructed to be a 
good Irishman and reply by asking an- 
other question, 

““*What have you used?’ If the cus- 
tomer replies that she has used something 
which you know is good, say: 

“* ‘Fine, we have some of that.’ If the 
preparation which she mentions as baving 
used is not good for the white kid shoe, 
you might tell her that what she has 
used was more particularly adapted to 
something else, but that the kind which 
you mention is just the dressing for that 
particular shoe.” 
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Kescot Overclasp 
IS THIS SEASON’S 


REAL NOVELTY 
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> Used on all styles of overshoes, either 
» single, in combination with one regular 2 
clasp or in complete sets. 


= Quickly and permanently mounted 5 
= with Kescot Bench Press. 2 


: Made in every conceivable shape, e 
> finish and design. 3 


Solid as a rock—will not rust 
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: The : 
Kescot Overclasp | 


is a stylish rainy day ornament 
that is bound to become a 


PERMANENT FEATURE 
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Patent Pending 


THE KESCOT OVERCLASP 


MANUFACTURED ONLY BY 


KESCOT MANUFACTURING CO. 


KESCOT BUILDING PROVIDENCE, R. I. 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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“che Sweetest Story Ever Jold” 
CARL E.SCHMIDT & Co. Inc. 


‘adit DETROIT, MICHIGAN 
‘Canners of the Schmidt Calf Leathers 





June 


SCHMIDTS SATIN WHITE uppe 
Beautiful Shoes for &very Occasio’ 
Washable will not turn yellow 
Smooth and &ric Grain 


Ul the Schmidt Calf Gathers 
re Full Grain 





com 
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CARL E.SCHMIDT & Oo\ Inc. 


cc a - + 
‘(anners of the Schmidt Calf Leathers 
-DETROIT,MICHIGAN Boston, MASS: 
“Representatives, 
H.B.ALTENDERFER A- de J-R-Cook 
“Philadelphia San‘Francisco 
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Leather Demand Shows Increase 
Indications Are for More Activity and Market Will 


HE feature of the leather markets 

the past ten days has been the 

larger demand for both sole and 
upper leather. There have been a number 
of good sized sales of union leather at 
market prices and also clearance sales of 
some sole leather at the old prices. While 
shoe factories are not running at top 
production, there have been more orders 
booked and the indications are for a much 
busier period than has been experienced 
during the- past few weeks. It is the 
general belief that the markets for both 
leather and shoes will continue to broaden. 
Old stocks have been pretty well cleared 
up and buyers are interested in replenish- 
ing their supplies. In addition to this, 
there is a more healthy export trade. In 
upper leather there is more activity 
noticed in glazed kid. Tanneries are 
operating a larger capacity and while 
most of the glazed kid tanneries are 
running, many of them are at reduced 
output. There is still considerable 
comment at the continued high prices of 
kid, but these prices are dependent upon 
high-priced raw material. 


Prices Firmer 


Prices of finished upper leather are 
firmer. Sales are averaging larger of calf, 
side leather, glazed kid and patent 
leather. Shoe manufacturers are carrying 
but small supplies and they are obliged 
to enter the market for larger purchases 
to take care of their orders for shoes. 
There is less disposition to haggle over 
prices and look for broken stocks. It is 
still understood that the bank and bargain 
stocks are practically cleaned up and this 
will materially assist in stabilizing the 
market. 


Better Call for Calf 


The call for the better grades of calf 
leather is improving from day to day. 
The standard tannages are quoted at 40c 
to 43c and 45c for the top selections of 
colored calf. The other selections range 
at 40c, 35c and 30c. There are cheaper 
grades on the market ranging from 20c to 
30c a foot. Blacks usually bring from 
two to three cents less per foot. The 
better grades of suede calf run from 50c 
to 65c per foot and there has been a steady 
call for the best finishes of suede. The 
cheaper suede runs from 35c to 50c per 
foot. 

Side Leather Demand Improves 
The improvement in the call for side 


leathers is for the better finishes which 
resemble the best finishes of chrome calf. 


The heavier staple grades of side leather 
which go into the heavy shoes for working- 
men in the agricultural sections has been 
slow, waiting for improvement in indus- 
trial and agricultural lines. The cheaper 
grades of side leather have been in fair 
call and prices are firm with little change. 
Side leathers range all the way from 15c 
to 28c per foot, according to quality, 
selection and tannage. There is a fair 
call for buck leather which is quoted at 
30c to 38c for colored side buck, with the 
genuine buck leather from 55c to 70c 
according to quality. 


Good Call for Patent 


The call for patent leather continues 
large and it is expected that patent 
leather oxfords and slippers for women 
will be popular late into the Fall. Shoe 
manufacturers are still cutting con- 
siderable patent stock. Prices are firm 
at 43c for the top grade of chrome patent 


Likely Continue to Broaden 


side downward according to grade and 
quality. Cheaper leather such as snuffed 
patent sides, bring from 15c upward 
according to weight and selection. Patent 
colt and kid are wanted in the usual 
amounts for high-grade shoes, with quo- 
tations 60c to 70c per foot for the top 
selections. 


Kid Tanners Fairly Busy 


There have been larger sales of glazed 
kid reported. There is a better call for 
black and colors, particularly the tans 
and browns, are in good call, although the 
top grades have been moving slower. The 
better demand is for the medium grades. 
The high price of raw stock is responsible 
for keeping kid leather at such high prices. 
Standard tannages of colors are quoted at 
65c to 80c per foot and downward accord- 
ing to quality. The larger sales are made 
on the basis of 40c to 60c. The medium 
grades range from 30c to 45c per foot. 





Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak Today 
Calf, suede top grade......... $0.32@$0.35 $1.40@$1.50 $0.50 @$0.60 
Calf,smooth, colored, top grade .28@ .30 1.40@ 1.50 40 @ 43 
Calf, smooth, black,top grade .26@ .28 1.30@ 1.40 35 @ .38 
Side leathers, colors, top grade. 18@ .22 75@ 1.00 20 @ .28 
Side leather, black, top grade. 16@_ .20 65@ .90 20 @ .26 
Genuine buck. . 45@_ .50 1.40@ 1.60 .60 g -70 
White buck, “4 grade ‘(side lea) 28@ _ .30 .90@ 1.00 35 38 
Elk, heavy side. ‘P 24@ _ .26 .65@ .70 20 @ .24 
Kids, colors, best fancy. Debate x 35@_ .40 1.40@ 1.65 70 @ .80 
Kid, colors, top grade........ 28@_ 30 1.35@ 1.60 60 @ .70 
Kid, black, top grade......... .28@ .30 1.35@ 1.50 60 @ .65 
Kid, medium, colors.......... -20@_ .24 -70@ 1.10 30 @ 45 
Kid, medium, black. . : 18@ __ .22 .60@ 1.00 25 @ 40 
Kid, cheap... 06@ .12 .20@_ .36 .. @ JS 
Chrome petent si sides. Pee .25@ .30 85@ 1.05 40 @ .45 
Patent kid. . 100@ ... 1.40@ 1.60 60 @ .75 
Sole Leather (price per pound) 
Green Hide Sole. . er 33 56@~ .58 .28 @ .30 
Union. . Be 36 9@ .. 45 @ .50 
No. 1 oak backs. . py ee ae 38@ 39 92@ .95 45 @ «453 
No. 1 oak bends, shoe mfrs.’ use 46@ AT .98@ 1.05 50 @ .60 
No. 1 oak bends, finders’ use.. .-@ 48 1.15@ 1.25 65 @ .75 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc. . ..@ .18% 52@_ .55 164%@ .17 
Heavy Texas steers, for sole 

leather. . ..@ «18 @ & @. .14% 
Light native cows, for side up- 

upper leather ..@ 17% --@ .62 @ .14 
Branded cows, ‘for light ‘sole 

leather. . ..@ 17% ..@ 50 @ .12% 
No 1 buffsfor heavy upper ‘and 

side leather. . -.-@ 26 45@ .50 094%@ .10% 
No. 1 Chica City calfskins 

for fine calf leather......... ..@ 17% .80@ 1.02% = @ .17 
Kips for upper leather. . ..@ 16% 65@ .80 ll @ 4.16 

4 hides, for hemlock sole lea. ..@ .30 A2@ «46 16%o ae 
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Doctors § RY AY 
Recommend 





Above is Bellevue Hospital, New York, where 
many of the nurses wear Keds. One of them, 
Miss R. G. Brooks, writes: 


“I have worn Keds for duty while nursing both in 
the Hospital and private nursing and found them very 
satisfactory and comfortable. I am pleased to recom- 
mend them.”’ 


Hospitals are great outlets for Keds. Nurses, doctors, hospital attendants wear 
them and recommend them. 


Here are two dealers who have sold Keds Mr. G. Sigmund, Washington, D.C., writes: 


to nurses. “As you know, last year I only bought one pair 

Bie BE Benficher, Now Yeok. waltest of a size and filled in as I sold them. This 
sibbora 4 year the demand for this shoe has been so great 
“We found Keds to be very adaptable for use that I am buying them in case lots.” 


as duty shoes for nurses in the various hespitals 


in our neighborhood. We find the Keds line it ore selling Keds to doctors, nurses, 
constantly increasing in popularity. All our ospital attendants and others who wear 
numbers are entirely satisfactory.” what they recommend? 


United States Rubber Company 


Plan to take in the Boston Show, July 10-13 
En 
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New Developments in Rubber Shoes 


The “Clincher” for Men Makes Its Appearance 





The Women Are Again 


Remembered with an Empress Gaiter Boot 
“De Luxe,”’ Also the ‘Radio’ 


N these warm,sunny, spring days when 
the order of the day is canvas rubber- 
soled shoes, it may seem out of place 

to talk about such apparently out-of-sea- 
son goods as rubbers and fur-topped Rus- 
sian Gaiters, but, are they out of season? 
Relatively speaking, they are not. 

Just as the rubber manufacturer is 
now thinking ahead to 1923 and 1924, so 
must the retail shoe merchant consider 
the coming fall and winter and plan his 
business on that basis. He must consider 
the. probable demand for rubber boots, 
arctics, and shoes. He must know the 
styles and lasts of leather shoes in order to 
make an intelligent selection of rubbers to 
fit over them; and he must keep pace with 
all new developments that take place in 
the manufacture of rubber shoes. 

For instance, two years ago one of the 
largest rubber companies devised and 
perfected an entirely revolutionary type oi 
women’s footholds, called “Snugs”. The 
advantages of these footholds, with 
which the trade is now familiar, were 
many. Built with a stretchable, though 
strong sole, the ‘““Snugs’’ were designed to 
fit every style and width of women’s 
shoes. Made in only one last and in five 
sizes (each size fits 4 size above or below) 
the advantage to the shoe merchant is 
apparent. A small stock, large turnover, 
and the wait-on-yourself feature induced 
by the attractive display cartons in which 
they are packed, caused a widespread 
demand almost immediately for these 
footholds. Every merchant who is 
interested in keeping his regular stock of 
footholds at a minimum and yet be able to 
take care of his trade at all times should 
know about these “‘Snugs.” 


The “Snug” Idea for Men 


Following the success with “Snugs’’, 
the same company carried the idea along 
and developed a men’s clog or sandal on a 
somewhat similar principle. The same 
elimination of the multiplicity of lasts and 
widths enables the merchant to do busi- 
ness on a fairly small stock with the 
resultant larger rate of turnover and 
profits, on these rubbers—Clinchers, they 
call them and they are everything the 
name implies. They fit neatly around 
the shoe and are so designed as to prevent 
ihe annoying bulging out above the shank, 
which characterized the old type and 
iften filled the rubber with mud and water. 


These shoes have the same wearing 


qualities as the old type with the added 

advantage of better and quicker fitting. 
According to reports, the “Clinchers” 

are meeting with a brisk demand and the 





An Empress Ganter Boot “De Luxe’ with grey 
uorsted upper Asrakan cuff. Nade by Cam 
bridge Rubber Co., Cambridge, Mass 


fact that many merchants are replacing 
the old style clogs with this new improved 
type, indicates that they are keeping 
abreast of the times in rubber shoes as well 
as leather. 

Warren MacPherson Home 

from Enrope 
Warren MacPherson, President of the 


Cambridge Rubber Company of Cam- 
bridge, has returned from an extended 





This s the way the men’s new “Clincher” looks 
when fitted neatly over shoe-—Made by Hood 
Rubber Products Co. 


trip abroad which was taken part for 
pleasure and part for business. 

“Conditions in foreign countries” said 
Mr. MacPherson, “are as yet unsettled 
and the outlook for large business abroad 
in the immediate future can hardly be 
considered promising.” 

“The come back” ability 
some of the countries which were badly 
mutilated by the war, is a remarkable 
illustration of the native determination 
not to be downed.” : 


shown by 


“Flapper” Found Abroad 


“Footwear marts abroad show evidence 
of prosperity and offer many suggestions 
for practical ideas that could be incorpor- 
ated into American fashions with every 
prospect of public approval. Here, as 
in Europe, we must supply the “‘Flappers”’ 
what they desire, but in spite of the 
present hysteria, there is still an insistent 
demand for refined and staple footwear. 
The best of the European ideas have been 
used in the latest addition to the “Camco” 
line an Empress Gaiter Boot “De Luxe,” 
with gray or navy blue worsted upper, 
topped with an Astrakhan cuff and held 
together with silk cord frogs. This has 
been designed for the girl who does not 
care to pursue the present “Flapper” 
tendencies in rubber footwear, and who 
desires a refined boot ““Chic’”’ and service- 
able. . 

“For the girl who is looking for some- 
thing entirely new, we have produced the 
“Radio” Boot, which is certainly an 
innovation in rubber footwear; this slips 
on easily over the shoe, and protects the 
ankle from rain and snow. 

“Even though conditions in Europe are 
not favorable, we have every confidence 
in the stability of the American footwear 
business for the coming season, and are 
at present lined up for a record year.” 


Republic Takes Over 
**Air-Peds”’ 

The announcement that The Republic 
Rubber Company has taken over Air-’ 
Peds is particularly interesting to any 
trade serving customers who are con- 
tinually on their feet, as well as the 
footwear trade in general. 

Air- Peds, formerly owned and sold by 
the Pioneer Products Co. of New York, 
were introduced in the American market 
about two years ago. On account of their 
their resiliency and 





non-skid feature, 
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RADIO‘ BOOT 


TRADE MARK REGISTERED) 


“ONJAND OFF IN A FLASH, OVER THE SHOE” 
























Your orders should be placed 
early to insure delivery.4jThe 
name [of Jobbers who carry 
the “RADIO” Boot {will§be 
supplied on request. 


ORDERS TO DATE FORECAST TREMENDOUS DEMAND 


The most perfect and highly refined all-weather boot for the American 
Girl. Misses’ and Children’s carry Gray Astrakhan Cuff. Above 
illustration shows Women’s Model with Black Astrakhan Cuff. 


CAMBRIDGE RUBBER COMPANY 


CAMBRIDGE, MASS. 


MANUFACTURERS OF 
RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 
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neir prevention of feet sweating, they 
juickly became popular in the sporting 
field. Golfers especially like Air-Peds. 
People who are continually on their 
feet have seen the value in Air-Peds so 
that they have quickly become popular. 

The Republic Rubber Company located 
at Youngstown, Ohio, have made an 
arrangement with the Pioneer Products 
Co. whereivy they will control exclusively 
the manufacture and distribution of Air- 
Peds. It is stated that Republic salesmen 
are already in touch with the jobbing 
trade, especially jobbers who sell supplies 
to retail merchants serving people who 
are continually walking. 

Republic officials state that the im- 
proved Air-Peds which they are now 
producing are lighter and constructed of 
such tough and resilient rubber that the 
product itself is greatly improved. 


Rubber Quotations 


The lower grades of plantations were 
firm, although no particular interest in 
them was shown. Paras were dull and 


unchanged. 
Plantations— 
First latex, crepe, spot.... . 15 @.. 
ee Cl 
| eee = —«E 
Ribbed, smk, sh., spot..... 15 @.. 
Juby-Sept......:........ 15%@.. 
QebEhee.. occ cc icccsccs., RGR, 
*Brown crepe, thin, cl’n.... 14 @.. 
ere: 
Amber— 
~~. oe a a le 
tt ee ae a 
Pe Chttccnsstvencacen Ses 
Para—Up-tiver, fine....... 18 @.. 
I en Ss ok adc xk @12% 
8 eee ll 
eer eee Pe 8 G.. 
Caucho, Ball— 
eee Ce 
ere le 
RAS sn eceiceubaees:s @9% 
*Centrals— 
i RRS) pe ear ere @10 
Tb abkccoscacsae ca 
_ ere 
*Guayule— 
i ee ee, 
TT ee a a 
*Balata— 
Block, Ciudad........ é @55 
Block, Colombian.... . @42 
ERS eee 
SE ccaskdcsvstes sks a ae 
*Benguella— 
eee eee 
*Kassal— 
yee ys ee | ae 
Pw, nosis cin BD GS 
Nominal. 
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Scrap Rubber 


Influenced by the continued depression 
in crude rubber, the market remains dull 
and otherwise featureless. 


Boots and shoes........... 2%4@ 
Arctics, trimmed. ......... 1%@.. 
Arctics, untrimmed....... . 14@.. 
Inner tubes, No.1.......... @ 3% 
Inner tubes, No. 2......... @ 2% 
Hose, steam, fire.......... 4@ % 
Tires-Automobile.......... y4@ % 





Mr. Adams has been connected with the 
Endicott-Johnson firm for the past 18 
years, nine of which have been spent in 
Buffalo, and he will continue to act as 
salesmanager for the branch which has 
offices in Ellicott Square. The store on 
Seneca Street will be managed by Mr. 
Baxstresser, who had filled that position 
since its inception under the Larkin 
regime. 

The store will be operated on the same 
policy as of old, carrying the same lines as 
formerly and concentrating especially on 
medium-priced goods. Although the store 
carries women’s and children’s footwear, 
its volume of business is in men’s shoes. 


James H. Stolley Ill 


James H. Stolley, local sales representa- 
tive of A. S. Kreider Company, has been 
ccnfined to bed for the past week with a 
severe attack of quinsey. Jim’s many 
friends are hoping for his early recovery. 


To Build New Store 


Plans have been completed for the erec- 
tion of a new building by the Hens & 
Kelly Co. on the site of their present de- 
partment store. The new building will be 
built in sections in order that business will 
not be interrupted. As the rear of the store 
on Pearl Street is the first section to be 
built, the shoe department which is lo- 
cated there will be moved to the second 
floor, temporarily at least. When com- 
pleted this department promises to be one 
of the finest in any store of its type in the 
city. 


Uni-Lak to Have New Home 


K. B. Mathes, proprietor of the Uni- 
Lak Company, now located in Jefferson 
Avenue, Batavia, has purchased land and 
will erect a one-story building, 100 x 40 
feet in South Lyon Street, to which place 
he will move his business. The building 
will be of concrete, steel and wood. Mr. 
Mathes manufactures a chemical that is 
applied to heels and bottoms of shoes. The 
building he is forced to leave is owned by 
the E. N. Rowell Company, manufacturers 
of paper boxes, which will utilize all of the 


space 
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New Store Planned 


Joseph Pudaloff, who conducts an ap- 
parel shop with a boot and shoe depart- 
ment at 123 Ridge Road, Lackawanna, 
plans to open a similar establishment on 
Falls Street in the east end of Niagara 
Falls, about July 1. He carries a compre- 
hensive line of men’s, women’s and chil- 
dren’s shoes of the more moderate-priced 
grades. 


Shoe Man Made Postmaster 


J. Edward Gubb, Batavia shoe dealer, 
was nominated by President Harding on 
April 18 to be post master in Batavia to 
succeed John F. Ryan, Democrat, He 
began his career as a clerk in a shoe store 
in Batavia and later became a traveling 
salesman for a wholesale shoe house. He 
has been in business for himself in Batavia 
since 1902. 

Mr. Gubb has received no word of 
when he will receive his commission, as 
the nomination must be confirmed by the 
U.S. Senate. He intends to continue his 
business at the present location 54 Main 
Street and his son, William M. Gubb willin 
all probability be placed in charge. 

Mr. Gubb has been a prom.nent Mason 
and has served as president of the Y. M. 
C. A. He served as chairman of the 
Republican County committee in 1907 
and during 1915 and 1916 as city council- 
man. He at present is a member of the 
board of health. He is also active in the 
affairs of the Presbyterian Church. 


Store Being Remodelled 


Forsyth’s shve store at 57 Seneca Street 
is at present undergoing improvements 
which promise to make it one of the most 
attractive establishments of its kind in 
that section of the city. The entire front 
of the store is being remodeled, new dis- 
play windows are being constructed and 
modern fixtures installed. In connection 
with this improvement an extensive hos- 
iery department will be added and shoes 
will be displayed in conjunction with 
appropriate hosiery. This store is one of 
the oldest in Buffalo, having been estab- 
lished in 1853. Its present manager is 
F. W. Carter, who has held this position 
for several years. 

It is intended, not only to improve the 
present store, but also to open a new 
branch at 2135 Seneca Street in the 
Cazenovia section of the city. The branch 
will be ready for business before June 1 
and wiil carry a complete line of men’s, 
women’s and children’s footwear. It is 
believed that this store will fill a long 
felt want for a high-class shoe store in this 
south Buffalo community. The firm’s 
expansion will not end with the estab- 
lishment of its first branch, but on the 
contrary it is planned to open other 
branches when the opportunity presents 
itself. 
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ORDER THESE FIFTY 
NUMBERS TODAY 


ON THE FLOOR — READY TO SHIP 


No. 3501 Whit Canvas One 
Strap Flapper Pump, Hand Turned 


Low Covered Hee B, C and D 
Widths... se $2.35 
No. 2502—Same style as above in 
better grade and of White Eve 
Cloth. B and C Widths... ..$3.00 


No. 4205—Same style as 3501 in 
all Black Satin. Jet ornament on 
throat. Flexible McKay. June 15 


Delivery. C or D Width... .$2.50 
No. 2704—Patent Chrome Cut 

out Quarter One Strap, Silk 
Cord Bound, 13-8 Military 
Heel, Rubber Top — Lift, New 
Process Flexible St. Louis Made 
McKay, B and C width $3.50 
No. 2710—Exact above in 





Black Kid, B and C “width $3.50 


No. 2704 


No. 2705—Patent Chrome One 
Strap Grecian Cut Out Quar 
ter, Silk Cord Bound, 13-8 Military 
Heel, Rubber Top iift, New 
Precess Flexible St Louis Made 
McKay, B and C Width $3.50 


No. 2709—Exact as above in 
Black Kid, B and C width $3.50 





No. 2705 


No. 2707—Patent Chrome One 
Strap Grecian Cut Out Quar 
ter, Silk Cord Bound, 8-8 Flapper 
Heel, New Process Flexible St 
Louis Made McKay, B and C 
Widths. .... . $3.50 


No. 3682—Same style as above 
with Cut Outs in Vamps and 
Quarters, 13-8 Mil. Heel, A. B 
and C Widths $3.85 





2707 


No. 3503—White Canvas One 
Strap, Hand Turn, Full Junior 
Louis Heel B, C and D Widths. 

$2.50 


No. 3502—White Canvas One 
Strap Turn, 12-8 Military Covered 
Heel. Cand D Widths...... $2.35 


No. 1300—Same style as 3503 in 
Patent one strap, Flexible McKay, 
full Junior Heel, Imitation straight 
tip, Cand D... 











Dave W. Saifer Shoe Co. 


37 S. WELLS ST. CHICAGO 
TERMS—3 PER CENT 10 DAYS, NET 30 
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remember 
that name! 


Patent Applied for 





order 
this slipper! 


Send for your sample today of this 
new, record-breaking Felt Slipper, 
with a genuine chrome leather sole, 
welt-sewed and with an inner cushion 
sole and spring heel. 


It’s a truly beautiful slipper—beauti- 
fully made and sells out faster than 
any house slipper you ever handled. 


To see it is to order it! 


Prices: Women’s, $1.15; Misses’, $1.10; 
Children’s, $1.00. 


Send for Samples and Prices 


The Boston Felt Slipper Co., Inc. 


289 Congress Street, Boston 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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George Lovely in the 
Ring 


This Popular New England 
Salesman Never too Busy to 
Help Others 


Passing over the earlier years of 
George J. Lovely, we find him at the age 
of 15 in the employment of the old firm 
Batchelder & Lincoln, 96 Federal St., 
Boston, filling the responsible position of 
office boy, some of his duties being to sort 
the mail, fill sizes, run errands, and 
serve as general factotum to all the 
visiting buyers. 

At that time Batchelder & Lincoln were 
the leaders in the jobbing trade. In those 
days retail merchants had their wants 
supplied direct from such houses, and 
office boy positions were the preliminary 
schools for future promotions. To 
become a salesman was the ambition of all 
budding shoe aspirants so from 15 years of 
age until he was 21, George “plugged 
away” with his ears wide open to all that 
he could learn in the essentials of sales- 
manship, and finally launched his little 
boat on this tumultuous sea, to cover the 
extensive territory of Eastern Mass- 
achusetts for Batchelder & Lincoln, his 
“cargo” embracing every known kind of 
footwear from the then popular knee boots, 
brogans, and soft-toed congress to the 
comfortable carpet slippers. 


Successful from Start 


Young George was a_ pronounced 
success from the start, for we hear of him 
being sought after by other houses, to be 
ultimately engaged by the Walton & 
logan Company of Lynn, Mass., who 
were just establishing their business, 
specializing in boys’ and youths’ shoes. 
\t this stage of the shoe trade, it was 
iimost an unknown feat to sell direct from 
the factory to the retail merchant, but 
(.eorge was assigned to this “‘unexplored 


BOOT AND 


(This Department is conducted by Helen M. 
Haney, Associate Edilor) 





world,” his territory being East of the 
Mississippi River. 

Our embryo salesman would sell his 
shoes, book the order, finish his trip, and 
return to the factory where he would 
select his goods and pack them up in case 








JOHN E. FOLAN 


Who for the past thirteen years has sold the 

product of the Converse Rubber Shoe Company, 

to the retail shoe merchants of Boston and 
vicinily 








lots, but the billing and collecting were 
left to his understudy, for George was 
then ready to start on another trip. 


**Promise Only What You Can Deliver’’ 


After a period of six years with this 
house, George became associated with the 
S. H. Howe Company of Marlboro, Mass.., 
makers of men’s Goodyear and McKay 
sewed shoes. Here we see him climbing, 
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moving up a notch higher with every 
change of affiliation. He spent five years 
with the Howe Company, traveling the 
territory of New York and New England, 
at the end locating with the popular firm of 
Thompson Brothers of Campello, Mass., 
this line taking him into the “high brows” 
of men’s fine shoes, for Thompson shoes 
were as now considered among the 
leaders. With this line he confined his 
work to the territory of New England 
exclusively, up to the formation of the 
Dalton Shoe Company of Brockton, Mass., 
with which company we find him at this 
writing, serving his old love—NewEngland 
and Canada. None of the travelers know 
this trade better than he does, nor is any 
shoe salesman more liked or more warmly 
welcomed, not alone for his qualifications 
as a salesman, but because of his policies 
as a man. George believes in this motto— 
Sell shoes that are salable and shoes that 
sell themselves. The initial order of to-day 
is either the final one, or the forerunner of 
more. Know your customer’s needs and 
know what your house can do—promise 
only what you know your house and you 
can deliver.” 


Every Cloud is Silver Lined 


Tracing him back to his sporting days, 
George may be recalled as first baseman on 
the Kineo Baseball team of Moosehead 
Lake, Maine, playing this position on the 
team for six years until, when sliding 
bases one day, in an endeavor to beat out a 
single, he tore a ligament in one of his legs. 
This compelled him to abandon the game, 
and while at the time he was much 
depressed when the doctor advised him to 
give up his activities on the diamond, he 
has since learned to appreciate that 
“Every cloud has a silver lining.”” How- 
ever, George was not satisfied to stay out 
of sports and so took on golfing as a 
substitute at which he soon became a 
semi-professional. 


Always on Firing Line 


Sixteen years at golf has put him in theold 
men’s class—not in age, though—merely 
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Last No. 580 
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Oxfords—Ready to Ship 


155—Harvard. Imp. Bd. Black Calf Ox. 
v3, = Sa, |. Seer $7.00 


160—Harvard. Tony Bro. Calf Ox. Last 
No. 580. Price..... Mes aaa $7.00 


162—Yale. Tony Bro. Calf Ox. Last No. 
De: WON ci kiebive dedsechsnteacuys $7.00 


340—Dartmouth. Vici Kid Blucher Ox. 


Last No. 390. Price .........ccceces $7.25 


440—Dartmouth. Havana Brown Kid Blu- 
cher Ox. Last No. 390. Price........ $8.00 
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The Shoe with the 
Anchored Arch 


Here is the shoe that keeps good feet good 
and makes the science of shoe fitting an 
easy part of the great business of shoe 
merchandising. 


This shoe, once in your store, will find a regular 
place in your stock. You'll find you cannot do 
the biggest and best business without it. 


As the older types of shoes fell into the class of 
“arch destroyers’ this new type of shoe naturally 
falls into the class of ‘‘Arch Preservers’’. There- 
fore we call it the 


“Just Wright” 


Arch Preserver Shoe 


It is the first and the only shoe which recognizes 
the necessity of modeling shoes with the relative 
length of fore part and rear part corresponding 
with the anatomical divisions of the human foot in 
order to make scientific shoe fitting a possibility. 


They are the first and only shoes with which is 
provided a definite system of fitting based upon 
the system employed in modeling the lasts upon 
which the shoe is made. A trial in your store 
will reveal sales and profit possibilities little 
dreamed of. 


Send for Catalogue 


E. T. Wright & Co., Inc. 


Rockland - - - Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replics to advertisements. 
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in the game. He is among the first 
members of the Braeburn Country Club of 
West Newton, Mass., one of the select and 
exclusive clubs in the East. His prowess 
as a golfer was demonstrated when he won 
the tournament of the Boston Shoe Trades 
Club in Wollaston, Mass. He _ has 
membership, also, in the Duquesne Club of 
Pittsburgh, Penn., The Moosehead Lake 
Yacht Club, Boston Chamber of Com- 
merce, Boston Shoe Trades Club, and is a 
past president of the Boston Shoe Trav- 
elers’ Association. You will always tind 
George in the “firing line’ in every 
activity or work of advancement in con- 
nection with the shoe fraternity. 

In the Northern part of the Maine 
Woods, he owns a cozy camp, where he 
spends his summers and does a little fly 
fishing, in this way keeping himself in trim 
for the next season of shoe selling. 

Reminiscences of Early Days 

In reminiscing, George Lovely recalls 
his early days in selling shoes. His 
greatest difficulty was to overcome the 
disinclination of the retail merchant to buy 
direct from the manufacturer—so strongly 
were the jobbers entrenched that a 
salesman from the factory was oft-times 
treated as if he were “a gold brick artist”* 
or a Ponzi, and it was an utter im- 
possibility for any salesman to deliver 
shoes direct. But persistency and honesty 
soon overcame these obstacles as is 
evidenced to-day. He tells of the days 
when the old Concord make of stage 
coach was the regular means of conveyance 
from town to town and snow storms were 
more frequent and heavier than they are 
now—often he found himself snowbound 
ina small country hotel where log fires and 
congenial landlords helped him kill many 
a dreary day. These were the days when 
the whole-souled inn-keeper would almost 
apologize for taking your money, but 
such conditions, as do styles in shoes, 
alas, have changed all too soon. 


A Prime Favorite 

For a good many years George went 
through life in single harness, up to a few 
years ago—when he came to the con- 
clusion that he could work just as well in 
double harness and thereupon deserted the 
ranks of bachelorhood to wed. That he 
married well goes without saying, for he is 
the same cheerful, open hearted and good 
natured man we knew 20 years ago— 
always working, doing good for the other 
fellow, and is a practical illustration of 
“when you want a thing done, go to a 
busy man.” 

One of New England’s most popular 
salesmen is George J. Lovely of The 
Dalton Company. 


Craddock - Terry Salesmen 
Optimistic 

_ Salesmen for part of the Craddock- 

ler:y territory met recently in Lynchburg 
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for a conference regarding an intensive 
campaign for late summer business over 
the Southeastern States. As the result of 
the talk that salesmen and officials have 
had together it is reported that the 
company officers are most optimistic 
regarding continued good business through 
the summer and fall. 


Good Chicken Hawk Story 


Arthur Raphael Chairman of Publicity 
Committee of the Philadelphia Shoe 
Travelers Association writes: 

“Did you ever read or hear of a good 
chicken hawk story—something like the 
big fish story? Well, here’s one—just 
read it. It has to do with our genial 
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popular salesman of th: Roth Shoe Manufactur- 

ing Company has sent word lo his customers that 

is on his way, and will cover his entire lerri- 
tory during the nezt few weeks 





friend Lester Hance connected with the 
Morse & Rogers Company of New York, 
branch of the International Shoe Co. 
All those acquainted with Lester's capa- 
bilities as a salesman and a monologist 
(to say nothing of his being a splendid 
chap), will appreciate hearing about his 
latest achievement. 


“A Heavy Charge” 


“It so happens that Lester has acquired 
the territory of New Jersey in conjunction 
with that of Philadelphia and vicinity, and 
last week, which was that of June 5, he 
left his charming “‘lil” wife at their home 
in Red Bank, New Jersey, and motored to 
the Southern parts of Jersey, which is his 
usual way of calling on his trade. While 
plowing through the rainsoaked red sand 
roads from Glassboro to Bridgeton and 
driving slowly because of this condition, 
on a lonely stretch in sight of a solitary 
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farmhouse, he heard a great disturbance 
among the chickens. Being in the need of 
some diversion, he set out to investigate 
the trouble and found a chicken hawk 
about to fly away with a choice young 
fowl. In less time than it takes to tell the 
story, Lester secured a shot gun from the 
farmer to stir things up and make them 
interesting. Now, this gun had not been 
used for more than ten or twelve years and, 
delighted with its resurrection and once 
more seeing the light of day, when Lester 
put the gun to his shoulder and pulled 
both triggers at the same time, not only 
did it kill the chicken hawk, thereby 
rescuing the pullet, but the trusty, rusty 
old gun shook with enthusiasm to such an 
extent that it knocked Lester, and the 
fence he was leaning on, to the ground. 


Lestcr Hance Helps with “Eats” 


“‘Fiowever, the old farmer did not mind 
the downfall of the fence in the least for 
he was indeed happy to have the chicken 
hawk killed as he had been missing 
quite a few of his chickens for some time. 

“In appreciation and as a reward, the 
farnter invited Lester to lunch with the 
family and to help eat some of the fow! 
which otherwise would have furnished a 
meal for the chicken hawk. In conclusion 
let us say that he believes in the time worn 
saying —‘Never start anything you are 
not able to finish.’” 

With this story, Lester reports fair 
business, although it requires a heap ol 
energy to get it. 


Philadelphia Shoe Travelers’ 
Doings 


The regular monthly meeting of the 
Philadelphia Shoe Travelers’ Assn. was 
held at the City Club Saturday, June 3, 
and though there was a steady downpour 
of rain all day, the true spirit of the com- 
mercial traveler prevailed, for bad weather 
did not hinder, and, like true ‘“‘Knights of 
the Grip,” they braved the storm to 
attend the meeting. 

It was one of the largest turnouts of the 
season, but there was a reason for it. 
Murmurings and whisperings had reached 
many of the boys as to the big things being 
accomplished and of the pleasant moments 
spent at the meetings where there is always 
plenty of ‘“‘pep’’, with no chance to grow 
weary. 

The popular priced $1.00 no-tip 
luncheons, at which the eatables are in 
abundance and good, have proven a big 
drawing card, while the prizes have offered 
an enjoyable diversion. 


Schmidt and Scanlon Winners 


J. Schmidt of Paul Brothers, well- 
known Philadelphia jobbers, won first 
prize this month, which was a solid gold 
Fyne Point Lead Pencil. Second and 
third prizes of sterling silver Fyne Point 
Lead Pencils were awarded to H. L. 
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and each one a quick seller 
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Hannahsons Fabrics are good shoes at popular a) 
prices— not cheap shoes at cheap prices. CS 

6S 

They sing a song of profits that every eR 

live shoe merchant likes to hear. & 

Don’t fail to attend Hannahsons Exhibit in the By 
Haverhill section at S 

P @ 
The Boston Show—July 10 to 13 ER 





White Whipcord Turn Flapper, a Military Heel, wide = 
Black Sat Flapper w flat 9-8 heel, imitation turn, slide strap, round toe, A-D. Code, “Judith. 


ckle, B-D. Code, “Squa 
B657—Same as above, except Slide Buckle, 9-8 heel. bet 
.$2.35 


Code, “Chic.” ... 
B658—Same as 657, except pearl button instead of buckle. 
Code, “Clyde” Vas iwaceee rE 








= k Satin Flappe nuine te ~ » eS heel, le ather lined, 
ide strap, ‘slide buc an o D. Ci ‘Bantam 
No. _ Same as above, except Rh tone button instead White Canvas Grecian One-Strap, 12-8 Cuban heel, B-C-D. 
ckle Code “Clov er” ‘ $3.25 Code, **Polly.’ 


Hannahsons Shoe Co. 


Haverhill, Massachusetts 
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Githens of the M. N. Arnold Shoe Co., 
and James L. Scanlon of the Lunn & 
Sweet Shoe Company (James sings to his 
trade the sweet little ballad, “Oh you Sweet 
Sally Lunn.) Let’s watch their orders 
grow with these new sharp pencils! 


July 19—Annual Outing 

‘‘Promptness”’ being President Scanlon’s 
slogan, precisely at two o'clock the gavel 
was sounded for order and the meeting 
proceeded in fine fashion. The various 
committees responding to the call of the 
chair reported excellent progress. George 
Weiss, chairman of the Amusement 
Committee, told of the work being done 
toward making the annual outing a bigger 
success than ever, and with the plans now 
under way a great time is expected. 
Wednesday, July 19, is the date set, and 
such interest is being shown in it this year, 
that the Philadelphia Shoe Wholesalers 
Association are considering the advisa- 
bility of closing up shop and making a 
holiday of the event for they are inclined 
to join with the travelers in their merry 
gambol. The Philadelphia Shoe Retailers 
Association, who has always assisted in the 
pleasures of the day will again be with 
them. 

Two applications for membership were 
approved and passed on, giv ing admittance 
to Russell Seebert of the J. G. Osay Shoe 
Co. of Philadelphia, and Martin Lopin. 


Interesting Round Table 


The round table talks on style, etc., are 
most interesting. Chester A. Crandall of 
Hilliard & Tabor, and Paul S. Lippincott 
of Dixon, Bartlett, Co., Baltimore, Md., 
gave their opinions this month, as to the 
trend of styles on mi-lady’s footwear. 
J. Herbert Ferris, District Sales Manager 
of the A. S. Kreider Corporation advanced 
very good ideas as to styles of children’s 
shoes. 

Wm. F. Schaell who the 
Lindner Shoe Company and the Sherwood 
Shoe Company, gave a graphic outline of 
women’s shoe conditions and also delivered 
a remarkable discourse on optimism. 

H. L. Githens of the M. N. Arnold Shoe 
Company interesting as well as 
impressive in his survey of the 
business from 1917 to the present, and 
Harry Rodearmel, Sales Manager of the 
Cotter Shoe Company of Lynn, Mass., 
in his little talk on optimism put the 
pessimist to shame. 

President Scanlan outlined the work on 
the freight and express rate pamphlet in 
process, which will list names of freight, 
express and trucking companies’ rates 
from the various shoe centers to Phila- 
delphia and nearby points. It is planned 
to send a copy to all members of the 
Philadelphia Shoe Travelers Assn. upon 
completion of the booklet. 

An A-1 Meeting 


At this meeting it was decided to 
iscontinue the monthly meetings during 
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How would you like to be the Snowman? He 
is otherwise known as “Charlie” Snow, who 
travels the Northwest for Forbush Shoe Co. 


Snow - Snow - and “Charlie” 
Snow 

This pose may be a little bit out of 
season, but we must remember that this is 
the original Snowman, or “‘Charlie”’ Snow, 
who travels for the Forbush Shoe Com- 
pany, and who owns a comfortable little 
home in the city of Jackson, Michigan. 
Last winter when the great snow and sleet 
storms were passing over the country, 
“Charlie's” estate surely looked “‘snow- 
bound.”’ And this is how “Charlie” him- 
self looked when he sallied forth to see 
how much damage his fine fruit trees and 
grape vineyard had sustained. 


The Story the Picture Tells 


It will be seen that he is shod in a pair 
of galoshes and an axe is swung over bis 
shoulder—meanwhile he is “‘looking East- 
ward,” happy in the vision of a good 
season, while he is likewise wondering how 
in the world he is going to cut off one of 
the big branches above his head without 
climbing the tree, and without exerting 
undue physical force. 

To view “Charles” 
man’s outfit is a decided novelty, as he is 
considered one of the beau brummels of 
the travelers and instead of an axe swung 
over his shoulder, one would expect a cane 
swung from his hand. In the background 
a wheelbarrow may be seen, which is yet 
to be filled with a big load of wood from 
the ice-coated branches for the 
winter’s fireplace. 

And if you look very closely, you may 
see a ladder extending from the ground to 
Now we do not im- 


Snow in working- 


trees’ 


an upper window. 
agine for a moment that this is one of the 


“snow man’s” means of entering his 











the remainder of the Summer season, and 
resumption of these meetings will be 
decided upon by the Executive Committee. 
Adjournment was at 4:15, winding up one 


of the best and well-attended meetings of 


the year. 


Lil 


house, for knowing full well his physical 
dimensions we feel that the improvised 
stairway and entrance would be far too 
small and could not be used unless in a 
case of extreme emergency. 


Big Man Takes Big Orders 


We have not seen Charlie Snow since 
this picture was taken for a full explana- 
tion of the whys, wherefors, and there- 
afters, but imagine that if he did much 
exercising amid the scenes here depicted 
he must have lost considerable avoirdu 
pois. However, if we have not seen him, 
we have heard from him, and that too, 
from Minneapolis, and he was there most 
busy writing down some very nice business 
for his house. 

Mr. Snow is considered a good style 
man and a top notcher salesman. He 
handles big accounts and does a big 
amount of business. And in summing up 
the whole evidence, we must conclude that 
the reason for his success is because he 
always keeps in training. He likes big 
jobs, not only in the summer time, but 
when at home in the winter. Brother 
salesmen, therefore, may adopt Charlie’s 
home-training methods with beneficial 


results. 


Walter G. Parsons at Buffalo 


McElwain, Hutchinson & Winch, manu- 
facturing wholesalers, a branch of the 
International Shoe Company, Boston, 
have established a resident sales agency in 
Buffalo with salesrooms at 47 West Swan 
Street. Walter G. Parsons is the Me- 
Elwain representative and his territory 
consists of four counties, Erie, Niagara, 
Cattaragus, and Chautauqua. 

Mr. Parsons has been identified with the 
Boston firm for twelve years, having been 
previously located at the Hub, where he 
was connected with the export depart- 
ment. He has traveled through Eastern 
Canada in the interest of McElwain shoes 
and intends to keep in touch with this 
business though in a less active way. 
It is the firm’s policy to identify itself 
with a number of good retail stores in 
the Buffalo district. Mr. Parsons will 
see local and visiting customers in the 
salesrooms every Monday. 


Western Conditions Improv- 
ing 

Ferdinand Rasmussen, who travels for 
the Chippewa Falls (Wis.) Shoe Mfg. Co., 
has returned from a four months’ trip of 
the Western States with encouraging re- 
ports of business improvement in all lines 
both east and west of the Rocky Moun- 
tains. Mr. Rasmussen said shoe mer- 
chants are still inclined to make purchases 
along short-time limits, but he noticed a 
growing tendency to order ahead. He 
‘regards this as the most profitable Western 
trip he has taken for at least three years 
in volume of business booked. 
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HEADQUARTERS for WHITE SHOES 











The Warm Wave Has Stimu- 
lated Demand for 


WHITE SHOES 


We can ship AT ONCE the 
famous MANNING 
‘““MEADOW-BROOK’”’ 
\WHITE SHOES 

Nationally advertised 
Popularly priced. 








No. R6890 C and D $1.85 


R6890— Women’s White Canvas McKay Oxfe “te 
Black Leather Apron, McKay White Ename 
Sole and Heel.. $1. s 








Visit us at our Booth at 
the Boston Style Show, 
July 10-13 .. 2.2.2.2. 














No. R2454 Ato D $2.25 
R2454— Women’s White Imperial Cloth, Turned 
Sole, Low Military Heel $2.25 
R2456—Same, except Junior Louis Heel, 2.25 
R2285—Same as 2456, other gr vate 3.35 





No. R2299 B to D 


The Turkish Pump 


R2299—Women’s White Imperial Cloth, Turned 
Sole, Junior Louis Heel, Fez Pattern. 2.50 | 


$2.50 





No. R2882 CtoE 
Women’s Sport Oxfords 


$2.25 





R2882—Women’s White Canvas Oxiord. with 
Patent Leather Trimmings, White Enamel 
Sole and Heel McKay : ...- $2.25 No. R2127 Cc to D $2.10 
R2881—Same as 2882, except Black Leather R2127— Women’s White Canvas, Rubber Sole 
rrimmings. : ..$2.10 and Heel, Black Leather Saddle Strap. .$2.10 


Made in our Haverhill Factories 


For other styles see our complete Spring catalog 


OUTING SHOE COMPANY, 530 Atlantic Avenue, Boston, 9, Mass. 








No. R2208 Ato D $3.35 
R2208— Women’s White Folar Cloth, Turned 
Sole, Low Covered Heel . .$3.35 
R2207—Same, Junior Louis eel. soon Oe 
R2018—Same as 2208, other grade . 2.50 


R2017—Same as 2207, Junior Louis Heel, 2.50 





- R2751 A to E $3.00 


R2751—Women’s White Sea Island, Welt, 
White Enamel Heel, Ivory Welt $3.00 


R2753—Same style, other grade......... 2.75 


FP Ah rr ny iM, \ uh rn 


Ht i HN Van 
HI rh NM 








No. R3218 D and E $1.65 
ae White Duck, McKay u's 
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Put ‘“‘Pep”’ in 


BOOT AND 


Salesmanship 


The Difference Between ‘“‘Pep” and ‘‘Peddling”’ 


1s related in ““The Rule of Thumb Science” from Chapter 1 of ‘““Salesmanship”’ by 
William Mazrwell—Copyright. Published by Houghton Miffiin Company. This is 
No. 6 in our “Pep’’ series 


Our average man is always interested 
in himself. If we are trying to s°i" a high- 
priced shoe and ask the buyer, when we 
approach him, whether he has a sales 
organization that can sell a very high 
grade shoe, we gain his attention because 
we touch his vanity, and we attach a 
tether rope to his interest because we make 
the quality of our shoe part and parcel of 
the buyer’s consideration of his own sales 
ability. We gain momentary possession of 
his interest, but if we proceed to talk about 
ourselves and our shoe without bringing 
him into the story, his mind is likely to 
pull the tether pin and gallop off to the 
consideration of other subjects. 


Consider Your Buyer a Seller 


A buyer’s interest in the quality of your 
goods can be developed to the extent only, 
that he sees in their superior quality a 
means of increasing his own business 
profits or prestige. A quality talk should 
always be from the standpoint of the buyer 
as a seller and in the identical terms that 
he would use in selling your goods to his 
own trade. If the buyer is a jobber, take 
him with you on an imaginary trip over 
his territory and talk to his trade about 
your goods. If he is a retail merchant, place 
yourself behind his counter in your imagi 
nation and talk to his patrons. In addition 
to convincing a buyer of the superior ex- 
cellence of your merchandise, you must 
also convince him that he can convince 
his trade. 

The test of the buyer’s interest in your 
description of your goods is whether you 
have made him forget that he is a buyer. 
It is necessary to bring him into the picture 
as a seller and make him see himself using 
successfully with his trade the same. qual 
ity talk that you are using with him. If 
you can make a buyer desire to remember 
what you are saying to him, so that he can 
say the same thing to his own customers, 
you have captured his real interest in the 
quality of your goods—and short of that 
you haven’t. ; 


Don’t Confess “* Unable to Interest” 


“Was unable to interest him.” I don’t 
know how many times I have read those 
words in traveling men’s reports. I may 
have used them myself when I first went 
on the road. It is a confession that no 

ilesman should have to make. He might 
as well report: “I saw Jones, but I couldn’t 

*t him to look up from his desk.” A sales 
ivan can always get attention and develop 
some degree of interest. Yet there are 
‘nousands of salesmen who do not a:ways 


successfully negotiate these preliminary 
steps of a sale and many of them fail with 
out knowing they have failed. The other 
day a salesman thanked me for my atten- 
tion and my interest in his proposition, 
when, as a matter of fact, my attention 
had been directed to the circumstance 
that he was wearing a blue cravat with a 
brown suit and my interest engaged by the 
peculiar conformation of his ears. Nor was 
my frivolity responsible for this. The man 
had a fair chance to transfer my attention 
to the thing he had to sell, but because I 
looked at him he believed he had all of the 
attention necessary. He could have ex- 
cited my interest in something besides his 
ears if he had brought up any point of real 
interest to me. But he didn’t. He took up 
his allotted time in talking about things 
that interested him, and because I listened, 
he imagined that. I was interested. 





Don’t Forget Philadel- 
phia Outing July 19 


The Philadelphia Shoe Travelers’ 
Annual Outing, Wednesday, July 19, 
at the Philadelphia Rifle Club 
Grounds—baseball and other games, 
prizes, good eats, “‘an’ everything.” 

If you are in or near Philadelphia 
on that date, join the boys at the 
outing. Particulars as to how to 
meet the boys will be published in 
a later issue of this magazine. 











The Imaginary Dinkenspiel 


I cannot lay too much emphasis on the 
point that the way to arouse a merchant’s 
interest is to put yourself in his place and 
talk to his trade instead of to him. One 
of the best salesmen I know carries with 
him an imaginary person whom he calls 
Mr. Dinkenspiel. This salesman sells all 
his goods to Mr. Dinkenspiel. He will 
start in something like this: 

“Now, there is Mr. Dinkenspiel up at 
Worcester, Massachusetts.”’ “Mr. Dinken- 
spiel is such and such a kind of man.” 
“We go up to see Dinkenspiel.’”’ “‘Dinken- 
spiel says ‘so and so’.” “We say to 
Dinkenspiel ‘so and so.’ ’’ 


Dinkenspiel a Cosmopolitan 


Dinkenspiel is the greatest cosmopolitan 
in the world, for he lives wherever this 
salesman wants him to live. He is the 
most versatile person in the world because 
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he instantly assumes any character the 
salesman gives him. However, the buyer 
can always recognize one of his customers 
in Dinkenspiel and unconsciously becomes 
a seller instead of a buyer as his mind 
follows the imagined sale to Mr. Dinken- 
spiel. 

Every salesman should have a Dinken- 
spiel, and those who sell to retail mer- 
chants should have a Mrs. Dinkenspiel, 
to whom, in fancy, they can sell their 
goods over the merckant’s counter while 
the merchant listens. 


Sell One Thing at a Time 


One final word on the second step of a 
sale. No matter how many different 
kinds of goods you have to sell, start in 
on a single article and keep the buyer’s 
interest on that article until you have sold 
it to him or convinced yourself that he 
won't buy it. Even though you are 
traveling for a jobbing house and carry a 
catalogue as big as a dictionary, you 
should commence as if you had but one 
thing to sell. Actually sell something 
before you commence to rifle the pages of 
your catalogue and drone out your in- 
quiries as to whether the buyer needs any 
of this or wants a little of that. Make a 
clean-cut sale right at the start, and sub- 
sequent orders will come a good deal 
easier and faster. I suppose this is a re- 
sult of the meeting of minds which occurs 
in an actual sale as distinguished from a 
voluntary offering in the shape of an 
order. After the minds of buyer and 
salesman have met in a real sale, they 
appear to synchronize more fully as the 
pages of the catalogue are turned. Per- 
haps this isn’t the explanation, but the 
fact remains, and I commend the method 
to every jobber’s salesman. 


** Nail’’ Down Previous Statements 


The third step is to nail down what you 
have previously said. In developing the 
interest of your prospective customer you 
will very possibly have carried him to a 
point from which there will be some re- 
action. You must expect reaction. It is 
better to have it before than after you get 
the order. Reaction after you have gone 
away with the order is very likely to mean 
cancellation. A  countermand usually 
means that you overplayed your hand. 

You have interested your prospective 
customer as you sketched the possibilities 
of your line and told him of its good quali- 
ties. You have sold the goods to “Mr. 
Dinkenspiel’’ and your customer has 
heard you do it. While he listened he 
ceased to be a buyer and in his imagina- 
tion became a seller. But before you get 
his order he becomes the buyer again. 
You have made him comprehend what 
you claim for your goods in quality and 
salability. The next step is to bring him 
to a full belief in and accord with your 
statements—by making him see a profit 
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The Cincinnati Shoe Factories 
Have Resumed Operations 


WE SOLICIT A CONTINUANCE OF 
YOUR VALUED PATRONAGE 


The Cahill Shoe Co. 


The Val-Duttenhofer 
Sons Co. 


The Duttenhofer- 
Stevens Co. 


The Holters Co. 


The Homan-Hughes 
Co. 


The Julian & Kokenge 
Co. 


The Krippendorf- 
Dittman Co. 


The Krohn-Fechheimer 
Co. 


The Roth Shoe Mfg. Co. 
The Sachs Shoe Mfg.Co. 


The Scheiffele Shoe 
Mfg. Co. 


The Stern-Auer Co. 


The Vollman-Lawrence 
Co. 


The Robert Wise Co. 


The Sam B. Wolf Shoe 


Co. 
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BOOT 


Catches 10 1-4 Lb 


Laker 


“Ed” 


After reading this caption some of the 
boys may query, “Who is Ed?” But this 
question will not be asked by any of the 
boys of the Old Colony District, for they 
will instantiy know that “Ed” is none 
other than Edward H. McMahon, one 
jolly good fellow and one who has for 
many years taken care of the finances ol 
the T. D. Barry Company as carefully as 
if they were his very own—withall a keen 
lover of the outdoor life. 

It was seventeen years ago, just two 
years after the West Outlet Camps of 
Moosehead had opened that “Ed” and 
Albert Doyle, of Wall, Streeter & Doyle, 
and Wall, Doyle and Daley, “discovered” 
Moosehead anew and on the shores of 
this great lake, forty miles long by twenty 
miles wide, the twain lit their campfires 
by night and launched their bark canoes 
by day in search of the big fish that there 
abound. 

“Ed” liked Moosehead so well that 
every spring now just as soon as the ice is 
out, he is off and away from his books to 
the great Maine woods. When he returns 
home, he always has many fish stories to 
relate and to show that they are all true, 
the trophies of his skill in the shape of 
salmon, trout, or lakers, are sent ahead of 
him. This year the ice in Moosehead was 
out April 29 and on May 5 “Ed” and 
“Tom” Mackedon (who has, by the way, 
recently commenced business in Brockton 
on his own account as the M. & H. Stay 
Company, Brockton, Mass.), started for 
West Outlet Camps, some twenty miles 
distant from the nearest little village of 
Greenville, Maine. “Ed” had his usual 
good luck in catching fish and ““Tom”’ 
made a creditable showing. 


A Deep-Water Fighter 


But there was one catch of “‘Ed’s” 
which is especially worthy of relating: 
On the Thursday before he returned home 
—to be exact, May 25—he set out alone 
with his Indian guide in their little canoe to 
try steel trolling. ‘The day,” said ““Ed’’, 
“was a perfect one and I stopped for a 
moment to cast an admiring glance up at 
majestic old Mt. Kineo, rising with its 
mass of rocks some one thousand feet 
above me—the Mt. Kineo House at its 
base. After a little while I ‘got busy,’ 
and I knew in a minute that a laker had 
my line. A laker, or togue, you know, 
always fights to the bottom. I let the line 
run out half a dozen times before I was 
sure that this deep-water champion would 
soon be over the side of my canoe. From 
the time he took my hook, just sixty 
minutes elapsed. When I put him on the 
scales he weighed 104% pounds.” 

‘Ed” said that as he had been previ- 
ously sending some pretty heavy ship- 
ments home, and the law restricts ship- 
nents to once in every five days he asked 
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“Tom” Mackedon if he would ship the 
big fellow to Brockton. “Tom” did this 
and consigned the 10144 pound laker to 
W. A. Hogan, of the T. D. Barry Co. 


C. E. Little With 
U. S. Rubber 


Announcement has been made by 
William F. Enright, General Manager 
Footwear Sales, United States Rubber Co., 
of an addition to his staff through the 
appointment of C. E. Little. formerly of 
the Beacon Falls Rubber Shoe Company, 
as Manager of Soles and Heels. Mr. 
Little will have charge of the sale of soles 
and heels throughout the country. 

Mr. Litile enters on his new duties with 
a preparatory training of unsual character. 
In his youth he worked as a bootmaker at 





Cc. E, LITTLE 


in charge of the sale of United States Rubber 
Co’s soles and heels throughout the country 


the old Colchester Rubber Company and 
later in the cutting room of the Bourne 
Rubber Company in Providence. With 
the C. S. Sisson Company oi Providence, 
shoe jobbers, he received a wide gxperi- 
ence in office work and inside and outside 
selling. 

When the Beacon Falls Rubber Shoe 
Company began business in 1899, Mr. 
Little went on the road as a salesman in 
the eastern half of New York and in that 
capacity made the first sale ever made by 
that company in the State of New York. 
Four years later he traveled eastern Penn- 
sylvania for the Lambertville Rubber 
Company. In 1906 he became Branch 
Manager of the New York Branch of the 
Beacon Falls Rubber Shoe Company, 
going from that position to become Gen- 
eral Sales Manager of Beacon Falls. He 
has remained in that position until the 
present time except that during the war 
he was Manager of the College Point tac- 
tory for the company in addition to his 
other duties. Mr. Little is a member of 
the New York Sales Manager’s Club. 
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““Cobble’’ 


or 


“‘Rebuild’’ 


Which? Do you operate a repair 
shop of your own? Do you 
“cobble” shoes or do you “rebuild” 
them? 


If you send repair work out to be 
done on contract you should con- 
sider this— 


Your Repair Work Is a Reflection 
Of Your Store. 


. 


Your shoe customers are also your 
repair customers. 


If you do a poor job of repairing or 
permit it to be done— 


If the materials used are of poor 
quality— 


The “Come back” will be injurious 


to your shoe business. 


Play safe. Use “Rock Oak” 
Finders’ leather in your shop, or 
specify it on your orders to the 
outside shop. 


Send For sample. Test it. You'll 
find it better than you anticipate. 


THE AMERICAN 


OAK LEATHER 
COMPANY 


CINCINNATI 


Chicago Boston St. Louis 
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C] Stock 4868 
7 Stock 4678 Ps ] oO Wos. White Ostex Strap 
American Beauty eBeBa White Ivory Sole, White Welt 
Black Kid |JStrap 134 inch Heel, White Rubber Top Lift, 
34 Inch Strap Goodyear Welt 
92 (Comb.) Last 96 Last 
B-D $3.50 See the Widths A-D $3.25 


Complete 
A. H. Berry Co. 
Line at 
Booth No. 106 
July 10-13 






Stock 4679 Stock 4867 
“American Beauty” : White Ostex One Strap 
PB oe a | Strap oe es White Ivory Sole, White Welt 
, 1}% inch Heel, White Rubber Top Lift, 
™ any Pa oe “4 wy ” Goodyear Welt, 95 Last sie 
$3.50 A-D $3.25 





A. H. BERRY SHOE CO. 


428-30 ALBANY BLDG., BOSTON, MASS. PORTLAND, MAINE 









FR FR Ne NE yr I CC tt OI ee 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 

















June 17, 1922 


BOOT AND SHOE RECORDER 


NEW YORK 


Retail Business Expanding 


But Firms Which Have Achieved Big Volume Have Had to 
Use Unusual Methods 


ETAIL merchants here continue to 

report expanding business. While 
trade could be a whole lot better, it is far 
more satisfactory than it was before 
Easter. Competition among the retail 
merchants is still keen and houses that are 
doing a large volume of business are forc- 
ing it by special price inducement or by 
featuring new and attractive styles. Some 
of the leading shops here now make it a 
rule to feature at least one new style every 
week in women’s shoes. Apparently this 
plan has been successful in producing a 
good volume of business. 

The drive for extremely low-priced 
shoes has bated to some extent, and sev- 
eral of the department stores that adver- 
tised shoes at around $4 and $5 a pair reg- 
ularly, throughout the Spring months, are 
now beginning to advertise their higher 
values and publish such prices at $10 and 
$12. 


Reaction Against Very Low Heels 


Reaction against the extremely low 
heels for women has set in strongly here, 
and in the opinion of some of the local 
retail leaders the 8-8 and lower heels are 


dead. At least, the best shops are not stock- 
ing them any more. The 12-8 and 14-8 
heel now appears to be the most popular, 
and many see a return of the 15 and 16-8 
Spanish Louis heel for late Summer and 
Fall wear. This type of heel makes a 
strong appeal to the retail merchant as it 
saves him in stock carrying. Such a heel, 
argues one man, fills the demand for both 
Cuban and Spanish heels. 

As a result of the wearing of extremely 
low heels, many women are now coming 
into the local shops and complaining of 
foot troubles. To cater to these women, 
one store has an extensive line of combina- 
tion last oxfords, with a 1 7-8-inch Cuban 
heel, on which it is doing a large business. 
The salesforce is given weekly lectures on 
foot troubles, with special emphasis on the 
maladies resulting from the wearing of too 
low heels by women, who for years, have 
been accustomed to higher hecls. The 
symptoms of such troubles are carefully 
noted and every salesclerk is now able to 
diagnose a case of “‘low heel’”’ trouble from 
the customer’s description and provide a 
remedy, chiefly through the oxford men- 
tioned. 
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Gored Shoes a Problem 


Will goring shoes hold through the Fall? 
Retail merchants here are undecided on 
this issue. In a recent canvas of several 
retail stores only three were found that 
were doing any volume of business in gor- 
ings. These three will carry gorings in the 
Fall, according to their executives. Others, 
including one store that was among the 
first to feature gorings and one that has 
done a large business in them, already is 
closing them out quietly at specially re- 
duced prices. One of the stores that is bul- 
lish on gorings caters especially to large 
women, with whom ease in putting on and 
taking off shoes is a large inducement. 


A. L. Goldberg Resigns 


A. L. Goldberg has resigned as president 
and director of the Lion Shoe Company, 
Inc., and is getting a new organization to- 
gether to specialize in one line of shoes. 
His temporary offices are with the G. & 
M. Shoe Co., at 78 Reade Street, New 
York City. 


Lillian Adler I Engaged 


Jacob H. Adler, vice-president of the 
Adler Shoe Company, which conducts a 
chain of men’s shoe stores in New York 
City and Newark, N. J., has just an- 
nounced the engagement of his daughter, 
Lillian Ruth, to Jacob A. Freedman. 
Prior to her engagenicnt announcement, 








N. K. STOLAR 


New Company Starts Up 


The Monarch Shoe Company, Inc., has 
opened business at 79 Reade Street, New 
York City, where they have the store floor 
and two additional floors for warehouse 
purposes. The new concern will specialize 
in novelty footwear for women, and while 


A. WOLF 


more intensively cultivating the territory 
immediately adjacent to New York, will 
nevertheless, de velop sales territory 
throughout the country. 

N. K. Stolar, president; A. Wolf, secre- 
tary; and H. Himmell, treasurer, are all 
well known in the shoe trade with which 
they have been identified all their business 


H. HIMMELL 


lives. Mr. Stolar will devote himself to the 
executive end of the business. Mr. Him- 
mell will handle the buying of merchandise 
and Mr. Wolf’s special province will be 
that of sales. All of the executive force, 
however, will interest themselves in serv- 
ing the trade in conjunction with a sales- 
force that will be developed. 
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Where to Buy 


Women’s Shoes 











The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 

In Stock Specialists of 

Women’s Shoes, Party 

Slippers and Novelties. 





Write for Catalogue 











TIT 
COLLINS & STAPLES 
Makers of Hand Turned Low Cuts 
This style in stock. Bik. Sat. 
14/8 J. L. heel. Solid sole leather 
counters and shank. Size 2 1-1 
tos. Widths A-C. Price $4.00 
leas 5 per cent 10 days. 
118 Phoenix Row, 
Haverhill, Mass. 
123 Essex St., Boston 

Room 306 
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BLEECKER STYLES 


Are the last word in footwear 
for stylish women 






















Specializing in Medium and+ 
IGH GRADE 


Imported Satin Brocadevand Metal Cloth 
$4.25 per pair and up 


mest MGUSTIN CO sewvonn 











FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 

PRICE $1.35 
Women's Quality 

Satin Boudoir 


Colore—Black, Old Rose, Copen, Orchid, 
Lavender, Alice Blue 
FREEMAN & THOMPSON SHOE CO. 
Manufacturers “Comforets” St. Paul, Minn. 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Siippers 
76 RiverSt., Haverhill, Mass. 
Boston Office 
207 Easex Street 










Miss Adler sailed for a three-months’ tour 
of Europe, accompanied by her father and 
her sister Beatrice. The party sailed on the 
Homeric from New York on June 10 and 
will return on the Majestic. London, Carls- 
bad, Vienna, Lucerne, Venice, Rome and 
Paris will be visited. Mr. Freedman is an 
attorney at law with offices at 215 Mon- 
tague Street, Brooklyn, and is associated 
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with former United States District Attor- 
ney L. R. Black and William Godnick. 
He is a member of the Republican County 
Committee, past Chancellor of McKinley 
Lodge, K. of P. member of Fortitude 
Lodge, F. & A. M. and of the Elks Club, 
Chamber of Commerce, Unity Club, the 
Brooklyn Bar Association and the New 
York State Bar Association. 


Novelties for July and August 


These Include Shoes of Patent, Black Satin and Brocade 
Footwear in Black and Colors 


a7 YNNERS” believe that the heat 

wave, which set in good and 
plenty last week, led to large sales of 
white shoes and patent leather novelties 
with cut-outs in the vamps. A number 
of white shoes and Summer novelties are 
in stock, ready for immediate delivery; 
but new styles are being made up for 
July and August sales. 

Russian oxfords, of Russia calf leather, 
with beige collars are among the most 
interesting of the July novelties. One firm 
is making a drive on one- and two-strap 
pumps, of patent leather and black satin. 
Some of the patent shoes have brocade 
quarters. They are for quick sales. Fine 
brocade shoes, in blacks and colors, are 
among the better grade types. 

Side lace oxfords are of patent leather, 
with beige leather fronts and quarters. 
Some have brocade fronts and quarters. 

School shoes, for September sales, are 
beginning to sell. 

Ten per cent boots and 90 per cent low 
cuts for Fall is the forecast of one sales 
manager. 


Sport shoes, for actual use in sports, are 
being developed by Gregory & Read, 
Lynn. Among them are baseball shoes 
for Summer time diamonds, football 
shoes for Autumnal gridirons, sprinting 
shoes for the cinder paths, and hockey 
and skating boots for the ice surfaces of 
Winter. Mr. Duffy is directing the de- 
velopment of this new type of shoes. He 
has been in athletics and shoemaking for 
20 years and more. : 

“You see,” says he, “people are put- 
ting off work clothes to put on sport 
clothes, and they need sport shoes, too. 

“The building of sport shoes is a new 
branch of the trade, comparatively speak- 
ing. And like everything else that is new 
it requires careful study of the details of 
manufacturing and merchandising. 


Fitting the Sport 
“The shoe should fit the sport, as well 


as the foot. How many men of today 
remember how quickly, in boyhood days, 


they pulled off the shoes, and ran in bare 
feet, when they ran a race. Or, how many 
recollect that, when lads, they got their 
oldest shoes from the closet, and had the 
cobbler nail a few cleats across the sole, 
so that they would grip the ground in a 
football game? Or who remembers when, 
going skating on a Wintry day, one skate 
would not hold at the heel, because the 
lifts were worn away too much, and so 
the day’s sport was spoiled.” 

“Things have surely changed since 
those times,” says Mr. Duffy. “For in- 
stance, only last Winter it was difficult 
to supply the demand for skating boots 
for boys and girls, the boots retailing at 
from $7 to $10 a pair, skates being at- 
tached to them. Likewise has the de- 
mand changed for other types of sporting 
shoes. Even the lads of the sand lot 
league wear a baseball uniform and base- 
ball shoes these days. And with golfers, 
it is true that the first need of a golfer is 
a pair of good shoes. Many a time the 
game goes to the man-who has the best 
footing. More than one grandstand 
crowd has yelled itself hoarse cheering at 
a ball, propelled by a good football boot.”’ 

“Sport shoes are becoming staple mer- 
chandise,”’ continued Mr. Duffy. ““They 
are not a fad. Just look around and see 
how many millions of people are devoted 
to sports, or consider how many millions 
are invested in sports. Notice the throng 
on every athletic field in town. All the 
world likes to play. The American idea 
of it is ‘work hard and play hard.’ To 
play the game in sports, people must 
have actual sport shoes. We are striving 
to provide sport shoes,’ concluded .Mr. 
Duffy “and from time to time we will 
undertake to show buyers samples of 
shoes especially adapted to the sports of 
the season.” 


Plain Toes—Low Heels 


One- and two-strap pumps are among 
the quick novelties of Mitchell, Caunt 
Company. Toes are plain and heels are 
low. Sides also are cut low. Materials 
are shiny black patent leather, or black 
satin with silver brocade. These shoes 
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are for quick production, on orders for 
immediate delivery. Later, the firm will 
have a long line of novelties for. the Fall. 


Plan New Hosiery Mill 


A new stocking mill is to be built in 
Ipswich, a town near Lynn. The Hay- 
ward Hosiery Company will build it. It 
is a tradition that the first knitting ma- 
chine was smuggled into Ipswich under 
a cargo of rum. That was in the days 
when it was more lawful to have a barrel 
of rum than a stocking-knitting machine. 
Ever since that time, Ipswich has been 
making stockings. 


Returns to Lynn 


George W. Herrick Shoe Company has 
moved its business back to Lynn from 
Rowley, Mass., where it has been making 
shoes for the past four months. It is 
starting up its Lynn shops with an out- 
put of 1200 pairs of welt and McKay 
shoes daily. This Company was started 
by the late George W. Herrick in 1860, 
and it has been carried on since by three 
generations of the Herrick family. 

Speaking of old established firms, a list 
was recently made up of firms who have 
been in the shoe business in Lynn for 30 
years or thereabouts. 

James D. Mullen & Son, the first on 
the list, has made shoes in Lynn 62 years. 

V. K. & A. H. Jones and Thomas have 
made shoes in Lynn for 60 years. 

Other firms, of a career of 30 years or 
more, are A. M. Creighton, Williams, 
Clark & Co., Bartlett & Somers, succes- 
sors to A. F. Smith Company; Murphy, 
Gorman & Waterhouse, successors to 
James Phelan & Sons; P. J. Harney Shoe 
Company, Travers Shoe Company, 
Brophy Bros. Shoe Company, Charles O. 
Timson Shoe Company, J. J. Grover’s 
Sons, Groundgripper Shoe Company and 
Merrill, Porter & Co. 

P. J. Harney, of Harney, Tracey & 
Crehan, has been making shoes for nearly 
50 years. Charles E. Wilson has on his 
desk a picture of ‘““The Shop in which My 
Grandfather Made Shoes 100 Years Ago.”’ 
Goodwin Bros. last makers, date their 
business back 100 years. Littlefield & 
Moulton’s box business has been running 
90 years. J. L. Libbey & Sons has been 
cutting soles for 60 years. 





New Harney Shoes 

Lawrence Lennox, of P. J. Harney 
Shoe Company, went over to New York 
last week, with samples of some Russian 
oxfords, side lace oxfords, and one- and 
two-strap pumps. Incidentally, the firm 
has made up samples of some regular 
nine-inch boots, just to learn what buyers 
think of boots. 

One of these new Russian oxfords is of 
Russia calf leather, with a_beige-color 
collar, and straps, the straps fastening 
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with two buttons. Also, patent is com- 
bined with colored calf and kid leather in 
these Russian oxfords. The heels are 13-8 
high, covered. 

The side lace oxfords show combina- 
tions of patent and colored calf and 
brocades. For instance, one shoe has a 
patent vamp, and a beige suede quarter, 
and beige laces. The heels are 14-8 high, 
covered. 

Among the one-strap pumps are those 
of handsome brocades, in black, red, blue 
and green tones; also pumps with patent 
vamps and brocade quarters. The heels 
are 14-8 high, covered. 


Can Patterns Be 
Copyrighted? 


Can designs of shoes be copyrighted? 
Lynners think not. They would like to 
do so, in order that they might control 
patterns of shoes. But it seems imprac- 
ticable. The matter comes up through 
the activities of Paul Poiret, of Paris, 
noted designer, who proposes to copy- 
right his designs in this country, and to 
charge a royalty of $3 on each copy of his 
designs that is made. 
to be no law, or circumstances, that will 
prevent any manufacturer from adapt- 
ing Poiret’s designs, and modifying them 
to met the requirements of the American 
trade. 

Poiret can copyright his name. But 
that is nothing new. Shoemen commonly 
copyright their names, or trade marks. 
Elmer E. Sanborn, of Lynn, pattern 
maker, has not only copyrighted his name, 
but he has incorporated it as “Sanborn, 
of Lynn, Inc.” 

A good name is worth a lot of money 
these days, and it is protected by. law. 
But with designs of apparel, or of shoes, 
leather lasts or patterns it is different. 
For instance, some Peabody tanners, a 
while ago, looked into the matter of copy- 
righting some designs of seal, alligator 
and walrus leather, made by embossing 
sheep skins. They found that these 
designs were originated by Old Mother 
Nature, and that any designs she origi- 
nates are common property. 


The 15 Days Schedule 


“Quick production is the order of the 
day,” says Mr. MacLaughlin, of Bres- 
nahan, MacLaughlin Company. “We 
are now able to put shoes through our 
mill in 15 days time. We aim for swift, 
accurate production of shoes, all of 
novelty designs with wood heels.” 

It is obvious that quick production of 
new styles enables merchants to keep 
pace with the development of styles in 
footwear of these times. 


The Crieghton Clock 


On the new factory which Albert M. 
Creighton will build in Lynn there will 
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Women’s Shoes 














Largest manu- 
facturers of 
soft soleleather 
slippers. 


Send for catalogue 


MAID-RITE SLIPPER CO.. Inc. 
35 York St., Brooklyn, N. Y. 

















E. A. & M.C.Witherell Co. 
Manufacturers 
Women’s Turn! 
Boots and Slippers 
Facto 
Haverhill, 


Boston Office 
Rice Bldg. Room 406 
















But there seems. 





FERN & POOR CO., Inc. 


Manufacturers 


Women’s Turn 



















WOMEN’S FINE TURNS 
and NOVELTIES 
One of our newest models. 
Hand turn kid lattice work 
quarter—in all finest 
leathers 











172 Washington 
Street 
Haverhill - Mass. 


















Makers of 
HAND TURN NOVELTIES 
In All Leathers and Satins and 
On All the Latest Lasts. 


Felstiner-O’Connell 
Shoe Co. Inc. 


41 Washingwn St. 
Haverbill, Mass. 














waeia. Aootetiiee 
of Ladies’ Pump Straps 


NU BABY SHUVE CO., East Lynn, Mass. 
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STOCKBRIDGE SHOE COMPANY 
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HAVERHILL, MASS. 
SU. SAS 











Getting New Trade 


is mainly a matter of going after it. Write. 
our Dealers’ Service it for new 
ways of bringing customers to your store. 


BROOKS SHOE MFG. CO. 
1731-41 N. 6th St. Philadelphia 
































[wee to Buy 
Men’s Shoes 
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HOMPSON BROS .SHOE 


FINE SNOEMAKERS 








BROCKTON 


Stacy Adams Co. 


Manufacturers of 




















“For Men Who Ca e 
To Dress Well” 


A Sample Order tm 
a Pair or a Doze 
Will Start You Righ: 


T. D. BARRY co. 
Brockton - Mass 














Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N.Y. 
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be a tower, and in the tower will be a big 
clock. A popular Summer pastime of 
Lynners is to suggest inscriptions for that 
clock. More than 100 have so far been 
offered, and they range all the way from 
the classic “‘Art is long and time is fleet- 
ing’’ to the snappy remark—*“‘A shoe a 
minute.” 


White Shoes in Stock 


Smith Shoe Company has in stock, 
white Polar-cloth oxfords. with black 
leather aprons. Either leather or rubber 











soles may be had on these shoes. Heels 
are 8-8 or 13-8 high. Also, the firm has 
some all white one-strap pumps, ready 
for immediate delivery. 


Hard Finish On Soles 


Some Lynn shoes are now given a hard 
finish on the bottoms. The soles are 
cleaned and bleached, and are slightly 
buffed. Then they are treated with a 
mixture of sea moss, gums and an aniline 
dye. This mixture is brushed up to a 
hard finish, or polish, of light color. Some 
think it adds a bit to the wear of the shoes. 





BROOKLYN 


Fall Business Develops Slowly 


New Samples Being Shown Retail Trade But Style Trend 
Not Yet Clearly Defined 


ALL business is developing slowly in 
the Brooklyn manufacturing center, 
but the manufacturers are fairly opti- 
mistic over the outlook. Most of the 
factories bave their salesmen on the road 
visiting the retail trade with new samples. 
A fair number of retail merchants also 
have visited the New York and Brooklyn 
show rooms of the manufacturers follow- 
ing the style show. Later reports of the 
volume of business booked at the show 
indicate that it was not exceptionally 
large, but most of the manufacturers did 
not anticipate much order placing in con- 
junction with the style exhibit 
Some new samples are now being 
brought out in an effort to hit upon the 
right thing for fall. As yet the style 
trend is not much more clearly defined 
than it was a month ago. Retail mer- 
chants who are in the market and placing 
small orders seem inclined to buy slightly 
more conservative models than they have 
been carrying. Straps in patent leather 
are still the dominating features accord- 
ing to executives at several of the Brook- 
lyn plants. Some “nibbling” has been done 
on Colonial pumps. The situation on 
these is a bit complex. Evidently Colon- 
ials are moving a bit more freely in the 
retail shops, but the call for them has not 
been sufficiently strong to influence the 
merchants to place orders in any volume 
on this type of shoe for later delivery. 
Some manufacturers here incline to the 
belief that the Colonial is due for a good 
come-back. 


Another Style Show Planned 


Brooklyn manufacturers are planning an- 
other style show to be held in October. 
The possibility that the conduct of the 
next show may be given to a professional 
promoter, rather than handled by com- 
mittees within the trade is being dis- 
cussed. Committee men who handled the 
last show feel that the work takes too 


much time from their business and that 
better results could be obtained by hiring 
a professional to stage the show and 
superintend the host of details. 


Experimenting With Boots 


At least one of the Brooklyn factories 
is devoting some attention to boots for 
fall, and several more are believed to be 
working on new models that shortly will 
make their appearance. The factory in 
question is developing a boot in a lace 
model with a cuff that may be turned up 
or worn turned down. The cuff is lined 
with leather of a contrasting nature to the 
rest of the boot. The boot laces to the 
bottom of the cuff, which probably will 
be finished with eyelets for a separate tie 
or with small tassels. 


. Loose Strap Pump Selling 


A successful model with one Brooklyn 
house for immediate selling is fashioned 
along the line of the old straight pump with 
a small instep strap which comes from the 
shank on either side of the shoe and rides 
loose. One advantage of this strap, it is 
argued, is that if after wearing, the cus- 
tomer does not desire it, it can be easily 
removed. A fancy collar and toe dec- 
oration in contrasting leather is used on 
this model. 


Higher Grades Selling Better 


Retail merchants who are placing their 
orders now are “trading up” according to 
manufacturers here. The demand for 
better quality is almost universal and the 
outlook for the better grades is much 
brighter than it was a year ago. 

“In stock” business on plain white shoes 
in the Brooklyn factories has been large. 
The combinations with white, except 
black and white, have not sold up to ex- 
pectations in many cases. One manu- 
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facturer is reported to have done an 
exceptionally good stock 
white kid shoes. 


business on 


Veteran Shoeman Leaves Wiel 


J. L. (Joe)De Nyse is severing a 20- 
year connection with S. Wiel & Company 


HAVERHILL 


on July 1. Mr. De Nyse has traveled the 
road and also acted as chief inside man 
for Wiel for several years. He has made 
no definite plans for the immediate future. 
He expects to take a vacation following 
his leaving the Wiel organization and 
probably will re-enter the shoe business 
later in the Fail. 


Good Summer Business Expected 


Strengthened Demand for Raw Materials Indicates Confi- 
dence on Part of Manufacturer-—Little Hope 
of Lower Prices 


| gree agnosie are favorable for a 
steady output of footwear at Haver- 
hill factories during the Summer months. 
One manufacturer in commenting upon 
this situation said: 

“There is a noticeable firmness in the 
prices of kid leather, linings, cut soles and 
other materials which enter into shoes. 
This indicates, naturally, an increased 
demand from manufacturers. With the 
comparatively small supplies of leather 
which are on hand at present, this firm- 
ness in price is indicative of higher figures 
in the near future. With limited supplies, 
tanners are in a favorable position. This 
in turn will be reflected in the prices of 
shoes. It looks to me as if talk about 
cheaper footwear is at an end, and that 
from now on Haverhill-made shoes will 
bring better prices through increased 
demand and higher standards of ex- 
cellence required by the trade.” 


Growth of the Factory In-Stock Plan 


Haverhill manufacturers are thoroughly 
convinced of the practicability of the stock- 
carrying plan as a convenience to retail 
merchants and a means of increasing trade 
contact. Results obtained by several 
concerns in Haverhill from in-stock pub- 
licity have necessitated the enlargement 
of in-stock departments during the past 
few months. Various concerns which 
have not been identified with the in-stock 
plan are so well “sold” in regard to it 
that they are making preparations to 
put it into operation in the near future. 
A few years ago the carrying in stock at 
factories of women’s novelty footwear 
would have been deemed a most unbusi- 
nesslike proposition. The world moves, 
however, and Haverhill manufacturers 
are moving with it. Methods of buying 
are changing, and factory in-stock goods 
supply the demand for seasonable goods 
and prompt deliveries. 


Lower Freight Rates For 
Manufacturers 


Haverhill concerns making shoes and 
kindred goods receive important benefits 


from the new freight schedule announced 
by the Interstate Commerce Commis- 
sion. The Commission, with a few 
exceptions, has ordered a horizontal re- 
duction of 10 per cent on all rates through- 
out the country. Rates on shoes from 
Haverhill to several representative points 
will be affected, according to the following 
figures, this being in cents per 100 pounds. 


Present New* 

Rate Rate 
New York.............. 80% 72% 
Philadelphia............ 83% 75 
Baltimore.............. 87% 79 
es ce cicA ees 191 
Birmingham 220 198 
eT eer 166 
ee eer 142 
Indianapolis............146% 132 
EE ee 111 
TEC Ce ee: 101 
0 ee. 84 


New Wood Heel Organization 


The United Shoe Machinery Company, 
has purchased an interest in the F. W. 
Mears Wood Heel Company, The Slipper 
City Wood Heel Company of Haverhill, 
and the Maplewood Heel Company of 
Newburyport. Fred W. Mears, for 15 
years engaged in the manufacture of wood 
heels in Haverhill, will have the manage- 
ment of the United Shoe Machinery in- 
terests, being president of these companies. 
Re-organization is now in effect. The 
United Shoe Machinery Company also 
owns stock in the F. W. Mears Wood Heel 
Company, which will be incorporated .as 
F. W. Mears Company, Inc. The plants 
involved in the sale have complete mod- 
ern equipment for wood heel production 
and employ, under active trade conditions, 
several hundred operatives. 


Haverhill Factory Discon- 
tinued 


F. M. Hoyt Shoe Company, Man- 
chester, N. H., which a few months ago 
purchased the business of Hilliard & 
Tabor Company is closing the Haverhill 
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Men’s Shoes 
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PULLMAN TRAVELING SLIPPERS 9} 
better"than ever in Quality and fit 

Originatorowners of Trade Mark Pullman” 
$16 a doz. 
$1822 
Colorr Black and Brown 
full sizes 3 toll in Stock 


M. GUSTIN CO. 
9b St 
—— 
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Stock Dept. 5 


Is at Your Service 
THE STETSON SHOE CO. (Inc.) 








South Weymouth, Mass. 














Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory at 
Brockton, Mass. 























[UNION SHOE CO] 


q e ] 
MEN’S Ga WELTS 














| Frederick S. Peck 


Worcester, Mass. 
Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 


WORCESTER 
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Women’s Shoes 




















PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


147-153 WAVERLY PLACE 
NEW YORK CITY 











TURKISH SLIPPERS 
IN STOCK AGAIN 


No. 101—Sofia Turk- 
ish 
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K. M. STONE CO. 
12-14-16 E. 22nd St., WY, 
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Men’s Shoes 














CRAIG -REED & EMERSON INC. 
BROCKTON MASS 
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HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


OF 
SHOES AND RUBBERS 








Every Wednesday and Friday 





Where to Buy 


Boys’ 














AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














They bring your 


customers back 


ML “the Grsién Shoe Ce 


Selfast. Maine 











factory. The Hilliard & Tabor Company 
has for many years been manufacturing 
shoes in Haverhill. The factory occupied 
by the concern has a floor area of 60,000 
square feet, covering six floors. 


Concern to Occupy New 
Factory Quarters 


Kimball & Sherman Company, manu- 
facturers of women’s high-grade turn 


AND SHOE RECORDER 


footwear, will remove during the present 
month from the two upper floors of the 
Merrimack Associates Building, Locust 
Street, to the Haverhill Shoe Associates 
Building on Walnut Street. Plans are 
being made by this concern for an ex- 
tension of its selling activities during the 
coming season. Along this line, Kimball 
& Sherman Company has engaged Ber- 
nard L. Durgin, recently with Harding 
Shoe Company to cover the large depart- 
ment store and retail trade. 





BROCKTON 


New Styles Planned for Show 


Brockton and South Shore Generally to Be Well Represented 
at Boston Exposition 


HOE manufacturing concerns in 

Brockton and the South Shore dis- 
trict will be well represented at the Bos- 
ton Shoe exhibition and Style Show, July 
10-13. New styles in men’s and women’s 
welt footwear will be brought out in 
these exhibits as of timely interest to 
visiting wholesale and retail shoe mer- 
chants. Appreciating the importance of 
boosting New England, all concerns in 
Brockton also those in the South Shore 
towns taking part in this exhibit will 
spare no efforts to advance the interests 


of shoe manufacturing and accessory lines. 





Concerns to be Represented 


Included among the shoe manufactur- 
ers and concerns in kindred lines exhibit- 
ing at the Boston Show from Brockton 
district are: Churchill & Alden Co., W. L. 
Douglas Shoe Company, Dunbar Pattern 
Company, Preston B. Keith Shoe Com- 
pany, M. A. Packard Company, Poole & 
Johnston, Wall, Doyle & Daly, Inc., 
Conrad Shoe Company, Diamond Shoe 
Company, Old Colony Shoe Company, 
Tolman Print, Inc., Brockton Rand Com- 
pany, Brockton; M. N. Arnold Shoe Com- 
pany, L. A. Crossett, Inc., North Abing- 
ton, C. H. Alden Company, Abington, 
Avon Sole Company, Bows Moccasin 
Company, Avon; Edwin Clapp & Son, 
Inc., East Weymouth; Commonwealth 
Shoe & Leather Company, Whitman; 
Crooker & Morse, Inc., Bridgewater; 
Emerson Shoe Company, E. T. Wright 
& Co., Rockland; Stetson Shoe Company, 
South Weymouth. 


Larger Order for Skating 
Boots 


J. E. French Company, with factory in 
the neighboring town of Rockland, Mass., 
have received from a chain store buyer, 
an order for men’s and women’s skating 
boots which may, before completion, total 
as many as 250,000 pairs. These boots 


to be made six and eight inches in height, 
with uppers of black or colored elk, warm 
lined, and sold at retail, with skates at- 
tached at $12 to $15 a pair. Next Winter 
will see the greatest ice skating craze the 
United States has ever known, according 
to President James T. Lawless of J. E. 
French Company. 
Purchase Adjacent Factory 
Plant 


For the purpose of promptly filling this 
large order for skating boots, J. E. French 
Company have purchased two buildings 
adjoining the present factory plant. These 
will be equipped with necessary machin- 
ery and otherwise fitted up for production 
of sporting footwear, exclusively. In 
about three weeks’ time, when this work 
is gotten under way, J. E. French Com- 
pany will largely increase the number of 
employees. Steady operation for several 
months is assured by the skating boot 


‘order. This, as stated by Mr. Lawless is 


likely to be followed by the chain store 
interests with orders for baseball and 
other sporting footwear. 
Production Steadily Growing 
A local concern which has made a sub- 
stantial record of shoe production during 
the past six months is the Brockton Shoe 
Manufacturing Company, which, from 
January Ist to June Ist were the fourth 
largest producers and shippers of men’s 


and women’s welt shoes in Brockton. 
. 


Increased Moccasin Output 


The Bows Moccasin Company with 
factory in the neighboring town of Avon, 
Mass., has during the past two years, 
steadily increased its factory output. 
New styles are added each season. In- 
creasing trade necessitates a larger force of 
employees at present than ever before. 
The concern has recently engaged Henry 
McGeary of Brockton as superintendent, 
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he taking entire charge of the making 
departments. Mr. McGeary was formerly 
a foreman for the W. L. Douglas Shoe 
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superin- 
making 


recently 
concern 


Company and more 
tendent of a Boston 
ladies’ high-grade shoes. 


LYNCHBURG 


White Season Takes Hold 


Sales of Patents Fall Off Somewhat But Are Expected to 
Pick Up Again in the Fall 


\ \ 7 ARMER weather has increased the 
call for white and for black and 
white styles both for sports and for dress 
wear. The white season started early but 
for several weeks the sales were slow on 
account of cool weather and rains. With 
the arrival of the hot spell and the com- 
mencemient season at the same time the 
dealers have been able to get rid of a large 
part of their white stock. 
Sales of patent have 
reduced by the heat but 
dealers look for patent styles to spring up 
again in popularity as soon as summer 


been somewhat 
most of the 


nears the end. 


New Shoe Department 
Open 


A shoe department has been opened in 
the department store of Snyder and 
Berman with J. T. Kwass, formerly of 
W. J. Bennett Company, as departmental 
manager. In this new section of the 
business which is located on the third floor 
they will handle shoes for women, misses, 
boys and children priced between $4.95 
and $6.95. 

First of the red trimmed footwear to 
make its appearance in Lynchburg is 
being shown by Snyder and Berman both 


for sports and dress wear. White sport 


oxfords are displayed with red toe, heel 
counter and saddle. There is aiso a 
Flapper style in patent with a single red 
strap and a medium red covered heel. 
One-strap patents predominate in a 
wide range of styles with many cut out 
effects. Low heeled satin pumps are 
being featured as are sport oxfords and 
pumps in combinations of black and white. 


Visit Craddock- Terry Plant 


Craddock-Terry Company’s West End 
factory was one of the chief points of 
interest visited by the 130 men from 
Greenville, S. C. who spent five hours in 
Lynchburg while on their five day 
Acquainted Tour” through three states. 


Baseball Season Upon Us 

Two ball teams representing Craddock- 
Terry in the city league have taken the 
lead in the organization. The team 
representing the West End factory is 
undefeated while the Southland factory 
team had been beaten only by the other 
factory organization. The “Big C.”’ team, 
representing the Cheatham Clothing 
Company, retailers of shoes along with 
other furnishings for men, is so far trailing 
in the league with a single victory to its 
credit. 


NEW ORLEANS 


Trade Handicapped by Floods 


Merchants Have Held Off On Buying and Bag Is Being Held 
By the Wholesaler 


HE flood stage of the Mississippi 
River has handicapped the wholesale 
shoe business in the southern portion of its 
valley this month. The merchants in 
endangered sections have refrained from 
laying in stocks of the spring styles, be- 
cause they did not know what to expect. 
In this way the season in the valley has 
been greatly delayed, and the manu- 
facturers have had to carry the stocks 
until such time as the merchants feel it is 
safe to put in spring stocks. 

While the merchants have been exceed- 
ingly cautious in not carrying large stocks, 
their fears were based only on the volume 
of water coming down the river, and arose 
not from any serious crevasses in the 


levees. While there have been several 
breaks, the situation has been admirably 
handled and the losses kept at a minimum. 
There have been no large towns inundated, 
and few small towns. 


Better Feeling Evident 


The high water is rapidly passing into 
history, and the merchants are coming 
out of their holes and getting ready for 
good business. The manufacturers are 
reporting a-better feeling in the southern 
territory and a more willingness to trade. 
The merchants can see prosperity ahead 
as the crops were not materially damaged 
by the floods from the river. 

White and tennis shoes are the two 
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Ask your Jobber for our 
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the retail trade. 

Newcomb-Anderson Shoe Co. 

ROCHESTER, N. Y. 
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Shoe Ornaments 
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Whereto Buy 
Boudoir and Ballet 
Slippers 
























TRY OUR 
Boudoirs and Ballets 


High Grade Low Prices 
Hard toe Dancing 


Slip; are our 
Specialty 
ALL IN STOCK 


118 Phoenix Rew, 
Haverhill, Mass. 













SUMITH Bench Made 
Professional Hard Box 
Ballets. Black Kid 
and Pink Satin in 
stock. 


Wm. Sumner Smith Co. 


132 W. Broadway, New York 
326 W. Monroe St., Chieage 
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types occupying the attention of the 
manufacturers at present. They report 
good sales in both varieties. They say, 
while the season is late the volume will 
shortly make up for the lateness of 
business. 

Clearance sales of summer shoes have 
not started yet as the regular sales are still 
running high. The merchants are satisfied 
with their sales and do not seem anxious 
to start any price-slashing contest. 


Whites Still in the Lead 


White shoes of all kinds are still in the 
lead here, and some of the merchants say 
that Saturday, May 20th, was the largest 









day of the year for all varieties of shoes. 
The prices of the white ‘shoes range from 
$3 to $12, the $3 variety being canvas. 
The Baby Louis in both kid and cloth are 
selling well, and ranging in price from $7 
up. White canvas is selling on an average 
of $9, and kids are bringing $12. The 
fancy variety of shoe is calling for even 
higher prices. The best seller right now is 
a white kid model with a small design 
cut through showing a patentleather under- 
lay, with straps that cross in front and 
buckle in the back. 

This type of shoe is selling for $20. The 
stores are furnishing stockings with 
clocks to match the patent leather under- 
lay in shoes. 





BOSTON 


June Skies Smile—So Does Business 


The Public Is Buying Much Footwear—Also Accessories— 
Massachusetts Merchants Out for a 600 Membership 


HE retail shoe stores of Boston have 

sold many shoes and accessories 
during the first two weeks in June. The 
weather has been in the main good foot- 
wear and accessory selling weather. White 
shoes are the big favorites and with them, 
the wise retail shoe salesman sells a bottle 
or box of shoe cleanser. White shoes sell 
white hosiery, the wise retail shoe sales- 
man does not stop at the suggestion of 
one pair, but says, “‘some’’ white hosiery. 
the customer is the one who should sug- 
gest the limitations to one or two pairs. 
There are white shoe laces—laces get 
soiled so easily and “a couple of pairs 
might just as well be sold when the white 
shoes are fitted,” soliloquizes the sales- 
man. The suggestion of shoe ornaments, 
dainty as to size, and of rhinestone, 
beads, or ribbon, make an added sale 
with white one straps, and thus the wise 
retail shoe salesman during the past few 
weeks has added many dollars to his 
month’s salary and to the merchant’s 
cash drawer. 

The majority of the shoe stores say 
that May was ahead in dollars and cents 
of May, 1921 and June promises to make 
the same financial advance, therefore, the 
retail shoe trade as a whole is feeling 
encouraged and happy. 

The Massachusetts Retail Shoe Mer- 
chants’ Association is out for a 600 mem- 
bership, or an increase of 348 merchants 
by October 1. Members are urged to 
make good use of the application blank 
which they received with the May bul- 
letin of the association and “get that new 
member before the July Style Show 
National Shoe and Leather -Exposition 
and Style Show, Inc., July 10-13.” 


Veet New Associates 


At the meeting of the Massachusetts 
Retail Shoe Merchants’ Association of 


June 7, the following new merchants were 
enrolled as members: John Anderson, 
Lawrence, Mass.; Samuel J. Bogert, 
Bogert’s Shoe Store, Lawrence, Mass.; 
H. P. Bryant of the George H. Wirth 
Company; Robert J. Dwyer, Lawrence, 
Mass.; Philip Felt, Carter Shoe Com- 
pany, Boston; I. S. Fonfara, Mikus & 
Fonfara, Chicopee, Mass.; H. S. Frisch, 


- Lynn; Hon. Joseph H. Grisi, George 


Beesley Company, Chicopee, Mass.; Thom- 
as Hume, W. L. Douglas Shoe Company, 
Boston; Joseph F. Marks, Wentworth 
Boot Store, Lynn; A. F. Pierson, The 
Bedell Company, Boston; S. F. Upton, 
Shepard & Norwell, Boston. 


Regarding Hotel Reservation 


‘Enslyn Gardner, Managing Director of 
the Massachusetts Retail Shoe Mer- 
chants’ Association, says in the June 
Bulletin of the Association that all out-of- 
town members wishing hotel reservations 
in Boston during the July Style Show of 
July 10-13 should write or telephone to 
him immediately at 80 Boylston Street, 
Boston 11, or telephone Beach 7294, 
advising names of three hotels preferred 
and the kind and number of rooms desired ; 
he will then make the reservation and 
have the hotel confirm same. 


Summer Schedules Effective 


This is vacation time in the stores— 
salesmen have already begun to take a 
two weeks’ recreation, in small numbers 
though, the greater number going away 
in July. A group of the leading shoe 
stores and shoe departments put their 
Summer closing schedules into effect, 
beginning with June 15, and will so con- 
tinue until September 15 inclusive. Dur- 
ing this period the stores close at 5 P.M. 
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instead of 5.30 P.M. and on Saturdays 
during July and August, with the excep- 
tion of Saturday, July 1 will remain 
closed during the whole day. 


July 3 a Holiday? 

There has been some talk in the trade 
about making Monday, July 3 a holiday 
this year, thus giving those who wish to 
run out of town and take a little vaca- 
tion in honor of the Glorious Fourth an 
opportunity to do so. This would make 
a week-end from Saturday noon until 
Wednesday morning, July 5. 

Tuttle Honored by Credit 
Men 


Edward P. Tuttle, Vice-President and 
Manager of The Atlas Shoe Company, 
Boston, was elected first Vice-President 
of the National Association of Credit 
Men at their annual meeting held at 
Indianapolis last week. 

The “Repco” Outing 

The Repco Club of the United Shoe 
Repairing Company had its first annual 
outing at the U. S. M. Country Club at 
Beverly last Saturday. A. R. Braden, 
president of the Country Club, welcomed 
the guests. Baseball was played. A nail 
driving contest was won by Miss Barron. 
William Ahearn won the 75-yard dash. 
Miss Florence Browing and H. C. Ken- 
nett were quickest in threading the 
needle. Supper was served in the club 
house and dancing and bowling were 
enjoyed. Arthur M. Clark was general 
manager of the committee. Other mem- 
bers were Harry J. Dodd, Oscar L. Sher- 
man, Miss Esther B. Bohlin, William L. 
Hoeffling, A. W. Moffat, William M. 
Peppard and Miss Mazzie Goers. 

Coolidge Shoe Company 
Opens Doors 


A new specialty shoe house with Donald 
G. Wilbar in charge, known as The 
Coolidge Shoe Company, opened its doors 
on Monday, June 12, at 617 Atlantic 
Avenue. Fine and medium footwear for 
the ladies in the latest styles and pat- 
terns, are carried in stock for immediate 
shipment. The new company chose for 
its location a most favorable one, directly 
opposite the South Station in the store 
previously occupied by the F. E. Burke 
Shoe Company. 

Manager Wilbar has had 14 years’ 
experience in the wholesale shoe business. 
He is very well known to the shoe buyers 
of the country from his former connection 
with McElwain, Hutchinson & Winch 
Co. and the firm which this concern suc- 
ceeded. Mr. Wilbar will have associated 
with him in the sale of the Coolidge Shoe 
Company merchandise a force of experts. 
B. K. Jeffrey will be Boston salesman. 
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John Dervan, formerly with F. E. Burke 
Shoe Company and prior to that with 
Winch Bros. is another of the bunch of 





DONALD G. WILBAR 


In charge of the newly-established Coolidge Shoe 
Company of Boston 


clever shoe distributors whose names will 
soon be announced in our columns. 


Upton Says” Higher Heels 


At the shoe department of the R. H. 
White Company, R. L. Upton, Assistant 
Manager reports that business is ex- 
ceptionally good and white one- trap 
pumps are moving very rapidly. Mr. 
Upton notes a steady tendency all the 
while away from the flat heel. He believes 
that while there will be some 7/8 heels 
sold this Fall, that the popular height will 
be 12/8 to 14/8. 


Willson’s Shoe Shop Ahead 


George O. Jones, the genial secretary- 
treasurer of the Massachusetts Retail 
Shoe Merchants’ Association, and in 
charge of the Willson Shoe Shop was 
seen at this store on Monday of this week 
like the good father of a family directing 
and inspiring his boys to more glorious 
deeds. Mr. Jones is “‘on the job” every 
minute—that is his policy. Last Saturday 
he was kept busy all day long directing 
customers to seats and making folks 
happy all the while. The salesmen like 
Mr. Jones—that is the reason that they 
do such fine work and this good team 
play between manager and men means 
that the store shot way ahead in dollars 
and cents for the month of May and is 
moving on to another gain for June, 1922 
over June, 1921. Mr. Jones’ motto is, 
“Don’t hold your men back, let them feel 
when the day is over that they are your 
partners, show them how much you have 
made.” 
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Standard Shoe Materials 
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Tanneries at Danversport 








T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. , Treas. 


. E. JONES 
F. E. JONES COMPANY 
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95 South Street, Boston 















Most 
efficient 
cleanser for 
factory soiled 
shoes. Sold in bulk. 
Prices on request. 





Cleaning Compounds Mfg. Co., Inc. 


Sole Licensees of The Bleecker Co. 
empstead, N. Y. 





COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
at A CHAMBERLIN 


Formerly Walpole Shoe Supply Co 

















W.E.ELLIS 


WAVERMUA , MASS. 
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Shoe Illustrations 
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COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 
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1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 








FOR SALE without any money down, or 
To Let, little over 10 cents square foot, brick 
cuetery. Haverhill, Mass., ey rey —— 
acturing purposes, any part o! " aq. feet. 
Five floors and basemént, low insurance. 
Blower and electric lighting system already 
ins' 

New England Wood Heel Co., 93 Essex St., 

Tel. 3703. 














Mr. Jones keeps the record of each 
salesman in his pocket and the men feel 
free to come to him frequently and ask to 
see how they stand. Mr. Jones’ assistant, 
J. H. Corrigan is a live wire and when Mr. 
Jones goes away, he looks out for every 
detail in a masterly manner. There are 
fourteen salesmen at this store besides 
Mr. Jones and they are all hustlers. They 
have been taught not to say “Good 
morning’’ to customers in a listless way, 
but to say “Good morning” as if they 
meant it; they have been taught not to 
act in a mechanical manner and not to say 
emphatically, right in a customer's face 
by way of greeting, “1 es, sir.” 


“Personality Better than Money”’ 


“Personality,” said Mr. Jones, “is 
better than money in the bank. The 
salesman who comes to the store with a 
grouch should be sent home. If the mana- 
ger of a store has personality, he must 
inject that personality into his store 
people. 

The Secretary-Treasurer of the Massa- 
chusetts’ Association has been in the shoe 
business since he was thirteen years old 
and has been studying shoes and shoe 
selling ever since. He was formerly 
manager of the old firm of John E. Greene 
& Co. of Portland, Me. and came to 
Boston on April 17, 1914. 


Haven 

William H. Morgan, former president 
of the Boston Retail Shoe Salesmen’s 
Association, and who on April 10 located 
in New Haven, Conn. as manager of the 
new Nettleton Company, Inc., men’s shoe 
shop, writes that his company is doing a 
fair business with a little increase each 
week, and he hopes by the Fall to be 
fairly well established. Mr. Morgan 
reports that the hot spell which Boston 
experienced the past week also visited 
New Haven. 


Major Atkinson on 
Honeymoon 


Major John B. Atkinson, Vice-President 
of Atkinson-Blumenfeld Company and 
who served with distinction throughout 
the entire length of the World War as a 
member of the 302nd motor transport 
company was married June 7 to Miss 
Louise Marie O’Shea of Brighton, daughter 
of Edward F. O’Shea, M.D. The bride 
is a very charming young woman, a 
recent graduate of Notre Dame Academy. 
The groom is a graduate of the class of 
1916 Boston College, and is very popular 
with the trade. He divides his time 


between the office of his company and the 
road, making trips throughout the coun- 
try to the retail shoe merchants. The 
wedding took place at St. Columbkill’s 
Church, Brighton, and the happy pair 
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are now on their honeymoon. On their 
return they will reside at Lakeview 
Avenue, Brighton, Mass. 


Buyers in Boston 


This is the season of the year when 
shoe buyers are coming to Boston. Among 
those who gave this city a call during the 
past week were Mr. Foster of the Simmons 
Boot and Shoe Company, Toledo and 
W. L. Stewart of Stewart Bros., Pitts- 
burgh, Pa. Both these men were located 
at the Touraine. 


Resident School of 
Salesmanship 
On July 10 the Retail Shoemen’s In- 


stitute will open a resident school for 
intensive training in retail shoe store 








That touch Parisienne-Anklel of jet and sileer from 
Fiiene’s French Shoe Shop, Boston 





management. The school will close on 
August 11. The school will be strictly 
limited to 25 members. Retail shoe store 
owners, partners, managers, assistant 
managers and prospective managers only 
are eligible to membership. Daily ses- 
sions will be held, consisting of three 
periods of an hour and a half each, as 
follows: 9 A.M. to 12; 2.00 P.M. to 3.30 
P.M., except Saturday afternoons. Eve- 
ning sessions also consisting of two periods 
of an hour each, 6.30 P.M. to 8.30 P.M. 
will be held on days when factories are 
visited. Visits of inspection will be held 
at regular intervals to shoe factories, 
tanneries, last factories, pattern shops and 
shoe machinery plants. The class rules 
require regularity of attendance at lec- 
tures, demonstrations and inspections, 
and written reports on all of these and on 
all quizzes. 

The members of the class will live to- 
gether in a house conveniently located, 
where board, room and all modern ac- 
commodations will be provided at cost. 


Courses of Study 


The course of study will cover the fol- 
lowing subjects. One period each day 
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devoted 


will be 


advertising and executive work, including 


to skoe buying, shoe 


office management and sales staff manage- 
ment; or shoe buying executive work and 
merchandising systems. 

Shoe Trade Conditions consisting of a 
study of general business conditions, style 
tendencies, quality tendencies and price 
tendencies will be taken up the last two 
days of the session. Personal consulting 
service will be furnished by appointment 
throughout the school term. 

The staff of instruction will 
consist of Arthur L. Evans, president; 
Frank Butterworth, promotion director; 
George F. Hamilton, vice-president, for- 
merly lecturer in accounting and finance, 


resident 


Brown University. 
C. K. Chisholm Will Lecture 

\ special lecture staff will be made up 
from the leading men in all branches of 
the shoe, leather and rubber: industry; 
Hervard and Boston University professors 
and trade journal experts. Among the 
leading retail shoe merchants who are 
mentioned as scheduled to give a lecture 
is C. K. Chisholm, President of the N. S. 
R, A. 

On Tuesday, July 11, the class will 
devote the entire day to a visit to the 
Style of the 
management from that time forward, the 
sessions of the school will continue without 


Boston Show as guests 


interruption. 

Each lecture and demonstration will be 
followed by a round table period of ques- 
tioning and interchange of opinion; daily 
quizzes will be held on the subject of the 
preceding day; a report on lectures will be 
made by each member also on each visit of 
inspection. 


Ray G. Hauling, well-known among 
sheepskin tanners, through his connection 
with Swift & Co., died May 21, through 
injuries received while attempting to stop 
a runaway horse, near his home in New- 
tonville, Mass. Mr. Huling was 32 years 
of age and was held in the highest esteem 
by all whorknew him. 
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W. D. Brackett 82 Years Young 


Vice-President and Treasurer of Boston Branch of Hamilton- 
Brown Shoe Company Beloved by Trade 


For 51 years, W. D. 
Brackett, vice-president and treasurer of 
the Boston Branch of the Hamilton- 
Brown Shoe Company, has gone “‘a-fish- 
ing” to Upper Dam, Rangeley Lakes, 
Maine. On Saturday, May 29, he returned 
from his 53d two-weeks’ vacation, which 
he takes this, his favorite 
playground. 

On June 9, Mr. Brackett, “celebrated” 
his 82d birthday by coming to the office as 
usual, from his home in Stoneham, Mass., 
and not by auto, either, fo: he does not 
care for autos. As he says: “I bought one 
for my daughter, but she does the driving 
—I occasionally go out with her, but pre- 
fer the shade of the apple trees in my home 


consecutive 


yearly, to 


orchard.” 

And it may be interesting to note that 
the Recorder kept better ‘“‘tabs’” on Mr. 
Brackett’s birthday than he did himself, 
for he made note that he was 82 on Thurs- 
day, June 8, although he was in receipt 
on Friday, June 9, of many congratulatory 
letters and wires. On going over the calen- 
dar, however, with the Recorder represent- 
ative, he discovered that he is one day 
younger than he thought be was. 

The Recorder representative called to 
congratulate Mr. Brackett on his long and 
eventful life, and spent a most interesting 
half hour, while Mr. Brackett reminis- 
ced about his latest and other trips to 
Upper Dam. 


A Rule for Longevity 

Those who have not met W. D. Brackett 
have missed a great treat. To know him 
is to respect and. admire this tall, upright 
son of the Old Bay State, who is as strong 
and rugged at 82 as are the hemlocks of 
the Pine Tree State he loves. He talks 
with great rapidity, but in a very frank 
and kindly manner. He makes the inter- 
viewer feel most welcome. He answers all 
questions clearly and concisely. One can- 
not help but saying after meeting him, 


“Here is a naturally great soul, made still 
greater by his long contact with the great 
outdoors. The rule which he has followed 
for his longevity is a good one for all to 
adopt—and was implied in his invitation 
to call to see him again on many succeed- * 
ing birthdays, as follows: “I mean to live 
as long as I can, and’ to behave myself as 
long as I live.” 


Fishing—Ancient and Modern 


Mr. Brackett related that he caught 
and retained in his possession, gave to 
friends, or shipped home, as many fish as 
the law would allow—in all, on this last 
trip, he caught 57 trout and 20 salmon. 
“In the old days,” said Mr. Brackett, 
“40 pounds a day was a fair catch—now 
it is ten. There are st/ll plenty of fish at 
the Rangeleys, but it is really a wonder 
when you think of the thousands of kinds 
of bait which man has invented, and is 
still inventing.” Mr. Brackett 
pulled forth, from his desk, with boyish 
enthusiasm, a little book in which thous- 
ands of pictures of fishing devices were 
listed. ““My recent trip to Upper Dam was 
made with Henry Emery of J. H. Emery 
& Co., sheepskin tanners, and we missed 
our old friend, Dan Emerson, of W. A. 
Emerson’s Sons, Hampstead, N. H. 


(Here 


A Famous Jury Trial 


Mr. Brackett related that Mooselook- 
meguntic Lake and the Upper Richardson 
had risen 18 feet since the old fishing days, 
and that Mill Brook, once a part of the 
wilderness, had lost its wild charm. He 
tells of a famous trial by jury in the olden 
days of one Mr. Cummings, himself a 
wag, who had just become a benedict and 
who intended bringing his young bride to 
Upper Dam. Cummings asked for one of 
the cottages, not stating that he had just 
been married, and added to his wire, “If I 
don’t get a cottage, U'll burn your damn 








A Detachable Apron Effect 


The illustration to the left repre- 
sents the “Novel-Tie” apron fitted 
perfectly to a white canvas oxford. 
Just to show that this device was 
not built into the shoe, we are dis- 
playing it all by itself at the right. 

The shade chosen for the adornment of the white shoe was 
green; the heel of the shoe was an inch in height. This clever 
little device, however, is made in patent leather, brown, red, 
yellow, blue and black gun metal, and is made in three sizes to 
conform to any height of heel. When the fashionable woman 
walks down the street of your town, it will indeed be difficult 
to tell whether she is wearing a brand new shoe—or whether, 
perchance, it may be her old one, recleaned and “camou- 
flaged” with the “Novel-Tie”’ saddle strap. 

Here is another accessory for the findings department of the 
retail shoe store. It is made by C. R. Whittredge & Co., 
245 Burrill Street, Swampscott, Mass. 
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The letter which we reproduce below 
is an unsolicited tribute to the 
— of 


“Onyx” @ Hosiery 





Reg U. a Orrice 


Pointer 
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E; mery 6 Beers Company, inc. 


deoners and Wholesale Distributors of “Onyx” Hosiery 


roadway at 24th Street, New York 
SOLE SELLING AGENTS FOR 


PAUL GUENTHER, Inc. 


Manufacturer of Full Fashioned Silk Hosiery 
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B-962—Men’s Oxford. Barnett’s Van Ruba Vamp 
and Top. Goodyear Wingfoot Rubber heel. 12 iron 


single sole. Hard box. Belmont last. 
Widths A to D. Code—“Classic.” $5.50 
B-978—Same shoe in Gun Metal. Code—‘Eaton” 


RL ees RR NE AT A eet $5 


B-109 
B-110 


B-109—Women’s Sport Oxford. Smoked Elk Vamp 
and top, Apron, Tip and Heel Stay of Gallun’s 
Color 4. Leather Sole and Heel. Hard Box Toe. 
Widths A to D. 125 Last. Code— g 10 
» | at EEE ° 

B-110—Women’s Sport Oxford, As 109 only made 
with Tan “Du Flex” Ribbed Sole and Heel. 


Widths Ato D. Code—“Dorothy.” 

Pie sctncech iteienntedécintasiineononatingtaces $5.35 
B-107—Women’s Sport Pearl Elk Oxford with 
Black Calf Apron and Black “Du Flex” Ribbed Sole 


and Heel. Made on our No. 125 last. 

Widths A to D. Code—“Dorcas.” $5.35 
B-108—Women’s Sport Oxford. Brown Elk Vamp, 
Top and Apron. Tan “Du Flex,” ribbed sole 


heel. End box. Orange fitted. 125 
ee. Widths A to D. Cole “Diane.” $d 
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B-972 
B-975 





B-972—Men’s Oxford, P.& V. 104 Tan Calf, Single 
sole, Goodyear Wingfoot 5.50 
Rubber Heel, “Our Advice” Last. « 

B-975—Men’s Gun Metal Calf Oxford. Widths 


bast, “Our, Advice’ SOOO 


B-116 





B-116—Women’s Oxford. Pearl Elk Vamp and 
Top. Black Calf Cut-out Apron and Heel Stay. 
White Welt. 8 edge. Leather Sole and 8-8 heel. 


End Box. 25XX Last. Code “Dove.” $5.15 


Widths, AA to D. Prrice................ 






B-107 
B-108 


CHARLES A. EATON COMPANY 


“*The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


BOSTON —207 Essex Street 


NEW YORK—127 Duane Street 


ATLANTA—226 Peachtree Arcade 


III ye 
a ak a ok ke ge 3c or or 9 625252S25e 
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JUST THE THING 
FOR 
SATIN SLIPPERS 


— «i we 
SS 


[GRIFF ny) [ut 

















GRIFFIN 
QUICK CLEANING 
FLUID 
REPELS DUST 


Is colorless—will not injure the 
most delicate shade—and it 
cleans—and the slipper stays 
clean. When satin slippers are 
cleaned with gasoline, benzine or 
naptha, they gather and hold 
the dust. They will not, when 
cleaned with GRIFFIN quick 


cleaning fluid. 


Write for sample and prices. 


Griffin Manufacturing Co. 


(Dept. C) 
69 Murray Street New York, N. Y. 
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SAUUUINUHAUOQUHOEAGOCUAEEAAUEAGEUUGE SACU 
Coolidge 


Specialties 
IN-STOCK 


Not a catch phrase but a true 
statement of fact. It means im- 
mediate profits—not missed 
sales. Try us! 








Style 1006—White Canvas Flapper Pump, 9/8 
heel, imitation turn. B-D.  Price........$1.85 


Also in Whipcord, genuine turn, No. 2001 at $2.35 





Style 1000—White Sea Island Duck One-Strap 
Pump, 11/8 military covered heel, imitation turn. 
a eS era errr ery 


Style 2505—Black Satin Grecian Strap Pump, 14/8 
Spanish Junior heel, leather lined. Genuine turn. 
B-D. iid awd ceric #0 0st tlre eae eee 


COOLIDGE SHOE CO. 
617 ATLANTIC AVE. 
BOSTON, MASS. 


Distinctive Shoe Specialties 


SUM LULNNUBUUUULINUAHONNONOUGEOMUUAALUGLOUANOOUALUOAECHOGHAEUUL 
tion in replies te advertisements. 
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camp down.”’ A cottage was not reserved 
for him and when he and his bride ar- 
rived, they were obliged to take a room 
in the main camp—the next night they 
were assigned a room in one of the cot- 
tages. The next night the cottage took fire. 


manufacture shoes with factories at 
Stoneham, Natick, Cochituate, Dover, 
Windsor, Vt., Farmington, N. H., Nashua, 
and several other points. He later sold out 
the manufacturing feature and became 
president of the Batchelder & C. Lincoln 





A or of lovers of the great outdoors, taken al the Upper Dam House in the Spring of 
1919. 1 his was a day when the wind was too high to go trout fishing. Reading from left to 
7. we see first a guide, then J. D. Brackett, vice-president and treasurer, Boston Branch, 


ilton-Brown Shoe Com — Henry Emery of J. H. 
hdtoher, president of Frank W. Whitcher Company. and chair- 


tanners, Boston; (Frank W. V 


Emery ¢ Co., sheepskin 


man of the 1922 Convenlion Committee of the National Leather and Shoe Finders’ Assoc- 
tien, which meets in Boston, July 17-20); next comes a guide. 


As there was present at Upper Dam that 
season, a goodly array of legal talent, “the 
culprits” were summoned to “‘court” and 
were almost acquitted, when the plaintiffs 
produced damaging evidence in the shape 
of Mr. Cummings’ wire—they were there- 
fore adjudged guilty. Mr. Cummings was 
sentenced to fish alone in Mill Brook, for 
two days, where hardly ever a fish ap- 
peared, and his bride could go to the brook 
and look at her husband fishing, but she 
could not speak to him. 


The Bottle and the Birch 


He also tells of “one of the boys” climb- 
ing to the top of a tree and by reaching far 
out and bending down a tall birch, attach- 
ing a bottle to its very top—thereby excit- 
ing the wonderment of the “uninitiated”’ 
passersby as to the method by which that 
bottle could ever have reached its won- 
drous height. 


1865 and 1922 Compared 


Mr. Brackett’s father was a general 
merchant and at 20, W. D., then, “‘Jr.”’ 
succeeded his father as ‘‘a dealer in dry 
goods, carpetings, threads, paper hang- 
ings, fancy goods, ladies’, misses’ and chil- 
dren’s boots, shoes, and rubbers,” at 
Swampscott, Mass. In 1865, he entered 
the wholesale and retail shoe business of 
Goldthwait, Brackett & Co., corner of 
Hanover and Blackstone Streets, Boston; 
after three years, the firm was changed to 
Cressy, Brackett Company, and the busi- 
ness became exclusively wholesale; later 
the style changed to Mann & Brackett & 
Co. In 1880, it was W. D. Brackett & Co. 
In 1873, Mr. Brackett commenced to 


Company, until 1909, when that company 
was absorbed by the Hamilton-Brown 
Shoe Company. 

“Business is now slowly improving,” 
said Mr. Brackett. ““This is the between- 
season period with us. Merchants are buy- 
ing in small quantities and from hand-to- 
mouth. However, business today is not so 
much different than it was in 1865—gen- 
eral conditions are the same. But there is 
one point of distinction—for instance, if a 
man lost $10,000 in 1865, he felt that he 
had lost a large sum—today, a man in 
similar financial straits would owe proba- 
bly several millions. The employment sit- 
uation has improved. It has not made any 
difference here. Thirteen of our boys went 
into the service, 12 came back, and they 
are all retained, as well as those who took 
their places when they went away. 


“Turn Stock Quickly” 


One of the great annoyances of today is 
the rapid changing of styles—women’s 
shoe styles change almost before you can 
get them made up. More of a loss is often 
sustained by having too much of a certain 
style than by not having enough. In re- 
gard to what we intend to carry for next 
Fall, we now have men studying the situa- 
tion, we may hit it right and we may not, 
the man or woman who can tell definitely 
just what will be worn as to shoes, could 
make a fortune. The rule today is ““Turn 
Stock Quickly.” 


High Heels for France 


Thomas F. Anderson, secretary of the 
New England Shoe and Leather Associa- 
tion has recently issued a letter in which 
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he notifies members having on hand sur- 
plus stocks of women’s shoes, with high’ 
heels, but not pointed toes, that they may 
possibly find a market for them in France. 
Those interested should send samples and 
prices to Arthur B. Butman, chief of the 
Shoe and Leather Manufactures’ Divi- 
sion, Department of Commerce, Washing- 
ton, D. C. 


Monthly 


Steamship Service 
to Brazil 

The American-Flag Steamship service, 
in operation from Brazil and River Plate 
ports to this city is operated by the In- 
ternational Freighting Corporation of 
New York City, of which C. H. Sprague & 
Son are the local agents. This service has 
been in operation the past six months. If 
it is desired, arrangements may be made 
whereby these steamers will call at other 
ports, provided sufficient cargo is offered 
to warrant stop. These steamers will make 
direct sailings to Boston as the first port of 
discharge. The general agents for the 
River Plate are Van Bokkelen Brothers, 
Buenos Ayres; the Brazil agents are the 
Federal Express Company, with offices at 











ie Celathiek Brackett & Co. 


. Wholesale and Retail Qealers in 
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4 business card of 1865. The Brackett of this 

firm is now J. D. Brackett, vice-president and 

treasurer, Boston Branch of the Hamilton- 
Brown Shoe Company 





Rio de Janeiro and Santos; these steamers 
are run on a regular monthly schedule. 

Israel Hamburger, of the Hamburger 
Brothers Shoe Company, Boston, died 
May 28, aged 56 years. He entered the 
shoe business in Cincinnati, later in St. 
Louis, and came to Boston about eight 
years ago. He was a member of the Ma- 
sonic Fraternity in Cincinnati, and the 
Boston Chamber of Commerce and Shoe 
Trades Club. He is survived by three 
brothers and four sisters. 
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Balter’s Great Buys 


Styles Right--Quality Right--Price Right 


Immediate Deliveries from Fresh Floor Stock 





Galoon Bound. 


No. B507—Women’s Patent Chrome Sally | RAE Se PTE SF 
Sandal, Cutout, 10-8 Rubber Heel Sizes: 3-7, 
3-8. Price $1.90 ll. Price 













No. B3015— Misses Full Chrome Patent Mar 
Janes, McKay Sewed, 


Leather Sole and Heel, 
Drill Lined, : 


Sizes 11 %-2. 


$1.25 


No. B3016—Same, only in Child's. Sizes, ae 





No. B499— Wo- 
men'sGenuine 
Black Vici Jumbo 
Oxford, Solid Leather 

Soles, 12/8 Rubber Heel. 
Extra wide ball. Sizes: 4-8, 4-9, 5-9. 
mg adits naadbwrsaadlsmnmee x $2.25 


. B501—Same in Genuiae Brown Vici. 













BUYING FROM 
THIS PAGE IS 
EASIER THAN 
BUYING FROM 
SAMPLE CASES— 
TRY IT OUT ONCE 
















No. B3121—Women’s White Canvas 5-Eyelet No. B3130—Growing Girls’ White Canvas One- 
Sport Oxford, Black Leather Apron, White Strap with Buckle, White Enamel Leather 
Enamel Leather Sole, and Rubber Heel Sole, and 8-8 Rubber Heel. D wide. Sizes 
D wide. Sizes: 3-7, 3-8, 4-8. Price $1.60 3-7, 3-8, 4-8. Price 1.25 


Buckle 


Price 













SENTED. EAC 


THE PRICE. 





OUR GOODS ARE 
NOT MISREPRE- 


H 


STYLE EXCEL- 
LENT VALUE FOR 











$ 
No. B3i35—Same with Button puap nna 
$1.2. 









No. B459—Growing Giris’ Havana Brown Kid No. B1202—Women’s Brown Cab. One-Strap, 
Mc Kay 


Oxford, Goodyear Welt, Leather Quarter Lin- Buckle 
ing, and 8S Rubber Heel. C and D vee D wide. 
Sizes: 3-7, 3-8, 4-8 Price. 


Sizes: 


3-7. 


Pump, 


12-8 Rubber 


rice... 


Heel. 
$1.60 





No. B3122—Women’s White Canvas 5-Eyelet 
Sport Oxford, Black Leather Ball scrap, White 


Enamel Leather Sole, and Rubber Heel. D 


wide. Sizes: 3-7, 3-8, 4-8, 5-8. Price... .$1.60 





No. B952— Women’s Extra Fine Black Cabret- 
ta 5-Eyelet Oxford, McKay, 12-8 Rubber oo 
D wide. Sizes: 3-7, 3-8. Price 

No.B951—Same in Brown. Price. He ‘50 


BALTER SHOE COMPAN a 


(The House That Has the Goods) 
133 ESSEX ST.—NEAR THE ESSEX HOTEL 


BOSTON 
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Sport Shoes 
In Stock 


WOMEN’S OXFORDS 




























250 
Last 


Pearl Elk Oxford $5.35 
Black D Ribbed Sole and Heel , 
A to D wide 





T 
Brown Elk Sport Oxford........ $5.35 
Red Duflex Ribbed Soe and Heel 
A to D wide 


254 
Smoked Elk Spent Ontond $5.10 
moked Elk Sport Oxford....... . 
Leather Sole and Heel 
A to D wide 








256 
Same —y as 254, with Red ‘“Duflex” 
Ribbed Sole and Heel. a. ». D 





WIC. .cccccccccccccecs 
MEN’S OXFORDS 
Gray Calf Oxford, White Calf Apron om 
Ty , Sport Las 
awe ae Smoked Elk §} ert Oxford tal $5.50 


‘ m 
Red Duflex Ribbed and Heel 
259 B to E wi 


Pearl Elk Sport Oxford, Black Calf ae | 
port a Last 
Cut-out, Apron and Heel Stay. Sport 
White Welt. Leather Sole and Tan Box Sqert Sates. seston $5.85 
Hest. AAtoD wide. ...65.55 Red Duflex Ribbed Sole and Heel 
| B to E wide 
230 
Danse Last Bent Last 
Patent Colt Oxford............. $4.85 Ten I Box S Oxford 
A to D wide Bro ovan Apron 
Red Duflex Ribbed Sole and Heel 
B to E wide 
$5.85 


The Dalton Company Inc. 


Brockton, Mass. 


Makers of Fine Shoes 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. 
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HEELS 
ARE UNSURPASSED 


By special process, the very finest rubber compound was created and is 
exclusively used in the making of “Tiger” Tread Heels. 








Eighteen sizes are made assuring proper size for all shoes. 





Each one of our attractive face designs calls for use of eight nails, in proper 
place to be driven by the U.S. M. Co’s rubber heel attaching machines. 






In the above design we can fill your immediate orders in any quantity in men’s 


1-2 and 3-8; women’s 3-8 and boy’s 3-8. 


The “Tiger” Tread Heel is fully guaranteed and will be found to give the 
greatest satisfaction 









Meet t us “at Booth 15. . Boston Style ¢ Show 


Panther Rubber Company 


Stoughton, Mass. 












The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 





Jun 


— 




















p29 











June 17, 1922 








BOOT AND 


SHOE RECORDER 


135 














TURN NOVELTIES 


WHITE 


Style 204 
$2.10 







Style No. 204— White Sea [sland Duck, One Si: up 
Leather quarter linings. Guaranteed counters !m- 
itation French cord binding. Good Soles. Natural 


tom finish. 12/8 Military covered heel. Fresh 
water ri button. B, 3-8, 344-7, 4-8, 3-7; C, 
3-7, 24-7, 3-8: D, 2%-7, 3-8. (36° pair ‘cases). 


Style 206 






Style No. ~ ag 3 
covered heel. B, 344- “ 3-8; Cc, 24-8 
236-7: D, Me +7. (36 pair cases). 


204, carrying - ny 


Style 201 
$2.20 





Sty» a 5 201—Same as 204 with Junior Full Louis 
covered heel. B, 3-8, 344-7, 4-8, C, 3-7, 244-7, 
3 8: D, 24-7, 3-7. (36 pair cases). 


IN STOCK 


. 


(NOTE) 


All our leather and 

satin shoes are now 

made on wider toe 
lasts. 


These shoes are excellent 
value. They will please 
you. Your customer will 
like them because of 
their style, workmanship 
and fitting qualities. 
You will like them for 
their quick sales and 
good profits. 


Orders filled in 36 
pair case lots of one 
width, in sizes ad- 
vertised. 


Karelis Shoe Company, 





BLACK 


Style 603 


$3.00 








Style No. 603—Black Satin Turn One Strap, 
High Grade Satin, Silk Binding Solid Leather 

Grain Counter and ‘Leather Sock and Quarter Lin- 
ing, Pearl Button Junior Louis Covered Heel. (36 
pair cases). Sizes B, 3-8, 344-7, 344-8; C, 3-7, 3-8, 
2-8. 


Style 604 


$3.00 







Sevte No. 604—Black Satin Turn One Strap, 

High Grade Satm, Silk Binding Solid Leather 
Grain Counter and ‘Leather Sock and 
ing, Pearl 7 7" rary A Heel. (36 pair cases). 
Sizes B, 3-8, 3 3-7, 3-8, 24-8. 


uarter Lin- 


Style 803 
$3 .20 





Style No. 803—Patent Chrome, Turn, One Strap, 
— Leather Lay Silk Binding, Leather Sock 
Sisco th 5-8, 33 ining. Junior Lous Celluloid Heel. 

Sizes 8, 344-8; C, 3-7, 3-8, 244-7; D, 24-7. 

(36 pair cases). 

Style No. 804—Same as 803, except with 12-8, 

Mili Heel. 


Style No. 703—As above in Black Kid, Junior 
Ns 6.40000ns pec sass been ee 

Style No. 704—As above in Black Kid, 12-8 

BE GE, AA wi ct cic svvoscacensess $3.05 


Haverhill, Mass. 
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In fashion, seek the 
OetailY which lenda 
tone of individuality 
ano di/tinction to the 

Shoe. For style and 

Service, invif on—~ 

DIAMOND BRAND 

FAST COLOR EYELETS 


y, Vee) 
pM be SN 











Gf 























Boston, 





L__ 


United Fast Color Eyelet Company 


Massachusetts 
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REED STYLES 

















Footwear of Individual ity 
for Sport, Street or Dress 
Weor is recognize as 
indespensi ble by we || 
dressed women. 
An increasi Ng num ber 
of succesful merchonts 
ore building a profitable 
business catering to 
this trade with 
REED STYLES 


c~ou 4 Cn 
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Ric: live shoe dealers do a lot toward making 
real styles for men. The great drive for busi- 
ness necessitates it. 


Our success in taking the lead in men’s shoe 
styles springs from closest co-operation with these 
live dealers. Study Bates styles and you'll catch 
the point. 

Specialties In Stock 

A good case in point is Bates Black Calf 
Oxford 2120 shown on the opposite page, and its 
counterpart in tan, Style 2175. 


We evolved these stunning business-builders 
from the demand of live dealers for real snap! 


And we shall have full sizing on Styles 2120 
and 2175 in stock beginning Monday, July 10. 
Sample pairs are ready now. 


Real Style Brings Business 


Trade-stimulation is on everybody’s lips. 
Bates Shoes, deftly embodying the cream of ad- 
vanced thought in designing and in leather select- 
ions, are helping the solid growth of business in 
more good shoe stores than the man on the street 
realizes. 


In the East, in the Middle West and on the 
Pacific Coast Bates Shoes are injecting a degree of 


RON gee err ee ee cere 
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2120 


(In Eric Black Calf) 
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2120 i 

Brand new pattern, with special al be 

fitting and ribbon sole stitch- at ¢ 

ing. Schmidt’s Black “Eric” BEY 

2 Calf. Oak soles. Rubber heel. $ t 

2175 at 

Same, except made of “Eric | 
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activity into big, wel-known retail stores that is St 
strengthening their prestige—and their daily cash ee 
receipts. ie 


Booth 146 at Boston Style Show 


In this booth, also at Hotel Essex, Boston, and at 
the Bates Boston office, Room 301 at 183 Essex Street, 
the complete line of Bates specialties for Spring and 
Fall, will be fittingly exhibited. It will be more than 
merely a “display.” 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS - 





pot Poenieast omen! tap 
ADA Sheps orks: Lge, set 


~~ 


2 teerty me ays 


et le #e 





AY eb Hs Poe 
TACT ETS 
a ne ah se 


ot me we op eneday 
pmnags Cy weal 
rere mS hb pnt ie ahead Nom Oe Lee 





5 
esas Fi ape abil el eps tee ele. 




















° FRESE Se are ee TPE ASD IAI. NIE AT SOA BS gle, apenas patie aeelvaine =. NN 
Er ait via herent a> ood we oem eee: wero ieee © rer Te ae < te Se i “7 bray pot: byw * ~ i Ciseqcanend 7, es 
ae ra iS dey ~ wat So nae ne ei Ra ee BR ~~ Sak 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





140 BOOT AND SHOE RECORDER June 17, 1922 









Turning Losses 
| e e 
into Profits 


BEFORE 






Convert old patterns into the most 
up-to-date styles. We have converted 
high shoes for numerous shoe dealers, 
let us prove to you how we can make 
surprisingly attractive styles from 
these discontinued numbers. Satisfied 
dealers all over the country have 
written us of the wonderful character 
of our work. 


Send us single pairs of the different 
lots of high shoes, high heel oxfords, 
AFTER sailor ties or Theo ties that you may 
— sen have in stock and let us change them 
ussian Boot 2 i 
Cut Out into these different styles of strap 
effects and see the result. We put in 
quarter lining, press the shoes and 
remark the sizes. 


The three dead ones 
above were made 
into the live ones 
shown below 








The Franco-American 
Beading and 
Novelty Co. 


914 Walnut Street 
Philadelphia, Pa. 











White Shoes Ready to Ship 


Here are well-made dependable white shoes of good quality, ready for shipment today 





No. 901—White Eve Cloth, one strap. Heavy No. 903—White Eve Cloth, one strap. Nickel No. m $0 Polar Cloth, 2 strap. Cut out 
Turn sole. Military heel. Widths KA to D. Buckle. Heavy Turn sole. Military heel. Heavy oe sole. Military heel. 
Price $2.75. Widths A, B, C Price $2.75. idths. A, B, C. ice $3.25 


Other good white styles in Full Louis and military heels, in one and two 
straps, at from $2.00 to $2.75. Send for samples. 


TERMS 2% 10 DAYS 


ELLIS, EDDY CO., Lewiston, Maine 


BOSTON SAMPLEROOM, 207 Essex Street, Room 318 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





Jun 


—_—— 














boD 


June 17, 1922 


BOOT AND SHOE RECORDER 


141 

















—WAL 


STERLING 


QUALITY 


HIS Honestly Built line of Men’s Good- 
year Welts appeals to the Big Prosperous 
Citizen— Mr. Average Man. He likes 

their style, quality and price. 


A good business can be built up and easily 
maintained by you on ‘‘Wall-Mark’”’ shoes. 
We refer to this line as the “Big Brother’’ 
line to our famous “J. M. O’Donnell’”’ and 
‘Streeter’? Shoes. 


You will find much to interest you in our 
display at the Boston 
Style Show. Make it a 











t 


Ce) MARK— 

















point to visit our booth. These men will meet 
you at the Boston 
Style Show 
Albert Doyle 
Jas. E. Wall 
Frank E. Huetter 
Elliott Lamontagne 
Joseph M. Fitzgerald 
eMeet us at the pigs y sad 
Boston Show 
Booth 149 


WALL-STREETER & DOYLE CO. 


a NORTH ADAMS, MASS. a 


207 Essex Street 
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NOW IS THE TIME 


A, B, C, D, 34-7 


Pearl Eis. Gelf Os- Although there are 
Se many imitations of 


these golf styles, our 

THE J continued re-orders 

ORMON indicate that quality 
DOES count. 


IN STOCK 
ras 8 a M. A. PACKARD COMPANY 


“Tren Brockton, Massachusetts 


Black Satin Turn One Straps—In Stock 


HIGH GRADE CONSTRUCTION 
SILK FRENCH CORD SOLE LEATHER COUNTERS 


See our exhibit at 
Boston Style Show 
July 10-13 


No. 165 


No. 160 carries 14/8 Junior Louis Heel. No. 165, 16/8 Full Louis Heel 
. , 
Price $4.00 
LESS 5%, 10 DAYS 


These two numbers are repeaters. Send your orders 
early as possible to insure prompt delivery. 


COLLINS & STAPLES HAVERHILL, MASS. 


GEO. H. LEWIS BOSTON OFFICE: 183 ESSEX STREET S. TOMASO, JR. 
188 ST. CHARLES AVE. A. G. COLLINS U. L. STAPLES 304 SO. WABASH AVE. 
ATLANTA, GA. GENE. RICKER CHICAGO, ILL. 
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Two 
Brilliant 
Numbers 


These two shining examples of 
Tessier & Bowdoin superior work- 
manship typify the high quality of 
our entire line. 





















Lanoire 


Patent Chrome 
vamp and quarter 
turn, mat kid trim, 
12-8 military heel. 





Each is designed to meet current 
demand by appealing to the feminine 
sense of beauty. The pitch of the 
heel, the cleanly set edge, the lustrous 
patent leather all lend themselves to 
a quick and satisfactory sale. 










We distribute through jobbers, thus 
making our line available immediate- 
ly within a wide radius. 







Retail trade handled by 


ISAAC MAY COMPANY 
860-862 Marbridge Bld¢., 
New York City 













TESSIER & 
BOW DOIN 


172 Washington St. 
Haverhill, Mass. 


BOSTON OFFICE 
183 Essex Street 


New York Office, 860-862 Marbridge Bidg. 
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Noctura 


Patent leather 
fancy two button 
center strap turn, 
17-8 full Louis heel. 
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— -The DUANE SHOE 


A TIMELY NOVELTY 
In Stock ---Right Now 


The season’s most popular model 
is included in this newest design 
for afternoon dress or sport wear. 
It is developed in a flexible imita- 
tion turn of excellent workmanship 


and excellent styling. Made in 
f tyling No. B 12%—Patont, and Gra a High Grade 
our own factory. nimitation Tara, 12/8 Gray Coves 


























above in Black Kid...........-.++ 
No. B 118—As above in all Ly it eh nih on eeeue 
fie B 120—As No. 124 with Mat Collar.......... 


Write for a trial dozen No. B 138—As No. 124, Blue Kid Finished Collar 


SRR ee eee EEE HEHEHE EHH EEE HEHE ES 


Sizes 24 to7. C Width. 


D => CORPORATION @mpany, 


Branch O 
Factory 143 Duane Street, New York throes 
Haverhill, Mass. Los A 


522 —— 5 State Bldg. 














LUNN & SWEET CO. 


Auburn, Maine 


HAVE 
Two Established Territories open 


In applying state age and road experience in 
detail, specifying territory covered, for whom, and 
when — also present employer, territory, and last 


, 
years Sa les. 


All replies strictly confidential 
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Of Course You 


Plan fo take in 


Also the Lynn Section 
Booths 112 to 126 _ 


Where You Will}Find 


The Exhibit of 


VS) Ly, 


SED 


) 











Al waren Shoe Comp pany | 
seats Fine Welts Exclusive 
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Two Superb Summer Dressings & 





Boston White Canvas Cream 


Whitens shoes imme- 
diately, equally good 
for canvas and nu- 
buck, comes in cake 
form in attractive 
glass jar with sponge. 
Price: Dozen, $2.00; | 
Gross, $22.32. | 


{ ——$____———_] 


—— } 


SSS SSS SS 2 SS SS SS] 
[ —————— 


Boston White Kid Dressing 


is especially for white kid and is applied with a 


cloth. Price: Dozen, $2.00; Gross, $22.32. | 


And our complete line of shoe dressings 
If your jobber cannot supply you—write to us 


Boston Blacking Company 


Specialty Department 





ee S—>s— 


EAST CAMBRIDGE MASS. U. S. “| 








>] S| HW]! SS] SS HSSa |p| SS] —==SS == === apa] 














bi 


Goodrich Quality Babbies 





FOUR BIG FEATURES 








New, Half Dollar Toe 

One Inch Heel 
Anchored-Arch Steel Shanks 
Selected Soles and Counters 


25 cents.a pair extra for orders 
less than three pairs. 
Immediate Deliveries in the 
following widths: 

In Stock B100 AA—3to8 - B—2to8 In Stock B101 


Pat. Chrome Babbie—Cut Out Quarter, New A—3 to 8 C—2to8 All Patent Leather 
Round Toe Last—“Ross” Cuban Wood Heel. We shall exhibit at the 





















Boston Show July 10-13 





"Bown stow HAZEN B. GOODRICH & CO. 


The Boston Show 


July 10-13 HAVERHILL, MASS. 




















82 
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BIG SALES MAKERS 


Orders from all quarters are coming in for these novelty turns. 
Dealers are turning them rapidly and repeating orders in 
increasing size. Why don’t you do business with us and enjoy 


the selling and profit-making advantages H & E turns offord ? 


— |AT ONCE 
SHIPMENTS 


No. 150—Black Patent Chrome 
“Wizz” Pump. Cut-out No. 2. 88 
Military Heel. Sizes: A, 3-8; B, 244-8; 
ee i bs dea wcee ccc $5.00 
No. 144—White Cloth Aida One 
Strap, 8-8 Military Heel. A to C. 
No. 150 ie ee 


No. 149—Black Satin Aida (like 148, 
no cut outs). One Strap, 14-8 Military 
Heel. AtoC. Price...........$4.50 














No. 151—Dull Luma Kid Cleo One 
Strap. French Corded Cut-outs in 
Quarter. 15-8 Louis Heel. A, 3-8; 
B, 24%-8; C, 24-8. Delivery June 20. 
ee eee ee 
” No. 152—Black Satin Cleo One Strap 
(as No. 151). French Corded Cut-outs 
in Quarter. 15-8 Louis Heel. A, 3-8; 





No. 148 
No. 146—White Cloth Rena Two 
Strap, 14-8 Junior Louis Heels. A to 


No. 147—Patent Aida One Strap (like 
No. 148), with Cut-out Quarter, 8-8 
Military Heel. A to C. Price. .. .$4.80 


No. 148—Patent Aida One Strap, with 
Cut-out Quarter, 14-8 Military Heel. 
ce, ee eee 





Nos. 144— 145— 146— 149— 151 
—152 Carried in stock for at once 
delivery by W. J. Cully, 316 Pax- 
ton Block, Omaha, Neb. 


















Visiting Buyers in Boston may see our coniplete 
line at the Boston Office, 110 Lincoln Street . 


HOPKINS & ELLIS Haverhill, Mass. 
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HOTEL 
OPPOSITE SOUTH STATION G55 EX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


A big time is scheduled for Boston, July 10 to 13. If you are coming to the show, comfortable quarters are needed 
while here. The Essex gets the breezes which blow in from Boston harbor.. Make reservations now. 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 











COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


BOSTON, MASS. 


APPROVED BY 
MEDICAL MEN 


As a sturd) ——' — the ankles of 
a fully venti- 
fied how, the Bork zemtlate Foot 


PATENTED 


Retails[$2, $3.50 1156 No. Main St 
Brockton, Mass" 









ee 








—GREELEY’S BOUDOIRS— 


BLACK—RED—HAVANA BROWN 
BLUE—PINK 

These boudoirs 
please the par- 
ticular. Quality is 
our stronghold. 
Send for samples 
and prices. 


A. W.—— 
GREELEY 
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work harmoniously? Is 
— trade kicking and 
nocking because your 
stitching does not hold? 
Stitching troubles van- 
ish when MEYER’S 
thread is used. It is the 
most economical thread 
in the world for shoe 


Let us — it to your 
satisfaction 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A 














Real Leather 
Shoe Polisher 


Exiremely Well Made 


Price, $21.00 Gross 
wes Neth $24.00 Gross 


A clever advertising novelty or a profitable 
merchandising specialty. 


SPECIALTY LEATHER GOODS CO. 
64 BEACH STREET .. .. BOSTON, MASS. 














BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to 
take for granted the things the owner said, and then wait for experience 
to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would 
show his ancestry and race and give you an idea of the animal's capacity 
for speed and endurance. 

It’s the same in buying advertising space. Some publications sell 
“just a horse” and you have to take their circulation statement with a 
pinch of salt. 

The Boot & Shoe Recorder is blooded-stock. An 


A B C statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 
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See this newest creation in 
silk stockings, No. 462. For 
sale in all exclusive shops. 


Advertised in Vogue 


" Holyoke Sil 9 losiery ©. 
Jol yoke. 






. 


‘ Mass. 


| Manufacturers of the highest 
grade of full fashioned silk 
hosiery that can be made. 


Dexter Bldg. 
453 Washington St. 
Boston, Mass. 


Columbia Trust Bldg. 
358 Fifth Ave. 
New York City 












GROPING IN. THE 
DARK 


Time was when the purchase of advertising 


space was a “blind groping in the dark.” Ad- 





vertisers iad no means of checking a pub- 
lisher’s statement of circulation and often 
these figures were unreliable. 

In six years the Audit Bureau of Circula- 


tions has solved this perplexing problem. By 





a systematic analysis of distribution and 
methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no 
longer find it necessary to grope in the dark. 
There are no dark spots in the Boot and Shoe 


Recorder circulation. Our records are audited 





by the Audit Bureau of Circulations. 
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TURNS 


PARE YW 


Genuine G r a y 
Buck Quarter pat- 
ent one strap, 2 
button pump, per- 
forated vamp. 
Bound Edge. 

Sizes 1 to 5 and 3 
to 8. 













ASK YOUR JOBBER! 
HE KNOWS— 


That Humphrey Turns for children 

are made over the most approved lasts, 

from selected leathers. 

That Humphrey specializes in the best 
* footwear for the little people, and that 

every shoe is a real value at the price 










asked. 

Upon receipt of your name an adddress, 
We will gladly tell you the name of a 
wholesaler who can show you samples 


HERBERT HUMPHREYS SONS 
MARBLEHEAD , MASS. 









TOPSKY 





Dull Top Patent 
Fox Pony Cut 
Polish, Patent 
Turnover Collar, 
Red Insert. 

Sizes 3 to 8. 











AY 


TURNS 
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Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 

















FAILURES 


Boston—Bloom Shoe Co. (35 Lincoln Street), 
wholesale shoes, reported offering to compro- 
mise at 35 per cent. Reported assigned. Liabil- 
ities reported at about $15,000. 

Simon Pearl, wholesale shoes. H. 8. Mac- 
7 appointed receiver. 
7€0. Tougas Shoe Co., reported 
a. of creditors was called } — 10. 

Brockton, Mass.—Louis Altman, shoes, reported 
meeting of creditors called for June 10. 

Chelsea, ass.—Joseph Foster, shoes, reported 

offering t to compromise at 20 per cent. 

Abbeville, Ala.—Loeb Kraselsky, shoes, etc., re- 
ported petitioned into bankruptcy. 

Brid » Conn.—M. Jacobson, shoes, reported 
offering to conmpremices at 15 per cent. 

Hartford, ft —United Leather and Shoe Find- 
ings Co., wholesale leather, etc., reported peti- 
tioned into bankruptcy. 

Waterbury, Conn.—William Posner, shoes, etc., 
r grltieges into bankruptcy. 

Jacksonville, Mehiman, shoes, etc., re- 

ed petitioned into bankruptcy. 

De Funiak Springs, | ie & Brenner, 
shoes, etc., reported petitioned into bank- 


ruptcy. 
Americus, Ga.—K Bros., shoes, etc., reported 
petitioned into bankruptcy. 
Brunewick, Ga.—H. Hirsch, shoes, etc., reported 


—y he cy oony ty at 25 per cent. 
( a Iil—Cut Rate Shoe Store (Barney ~_~ 
son, 1101 South Halsted Street), . 
itioned into bankrupt 
A. J. Doyle Shoe Co. (18 a 


wholesale shoes, offering to compro- 
mise at 20 cent. 
Carl F. Lindee, shoes, etc., reported asking 


extension. 
oy Karabelink Kales & Son (1019 F. 75th 


reet), shoes, etc assigned. 
Hartford, City, Ind. ae eiler & Bros., shoes, etc., 
itioned into bankruptcy. 
Quad Cane .—Peyton & Courtney, shoes, etc.. 
"i receiver appointed. 
Tintah, Minn.—R. H. Cross, shoes, etc., reported 


assigned. 
—— a Mo.—Jacobsen Bros., shoes, etc., 
titioned into bankruptcy. 
Gloversville, Y.—William H. Kal eld, shoes, 
Petitioned int into Dame ony 
ork Cit Overgaiter Co., Inc., 
— yy payee offering to compro- 
mise at 20 per 


pe iicochen hn (Alfred 's, 167 E. 48th Street) 
petitioned into bankruptcy. 
receiver appoin 

I “Rethan Katzman (Nat's. Bootery, 1299 
5th Avenue), shoes, oe offering to com 
promise at 20 per 

National Shoe rj Leather Company of 
America, Inc., shoes, » pues offering to 
compromise at 50 per 

Beeman Shoe ag — “a7 Spring Street; 
also 1228 Broadway), shoes 
Snes into bankruptcy 


inted. 
Brook yn, N. ba —— Carpe (77 Manhattan 
poy shoes, assigned. 

———— Shoe Mfg. Fwy shoe manufac- 
reported petitioned into bankruptcy. 

Liabilities Seewecn, $19,000 and $20,000 
Antonio Puleo (1295 Gates Avenue), leather 
one Dating, reported meeting of creditors 


Grassy Butte, N. D.—Grassy Butte Mercantile 
, shoes, etc., reported assigned. 
Canton, ‘Ohio I F. Jacobson, a reported 
titioned into bankruptc 
Cincinnati, tive Shoe Co., whole- 
sale shoes, reported petitioned into bank- 
ruptcy. 
Morris Katz, leather findings, reported 


offering to com: i as 50 per cent. 
Elyria, ‘OMo—Leader Shoe , shoes, reported 
petitioned into As 
Klamath FaJls, Ore.—Evans vey Co. (Frank L. 
Evans), shoes, reported petitioned into bank- 


ruptcy. 
Masontown, Pa.—Elias Nickman, shoes, etc., re- 


New 


Reading, Pa.—A. 
offering to compromise at 35 per cent. 


ee ~ 7 Pa.—Heft Been, shoes, 
offering to compromise at per cent. 
q & Co., wholesale shoes, reported 
petitioned into bankruptcy. 
Beaumont, Texas—Sam' tein, (Boston 
—— Store), shoes, reported petitioned 
imto 


Ogden, a A. Wilson (Willson’s Shoe 
Parlor), shoes reported petitioned into bank- 


ruptcy. 
Portage, Wis.—White Store Co., shoes, etc., re- 
ported assi . 
— - P. Q.—Louis Gregoire, shoes, eee 
to com ise at per cen 
we ye Ay 


amigo. 
Toronto, Ont.— farotne, shoes, reported peti- 


Lampasas, Texas—W. J. Martin, shoes, etc., re- 
moved to Richland & Co. fn, Texas. 
Coon’ 3 Tone Cult +. etc., suc- 
quoted Crowell Dry Goods 
a. i F. "F. Young. shoes, oan. , reported 
id out reta 


Sherburne, ar x 3~ Spaulding, shoes, etc., re- 
ported sold out to Madden & Willie. 
San Antonio, Texas— Wolff & Marx Co., shoes, etc., 


" Geph: 
Davy, W. Va.—S. , shoes, etc., reported 
vgold out to P T. Hol 


w. > We ° shoes, etc., reported 
sold out to C. L. Stainaker. 
— Phillips, shoes, etc., succeeded by 





5 per cen’ 
St. Freeney Q.—Omer Leclerc, shoes, etc., re- 
ported compromise effected at 75 per cent. 


CHANGES 
Boston—Coolidge Shoe Co. (617 Atlantic Avenue), 
wholesale shoes, recently commenced business 


Ivy Shoe Co. (166 Essex Street), manufac- 
turers and wholesale shoes, recently com- 
New Bedford, Mass.—J. Frank Sears & Co., shoes. 
succeeded by Desjardins, Edwards & Poly- 


carpo. 

Haverhill, Mass.—United le Shoe Co., shoe 
manufacturers, Samuel Klayman, president, 
retires. 

Lynn, Mass.—Litch Shoe Company, Inc., Organ- 
ized under Massachusetts laws on May 31, 
1922. Purpose, to manufacture. Authorized 
capital $250,000. Incorporators and_ officers: 
Ralph F. Litch, President; jouee W. Litch, 
and Frank T. Litch, Reginald R. Gnaedinger, 


treasurer. 

Paragould, on, + Bros., chew etc., a 
ceeded by Paragould Army avy Store 
(Israel Coefickle -) 

New Rae Conn.—J. T. Rosenberg Co., shoes, 


. reported sold out 
Taftville, Conn.—D. Goldber, , shoes, etc., reported 
d to 


Kankakee, Ill.—D. C. Meyer Clothing Co., shoes, 
out 


etec., business. 
Keosauqua, Ta. a ches pt Co. outa 

ipmis), shoes wr A aay 
.—C. (wang! —- a. suc- 


ceeded b: _ Peterson. 
Middlebury, tit —C. H. Shettel & Co., shoes, etc., 
sold - to J. C. Gohn 
Marion, Mich.—J. M. Olsen, shoes, etc., reported 
eft town. 
La — Mo.—P. Sandknop (Estate), shoes, 
liam Bakes admitted. 
St. Louis Mo.—Fore Shoe Co., Pept, 
ated with capital ‘of $15,000. 
New. York City—Kirschner Shoe Co. (89 Reade 
Street), wholesale shoes, out of business. 
Manhattan --y Aid Shoe Shop. Inc., shoes, 
incorporated with Cg & of $16,000. 
Brooklyn, N. Y.—Circle Shoe Shop, Inc., a. 
eneiectusem, incorporated with capital of 


red Leider (946 Rockaway Avenue), 
yy: sold out. : 
Penn Mfg. Corp., capital increased to 





$100, 

Brooklyn, Cc. ee ¢ = aa 
hattan Niveane) Sot, repre 

Toledo, Ohio—Pizza Bros. Con weeny 


$10, ooo. incorporated with ata of 
Ply Pa.—Asheroff & Rose, a peg X¢ 





0 by Levy's. 
Gold Hill, Ore. a, Mercantile Co., shoes, 
eto. reported sold out to Charles Arnholt. 
Tenn.—H. B. Schubert, shoes, etc., reported 
id out to George Slaughter 


inger & 
—_ SF * olf, shoes, etc., succeeded 
ter epee ¢ oyt. 
Milwaukee, Wis.—Mayer Shoe Stores, shoes, re- 
advertising to sell out. 
Socks, shoes, etc., out of business. 
Harrisburg, Pa a Bargain Store, shoes, etc., 
dissolved 
aes John F ital of $100, 000. 
porated wi root 
Mt. Pleasant, Tenn.—Smith & Howard, shoes, etc., 
succeeded by Brownlow, Smith & Howard 
Mineola, Texas—B. H. Connell, shoes, etc., out of 


business. 

Conteatia, Lt tees & Blythe, shoes, 
etc., 

Raym< we  Fluotari & C ~ shoes, etc., 
reported sold out to John T. Pulli 

Delavan, gap Gidieven Boot 

Boulder Junction, hy. .—Dennis Paquette, shoes, 


F thier Inc., shoes, etc., incor- 


., succeeded 
Fergus, Ont.—H. L. Harrison, shoes, etc., re- 
Kentville, N. or Se ith & Parkes . shoes, dissolved 
ner. 
eagkaate P.Q.—Dion & Lambert, shoes, etc., 
mitisgolved, partnershi 


ortlach, Sask. manners 
out to G. A. Gillespie. 
Beloit, Wis.—Samuel H. Finberg (Boston Samp! 
Shoe Store), shoes, removed to Janesville, 


, Manawa, Wis.—Wright Mercantile Co., shoes, ete., . 


sold out. 
Webster, Wis.—V. P: Fans shoes, etc., reported 
sold out to B. Dickenson. 
Westfield, Wis. —- Breitenfeld , shoes, etc., 


sold ou 
Marshall, a & Schendle Co., shoes, 
sold out to A. L. Snider. 


etc., 
Wichita F: Texas—Katz Bros. Shoe Co., shoes, 
incorpora’ dy —_— of $10,000. 
Montreal, PQ. reat Lawrence Cut Rate Shoe Co., 


dissolved partnershi 
Harry E. LL 5 Ltd. wholesale shoes, 


Montreal, P. ge & Bordeleau, shoes, dis- 
solved . succeeded by A. Bordeleau. 
Mackrack Bros. ae reported sold out. 





New Shoe Stores 

Hanson Mercantile Co., Barron, Wis. 
shoe department. 

A. Bourdeleau, Montreal, P. Q. 

Frank Luzenski. Wisconsin Rapids, Wis. 

Rambler Shoe Store, I. Blyn & Sons, 
849 Broadway, Brooklyn, N. Y.—men’s 
shoe department. 

Mrs. A. R. Clark, Hutchinson. Kas. 

James Crimaldi, Lombard, Ill. 

John Luebtow, Milwaukee, Wis. 

Poe’s Dry Goods and Shoe Store, 
Little Rock, Ark. 

H. B. Morris, Cloverdale, Calif. 
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: BUY (ENTIRE STOCKS 
= areas in shoes always on hand for specl sales and bar sia basements 
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WANTED TO PURCHASE 


MISCELLANEOUS 


MISCELLANEOUS 











THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YORK, N.Y. 
PHONE—SPRING 9965 


SURPLUS STOCKS CASH 

















MISCELLANEOUS 











Milbradt Rolling 
Step Ladders 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 








Neatest, strongest, lightest and most 
convenient fitting stool on the market. 








Finished Golden Oak or 
Mahogany. 


Carried in stock by all wholesale shoe and 
findings houses. If your jobber cannot 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders. 


Every Shoe Store Needs 


a pair of 


“MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The —y nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


‘“‘Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 


nip are made of 
iibesete tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 


curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 


supply you. 
Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 











Chicago Branch 
Boston, Mass. 161 W Lake St. 





Celebrated Glass Fixtures 


Ca G. F. 
E : 


in 
Wood Fixtures 
Ca No. 14 
Artificial Flowers 
" Catalog No. 19 
Window Valemecs 
In Stock 
Pluck and” Window Rage 
Samples sent. 


The Hecht Fixture Co. 
Medinah Bldg., Wells & Jackson 





“MANCHESTER” . 


NEW YORK SHOW ROOM Chicago 
70 West 36th St. 


East of Broadway 





























DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
> This feature in its quick 
5 service is a time saver in 

meeting immediate needs. 














: “Where to Buy” constitutes a 
: source of knowledge so that he who 
: runs through these pages may read 
: —and learn. 





INFORMATION &.S:. 








The Most Popular 
Size Stick 


“VARNUM” 


Made in Three Styles, 
No. 1, 2, 3 









With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 
Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


Wrie fr THECHICAGO 
and Prices WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 

















Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- 
log giving full 
description 
and 





THE BICYCLE 
STEP DD 
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“Recorder” 
page per issue: 
Space 1 time 7 times 
lin... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 


3 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





rates for space less than one-eight 


13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 





$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 for accordingly. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


OSITIONS WANTED—Four cents per word for each insertion. 
inimum amount accepted, seventy-five cents. For other 
“Want” advertisements, seven cents per word for insertion. 
Minimum amount accepted, $1.25. Ads under ba heading will be 
received up to noon, on Tuesday of week of 
When advertisers desire answers to come in care of 
words must be allowed in each advertisement for address. 
advertisers desire replies forwarded direct to their address, each 
word of the address must be counted in the A a A. and paid 
Answers to ads must be sent under letter postage. 


Sa date. 
this office, twelve 
When 











SALESMEN WANTED 


SALESMEN WANTED 





LINE WANTED 








A thoroughly competitive, solid 
leather, full vamp Milwaukee 
market service shoe line has 
several attractive territories 
open. Men appreciating the 
tremendous value this next sea- 
son of a correctly priced Outing 
line and who are willing to state 
age, reference, and volume of 
sales secured with former con- 
nection are given an opportu- 
nity to make a profitable con- 
nection. Address all applica- 
tions, with full particulars, to D- 
279, care Boot and Shoe Recor- 
der, 207 South St., Boston, Mass. 














Salesman Wanted 
ANUFACTURER of play 


and school shoes, triple 
stitched, guaranteed not to rip. 
Built up to a standard that will 
give service and repeat. Have a 
few choice territories open. 
Liberal commissions. 25 sam- 
ples. Must cover territory close. 
Give full references and terri- 
tory covered in detail, in first 
letter. E. J. Ramsey Co., 967 
Atlantic Ave., Brooklyn, N. Y. 








SAL .ESMAN FOR TEXAS. Other Middle West 
\” territories open. To handle the “Health- 
Makers,”’ children’s double-stitched flexible shoes. 
Only salesmen having a long acquaintance on ter- 
ritory will be considered. Straight commission 
basis. Give complete information with applica- 
tion. H. F. Malott Shoe Co., 1915 Girard St., 
Chicago, Il. 





‘ALESMAN to carry side line of Boudoirs and 
Ballets in Alabama, Kansas, Louisiana, Ohio 
and California. Commission basis. Address 
D-280, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





ALESMEN, TEXAS: What section of Texas are 
you covering thoroughly and closely with fac- 
tory line? Could you handle 75 75 samples, — 
downs, McKays, leggings, in —— — 
present non-competitive line? Hagerstown 
& Legging Co., Hagerstown, Maryland. 





W ANTED—-Live-wire salesmen for retail trade 
in every territory, excepting New England, to 
handle a well-known line of infants’ and children’s 
Flexible McKay shoes, stock proposition. Pay 7% 
commission. Address D-291, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





as 


QALESMEN wanted to carry high-grade line of 

elt and satin slippers for Southern States, as a 
side line. Only salesmen with good following con- 
sidered, on a strictly liberal commission is. 
Address K-612, care Boot and Shoe Recorder, 
27 Duane St., New York 





A REAL proposition for real salesmen. tc 
good territories are open, for capable sal lesmen, 
to sell an exceptionally well-made ie of women ‘s 
hand-turned comforts, at right prices. Commission 
basis only. An in-stock proposition. Applicants 
must have established trade and furnish best 
references. Address D-289, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





W ANTED—Experienced salesmen to sell a line 
of medium-priced infants’ and children’s turns 
with another non-conflicting line on % commis- 
sion basis. Good stock proposition. In —- 
tion state length of time on territory, and 
references. Address D-287, care Boot and § on 
Recorder, 207 South St., Boston, Mass. 








OGDEN SHOES 


The following choice territories open 
for live-wire salesmen: 

Colorado, New Mexico and Arizona, 
Southern Texas, Virginia, Wisconsin, 
New England. 


OGDEN SHOE COMPANY, Milwaukee 

















GAL sESMEN WANTED—Felt slippers, several 
choice territories open for experienced shoemen 
to sell manufacturer's line of felt and satin boudoir 
slippers. Must have established following. All 
numbers fast sellers and well known to the trade. 
Commission basis. Address D-285, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


GALES MANAGER WANTED—Pennsylvania 
factory, making line of growing girls’, misses 
and children’s welt and ~ shoes, wants @ 
man with experience to handle salesmen and “In- 
Stock” department. Good ay for right 
man. Give experience and salary wanted to start 
in first letter. Address K-606, care Boot and Shoe 
Recorder, 127 Duane St., New York. 





Men’s Line Wanted for 
European Trade 


An American, living in Paris, 
with wide acquaintance with 
European footwear require- 
ments, is desirous of securing a 
strong line of men’s better grade 
shoes for the Continental trade. 
He is already representing a 
leading American manufacturer 
of women’s shoes and wishes a 
men’s line of corresponding 
grade. Prospects for export 
business are improving every 
day. Best of references fur- 
nish 

For further partiéulars address: 


F. EVERETT DYER, 
2 Rue Edward VII, 


Paris, France 








W ANTED—Experienced salesmen to handle line 

of women’s, misses’ and children’s high and 
medium-grade Welts, McKays, and Turns in New 
York City, Brooklyn, Connecticut and New York 
State. Address K-613, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 





ROOKLYN shoe manufacturer offers unusual 

opportunity to thoroughly experienced out-of- 
town salesman. Excellent opportunity awaits live 
wire, who can cater to right trade. Only one 
answering the above qualifications need apply. 
Address K-614, care Boot and Shoe Recorder, 
127 Duane St., New York. 





GALESMEN WANTED to carry as side line, 


Line Wanted 


For Pacific Coast, well-known manu- 
facturer’s agent with established office 
and sample rooms in Los Angeles, Cal- 
ifornia, is desirous of securing the rep- 
resentation of a line of popular- —— 
ladies’ McKay shoes to retail from 
$5.50 to $6.50. Also a line of men’s 
dress shoes. Splendid office, centrally 
located, and has a a good staff of travel- 

z given, if 
required. Address D-288, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 














women’s turn comfort shoes to retail at 
orice. Liberal commission. dress D-294, care 
- and Shoe Recorder, 207 South St., Boston, 





W ISCONSIN manufacturer of high-grade work 
and sporting shoes will have faommns terri- 
tories open efter July 1: Maine, New Hampshire 
and Vermont, Southern New York, Pennsylvania, 
Virgmia and West Virginia, Ohio, Georgia and 
Florida, Mississippi, Louisiana, Arkansas, Kansas 
and Nebraska; Oklahoma, Indiana, Illinois, lowa, 
and Texas. Would like to communicate with high- 
grade salesmen. No others considered. Prefer 


men with work shoe experience. Seven per cent 
commission. Address D-282, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Ill. 


- priced women’s lines wanted for 

Greater New York and vicinit Have credit- 
able following. Can _ fu “1 credentials. 
Address K-611, care Boot and Shoe Recorder, 
127 Duane St., ‘New York. 





LINE WANTED —I am 30 years old; have been 
employed by same firm since February, 1912, 
in Texas, town. of 4500. Have been doing the shoe 

best lines made in 
America. 1a 2 thern 
territory, Texas pre’ ‘erences 
can be given as to character, ability, and knowledge 
of shoes. Address D-290, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 
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THE RECORDER CREED: Getting More Shoes Sold Right; ase only “‘more”’ but “right’’; sold for the right 
right wearer, in the right fitting, for the right price, at 

merchants. The chief purpose of ““Th 

which depends the progress of the entire allied industries relating to dua an 


Annual Subscription in the United States, $5.00 
No Subscription Accepted for Less Than One Year 


Root Newspaper Ass'n. Member of Audit Bureau of Circulation. 
Entered at the Post Office, Boston, Mass., as second class matter. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS.., U. S. A. 


Member of the Associated Business Papers, Inc. Member of the 
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o at! poets. This is the great problem of the retail shoe 
hoe Reverdas” solve it; for this is the basic problem upon 
Thee ther; their production and distribution. 


Canadian, $6.00 
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Foreign, $10.00 
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LINE WANTED 


WANTED TO PURCHASE 








IGH-GRADE SALESMAN with clean record, 

desires specialty line of ladies’ shoes, Welts, 
Turns, or McKays, to cover States of Wisconsin, 
Mic! Eon. Minnesota and Illinois. Have good 
following with the trade and can furnish A-1 refer- 
ences. Age 32; line must have a reputation. 
Address D-286, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 





V 7ANTED—By experienced traveling salesman 
a line of factory floor shoes for Michigan terri- 

tory, “with headquarters in Mt. Clemens. 

D-264, care Boot and Shoe Recorder, 207 South St., 

Boston, Mass. 








POSITION WANTED 





REATER NEW YORK salesman with five 
years’ experience and large following —, 
shoe reteilers, open for connection with re; 
house. Addreas K-615, care Boot and Shoe 
Recorder, 127 Duane St., New York. 





MANAGER and shoe buyer, thirty years old. 
Fully experienced, organizer and busi- 
ness getter, wishes position with live concern in 
Middle West. Excellent references. ddress 
D-292, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





RETAIL SHOE MAN wants position immedi- 

me = Four years’ e ience. Age 23, mar- 

=e. R. t references. Chas. Ballard, onroe 
ity, o. 








‘TO RENT 





FOR RENT—-space for Shoes in the finest store 
and best business town in Colorada. Popula- 
tion 65, 00. Payroll over $2,000,000 Monthly, 
Fixtures in. Commission basis, to live merchant, 
Address Ratners, Pueblo, Colo. 





Shas DEPARTMENT for rent on commission 
basis in 100% location on Market St., Newark, 

N. J. Address “609, care Boot and Shoe Recorder, 
127 Duane St., New "York. 





T? RENT—Space for ladies’ shoe department 
(can include children’s, if desired), in an estab- 
lished man’s shoe store, located in the best square 
in the heart of the city. Population 110,000. 
Commission basis to live merchant only. Address 
D-293, care Boot and Shoe Recorder, 207 “South St. bs 
Boston, Mass. 





FOR SALE 





FoR SALE OR RENT—Well-established shoe 

department. best location in New York. Long 
lease. Rare opportunity to right party. Address 
K-610, care Boot and Shoe Recorder, 127 Duane 
St., New York. 





CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
ay attention given. 

CHAS. BLACHER 
166 Pulastd 8 St. 


N. Y. 
Phone Williamsburg oe 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
stock ofahote nen en nn vtacue 


Leases having a short term to run taken over. 
Established 25 years. 

I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. taken over. 
= will send a representative to investigate 
nd make offer upon request. 
Raleer Cerf. Mercantile Co., Inc. 
591 Broadway, New York Ci 
Phone Spring 5160-5161-51 








We bey qeh ond gov Mabes cu price 


A. 5 of shoes or 
ae yy Quantity no object. 
30 years — 
Deck oll enone calle. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway Brooklyn 

Phone 175 
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SETTEES 











WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 











PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, 
SWAIN, aay Clee & NAY, Counsel 
1 Tremont St. 
ARTHUR = ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHER'S NOTICE 
SUBSCRIPTION—The subscription I vg of the 
Boot and Shoe Recorder is $5.00 a year in 


E 
Mia 
ft 
5 
ifs 


for da is $6.00 a year tasteding peolene. 
ey SUBSCRIPTION—The price to all 
loreign countries except the above is $10.00 

ber ve er Year inc ny postage. 
are payable in advance. 
ADVERTINING “RATES—Cosd of Advertising 
Rates on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFICES IN 
BOSTON he 207 Gout > Sen. Cor- 
jepartments 
Id be add d to the * office. 
~_a OFFICE: 224 Moraine & Geo. 
W. R. HILL, Manager. Telephone 507. 
CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B.C. Bowen, 
oy, ue OFFICE: 1627 Locust St. B. Cc. 


wen, 
NEW YORK OFFICE: Room 101, Graham Bidg. 
127 Duane St. H. Walter Scott, Manager 
Telephone 2425 Canal. 
PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. Manager. 





H. Walter Scott, 

a ae bed and h Geahe of Commerce 
Rooms, Haverhill Bank Bldg. Geo. 
W. R. Hill, ee 

CINCINNATI hd og 2 810 Seoend Notions! 
Bank Bidg. wen, Manager. 
phone Canal 4426. 

ROCHESTER OFFICE: 609 Powers B 
Rossiter L. Seward, Western New Y 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer, 


g: Cc. Bowen, Menagt), 405 Broadway. 

‘elephone Broadway 1 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. 


PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 


— OFFICE: John a ah ~ Manage, 
Haymarket, London, S.W., 1. England. 
AUORALAAD OFFICE: = "Lit. Collins St., 
Melbourne. Manton, Manager. 
CONTINENTAL FFICE: William Salzma,, 
ARGENTINA? Boenos Aires Rivadavia, 2721, 
BRAZIL: Gocete. Sohn S. Fitch, 88 Rua General 
CHILE: Las Rosas 1123-1127. Otto 
Ti Santiago, Lag 
CUBA: Mr. H. Gomes, Corrales, 24 Havana. 
JAPANESE OFFICE: Yokohama. J. F Wagen. 


anager. 
SPAIN: Gerente, Leoncio de Miguel, Librero 
Editor, 20 Fuencarral, Madrid. 
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Marston & Tapley Co., Danvers, Mass.... 122 
Martin, A. H., Rochester, N. Y.......... «123 
Miller, I., & Sons, Inc., Brooklyn, N. Y.... 33 
Nettleton, A. E., Syracuse, N. Y.......... 120 
Newcomb-Anderson Shoe Co., Rochester. .123 
Novelty Shoe Co., Chicago, Ill............ 56 
Olenick, I., New York City................ 151 
Oriental Boudoir Slipper Co., Haverhill, 

PE sAREbOed Sakthivasnudsaoresvenaes 124 
Outing Shoe Co., Boston. ............... 112 
Packard, M. A., Co., Brockton, Mass. . 142-120 
Peck, Frederick S., Worcester, Mass... .... . 121 
Phillips-Cram Corp., Haverhill, Mass... .. . 118 
Philmall, Inc., Philadelphia, Pa.......... 122 
Poole & Johnston, Inc., Brockton, Mass.... 22 
Reed, E. P., & Co., Rochester, N. Y........ 137 
Rice & Hutchins, Inc., Boston. ........... 68 


Roth Shoe Mfg. Co., The, Cincinnati, O.. 53 
Russell, Wm. C., Moccasin Co., Berlin, Wis 60 


Saifer, Dave W., Shoe Co., Chicago. ....... 106 
Sargent, D. D., Salem, Mass.............. 41 
Smith-Briscoe Shoe Co., Lynchburg, Va.. 121 
Smith, Wm. Sumner, Chicago............ 124 
Stacy-Adams Co., Brockton, Mass........ 120 


Stetson Shoe Co., So. Weymouth, Mass... .121 
Stockbridge Shoe Co., Haverhill, Mass.... 119 
Stone, K. M., Com., Inc., New York City. .122 


Tessier & Bowdin, Haverhill, Mass.... 143-119 
Thompson Bros. Shoe Co., Brockton... ... 120 
Thompson-Crooker Shoe Co., Boston... .. . 13 
Union Shoe Co., Brockton, Mass.......... 121 


United States Rubber Co., New York 
City... 


Wall, Streeter & Doyle, No. Adams, Mass. .141 
Watson Shoe Co., Lynn, Mass............ 145 
Weber Bros. Shoe Co., No. Adams, Mass.... 24 
Westcott-Whitmore Co., Syracuse, N. Y... 118 


Whitman & Keith, Brockton, Mass........ 120 
Williams, Clark Co., Lynn, Mass.......... 28 
Witherell, E. A. & M. C., Co., Haverhill.. 119 
Wright, E. T., & Co., Rockland, Mass... ... 108 


FINDINGS AND SHOE STORE SUPPLIES 
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Chicago Wire Cigte Co., C ee 151 

Coultas Co., D. W © deh Powtawe 124 

Dalrymple-Pulsifer Co., Haverhill, Mass... 20 

Binetio Tip Co., Bastem. .........c00-cccce 

Electric Window Salesman A ee Boston. . 

Ellis, W. E., Co., Haverhill, Mass... ... . 

Emery & Co., Inc New Y« York city. 


Everwear Hosiery eens Milwaukee, Wis... 
Fashion Ornament Co., Brooklyn, N.Y... . 
Gilbert, E. T., & Co., Rochester, N. Y...... 60 
Hecht Fixture Co., 
Holyoke Silk 
Hutmacher Braiding Co., 


Kahn, Edw., E., Co., Brooklyn, N. Y....... 14 


Kawneer Co., The, ‘Niles, Mich aa 20 
Kescot Mfg. Co. i \ ne _ Seba 98 





Millbradt Mfg. Co., St. Louis, Mo.......... 151 

Miller, O. A., Treeing Machine ¢ Co., Brock- 
CUM, TEs cc cccccccccccesscccccesecscese 12 

Onken, Oscar, Co., Cincinnati, Ohio... ..... 151 


Parisian Beading Works Co., Philadelphia. .124 
fone ae Silk Cea, a York City. . a 
Spesiaiey ther Feast. Mauka: Sis. 148 
Tweedie 


Boot Top Co., St. Louis, Mo. 


nd Cover 

Vanity Novelty Works, Brooklyn, N. Y.....124 

Whitcher, Frank W., Boston........... 60-151 
LEATHER AND OTHER MATERIALS 

American Oak Leather Co., Cincinnati, 0. .115 


ey Jj. S., & Sons, Inc., Boston. . 6 
Cob! .125 


Beggs & ib Co., Boston......... 
Byron, W. D., & Sons Leather Co., Boston. 22 
Cedar Cliff Silk Co., New York City. . 36-37 
Chamberlain, B. F., Boston........... ooo 
— Bs Cis ME. wo nccccecccses .. 26 
& Cook Co., Boston............. 52-125 
Gallun, A. F., & Sons, Milwaukee, Wis. . 48 
Goodyear Tire & Rubber Co., Akron, Ohio. 8 
Jones Grn Fe Be TRIG co.cc cvcdcacees ..125 
Kenworthy Bros., Stoughton, Mass. .. 4 
epner, C. D., _ ae .. 
Kistler Lesh & Co., eee 148 
New Castle Leather Co., New York City.... 16 
Panther Rubber Co., Stoughton, Mass. . 1564 


Pfister & Vogel Leather Co., Milwaukee, Wis 42 
Quabaug Rubber Co., No. Brookfield, Mass.. 10 


Scheniae, Carl E., Co., Ine., Detroit 
Standard Kid Co., Boston... .............. 
Tolman, Dow & Co., Inc., Boston......... 64 
MACHINERY, LASTS, MFRS.’ SUPPLIES 
DRESSINGS, ETC. 

Boston Blacking Co., Boston.............. 146 
Beckwith Mfg. Co., oss si ia tae 
Cincinnati Last Co., Cincinnati, Ohio... .. . 125 
=e Mfg. Co., —. Hemp- 
Griffin Mfg. Co.. New York City........... 130 
Joh o 5 LW, Rochester, N.Y... 0005. 30 





Meyer, John C., Thread Co., Lowell, Mass 148 
New England Wood Heel Co., Haverhill, 
Mass 126 


Rogers Fibre Co., Boston. ................. 23 
Tubular Rivet & Stud Co., Boston. ........ 58 
United Fast > ey Eyelet Co., Boston... .. . 136 

EY Sts DN 0 0:00.06 nbs0eees ves 31 


United 
United Shoe Mac chinery Corp. 
United Shoe Repair Machine to., Boston. . 50 


Whittemore Bros., Cambridge, Mass... .. .. 26 
Wiechman Pattern Co., Cincinnati, Ohio. . . 125 





Wind Insole & Counter Co., Campoello, 
asa nenanegendaciantevenstensesenen 123 
MISCELLANEOUS 
Atlantic Printing Co., Boston............. 126 
Blacher, Chas., New York City............ 151 
Brooklyn Purchasing Syndicate........... 151 
Calderwood & Preg., Inc., Boston... ....... 126 
Hooper Printing Co., Boston.............. 126 
Hotel Hesex, Boston. .... .. 2.06. sicssoenvese 148 
Howard Print, Campello. Mass............. 26 


Kalter Cerf. Merc. Co., Max., New York... 151 
National Shoe & Leather Association. .32a—32b 


New York aon hasing Corporation, 
PE wee re vicnccktevectevscset$4 151 
Meet Coz, F. G., Bantam. 2.2... cccsccccccses 126 
The ney >. ere 155 
Tolman t, Brockton, Mass............. 126 
University Electrotype Foundry. .......... 126 
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All Patent Leather.......... $7.25 
White Kid Vamp, with Patent 
Bail Straps 7.75 
Ai Wee TAR. « «0c ccccseze 7.75 
White Kid with Patent Ball 
BED ceccvcccesecesae BH 7.75 
Fawn Suede with Patent Bali . 
7.7 


SHOE RECORDER 155 


IN STOCK 


For Immediate Shipment 


The Latest Novelty Welt 
Two Strap 


Leather insole counter 
and box; imitation tip; 
perforated throat; cut 
out quarter. 


Finest 
Workmanship 


As light as a turn. 
Sizes 3 to 7; Widths 
Band C. Minimum 
order; 12 pair. 





All our shoes are made on lasts of special measure- 
ments, designed to fit the high arch arid narrow heel. 


$4.25 


Net 30. 


Delivery in Three to Four Weeks 





Terms: 2-10. 

























Harry W. Felstiner & Co. 


76 Washington Street 
HAVERHILL - 














fe CLARIDGE | 


AA place to see and to be seen 










T the Claridge you enjoy what you 
come to New York for — business 

and pleasure. Ten minutes from the 
wholesale district and ten seconds from 
your room to the lobbies where the 
smart men and women of New York 
wear the smart shoes you want to see. 























Your room is well-appointed, your food 
delicious you may dance, or watch 
others. Of course you want New York 
atmosphere plus the comforts of home, and 
you want the Claridge. 


If he is a shoeman you will find him here. 


HOTEL CLARIDGE 


BROADWAY aé 44th. STREET 
NEW YORK 


LM Boomer Pres.-Fred A Reed, Man Director 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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DrScholls 
Zino-pads 








Big Advertising 
ay. Drive Is On 


removing the cause 
/, 


We want you to cash in on this nation-wide magazine 
and newspaper campaign. It takes no special effort 
to sell Dr. Scholl’s Zino-pads. All that is necessary is 
to bring them to the attention of your customers, 
practically all of whom have corns, callouses or bun- 
ions and the sale is made. Zino-pads give such uni- 
versal satisfaction that dealers everywhere find them 
a wonderful trade builder. On each sale there is a 
liberal profit, and as a repeater they have no equal. 


FOR CALLOUSES Free Samples, Display Cards, News- 
Wonderful for callouses or paper Electros and Imprinted In- 


tender spate oh cole serts Help You Build Sales 


If you have no stock of Dr. Scholl’s Zino-pads, order a 
supply today and with our Free Advertising Helps 
you will be surprised how your sales on this article will 
multiply. If you have a stock on hand, let us help 
you move it off your shelf. Our advertising and our 
help plus your co-operation will make Dr. Scholl’s 
Zino-pads the fastest seller you ever handled. 





Use the coupon below for quick results 


FOR BUNIONS 
Special shape for bunions. 
Easily applied. Will stay in 
place. ORDER COUPON 


Retail price, 35 cents per box. Wholesale, $2.80 per dozen. 


THE SCHOLL MFG. CO. 62 West 14th St. 
213 W. Schiller St., Chicago. New York City 
Gentlemen—Please ship at once the following goods and advertising 
material: per doz. 
——dozen packages Dr. Scholl’s Zino-pads. Corn Size. @ $2.80 
a + . “ rs Callous Size @ $2.80 
Bunion Size @ $2.80 





Free Advertising Matecial (Mark with X) 
(J Samples of Dr. Scholl’s Zino-pads. 


Dr. Scholl's Zino-pads are medicated, antiseptic, adhesive | () Newspaper electros. 
pads, made in shapes to fit corns, callouses and bunicns. C) Display Cards 
They are scientific, sure and safe. They bring instant re- ° i 

lief by removing the pressure which is the CAUSE of corns. C) Inserts imprinted with your name. 
Zino-pads are waterproof, healing, soothing, eaxily applied 

and will not irritate the tenderest skin. _ Name 


PUT ONE ON— THE PAIN IS GONE Street and No... 




















